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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Parcels  Post  Here— Department  Stores 
v  Become  Mail  Order  Houses  Through  It 


Will  Deliver  by  Mail  Even  Within  Wagon  Delivery  Limits  and 
Will  Mail  Free  Within  Three  Hundred  Miles.  Finley  Acker 
Co.  Also  Starts  Parcels  Post  Business.  Official  Packing 
Regulations. 


The  parcels  post  law  duly  went 
into  effect  last  Wednesday,  Janu¬ 
ary  ist,  but  up  to  date  has  made 
but  little  impression  upon  the 
trade,  especially  in  the  rural  dis¬ 
tricts.  The  concerns  which  will 
go  after  the  country  trade 
through  the  mails  have  not  yet 
sprung  their  plans,  and  probably 
will  not  for  some  time.  Readers 
of  this  journal  have  been  prepared 
for  the  enforcement  of  the  parcels 
post  law. 

Practically  the  only  firms  to  use 
parcels  post  as  yet  are  the  de¬ 
partment  stores.  All  of  the 
Philadelphia  department  stores 
are  delivering  goods  by  mail  now, 
even  within  the  limits  of  their 
regular  wagon  delivery.  It  also 
appears  that  the  department 
stores  will  become  mail-order 
houses  to  a  much  greater  extent 
than  they  have  ever  been  able  to 
do  before.  For  instance,  several 
days  before  the  first  Strawbridge 
&  Clothier,  Philadelphia  depart¬ 
ment  store,  advertised  that 
through  parcels  post  they  would 
deliver  goods  free  within  three 
hundred  miles.  This  includes  all 
of  Pennsylvania,  Delaware,  Mas- 
sachusfetts,  Connecticut,  New 
Jersey,  Maryland,  Rhode  Island 
and  District  of  Columbia,  and  is 
a  very  important  move,  especially 
as  the  other  Philadelphia  depart¬ 
ment  stores,  as  well  as  those  in 
New  York  City,  will  do  the  same. 

.  Several  months  ago  the  “Gro¬ 
cery  World  and  General  Mer¬ 
chant”  predicted  that  if  the  par¬ 
cels  post  law  passed  and  became 
operative  large  city  grocers  like 
the  Finley  Acker  Co.,  of  Philadel¬ 
phia,  could  solicit  'orders  any¬ 
where  in  the  United  States.  At 
that  time  the  law  did  not  provide 
for  zones  and  the  rate  to  the  coast 
would  have  been  the  same  as  to  a 
point  a  mile  away.  The  creation 
of  zones,  with  different  rates  for 
each,  gives  less  chance  to  go  far 
afield  than  the  other  plan  did,  but 
it  appears  from  the  last  issue  of 
“Acker’s  Weekly”  that  the  con¬ 
cern  still  believes  it  can  use  par¬ 


cels  post  to  advantage.  Read  the 
following : — 

We  have  designed  a  new  package 
of  delicious  chocolates  and  bon  bons 
especially  adapted  to  the  new  par¬ 
cels  post  act. 

We  call  it  “Ackers  One  Dollar 
Parcels  Post  Box” — and  it  is  sent 
by  mail  to  any  part  of  the  United 
States  or  its  possessions  for  $i. 

It  contains  about  I y2  pounds  of 
delicious  chocolates  and  bon  bons, 
each  piece  of  which  has  been  es¬ 
pecially  selected  with  the  view  of 
giving  to  the  receiver  the  max¬ 
imum  of  genuine  pleasure  and  sat¬ 
isfaction. 

The  package  has  also  been  es¬ 
pecially  designed  to  withstand  the 
effect  of  mail  transportation  to  any 
point  within  our  postal  system. 

The  Acker  publication  also 
suggests  that  teas,  cigars  and  fine 
specialties  can  likewise  be  sent 
by  mail. 

The  farmers  who  are  expected 
to  go  after  consuming  trade  in. 
butter,  eggs,  fruit  and  vegetables 
have  not  yet  appeared.  That  they 
will,  however,  is  certain,  for  most 
daily  newspapers  are  fostering 
this  all  they  can,  and  the  little 
want  ads.  from  the  farming  dis¬ 
tricts  are  certain  to  appear  in 
time. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  obtained  a 
copy  of  the  Post  Office  Depart¬ 
ment’s  official  regulations  for 
mailing  packages,  and  presents 
them  here : — 

PACKING  OF  PARCELS. 

Sec.  19.  Medicines  composed 
wholly  or  in  part  of  poison  or  poi¬ 
sons  and  anesthetic  agents  which 
are  not  outwardly  or  of  their  own 
force  dangerous  or  injurious  to  life, 
health  or  property,  and  not  in  them¬ 
selves  unmailable  (see  Sec.  16), 
when  packed  as  prescribed  in  Secs. 
21,  22  and  23,  and  the  package  bears 
the  name  and  address  of  the  man¬ 
ufacturer  of  or  dealer  in  the  article 
mailed,  may  be  transmitted  in  the 
domestic  mails  from  the  manufac¬ 
turer  thereof  or  dealer  therein  to 
licensed  physicians,  surgeons,  phar¬ 
macists  and  dentists. 

Sec.  20.  Admissible  articles 
which  from  their  form  or  nature 
might  damage  other  mail  matter 
or  equipment,  or  injure  the  person 
of  any  postal  employee,  may  be 
mailed  when  packed  in  accordance 
with  the  following  conditions :  — 

2.  When  not  liquid  or  liquefiable, 
they  must  be  placed  in  a  bag,  box, 
or  removable  envelope,  or  wrapping, 
made  of  paper,  cloth,  parchment  or 
similar  material,  and  inclosed  in  a 
box  or  tube  of  metal  or  wood,  with 
a  sliding  clasp,  or  screw  lid. 


3.  In  case  of  such  articles  lia- 
•  ble  to  break,  the  inner  bag,  box, 
envelope  or  wrapping  must  be  sur¬ 
rounded  by  sawdust,  excelsior,  cot¬ 
ton  or  other  similar  substance. 

Sec.  21.  Admissible  liquids  and 
oils,  in  packages  not  exceeding 
eleven  pounds  in  weight,  will  be 
accepted  for  mailing  when  intended 
for  delivery  at  the  office  of  mailing 
or  on  a  rural  route  starting  there¬ 
from,  when  inclosed  in  a  glass  or 
metal  container,  securely  closed  and 
heavily  wrapped,  provided  it  is  not 
necessary  to  transport  them  over 
steam  or  electric  railways. 

Sec.  22.  Admissible  liquids  and 
oils,  pastes,  salves  or  other  articles 
easily  liquefiable,  will  be  accepted 
for  mailing  regardless  of  distance 
when  they  conform  to  the  following 
conditions : — 

2.  When  in  glass  bottles,  the 
-quantity  must  not  exceed  twelve 

ounces,  liquid  measure.  The  bottle 
must  be  very  strong  and  must  be 
inclosed  in  a  block  or  tube  of  metal, 
wood,  papier  mache,  or  similar  ma¬ 
terial  ;  and  there  must  be  provided 
between  the  bottle  and  the  block 
or  tube  a  cushion  of  cotton,  felt, 
or  other  absorbent.  The  block  or 
tube,  if  of  wood,  must  be  at  least 
three-sixteenths  of  an  inch  thick  in 
its  thinnest  part;  if  of  papier  mache 
or  similar  material,  it  must  be  at 
least  one-eighth  of  an  inch  thick 
for  bottles  holding  two  ounces  or 
less,  and  at  least  five  thirty-seconds 
of  an  inch  thick  for  bottles  hold¬ 
ing  more  than  two  ounces.  The 
block  or  tube  must  be  rendered 
water-tight  by  an  _  application  of 
paraffine  or  other  suitable  substance. 

3.  When  in  a  metal  container,  the 
weight  of  the  parcel  must  not  ex¬ 
ceed  eleven  pounds.  The  container 
must  be  hermetically  sealed  and  in¬ 
closed  in  a  strong  box  and  securely 
wrapped. 

Sec.  23.  Pastes,  salves,  etc.,  not 
easily  liquefiable,  will  be  accepted 
for  mailing  when  inclosed  in  water¬ 
tight  metal  containers  and  placed  in 
a  strong  pasteboard  or  wooden  box 
and  securely  wrapped. 

Sec.  24.  Manufacturers  or  deal¬ 
ers  intending  to  transmit  articles  in 
considerable  quantities  should  sub¬ 
mit  to  the  postmaster  at  the  mailing 
office  for  approval  a  specimen  par¬ 
cel,  showing  the  manner  of  packing. 

Sec.  25.  When  sharp-pointed  in¬ 
struments  are  offered  for  mailing, 
the  points  must  be  capped  or  en¬ 
cased,  so  that  they  cannot  cut 
through  their  covering.  Blades 
must  be  bound  so  that  they  will  re¬ 
main  firmly  attached  to  each  other 
or  within  their  handles  or  sockets. 

Sec.  26.  Seeds  and  other  admis¬ 
sible  articles  which  are  liable  from 
their  form  or  nature  to  loss  or  dam¬ 
age  unless  specially  protected,  may 
be  put  up  in  sealed  envelopes  or 
material  sufficiently  transparent  to 
show  the  contents  clearly  without 
opening. 

Sec.  27.  Ink  powders,  pepper, 
snuff  or  other  similar  powders,  not 
explosive,  or  any  similar  pulverized 
dry  substance,  not  poisonous,  may 
be  sent  in  the  mails  when  inclosed 
in  the  manner  prescribed  herein  for 
liquids  (see  Sec.  22),  or  when  in¬ 
closed  in  cases  made  of  metal, 
wood,  papier  mache,  or  similar  ma¬ 
terial,  in  such  manner  as  to  ren¬ 
der  impossible  the  escape  of  any 
of  the  contents. 

Sec.  28.  Flour  of  all  kinds  must 
be  put  up  in  such  manner  as  to 
prevent  the  package  breaking  or 
cracking  or  the  flour  being  scat¬ 
tered  in  the  mails. 

Sec.  29.  Queen  bees,  live  insects 
and  dried  reptiles  may  be  mailed  in 
accordance  with  the  instructions  of 
the  Department  of  Agriculture  as 
promulgated  by  the  Post  Office  De¬ 
partment  under  Order  No.  6,242,  of 
May  4,  1912. 


Sec.  30.  Seeds  of  fruit,  nursery 
stock  and  all  other  plant  products 
for  propagation  may  be  mailed  in  ac¬ 
cordance  with  the  instructions  of 
the  Department  of  Agriculture  as 
promulgated  by  Post  Office  Depart¬ 
ment  orders,  No.  6,313  of  May  29, 
1912;  No.  6,655,  of  November  16, 
1912,  and  No.  6,674,  of  November 
27,  1912. 

Sec.  31.  Candies,  confectionery, 
yeast  cakes,  etc.,  must  be  inclosed  in 
boxes  and  so  wrapped  as  to  prevent 
injury  to  other  mail  matter. 

Sec.  32.  Sealed  original  packages 
of  proprietary  articles,  such  as 
soaps,  tobacco,  pills,  tablets,  etc.,  put 
up  in  fixed  quantities  by  the  manu¬ 
facturer,  and  not  in  themselves  un¬ 
mailable,  will  be  accepted  for  mail¬ 
ing  when  properly  wrapped. 

Sec.  33.  Fragile  articles,  such  as 
millinery,  toys,  musical  instruments, 
etc.,  and  articles  consisting  wholly 
or  in  part  of  glass,  or  contained  in 
glass,  must  be  securely  packed  and 
the  parcel  stamped  or  labeled 
“FRAGILE.”  Parcels  so  labeled 
must  be  handled  with  the  greatest 
possible  care. 

Sec.  34.  Parcels  containing  per¬ 
ishable  articles  must  be  marked 
“PERISHABLE.”  Articles  likely 
to  spoil  within  the  time  reasonably 
required  for  transportation  and  de¬ 
livery  must  not  be  accepted  for 
mailing.  (See  Sec.  1.) 

2.  Butter,  lard  and  perishable  ar¬ 
ticles,  such  as  fish,  fresh  meats, 
dressed  fowls,  vegetables,  fruits, 
berries  and  articles  of  a  similar 
nature  which  decay  quickly,  when 
so  packed  or  wrapped  as  to  pre¬ 
vent  damage  to  other  mail  matter, 
will  be  accepted  for  local  delivery 
(see  Sec.  3,  Par.  2a),  either  at 
the  office  of  mailing  or  on  any  rural 
route  starting  therefrom.  When  in¬ 
closed  in  an  inner  cover  and  a 
strong  outer  cover  of  wood,  metal, 
heavy  corrugated  pasteboard  or 
other  suitable  material,  and  wrapped 
so  that  nothing  can  escape  from  the 
package,  they  will  be  accepted  for 
mailing  to  all  offices  within  the  first 
zone. 

3.  Butter,  lard  or  any  admissible 
greasy  or  oily  substance,  when  in¬ 
tended  for  delivery  at  offices  beyond 
the  first  zone,  must  be  packed  in  ac¬ 
cordance  with  Sec.  22. 

4.  Vegetables  and  fruits  which 
do  not  decay  quickly  will  be  ac¬ 
cepted  for  mailing  to  any  zone  if 
packed  so  as  to  prevent  damage  to 
other  mail  matter. 

5.  Eggs  will  be  accepted  for  local 
delivery  (see  Sec.  3,  Par.  2a)  when 
so  packed  in  a  basket  or  other  con¬ 
tainer  as  to  prevent  damage  to 
other  mail  matter. 

6.  Eggs  will  be  accepted  for 
mailing  regardless  of  distance  when 
each  egg  is  wrapped  separately  and 
surrounded  with  excelsior,  cotton  or 
other  suitable  material  and  packed 
in  a  container  made  of  double  cor¬ 
rugated  pasteboard,  metal,  wood  or 
other  suitable  material  in  such 
manner  as  to  place  each  egg  on  its 
end  and  to  prevent  them  from  strik¬ 
ing  together  or  against  the  side  or 
top  of  the  container,  with  an  outer 
cover  of  double  corrugated  paste¬ 
board,  metal,  wood  or  other  suit¬ 
able  material,  and  wrapped  so  that 
nothing  can  escape  from  the  pack¬ 
age.  All  such  parcels  must  be  la¬ 
beled  “EGGS.” 

Sec.  35.  Salted,  dried,  smoked  or 
cured  meats  and  other  meat  prod¬ 
ucts  may  be  admitted  to  the  mails 
and  may  be  transported,  regardless 
of  distance,  from  one  State  or  Ter¬ 
ritory  or  the  District  of  Columbia 
to  another  State  or  Territory  or 
the  District  of  Columbia  when  the 
provisions  of  the  act  of  June  30, 
1906,  and  the  regulations  promul¬ 
gated  thereunder  by  the  Department 
of  Agriculture  have  been  com¬ 
plied  with;  provided,  however,  that 
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We  offer  to  the  grocers  of  the 
United  States  $50,000  of  our 
Quaker  Oats  and  Mother’s 
Oats  advertising  money 

Every  grocer  who  purchases  Quaker  Oats  or  Mother’s  Oats  (regular  or  family 
size),  and  will  make  a  display  in  his  store,  will  be  paid  a  refund  for  the  advertising 

service. 

By  a  display,  we  mean  a  pile  of  goods  on  the  counter  or  bread  box,  or  any 
prominent  place  in  the  store  where  the  customers  will  be  reminded  to  buy. 

We  want  a  striking  display  in  every  store. 

We  want  it  for  your  sake  as  well  as  for  our  sake. 

It  means  a  multiplied  sale,  and  just  at  the  season  when  Quaker  Oats  and 

Mother’s  Oats  sell  their  best  anyway.  .  . 

On  a  one-case  lot  no  allowance  is  made.  It  is  not  a  sufficient  display. 

On  a  two-case  order,  displayed,  we  refund  40  cents.  It  is  a  small  disp  ay, 

but  we  want  to  pay  something  to  all  grocers. 

On  a  three-case  order,  displayed,  we  refund  75  cents. 

On  a  five  case  order,  displayed,  we  refund  $1.25. 

On  more  than  five  cases  we  refund  nothing  at  all,  for  a  five-case  lot  gives 
all  the  display  we  need. 

This  Is  the  Offer 

Good  Only  in  the  United  States 

Purchase  now,  from  your  jobber,  a  two-case,  three-case  or  five-case  lot  of 
Quaker  Oats  or  Mother’s  Oats,  either  or  both  combined,  for  delivery  in  one  lot 
between  January  1st  and  February  15th,  and  make  a  display  in  your  store  as 

For  such  displays  of  Quaker  Oats  and  Mother  s  Oats  we  refund  to  the 
purchaser  as  follows : 

Two  cases,  regular  or  family  size  -  -  -  -  $0.40 

Three  cases,  regular  or  family  size  -  -  -  .75 

Five  cases,  regular  or  family  size  -  L25 

(By  one  case  we  mean  36  packages  regular  size  or  20  packages  family  size) 

How  to  Collect  the  Advertising  Refund 

Mail  to  us  your  jobber’s  invoice  showing  the  purchase  of  one  of  these  quantities  in  a  single 
delivery  and  between  the  dates  specified.  On  the  invoice  please  make  a  notation  that  you  have  dis¬ 
played  the  goods  as  per  agreement.  On  receipt  of  this  invoice  we  will  send  the  merchant  our  check 
for  the  amount  we  owe  him  and  return  his  invoice  in  the  same  envelope.  Applications  for  re  un< 
should  be  made  not  later  than  February  20th  and  addressed  to 

The  Quaker  Oats  ©"\parvy 

Advertising  Department ,  Chicago,  Illinois 
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fresh  meat  in  any  form  may  be 
transported  only  within  the  first 
zone.  (See  Sec.  34.) 

Sec.  36.  Specimens  of  dried 
blood  or  of  diseased  tissues  or  com¬ 
municable  diseases,  cultured  and 
tubercular  sputum  may  be  mailed 


Good  Housekeeping. 

Baker’s  Cocoa,  one  page. 

Royal  Baking  Powder,  one  page. 
Shredded  Wheat,  one  page. 

Old  Dutch  Cleanser,  one  page. 
Armour’s  Simon  Pure  Leaf  Lard, 
one  page. 

Crisco,  one  page. 

Grape  Nuts,  one  page. 

Campbell’s  Soups,  one  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  one  page. 

Post  Toasties. 

Nabisco,  one  page. 

Dromedary  Dates,  one  page. 
Rumfprd  Baking  Powder,  one 
page. 

Sunshine  Biscuits,  one  page. 
Hunt’s  California  Fruits,  one 
page. 

Welch’s  Grape  Juice,  one  page. 
Peter’s  Milk  Chocolate,  one  page. 
Steero  Bouillon  Cubes,  half  page. 
Wesson  Snowdrift  Oil,  one  page. 
Horlick’s  Malted  Milk,  two  inches. 
McMenamin’s  Deviled  Crabs, 
quarter  page. 

Cando  Silver  Polish,  quarter 
page. 

Jap-a-Lac,  quarter  page. 
None-Such  Mince  Meat,  half 
page. 

Atwood  Grape  Fruit,  half  page. 
Nosco  Onion  Salt,  'me  page. 
Knox  Gelatine,  one  page. 

Lea  &  Perrin’s  Sauce,  one  page. 
Meadow  Gold  Butter,  one  page. 
Occident  Flour,  one  page. 

Kitchen  Bouquet,  one  page. 
Kornlet,  one  page. 

Wrigley’s  Spearmint,  one  page. 
Worcester  Salt,  one  page. 
Beech-Nut  Peanut  Butter,  one 
page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Ivory  Soap,  one  page. 

Bon  Ami,  one  page. 

Instant  Postum,  one  page. 

Saturday  Evening  Post. 

Post  Tavern  Special,  quarter 
page. 

Campbell’s  Soups,  half  page. 
Whitman’s  Chocolate  and  Candy. 
Armour’s  Bouillon  Cubes,  quarter 
page. 

Lea  &  Perrin’s  Sauce,  four 
inches. 

Snider’s  Pork  and  Beans,  one 
page. 

Towle’s  Log  Cabin  Syrup,  eighth 
page.  ..  .  ,  ,  . 


in  accordance  with  instructions  of 
the  Treasury  Department  (Bureau 
of  Public  Health  and  Marine-Hos¬ 
pital  Service),  as  promulgated  by 
the  Post  Office  Department  under 
Order  No.  3,064,  of  April  22, 
1910. 


Occident  Flour,  quarter  page. 
Fairy  Soap,  quarter  page. 

Steero  Bouillon  Cubes,  four 
inches. 

Beech-Nut  Peanut  Butter,  quar¬ 
ter  page. 

Blue  Label  Ketchup,  quarter 
page. 

Dromedary  Dates,  quarter  page. 
Spearmint  Chewing  Gum,  two 
pages. 

Bull  Durham  Tobacco,  half  page. 
Grape  Nuts,  quarter  page. 
Barrington  Hall  Coffee,  quarter 
page. 

Hunt’s  California  Fruits,  quar¬ 
ter  page. 

Burnham  &  Morrill’s  Fish  Flakes, 
eighth  page. 

Nabisco,  quarter  page. 

Uneeda  Biscuit,  quarter  page. 
Cream  of  Wheat,  one  page. 
Crisco,  one  page. 

Instant  Postum,  quarter  page. 
Huyler’s  Products,  two  pages. 
Lea  &  Perrin’s  Sauce  four  inches. 
Meadow  Gold  Butter,  quarter 
page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  quarter  page. 

Gold  Medal  Flour,  one  page. 

Pictorial  Review. 

Cream  of  Wheat,  one  page. 
Campbell’s  Soup,  quarter  page. 
Post  Tavern  Special,  quarter  page. 
Uneeda  Biscuit,  quarter  page. 
Grape  Nuts,  quarter  page. 
Postum,  quarter  page. 

Crisco,  quarter  page. 

None-Such  Mince  Meat,  eighth 
page. 

Snider’s  Catsup,  one  page. 

Old  Dutch  Cleanser,  one  page. 

Smart  Set 

Nabisco,  one  page. 

Delineator. 

Cream  of  Wheat,  one  page. 
Knox  Gelatine,  one  page. 

Ivory  Soap,  one  page. 

Nabisco,  quarter  page. 

Grape  Nuts,  quarter  page. 

Post  Tavern  Special,  quarter  page. 
Instant  Postum,  quarter  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Steero  Bouillon  Cubes,  eighth 
page. 

Crisco,  quarter  page. 

Snider’s  Catsup,  half  page. 
Welch’s  Grape  Juice,  one-third 
page. 


Electro  Silicon,  two  inches. 
Dromedary  Dates,  ten  inches. 
Three-in-One  Oil,  one  inch. 
Fairy  Soap,  quarter  page. 

Hunt’s  California  Fruits,  eighth 
page. 

Mapleine,  four  inches. 

Liebig  Extract  of  Beef,  eighth 
page. 

Gold  Medal  Flour,  one  page. 

McCall’s  Magazine. 

Knox  Gelatine,  half  page. 

Ivory  Soap,  one  page. 

Campbell’s  Soups,  one-third  page. 
Grape  Nuts,  one-third  page. 

Post  Tavern  Special,  one-third 
page. 

Uneeda  Biscuit,  half  page. 
Kingsford’s  Corn  Starch  and 
Karo  Syrup,  one-third  page. 
Crisco,  half  page. 

Mapleine,  four  inches. 

Instant  Postum,  one  page. 

St.  Nicholas. 

Sapolio,  one  page. 

Bensdorp’s  Cocoa,  half  page. 
Three-in-One  Oil,  quarter  page. 
Maillard’s  Cocoa,  quarter  page. 
Borden’s  Condensed  Milk,  half 
page. 

Ivory  Soap,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 

Ladies’  Home  Journal. 

Hunt’s  California  Fruits,  one 
page. 

Ivory  Soap,  one  page. 

Uneeda  Biscuit. 

Post  Tavern  Special,  quarter  page. 
Dromedary  Dates,  quarter  page. 
Campbell’s  Soups,  quarter  page. 
Post  Toasties,  quarter  page. 
Grape  Nuts,  quarter  page. 

Instant  Postum,  quarter  page. 
Blue  Label  Ketchup,  quarter  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha1  Soap,  quarter  page. 

Beech-Nut  Peanut  Butter,  quarter 
page. 

Fairy  Soap,  quarter  page. 

Welch’s  Grape  Juice,  one-third 
page. 

Knox  Gelatine,  quarter  page. 
Burnett’s  Vanilla,  eighth  page. 
Electro  Silicon  Silver  Polish, 
three  inches. 

Horlick’s  Malted  Milk,  two  inches. 
Crisco,  one  page. 

Liebig  Extract  of  Beef,  eighth 
page. 

Gold  Dust  Washing  Powder, 
eight  inches. 

Hormel’s  Dairy  Hams  and  Bacon 
two  inches. 

Snider’s  Catsup,  one  page. 

Old  Dutch  Cleanser,  one  page. 

The  American  Magazine. 

Fairy  Soap,  one  page. 

Nabisco,  one  page. 

Shredded  Wheat,  two-thirds  page. 
Jap-a-Lac,  one-third  page. 
Atwood  Grape  Fruit,  one-third 
page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Sunshine  Specialties,  one  page. 
•Blooker’s  Cocoa,  two  inches. 
Welch’s  Grape  Juice,  one-third 
page. 

Snider’s  Catsup  and  Pork  and 
Beans,  one-third  page. 

Ivory  Soap,  one  page. 

Instant  Postum,  one  page. 

McClure’*. 

Ivory  Soap,  one  page. 

Bon  Ami,  one  page. 

Grape  Nuts,  one  page. 

Nabisco,  one  page. 

Fairy  Soap,  one  page. 

Snider’s  Catsup,  quarter  page. 
Horlick’s  Malted  Milk,  two  inches. 
Crystal  Domino  Sugar. 

Cream  of  Wheat,  one  page. 
Shredded  Wheat,  one  page. 

Outing  Magazine. 

Atwood  Grape  Fruit,  half  page. 
Three-in-One  Oil,  two  inches. 
Wrigley’s  Spearmint,  one  page. 
Postum,  one  page. 


Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  think¬ 
ing  along  a  line  which  was  given  some  discussion  several  months  ago, 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod¬ 
ucts  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  th  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  and  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all, 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling, 
demonstrating,  etc.] 

January. 


The  Outlook. 

Crisco,  one  page. 

Instant  Postum,  one  page.  ■ 
Wheatena,  one  page. 

Bon  Ami,  one  page. 

Ivory  Soap,  one  page. 

Lowney’s  Cocoa,  one  page. 
Austin’s  Dog  Bread,  quarter  page. 
Atwood  Grape  Fruit,  half  page. 
Sunshine  Biscuit,  one  page. 
Dromedary  Dates,  half  page. 
Baker’s  Chocolate,  one  page. 

The  Woman’s  Magazine. 

Cream  of  Wheat,  one  page. 

Knox  Gelatine,  one  page. 

Ivory  Soap,  one  page. 

Nabisco,  quarter  page. 

Crisco,  quarter  page. 

Instant  Postum,  quarter  page. 
Grape  Nuts,  quarter  page. 

Post  Tavern  Special,  quarter  page. 
Dromedary  Dates,  ten  inches. 
Mapleine,  four  inches. 

Snider’s  Catsup,  half  page. 
Welch  Grape  Juice,  one-third 
page. 

Fairy  Soap,  quarter  page. 

Steero  Bouillon  Cubes,  eighth 
page. 

Three-in-One  Oil,  one  inch. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Gold  Medal  Flour,  one  page. 
Scribner’s  Magazine. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Atwood  Grape  Fruit,  half  page. 
Campbell’s  Soup,  one  page. 
Nabisco,  one  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Horlick’s  Malted  Milk,  two  inches. 
Ivory  Soap,  one  page. 

Instant  Postum,  quarter  page. 
Baker’s  Cocoa,  quarter  page. 
Royal  Baking  Powder,  quarter 
page. 

The  Century  Magazine. 

Sapolio,  one  page. 

Shredded  Wheat,  one  page. 
Horlick’s  Malted  Milk,  two  inches. 
Atwood  Grape  Fruit,  half  page. 
Crystal  Domino  Sugar,  quarter 
page. 

Nabisco,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 
Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Ivory  Soap,  one  page. 

Libby’s  Products,  one  page. 

•  • 
Everybody’s  Magazine. 

Cream  of  Wheat,  one  page. 
Grape  Nuts,  one  page. 

Campbell’s  Soups,  one  page. 
Atwood  Grape  Fruit,  half  page. 
Blue  Label  Ketchup,  half  page. 
Jap-a-Lac,  quarter  page. 

Fairy  Soap,  one  page. 

Blooker’s  Cocoa,  two  inches. 
Snider’s  Pork  and  Beans,  quarter 
page. 

Horlick’s  Malted  Milk,  two  inches. 
Three-in-One  Oil,  two  inches. 
Nabisco,  one  page. 

Ivory  Soap,  one  page. 

Old  Dutch  Cleanser,  one  page. 

The  Atlantic  Monthly. 

Peter’s  Milk  Chocolate,  one  page. 
Atwood  Grape  Fruit,  half  page. 
Bensdorp’s  Cocoa,  half  page. 
Baker’s  Cocoa,  one  page. 

Woman’s  Homo  Companion. 

Gold  Medal  Flour,  one  page. 
Ivory  Soap,  one  nage. 

Post  Tavern  Special,  quarter 
page. 

Bon  Ami,  quarter  page. 
Campbell’s  Soup,  quarter  page. 
Postum,  quarter  page. 

Huyler’s  Products,  eighth  page. 
National  Biscuit  Co.’s  Products, 
one  page. 

Crisco,  quarter  page. 

Sunshine  Biscuits,  quarter  page. 
Beechnut  Peanut  Butter,  quarter 

page. 

Knox  Gelatine,  quarter  page. 
Snider’s  Catsup,  eight  inches. 
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Grape  Nuts,  quarter  page. 
Burnett’s  Vanilla,  eighth  page. 
Kitchen  Bouquet,  four  inches. 
Welch  Grape  Juice,  one-third 

^Liebig  Extract  of  Beef,  eighth 
page. 


Steero  Bouillon  Cubes,  eighth 

P  Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Horlick’s  Malted  Milk,  two  inches. 
Kellogg  Toasted  Corn  Flakes,  one 
page. 


^ hat  Harm  Will  the  Parcels  Post  Law 
Do  the  Retail  Business? 

Variety  of  Opinions  From  Retailers  From  Every  State  in 
the  Union.  Some  Feel  Competition  of  Mail  Order  Houses 
More  Than  Others.  __ _ 

r A«  readers  of  this  journal  know,  a  parcels  post  law  has 
1  ...j  uv  Conexess  signed  by  the  President  and  became  opera¬ 

tive  TanuarJ V 19%  It ^1^  packages  weighing  up  to  eleven 
nnunds  to  K  sent  through  the  mails  at  much  less  than  present  rates, 
and  is  generally1  expected  to  aid  the  mail  order  houses,  to  the  injury 

of  the  reeular  retail  merchants,  especially  of  the  country  districts  As 
of  the  regular  rerari  «G;  World  and  General  Merchant 

?  °t,  “bscriber,  in  all  th/state,  to  express  opinions  on  .hi. 

subject,  and  these  opinions  will  be  published  as  fast  as  received. 

—Ed.]  _ 


You  Bo  Not  Have  to  Pay 


KANSAS. 

5y  Parish  Brothers,  Junction  City, 
Kan. 

The  mail-order  houses  do  hurt 
he  retail  business  to  some  extent 
ere.  We  think  that  the  lower 
lostal  rate  will  hurt  the  retail 
iusiness  some  in  this  teiritoiy 
without  any  doubt,  and  our  judg- 
nent  is  quite  a  little. 

PENNSYLVANIA. 

By  Penn  Grocery  Co.,  Erie,  Pa. 

We  are  sure  that  the  mail- 
n-der  houses  in  the  big  cities  will 
lurt  the  grocery  business  here  in 
Erie  far  more  than  ever  under  the 
marcels  post  law. 

WYOMING, 

By  The  Platte  Valley  Mercantile  Co., 
McKinley,  Wyo. 

So  far  the  mail-order  houses 
are  no.t  hurting  our  business  to 
amount  to  anything  and  I  hardly 
think  that  the  lower  postage  rates 
will  make  much  difference  in  this 
locality. 

By  Mr.  H.  G.  Drew,  Evanston,  Wyo. 

Up  to  the  present  time  we  have 
not  noticed  any  special  difference 
but  it  is  our  opinion  that  as  soon 
as  a  certain  class  of  people  really 
learn  how  much  can  be  sent  by 
parcels  post  it  will  work  a  hard¬ 
ship  on  small  retailers. 

FLORIDA. 

By  L.  W.  Burkhardt,  West  Palm 
Beach,  Fla. 

In  our  mind  there  is  no  doubt 
whatever  that  the  small  dealei 
must,  as  he  always  has,  suffer 
loss  of  trade  by  parcels  post. 

Because  of  the  established  fact 
that  buyers  will  seek  the  cheap¬ 
est  market,  even  though  they 
have  to  go  to  the  Antipodes  for  it, 


and  will  eagerly  avail  themselves 
of  any  means  that  will  enable 
them  to  get  the  lowest  price,  re 
gardless  of  the  merit  of  the  home 
c  ealer,  be  he  situated  where  he 
may. 

Aside  from  this,  in  our  mind 
the  chief  objection  to  the  parcels 
post  in  our  country  is  the  zone 
system,  which  we  are  inclined  to 
consider  an  18  karat  farce,  that 
benefits  chiefly  the  express  com 
sanies  in  whose  interest  it  seems 
to  have  been  devised. 


OKLAHOMA. 

By  E.  W.  Hardin,  Ada,  Okla. 

As  yet  we  are  not  troubled 
with  the  mail-order  business,  but 
we  are  fearful  that  a  lower  post¬ 
age  rate  will  encourage  the  busi¬ 
ness. 


Do  You  Sell  “Gluten  Flour?” 

If  a  physician  prescribes  “Gluten 
Flour”  as  diet  for  diabetic  patients,  he 
expects,  and  has  a  right  to  expect,  that 
the  manufacturer  or  dealer  from  whom 
the  patient  procures  such  a  product  sup¬ 
plies  him  with  flour  which  will  at  least 
comply  with  the  requirements  of  the 
United  States  Pure  Food  Law,  which 
demands  that  a  “Gluten  Flour”  shall 
contain  at  least  35  per  cent,  of  protein. 

There  are  flours  sold  as  “Gluten 
Flours”  which  contain  only  about  half 
this  amount.  Such  substitutes  are  liable 
to  be  of  much  detriment  to  a  sufferer 
from  this  malady. 

After  long  experience  in  the  manu¬ 
facture  of  high-class  cereal  sanitary 
specialties,  Farwell  &  Rhines,  of  Water- 
town,  N.  Y.,  have  placed  upon  the  mar¬ 
ket  a  genuine  Gluten  Flour  containing 
about  40  per  cent,  of  gluten,  which  has 
no  superior  in  this  country  or  abroad 
for  all  uses  as  a  flour  in  marked  cases 
of  diabetes. 

Their  Cresco  Flour  has  for  many 
years  proven  a  boon  to  the  physician 
in  his  treatment  of  acid  and  intestinal 
dyspepsia,  carrying  a  medium  percen¬ 
tage  of  gluten  attractive  and  palatable 
for  all  uses  in  such  cases,  and  mild 
forms  of  kidney  and  liver  troubles.— 
Adv. 


for 


Good  Storekeeping 


This  big  quarterly  review  of  the 
trade  paper  field,  filled  with  in¬ 
formation,  plans  and  helps  you 
want  to  know  about,  is  sent  yon 
without  charge  or  obligation. 


Good  Storekeeping  will  show 
you  how  you  can  share  in  the  benefit  of  the  eighty 
millions  of  dollars  being  spent  each  year  for 
National  Advertising  in  the  big  monthly  and 
weekly  magazines. 

Good  Storekeeping  discusses  the  busi¬ 
ness  problems  of  the  day  from  your 
standpoint  and  tells  how  other  mer¬ 
chants  are  cashing  in  on  National 
Advertising — how  manufacturers  are 
helping  them  increase  their  profits 
and  how  you  can  gain  new  trade. 

Good  Storekeeping  is  for  all  merchants  in  all 
lines  of  business— druggists,  grocers,  piano 
dealers,  jewelers,  hardware  men,  furniture  men, 
dry  goods  men  and  builders. 

Good  Storekeeping  is  worth  sending  / 

for— it  will  help  you  get  goods  across  / 

V  G.  w.  7 

the  counter.  y 

/  GOOD 

.  .  /  HOUSEKEEPING 

Sign  and  send  the  coupon  to-  /  magazine 

tJay<  381  Poartb  Ave., NewYork 

/'  Please  enter  the  name  of 
my  establishment  (Store 
Name  Here) 

Dealers’  Service  Dept.  / 

y  „  /  on  the  complimentary  mailing  list  for 

Lrood  Housekeeping  /  sortGrn?oV0lwSlncdgoUYnrymyaunT  “ 

Magazine  / 

/  Name . . 


381  Fourth  Ave.,  New  York  City  / 

/  u, 

- -  — /  Address 
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. - . 

WITH  THE  EDITOR 


The  National  Credit  Men’s  As¬ 
sociation  sends  this  journal  the 
following  and 

What  to  Do  asks  “what 
With  the  Order.  would  YOU  do 

with  this  order?” 

In  a  city  of  approximately  2,000 
inhabitants,  of  which  one-third  at 
least  were  moderate  wage  earners, 
a  merchant  has  been  conducting  a 
general  store  for  three  years  upon 
a  cash  capital  of  $5,000.  This  cap¬ 
ital  was  inherited  from  a  parent; 
the  merchant  was  thirty  years  of 
age,  married,  and  his  family  in¬ 
cluded  four  in  all.  He  had  been 
trained  in  a  general  store  clerking 
on  a  moderate  salary  until  his  pres¬ 
ent  enterprise  was  opened.  The 
town  was  in  an  agricultural  coun¬ 
try  producing  mostly  corn  and 
wheat,  and  the  merchant  had  to 
extend  credit  running  from  thirty 
days  to  six  months  upon  at  least 
70  per  cent,  of  his  sales. 

He  placed  an  order  with  a  whole¬ 
sale  house  for  $500,  was  then  owing 
the  house,  not  quite  due,  $300,  and 
his  payments  had  been  first  upon  a 
discount  basis,  then  prompt,  and 
for  the  past  six  months  had  aver¬ 
aged  thirty  days  slow.  At  the  re¬ 
request  of  the  wholesale  house  he 
made  the  following  statement: — 

Stock  on  hand  .  $6,000 

Accounts  receivable  .  3, 000 

Accounts  closed  by  note  ....  2,000 

Cash  in  bank  .  5°° 

Cash  on  hand  .  100 

No  real  estate  or  personal 
property  except  household 
goods  of  doubtful  value . 

Total  . $11,600 

Liabilities  for  merchandise : — 

Not  due  . $3.°°° 

For  merchandise  past 

due  .  1,000 

Loans  from  bank  not 

due .  1,000 - 

$5,000 


Net  .  $6,600 

This  merchant’s  home  expenses 
did  not  exceed  $600  a  year  and  his 
habits  were  thought  to  be  above 
reproach;  his  capacity  was  only 
moderate. 

Perhaps  the  writer  would  ac¬ 
cept  the  $500  order,  provided  a 
positive  and  secured  promise  was 
made  to  pay  the  previous  $300 
one,  when  it  came  due,  but  never¬ 
theless  this  seems  like  a  case  to 
watch.  Any  retail  merchant  who 
is  forced  to  give  30  days  to  six 
months’  credit  on  70  per  cent,  of 
his  business  is  bound  to  tie  up 
far  more  capital  than  the  business 
he  probably  does  will  warrant. 
Tying  up  his  capital  means  of 
course  that  he  cannot  turn  it  over 
quickly  and  cannot  make  his  buy¬ 
ing  up  to  date.  That  would 
probably  show  in  his  $6,000  stock 
on  hand:  likely  half  or  three- 
fourths  of  it  is  dead  wood. 


One  other  thing:  it  is  always 
suspicious  when  a  buyer  who  at 
first  discounts,  drops  to  “prompt” 
and  then  to  “slow.”  This  is  pro¬ 
gressive  deterioration  and  it  prob¬ 
ably  means  either  questionable 
personal  habits — in  this  case 
eliminated — or  insufficient  busi¬ 
ness. 


While  the  modern  department 
store  is  unquestionably  a  remark¬ 
able  achievement, 

Department  Store  and  ill  many 
Thieves  and  Thieving,  -ways  ail  eilOr- 

mous  conveni¬ 
ence — which,  however,  is  not 
free — to  the  consumer,  its  other 
side  is  that  it  has  fearfully  de¬ 
graded  trade  standards.  There 
are  some  exceptions,  of  course, 
but  about  the  average  depart¬ 
ment  store's  relations  with  those 
who  sell  it  goods,  there  is  no 
more  honor  than  there  is  in  the 
casual  pow-wow  of  two  dogs  in 
a  fence  corner.  The  department 
store  will  make  contracts  and 
break  them,  it  will  steal  what  it 
is  not  entitled  to,  it  will  deliber¬ 
ately  take  every  illegitimate  ad¬ 
vantage  its  victims  will  let  it 
take. 

Several  of  the  Philadelphia  de¬ 
partment  stores  have  an  em¬ 
ployee  usually  known  as  “mer¬ 
chandise  man.”  His  real  office  is 
to  steal  as  many  unearned  advan¬ 
tages  as  he  can,  and  he  usually 
more  than  earns  his  money.  Con¬ 
tracts  made  by  the  regular  buy¬ 
ers  are  passed  on  by  the  mer¬ 
chandise  man,  and  a  favorite  trick 
is  to  make  an  inconspicuous 
note  in  some  corner  which 
changes  the  terms,  always  to  the 
store’s  advantage.  If  the  seller 
objects  when  the  matter  arises — 
“you  accepted  the  contract  with 
that  on  it,  didn’t  you?”  That 
usually  settles  it,  for  the  store  is 
a  big  buyer. 

Stealing  unearned  discounts  is 
another  of  the  merchandise  man’s 
duties.  Gimbel  Bros.,  Lit  Bros, 
and  other  Philadelphia  depart¬ 
ment  stores  are  notorious  for 
this.  They  pay  after  the  dis¬ 
count  period  has  long  since 
passed,  but  still  take  the  discount. 
Then  ensues  long  correspondence. 


or  troublesome  telephone  calls 
or  interviews,  all  much  more  of 
a  nuisance  to  the  creditor  than 
to  the  debtor,  as  the  latter  ex¬ 
pects  and  has  provided  for  them. 
Perhaps  $5  or  $6  are  at  stake ;  in 
half  the  cases  the  merchandise 
man  wheedles  or  threatens  him¬ 
self  into  victory,  and  the  seller 
agrees  to  “let  it  go  this  time.” 
Multiply  $5  by  a  thousand  items 
and  you  have  the  reason  for  the 
merchandise  man.  This  criminal 
employed  by  one  department 
store  is  said  to  have  boasted  that 
he  “saved”  $15,000  for  his  em¬ 
ployers  last  year.  Not  saved,  but 
stolen,  every  cent  of  it.  Every 
discount  taken  but  not  earned, 
every  secret  improvement  in 
terms  “put  over”  by  a  secret  mark 
in  the  corner  of  an  order,  every 
improper  concession  wrung  from 
sellers  by  threat  to  boycott  or 
promise  to  patronize,  was  a  sepa¬ 
rate  and  distinct  stealing,  and 
the  man  making  it  and  the  em¬ 
ployer  hiring  him  to  make  it  were 
thieves  together.  Even  worse 
than  thieves,  for  they  have  large¬ 
ly  helped  business  to  become  the 
dishonorable  thing  which  in  many 
ways  it  is. 


The  failure  of  the  Govern¬ 

ment’s  suit  against  the  Kellogg 
Co.  is  the  last 

Kellogg:  Case  hope  of  the  man- 

tbe  Last  Hope.  ufacturer  W  ll  O 

wishes  to  have 

his  product  sold  at  a  fixed  and 
uniform  price  from  jobber  to  re¬ 
tailer  and  from  retailer  to  con¬ 
sumer.  If  this  suit  succeeds, 
there  is  no  longer  any  way  which 
the  writer  can  see,  to  control  the 
price  of  goods  which  have  left  the 
hands  of  the  original  buyer. 

The  Kellogg  plan  is  particu¬ 
larly  clean  cut,  and  has  succeeded 
very  well.  Jobbers  are  not  asked 
to  sign  a  contract  to  hold  the 
price,  but  they  are  expected  to 
hold  the  price  just  as  if  they  had 
signed  one,  and  they  know  that 
very  well  and  do  it.  If  they  vio¬ 
late  this  understanding  they  are 
cut  off.  As  a  result,  Kellogg’s 
Toasted  Corn  Flakes  are  to-day 
on  sale  by  all  jobbers  at  the 
practically  uniform  price  of  $2.80 
per  case. 


That  is  the  first  charge  which 
the  Government  make  s — t  hat 
through  this  the  Kellogg  Co.  de¬ 
prives  the  retailer  of  the  lower 
prices  that  might  come  if  jobbers 
really  competed  among  them¬ 
selves  for  the  Kellogg  business. 

The  second  charge  is  that  the 
Kellogg  Co.  controls  the  price 
from  retailer  to  'consumer  and 
thus  robs  the  consumer  of  the 
result  of  competition  among  re¬ 
tailers.  This  by  patenting  its 
carton  and  printing  a  notice  on 
its  label  which  tries  to  put  a  re¬ 
tailer  in  the  position  of  selling  a 
patented  article  under  license 
from  the  manufacturer,  a  condi¬ 
tion  of  which  license  is  retailing 
at  10  cents  a  package.  Here  is 
the  nub  of  the  Government’s  case. 
The  courts  have  held  that  a  man¬ 
ufacturer  may  not  control  the 
selling  price  of  his  products,  in 
the  hands  of  dealers  who  have 
not  bought  from  him  direct — 
except  in  the  single  case  of  a 
patented  article,  in  which  control- 
ing  the  price  in  everybody’s 
hands,  is  a  proper  part  of  the 
monopoly  which  the  grant  of  a 
patent  involves. 

The  Kellogg  Co.  has  tried  to 
bring  itself  within  the  exception 
by  getting  a  patent  on  its  carton. 
The  Government  says  the  carton 
was  not  patentable ;  but  whether 
it  was  'or  not,  it  seems  certain  that 
the  only  reason  it  was  patented 
was  to  enable  a  control  of  price. 
If  for  either  of  these  reasons  the 
court  holds  that  the  plan  gives 
the  Kellogg  Co.  no  legal  right  to 
control  prices  in  retailers’  hands, 
then  manufacturers  will  probably 
have  to  abandon  forever  all  effort 
to  fix  the  prices  at  which  un¬ 
patented  articles  shall  sell  in  the 
hands  of  dealers  who  have  not 
bought  direct,  but  through  job¬ 
bers.  As  a  matter  of  fact,  there 
will  probably  be  nothing  left  to 
try,  for  almost  every  conceivable 
plan  to  accomplish  this  result  has 
come  before  the  courts  and  been 
destroyed. 

As  to  the  first  phase  of  the  Kel¬ 
logg  Co’s,  control,  viz.,  its  under¬ 
standing  with  jobbers  by  which 
they  shall  sell  at  a  fixed  price  or 
be  cut  off,  the  writer  ventures  to 
predict  that  this  will  be  found 
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lefectly  legal  and  well  within  a 
nanufacturer’s  rights.  As  to  the 
second  phase — the  patented  car- 
ion  and  the  control  through  that 
)f  the  retail  price,  the  writer  has 
m  equally  settled  conviction  that 
:his  will  be  found  illegal. 


How  ? 


The  papers  and  the  magazines 
ire  just  now  full  of  articles  by 
writers  who 
know  absolutely 
nothing  about  it, 
the  substance  of 
vhich  is  that  the  country  mer- 
:hant,  if  he  will  use  a  little  en- 
;rgy,  can  make  as  much  money 
mt  of  parcels  post  as  anybody 
:lse.  So  far,  the  writer  has  seen 
10  practical  suggestions  as  to 
low  this  can  be  done,  and  it  asks 
lie  question  now :  How  can  the 
small  town  or  country  retailer 
idapt  the  parcels  post  to  the  im¬ 
provement  of  his  own  business? 

Consider  a  typical  case,  John 
[ones  has  a  grocery  or  general 
store  in  a  town  of  2,000  people, 
say  forty  or  fifty  miles  from  a 
large  city.  Already  the  large 
mail-order  houses  have  pushed 
themselves  into  his  territory  and 
the  parcels  post  law  will  furnish 
them  a  horse  on  which  they  can 
ride  still  further  in.  If  he  uses 


the  parcels  post  law  it  means  that 
he  too  must  do  a  mail-order  busi¬ 
ness.  What  with?  He  has  an 
average  stock;  obviously  it  con¬ 
tains  nothing  and  might  contain 
nothing,  which  the  stock  of  his 
neighboring  competitors — i  nto 
whose  territory  his  mail-order 
business  must  ship  if  it  ships  at 
all — does  not  or  could  not  also 
contain.  And  of  course  he  could 
not  cut  very  far  below  them  in 
price.  What  chance,  then,  has 
he?  Only  one,  so  far  as  the  writer 
sees.  The  small  retailer  to  use 
parcels  post,  must  do  as  every 
large  mail-order  dealer  does :  he 
must  offer  something  “special," 
either  as  to  article,  grade  or  price. 
Sausage  made  at  a  certain  farm, 
unusually  fresh  eggs,  apples 
from  a  certain  orchard,  some¬ 
body’s  home-made  jellies  and 
jams,  a  special  dairy  butter,  and 
so  on.  That  might  work,  but  it 
must  always  be  remembered  that 
the  producers  of  these  things 
have  even  a  better  chance  to  push 
them  than  any  grocer,  who  is  a 
middleman  and  must  buy  to  sell 
again.  Still,  all  the  farmers  aren’t 
going  to  be  enterprising  enough 
to  enter  the  mail-order  business, 
and  there  will  probably  be  a 
chance  for  some  country  mer¬ 
chants  to  do  this  sort  of  thing. 


Kellogg  Sait  is  of  Enormous  Importance 

Government’s  Effort  to  Convict  Toasted  Corn  Flakes  Co.  of 
Monopolistic  Efforts  Greatly  Interests  and  Vitally  Affects 
Trade.  Government  Says  Kellogg  Exacts  Price-holding 
Contracts  from  Jobbers,  Which  They  Deny.  Doesn’t  Think 
Much  of  Patented  Carton  Plan. 


A  live  topic  for  discussion  dur¬ 
ing  the  week  has  been  the  action 
brought  by  the  United  States 
Government  against  the  Kellogg 
Toasted  Corn  Flake  Co.  on  the 
ground  that  the  Kellogg  plan  for 
maintaining  the  prices  of  Kel- 
logg  Toasted  Corn  Flakes  was  an 
illegal  restraint  upon  competition. 
The  suit  was  announced  and 
briefly  described  last  week. 

During  the  week  a  copy  of  the 
petition  filed  by  the  Government 
has  been  obtained.  The  defend¬ 
ants  are  the  Kellogg  Toasted 
Corn  Flake  Co.,  Will  K.  Kellogg, 
president ;  Wilfred  C.  Kellogg, 
secretary,  and  Andrew  Ross,  gen¬ 
eral  manager.  It  is  said  that 
Wilfred  C.  Kellogg  has  not  been 
connected  with  the  company  for 


several  months.  Following  are 
extracts  from  the  petition : — 

Kellogg’s  Toasted  Corn  Flakes 
reach  the  consumers  thereof  in  the 
followng  manner :  The  defendant 
corporation,  acting  through  its  offi¬ 
cers,  the  individual  defendants,  sell 
to  jobbers  cases  containing  thirty- 
six  cartons  or  packages  filled  with 
said  products  and  it  refuses  abso¬ 
lutely  to  sell  said  goods  directly  to 
the  consumer  or  to  the  retail  trade. 
The  jobbers  in  turn  sell  said  packages 
by  the  case  to  the  retail  merchant, 
and  by  said  merchants  the  product 
is  sold  by  the  package  to  the  con¬ 
sumers.  The  jobbers  are  forced  to 
agree  to  sell  to  the  retailers  only 
at  a  set  price. 

The  agreements  exacted  from 
jobbers  and  the  conditions  of  sale 
imposed  upon  and  accepted  by  the 
retailers,  restrain  the  interstate 
commerce  in  this  breakfast  food  in 
that  they  prevent  it  from  moving 
in  interstate  commerce  at  prices 
other  than  those  fixed  by  the  de¬ 
fendant  company  and  prevent  all 
competition  between  dealers  which 
can  affect  its  cost  to  the  retailer 


The  Quality 

Cash  Wholesale  Grocery 
Warehouse 

Nos.  1211-13-15  NORTH  SECOND  STREET 

PHILADELPHIA,  PA. 


The  word  quality  as  applied  to  this  business  means  first 
the  best  quality  in  the  different  grades  needed  to  supply 
general  trade,  good  low  priced,  good  standard,  and  extra  quality. 

Quality  here  also  means  service  to  you,  in  straightfor¬ 
wardness  in  describing  goods,  so  that  you  can  always  depend 
on  goods  being  as  represented  and  at  right  prices.  In  making 
this  warehouse  your  wholesale  supply  house,  to  aid  the 
success  of  your  business,  by  the  most  friendly  co¬ 
operation. 

Fancy  peas,  cans  filled  with  peas  as  tender  and  fine  flavored 
as  peas  can  be,  $1.53  per  dozen.  These  peas  will  match  brands 
selling  at  $1.65  to  $1.85  per  dozen. 

For  quality,  the  soaked  peas  we  sell  at  60c.  per  dozen  will 
match  brands  sold  for  80c.  Our  goods  are  packed  from  best 
grade  selected  dried  peas,  and  while  these  are  the  lowest  priced 
peas  sold  by  the  trade,  yet  in  them  quality  stands  out. 

A  fine  country-packed  early  June  peas,  very  tender,  uniform 
in  size,  fine  flavored  (a  little  slack  filled),  $1.07^  per  dozen,  we 
have  brands  that  are  packed  brim  full. but  the  quality  is  not  near 
so  desirable. 

We  offer  a  decided  bargain  in  a  very  good  full  count  double 
dipped  500  match,  at  $3.30  per  gross.  There  are  matches  in 
which  the  price  is  reduced  by  cutting  the  stick  a  little  short- 
These  are  full  length  sticks  and  the  composition  used  is  the  best. 
The  same  grade  matches  in  penny  boxes  (large  size  ic.  boxes), 
87 y2c.  per  gross. 

Best  Red  Alaska  Salmon . $1.67^ 

No.  3  Barley  (100  bags) .  2.85 

Fancy  Pink  Salmon . 84 

A  good  low  price  Oolong  Tea . 13^ 

A  fancy  Formosa  Tea . 42 

Teas  less  4  %. 

The  finest  grade  Cloudy  Syrup . 24  per  gal. 

The  finest  grade,  in  half  bbls . 26 

Finest  grade  Clear  Syrup . 25 

Finest  grade,  in  half  bbls . 27 

Both  trade  builders. 

No.  3  Spinach,  cans  well  filled,  good  quality  1.00  per  doz. 

Fancy  Kieffer  Pears,  in  heavy  syrup . 90  “ 

Pure  White  Vinegar,  in  bbls . 07  per  gal. 

Pure  Dark  Vinegar,  “  . 07  “ 

Half  barrels  lc.  gallon  extra. 

Sugar  sold  at  refiners’  lowest  wholesale  prices  less  one  per 
cent,  on  date  order  received. 

Send  cash  with  order  or  reference,  and  goods  will  be  shipped 
and  you  can  mail  check  after  you  have  received  goods.  The 
business  of  prompt  paying  trade  solicited. 

Prices  guaranteed  on  the  entire  line. 

WILLIAM  C.  YOUNG 
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or  consumer.  “They  produce,”  it 
is  added,  “a  monopoly  of  said  inter¬ 
state  commerce  in  that  they  concen¬ 
trate  in  the  hands  of  those  who 
abide  by  the  terms  of  said  agree¬ 
ment  and  conditions  of  sale  the 
entire  traffic  in  said  article  and  ex¬ 
clude  therefrom  all  dealers  who  re¬ 
fuse  to  enter  into  or  abide  by  said 
agreements  and  conditions.” 

The  petition  also  discusses  the 
Kellogg  plan  to  patent  its  carton 
and  through  this  fix  and  maintain 
the  retail  price,  and  expresses  the 
following  conclusions : — 

_  i.  Said  carton  was  not  in  fact 
patentable,  in  that  every  material 
feature  thereon  had  been  long  in 
use  before  said  patent  was  issued. 

2.  The  value  of  the  carton  is  neg¬ 
ligible  as  compared  with  the  value 
of  the  contents  thereof,  and  it  is 
the  contents  alone  that  is  desired 
by  the  purchaser  and  forms  a  con¬ 
sideration  for  the  contract,  the  pur¬ 
chase  of  a  carton  being  a  mere  in¬ 
cident  in  the  contract  or  sale. 

3.  Defendants  having  sold  the 
cartons  and  contents  to  the  jobbers 
and  parted  with  all  title  thereto, 
have  no  legal  power  to  fix  the  price 
at  which  a  purchaser  from  said 
jobbers  can  be  required  to  sell  the 
same. 

4.  Its  use  is  resorted  to  as  a 
mere  subterfuge  and  device  to  avoid 
the  provisions  of  the  Act  of  July 
2,  1890,  known  as  the  Anti-Trust 
Law,  and  the  principles  of  the  com¬ 
mon  law  controlling  such  contracts. 

The  Government  does  not  ask 
the  court  to  dissolve  the  Kellogg 
Co.,  but  makes  the  following 
prayers : — 

1.  That  the  plan  of  sale  adopted 
and  enforced  by  defendants,  to  wit, 
the  requiring  of  an  agreement  upon 
the  part  of  the  jobbers  to  sell 
toasted  corn  flakes  at  a  fixed  price 
per  case,  and  the  requiring  by  the 
method  above  described  of  all  re¬ 
tailers  to  sell  said  product  at  a  fixed 
price  per  package,  be  declared  vio¬ 
lative  of  the  said  Anti-Trust  Act 
of  July  2,  1890. 

2.  That  defendant  Kellogg  Toasted 
Corn  Flake  Co.  and  the  individual 
defendants  and  all  other  officers  and 
agents  of  said  defendant  corporation 
be  enjoined  from  requiring  jobbers  to 
enter  into  an  agreement  to  resell  said 
toasted  corn  flakes  at  a  fixed  price 
per  case,  and  from  suggesting  to 
said  jobbers,  in  writing  or  other¬ 
wise,  that  if  they  fail  or  refuse  to 
observe  said  fixed  prices  they  will 
be  cut  off  from  a  further  supply 
of  said  product,  and  that  on  final 


hearing  said  injunction  be  made 
perpetual. 

3.  That  the  defendant  Kellogg 
Toasted  Corn  Flake  Co.  and  the 
individual  defendants,  and  all  other 
officers  and  agents  of  said  defendant 
corporation,  be  enjoined  from  ex¬ 
acting  in  any  manner  an  agreement 
or  understanding  from  the  retailers 
of  said  product  that  they  shall  sell 
the  same  at  at  price  fixed  by  de¬ 
fendants,  or  at  any  other  uniform 
price,  and  especially  from  packing  and 
selling  the  same  in  cartons  or  boxes 
having  thereon  the  notice  above 
quoted  requiring  the  retailer  to  sell 
said  carton  and  its  contents  at  10 
cents  per  package,  or  a  notice  of 
any  similar  character;  and,  further, 
from  threatening  or  suggesting, 
either  directly  or  indirectly,  to  the 
retailers  of  said  product  that  if  they 
do  not  observe  the  price  specified 
by  defendants  their  supply  thereof 
will  be  cut  off ;  and  that  on  final 
hearing  said  injunction  be  made 
permanent. 

4.  That  petitoner  be  granted  such 
other  and  further  relief  as  the  na¬ 
ture  of  the  case  may  require  and 
the  court  may  deem  proper  in  the 
premises. 

The  Kellogg  Co.  say  they  have 
a  complete  answer  to  the  charge 
that  they  compel  jobbers  to  make 
contracts  to  maintain  the  price; 
they  say  they  abandoned  these 
contracts  three  years  ago  and 
have  used  nothing  of  the  kind 
since.  There  is  no  question, 
however,  that  every  jobber  who 
sells  the  Kellogg  products  knows 
perfectly  well  that  he  is  expected 
to  hold  a  certain  price,  and  that  if 
he  does  not  do  it  he  will  be  cut 
off.  In  fact  the  Kellogg  Co.  in  its 
“announcement  of  terms”  dated 
December  1,  1909,  but  still  in 
force,  says  this  in  the  following 
words : — 

Any  factor  in  the  trade  not  will¬ 
ing  to  observe  this  scale  of  prices 
is  requested  not  « to  handle  the 
goods.  Should  a  charge  of  violat¬ 
ing  these  terms  be  made,  we  shall 
ask  from  the  accused  a  certificate, 
to  be  verified  by  his  oath  and  the 
oath  of  the  salesman  making  the 
sale,  to  the  effect  that  they  have 
not  violated  the  same.  Refusal  to 
furnish  such  a  certificate  will  be 
construed  as  conclusive  evidence 
that  the  charge  is  true,  and  fur¬ 
ther  orders  declined  until  repara¬ 
tion  is  made. 

Kellogg  Toasted  Coen  Flake  Co. 


1912  Saw  Bad  Canned  Goods  Slump 

Meehan  &  Co.’s  Yearly  Compilation  Shows  Pineapples  and 
Baked  Beans  Unchanged  from  a  Year  Ago,  Oysters  and  String 
Beans  Higher,  But  Everything  Else  Considerably  Lower. 


PINEAPPLES.  Opening 

No.  2  Standards,  e.  and  c.,  water . $1  10 

No.  2  Standards,  e.  and  c.,  syrup .  1  40 

No.  2  Ex.  Standards,  e.  and  c.,  syrup .  1  50 

No.  2  Ex.  Sel.,  heavy  syrup,  e.  and  c .  1  65 


PEACHES. 

No.  3  Pie  peaches,  unpeeled . 

No.  3  Peeled  pie  peaches . 

No.  3  Seconds  white  peaches . 

No.  3  Seconds  yellow  peaches . 

No.  3  Standard  yellow  peaches  . 

No.  3  Standard  white  peaches . 

No.  3  Extra  Standard  yellow  peaches 
No.  3  Extra  Standard  white  peaches. 


TOMATOES. 

No.  2  Standard  tomatoes  .  92)4 

No.  3  Standard  tomatoes  . .  1  15 

OKRA  AND  TOMATOES. 

No.  3  Okra  and  tomatoes .  1  00 

No.  3  Okra  .  95 

PEAS. 

No.  2  Standard  Early  Junes  .  1  20 

No.  2  Extra  Standard  Junes .  1  25 

No.  2  Sifted  Junes  .  1  30 

No.  2  Medium  sifted  Junes  .  1  35 

No.  2  Extra  sifted  Junes  .  1  40 

No.  2  Fancy  extra  sifted  .  1  50 

No.  2  Ordinary  Petit  Pois  Junes .  1  50 

No.  2  Extra  selected  Petit  Pois .  1  90 

SPINACH,  PUMPKIN,  SQUASH,  BEETS. 

No.  3  Standard  spinach .  1  00 

No.  3  Standard  pumpkin  .  65 

No.  3  Standard  squash  .  75 

No.  3  Standard  beets  .  90 

SAUER  KRAUT,  SWEET  POTATOES. 

No.  3  Standard  sauer  kraut .  75 

No.  3  Standard  sweet  potatoes  .  1  10 

OYSTERS. 

No.  1  5-oz.  Standard  oysters  .  70 

No.  2  io-oz.  Standards  .  1  40 

No.  1  4-0Z.  Standards  .  65 

No.  2  8-oz.  Standards  .  1  30 


BERRIES. 

No.  2  Standard  strawberries  . . 

No.  2  Extra  Standard  strawberries  ... 
No.  2  Ordinary  preserved  strawberries. 
No.  2  Extra  preserved  strawberries  .. 

No.  2  Standard  blueberries  . 

No.  2  Standard  blackberries  . 

No.  2  Extra  Standard  blackberries  ... 

No.  2  Standard  red  raspberries  . 

No.  2  Extra  preserved  red  raspberries. 

No.  2  Standard  black  raspberries  . 

No.  2  Extra  preserved  black  raspberries 

No.  2  Standard  gooseberries  . 

No.  2  Standard  white  cherries  . 

No.  2  Extra  white  cherries  . 

No.  2  Standard  red  cherries  . 

No.  2  Standard  damsons  . 

No.  2  Standard  egg  plums  . 

No.  2  Standard  green  gages  . 


BEANS  AND  SUCCOTASH. 

No.  2  Standard  lima  beans  .  1  25 

No.  2  Extra  small  lima  beans  .  1  35 

No.  3  Baked  beans,  plain  . . .  65 

No.  3  Extra  Standard  baked  beans,  plain .  80 

(In  sauce  .02 J4  higher.) 

No.  2  Standard  white  wax  string  beans .  60 

No.  3  Standard  string  beans  .  80 

No.  2  Extra  stringless  beans  . .  1  10 

No.  2  Standard  succotash  .  80 

No.  3  Red  kidney  beans  .  90 


95 
1  15 
1  35 
1  60 
1  05 
95 
1  10 

85 

1  40 
-  8s 
1  30 
95 
85 
1  20 
75 
75 
75 
75 


95 
1  15 
1  25 
1  25 

1  65 
1  50 
1  75 
1  70 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  received  from 
Thomas  J.  Meehan  &  Co.,  the 
Baltimore,  Md.,  canned  goods 
brokers,  the  usual  compilation  of 
the  range  of  canned  goods  price 
for  the  year  1912,  showing  the 
opening,  highest,  lowest  and 
closing  prices.  The  figures  show 


an  almost  general  slump  in 
canned  goods  for  1912.  'Pine¬ 
apples  and  baked  beans  were  the 
same  at  the  end  as  at  the  begin¬ 
ning,  oysters  and  string  beans 
were  higher,  and  everything  else 
on  the  1  list  are  lower — many 
things  a  great  deal  lower.  Below 
are  the  figures: — 


PEARS  AND  APPLES. 

No.  3  Standard  pears,  in  water  . 

No.  3  Standard  pears,  in  syrup  . 

No.  3  Extra  Standard  pears,  in  syrup . 

No.  3  Extra  selected  pears  . 

No.  3  Standard  apples  . 

CORN. 

No.  2  Harford  Co.  sugar  corn,  standard . 

No.  2  Standard  shoepeg  corn  . 

No.  2  Extra  Standard  sugar  corn,  shoepeg... 

No.  2  Standard  Maine  style  corn  . . . 

No.  2  Standard  Maine  style,  extra  quality.... 
No.  2  Extra  fancy  fine  quality  corn . 


70 

75 

85 

95 
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70 
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Like  No  Other  Catalogue 


Our  catalogue  is  the  standard  for  all  wholesaledom  because 

It  contains  the  largest  assortment  of  general  merchandise 
in  the  world.  It  is  a  complete  and  comprehensive  directory  for 
the  progressive  merchant,  telling  him  what  and  where  to  buy 
any  one  of  40,000  different  quick-selling  items. 

It  quotes  the  lowest  average  wholesale  prices  on  earth,  and 
gives  the  net  price  of  each  one  of  the  40,000  separate  items 

in  plain  figures. 

It  guarantees  the  price  of  every  item  listed.  For  thirty 
days  it  gives  one  unvarying  price  of  the  world’s  largest  stock  of 
general  merchandise. 

It  is  issued — a  brand-new  book — twelve  times  each  year, 
and  brings  you  all  the  novelties  while  they  are  still  new. 

Its  covers  are  filled  with  business  talks  from  the  pens  of 
the  foremost  merchandising  and  advertising  men  in  America. 

It  is  the  Standard  wholesale  catalogue.  All  others  are 
patterned  after  it. 

It  is  the  one  comprehensive  text-book  of  merchandising.  It 
tells  you  what  to  pay,  what  to  buy,  where  to  buy  it,  and  how  to 
sell  the  goods  after  you  have  bought  them. 

You  can  make  no  mistake  if  you  use  the  Standard- 


BUTLER  BROTHERS 

Exclusive  Wholesalers  of  General  Merchandise 
NEW  YORK  CHICAGO  ST.  LOUIS  MINNEAPOLIS  DALLAS 
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The  New  York  Letter 


Retailers  Discussing  Parcels  Post.  Canned  Goods  Men  Ask 
Money  to  Meet  Attacks  on  Tinned  Foods.  Various  News 
and  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  Jan.  2,  1913- 

Retail  grocers  as  well  as  whole¬ 
salers  are  watching  with  interest 
the  operation  of  the  new  parcels 
post  law  and  speculating  men¬ 
tally  as  to  its  probable  effect  on 
business.  It  is  admitted  that  the 
real  effects  will  not  be  appreci¬ 
ated  until  the  new  system  is  in 
operation  for  a  few  weeks  or  per¬ 
haps  months. 

Already  some  of  the  news¬ 
papers  contain  advertisements  of 
individuals  and  companies  in  the 
rural  sections  of  Long  Island  and 
New  Jersey  offering  to  ship  fresh 
eggs  and  butter  to  the  city 
people.  The  advertisers  promise 
to  deliver  eggs  so  that  the  city 
dweller  will  have  them  the  day 
after  they  are  laid.  It  is  "going 
some”  to  do  this  of  course.  The 
expectation  is  that  advertisers  in 
the  agricultural  sections  will 
probably  increase  and  will  add 
other  lines  such  as  vegetables  and 
fruits  to  their  parcels  post  busi¬ 
ness. 

The  new  reguations  are  being 
carefully  studied  by  the  dealers 
and  doubtless  by  the  farmers  and 
shippers  who  are  likely  to  make 
use  of  the  new  medium  of  trade 
with  the  city. 

It  is  supposed  that  new  ship¬ 
ping  companies  will  be  started  in 
the  country  districts  to  take  ad¬ 
vantage  of  the  new  facilities. 
These  companies  are  likely  to 
use  a  name  indicating  that  they 
are  themselves  the  actual  farmers. 
It  is  suggested,  however,  that  the 
farmers  themselves  are  too  busy 
with  their  regular  work  on  the 
farms  to  do  much  in  the  way  of 
trading  directly  with  city  people 
by  means  of  the  parcels  post.  If 
it  turns  out  that  way  then  there 
will  be  at  least  one  middleman — 
the  shipper  in  the  country  town 
or  village  who  will  buy  from  the 
farmers  and  attend  to  the  details 
of  doing  up  the  food  in  suitable 
packages,  getting  customers  in 
the  city,  shipping  the  foPkl,  and 
collecting. 

Most  of  the  grocers  with  whom 
your  correspondent  has  talked  on 


the  subject  think  that  the  new 
system  will  not  interfere  to  any 
great  extent  with  the  regular 
business  of  the  grocery  stores. 
Because  of  the  novelty,  a  good 
many  people  are  likely  to  buy 
some  food  by  parcels  post  for  a 
few  times  and  after  that  to  fall 
back  on  the  corner  grocer  for 
regular  supplies  as  usual.  This  is 
looked  upon  as  the  probable  out¬ 
come  in  many  instances,  although 
it  is  admitted  that  in  some  food 
lines  more  permanent  results  will 
be  noted. 

*  *  * 

An  appeal  for  co-operation  and 
financial  subscriptions  has  been 
issued  by  Sig.  Seeman,  chairman 
of  the  New  York  Sub-Committee 
of  the  National  Canned  Foods 
Publicity  Committee.  In  this  ap¬ 
peal  the  committee  outlines  the 
plans  for  meeting  attacks  on  the 
industry  and  for  booming  canned 
food,  especially  by  a  National 
Canned  Food  Week,  probably  in 
April. 

*  *  * 

Another  of  the  market  clubs 
has  been  getting  some  publicity. 
It  is  composed  of  a  small  group 
of  housewives  for  whom  Mrs. 
Bleecker  Bangs  does  the  buying. 
She  started  the  club  and  has  been 
its  buyer  from  the  start. 

The  Little  Market  Club  is  com¬ 
posed  entirely  of  women  of 
Brooklyn  living  in  the  same 
neighborhood.  Mrs.  Bangs  buys 
the  supplies,  she  says,  from  the 
wholesale  dealers  in  the  Wall- 
about  wholesale  market.  She 
says  that  as  she  buys  in  wholesale 
quantities  she  has  no  trouble  in 
getting  any  kind  of  supplies  from 
these  dealers.  She  says  that 
some  of  these  dealers  are  even 
making  a  special  effort  to  co¬ 
operate  with  her  by  making  de¬ 
liveries  to  the  members  of  the 
club. 

Mrs.  Bangs  says  that  the  club 
is  a  success  and  it  solves  the 
problem  of  the  cost  of  living 
much  more  satisfactorily  than 
does  the  idea  of  having  each 
woman  go  to  market  with  her 
market  basket.  As  she  sees  it, 
the  woman  of  to-day  does  not 


wish  to  do  her  own  fnarketing 
and  the  old-fashioned  market 
basket  will  not  come  back.  But 
her  club,  she  says,  gets  for  its 
members  what  are  substantially 
wholesale  prices.  The  principle, 
she  says,  is  similar  to  that  of  the 
co-operative  store,  another  idea 
that  meets  with  her  approval. 

To  show  the  great  savings  that 
are  made  she  compares  the  prices 
of  potatoes  bought  by  the  barrel 
with  the  prices  when  they  were 
sold  by  the  quart.  Similarly,  she 
compares  the  prices  of  cauliflower 
and  cabbages  by  the  dozen  and 
when  sold  singly.  She  gives 
other  instances,  in'  an  effort  to 
show  that  the  retailer  who  sells 
in  small  quantities  is  making  ex¬ 
orbitant  profits. 

Apparently  she  has  not  given 
any  thought  to  the  services  of  the 
dealer  in  delivering  in  small' 
quantities,  his  loss  in  waste  and 
decay  of  perishable  food.  The 
convenience  he  provides  in  keep¬ 
ing  a  variety  of  supplies  ready 
for  his  customers  at  any  hour  that 
they  may  order  from  him  are  not 
taken  into  consideration ;  nor  his 
store  expenses  of  rent,  heat  and 
light  and  a  hundred  other  items — 
none  of  these  are  even  mentioned. 

Said  a  well  known  retailer  to 
your  correspondent :  “The  club 
merely  proves  that  as  long  as  one 
or  two  of  the  women  are  willing 
to  give  their  time  to  the  work, 
they  can  save  a  little  money  for 
all  by  cutting  out  the  services  of 
the  retailer.  As  for  wholesale 
dealers  helping  the  club  by  mak¬ 
ing  what  are  practically  retail  de¬ 
liveries  to  its  members,  I  cannot 
see  the  justice  of  such  actions.” 

Another  retailer  said  that  he 
recently  gave  a  convincing  dem¬ 
onstration  to  one  of  his  custom¬ 
ers  of  the  fact  that  there  is  noth¬ 
ing  exorbitant  in  the  profits  of  the 
regular  retail  grocer. 

The  customer  has  close  friends 
in  the  center  of  a  rich  farming 
section  up  the  State.  Acting  on 
the  grocer’s  urgent  suggestion, 
the  customer  had  one  of  his  rural 
friends  ship  him  by  freight  a  bar¬ 
rel  of  potatoes  and  a  barrel  of 
apples.  The  price  up  the  State 
was  at  rock  bottom.  Yet  when 
the  freight  to  this  city  and  the 
express  from  the  dock  to  the  cus¬ 
tomer’s  house  were  added,  the 
cost  of  the  produce  was  fully  up 
to  the  grocer’s  prices  on  the  day 
when  the  two  barrels  were  deliv¬ 
ered.  And  now  the  customer  has  I 


to  stand  whatever  loss  there  is  * 
in  the  decay '  of  the  produce  be-  "■ 
fore  it  is  consumed. 

That  customer  is  ready  to  rec-  i 
ommend  the  grocer  as  a  man  who  1 
earns  all  the  profits  that  he 
gets. 

*  *  * 

Notice  has  been  received  that 
the  Department  of  Agriculture 
has  postponed  until  May  ist  the 
prohibition  against  the  sale  and 
shipment  in  interstate  commerce 
of  food  colored  with  copper  salts. 
The  prohibition  is  now  effective, 
however,  as  against  the  impor¬ 
tation  of  food  so  colored. 

The  importers  and  wholesale 
dealers  have  therefore  until  May 
ist  to  dispose  of  stocks  on  hand. 
Apparently  the  sale  by  retailers 
can  continue  thereafter,  as  such 
sales  are  not  part1  of  interstate 
commerce.  So  the  end  of  the 
copper  green  peas,  the  chief  arti¬ 
cle  affected,  will  not  be  reached 
until  the  retailers  dispose  of 
whatever  stocks  they  receive  be¬ 
fore  the  date  mentioned. 

Some  of  the  importers  still 
have  hopes,  however,  of  making 
a  further  appeal  or  protest  against 
the  ruling  under  which  the  sale 
of  such  food  is  to  be  barred.  The 
importers  will  try  to  bring  the 
matter  before  the  next  adminis¬ 
tration. 

*  *  * 

S.  L.  Bruck  &  'Son,  wholesale  < 
grocers  at  331  East  103d  street, 
have  made  a  compromise  with 
creditors,  as  approved  by  Judge 
Holt,  at  30  cents  on  the  dollar. 
Liabilities  were  a  little  above 
$80,000,  about  one-half  of  which 
were  unsecured. 

*  *  * 

In  commenting  on  the  Govern¬ 
ment's  new  suit  to  break  up  the 
Kellogg  fixed  price  plan  it  is 
pointed  out  in  the  trade  that  the 
old  questions  as  to  contracts  and 
terms  of  sale  will  be  revived  and 
this  time  in  a  way  to  get  a  final 
decision. 

Dp  to  three  years  or  so  ago  the 
fixed  prices  were  maintained  by 
the  company’s  contracts  with  the 
jobbers.  At  that  time  the  con¬ 
tracts  were  eliminated  and  since 
then  the  fixed  prices  have  been 
equally  well  maintained  by 
means  of  the  famous  terms  of 
sale. 

It  has  been  the  hope  and  belief 
of  the  friends  of  the  plan  in  the 
trade — and  they  are  many — that 
the  terms  of  sale  could  not  be 

(Continued  on  page  22 a.) 
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Thanks  and  Many  of  ’Em. 


Well,  here's  little  old  1913. 
lappy  and  many  of  em.  Much 
ibliged,  ginger  ale  for  me. 

I’ve  made  me  good  resolves  al- 
eady.  Sure,  I  don’t  feel  right 
in  less  I  pull  up  every  January 
:st.  To  be  sure,  I  don’t  have  so 
nany  new  leaves  to  turn  over  as 
)ther  fellows,  but  all  the  same  I 
ro  through  the  motions  of  it  so’s 
:o  be  right  up  with  the  rest. 

I’ll  be  stylish  or  bust  a  shirt. 

I  don’t  mind  telling  you  what 
my  resolves  are  : — 

1 —  I  ain't  going  to  marry  any 
more  women  while  my  wife’s 
alive.  ’Taint  polite. 

2 —  I  ain’t  ever  going  to  drink 
more  than  six  quarts  of  cham¬ 
pagne  in  one  night. 

3 —  I  ain't  going  to  keep  more 
than  four  automobiles.  ‘I  don’t 
know  how  I’m  going  to  get  along 
with  only  four,  but  Uncle  Wil¬ 
liam  says  there’s  no  good  in  any 
resolve  that  you  don’t  have  to 
pinch  yourself  to  keep,  so  here 
goes,  let  the  chips  fall  where  they 
may. 

4 —  I  ain't  going  to  buy  any 
more  hair-growers.  I  guess  she’s 
gone  for  keeps,  so  I'll  make  up 
my  mind  to  it.  You  don’t  have  to 
have  hair  to  have  a  pure  heart. 
Look  at  the  editor ;  he  has  hair  to 
burn. 

5 —  If  any  of  you  fellows  ask 
me  up  to  the  house  for  supper, 
I’ll  always  go.  I  won’t  smash  a 
man  in  the  face  any  more  when 
he  gives  me  a  bid  for  a  free 
meal. 

There  are  a  lot  more,  but  I’ve 
forgot  ’em  for  the  minute.  I'll 
think  of  ’em  again  and  let  you 
know.  I’ve  just  thought  of  a  new 
scheme  a  customer  of  mine’s  go¬ 
ing  to  try  on  the  first  of  the  year. 
He’s  in  a  town  near  Pittsburgh 
and  lie’s  always  had  a  bunch  of 
trouble  keeping  clerks.  He  takes 
young  fellows  out  of  the  town 
and  trains  ’em,  and  after  they've 


got  where  they’re  some  good  to 
him,  they  up  and  get  a  hunch  to 
go  to  Pittsburgh  for  a  real  job. 
His  store  is  in  a  small  town  and 
he  can’t  pay  a  clerk  much  more 
than  $12  or  $13  a  week. 

You  can’t  blame  a  young  fel¬ 
low  for  wanting  to  better  him¬ 
self. 

Last  February  he  lost  one  of 
his  best  men  that  way  and  he 
tried  for  a  month  and  couldn't 
seem  to  get  another.  He  even 
advertised  in  the  Pittsburgh 
papers,  but  he  couldn't  get  what 
he  wanted.  He  met  up  with 
some,  but  they  didn’t  suit,  so  fin¬ 
ally  he  put  a  niece  of  his  wife’s 
in  to  help  around  and  by  George, 
in  a  little  while  she  got  to  be  the 
best  man  in  the  place. 

She  was  clean  and  sat  right  on 
the  job  all  the  time. 

Last  summer  he  lost  another 
man  and  this  time  he  didn’t  look 
for  anybody  but  a  girl.  You 
know  you  can  always  pick  up 
girls  around  a  country  town. 
There’s  plenty  of  ’em  waiting  and 
sitting  around  until  they’re 
around  30,  hoping  to  get  married. 
The  only  jobs  they  can  usually 
land  are  in  the  dry  goods  01- 
candy  stores  at  $5  or  $6  a  week 
and  the  prospect  is  pretty  fierce. 
Offer  ’em  $8  or  $9  to  clerk  in  a 
grocery  and  they  jump  at  it. 

I’ll  bet  I  can  go  in  any  coun¬ 
try  town  with  three  or  four  thou¬ 
sand  people  in  it  and  find  thirty 
good  hefty  girls  that  will  hug  and 
kiss  anybody  for  a  job  in  a  gro¬ 
cery  store  at  $9  a  week. 

What’s  more,  they’ll  make 
bang-up  good. 

When  I  was  in  this  man’s  store 
in  November,  he  told  me  that  this 
coming  January  he  was  going  to 
change  all  his  help  except  the 
man  that  cut  meats  and  the  de¬ 
livery  boy.  He  had  a  boy  then, 
but  he  was  a  little  fellow  and  he 
was  going  to  get  a  huskier  lad 


so’s  he  could  do  'most  of  the 
rough  work. 

All  the  rest  would  be  girls — 
four  of  ’em  altogether. 

He  told  me  what  he  saved  by  it. 
He  paid  the  four  men  $13.50,  $11, 
$11' and  $9.  Forty-four  dollars 
and  a  half  all  told. 

He  gets  the  four  girls  for  $32. 
Two  at  $9  each,  one  at  $8  and  one 
at  $6.  Twelve  dollars  and  a  half 
clean  saved.  That  is,  saved  on 
paper.  He  figures  it  out  it’ll  be 
saved,  but  he’ll  know  more  about 
it  when  little  old  1914  shows  up. 
I  ain’t  had  much  experience  with 
women  around  a  grocery  store ; 
some  of  my  customers  have  one 
or  two  around  to  help,  but  the 


bulk  of  the  help  were  always  men. 
Me,  I  don’t  know  how  it’s  going 
to  pan  out.  I  don’t  see  any  rea¬ 
son  why  it  oughtn’t  to  be  all 
right.  You  take  a  day’s  work  in 
a  grocery  store — is  there  any  of  it 
except  the  heavy  work  that  a 
hefty  woman  couldn’t  handle? 

Take  it  from  me  it  depends  on 
the  little  lady  that  tries  to  do  it. 
If  she’s  one  of  these  queens  that 
think  more  of  ’spearmint  than 
they  do  of  home  and  mother, 
there’ll  be  nothing  to  it.  She'll 
be  a  plumb  nuisance,  and  if  I  had 
hired  her  I’d  take  her  by  the  seat 
of  her  shirtwaist  and  boost  her 
out  on  the  sidewalk. 

If  he  gets  the  right  sort — girls 
around  thirty,  that  don't  think  of 
love  every  time  they  see  me  and 
the  other  salesmen  come  in  the 
door — good  healthy  little  dears 
that  like  to  work  and  need  the 
money,  why  it’ll  likely  work  out 
scrumptious. 

Oh,  here’s  another  of  my  good 
resolves : — 

5 — If  any  gentleman  offers  me 
a  cigar  during  1913  I  will  always 
take  it,  instead  of  bursting  into 
tears  and  reproaching  him  as  I 
have  done  in  1912. 


The  Stroller. 


A  Hot  Dish  for  a 
Cold  Day 


Some  of  your  customers  no  doubt  have 
the  impression  that 

Shredded  Wheat  Biscuit 

is  a  “summer  food.” 

It  is  a  summer  food — a  food  for  all  sea¬ 
sons  in  all  climes — served  with  hot  milk  in 
winter  it  makes  a  delicious  breakfast,  warming 
and  strengthening. 

If  you’ll  suggest  it  to  your  customers 
you’ll  increase  your  sales. 


Shredded  Wheat  is  now'packed  in  neat, 
substantial,  wooden  cases.  The  thrifty  grocer 
will  sell  the  empty  cases  for  10  or  15c.  each, 
thereby  adding  to  his  profits. 


The  Shredded  Wheat  Company 

Niagara  Falls.  N.  Y. 
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In  one  of  these  articles  several 
months  ago  I  discussed  the  great 
need  of  laws  'in  all  the  States 
which  would  punish  dishonest 
advertising.  I  restate  now  what 
I  said  then — that  in  only  two 
States  in  all  the  Union,  New 
York  and  Massachusetts,  do  such 
laws  exist,  and  even  there  they 
are  not  enforced.  I  do  not  re¬ 
member  when  the  New  York  law 
was  passed,  but  it  has  been  at 
least  fifteen  years  ago,  and  so  far 
as  I  have  seen,  not  one  effort  has 
been  made  to  enforce  it,  despite 
the  fact  that  New  York  City  is 
probably  the  scene  of  relatively 
more  fraudulent  advertising  than 
anywhere  else  in  the  United 
States. 

Dishonest  advertising  is  the 
only  fraud  which  in  my  knowl¬ 
edge  can  be  committed  anywhere 
in  the  United  States  practically 
with  entire  impunity.  Readers 
hereof  will  remember  my  pre¬ 
vious  statement  that  fraudulent 
advertising  can  only  be  punished 
as  a  false  pretense,  under  the 
common  law,  which  is  often  one 
of  the  hardest  things  known  to 
the  law  to  prove.  Nobody  has 
ever  attempted  to  do  it  with  any 
success  so  far  as  my  knowledge 
goes. 

During  the  last  week  some 
matter  has  been  placed  in  my 
hands  by  the  National  Federation 
of  Retail  Merchants,  headquar¬ 
ters  Chicago,  which  warrants  the 
announcement  that  a  concerted 
effort  is  to  be  made  within  the 
next  few  months  to  induce  the 
legislatures  of  all  the  States  to 
pass  such  a  law  as  is  needed  to 
make  dishonesty  in  advertising 
a  criminal  offense.  It  appears 
that  the  federation,  at  a  recent 
convention,  approved  a  form  for 
such  a  law  which  had  first  been 
submitted  to  all  the  advertising 
organizations  in  the  country  and 
favorably  passed  upon.  A  plan 


was  thereupon  adopted  by  which 
the  mercantile  organizations  of 
the  different  States  which  are  af¬ 
filiated  with  the  National  Feder¬ 
ation,  will  exert  their  influence  to 
have  the  proposed  law  introduced 
and  passed  in  their  own  legis¬ 
latures.  Here  is  the  text  of  the 
measure  which  it  is  desired  to 
pass : — 

Any  person,  firm,  corporation  or 
association,  who,  with  intent  to  sell 
or  in  any  wise  dispose  of  merchan¬ 
dise,  securities,  service  or  anything 
offered  by  such  person,  firm,  cor¬ 
poration  or  association,  directly  or 
indirectly,  to  the  public  for  sale  or 
distribution,  or  with  intent  to  in¬ 
crease  the  consumption  thereof,  or 
to  induce  the  public  in  any  manner 
to  enter  into  any  obligation  relating 
thereto,  or  to  acquire  title  thereto, 
or  an  interest  therein,  makes,  pub¬ 
lishes,  disseminates,  circulates  or 
places  before  the  public,  or  causes, 
directly  or  indirectly,  to  be  made, 
published,  disseminated,  circulated 
or  placed  before  the  public,  in  this 
State,  in  a  newspaper  or  other  pub¬ 
lication,  or  in  the  form  of  a  book, 
notice,  handbill,  poster,  bill,  cir¬ 
cular,  pamphlet  or  letter,  or  in  any 
other  way,  an  advertisement  of  any 
sort  regarding  merchandise,  securi¬ 
ties,  service  or  anything  so  offered 
to  the  public,  which  advertisement 
contains  any  assertion,  representa¬ 
tion  or  statement  of  fact  which  is 
untrue,  deceptive  or  misleading, 
shall  be  guilty  of  a  misdemeanor. 

This  I  feel  sure  would  prove  a 
good  law,  and  it  especially  ap¬ 
peals  /to  me  because  it  does  not 
say  “which  advertisement  knozv- 
ingly  contains,  etc.”  If  it  con¬ 
tained  the  word  “knowingly”  the 
person  who  prosecuted  a  dishon¬ 
est  advertiser  would  have  to 
prove  that  the  latter  knew  his  ad¬ 
vertised  statements  were  dishon¬ 
est,  which  would  make  it  difficult 
if  not  impossible  to  enforce  the 
law  at  all. 

In  writing  to  me  regarding  the 
desirability  of  this  law,  the  Na¬ 
tional  Federation  of  Retail  Mer¬ 
chants’  says:  “We  believe  that  it 
will  come  nearer  to  giving  the  lit¬ 
tle  man  in  business  who  desires 
to  do  an  honest  business  an  equal 
chance  with  his  mail-order  com¬ 
petitor  than  any  other  one  thing 


we  can  undertake.”  I  agree  with 
this,  but  I  by  no  means  restrict 
the  benefits  of  an  honest  adver¬ 
tising  law  to  the  little  man  in 
business.  I  believe  that  there  is 
not  a  single  honest  seller  of  mer¬ 
chandise  in  business,  whether 
manufacturer,  wholesaler  or  re¬ 
tailer,  who  is  not  to-day  suffering 
from  dishonest  advertising,  pro¬ 
vided  any  advertising  whatever  is 
done  in  his  field.  The  big  stores 
will  always  be  enemies  of  such  a 
law.  Two  years  ago  a  Philadel¬ 
phia  organization  for  which  I  am 
counsel  resolved  to  launch  a  plan 
to  have  the  Pennsylvania  Legis¬ 
lature  pass  a  law  against  dishon¬ 
est  advertising.  I  prepared  the 
law  and  it  was  about  to  be  intro¬ 
duced  when  the  local  department 
stores,  who  were  represented  in 
the  organization  referred  to,  woke 
up  and  in  all  sorts  of  ways,  ex¬ 
cept  openly,  began  to  undermine 
it.  In  the  end  they  succeeded, 
and  the  project  was  dropped. 
Most  department  stores  do  not 
deliberately  start  to  lie  in  their 
advertising,  but  they  exaggerate 
so  grossly  that  it  comes  to  that 
in  the  end.  Calling  fur  “Hudson 
seal”  which  is  nothing  but  musk¬ 
rat  dyed  in  imitation  of  seal ;  call¬ 
ing  fabric  sold  in  imitation  of 
leather  “chase  leather,”  are  two 
cases  in  point.  I  consider  such 
advertising  dishonest,  particular¬ 
ly  when  it  is  done  to  the  ignorant 
public.  But  these  are  innocent 
compared  with  deliberate  false¬ 
hoods  that  are  every  day  told  in 
advertising.  Second  quality  called 
fancy;  “seconds”  called  firsts; 
lies  told  as  to  how  certain  stocks 
of  goods  were  acquired,  and  how 
large  the  stocks  were;  letters 
written  and  used  for  advertising 
purposes — “we  have  decided  to 
accept  your  offer  of  about  half 
cost  for  our  entire  stock  of  such 
and  such  merchandise,  and  con¬ 
gratulate  the  people  of  your  city,” 


etc.,  etc.,  etc.  False  in  letter  and 
false  in  spirit.  It  has  all  departed 
very  far  from  the  standard  of 
even  commercial  honesty,  which 
is  itself  much  inferior  to  the 
standard  of  literal  honesty. 

( Copyright ,  January,  1913,  by 
Elton  J.  Buckley.) 

_ 

Question:  M.  L.  Jackson  & 
Son,  Hammonton,  N.  J. — Will 
you  kindly  answer  the  following 
in  the  legal  department  of  your 
valued  paper: — 

Mrs.  X  runs  a  boarding  house 
and  has  been  dealing  with  us  for 
several  years.  Her  husband  is  a 
carpenter  and  the  greater  part  of 
the  time  during  which  they  have 
dealt  with  us  he  has  been  em¬ 
ployed  away  from  home. 

The  husband  now  is  unable  to 
work  on  account  of  ill  health  and 
probably  never  will  be  able.  At 
one  time  he  published  an  adver¬ 
tisement  announcing  that  he 
would  not  be  responsible  for 
goods  bought  by  anyone  but  him¬ 
self. 

They  own  a  property,  the  title 
of  which  is  in  the  wife’s  name. 
All  of  our  dealings  have  been 
with  the  wife  and  daughter,  who 
manages  affairs  for  her  mother. 

As  they  would  run  behind  in 
their  payments  on  their  grocery 
bill,  we  would  take  notes  signed 
by  both  the  husband  and  wife 
and  discount  them  at  bank. 
These  notes  when  due  were  al¬ 
most  invariably  'renewed  with 
but  a  small  reduction,  the#  total 
now  amounting  to  quite  a  sum. 
We  have  suggested  that  they 
give  us  a  mortgage  on  the  prop¬ 
erty  and  straighten  up  the  notes. 
This  the  wife  is  not  willing  to 
do,  stating  that  they  have  just 
gotten  the  home  paid  for  through 
the  building  association,  and  she 
doesn’t  want  the  worry  of  'an-  i 
other  mortgage. 

We  are  told  that  in  case  of  the 
death  of  the  husband  we  would 
have  no  claim  against  the  wife, 
as  it  is  the  husband’s  place  to  fur¬ 
nish  the  table,  and  as  the  property 
is  in  her  name  it  would  not  be  a 
part  of  his  estate. 

Now  it  seems  to  us  that  inas¬ 
much  as  most  of  the  goods  we 
furnished  were  for  her  boarders 
we  would  have  a  claim  against 
her. 

Please  let  us  know  whether  we 
would  have  or  not  in  case  of  hus¬ 
band’s  death.  Also  would  there 
be  any  difference  in  the  case  if 
husband  lives? 

Answer. — The  thing  for  you  to 
do  here  is  what  you  seem  to  have 
done — treat  the  woman  as  your 
customer,  not  the  man.  It  is  true 
that  a  husband  is  primarily  re¬ 
sponsible  for  necessaries  supplied 
his  family  and  his  home,  but  this 
never  includes  a  boarding  house 
run  by  his  wife.  That  was  her 
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nterprise,  and  she  alone  is  re- 
ponsible,  unless,  that  is,  you  can 
rove  that  it  was  really  -the.hus- 
and’s  enterprise,  and  that  he 
upplied  the  money  and  took  the 
irofits,  the  “wife  being  merely 
nanager  for  him.  In  that  case 
e  alone  is  responsible. 

If  the  money  now  due  you  is 
or  goods  supplied  the  wife’s 
warding  house,  and  you  hold 
vhat  is  known  as  a  “joint  and 
several”  note,  that  is,  a  note  read- 
ng  “we  and  each  of  us  promise 
o  pay,”  I  should  enter  suit  on  it 
igainst  both,  and  when  you  ob- 
ain  judgment,  issue  execution 
igainst  the  wife’s  property.  The 
lusband  may  defend  on  the 
ground  that  he  received  no  con¬ 
sideration;  this  defense  might  or 
might  not  be  good,  but  you  could 
^et  judgment  against  the  wife 
anyway,  which  is  all  you  want. 

If  your  note  is  a  joint  note, 
reading  “we  promise  to  pay,”  I 
should  discard  it  if  past  due,  and 
sue  the  wife  alone  on  book  ac¬ 
count.  This  because  to  collect  on 
such  a  note  you  would  have  to 
prove  joint  liability  between  hus¬ 
band  and  wife,  which  probably 
doesn’t  exist  here. 

The  vital  thing  is  that  the 
owner  of  the  real  estate  is  the  re¬ 
sponsible  debtor. 


Question:  S.  B.  Klopp,  Shil- 
ington,  'Pa. — As  I  am  a  sub¬ 
scriber  to  the  “Grocery  World 
uid  General  Merchant”  and  am 
ilwavs  taking  a  deep  interest  in 
pour  Legal  Department,  I  woulc 
greatly  appreciate  information  as 
to  the  following  transaction  : — 

I  handled  McCall  patterns  as 
per  contract  enclosed,  and  servec 
notice  to  discontinue  handling 
them  according  to  the  contract. 
They  owed  me  August  7th  $10.87 
in  discarded  patterns.  I  wrote 
to  them  about  my  discard  credit 


and  asked  their  advice,  thinking 
possibly  they  would  give  me 
credit  upon  a  bill  of  $18.42  I 
owe  them  for  unpaid  patterns. 
They  had  before  given  me  credit 
on  the  regular  order  or  sent  extra 
patterns  to  make  up  for  the  dis¬ 
carded  ones,  excepting  the  last 
ones.  What  I  would  like  to 
know  is : — 

1. — Must  I  lose  the  discard 
credit  or  can  I  take  credit  and 
pay  for  the  balance? 

2 — Can  they  collect  the  full 
amount  of  $18.42  without  recog¬ 
nizing  my  discard  credit? 

Find  inclosed  stamped  envelope 
to  return  contract  and  letter. 

Thanking  you  in  advance  for 
an  early  reply. 

Answer. — It  appears  from  the 
data  which  you  send  that  the 
McCall  Co.  have  attempted  to 
make  a  rule  that  unless  you  ask 
or  credit  on  discarded  patterns 
within  a  certain  time,  you  will 
not  be  allowed  credit  at  all.  Un¬ 
der  the  circumstances,  it  would 
appear  as  if  you  had  a  clear  moral 
right  to  credit,  even  if  the  time 
set  in  the  rule  has  expired,  and 
I  should  deduct  the  amount  from 
the  amount  due  them  and  remit 
the  balance. 


American  Canned  Goods  Going 
Largely  Abroad. 

The  exports  of  canned  goods 
from  the  United  States  has  as  a 
whole  increased  'steadily  since 
1907,  although  the  shipments  of 
canned  beef  were  lower  in  value 
in  1911  than  at  any  time  for  the 
past  five  years.  Increased  facil¬ 
ities  for  shipping  fresh  beef  from 
Argentina  and  Australia  re¬ 
stricted  the  demand  for  the 
canned  meat.  Canned  vegetables 
have  been  exported  in  steadily  in¬ 
creasing  quantities  since  1907,  as 
have  canned  fruits,  although  the 
high-Vvater  mark  for  the  latter 
was  reached  in  1909.  Exports  of 
fish  have  increased  since  1909. 
The  exports  of  canned  beef  were 
valued  at  $1,678,452  for  the  fiscal 
year  1910  and  $1,254,979  in  1911. 
England  was  the  principal  con¬ 
sumer  of  this  product,  with  an 
import  of  $934,296  in  1910  and 
$618,405  in  1911.  Canned  pork 
was  exported  to  the  extent  of 
$459,843  in  1910  and  $483,959  in 
1911,  the  bulk  of  which  went  to 
England.  The  value  of  the  ex¬ 
ports  of  all  other  canned  meats 


was  $1,030,031  in  1910  and  $1,- 
180,123  in  1911.  The  most  im¬ 
portant  article  of  the  canned  fish 
exports  is  salmon,  of  which  the 
totals  for  1909,  1910  and  1911 
were  36,117,109,  63,860,696  and 
38,600,799  pounds,  valued  at  $3,- 
416,436,  $6,314,258  and  $4,037,142, 
respectively.  The  principal  con¬ 
sumers  in  1911  were  as  follows; 
England,  $2,406,573 ;  Australia, 
$687,454;  Philippines,  $225,885; 
Chile,  $121,833;  Straits  Settle¬ 
ments,  $104,931.  Canned  fish 
other  than  salmon  and  shellfish 
was  exported  to  the  extent  of 
$240,389  in  1910,  and  $242,543  in 
1911.  The  exports  of  canned 
fruits  were  valued  at  $2,656,019 
in  1910  and  $2,686,445  in  1911. 
England  as  the  principal  im¬ 
porter,  with  a  total  of  $1,769,612 
in  1911.  The  exports  of  vegeta¬ 
bles  increased  from  $782,973  in 

1910  to  $1,061,259  in  1911.  The 
most  important  importers  of 
American  canned  vegetables  in 

1911  were  as  follows:  Canada, 
$299,173;  Philippines,  $116,574; 
England,  $104,956;  Panama,  $92,- 
135;  Mexico,  $85,987. 


Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstru -tion.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen- 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES:  why?  First,  because 
of  quality,  of  course,  but  second,  because  wa 
guarantee  both  the  sale  and  your  profit. 


Anfi;us 


Watson  <Ss  Oo. 

“Skipper”  Sardines . 

lOll  Chaatnut  Street,  Philadelphia,  Pa. 


SOLE  PROPRIETORS 


Branch  of  Angus  Watson  &  Co.,  NewcasUe-upon-Tyne,  England 


■S’  «®er  <  ■® 


ID'tl.liflRllI  , 

JWK.rr.nriii.rn.ir.wr.  I 

PHETMIED  AMD  SOLD  KT  TMS 

RTOFORD  chemical  wor» 


Is  It  Doing  Its  Share? 


W  In  this  day  every  article  in  a  grocer’s  stock  must  be  examined  from  every 
standpoint  to  see  if  it  bears  its  share  of  the  expenses  and  contributes  its  share 
of  the* profits.  If  it  doesn’t  it  should  not  be  kept  one  minute  if  there  is  any 

q'judge^Rumford  Baking  Powders  by  this  standard  and  particularly  in  com¬ 
parison  with  other  baking  powders.  See  which  pays  the  better  profits,  and  sell 
that  one  provided  it  is  as  good  an  article. 

Cf  Rumford  Powders,  being  made  of  phosphates,  starch  and  soda,  make  be 
leaveners  than  any  other  baking  powder  and  are  the  acme  of  wholesomeness. 
You  can’t  gel a tetter  article  for  There  isn’t  any,  and  no  other  powder  of  equal 
quality  pays  as  good  a  profit. 


Rumford  Chemical  Works 


Providence,  R.  I. 
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ADVERTISING 


Penn  Yan.,  N.  Y.,  Dec.  20,  1912. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Inclosed  please  find 
our  advertisement  from  our  Penn 
Yan  weekly  paper. 

This  advertisement  appears  on  the 
first  page  of  the  supplement  part. 

We  would  thank  you  for  your 
opinion  in  regard  to  same.  We 
thank  you. 

Yours  truly, 

I.  E.  Eckert. 

The  advertisement  'sent  filled 
the  entire  first  page  of  the  supple¬ 
ment  to  the  Penn  Yan  “Demo- 


Generally  speaking,  I  think 
about  the  only  situation  in  which 
a  grocer  will  find  it  will  pay  him 
to  use  such  a  large  space  to  ad¬ 
vertise  groceries,  is  when  he  has 
a  bargain  sale,  and  is  offering  al¬ 
most  everything  at  special  prices. 
Perhaps  under  those  circumstan¬ 
ces  he  can  use  space  without 
limit.  But  I  believe  the  general 


crat”  of  December  20th,  a  week¬ 
ly  newspaper  which  has  learned 
that  one  way  to  inspire  respect 
for  itself  and  to  make  its  adver¬ 
tising  profitable  to  the  advertis¬ 
ers,  is  to  do  good  printing.  This 
is  a  very  well  printed,  good- 
looking  paper.  Here  is  the  min¬ 
iature  photographic  reproduction 
of  the  page;  naturally  it  has  had 
to  be  very  much  reduced  in  or¬ 
der  to  get  in  at  all. 


rule  to  be  that  where  he  is  only 
doing  ordinary  advertising,  there 
is  a  sharp  limit  to  the  amount  of 
space  which  can  be  used,  and 
very  seldom  if  ever  will  such  a 
space  as  this  pay  for  itself. 

*  x  * 

This  is  undoubtedly  good  ad¬ 
vertising  and  calculated  to  get 
good  results.  There  is  practically 


only  one  criticism  I  would  make 
of  it,  and  that  is  as  to  the  arti¬ 
cles  selected  to  advertise  during 
the  holidays.  This  sale  lasted 
from  December  20th  until  Jan¬ 
uary  1st — the  very  heart  of  the 
holidays,  when  people’s  minds  are 
not  popularly  supposed  to  be  on 
dried  beef  and  canned  lobster. 
It  may  be  that  a  bargain  price 
would  sell  a  few  of  such  goods, 
but  it  is  setting  up  a  fight  against 
inclination,  and  would  scarcely  be 
considered  a  good  sporting  prop¬ 
osition.  There  are  enough  arti¬ 
cles  which  go  with  the  winter 
holidays  to  fill  a  page  this  size — 
wouldn’t  it  lie  better  to  use  them 
to  the  exclusion  of  the  others? 
*  *  * 

One  other  thing  I  should  pos¬ 
sibly  have  said  at  first — I  don’t 
like  the  heading  of  this  advertise¬ 
ment.  A  big  line  like  that  could 
have  been  made  so  much  more 
striking  than  “Eckert’s  Provision 
House.”  Something  like  “Dol¬ 
lars  in  Every  Line,”  or  “Saving 
Grocery  Money,”  or  “This  Will 
Give  You  Holiday  Money,”  with 
the  name  and  address  at  the  bot¬ 
tom,  would,  I  think,  have  been 
better. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  1  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Provisions  of  the  Lever  Oleo  Bill. 

The  Lever  oleo  bill,  which  was 
last  week  favorably  reported  to  the 
House  of  Representatives  by  the 
Sub-Committee  on  Agriculture, 
provides  for  a  manufacturer’s  tax 
of  $600 ;  a  wholesaler’s  tax  of  $240, 
and  a  retail  dealer’s  tax  of  $6  per 
annum.  The  bill  further  requires 


that  the  name  “oleomargarine” 
shall  be  changed  to  “margarin,” 
and  that  “all  margarin  shall  be  put 
up  by  manufactuers  in  their  manu¬ 
factories  in  separate  prints  or  bricks 
of  one-quarter,  one-half,  one,  two, 
three  and  five-pounds,  and  in  no 
larger  or  smaller  sub-divisions  in 
cartons,  metal  or  fiber  containers ; 
and  first  there  shall  be  indented 
conspicuously  upon  the  substance 
the  word  ‘margarin’  in  letters  the 
size  of  which  shall  be  prescribed  by 
the  Commissioner  of  Internal  Reve¬ 
nue.”  The  most  noted  feature  of 
the  bill  is  that  it  intends  to  equalize 
the  tax  on  colored  and  uncolored 
margarin  and  place  a  tax  of  1  cent 
per  pound  irrespective  of  coloring 
matter.  This  tax  is  to  be  paid  on 
imported  margarin  in  addition  to 
the  tariff  duties.  Various  fines  are 

fixed  for  not  acting  in  accordance 
to  specified  provisions  of  the  pro¬ 
posed  law,  in  addition  to  which  the 
bill  provides : — 

If  any  manufacturer  of  margarin, 
any  dealer  therein,  or  any  import¬ 
er  or  exporter  thereof  shall  know¬ 
ingly  or  wilfully  omit,  neglect  or 
refuse  to  do,  or  cause  to  be  done 
any  of  things  required  by  law  in 
carrying  on  or  conducting  of  his 
business,  or  shall  do  anything  by 
this  act  prohbited,  if  there  be  no 
specific  penalty  or  punishment  im¬ 
posed  by  any  other  section  of  this 
act  for  the  neglecting,  omitting  or 
refusing  to  do  or  for  the  doing  or 
causing  to  be  done  the  thing  required 
or  prohibited,  he  shall  pay  a  pen¬ 
alty  of  $1,000;  and  if  the  person  so 
offending  be  the  manufacturer  of 
or  a  wholesale  dealer  in  margarin, 
all  the  margarin  owned  by  him, 
or  in  which  he  has  any  interest  as 
owner,  shall  be  forfeited  to  the 
United  States. 


MAGAZINE  NOTES. 

Not  one  of  the  many  publications  now 
being  displayed  on  the  news  stands  is 
more  attractive — inside  or  out — than  the 
January  “Lippincott’s.”  From  its  very 
striking  cover  by  the  Kinneys,  to  its 
ever-popular  department  of  humor, 
“Walnuts  and  Wine,”  at  the  end  of  the 
book,  there  isn’t  a  feature  that  doesn’t 
demand  attention  and  compel  the  in¬ 
terest.  The  novelette  is  “Tropicania,” 
a  stirring  tale  of  love  and  valor  in 
South  America.  The  man  who  wrote 
it — Will  Levington  Comfort — also  wrote 
those  widely  discussed  books,  “Fate 
Knocks  at  the  Door”  and  “Routledge 
Rides  Alone,”  which  is  a  guarantee  of 
the  new  novelette’s  literary  excellence. 
Neither  in  theme  nor  in  treatment  does 
it  in  any  wise  resemble  the  usual  run  of 
adventure  stories.  The  plot  is  fresh  and 
vigorous,  and  there  is  the  skilful  char¬ 
acterization  one  has  been  led  to  expect 
in  Mr.  Comfort's  stories.  The  only  dis¬ 
appointment  the  reader  is  likely  to  feel 
is  that  the  tale  is  not  a  longer  one. 

There’s  a  generous  allotment  of  short 
stories  in  the  number.  Edna  Kenton 
contributes  “Mercedes,  the  Mind  Read¬ 
er”  ;  Angus  Lynne,  “The  Honor  of  Bat¬ 
tery  B”;  Amy  Crosby,  “The  Tuning  of 
Huldah” ;  Elizabeth  Winter,  “Unwrit¬ 
ten  Law” ;  Carl  H.  Grabo,  “Poor  Art’s 
Sake,”  and  Harold  Susman,  “Mrs.  War¬ 
ren’s  Earring.”  There  is  also  another 
Russian  “Short  Story  Masterpiece” — 
“Comrades,”  by  Maxim  Gorky.  As  us¬ 
ual,  there  is  an  introduction  by  the 
editor. 


ECKERTS  PROVISION 


TMI8  SALE  STARTS 

DECEMBER  2011) 

LASTS  UNTIL 

JANUARY  1st 


We  Quote  Here  Our 

FOR  CAREFUL  BUftfS;  PRICES  THROUGHOUT  OUR  STORE  ARE  LOW 


THIS  SALE  START8 

DECEMBER  20th 

LAST8  UNTIL 

JANUARY  lit 


00  BUYS 

20  lbs.  of  SUGAR 

»ith  each  $10  00 
ORDER  OF  GROCERIES 


Coffee 

Royal  Blend 

3?c 

rrrt  .*..»•>  »«  to.. 4  W*-Wl 

White  Home 

TV.  »  •"  .1  >*•  »*•'  | 

*5Z3  «***"  "  37C  i 

The  Sun 

•U’;;.'' 35c 

TV.  ..  •  ...  r.»  VVV 


28c  !> 

Java  and  Moeha  Blend 

A:AA^32cl, 

Special  Blend 

KHS3S525G 


Teas 

60c  Green  Japan 

£jESEg£4 7c  l 

•»  ce.lon  BL»r«  t  ry  l 

o,  ENG.  BkMTT  ' 

«,  basket  roro 

o.  oou>sc  Beer 

•'rtMn’Zua 
50c  Green  Japan 

‘  ;™39ci 

JSe  Japan  Sifting 

-  amss  23c  1 

25c  Beal  Dust  Tca§ 

19c  1 

ill  Our  Teas  are  Guaran 
l"<  ••  W  >*• 


Lard 
— I5ci 


LOBSTER 

BRAM> 

AAA  28c 


Compound 

Del 


Peanut  Butter 

13k 


Dried  Beef 

~  ioc 


Cocoa 


-  “23cL 


INTRODUCTORY  SALE 

SATUROAY,  OEC.  21.  ONLY 

FREE.  I  Gal.  JUG 


Special  for  Both  on  CQ. 
this  dale  ....  -  OOC 

ORDER  EARLY 

A>P  H».l  THIS  COMBINATION 


9c 


..srrsvs-i  oc 

....  ..A  ..r,  A.sw.n 


APPLE  BUTTER 

14c  l 


Canned  Goods 

iwunaiM  ■  j 


BED  CD  CAM  IRS 


121c 


17c 


I^.:;"--i-S9c 


i2k 


CORN 

•vr,r  6Jc 


SUCCOTASH 

PshiilOc, 


Nuts 

Mixed  Nula  1  I 

T*«.  ...  Ik.  1  ill  b 

17cL 

nci 

English  Walnuts  1 

English  Walnut*  * 

^sETaci 

Almond* 


3S .......  25C: 


ORANGES 

^■#‘;rLi.25c; 

Tangerine*,  very  fine 


GRAPE  FRUIT 

■LAV, C.  71c; 


CRANBERRIES 

12!c; 


18c 


Heinz  Pickles 

jvrtD  olivis 

sm&jSWc? 

plain  olives 

18c? 

|H|;Hi5c? 

jpEKatioc ; 

•  -a  ■■ait 

;:H— 6c? 

-  PICKLES 

. 15c- 

12c- 

T  HIDED 

Ts.’ts.fxa  15c? 


Potatoes,  67c 

r..i  uuki..  wav 


IltM  ut  tint  n  bill  Sill  li  M 


Crackers 

Nabisco  Sugar  Wafers,  9c  (lj 
12c  Cream  Cracker*,  10c  lb 
Oc  Dandy  Oyaler,  9c  lb 
I2e  N.  b.  C.  Soda.  9c  lb 
Excelsior  Butler*.  10c  lb 
12c  Royal  Lunch,  10c  lb 

E. ,.)*»*.  I.  ..line  Ikrm  «o» 

Beat  Ginger  Snaps,  10c  lb 
Fresh  Cri*p  Graham,  10c  lb 
12c  Fig  Bars.  10c  lb 


FISH 

CAKES 

15c* 

lioa.»uI. 

MACKEREL 

EsriT"  . . .  9c  "" 

rooriSH  strip* 

35c 11 

S".P£j;::i2:cl» 


Cheese 

Rich  Cream 

iiiZ “iKKiS  22zC 1 


PILLSBURY-BEST  FLOUR,  Per  Bbl,  $5.95 ; ! 


,  77c 
,  S3, 05 


Dried  Fruit 


Candied  Peel 


citron .... 
lemon...  . 

ORANGE 


Tapioca 

PEARL 

’C  *r  *1 

Extract 

L.A.  R..S.AM  »* 


•  kl  ...f—llc-l'. 

•  »wk  ll  to  p.inl  I2|« 

LIMA*  BEANS 


lb^ONS  ^ 
t  H UB BARD  SQUASH 
PtTTATOES  ' 


Honey 

pancy  ri-ovrn  ix,  to 

»  ANCY  an  KHHKAT  li.  to 

TANC*  STBAIXEU  to  |. 

Rice 

PANCY  MEAD^  ^  *4.  I 

Soap 

Lrsoa  1  f.,  2 

OAK  LEAP  7f«a 

Oleomargarine 

oi  a  special.  IS.  I 


Salmon 


Walnut  Meats 


Raisins 

" '  Ex  I  ra  Standard 


Fancy  Seed  leas 

SW . .  . -  6c  I 


Currants  fi 

He  5 


Very  Special 


Baking  Powder 

Old  Honesty 

1 7c  i 


Toilet  Paper 

£HS  1  for  26c 


Oysters 

PREXH  SHIPMENT 


35c? 


Rolled  Oats 

Banner  Rolled  Oats 

‘•:E:'r:„rK”":2lc; 

Fresh  Bulk 

7;foi25c 


Friday,  Oec.  20,  only 

15c  tin  run  sauoa.  ay  m 


Monday,  Dec.  23,  only 

25c  til  «w«ri  COCOA  16c 


Tuesday.  Oec.  24,  only  Thursday,  Oec.  26,  only 

tOr  Me  Hina  Situ  Witm.  7it  lb  10c  Via  Ciayt  Snr.  ml.  7|e  ui 
12c  cm  Be  nmn  -,f 

■■Mmai  iiiamssn 


Friday,  Dec,  27,  only  ^Saturday,  Oec.  28,  o 

fOX  MitCHLS. 

»*#!«$.  li u  Scant t,  ?{c  | 


10c  i  no  con  jjwr.  8r  <u 
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Let  us  send  you  a  sample  of  the 

Continental 

Safety 
Carton 


Carton  ready  for  filling,  complete 
in  one  piece 


Filling  Carton— notice  how 
egg  fits  in 


Carton  filled,  fastened  with  its  own  string, 
ready  for  delivery 


so  you  can  see  how  simple  it  is  to  use,  how 
quick  and  easy  to  fill.  Each  egg  is  securely 
held  in  a  circular  cushion,  which  fits  around 
it,  and  does  not  let  it  bounce  around  like  an 
egg  in  a  carrier  or  carton  consisting  of  square 
compartments.  It  is  complete  in  one  piece, 
so  there  are  no  fillers  to  put  in  and  it  is  ready 
for  instant  use. 

The  CONTINENTAL  SAFETY  EGG 
CARRIER  is  the  CHEAPEST  TO  USE, 

because  of  its  LOW  COST,  because  of  the 
TIME  SAVED  in  filling,  because  of  the 

STRING  SAVED,  and  because  it  ABSO¬ 
LUTELY  PREVENTS  BREAKAGE. 

250  cartons  to  the  case.  Packed  flat. 

Ask  your  jobber,  or  write  us  for  FREE 
sample. 
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We  would  be  pleased  to  hart  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
U  being  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  Ail  inquiries  within  our  power  to  answer  will  also  be  noticed  in  this  department. 


What  the  English  Grocer  Descended 
From. 


Washington,  D.  C., 

December  30,  1912. 
To  the  Editor. 

Dear  Sir : — Enclosed  please 
find  clipping  which  may  be  use¬ 
ful  to  you. 

Yours  truly, 

V.  Harris. 

The  article  enclosed  is  from 
the  London  “Chronicle,”  and  is 
an  interesting  little  bit  from  the 
history  of  the  grocery  business: 

In  medieval  England  the  Grocers’ 
Company— originally  known  as  the 
pepperers  of  Soper-lane — was  asso¬ 
ciated  with  the  apothecaries,  and  it 
was  not  until  1617  that  they  re¬ 
ceived  a  distinct  charter  of  incor¬ 
poration.  “By  various  charters  and 
ordinances,”  writes  Mr.  H.  B. 
Wheatley,  “the  company  of  grocers 
was  intrusted  with  the  examining, 
sorting  and  passing  of  spices  and 
drugs.  They  were  empowered  to 
enter  the  shops  of  grocers,  drug¬ 
gists,  confectioners,  tobacconists  and 
tobacco  cutters  within  the  city  and 
three  miles  around  it,  to  seize  and 
confiscate  adulterated  and  unwhole¬ 
some  goods,  and  to  fine  and,  in  de¬ 
fault  of  payment,  imprison  delin¬ 
quent  dealers.” 

St.  Anthony  is  the  patron  of  the 
Grocers’  Company. 

*  *  * 

A  Grocer’s  Revolt  Against  Food] 
Law  Injustices. 

Ashland,  Pa.,  Dec.  27,  1912. 
To  the  Editor. 

Dear  Sir: — In  a  recent  issue 
you  published  my  letter,  an  ap¬ 
peal  to  common  sense  and  justice 
under  the  caption  “Some  Reflec¬ 
tions  on  Pure  Food  Laws.”  In 
the  same  issue  you  editorially 
answer  (categorically  you  term 
it)  in  substance:  “It  is  the  Law!” 

“It  is  the  Law!”  For  nineteen 
hundred  years  the  same  answer. 
It  is  the  Law!  Pilate  to  Christ: 
It  is  the  Law!  Spain  to  Ferrer: 
It  is  the  Law!  Logically  legal¬ 
ized  murder. 

The  grocer  to-day  faces  what 
he  believes  legalized  piracy  un¬ 
der  the  guise  of  pure  food  laws. 
Primarily,  food  laws  were  made 
to  protect  the  consumer  from  im¬ 
pure  food.  Good!  Food  is  either 
one  or  the  other,  pure  or  impure. 
The  grocer  neither  manufactures 
nor  originally  places  foodstuffs 
on  the  market.  They  pass 
through  various  channels  subject 
to  government  inspection  at  every 
turn.  Supposedly  pure,  they 
reach  the  grocer,  around  whom  is 


woven  a  network  of  red  tape  that 
baffles  the  veteran  grocer,  and 
the  idiotic  excuse  for  its  existence 
is  the  limit.  “The  public’s  pro¬ 
tection.” 

Perhaps  the  editor  of  a  Cana¬ 
dian  weekly  had  this  phase  of  the 
pure  food  law  in  mind  when  he 
said,  “Seventy-five  per  cent,  of 
the  current  magazines  across  the 
border  publish  each  month  a  de¬ 
tailed  exposure  of  some  particu¬ 
lar  form  of  graft,  and  Canadians 
have  been  able  to  feel  a  certain 
amount  of  contempt  for  a  system 
which  permits  such  criminal  pro¬ 
ceedings  while  knowing  full  well 
that  they  are  going  on.” 

I  notice  the  department  does 
not  make  wholesale  prosecutions. 
Perhaps  it  realizes  that  99  per 
cent,  of  the  grocers  would  be 
guilty.  Perhaps  it  also  realizes 
that  an  unjust  law  doled  out  spar¬ 
ingly  lives  longer  and  jobs  last 
longer.  And  “lest  we  forget,”  it 
was  an  unjust  law  that  lit  the 
fires  of  revolution  of  ’76. 

I  can’t  say  that  President  Taft 
had  the  grocer  in  mind,  but  it  is 
most  opportune  when  in  a  mes¬ 
sage  to  Congress  he  said :  “While 
we  are  struggling  to  suppress  an 
evil  of  great  proportions  like  that 
of  impure  food,  we  must  provide 
the  machinery  in  the  law  itself 
to  prevent  its  becoming  an  in¬ 
strument  of  oppression,  and  we 
ought  to  enable  those  'whose 
business  is  threatened  with  anni¬ 
hilation  to  have  some  tribunal 
and  some  form  of  appeal  in  which 
they  have  a  complete  day  in 
court.” 

In  your  editorial  referred  to 
above,  you  closed  with  the  axiom, 
“Eternal  Vigilance  is  the  price  of 
liberty.”  The  following  also  is 
in  order:  “The  best  governed 
country  is  the  least  governed/’ 
Also  you  say,  “the  grocer  will 
come  out  of  court  believing  him¬ 
self  the  victim  of  a  judicial  out¬ 
rage,  and  may  never  get  over  it.” 
Undoubtedly  so,  dear  brother,  the 
red  flag  of  Socialism  and  anarchy 
will  be  a  far  prettier  sight  to  the 
victim  than  the  Stars  and  Stripes 
he  once  loved  and  would  have 
fought  and  died  for.  The  Mar¬ 
seillaise  sounds  sweeter  than  the 
Star  Spangled  Banner,  and  we 
believe  that  perhaps  Emma 
Goldman  and  her  following  may 
not  be  such  bad  folk  after  all. 
The  average  grocer  to-day  is 
more  solicitous  of  his  customer’s 


health  than  either  the  department 
that  appears  so  zealous  in  its 
protection  or- the  genius  states¬ 
man  whose  fertile  brain  con¬ 
ceived  this  clever  scheme  to 
make  the  department  a  paying 
one.  I  will  also  say  that  the 
average  grocer  is  as  loyal,  patri¬ 
otic  and  law  abiding  citizen  as 
your  Uncle. Samuel  can  boast  of. 
But  when  he  permits  what  most 
of  them  believe  a  pernicious  sys¬ 
tem  of  brigandage  and  oppres¬ 
sion  (Beckerized  or  Russianized) 
he  forfeits  the  right  to  expect 
anything  more  than  contempt  for 
“It  is  the  Law!” 

Cordially  yours, 

t  W.  R.  G. 

*  *  * 

New  Packages  for  Parcels  Post. 

Corning,  N.  Y.,  Dec.  28,  1912. 
To  the  Editor. 

Dear  Sir: — Please  advise  if  you 
think  there  will  be  a  demand  for 
packing  boxes  for  use  in  the  par¬ 
cel  post.  My  idea  was  to  make 
and  advertise  'corrugated  paper 
cartons  for  sale.  Can  you  tell  me 
the  names  of  any  firms  that  fur¬ 
nish  corrugated  paper  to  be  used 
for  this  purpose? 

I  beg  to  thank  you  for  any 
courtesy  in  this  matter,  and  re¬ 
main,  Very  truly  yours, 

M.  W.  Grady. 

Without  doubt  there  will  be  a 
demand  for  corrugated  paste¬ 
board,  though  it  is  already  on  the 
market,  as  you  know.  David 
Weber  &  Co.,  5th  and  ILocust 
streets,  Philadelphia,  make  it. 

*  *  * 

Charcoal  Maker. 

Hartford,  Conn.,  Dec.  30,  1912. 
To  the  Editor. 

Dear  Sir: — Will  you  give  me 
the  names  of  makers  of  charcoal. 
I  understand  that  wood  alcohol 
manufacturers  sell  the  coal. 
Please  give,  if  you  can,  the  names 
of  those  that  belong  to  the  trust 
and  also  those  that  are  independ¬ 
ent,  and  oblige, 

Yours  truly,  S.  B. 

T.  B.  Wright  &  Co.,  charcoal, 
ground  and  pulverized  for  filter¬ 
ing  purposes;  Manufacturers’ 
Charcoal  Co.,  Bradford,  Pa., 
lump.  We  know  of  no  trust  in 
the  charcoal  industry. 

*  *  * 

Running  a  Cash  Grocery. 

Moundsville,  W.  Va., 

December  31,  1912. 

To'  the  Editor. 

Dear  Sir: — I  would  like  to 
have  some  advice  in  regard  to 
running  a  cash  grocery,  and  is 
there  any  manufacturer  that 
sells  to  retailers  direct  without 
going  through  the  wholesale 
house?  If  there  is  please  let  me 
know. 

I  am,  Yours  truly, 

The  Cash  Grocery. 


This  journal  scarcely  knows 
upon  what  phase  of  the  cash 
business  this  '  correspondent 
wishes  advice.  If  he  will  go 
more  into  detail  we  shall  be  glad 
to  go  just  as  fully  into  the  matter 
as  we  can,  and  will  even  submit 
the  case  to  our  subscribers,  if  that 
will  help. 

It  is  impossible  to  publish  a 
list  of  the  manufacturers  who  sell 
retailers  direct.  Practically  all 
sell  sonic  retailers  direct,  though 
only  a  few  sell  small  ones. 


Several  Federal  Food  Cases  of 
Local  Interest. 


United  States  Government  Prosecutes 
Philadelphia  Vinegar  Co.  and  New 
York  Flavoring  Extract  Co.  for 
Adulteration  and  Misbranding. 

The  following  cases  of  adulter¬ 
ation  and  misbranding  under  the 
Federal  Food  and  Drugs  Act, 
which  have  been  certified  to  this 
journal  by  the  United  States  De¬ 
partment  of  Agriculture,  will 
have  a  local  interest : — 

Judgment  No.  1,757 — Adulteration 
and  Misbranding  of  Vinegar. 

The  United  States  Attorney  for 
the  Eastern  District  of  Pennsyl¬ 
vania  filed  in  the  District  Court  an 
information  against  Frank  Hansell, 
trading  under  the  firm  name  of  the 
Philadelphia  Vinegar  Co.,  Phila¬ 
delphia,  Pa.,  alleging  shipment  by 
him,  in  violation  of  the  Food  and 
Drugs  Act,  from  Pennsylvania  into 
Maryland  a  quantity  of  vinegar 
which  was  adulterated  and  mis¬ 
branded.  The  product  was  labeled: 
“Guaranteed  to  comply  with  the 
Pure  Food  Laws.”  It  bore  no  other 
label,  but  was  sold  as  cider  vine¬ 
gar. 

Adulteration  was  alleged,  for  the 
reason  that  the  product  contained  a 
dilute  solution  of  acetic  acid  or  dis¬ 
tilled  vinegar  and  added  ash  ma¬ 
terial;  further,  because  the  prod¬ 
uct  was  artificially  colored  in  a 
manner  whereby  its  inferiority  was 
concealed. 

The  defendant  entered  a  plea  of 
guilty  to  the  information  and  the 
court  imposed  a  fine  of  $25. 

Judgment  No.  1,764 — Adulteration 

and  Misbranding  of  So-Called 
Vanilla  Extract. 

The  United  States  Attorney  for 
the  Western  District  of  Pennsyl¬ 
vania  filed  in  the  District  Court  of 
the  United  States  for  said  district 
a  libel  for  the  seizure  and  condem¬ 
nation  of  one  barrel,  purporting  to 
be  vanilla  extract  in  possession  of 
the  Johnstown  Sanitary  Dairy  Co., 
Johnstown,  Pa.,  alleging  that  the 
product  had  been  shipped  by  the 
National  Extract  Works  of  New 
York,  N.  Y.,  into  Pennsylvania,  and 
charging  adulteration  and  misbrand¬ 
ing.  The  product  was  labeled,  in 
part :  “Extract  Vanilla  XXX  Best 
Concentrated  National  v  Extract 
Works  Importers  and  Manufactur¬ 
ers  Works  and  Laboratory  Brook¬ 
lyn,  N.  Y.  Office  70  Warren  st. 

N.  Y.”  and  on  bottom  of  barrel : 
“Penn.  R.  R.  Johnstown  San.  Dairy 
Co.  Johnstown,  Pa.  31 1  12692.” 

Adulteration  was  alleged  for  the 
reason  that  a  dilute  of  vanilla  re- 


enforced  with  artificial  vanillin  had 
been  mixed  and  packed  with  the 
product  so  as  to  reduce,  lower  and 
injuriously  affect  its  quality  and 
strength.  . 

No  claimant  having  appeared  for 
the  property,  the  goods  were  de¬ 
stroyed. 

Judgment  No.  1,788 — Misbranding 
of  Lekvar  (Compound  of 
Prunes  and  Glucose). 

The  United  States  Attorney  for 
the  Northern  District  of  Ohio  filed 
in  the  District  Court  an  information 
against  the  Caruthers-Terry  Pre¬ 
serving  Co.,  a  corporation,  Akron, 
Ohio,  alleging  shipment  by  said 
company,  in  violation  of  the  Food 
and  Drugs  Act,  from  Ohio  into 
Pennsylvania  of  a  quantity  of  a 
food  product  called  “Lekvar,”  which 
was  misbranded.  The  product,  was 
labeled :  “Hungarian  Style  Epicur¬ 
ean  Brand  Lekvar  Compound  of 
Pure  Dry  Prunes  and  Glucose.  The 
Caruthers-Terry  Preserving  Co., 
Akron,  Ohio.  Guaranteed  under 
the  Food  and  Drugs  Act,  June  30, 
1906.  Serial  No.  10693.  Reg.  U.  S. 
Pat.  Off.  Prepared  with  i-20th  of 
1  per  cent,  of  Benzoate  of  Soda  to 
prevent  souring.” 

Misbranding  was  alleged  in  the 
information  for  the  reason  that  the 
label  and  brand  upon  the  product 
was  false  and  misleading  in  that  the 
product  was  labeled  “prepared  with 
i-20th  of  1  per  cent,  of  benzoate  of 
soda,”  whereas  in  truth  the  product 
contained  a  greater  amount  of  ben- 
'  zoate  of  soda,  to  wit,  one-tenth  of 
1  per  cent. 

The  defendant  company  entered  a 
plea  of  guilty  to  the  information 
and  the  court  imposed  a  fine  of  $25 
and  costs. 

Judgment  No.  1,785— Adulteration 
of  Tomato  Pulp. 

The  United  States  Attorney  for 
the  Western  District  of  Louisiana 
filed  in  the  District  Court  a  libel 
for  the  seizure  and  condemnation  of 
140  cases,  each  containing  a  number 
of  retail  packages  of  tomato  pulp,  in 
possession  of  Thompson  Ritchie 
Grocer  Co.,  Alexandria,  La.,  alleg¬ 
ing  that  the  product  had  been  trans¬ 
ported  from  Maryland  into  Louis¬ 
iana,  and  charging  adulteration. 
The  product  was  labeled :  “Nigger 
Head  Brand  Tomato  Pulp,  made 
from  Tomatoes  and  Tomato  trim¬ 
mings.  Packed  by  Aughinburgh 
Canning  Co.,  Baltimore,  Md., 
U.  S.  A.” 

Adulteration  was  alleged  for  the 
reason  that  the  product  consisted 
wholly  or  in  part  of  a  filthy,  decom¬ 
posed  or  putrid  vegetable  sub- 
stance 

No  claimant  having  appeared  for 
the  property,  judgment  of  condem¬ 
nation  and  forfeiture  was  entered 
and  it  was  further  ordered  that  the 
product  should  be  destroyed  by  the 
United  States  marshal. 

Judgment  No.  1,768— Adulteration 
and  Misbranding  of  Flour. 

The  United  States  Attorney  for 
the  District  of  Columbia  filed  in 
the  Supreme  Court  of  said  District 
a  libel  for  the  seizure  and  condem- 
nation  of  350  sacks  of  “Princess” 
flour  and  fifty  sacks  of  “Fancy 
Melba”  flour  in  the  possession  of 
Wm.  M.  Galt  &  Co.,  a  partnership 
composed  of  Harry  T.  Galt  and 
Ralph  L.  Galt,  Washington,  D.  C., 
alleging  that  the  “Princess”  flour 
had  been  shipped  by  the  Blanton 
Milling  Co.,  Indianapolis,  Ind.,  from 
Indiana  into  the  District  of  Co¬ 
lumbia  and  the  “Fancy  Melba”  flour 
had  been  shipped  by  the  Majestic 
Flour  Manufacturing  Co.,  Kansas 
City,  Mo.,  from  Missouri  into  the 
District  of  Columbia,  and  charging 
adulteration  and  misbranding,  for 
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the  reason  that  the  product.  was  in 
a  filthy  condition  and  was  infested 
with  worms  and  other  animal  mat¬ 
ter  and  was  so  contaminated  by  the 
presence  of  the  worms  and  other 
animal  matter  that  it  was  absolutely 
unfit  for  human  consumption. 

Galt  &  Co.,  claimants,  were  com¬ 
pelled  to  file  a  bond  for  $5,000  not 
to  sell  the  flour  in  violation  of  law. 

Judgment  No.  i,77° — Adulteration 
of  Cove  Oysters. 

The  United  States  Attorney  for 
the  Eastern  District  of  Oklahoma 
filed  in  the  District  Court  a  libel 
praying  seizure  and  condemnation 
of  fifty-seven  cases,  each  contain¬ 
ing  four  dozen  cans  of  canned  oys¬ 
ters,  in  possession  of  the  Hale- 
Halsell  Grocery  Co.,  McAlester, 
Okla.,  alleging  that  the  product  had 
been  shipped  via  J.  Langrall  &  Bro., 
Baltimore,  Md.,  from  Maryland  into 
Oklahoma,  and  charging  adultera¬ 
tion  and  misbranding,  for  the  rea¬ 
son  that  water  had  been  mixed  and 
packed  with  the  oysters  in  such 
manner  as  to  reduce,  lower  and  in¬ 
juriously  affect  their  quality  and 
strength.  . 

The  claimant  filed  a  bond  of  $500 
not  to  sell  in  violation  of  law. 


Pennsylvania  News  Items. 

Items  Gathered  from  Correspondents, 
Etc.,  as  to  What  is  Going  on  Around  Us. 


A  Saving— Not  A  n  Expense 


Death  was  added  to  the  afflic¬ 
tions  that  have  been  endured  re¬ 
cently  by  Samuel  B.  Charters, 
head-  of  the  S.  B.  Charters  Gro¬ 
cery  Co.,  of  Pittsburgh,  when  on 
December  29th  Mr.  Charters  son, 
Samuel  B.  Charters,  Jr.,  died  at 
his  father's  home,  5846  Bartlett 
street,  Pittsburgh.  Less  than  18 
months  ago  the  main  store  of  the 
Charters  Co.  in  Grant  street  was 
burned,  and  two  weeks  ago  the 
North  Side  store  was  destroyed 
in  the  big  fire  which  wiped  out 
Library  Place. 

Samuel  B.  Charters,  Jr.,  was 
professor  of  mechanical  engineer¬ 
ing  in  Leland  Stanford,  Jr.,  Uni¬ 
versity,  California. 

*  *  * 

John  Raitel,  who  was  engaged 
in  the  grocery  and  butter  busi¬ 
ness  in  Pittsburgh  for  more  than 
half  a  century,  died  December 
26th  at  the  residence  of  his  son, 
Frank  Raitel,  4796  Yew  street. 
Mr.  Raitel  was  born  in  Bavaria 
86  years  ago  and  settled  in  Pitts¬ 
burgh  in  1854.  He  immediately 
engaged  in  business  and  contin¬ 
ued  actively  until  his  retirement 
six  years  ago. 


ELTON  J.  BUCKLEY 

Editor  "Grocery  World  and  General  Merchant” 


Attorney  and  Counselorat  Law 

643-648  Land  Title  Building 

Philadelphia,  Pa. 
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Bell.  Spruce  2608-2609 
Keystone.  Race  746 


A  thing  cannot  be  a  saving  and  an  expense  at  the  same  time. 

Putting  a  Michigan  Cash  Register  in  your  store  does  not  mean  adding 
to  your  expense.  For  the  register— as  thousands  of  merchants  have  found — 
actually  saves  more  than  it  costs.  It  will  be  the  only  fixture  in  your  store 
that  hands  back  its  original  cost  in  cash. 

Every  other  item  among  your  store  fixtures  and  equipment  is  a  daily 
expense.  No  matter  how  good  your  judgment  may  be,  each  day’s  use 
lessens  its  market  value.  Depreciation  must  be  considered  in  taking  in¬ 
ventory. 

Register  Pays  for  Itself 

But  the  Michigan  Cash  Register  is  constantly  earning  money  for  you. 
In  a  year  or  two  it  more  than  pays  for  itself.  It  does  not  depreciate  in 
value  with  use. 

It  does  save  you  your  profits  by  stopping  the  little  leaks  and  mistakes 
which,  you  know,  are  continually  being  made  when  the  old-fashioned  cash 
drawer  holds  the  money. 

A  Michigan  Cash  Register  absolutely  safeguards  your  cash,  insuring 
you  the  protection  your  profits  deserve. 


Don’t  Pay  Fancy  Prices 

To  get  this  protection  you  do  not  need  to  pay  more  than  the  price  of  a 
Michigan  Cash  Register.  The  low  priced  Michigan  will  give  you  just  as 
much  real  protection  as  the  most  expensive  cash  registers  on  the  market. 

Michigan  Cash  Registers  add  to  the  up-to-date  appearance  of  your 
store.  They  are  handsome  to  look  at— well  built,  beautifully  finished. 

Every  day  you  put  off  buying  a  Michigan  Cash  Register  you  are 
actually  losing  money.  Stop  these  losses  now.  Order  a  Michigan 
Cash  Register  from  your  jobber’s  salesman.  If  he  cannot  supply 
you,  write  us  direct  for  our  new  catalogue  E  1,  showing  our  com¬ 
plete  line  of  registers,  any  one  of  which  is  a  paying  invest¬ 


ment. 


Michigan  Cash 
Register  Co. 

Detroit,  Mich. 


Besides  our  Total  Adder  No.  6  we  also 
make  detail  adders,  ranging  in  price  from 
$20  to  $50.  If  you  want  a  lower  price 
register  than  our  No.  6,  one  of  these  will 
interest  you. 
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THE  GROCERY  MARKETS 


Tea. 

'The  tea  market  is  dull,  as  usual 
in  the  holiday  season.  Trade  is 
for  actual  wants  and  from  hand- 
to-mouth.  Prices,  however,  have 
not  materially  weakened,  largely 
because  there  is  no  surplus. 
From  now  on  the  demand  will 
probably  show  some  improve¬ 
ment,  but  there  is  no  indication 
of  any  boom. 

Coffee 

The  market  for  Rio  and  Santos 
coffee  feels  a  trifle  weak,  owing 
to  the  understanding  that  the 
Government's  coffee  suit  is  to  be 
settled  by  throwing  the  valori¬ 
zation  coffee  on  the  market  for 
sale.  This  means  nearly  a  million 
bags  of  Rio  and  Santos,  chiefly 
Santos,  and  it  will  almost  cer¬ 
tainly  cause  a  slump  if  large  spec¬ 
ulators  are  prevented  from  scoop¬ 
ing  it  in  in  order  to  save  loss  on 
their  present  holdings.  It  is  said 
that  the  Government  is  fully 
alive  to  this  probability,  and  if 
there  is  any  sale  will  circumvent 
it  if  it  can.  The  demand  for  cof¬ 
fee  during  the  week  has  been 
quiet,  without  material  changes 
in  price.  Milds  quiet  and  steady; 
Mocha  and  Java  dull  at  ruling 
prices. 

Sugar. 

The  sugar  market  is  weaken¬ 
ing,  as  it  has  been  prophesied  it 
would,  and  raws  have  been  sold 
during  the  week  at  a  decline.  On 
the  spot,  however,  the  supply  is 
not  large,  and  the  situation  is 
still  inclined  to  be  strong.  The 
weakening  market  has  had  some¬ 
thing  to  do  with  causing  the 
withdrawal  of  domestic  beet 
sugar,  which  has  been  selling 
quite  freely  in  nearly  all  markets 
at  about  20  points  below  the 
regular  refiners’  prices.  Refined 
sugar  shows  no  change  and  fair 
demand. 

Syrup  and  Molasses. 

Glucose  has  declined  another  5 
points  and  bulk  compound  syrup 
another  cent.  The  demand  is 
fair.  Sugar  syrup  is  dull  at  rul¬ 
ing  prices;  molasses  moderately 
active  and  unchanged. 

Fish. 

Mackerel  shows  no  change  for 
the  week.  Outside  of  large  Nor¬ 
way's  the  situation  is  not  overly 


strong,  and  the  demand  is  very 
dull.  Mackerel  should  boom  a 
little  from  now  on.  Cod,  hake 
and  haddock  are  in  fair  demand 
at  unchanged  prices,  cod  being- 
steady  to  firm.  Imported  sar¬ 
dines  firm  because  of  scarcity; 
domestic  sardines  quiet  at  ruling- 
prices.  Salmon  of  all  grades  un¬ 
changed  and  dull. 

Canned  Goods. 

The  publication  of  {the  very- 
large  tomato  and  pea  packs  has 
had  no  effect  on  the  market  as 
yet.  Tomatoes  are  dull,  but  have 
not  receded  any  in  price,  and  as 
stocks  in  first  hands  do  not  ap¬ 
pear  tc  be  large,  they  probably 
will  not.  Peas  are  dull  on  spot 
at  unchanged  prices,  but  the  sale 
of  futures  at  higher  prices  than 
last  year  still  goes  on,  in  spite  of 
the  large  1912  pack.  Corn  is  dull 
and  unchanged.  Apples  dull  at 
ruling  prices.  California  canned 
goods  are  unchanged  and  quiet. 
Small  Eastern  staple  canned 
goods  dull  and  unchanged. 

Dried  Fruits. 

Dried  fruits  are  dull.  Prunes 
rule  unchanged  and  in  light  de¬ 
mand.  Peaches  and  apricots  are 
still  inclined  to  be  strong,  but 
with  light  demand.  Raisins  are 
quiet  at  ruling  quotations.  Cur¬ 
rants  unchanged  and  only  moder¬ 
ately  wanted.  .  Fard  dates  are 
quite  cleaned  up,  the  steamer 
which  was  expected  December 
23 d  not  having  arrived  as  yet. 
Other  dried  fruits  quiet  and  un¬ 
changed. 

Provisions. 

All  cuts  of  smoked  meats  are 
firm  and  unchanged,  with  a  sea¬ 
sonable  demand.  Pure  and  com¬ 
pound  lard  are  firm  and  un¬ 
changed,  with  an  active  con¬ 
sumptive  demand.  Dried  beef, 
barreled  pork  and  canned  meats 
are  slow  at  ruling  prices. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  from  a  week  ago,  demand 
fair.  Marrows  unchanged  and  in 
moderate  request.  California 
limas  have  advanced  another  five 
points  within  the  week.  The  re¬ 
port  that  the  California  Lima 
Bean  Association,  which  for 
three  years  has  been  an  important 
factor  in  maintaining  prices,  had 


disbanded,  was  only  partially 
true.  It  did  disband  as  a  capital 
stock  corporation,  but  immedi¬ 
ately  reorganized  as  a  member¬ 
ship  corporation,  so  that  what¬ 
ever  influence  it  has  had  on  the 
market  it  will  probably  still  have. 
Green  and  Scotch  peas  un¬ 
changed  and  dull. 

Butter. 

There  has  been  an  active  con¬ 
sumptive  demand  for  butter  dur¬ 
ing  the  week,  includin  g  all 
grades.  Receipts  are  readily 
cleaned  up  on  arrival,  and  con¬ 
siderable  butter  has  been  with¬ 
draw  n  from  storage  to  piece  out 
the  demand.  The  make  of  butter 
is  about  normal  and  no  radical 
change  seems  in  sight. 

Eggs. 

The  consumptive  demand  for 
fresh  eggs  is  absorbing  all  of  the 
receipts  on  arrival  at  unchanged 
prices.  There  is  still  a  large  ac¬ 
cumulation  of  poor  storage  eggs, 
which  are  in  very  slow  sale  at 
irregular  prices.  Good  storage 
eggs  are  moderately  wanted  at 
firm  and  unchanged  prices.  The 
future  egg  market  depends  on  the 
weather. 

Cheese. 

Cheese  is  firm  and  in  light  con¬ 
sumptive  demand.  Stocks  are  re¬ 
ported  light,  and  the  market  is 
considerably  higher  than  usual 
for  the  season. 


INDIVIDUAL  MARKET  REPORTS. 


Spices. 

The  market  during  the  week 
has  been  quiet,  due  to  the  holi¬ 
day  season.  Changes  have  been 
few.  Stocks  here  continue  small 
and  it  is  probable  some  changes 
will  occur  during  early  January. 

Pepper. — The  market  is  steady, 
though  few  real  changes  to  re¬ 
port.  Spot  demand  fair  and 
likely  to  be  more  active  during 
next  month. 

White  peppers  in  fair  demand 
at  firm  prices. 

Red  Peppers  (Mombassas). 
Spot  stocks  are  scarce  and  likely 
to  advance.  There  has  been  some 
trading  in  futures.  Japan  chillies 
unchanged. 

Pimento  (Allspice)  steady  but 
unchanged,  and  in  only  fair  de¬ 
mand. 

Cloves  higher  and  very  little 
being  offered.  Prices  we  believ? 


will  be  much  higher  during  the 
next  60  or  90  days. 

Mace. — Better  grades  are 
scarce  and  in  active'  demand; 
prices  unchanged. 

Nutmegs  very  steady  and 
higher  prices  are  reported  abroad. 
Prices  here  are  unchanged;  de¬ 
mand  fair. 

Cassias. — Saigon  unchanged. 
Batavia  quiet  and  without 
change.  China  in  cases  very 
scarce  for  spot  goods.  Ceylon 
cinnamon  is  firm  in  price  and  in 
big  demand. 

Gingers. — Import  prices  are 
low.  Spot  prices  are  unchanged 
during  the  week. 

Tapiocas  selling  fairly  well  at 
unchanged  prices. 

Paprikas. — Hungarian  scarce. 
Demand  fair.  Spanish  spot  goods 
are  reported  very  scarce.  Prices 
unchanged. 

Seeds,  Herbs,  Etc. — Celery  is 
very  much  firmer.  Import  cost  is 
higher  than  spot  prices.  Cara¬ 
way  and  poppy  unchanged  dur¬ 
ing  the  week. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Holland  Herring. — The  past 
week  they  have  been  very  much 
neglected,  but  Holland  reports 
that  prices  are  rising  owing  to  the 
short  catch.  Fishing  in  Holland 
is  now  over  and  there  was  quite 
a  shortage  in  the  catch  as  com¬ 
pared  with  that  of  last  year. 
This  year’s  total  catch  was  517,- 
500  barrels  as  compared  with 
650,000  barrels  for  1911. 

Norwegian  Herring. — The  fin¬ 
est  grades  are  unobtainable.  En¬ 
tirely  out  of  the  market. 

The  catch  of  Sloe  herring  has 
now  started,  but  is  turning  out 
very  poorly  and  there  are  all  in¬ 
dications  of  a  failure  in  the  catch. 

Norwegian  Smoked  Sardines. — 
The  winter  packing  is  now  in 
full  swing,  but  there  was  also  a 
shortage  of  suitable  fish  and  we 
look  for  a  short  pack  of  Nor¬ 
wegian  smoked  sardines  this  sea¬ 
son.  The  demand  here  is  very 
good  and  we  anticipate  a  still 
better  demand.  Taking  into  con¬ 
sideration  that  the  French  fish¬ 
ing  has  been  such  a  failure  this 
year,  naturally  the  trade  turns  to 
Norwegian  smoked  sardines. 

Scotch  Herring. — Demand  only- 
fair.  Naturally  the  holiday  sea¬ 
son  has  very  much  affected  the 
sale  of  goods  other  than  special¬ 
ties  for  the  holiday-  season,  but 
after  the  turn  of  the  year  we  look 
for  a  very  good  demand  for  all 
lines. 

Strohmeyer  &  Arpk  Co. 

New  York. 
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Salmon. 

The  world’s  pack  of  salmon  for 
he  season  of  1912,  taken  from  the 
•eport  of  Secretary  W.  I.  Craw- 
ord,  was  as  follows : — 

Chums : —  Cases. 

British  Columbia  .  58,325 

Columbia  River  .  59447 

Puget  Sound  .  60,766 

Alaska  . 645,147 

823,385 

Pinks : — 

British  Columbia  .  247.743 

Columbia  River  .  6,865 

Puget  Sound  . „  70° 

Alaska  . 1,304,763 

1,560,071 

Cohoes : — 

British  Columbia  .  165,309 

Columbia  River  .  100,804 

Puget  Sound  .  149,027 

Alaska  .  168,833 

Steelheads : — 

Columbia  River  .  n,i94 

595d67 

Kings : — 

Alaska  .  42,5°9 

Reds : —  „ 

Alaska  . 1,904,098 

Chinooks : — 

Columbia  River  .  178,433 

Springs : — 

British  Columbia  .  7°, 437 

Puget  Sound  .  20,252 

Sockeyes : — 

British  Columbia  .  444762 

Puget  Sound  .  184,680 

The  world’s  pack  for 

1912  . 5,823794 

The  world’s  pack  for 

1911  . 6,140.887 

The  world’s  shortage  for 

1912  .  3T7,093 

Philip  J.  Brady. 

Seattle,  Wash. 


ets  of  Honduras  grades,  but  the 
move  was  not  accomplished.  It 
would  look,  under  the  circum¬ 
stances,  that  somebody  has  con¬ 
fidence  in  the  situation. 

In  the  Interior — Southwest 
Louisiana,  Texas  and  Arkansas — 
rough  rice  is  being  steadily 
taken  up  by  the  mills  at  full  fig¬ 
ures.  It  is  reported  that  several 
thousand  bags  of  Honduras 
changed  hands  at  4.4 7/2  per  bar¬ 
rel  for  the  Honduras,  and  3.87 
for  Japans, 

Cables  and  correspondence 
from  abroad  note  rough  rice  mar¬ 
ket  quiet,  with  an  easier  ten¬ 
dency,  quotations  remaining 
nominal  “spot  cleaned  dull ; 
“forward  Burma”  lower. 

Dan  Talm age’s  Sons  Co. 

New  York  and  New  Orleans. 


present  except  for  requirements. 
Until  the  cheap  Cubas  arrive  the 
refiners  will  run  light  and  mean¬ 
time  have  no  incentive  to  cut 
prices.  The  general  quotation  is 
4.90  cents  for  standard  granu¬ 
lated. 

Teas  are  quiet  without  changes 
in  prices,  as  there  is  no  selling 
pressure.  The  general  opinion  is 
that  business  will  improve  after 
the  inventory  period  passes  and 
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successfully  attacked,  since  there 
could  be  no  conspiracy.  The 
manufacturers  simply  announced 


how  the  goods  should  be  sold ; 


the  jobbers  signed  no  agreement, 
but  have  complied  with  the  terms 
just  as  faithfully,  as  a  rule,  as  if 
there  were  contracts. 

One  suggestion  is  that  the  Gov¬ 
ernment  will  claim  that  the  terms 
of  sale  and  the  actual  compliance 
of  the  jobbers  with  such  terms 
constitute  some  sort  of  a  contract, 
implied  if  not  expressed,  and  on 


Printers 


IMPORTANT 


Retail  Grocers 


927  Arch  Street 

Philadelphia 


who  wish  to  please 
their  customers  should 
be  sure  to  supply  them 
with  the  genuine 


Baker’s 
Cocoa  and 
Chocolate 


Registered 
U.8.  Pat.  off 


with  the  trade-mark 
on  the  packages. 


They  are  staple  goods,  the 
standards  of  the  world  for  purity 
and  excellence. 

MADE  ONLY  BY 

W alter  Baker  O’  Co.  Limited 
DORCHESTER,  MASS. 

Established  1780 


Rice. 


this  will  be  based  a  charge  of  con- 


There  is  more  inquiry  than  is 
isual  at  this  period  of  the  year, 
uid  buyers  are  quietly  picking  up 
lesirable  parcels  and  laying  them 
iside  against  future  requirements, 
rhis  refers  more  especially  to 
he  Honduras  sorts,  which  are 
ipparently  in  lighter  supply,  and 
herefore  the  market  holds  firm, 
xmie  of  the  operators  are  dis¬ 
posed  to  speculate  in  the  better 
grades  of  the  Carolina  styles, 
liaving  confidence  that  prices  on 
these  sorts  will  move  upwards 
shortly  and  sharply  after  the  turn 
of  the  year.  Holders  are  feeding 
the  market  sparingly,  and  there 
is  no  pressure  to  sell,  which  keeps 
the  situation  taut. 

Advices  from  the  South  report 
slow  demand  along  the  Atlantic 
Coast.  Collections  are  still 
claimed  as  very  slow,  and  there¬ 
fore  extension  of  credits  is  close¬ 
ly  watched.  It  is  reported  there 
is  on  hand  considerable  holdings 
of  old  crop  still  to  be  distributed, 
and  this  creates  a  feeling  of  dis¬ 
satisfaction.  At  New  Orleans 
the  situation  remains  without 
change,  and  a  slow  movement  is 
still  reported.  There  has  been  an 
effort  made  during  the  past  week 
by  one  of  the  larger  mills  in 
Texas  to  pick  up  the  market  on 
cleaned,  and  offers  have  been 
made  covering  about  50,000  pock- 


spiracy. 

The  real  target  of  the  Attor- 
nev-General,  however,  is  seen  in 
fixed  prices;  the  attack  seems  to 
be  as  general  as  possible  in  its 
effort  to  break  down  such  prices, 
whether  they  are  maintained  by 
contracts,  terms  of  sale  or  in  any 
other  way,  except  on  articles  pro¬ 
tected  by  patents.  The  issue  as 
to  the  patent  on  the  containers  of 
the  Kellogg  specialties  seems  to 
be  only  an  incident  of  the  present 
suit. 


I*.—**  '•  *  •  .i  * 


Aunt  Em’ly  Looks  Back 


Summarized  Market  Con¬ 
ditions. 


Spot  coffee  is  quiet  and  steady 
with  some  improvement  in  senti 


ment  as  a  result  of  encouraging 


cables  from,  primary  points.  In¬ 
creased  activity  is  expected  in  the 
ereneral  demand  after  the  Bank- 
ers’  Committee  meets,  about  the 
middle  of  the  month.  Mild 
grades  are  in  little  inquiry,  either 
at  first  hands  or  among  jobbers. 

A  reduction  in  refined  sugar  is 
expected  shortly  because  of  the 
lower  values  in  raws.  Conse¬ 
quently  there  is  no  buying  at 


"Times  have  changed.  Nobody  can  have  better  times  than  we 
used  to  have,  but  I  must  say  folks  nowadays  have  better  things  to  eat 


and  less  work  preparing  them.  Think  of  making  up  a 


JELL-0 


dessert  in  a  minute  !  I  tell  Helen  and  the  girls  it  seems  like  play. 

The  Jell-O  idea  has  enchanted  woman  generally,  for  not  only  are 
Jell-O  desserts  produced  as  if  by  magic,  but  they  are  as  delicious  as 
dishes  that  require  an  hour  for  making. 

Needless  to  say  the  grocer  whose  stock  is  made  up  chiefly  of 
goods  that  are  popular  with  women,  is  the  successful  grocer. 

THE  GENESEE  PURE  FOOD  CO., 


Le  Roy,  N.  Y. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn’t  Jell-O. 
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the  Read  test  case  is  finally  de¬ 
cided. 

A  fair  jobbing  demand  from  the 
country  for  rice  is  reported  in 
some  circles,  although  the  local 
market  is  generally  quiet.  An 
upward  trend  in  prices  is  ex¬ 
pected  by  some  dealers,  who 
point  out  that  spot  supplies  can¬ 
not  be  replaced  except  at  higher 


Jobbers  are  now  buying  canned 
vegetables  only  for  requirements 
and  this  is  likely  to  continue  dur¬ 
ing  this  month  of  stock  taking. 
Retailers  are  more  interested  now 
in  reducing  than  in  adding  to 
their  stocks.  Packers  and  brok¬ 
ers  believe,  however,  that  the  in¬ 
ventories  will  show  light  hold¬ 
ings  and  that  an  active  spring- 
business  will  follow.  Peas  are 
now  showing  some  weakness  and 
it  appears  that  the  1912  pack  was 
much  in  excess  of  requirements. 
Corn  is  firmer,  apparently  be¬ 
cause  the  low  prices  stimulated 
consumption  and  much  of  the 
surplus  has  been  absorbed.  It  is 
said  that  large  quantities  of 
string  beans  have  spoiled  in  the 
new  style  of  enamel  lined  cans 
used  for  the  first  time  this  year 
by  the  New  York  State  packers. 
This  reduced  the  available  sup¬ 
plies  and  prices  are  firm.  Toma¬ 
toes  are  held  on  the  basis  of  8 2j4 
cents  f.  o.  b.  Baltimore  for  stand¬ 
ard  No.  3s,  but  there  is  little  de¬ 
mand. 

Canned  fruits  are  dull.  There 
is  hardly  any  demand,  but  pack¬ 
ers  and  their  representatives  say 
that  stocks  are  light,  so  there  is 
no  pressure  to  sell. 

As  is  usual  at  this  time  of  the 
year,  dried  fruits  are  dull  with 
little  demand  for  spot  stocks  and 
none  apparently  for  forward 
shipment.  The  strongest  article 
on  the  list  is  California  prunes  in 
large  sizes.  Thirties  and  40s  are 
both  scarce  and  stiff  premiums 
are  required  on  orders  for  assort¬ 
ments.  The  medium  sizes  seem 
fairly  plentiful,  although  there 
have  been  some  heavy  shipments 
to  Europe.  Apricots  are  in  light 
demand  but  firm,  as  supplies  are 
limited.  Peaches  are  dull  and 
steady.  California  raisins  are 
steady  with  little  demand.  Cur¬ 
rants  are  inactive  and  prices 
somewhat  nominal. 

Flour  continues  dull.  Brokers 
say,  however,  that  stocks  of  the 
distributors  and  retail  trade  are 
getting  depleted,  so  more  active 


buying  cannot  be  long  delayed. 
Quotations  on  spring  wheat  pat¬ 
ents  in  wood  are  from  $4.50  to 
$4.70. 

Eggs  are  in  fair  demand  with 
prices  steady  for  prime  to  choice 
qualities  of  fresh  gathered  sup¬ 
plies.  The  lower  grades  are 
dragging,  however,  and  there  is 
accumulation  of  held  eggs  of  fall 
packing.  The  best  grades  of 
Western  fresh  gathered  eggs 
bring  from  27  to  32  cents.  The 
best  of  the  held  fresh  eggs  bring 


no  more  than  21  to  23  cents.  Re¬ 
frigerator  eggs  are  not  active  and 
most  sales  are  at  prices  between 
17  and  20  cents,  although  a  few 
fancy  marks  bring  up  to  21  cents. 
The  fancy  large  white  eggs  from 
nearby  henneries  bring  42  to  45 
cents ;  other  nearby  eggs  are  to  be 
had  at  prices  ranging  down  to  27 
to  30  cents  for  browns  and  mixed 
colors. 

Butter  receipts  in  the  finer 
grades  have  increased  slightly, 
but  the  prices  are  steady.  On 


Selling  Talks  With  Clerks 


BT  A  MAN  WHO  HAS  BBEN  ONB 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’a 
Department  Food  Stores,  Dover,  N.  J. 


Simple  Display  Suggestions. — If 

loose  dates  must  be  sold,  'don’t 
try  to  dig  them  out  with  only 
the  cover  off.  Dump  the  con¬ 
tents,  break  them  in  half,  show¬ 
ing  one-half,  and  weighing  up  the 
other  in  pounds  and  halves.  Put 
a  glass  on  your  box  prunes, 
whichever  one  you’re  making  a 
run  on,  and  sell  from  the  stock 
bin.  A  store  crock  isn’t  the 
thing  to  sell  loose  pickles  and 
olives  from.  A  2-gallon  jar  is. 

Pot  cheese  won’t  sell  from  a 
can,  but  it  will  keep  you  digging 
when  you  pack  it  into  a  white 
porcelain  dish  with  33x5  sign 
stuck  in  the  center. 

Stuffed  mangoes  in  a  keg — 
nothing  to  it.  Pile  them  up  on  a 
platter.  They’re  one  of  those  ir¬ 
resistible  things.  A  woman  can 
no  more  pass  a  plate  of  mangoes 
without  her  teeth  watering  than 
you  can  smell  ham  and  eggs  cook¬ 
ing  in  the  morning  without  get¬ 
ting  a  sudden  appetite.  If  you 
want  to  push  Teetotlar,  sweet 
cider  by  the  gallon,  let  him  taste 
it. 

Put  20  packages  raisins  on  dis¬ 
play.  Break  one  open  in  the  cen¬ 
ter  and  let  it  remain  there. 

Don’t  lug  that  50-pound  case  of 
dog  biscuit  from  the  stock  room. 
Ten  pounds  will  answer.  For 
“goodness  sake”  keep  your  tea 
bins  closed.  The  bin  sign  and 
counter  samples  will  do.  Under 
no  circumstances  can  you  afford 
j  to  display  openly  ground  spices. 


Celery  gets  wilted  because  you 
don’t  put  a  few  chunks  of  ice  on 
top  of  your  show.  It  helps  to 
sell  it,  too.  Parsley  is  a  good 
seller  until  it  falls  down.  Stick 
it  in  water  as  you  would  a  bou¬ 
quet.  Lettuce  sells  far  better 
when  the  root  is  turned  up  and 
the  loose  decayed  leaves  trimmed 
off.  Chopped  suet  sprinkled  over 
the  Hamburg  steak  makes  it 
worth  more  money. 

Never  expose  walnut  meats. 
Clerks  and  customers  eat  up  the 
profit.  Put  them  in  a  covered 
glass  jar  called  an  '“aquarium” 
jar. 

A  rumble  tumble  display  of 
soap  when  only  one  kind  is 
pushed  is  better  than  the  small 
“exact”  show.  The  latter  looks 
too  doll  house  like. 


A  Quality  House. 


In  this  issue  Wm.  C.  Young,  whole¬ 
sale  cash  grocer,  1211-15  N.  Second 
street,  Philadelphia,  made  his  first  bid 
for  your  business.  For  years  he  has 
devoted  his  energies  to  the  Philadel¬ 
phia  trade,  having  secured  a  fair  per¬ 
centage  of  this,  he  is  in  a  position  to 
offer  his  facilities  to  out-of-town  deal¬ 
ers  who  can  furnish  reference  or  pay 
for  cash.  He  has  a  modern  warehouse, 
equipped  to  ship  goods  with  dispatch, 
and  he  carries  a  full  assortment  of  all 
staples.  He  has  made  “Quality”  the 
keynote  of  his  business,  embracing  in 
that  term  the  best  quality  in  the  first 
or  second  grade  of  goods;  also  quality 
of  service,  embodying  care  and  atten¬ 
tion  in  delivery,  and  finally  quality  in 
guaranteeing  goods  and  prices.  All 
goods  must  be  as  represented  or  he 
will  pay  freight  both  ways.  Selling  for 
cash  enables  him  to  offer  the  best  goods 
at  the  lowest  possible  prices. — Adv. 


the  lower  grades  there  is  pressure 
to  sell  and  a  wide  range  of  prices. 
The  extra  creamery  brings  37  to 
37/4  cents.  Much  of  the  fresh 
creamery  is  selling  at  30  to  35 
cents.  Fine  held  creamery  is 
moving  fairly  well  at  33  to  34 
cents.  Out-of-town  buyers  are 
calling  for  firsts  and  seconds  in 
held  butter  at  28  to  30  cents. 

Fred.  A.  McGill. 


AMONG  THE  TRADE. 


It  is  understood  that  Showed 
&  Fryer,  who  have  been  at  Mar¬ 
ket  and  Juniper  streets  for  many 
years,  will  shortly  be  obliged  to 
seek  another  location. 


Acker’s  Chestnut  street  store 
has  an  attractive  display  of  Date- 
nut  butter.  The  glass  jars  which 
contain  the  brown  butter  have 
yellow  labels.  They  are  arranged 
in  two  pyramids  at  the  front  of 
a  table  covered  first  with  a  sheet 
of  yellow  crepe  paper,  which 
hangs  over  the  edge  of  the  stand 
all  around,  and  then  on  top  of 
this  with  a  smaller  sheet  of  brown 
crepe  paper.  Back  of  each  pyra¬ 
mid  is  a  pot  containing  a  palm. 
The  pots  also  are  covered  with 
the  yellow  and  the  brown  paper. 
The  stand  is  placed  against  a 
column  on  which  a  large  yellow 
and  brown  poster  advertisement 
is  pasted  right  between  the  two 
plants.  On  another  stand  beside 
the  one  described  they  have  small 
sample  jars  and  circulars  which 
they  give  to  customers. 


During  the  week  creditors  filed 
a  petition  to  have  the  Climax 
Grocery  Co.,  of  this  city,  ad¬ 
judged  an  involuntary  bankrupt. 
These  are  the  creditors  and  the 
amounts  'claimed:  Birdsong  & 
Co.,  Inc.,  $282.22';  C.  F.  Bonsor  & 
Co.,  Inc.,  $243.98;  R.  J.  Craw¬ 
ford,  $135.60.  The  concern  ran 
three  stores,  one  at  150  West 
Norris  street,  26th  and  Silver,  and 
35th  and  Allegheny  avenue. 


The  Grocers  and  Importers’ 
Exchange  are  preparing  for  their 
annual  January  dinner.  The  com¬ 
mittee  on  speakers,  A.  C.  War¬ 
ren,  William  C.  Halpen,  Jr.,  and 
John  Cooper,  have  practically  ar¬ 
ranged  with  Mayor  Blankenbtirg, 
ex-Congressman  Irving  P. /Handy, 
of  Delaware,  and  ex-Governor 
Stokes,  of  New  Jersey,  to  be  pres¬ 
ent  and  speak. 
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ennsylvaniaSuperior  CourtSay  s  F  ood  Law 
Justly  Discriminates  Between  Whole¬ 
salers  and  Retailers  and  Between 
Dried  Fruits  and  Molasses  on  One 
Side  and  All  Other  Foods  on 
the  Other  as  to  Use  of 
Sulphur  Dioxide 

»xt  to  Highest  Appeal  Court  Says  Legislature  Has  Right  to 
Free  Retailers  from  Prosecution  Upon  Production  of 
Guarantee,  Without  AI50  Freeing  Jobbers.  Legislature  Can 
Also  Allow  Sulphur  Dioxide  in  One  Thing  and  Forbid 
it  in  Another. 


From  the  day  the  Pennsylvania 
>od  law  of  1909  was  signed,  two 
ejections  have  been  urged 
gainst  it,  first  because  it  relieved 
retailer  from  prosecution  if  he 
mid  show  a  guarantee  from  a 
>bber,  though  it  did  not  relieve 
jobber  if  he  could  show  a  guar- 
atee  from  the  manufacturer ;  and 
;cond,  that  it  allowed  molasses 
nd  dried  fruits  to  contain  sul- 
hur  dioxide  while  forbidding  its 
se  in  all  other  food  products.  It 
dll  be  remembered  that  the 
'ennsylvania  Superior  Court  re- 
ently  decided  the  case  brought 
y  the  Food  Department  against 
Christian  Pdaum,  a  Philadelphia 
aanufacturing  confectioner,  in 
/hich  both  these  points  were 
aised.  A  copy  of  the  court’s 
pinion  has  been  obtained  during 
he  week  and  its  language  as  to 
hese  supposed  unconstitutionali- 
ies  of  the  law  is  reproduced : — 


It  is  contended,  however,  that  the 
statute  discriminates  as  to  all  other 
food  except  confectionery  and  in 
favor  of  dried  fruits  and  molasses 
and  that  it  violates  Sec.  7  of  Art. 
Ill  of  the  Constitution  of  Pennsyl¬ 
vania  for  that  reason.  Whether 
these  distinctions  should  have  been 
incorporated  in  the  statute  was  a 
legislative  question.  It  was  clearly 
within  the  power  of  the  Legislature 
to  prohibit  the  use  of  sulphur  diox¬ 
ide  or  any  other  poison  in  all  of 
the  articles  entering  into  the  food 
supply  of  the  citizens  of  the  Com¬ 
monwealth,  and  under  the  same 
power  it  might  limit  the  prohibition 
to  one  class  of  food  and  not  to 
another:  Crowley  vs.  Christensen, 
137  U.  S.  86;  Davis  vs.  Mass.,  167 
U.  S.  43.  It  is  not  necessary  in  the 
exercise  of  the  police  power  that 
legislation  be  directed  against  all 
subjects  prejudicial  to  the  public 
welfare.  This  statute  might  have 
operated  only  on  confectionery  or 
flour  or  sugar.  At  the  same  ses¬ 
sion  of  the  Legislature  separate 
acts  were  passed  with  reference  to 
fresh  eggs,  lard,  ice  cream  and  milk 
and  cream,  and  numerous  other 
similar  statutes  were  enacted  at 
other  sessions  of  the  Legislature. 
The  same  discretion  which  per¬ 
mitted  the  enactment  of  a  prohib¬ 
itory  law  as  to  one  article  of  food 


might  exempt  another  from  the 
prohibition.  It  is  permissible  to 
classify  in  such  a  case,  reference  be¬ 
ing  had  to  the  character  of  the  food, 
the  form  in  which  the  adulterant  is 
used  and  the  extent  to  which  the 
food  is  consumed.  The  Legislature 
had  these  considerations  in  mind 
doubtless  in  the  case  of  dried  fruits 
and  molasses.  We  cannot  declare 
judicially  that  sulphur  dioxide  in 
the  limited  quantities  permitted  in 
the  case  of  these  two  articles  would 
affect  the  public  health.  Certain  it 
is  that  they  are  not  used  to  the 
extent  to  which  confectionery  prep¬ 
arations  are  used.  No  Constitu¬ 
tional  obligation  rests  on  the  Leg¬ 
islature  to  subject  every  article  of 
food  to  the  same  regulation.  It  is 
easy  to  conjecture  reasons  which 
may  have  led  the  Legislature  to 
place  dried  fruits  and  molasses  in 
the  same  category  and  it  is  our 
duty  to  assume  that  some  such 
consideration  influenced  that  body. 
The  fact,  too,  that  it  was  provided 
that  where  sulphur  dioxide  in  quan¬ 
tities  not  deleterious  to  health  was 
used  in  the  preparation  of  dried 
fruits  and  molasses  notice  that  it 
had  been  so  used  must  be  plainly 
stated  on  each  package  suggests 
that  the  Legislature  recognized  that 
sales  of  these  articles  are  generally 
made  to  adults  or  persons  able  to 
understand  the  notice  which  the 
package  must  contain,  whereas  a 
very  large  proportion  of  the  con¬ 
fectionery  made  in  the  country  is 
sold  to  children  who  consume  it 
without  knowledge  or  discretion  as 
to  its  constituents. 

Objection  is  made  to  the  enforce¬ 
ment  of  the  statute  because  of  that 
part  of  Sec.  5  which  provides: 
“But  no  prosecution  shall  be  sus¬ 
tained,  under  the  provisions  of  this 
act,  against  a  retail  dealer  for  the 
selling,  offering  for  sale,  exposing 
for  sale,  or  having  in  possession 
with  intent  to  sell,  of  any  adul¬ 
terated  or  misbranded  article  of 
food  as  defined  herein,  if  the  retail 
dealer  from  whom  the  said  article 
of  food,  sample  or  portion  thereof, 
was  obtained  by  the  Dairy  and  Food 
Commissioner  or  his  agent,  can  es¬ 
tablish  a  guaranty,  signed  by  the 
manufacturer  or  wholesale  dealer, 
or  jobber  or  distributor,  residing  in 
the  United  States,  from  whom  such 
article  of  food  was  purchased  or 
procured,  to  the  effect  that  the  same 
is  not  adulterated  or  misbranded 
within  the  meaning  of  this  act 


designating  it.”  This  is  said  to  be 
classification  and  discrimination.  It 
will  be  observed,  however,  that  it 
is  not  discrimination  in  favor  of  the 
sale  of  adulterated  products.  The 
prohibition  of  them  is  general.  It 
applies  to  all  classes  of  dealers  and 
declares  the  use  of  the  poisonous 
ingredient  to  be  unlawful.  T  he 
reason  for  this  exemption  from 
prosecution  is  apparent.  The  trans¬ 
actions  of  manufacturers  and 
wholesale  dealers  are  with  large 
quantities  and  they  have  an  oppor¬ 
tunity  to  know  the  composition  of 
their  merchandise.  The  retail  deal¬ 
er  who  buys  his  stock  in  small 
quantities  is  in  a  very  different  sit¬ 
uation.  He  has  neither  knowledge 
nor  means  of  knowledge  of  the  in¬ 
gredients  composing  the  article 
which  he  buys.  He  must  rely  in 
the  first  instance  on  the  honesty  of 
the  wholesale  dealer.  Where  he  has 
a  guaranty  from  such  dealer  as  to 
the  purity  of  the  goods  purchased 
there  is  a  reason  for  protecting  him 
from  the  penalty  of  a  sale  without 
notice  of  the  character  of  the  com¬ 
modity.  The  classification  between 
wholesale  and  retail  dealers  is  a 
very  obvious  one  and  has  been  sus¬ 
tained  in  numerous  cases.  The  act 
of  April  22,  1846,  P.  L.  486,  relat¬ 
ing  to  tax  on  dealers  in  merchandise 
distinguished  between  those  who 
sold  goods  of  their  own  manufac¬ 
ture  at  their  manufactories  and 
those  who  sold  other  wares  than 
those  of  their  own  manufacture. 
There  is  substantial  ground,  there¬ 
fore,  for  the  distinction  made  be¬ 
tween  wholesale  and  retail  dealers 
as  to  the  imposition  of  the  penalty 
provided  by  the  statute. 
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<1  Start  the  New  Year  with  good  resolutions  and  keep  them  before  you  until  they 
become  a  habit.  If  you  are  not  selling  our  Syrups,  this  is  a  good  time  to  begin. 

SYRUPS— Our  brands  are  well  known  and  popular,  we  keep  them  up  to  the  standard, 'always  run  regular  in  quality  are  you  handling  them  ' f  H  GILT 
ROYAL  TABLE  SYRUP,  a  leading  favorite,  bright  and  clear  and  fine  flavor;  CHALLENGE  TABLE  SYRUP  is  pother  favorite  Our  brands  include  GIL  1 
EDGE,  KING  “B”  DRIPS,  WHITE  CLOVER  SYRUP,  EX.  AMBER  SYRUP,  CRESCENT,  extra  fancy,  cloudy,  QUAKER  CITY  SYRUP,  and 
Also  carry  a  full  line  of  Sugar  Syrups  and  New  Orleans  Molasses.  Send  us  your  orders. _ _ _ _ 

PRUNES— Just  arrived  from  California  a  car  of  Fancy  Santa  Clara  Prunes;  this  lot  in  25-lb.  boxes,  3  sizes,  40-50s,  50-60s  and  60-70s.  The  fruit  is  clean,  black, 

and  attractive.  We  offer  sets  (a  box  of  each  size),  75  lbs.  at  724c.  per  lb.  Figure  out  how  cheap  this  is  and  send  us  your  order  now, _ _ 

NORWAY  MACKEREL — We  offer  a  new  importation  of  Norway  Mackerel,  late  caught,  white  and  fat,  as  follows  :— No.  2,  count  250>  a*  $22  °? 

No.  3,  count  350,  at  $16.75  per  bbl.,  and  No.  4,  count  400,  at  $13.25  per  bbl.  The  sale  of  Mackerel  will  increase  from  now  on.  Prices  low  ,  send  -  y 
orders  at  once. 


KIRK,  FOSTER  &  CO. 
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Washington  State. 


The  Washington  State  Retail 
Merchants’  Association  has  pre¬ 
pared  two  measures  which  will  be 
presented  to  the  State  Legislature. 
One  is  designed  to  protect  the  le¬ 
gitimate  retailer  against  false, 
.fraudulent,  misleading,  objection¬ 
able  or  pernicious  advertising  and  \ 
the  other  is  a  bill  providing  for  the 
bonding  of  collection  agencies,  fix¬ 
ing  the  amount  and  time  of  bond  | 
and  qualification  and  number  of 
sureties  thereon  and  prescribing  for 
failure  to  comply  with  provi¬ 
sions. 

A  fine  of  not  less  than  $100  nor 
more  than  $1,000  in  addition  to  im¬ 
prisonment  of  from  one  month  to 
twelve  months  is  provided  for  any 
person,  firm  or  corporation  who 
may  produce,  print  or  circulate 
false  or  misleading  advertisements. 
Each  day’s  continuance  of  this 
practice  shall  constitute  a  separate 
offense. 

Damaged  goods  sales,  fire  sales, 
bankrupt  and  wreck  sales  and  mis¬ 
represented  by  those  terms,  adver¬ 
tisements  comparing  prices  with 
unreal  or  obsolete  selling  prices, 
containing  exaggerated  statements 
of  quantity  or  quality,  and  all  other 
statements  calculated  to  deceive  or 
mislead  the  purchaser,  are  classed 
under  the  heading  provided  for  in 
the  above. 

The  other  bill  provides  filing  of 
a  bond  with  the  Secretary  of  State 
by  all  collection  agencies.  Said 
bond  shall  be  in  the  sum  of  $5,000. 
The  bill  is  not  designed  to  apply  to 
duly  authorized  attorneys,  national 
banks,  or  any  bank  or  trust  com¬ 
pany  incorporated  under  the  laws 
of  the  State. 

National  Federation  of  Retail 
Merchants. 

The  National  Federation  of  Re¬ 
tail  Merchants,  at  its  recent  con¬ 
vention,  went  on  record  against  the 
Oldfield  bill,  in  the  following  reso¬ 
lutions  : — 

Whereas,  Section  2  of  the  so- 
called  Oldfield  Bill  (H.  R.  23,417), 
now  on  the  calendar  of  the  House 


of  Representatives  for  considera¬ 
tion  at  the  approaching  session  of 
Congress,  seeks  to  deprive  manu¬ 
facturers  of  the  right  to  regulate 
prices;  and 

Wlhereas,  The  abolishment  of 
fixed  prices  would  be  directly  in  the 
interest  of  large  aggregations  of 
capital  operating  through  systems 
of  chain  stores  and  mail  order 
houses,  which  whenever  possible, 
have  adopted  the  practice  of  ad¬ 
vertising  articles  of  known  merit 
and  established  value  at  cut  rates, 
or  below  cost,  for  the  purpose  of 
creating  the  impression  that  their 
entire  stocks  are  bargains;  and 
Whereas,  In  this  way  the  unin¬ 
formed  consuming  public  is  at¬ 
tracted  to  buy  large  quantities  of 
unknown  goods  at  unwarranted 
cost ;  and 

Whereas,  It  is  not  in  the  public 
interest  that  greater  opportunity  for 
dishonest  methods  of  doing  busi¬ 
ness  should  be  afforded ;  and 

Whereas,  The  business  welfare 
of  every  merchant  not  in  the  con¬ 
trol  of  said  combinations  of  cap¬ 
ital  is  thereby  threatened;  be  it 
therefore 

Resolved,  That  we  earnestly  op¬ 
pose  Section  2  of  said  Oldfield  Bill 
or  any  legislation  which  would  like¬ 
wise  weaken  small  dealers  and 
strengthen  big  business;  and  be  it 
further 

Resolved,  That  the  secretary  of 
this  convention  be  instructed  to 
send  a  copy  of  these  resolutions  to 
every  member  of  the  United  States 
Senate  and  House  of  Representa¬ 
tives,  to  the  President  of  the  United 
States  and  to  the  President-elect. 

Grocery  and  Allied  Trade  Press. 

The  fourth  annual  meeting  of  the 
forty  papers  included  in  the  mem¬ 
bership  of  the  Grocery  and  Allied 
Trade  Press  of  America  is  to  be 
held  at  the  new  McAlpin  Hotel, 
New  York,  January  27,  28,  29, 
1913.  An  unusually  attractive  pro¬ 
gramme  has  been  arranged  for  the 
three  days’  sessions,  ending  with  a 
banquet  on  Wednesday  evening, 
January  29th,  and  invitations  are 
being  extended  to  food  manufac¬ 
turers,  advertising  men,  sales  man¬ 
agers,  to  meet  with  the  trade  paper 
publishers  at  any  or  all  sessions. 

Addresses  will  be  made  at  the 
regidar  sessions  by  John  W.  Lux, 
president,  and  John  A.  Green,  sec¬ 
retary,  of  the  National  Association 
of  Retail  Grocers  of  the  United 
States ;  also  by  past  president,  T. 
P.  Sullivan,  of  Chicago. 

J.  R.  Moorehead,  secretary  of  the 
National  Federation  Retail  Mer¬ 


chants,  will  address  the  members 
on  “Co-operation  the  Hope  of  the  1 
Retailer,”  and  John  A.  Lee,  mana¬ 
ging  director  of  the  Canned  Foods 
Week  Committee  of  the  Canners 
and  Grocers'  Associations,  will 
speak  on  the  “Canned  Foods  Prop¬ 
aganda.” 

Among  other  addresses  scheduled 
for  the  daily  sessions  are : — 

“The  Editor  and  Advertiser,”  by 
Leroy  Fairman,  editor  of  “Adver¬ 
tising  and  Selling.” 

“What  the  Editorial  Columns  of 
a  Trade  Paper  Have  to  do  with  its 
Advertising,”  by  J.  George  Freder¬ 
ick,  vice-president  of  the  Business 
i  Bourse. 

“Some  Problems  in  Circulation,” 

I 

I  by  H.  M.  Swetland,  president  the 
;  Federation  of  Trade  Press  Associa¬ 
tions  in  the  United  States. 

“The  Ideal  Circulation  Depart¬ 
ment,”  by  M.  C.  Robbins,  general 
manager  the  David  Williams  Co., 
New  York. 

“The  Postal  Situation,”  by  E.  R. 
Shaw,  chairman  of  the  Postal  Com¬ 
mittee  of  the  Federation  of  Trade 
Press  Associations. 

“The  Advertising  Manager’s 
Viewpoint,”  by  L.  C.  McChesney, 
president  Association  of  National 
Advertising  Managers. 

“The  Responsibilities  of  the 
Trade  Paper  Publisher,”  by  Charles 

G.  Phillips,  of  the  Root  Newspaper 
Association,  New  York. 

“What  Should  Be  the  Attitude 
of  the  Trade  Paper  Towards  Man¬ 
ufacturers,”  by  Frank  Leroy 
Blanchard,  editor  the  “Editor  and 
Publisher  and  Journalist.” 

“The  Efficiency  of  the  Dealer,” 
by  Harry  Tipper,  president  of  the 
Technical  Publicity  Association. 

“Price  Maintenance,”  by  William 

H.  lngersoll,  president  Advertis¬ 
ing  Men’s  League  of  New  York, 
and  sales  and  advertising  manager 
of  Robt.  H.  lngersoll  &  Bro. 

An  address  by  O.  C.  Harn,  man¬ 
ager  Advertising  Department  Na¬ 
tional  Lead  Co. 

“Trade  Papers — The  Text  Books 
of  Business,”  by  R.  L.  Houston,  as¬ 
sistant  advertising  manager  Na¬ 
tional  Cash  Register  Co. 

“The  Trade  Mark  as  a  Construc¬ 
tive  Force,”  by  dowry  Chapman, 
counsel  to  the  Association  of  Na¬ 
tional  Advertising  Managers  and 
to  the  Advertising  Men’s  League 
of  New  York. 

“The  Discovery  of  the  Trade 
Papers,”  by  T.  A.  DeWeese,  direc¬ 
tor  of  publicity,  the  Shredded 
Wheat  Co. 


There  will  be  editorial,  news, 
subscription  and  advertising  sym¬ 
posiums  participated  in  by  the  mem¬ 
bers,  many  of  whom  have  prepared 
ten-minute  papers  on  these  topics. 

Speakers  at  the  Banquet. 

At  the  annual  banquet  on 
Wednesday  evening,  January  29th, 
there  will  be  a  talk  by  Fred.  Mason, 
general  manager  of  the  Shredded 
Wheat  Co.,  Niagara  Falls,  N.  Y., 
and  the  following  speeches  : — 

“Fine  Feathers,”  by  John  Clyde 
Oswald,  editor  of  the  “American 
Printer.” 

“The  Trade  Paper  in  the  Open,” 
by  Alfred  W.  McCann,  chairman 
of  the  Vigilance  Committee,  Adver¬ 
tising  Men’s  League  of  New  York 
City. 

“Getting  the  Money,”  by  Richard 
FI.  Waldo,  advertising  manager 
“Good  Housekeeping  Magazine. 

“The  Poetry  of  Business,”  by 
Capt.  Jack  Crawford,  the  Poet 
Scout. 

“Laying  Down  the  Law,”  by  El¬ 
ton  J.  Buckley,  of  the  Philadelphia 
Bar. 

“Plonest  Advertising,”  by  Wil¬ 
liam  C.  Freeman,  of  the  New  York 
“Evening  Mail.” 


TIME  TO  LOOK  AT 

NewTeas 


We  have  as  fine  an  as¬ 
sortment  of  New  Crop  Teas 

as  any  house  in  the  United 
States,  but  we  haven’t  a 
salesman — don’t  need  any  ; 
we  use  the  United  States 
mails. 

Buying  Teas  by  mail  is 
convenient,  quick  and  ma¬ 
terially  cheaper  than  buy¬ 
ing  them  through  salesmen, 
for  there’s  no  salesmen’s 
salaries  to  pay. 

Send  us  a  choice,  particu¬ 
lar  sample  to  match  and 
price. 


DURYEE  &  BARWISE 

Roasters  and  Paektrs  Teas  aad  Coffees 

89  FRONT  STREET.  NEW  YORK 
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Two  Seasonable  Windows. 

Cold  weather  makes  everybody  think  of  eating  and  drinking 
mething  hot.-  The  window  displays  illustrated  are  just  the  thing. 


semicircle  at  the  bottom  and  finish  off  with  a  rosette  of  the  white 
paper ;  twist  and  pin  the  ends  together  at  the  top.  Place  a  jar  of  cubes 
on  this.  At  the  rear  run  a  width  of  the  green  crepe  paper  and  finish 
with  a  twisted  strip  of  the  white. 

No.  2. 

The  mincemeat  display  is  very  simple,  yet  effective.  To  arrange, 
first  cover  the  bottom  of  the  window  with  white  crepe  paper.  In  the 
centre  place  a  large  sign  card,  with  lettering  as  illustrated,  and  at  each 
side  place  a  nice  mince  pie  on  a  plate  and  place  them  on  linen  napkins. 
At  the  rear  place  three  corn  boxes  covered  with  white  crepe  paper  and 
finished  around  the  edges  with  a  narrow  twisted  strip  of  red  crepe 
paper.  Place  some  mincemeat  in  large  jars  on  each  box,  with  price 


No.  i. 

The  bouillon  display  is  arranged  as  follows.  First  cover  the 
ottom  of  the  window  with  pale  green  crepe  paper.  In  the  centre 
lace  a  large  white  sign  card,  with  lettering  as  illustrated.  At  each 
ide  place  a  white  paper  napkin,  on  which  place  a  bouillon  cup  and  a 
ube  aside  of  it ;  unwrap  the  tin  foil  and  show  the  cube.  Cut  a  round 
iece  of  isinglass  to  fit  into  the  cup  about  one  half  inch  from  the  rim. 
low  take  a  small  piece  of  absorbent  cotton,  about  the  size  of  a  small 
larble,  and  pull  it  out  till  it’s  like  fuzz  and  place  this  on  the  isinglass 
a  the  cup  to  imitate  steam.  Cover  two  large  tomato  cans  with  the 
[reen  crepe  paper  and  place  one  at  each  side  at  the  rear.  Cut  white 
repe  paper  in  strips  about  one  and  a  half  inches  wide,  tack  them  in  a 


per  pound  on  each  box.  Run  a  width  of  the  white  crepe  paper  across 
the  window  at  the  rear  and  finish  with  a  twisted  strip  of  the  red  on  the 
top  and  sides. 


jw  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
alent  Attorneys,  report,  this  week,  the 
rant  of  the  following  pateyits: — 

Washington,  D.  C.,  Nov.  26,  1912. 
1,045,116.  Device  for  opening  paper 
igs.  M.  and  S.  Blogg,  Hamburg,  Ger- 

iany. 

1,045,133.  Barrel  support.  J.  W.  and 
!.  V.  Dyer,  Hemlock,  N.  C. 

1,045,675.  Confection  box.  W.  A. 
lardy,  Chelsea,  Mass. 


1,045,118.  Sales  recording  machine. 
F.  N.  Brewer,  S.  B.  Tily,  J.  G.  and 
M.  O.  Rehfuss,  Philadelphia,  Pa. 

1,045,287.  Follower  for  barrels  and 
kegs.  A.  T.  Henderson,  Princeton, 
Iowa. 

1,045,750.  Advertising  display  mech¬ 
anism.  A.  L.  Runyan,  Huron,  S.  D. 

Washington,  D.  C.,  Dec.  3,  1912. 
1,046,013.  Coffee  pot.  J.  V.  Ramsey, 
Ronan,  Mon. 

1,046,018.  Packing  or  shipping  box. 
J.  G.  Reber,  Chicago,  Ill. 


1,046,042.  Display  sign.  L.  Wein¬ 
berg,  Schoneberg.  near  Berlin,  Germany. 

1,046,337.  Display  box.  E.  J.  Schoet- 
tle,  Philadelphia,  Pa. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  64,983-  “Nobility”  for  candy. 
Loose-Wiles  Co.,  Boston,  Mass. 

Ser.  No.  65,738.  “Patriot”  for  wheat 
flour.  Wells- Abbott-Nieman  Co.,  Schuy¬ 
ler,  Neb.  „  ,  „ 

Ser.  No.  59789-  “Clipper’  for  coffee 
and  chicory  compound.  Merchants 


Coffee  Co.  of  New  Orleans,  Ltd.,  New 
Orleans,  La. 

Ser.  No.  66,092.  “Esperanza  for 

coffee.  Compania  dc  Cafe  Esperanza, 
Paterson,  N.  J.  ,  „  , 

Ser.  No.  66,311.  “Housekeeper  for 

canned  goods.  G.  C.  Raviler,  Plymouth, 
Township,  Wayne  County,  Mich. 

Ser.  No.  66,369.  “Masterpiece  for 

wheat  flour.  Potter  &  Wrightington, 

Boston,  Mass.  . 

Ser.  No.  65,029..  “Johnnie  Reb  for 
canned  goods.  King,  Ragland  &  Co., 
Murfreesboro,  Tenm 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 

Answers  to  Want  Advertisements  inserted  in  this  department  may  be  addressed  to  the  "  Grocery  World 
and  General  Merchant”  when  desired,  provided  the  advertisement  is  accompanied  by  10  cents  in  postage  to 
pay  far  remailing  the  same.  The  price  of  each  insertion  is  two  cents  per  word  in  advance. 


FOR  SALE. 


FOR  SALE. — New  American  Cash  Regis¬ 
ter,  cost  $135,  will  sell  at  a  very  low  figure. 
Also  20  cases  of  canned  goods,  peas,  toma¬ 
toes,  syrups,  etc.  Will  sell  the  lot  very  low 
to  make  quick  sale.  S.  E.  corner  Simpson 
St.  and  Greenway  Ave  ,  West  Phila.  3 

FOR  SALE. — Dwelling,  stock  and  fixtures 
of  grocery  store  in  Lancaster,  Pa.  Large 
dwelling,  storeroom  22  x  28  feet.  Four 
squares  from  center  of  city.  Good  location 
for  chain  store.  J.  O.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  1 


FOR  SALE. — Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  Ai 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
$1,150,  if  sold  at  once.  Rent  $11  per  month. 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa.  9 

FOR  SALE. — Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  {8,500.  Cor.  Firth  and 
Twenty-third  Sts.,  Philadelphia,  Pa.  8 


FOR  SALE. — Stock  and  fixtures  of  a  gro¬ 
cery  and  provision  store.  Has  a  good  trade 
in  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  sell  to  a  quick  buyer  for 
{1,200.  Rent,  {35  per  month.  N.  E  cor. 
Sixth  and  Porter  Sts.,  Philadelphia,  Pa.  8 


FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
figure,  {675,  if  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  {25  per  month. 
Cor.  Washington  and  Alden  Sts.,  West 
Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in. 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454, 
Slatington,  Pa.  8 


FOR  SALE. — A  John  Wanamaker  parcel 
delivery  wagon,  in  perfect  condition.  Will 
sell  at  a  low  figure,  |no,  or  will  exchange 
for  a  light  weight  wagon.  6217  Lancaster 
Ave. ,  Overbrook  Grocery  Store,  West  Phila¬ 
delphia,  Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision  and  fresh  meats.  Will  sell  at  low 
figure,  $1,275,  s°ld  at  once.  Corner 
Gratz  and  Dauphin  Sts.,  Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Would  do  well  with  fresh  meats. 
To  a  quick  buyer  will  sell  for  $850.  Dwell¬ 
ing  contains  six  rooms  and  bath,  rent  $32 
per  month.  Cor.  Fifty-third  St.  and  West¬ 
minster  Ave.,  West  Philadelphia.  5 

FOR  SALE. — 120  light  Springfield  Gas 
Machine,  complete,  with  mixer,  etc  Out 
of  business  the  only  reason  for  selling. 
Frank  Garrigues,  Moorestown,  N.  J.  3 

FOR  SALE. — Stock  and  fixtures  of  an  old 
corner  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen 
Will  sell  to  a  quick  buyer  for  $525.  Rent, 
$35  per  month  ;  8  rooms.  1801  N.  Twenty- 
seventh  St.,  Philadelphia,  Pa.  9 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provisions,  cigars  and  confectionery  store. 
Would  be  a  good  stand  for  delicatessen 
store.  Will  sell  for  a  low  figure,  $1,100. 
Dwelling  contains  10  rooms.  33  6  Lancaster 
Ave.,  West  Philadelphia,  Pa.  9 

FOR  SALE. — New  meat  store  and  dwell¬ 
ing.  Rapidly  growing  neighborhood.  5801 
Christian  St.,  Philadelphia,  Pa.  1 

FOR  SALE. — On  account  of  the  recent 
death  of  Thomas  A.  Kane,  the  executors  oi 
his  estate  desire  to  dispose  of  the  business, 
including  stock  of  groceries  and  fixtures. 
The  store  is  located  on  the  principal  street 
and  in  the  heart  of  Geneva,  N.  Y.,  a  city  of 
about  15,000.  This  business  was  conducted 
by  Mr.  Kane  for  thirty-five  years.  The  sales 
last  year  were  about  $135,000.  For  further 
darticulars  in  regard  to  stock  and  terms  of 
sale  address  Thos.  H.  Sweeney  &  Sons, 
Agents,  Geneva,  N.  Y.  1 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Saaisla  trse,  or  low  ■oatho'  trial  for  It  coat* 


PATENTS 

and  Trade-marka  procured  promptly  aad 
properly  In  all  countries. 

Qavis& Divls,  Wishlaitee,  D,  G, 


Make  Your  Waste 

Paper  Pay  Your  Rent 

It  will  do  it  if  you  use 

The  Automatic 
Buckeye 

Paper  Press 

Our  catalog  tells  how 

Buckeye  Baler  Co. 

DEPARTMENT  A 

FINDLAY,  OHIO 

Every  Cake  of 
Fleischmann’s 
=  Yeast  = 

influences  the  sale  of  flour, 
butter,  sugar,  salt,  eggs  and 
like  products  used  in  baking 
to  a  total  of  10  or  20  times 
the  cost  of  the  yeast  itself. 
That’s  how  the  sale  of  every 
cake  of  Fleischmann’s  Yeast 
builds  up  business  for  you. 

The  Fleischmann  Co. 


READ  ANY 

advertisement  of 


and  you’ll  see  why 
you  can  safely  recom¬ 
mend  it. 

Order  of  Your 
Jobber,  or 

Frank  A.  Smith  Company 
105  Sonth  Front  Street 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
SEATTLE,  WASH. 


These  trade-i 


KIDNEY  AND  LIV 

Makes 
0  alike  other 

F&RWELL 


very  package 

Diet  for 
DYSPEPTICS 


ES  IND  OBESITY 

very body. 

For  book 

N.  T.,  U.  S.  t 


Why  Don’t  YOU 


use  them  ?  Even  if  you  do  not  want  them 
generally  you  have  a  lot  of  troublesome  cus¬ 
tomers  whose  accounts  would  be  taken  care 
of  automatically  if  you  had  our 


I 


Try  a  hundred.  It  will  be  the  best  invest¬ 
ment  you  ever  made.  Just  as  good  for  your 
mild  mannered  people.  Best  books  made. 
Index  makes  them  the  moat  convenient.  F. 
O.  B.  your  nearest  express  office.  Let  us 
get  together.  Samples  free. 


J.  P.  FORBES,  Coshocton,  Ohio 


W.  H.  BAKER,  WINCHESTER,  VA. 


W  H.  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 


Chocolate  and  Cocoa  Preparations 


United  States  Serial  No.  S2II7 

Guaranteed  Under  the  Food  and  Drugs  Act,  June  SO,  IS 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  Westfield-Collier  Scheme  of  Exploiting 
Certain  Food  Products 


Endeavoring  to  Establish,  as  a  General  Consumers’  Directory 
of  Pure  Foods,  a  List  Which  Omits  Many  Standard  Goods, 
Not  Because  They  Have  Been  Rejected,  But  Because  They 
Have  Not  Been  Examined.  Approved  List  Reprinted. 


This  journal  has  been  greatly 
interested  in  the  pure  food  plan 
which  “Collier’s  W  eekly”  has 
been  exploiting,  and  we  have  sev¬ 
eral  times  suggested  that  it 
seemed  unfair  to  the  manufactur¬ 
ers  whose  goods  might  be  the 
equal  of  any,  though  they  had  not 
happened  to  be  examined  and  ap¬ 
proved  by  the  Westfield  (Mass.) 
Board  of  Health.  The  plan  in  a 
nutshell  is  to  list  and  exploit  all 
the  food  products  which  have 
been  analyzed  and  found  pure  by 
the  Board  of  Health  of  West- 
field,  Mass.  The  Board  does  not 
aim  to  analyze  all  the  goods  on 
the  market,  but  only  those  that 
come  in  its  way. 

“Collier’s  Weekly”  is  waging  a 
campaign  the  apparent  object  of 
which  is  to  induce  the  public  to 
patronize  exclusively  these  goods 
which  the  Westfield  Board  of 
Health  has  listed  as  pure.  The 
latter  body  has  had  its  list  printed 
under  the  title  “The  Westfield 
Book  of  Pure  Foods,”  and  !“Col- 
lier’s”  is  exploiting  this  in  large 
advertisements,  apparently  free 
of  charge. 

The  book  is  sold  for  io  cents 
and  is  intended  to  be  used  as  a 
sort  of  directory  of  pure  foods. 
Its  publishers  would  only  feel 
satisfied  if  consumers,  when  of¬ 
fered  a  proprietary  product, 
would  refuse  to  buy  it  unless  it 
was  listed  in  the  Westfield  book. 
This  of  course  would  be  a  serious 
injustice  to  a  large  number  of 
manufacturers  whose  foods  might 
not  appear  in  the  book,  not  be¬ 
cause  they  weren’t  worthy  to,  but 
because  they  simply  hadn’t  been 
examined  by  the  Westfield  Board. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  obtained  a 
copy  of  the  book  and  here  pre¬ 
sents  the  list  of  foods  which  have 
the  O.  IC.  of  the  Westfield  Board 
of  Health : — 

BAKING  POWDERS,  ETC. 

Rum  ford  Baking  Powder. 

Premier  Baking  Powder. 

Royal  Baking  Powder. 

Cleveland  Baking  Powder. 

Dr.  Price’s  Cream  Baking  Pow¬ 
der. 

Congress  Baking  Powder. 


Fleischmann’s  Compressed  Yeast. 
Yeast  Foam. 

BEVERAGES. 

Welch  Grape  Juice. 

Clicquot  Club  Ginger  Ale. 
“Moxie.” 

Kumyss. 

Dole’s  Pineapple  Juice. 
Saegertown  Ginger  Ale. 
Sheboygan  Ginger  Ale. 

Walker’s  Grape  Juice. 

“Zoolak.” 

Randall’s  Grape  Juice. 

Hires  Root  Beer. 

Schultz’s  Ginger  Ale. 

CANDIES,  EATING  CHOCOLATES,  ETC. 
Belle  Mead  Sweets. 

Huyler’s  Sweet  Chocolate. 
Lowney’s  Sweet  Chocolate. 
Wan-eta  Brand  Sweet  Chocolate. 
Peter’s  Milk  Chocolate. 

CEREALS. 

Kellogg’s  Toasted  Corn  Flakes. 
Kellogg’s  Toasted  Wheat  Biscuit. 
Shredded  Wheat. 

Triscuit. 

Quaker  Oats. 

Quaker  Puffed  Wheat. 

Quaker  Puffed  Rice. 

Scotch  Brand  Oatmeal. 

Quaker  Hominy. 

Quaker  F.  S.  Farina. 

Quaker  Breakfast  Biscuit. 

Cream  of  Wheat. 

Ralston  Purina  Wheat  Food. 
Premier  Natural  Brown  Rice. 
Premier  Brand  Corn  Flakes. 
Maple  Flakes. 

Cream  of  Rye. 

Geo.  Washington  Corn  Flakes. 

E.  C.  Corn  Flakes. 

Egg-O- See. 

Malt  Breakfast  Food. 

Benefit  Brand  Rolled  Oats. 
Benefit  Brand  Wheat  Food. 
Benefit  Brand  Toasted  Corn 
Flakes. 

Educator  Breakfast  Food. 

COCOA  AND  CHOCOLATE. 
Huyler’s  Premier  Chocolate. 
Huyler’s  Cocoa. 

Baker’s  Cocoa. 

Baker’s  Chocolate. 

Bensdorp’s  Royal  Dutch  Cocoa. 
Lowney’s  Chocolate. 

Lowney’s  Cocoa. 

Runkle’s  Chocolate. 

Runkle’s  Cocoa. 

Wan-eta  Brand  Cocoa. 

Wan-eta  Brand  Chocolate. 
Wan-eta  Brand  Premium  Choco¬ 
late. 

Benefit  Brand  Special  Breakfast 
Cocoa. 

Golden  Rule  Breakfast  Cocoa. 
Golden  Rule  Premium  Chocolate. 
Golden  Rule  Cream  and  Choco¬ 
late. 

Health  Brand  Cocoa. 

Health  Brand  Chocolate. 

Health  Brand  Sweet  Chocolate. 

COFFEE. 

Barrington  Hall  Baker-ized  Cof¬ 
fee. 

Chase  &  Sanborn’s  Coffee. 

G.  Washington  Coffee. 

White  House  Coffee. 

Premier  Coffee. 

Lipton’s  Gossip  Brand  Coffee. 
Lipton’s  Yellow  j^abel  Coffee. 
Golden  Rule  Blend  Coffee. 

Hotel  Astor  Coffee, 


Massasoit  Brand  Coffee. 

Health  Brand  Coffee. 

Benefit  Brand  Standard  Direct 
Blend. 

Benefit  Brand  Special  Plantation 
Blend. 

Benefit  Brand  Extra  Fancy 
Blend. 

Cafe  Royal. 

La  Touraine  Coffee. 

Golden  Dome  Brand  Coffee. 
Oriental  XXX  Coffee. 

Marla  Coffee. 

COOKING  OILS  AND  FATS. 

Cottolene. 

Crisco  (vegetable). 

Snowdrift. 

Wesson’s  Snowdrift  Oil. 

Mazola. 

Ko-Nut  Butter. 

Jelke’s  Good  Luck  Oleomargarine. 
Swift’s  Premium  Lard. 

Swift’s  Premium  Oleomargarine. 

CRACKERS,  CAKES,  ETC. 
Educator  Chocolate. 

Fruited  Educator. 

Baby  Educator. 

Golden  Maize  Educator. 

Educator  Oatmeal  Crackers. 
Educator  Oyster  Crackers. 

Ry'e  Educator  Crackers. 

Educator  Toasterettes. 

Educator  Water  Crackers. 
Educator  Wheat  Meal  Crackers. 
Takhoma  Biscuit. 

Sunshine  Animal  Crackers,  and 
other  cakes  and  crackers. 

Uneeda  Biscuit. 

Zu  Zu  Ginger  Snaps. 

Nabisco  Wafers. 

DESSERTS. 

Knox  Pure  Plain  Sparkling  Gela¬ 
tine. 

Knox  Pure  Sparkling  Acidulated 
Gelatine. 

Minute  Tapioca. 

Minute  Gelatine. 

Golden  Rule  Corn  Starch. 

Quick  Tapioca. 

Cox’s  Gelatine. 

Kingsford’s  Corn  Starch. 

Duryea’s  Corn  Starch. 

Crystal  Gelatine. 

Beech-Nut  Granulated  Gelatine. 
Health  Brand  Corn  Starch. 
Benefit  Brand  Corn  Starch. 
Benefit  Brand  Shredded  Cocoa- 
nut. 

Benefit  Brand  Quick  Tapioca. 
Benefit  Brand  Gelatine. 

Libby’s  Plum  Pudding. 

HONEY. 

Premier  Honey. 

Ellen  North’s  Honey. 

Health  Brand  Honey. 

PRESERVED  FRUITS,  JAMS,  JELLIES, 
ETC. 

Beech-Nut  Strawberry  Jam,  and 
other  jams  and  jellies. 

Premier  Strawberry  Jam,  and 
other  jams  and  jellies. 

Ellen  North’s  Preserved  Straw¬ 
berries. 

Hunt’s  Supreme  Hawaiian  Pine¬ 
apple. 

Hunt’s  Supreme  Lemon  Cling 

Supreme  Apricots. 

Hunt’s  Supreme  Cherries. 

Hunt’s  Supreme  Bartlett  Pears. 
Bridal  Brand  Bartlett  Pears. 
Montclair  Raspberry  and  Currant 
Jelly,  and  o'ther  jams  and  jellies. 

White  Rose  Brand  Apples,  and 
other  canned  fruits. 

Clark’s  Japan  Plums. 

Clark’s  Red  Raspberries. 

Clark’s  Strawberries. 

Clark’s  Sour  Cherries. 

Clark’s  Bartlett  Pears. 

Clark’s  Sliced  Peaches. 

Lawson  Pink  Brand  Pineapple, 
and  other  canned  fruits. 

Forest  Park  Brand  Blueberries, 
and  other  canned  fruits. 

Libby’s  Preserved  Strawberries. 
Libby’s  Presen  ed  Blackberries. 


Peaches. 

Hunfs 


Libby’s  Preserved  Strawberry 
Jam. 

Libby’s  Orange  Marmalade. 

Health  Brand  Strawberry  Jam, 
and  other  jams  and  fruits. 

DRIED  FRUIT. 

Dromedary  Dates. 

Premier  Table  Raisins. 

“Dehyrdo”  Cranberries. 

Forest  Park  Brand  Seeded  Rai¬ 
sins. 

Makepeace  Evaporated  Cranber¬ 
ries. 

✓  FLOUR. 

Fletcher’s  Graham  Flour. 

Fletcher’s  Rye  Flour. 

Fletcher’s  Buckwheat  Flour. 

Dr.  Johnson’s  Educator  Flour. 

Gold  Medal  Flour. 

Occident  Flour. 

Hecker’s  Flour. 

Ralston  Purina  Whole  Wheat 
Flour. 

Aunt  Jemima’s  Pancake  Flour. 

Farwell  &  Rhine’s  K-C  Whole 
Wheat  Flour. 

Quaker  Yellow  Corn  Meal. 

Quaker  White  Corn  Meal. 

Quaker  XXX  Graham  Flour. 

Premier  Whole  Wheat  Meal. 

Premier  Graham  Flour. 

Premier  Corn  Meal. 

Educator  Whole  Wheat  Flour. 

Old  Grist  Mill  Health  Brand 
Flour. 

Presto  Flour. 

FLAVORING  EXTRACTS. 

Baker’s  Vanilla  Extract,  and 
other  extracts. 

Colton’s  Vanilla  Extract,  and 
other  extracts. 

Premier  Vanilla  Extract,  and 
other  extracts. 

Burnett’s  Vanilla  Extract,  and 
other  extracts. 

Sauer’s  Vanilla  Extract,  and 
other  extracts. 

Golden  Rule  Vanilla  Extract,  and 
other  extracts. 

Health  Brand  Vanilla  Extract, 
and  other  extracts. 

“1910  Pure”  Vanilla  Extract,  and 
other  extracts. 

Benefit  Brand  Vanilla  Extract, 
and  other  extracts. 

FISH  PRODUCTS. 

Premier  Tunney  Fish. 

Premier  Salmon. 

Premier  Shrimp. 

Burnham  &  Morrill’s  Fish  Flakes. 

Lenhart’s  Talisman  Codfish  Cakes. 

Lenhart’s  Talisman  Codfish  (in 
glass). 

Lenhart’s  Talisman  Threaded 
Codfish. 

Lenhart’s  Talisman  Clam  Chow¬ 
der. 

Lenhart’s  Talisman  Kippered 
Herring. 

Lenhart’s  Talisman  Smoked  Sar¬ 
dines  in  Olive  Oil. 

Lenhart’s  Talisman  Smoked  Sar¬ 
dines  in  Bouillon. 

McMenamin’s  Deviled  Crabs. 

Gorton’s  Kippered  Herring. 

Gorton’s  Codfish  Flakes. 

Beardsley’s  Shredded  Codfish. 

Beardsley’s  Boneless  Herring. 

Forest  Park  Brand  Salmon. 

Forest  Park  Brand  Sardines. 

Forest  Park  Brand  Lobster. 

Forest  Park  Brand  Shrimp. 

Forest  Park  Brand  Clams. 

De  Groff’s  Threaded  Codfish. 

Skipper  Sardines. 

Seal  Shipt  Oysters. 

Lawson  Pink  Brand  Shrimp. 

Lawson  Pink  Brand  Clams. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Law 

643-648  Land  Title  Building 
Philadelphia,  Pa. 
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Lawson  Pink  Brand  Salmon. 
Health  Brand  Shrimp. 

Health  Brand  Cod  Threads. 

Deer  Isle  Canned  Clams. 

White  Rose  Brand  Salmon. 

White  Rose  Brand  Kippered 
almon. 

White  Rose  Brand  Lobster 
White  Rose  Brand  Shrimp. 

MACARONI,  SPAGHETTI,  ETC. 

Premier  Macaroni. 

Heinz  Spaghetti  (a  l’ltalienne). 
Freihofer’s  Egg  Elbow  Macaroni. 
Freihofer’s  Egg  Elbow  Spaghetti. 
Freihofer’s  Egg  Elbow  Noodles. 
Freihofer’s  Egg  Elbow  Soup 
'astels. 

Franco-American  Spaghetti  (a  la 
lilanaise). 

Fould’s  Macaroni. 

Fould’s  Spaghetti. 

Benefit  Brand  Macaroni.  _ 

Benefit  Brand  VermiceHi. 

Benefit  Brand  Spaghetti. 
Goodman’s  Macaroni. 

CONDENSED  MILK. 

Carnation  Condensed  Milk. 
Borden’s  Eagle  Brand  Condensed 
diUc.  ,  „ 

Borden  Challenge  Brand  Con- 
ensed  Milk. 

Borden’s  Peerless  Brand  Evapo- 
ated  Milk. 

Borden’s  Malted  Milk. 

Van  Camp’s  Evaporated  Milk. 
Horlick’s  Malted  Milk. 

Health  Brand  Condensed  Milk. 
Hires  Silver  Milk. 

Hires  Brand  Milk. 

Square  Brand  Condensed  Skimmed 
dilk. 


MEAT  PRODUCTS. 

Jones  Dairy  Farm  Sausage. 

Ferris  Hams. 

Ferris  Bacon. 

Beech-Nut  Sliced  Bacon  (in 
;lass). 

Beech-Nut  Sliced  Beef  (in  glass). 
Premier  Sliced  Bacon. 

Premier  Sliced  Beef. 
Franco-American  Potted  Beef.^ 
Franco-American  Chicken  Pate 
rruffle. 

Franco-American  Chicken  Saute. 
Snider-Cure  Hams. 

Snider-Cure  Bacon. 

Snider  Sage  Leaf  Pork  Sausage. 
Swift’s  Premium  Hams. 

Swift’s  Premium  Bacon. 

Swift’s  Brookfield  Pork  Sausage. 
Libby’s  Corned  Beef. 

Libby’s  Boneless  Chicken. 

Libby’s  Dried  Beef. 

Libby’s  Ox  Tongue  (in  glass). 
Libby’s  Chili  Con  Carne. 
Massasoit  Sausage. 

Deerfoot  Farm  Sausage. 

Armour’s  Canned  Beef. 

Lawson  Pink  Brand  Ox  Tongue. 
Beardsley’s  Sliced  Smoked  Beef. 
Beardsley’s  Sliced  Bacon. 
Underwood’s  Deviled  Ham. 
Underwood’s  Chicken. 

Arlington  Brand  Hams. 

Arlington  Brand  Bacon. 

Arlington  Brand  Pure  Lard. 
Arlington  Brand  Pork  Sausage. 
Health  Brand  Sliced  Beef. 

OLIVES,  OLIVE  OIL,  ETC. 
Beech-Nut  Olive  Oil. 

Heinz  Queen  Olives. 

Heinz  Stuffed  Olives. 

Heinz  Pure  Olive  Oil. 

Premier  Olives. 

Premier  Brand  Olive  Oil. 

La  Rose  Blanche  Olive  Oil. 
Castle’s  Brand  Cream  Olive  Oil. 
Nicelle  Olive  Oil. 

Libby’s  Queen  Olives. 

'  Libby’s  Olive  Oil. 

Benefit  Brand  Olive  Oil. 

Sylmar  Olive  Oil. 

Authentical  Olive  Oil. 

Wyngold  Olive  Oil. 

Ehmann  Olive  Oil. 

Salat  Olive  Oil. 

Hermitage  Olive  Oil. 


PEANUT  BUTTER. 

Beech-Nut  Peanut  Butter. 

Heinz  Peanut  Butter. 

Premier  Peanut  Butter. 

Nut-Let  Peanut  Butter. 

Acme  Peanut  Butter. 

Duff’s  Peanut  Butter. 

Health  Brand  Peanut  Butter. 

PICKLES,  CONDIMENTS,  ETC. 

Heinz  Sweet  Gherkins,  and  other 
pickles. 

Libby’s  Sweet  Gherkins. 

Lutz  &  Schramm  Pickled  Onions, 
and  other  pickles. 

SUGAR. 

Crystal  Domino  Sugars  (in  car¬ 
tons). 

Crystal  Domino  Granulated. 

Crystal  Dominoes  (full  and  half 
size  ) . 

All  granulated  sugars  made  by 
this  company. 

SALT,  SEASONINGS,  ETC. 

Worcester  Salt. 

Nosco  Onion  Salt. 

Steero  Bouillon  Cubes. 

Millenium  Extract. 

Benefit  Brand  Celery  Salt. 

MINCE  MEAT,  ETC. 

Heinz  Mince  Meat  (in  jars  and 
stone  crocks). 

Heinz  Plum  Pudding. 

Heinz  Gold  Medal  Mince  Meat. 
None-Such  Mince  Meat. 

White  Rose  Brand  Mince  Meat. 
Lutz  &  Schramm  Mince  Meat. 
Libby’s  Condensed  Mince  Meat. 
Libby’s  Moist  Mince  Meat  (in 
glass). 

SYRUPS. 

Karo  Corn  Syrup  (Red  Can). 

Karo  Corn  Syrup  (Blue  Can). 
Premier  Sap  Maple  Syrup. 

Golden  Rule  Pure  Syrup. 

Health  Brand  Maple  Syrup. 

SAUCES,  RELISHES,  ETC. 

Lea  &  Perrin’s  Worcestershire 
Sauce. 

Heinz  Tomato  Ketchup. 

Heinz  Gold  Medal  Sauce. 

Heinz  Prepared  Mustard. 

Heinz  Powdered  Mustard. 

Heinz  Evaporated  Horseradish. 
Heinz  India  Relish. 

Beech-Nut  Tomato  Catsup. 
•Beech-Nut  Oscar  Sauce. 

Beech-Nut  Condiment  Sauce. 

Van  Camp’s  Tomato  Catsup. 
Columbia  Catsup. 

Burt  Olney’s  Catsup. 

Waw-Waw  Sauce. 

Gulden’s  Mustard. 

Campbell’s  Tomato  Catsup. 

Brand’s  A-i  Sauce. 

Forest  Park  Brand  Catsup. 
Forest  Park  Brand  Chili  Sauce. 
Forest  Park  Brand  Oyster  Cock¬ 
tail  Sauce. 

Lutz  &  Schramm  Chili  Sauce. 

Lutz  &  Schramm  Catsup. 

Lutz  &  Schramm  Prepared  Mus¬ 
tard. 

Snider’s  Catsup. 

Snider’s  Chili  Sauce. 

Snider’s  Oyster  Cocktail  Sauce. 
Snider’s  Pickles. 

Howard’s  Mayonnaise. 

Howard’s  Condiments.  * 

Leonard’s  Horseradish. 

Premier  Chili  Sauce. 

Premier  Catsup. 

Libby’s  New  Tomato  Catsup. 
Libby’s  Chili  Sauce. 

Libby’s  Prepared  Mustard. 

SOUPS. 

Heinz  Tomato  Soup. 

Heinz  Pea  Soup. 

Heinz  Celery  Soup. 
Franco-American  Pea,  and  other 
soups. 

Campbell’s  Condensed  Chicken, 
and  other  soups. 

Bridal  Brand  Condensed  Tomato 
Soup. 

None-Such  Beef  Soup,  and  other 
soups. 


BURK’S 

Pig  Souse 

IS  A  SEASONABLE  SPECIALTY 

Prepared  fresh  daily,  in  pans  of  five  pounds  each. 

The  jelly  is  clear  and  transparent  and  free  from  vege¬ 
table  gelatines  and  ill-smelling  glue  stock. 

Contains  plenty  of  meat  and  garnished  with  slices 
of  lemon  and  parsley. 

Proves  attractive  when  turned  out  of  the  pan,  and 
is  a  quick  seller,  saving  the  consumer  the  trouble  of 
cooking  pigs’  feet,  so  difficult  to  obtain  at  this  season 
of  the  year. 

Give  it  a  trial  and  be  convinced. 


BURK’S 

Breakfast  Relish 

(Trade-Mark  Reg.  U.  S.  Pat.  Off.) 

This  product  is  usually  called  “  Minced  Ham  ”  by 
the  consumer.  It  consists  of  choice,  tender  pieces  of 
pork,  chopped  to  the  proper  degree  of  fineness  and 
stuffed  in  a  linen  container.  It  is  smoked  just  long 
enough  to  acquire  that  pleasant  and  appetizing  flavor 
which  only  hickory  wood  can  impart.  Weight  about 
five  pounds  each. 

After  the  bag  is  removed  in  the  same  manner  as  from 
our  Lunch  Roll,  the  Relish  is  cut  in  thin  slices,  and  the 
only  additional  preparation  necessary  for  serving  is  to 
fry  it  a  few  minutes  over  a  hot  fire. 

This  makes  it  one  of  the  quickest,  most  economical 
and  at  the  same  time  one  of  the  most  satisfying  and 
nutritious  breakfasts  obtainable. 

If  you  are  not  already  using  Burk’s  Breakfast 
Relish — give  it  a  trial.  Like  all  other  “  Burk  prod¬ 
ucts — it  is  the  best  on  the  market. 


LOUIS  BURK 

Girard  Avenue  anZ  Third  Street 
PHILADELPHIA 
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Steero  Bouillon  Cubes. 

Van  Camp’s  Tomato  Soup. 

“Dehyrdo”  Cream  Mixed  Vege¬ 
table. 

“Dehyrdo”  Cream  of  Onions. 

“Dehyrdo”  Cream  of  Peas. 

“Dehyrdo”  Cream  of  Beans. 

“Dehyrdo”  Cream  of  Potatoes. 

“Dehyrdo”  Cream  of  Asparagus. 

Clark’s  Tomato  Puree  Soup. 

Lutz  &  Schramm  Tomato  Soup. 

SPICES. 

Premier  Allspice,  and  other 
spices. 

Colburn’s  Red  Label  Cayenne 
Pepper,  and  other  spices. 

Health  Brand  White  Pepper,  and 
other  spices. 

Fisher’s  Black  Pepper,  and  other 
spices. 

Royal  Brand  Ginger,  and  other 
spices. 

Benefit  Brand  Black  Pepper,  and 
other  spices. 

Bennett-Simpson  Brand  Cloves, 
and  other  spices. 

Golden  Rule  Spices,  and  other 
spices. 

Slade’s  Cloves,  and  other  spices. 

TEA. 

Premier  Perri  Walla  Tea. 

White  House  Tea. 

Hotel  Astor  Tea. 

Lipton’s  Ceylon  and  India — Blend 
A — Tea. 

Lipton’s  Ceylon  and  India — Blend 
B— Tea. 

Lipton’s  Ceylon  and  India — Blend 
C— Tea. 

Quimby’s  India  Ceylon  Tea. 

Quimby’s  India  English  Break¬ 
fast. 

Golden  Dome  Brand  Ceylon  Tea. 

Golden  Dome  Brand  English 
Breakfast  Tea. 

Golden  Dome  Brand  Formosa 
Tea. 

Golden  Dome  Brand  Pan  Fire 
Jap  Tea. 

Oriental  Tea. 

Tetley’s  Ceylon  Tea. 

Chase  &  Sanborn’s  Black  Tea. 

Ridgway’s  Formosa  Tea. 

Ridgway’s  English  Breakfast  Tea. 

Ridgway’s  Ceylon  Green  Tea. 

Salada  Tea. 

Benefit  Brand  Formosa. 

Benefit  Brand  English  Breakfast. 

Benefit  Brand  Ceylon. 

Benefit  Brand  Pan  Fire  Jap. 

Health  Brand  Ceylon  Tea. 

VEGETABLES. 

Heinz  Baked  Beans  with  Tomato 
Sauce. 

Heinz  Plain  Baked  Pork  and 
Beans. 

Heinz  Vegetarian  Baked  Beans. 

Heinz  Baked  Red  Kidney  Beans. 

Heinz  Sauerkraut  with  Pork. 

Premier  Green  Asparagus. 

Premier  White  Asparagus. 

Premier  Beans. 

Premier  Corn. 

Premier  Okra. 

Premier  Peas. 

Premier  Tomatoes. 

Beech-Nut  Beans. 

Van  Camp’s  Pork  and  Beans. 

Bridal  “Tim  Tim”  Peas. 

White  Rose  Brand  Asparagus, 
and  other  canned  goods. 

“Dehyrdo”  Spinach. 

“Dehyrdo”  Sweet  Corn. 

“Dehyrdo”  Sliced  Beets. 

“Dehyrdo”  Carrots. 

Burnham  &  Morrill’s  Paris  Sugar 
Corn. 

Franco- American  Pork  and  Beans 
(with  Tomato  Sauce). 

Health  Brand  Corn,  and  other 
canned  goods. 

Forest  Park  Brand  Peas,  and 
other  canned  goods. 

Kornlet. 

Campbell’s  Pork  and  Beans. 

Eco  Refugee  Beans. 

Clark’s  Corn,  and  other  canned 
goods. 


Lawson  Pink  Brand  Tomatoes,  and 
other  canned  goods. 

Lutz  &  Schramm  Baked  Beans. 
Libby’s  California  Asparagus. 
Libby’s  Pork  and  Beans. 

VINEGARS. 

Heinz  Malt  Vinegar. 

Heinz  Cider  Vinegar. 

Heinz  White  Pickling  Vinegar. 
Beech-Nut  Cider  Vinegar. 


After  conducting  a  retail  gro¬ 
cery  and  provision  business  for 
eleven  years  with  a  fair  degree  of 
success,  I  began  to  wonder  why 
some  stores  forged  ahead  so  much 
more  rapidly  than  others. 

Wonderment  led  to  extensive  in¬ 
vestigations — investigations  that 
proved  to  be- a  revelation  to  me. 
I  found  that  not  more  than  5  per 
cent,  of  the  dealers  really  knew 
what  they  were  doing.  Hit  and 
miss  methods  were  the  rule  and 
the  display  of  ignorance  as  to 
even  the  simplest  facts  was  'ap¬ 
palling. 

Then  and  there  I  decided  that 
I  would  govern  my  business  from 
positive  knowledge  rather  than 
from  accepted  customs. 

I  first  asked  myself  'what  I 
wanted  to  know  and  decided  as 
follows : — 

Which  lines  show  a  profit  and 
how  much? 

What  does  it  cost  to  obtain  that 
profit? 

Are  the  clerks  earning  more  or 
less  than  I  am  paying  them? 

Are  there  any  leaks  and  if  so, 
where? 

My  bookkeeping  system,  that  I 
thought  was  the  real  thing,  did 
not  answer  these  questions,  so  I 
resolved  to  have  one  that  would. 

With  the  assistance  of  a  library 
bureau  expert  I  adopted  a  mod¬ 
ern  system,  which,  by  the  way,  is 
ridiculously  simple,  and  which 
shows  at  a  glance  several  differ¬ 
ent  phases  of  the  business  and 
keeps  track  of  the  individual  and 
department  sales. 

Finding  that  the  human  brain 
was  not  sufficiently  accurate  to 
do  all  this  without  errors,  I 
bought  an  adding  machine,  and 
let  me  say  right  here  that  any 


“Real”  Vinegar. 

Lutz  &  Schramm  Pickling  Vin¬ 
egar. 

As  examples  of  the  omissions, 
Wilbur’s  chocolate  and  Ivins 
cakes  and  crackers,  are  cited. 
Neither  of  these  appear  among 
the  approved  goods. 


man  trying  to  do  business  with¬ 
out  a  good  reliable  adding  ma¬ 
chine  is  depriving  himself  of  a 
most  valuable  assistant.  I  cannot 
conceive  wherein  it  can  be  called 
a  luxury.  By  its  use  I  have 
turned  losses  into  gains  and  the 
various  savings  it  has  made  is  al¬ 
most  unbelievable. 

By  this  time  I  had  come  to  see 
the  tremendous  possibilities  of 
accurate  knowledge  and  in  a  gen¬ 
eral  way  can  say,  and  I  think  you 
will  agree  with  me,  that  for  every 
dollar  intelligently  expended  in 
modern  office  systems  there  will 
be  a  saving  in  general  expenses 
of  at  least  ten  dollars.  A  broad 
statement,  to  be  sure,  but  my  ex¬ 
perience  justifies  it. 

I  am  now  using  three  automo¬ 
biles,  several  large  electric  Na¬ 
tional  Cash  Registers,  a  Lamson 
Air  Line  Cash  Carrier  System,  an 


Concerning  the  suit  (which  as 
recently  reported  the  United 
States  Government  has  brought 
against  the  Kellogg  Toasted  Corn 
Flakes  Co.  for  operating  in  re¬ 
straint  of  trade,  Mr.  W.  K.  Kel- 
logg,  president  of  the  company, 
sends  this  journal  the  following 
statement  from  his  company  on 
the  subject  and  asks  its  publica¬ 
tion  : — 


American  Slicing  Machine,  a 
number  of  automatic  computing 
scales  and  two  adding  machines. 

I  have  come  to  look  upon  the 
management  of  even  a  small  busi¬ 
ness  as  an  art,  one  worthy  of  the 
deepest  study.  I  firmly  believe 
that  as  labor  is  a  most  expensive 
item,  and  as  machines,  aside  from 
being  more  acurate,  are  so  im¬ 
measurably  quicker,  that  it  is 
the  height  of  folly  to  do  anything 
manually  that  can  be  handled  by 
a  machine. 

I  continually  study  our  service 
to  see  wherein  I  can  improve  it 
and  endeavor  to  have  a  positive 
mechanical  check  on  every  trans¬ 
action.  At  first  the  clerks  were 
rather  lukewarm,  but  as  they 
soon  saw  that  my  sole  object  was 
to  increase  their  efficiency  and 
earning  capacity,  and  that  I  was 
not  only  willing  but  glad  to  share 
the  extra  profits  with  them,  they 
too,  became  enthusiastic. 

Then  again,  knowing  as  they 
do,  that  every  move  has  to  bear 
inspection,  that  when  errors  do 
occur  they  can  be  traced  instantly 
to  the  proper  party,  it  has  put  an 
edge  on  carefulness  that  amply 
repays  for  the  effort  expended. 

A  few  weeks’  use  of  modern 
methods  answered  my  questions. 
I  know  what  my  clerks  are  worth, 
what  lines  to  drop  and  which  to 
push. 

Perhaps  it  is  enough  to  say  that 
in  fourteen  months  I  have  gone 
from  $37,000  a  year  up  to 
$140,000. 

E.  W.  Darrell. 

Newton  Center,  Mass., 

January  7,  1913. 


Wle  adopted  our  policy  with  a 
very  honest  desire  not  only  to  con¬ 
form  to  the  letter  of  the  law,  but 
to  its  spirit,  and  the  things  we 
aimed  to  accomplish  by  our  selling 
plan  are  the  very  things  for  which 
we  understood  the  Sherman  and 
other  conspiracy  laws  were  designed 
— the  protection  of  the  consumer 
and  small  dealer  in  the  same  equal¬ 
ity  of  opportunity  enjoyed  by 
“trusts”  and  big  buyers.  If  these 
things  are  contrary  to  law,  we  shall 
be  much  surprised. 

We  are  surprised  to  find  ourselves 
charged  with  exacting  contracts 


Contributed. 

A  Grocer  Who  Increased  Business  from 
$37,000  to  $140,000  in  Fourteen 
Months  Tells  How  He  Did  It 

Dug  in  His  Business  to  See  Where  the  Profits  Were  and  What 
it  Cost  to  Get  Them.  Found  Out  Whether  the  Clerks  Were 
Sources  of  Profit  or  Loss. 


W.  K.  Kellogg  Says  Government  Practically 
Approved  Kellogg  Plan  Before 
Suit  Was  Brought 

Statement  of  President  of  Kellogg  Toasted  Corn  Flakes  Co.  as 
to  Government  Suit  for  Restraining  Trade.  Says  Plan 
Protects  Small  Dealers. 
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from  jobbers  in  the  grocery  trade, 
because  we  have  no  contracts  with 
the  trade  whateyer  and  will  have  no 
trouble  in  proving  it. 

We  have  acted  under  the  best  le¬ 
gal  advice  and  supposed  we  were 
entirely  within  our  rights  as  own¬ 
ers  of  our  brand  of  goods,  upon 
which  widespread  public  approval 
has  placed  the  stamp  of  quality. 

About  three  months  ago  an  agent 
of  the  Department  of  Justice  called 
on  us  and  investigated  our  selling 
plan  We  fully  explained  it  to  him 
and  he  frankly  stated  that  he  be¬ 
lieved  we  were  acting  legally.  He 
regarded  our  dealings  as  free  from 
both  conspiracy  and  coercion  and 
admirably  designed  to  promote 
equality  between  big  and  little  trad¬ 
er. 

As  a  matter  of  fact,  our  company 
has  adopted  and  enforced  its  pol¬ 
icy  largely  in  behalf  of  the  con¬ 
sumer.  The  history  of  the  many 
breakfast  food  failures  is  that  they 
have  been  sold  on  a  speculative 
basis ;  bought  in  too  large  quanti¬ 
ties  by  the  grocers,  in  order  to  get 
low  prices,  and  in  consequence  went 
to  the  consumer  stale  and  inferior. 
Quantity  prices  allowed  the  big  buy¬ 
ers  to  enjoy  unfair  advantages. 
Quick  distribution  between  factory 
and  consumer — which  is  essential  in 
a  perishable  product — was  defeated. 

Our  whole  aim  has  been  to  keep 
our  goods  moving  and  to  place 
them  in  the  hands  of  as  many  gro¬ 
cers  as  possible  by  making  them 
profitable  for  every  little  corner 
grocery  to  handle,  free  from  unfair 
favoritism  usually  shown  his  big 
competitor,  in  order  that  the  con¬ 
sumer  may  get  them  fresh  and 
promptly.  For  that  reason  a  sure 
and  quick  distribution  was  neces¬ 
sary  and  statistics  show  that  the 


surest  way  to  secure  it  is  to  deal 
only  through  the  wholesalers,  leav¬ 
ing  them  to  sell  retailers. 

It  has  been  the  means  of  placing 
our  goods  in  the  hands  of  not  less 
than  250,000  retail  grocers  in  every 
corner  of  the  country  and  on  a  basis 
of  absolute  equality. 

Of  course,  this  has  drawn  the 
enmity  of  the  big  dealers  who  en¬ 
joyed  special  privileges  from  some 
manufacturers  and  we  have  encoun¬ 
tered  much  opposition.  To  protect 
ourselves  and  our  distributors-;  and 
through  them  the  consumers— it  has 
been  necessary  to  decline  to  sell 
our  goods  to  dealers  who  would  use 
them  only  for  unfair  competition, 
and  not  only  injure  us  but  other 
dealers  and  ultimately  the  consum¬ 
er. 

Any  suggestion  that  we  are  a  mo- 
nopoly  is  laughable.  There  are 
not  less  than  100  other  kinds  <?f 
corn  flakes  on  the  market,  all  in 
competition  with  ours,  and  we  have 
no  connection  with  any  of  them. 
We  regard  the  patent  question  as  a 
minor  issue.  Our  patented  pack¬ 
age  was  designed  just  as  our  selling 
policy  was,  to  keep  the  goods  fresh 
and  to  protect  the  contents  after 
the  package  was  opened.  If  there 
was  anything  unpatentable  about  the 
package  that  surely  does  not  affect 
our  fundamental  rights  to  deal 
with  our  property  as  we  choose. 

We  are  not  certain  as  yet  just 
what  course  we  will  pursue  in  re¬ 
gard  to  the  suit.  If  we  are  doing 
anything  illegal,  we  propose  to  quit 
it,  but  if  a  policy  aimed  at  sure, 
efficient  and  economical  distribution, 
equal  profits  for  the  big  and  little 
dealer  alike  and  fresh  goods  to  the 
consumer  is  a  violation  of  the 
Sherman  or  any  other  law,  it  is 
time  we  found  it  out. 


First  Practical  Plan  to  Standardize  Quality 
of  Canned  Goods  So  They  Can 
be  Safely  Advertised 

Emanates  from  Iowa  and  Comprehends  Bond  in  Which  Packers 
Agree  to  Forfeit  $5,000  or  Keep  the  Quality  of  Their 
Product  Up  to  Certain  Standards. 


prepared  with  special  reference  to 
corn,  but  could  be  adapted  to  any 
line  of  canned  goods. 

The  plan  in  question  consists  of 
a  bond  which  packers  are  sup¬ 
posed  to  sign,  agreeing  to  forfeit 
$5,000  if  they  fail  to  keep  itheir 
factory  and  their  product  up  to  a 
certain  standard  which  the  bond 
sets  forth.  As  to  Iowa  corn,  this 
standard  is  as  follows  : — 

The  conditions  of  the  above  obli¬ 
gation  are  such  that  the  above- 

named  .  's  npw 

engaged  in  the  business  of  canning 
sweet  corn  for  sale  and  profit,  and 
as  such  canners  will  promote  the 
welfare  of  said  business  by  faith¬ 
fully  observing  the  following  re¬ 
quirements  essential  to  the  best  in¬ 
terests  of  said  business  : — 

Rule  i.— That  our  plant  will  at 
all  times  be  kept  clean  and  sani¬ 
tary,  and  that  our  employees  will 
at  all  times  handle  our  corn  with 
care  and  cleanliness. 

Rule  2.— That  under  no  circum¬ 
stances  will  we  pack  corn  that  re¬ 
quires  over  six  ounces  of  syrup  per 
can,  in  order  to  give  it  a  given 
recognized  consistency,  and  label  the 
same  as  standard. 

Rule  3. — That  in  event  of  our 
packing  (hard)  corn  that  requires 
over  the  six  ounces  of  syrup  men¬ 
tioned  in  Rule  2,  the  same  will  be 
sold  and  labeled  by  us  as  under 
standard,  never  allowing  a  shipment 
to  leave  our  warehouse  without  the 
quality  mark  (under  standard)  be¬ 
ing  placed  on  every  can. 

Rule  4— That  we  will  not  allow 
any  corn  to  be  canned  in  our  fac¬ 
tory  where  over  thirty-six  hours  has 
elapsed  between  the  time  of  pick¬ 
ing  in  the  field  and  the  time  of  fill¬ 
ing  into  the  can,  only  under  condi¬ 
tions  as  set  forth  in  Rule  3,  that  is, 
that  we  agree  to  sell  and  label  the 
same  as  under  standard. 

Rule  5. — That  every  possible  pre¬ 
caution  will  be  taken  to  prevent  any 
yellow  kernals  from  being  canned 
with  the  sweet  corn. 

Rule  6— That  in  event  of  our 
corn  being  damaged  by  WORMS 
or  other  INSECTS,  we  will  see  to 


it  that  every  single  ear  is  perfect¬ 
ly  trimmed,  and  that  nothing  goes 
into  the  can  that  we  would  not  be 
willing  to  serve  and  eat  on  our  own 
table.  . 

Rule  7.— That  in  addition  to  the 
above,  all  possible  care  will  be 
taken  to  keep  our  plant  in  such 
shape  that  VISITORS  can  always 
be  taken  to  any  department  of  the 
factory  or  grounds. 

Naturally  if  all  the  packers  in 
the  field,  or  a  large  majority, 
would  sign  and  obey  such  a  guar¬ 
antee  as  this,  it  would  be  reason¬ 
ably  safe  to  do  general  advertis¬ 
ing  which  exploited  'all  canned 
goods  as  excellent.  It  will  be 
dangerous  to  do  so,  however,  as 
long  as  some  packers  put  up 
grossly  inferior  goods. 


California  Orange*  Said  to  be  Badly 
Hurt  by  Cold. 

From  San  Bernardino  to  Los 
Angeles,  Cal.,  every  acre  of  or¬ 
anges  and  lemons  is  said  to  have 
been  frozen.  Only  a  fifth  of  the 
crop  may  be  salvaged,  it  was  as¬ 
serted.  If  this  is  true,  the  total 
loss  on  150,000  acres  of  fruit  will 
amount  close  to  I  $40,000,000. 
Other  estimates  place  the  total 
damage  at  $20,000,000.  Accord¬ 
ing  to  growers,  a  sudden  return 
to  the  warmth  of  normal  winter 
conditions  would  irreparably 
damage  fruit  which  might  be  still 
in  such  condition  that  a  gradual 
rise  of  temperature  would  leave 
it  in  marketable  shape.  This  ad¬ 
ditional  loss  would  mean  virtual¬ 
ly  the  ruin  of  the  citrus  crop,  the 
value  of  which  has  been  placed 
at  $50,000,000. 


The  first  practical  suggestion 
to  cure  the  weak  spot  which  this 
journal  has  pointed  out  in  the  ad¬ 
vertising  campaign  of  the  Nation¬ 
al  Canners’  Association,  comes 
from  G.  W.  Drake,  secretary  of 
the  Iowa  Canners’  Association. 
Readers  hereof  may  or  may  not 
know  that  a  year  or  so  ago  the 
National  Canners’  Association 
spent  a  large  sum  of  money  ad¬ 
vertising  “canned  goods"  to  con¬ 
sumers,  taking  no  account  of  the 
many  grades  of  canned  goods,  the 
poorest  of  which  would  surely 
spoil  the  effect  of  the  best  general 
advertising  that  could  be  done 
The  National  Association  made 
no  effort  to  see  that  the  quality  of 
the  “canned  goods”  it  was  adver¬ 
tising  should  be  standardized  or 
improved,  and  the  result — par¬ 
tially  due  to  that,  no  doubt — was 


that  the  money  was  wasted  and 
never  got  the  slightest  tangible 
result.  Since  then  the  “Grocery 
World  and  General  Merchant” 
has  occasionally  reminded  the 
National  Association,  which  by 
the  way  is  working  on  another  ad¬ 
vertising  plan,  that  they  must  im¬ 
prove  the  quality  of  some  of  their 
products  before  they  could  safely 
advertise  “canned  goods”  as  a 
class  of  merchandise.  Not  the 
slightest  attention  Hvas  paid  to 
this — it  would  seem — fundamen¬ 
tal  need  of  advertising  and  mer¬ 
chandising,  until  Secretary 
Drake,  of  the  Iowa  Canners’  As¬ 
sociation,  comes  forward  with  a 
unique  and  ingenious  plan  by 
which  packers  will  be  held  to 
some  standard  of  quality.  Iowa 
is  a  great  corn  canning  State,  so 
that  Secretary  Drake’s  plan  is 


BANKRUPT  SALE! 

of  the  GROCERY  STORES  of 

Scheuer&Bro. 

LOCATED  AT 

279  Main  Street  III  South  Orange  Avenue  568  Bloomfield  Avenue 

ORANGE,  N.  J.  SOUTH  ORANGE,  N.  J.  SLOOMFIEtD,  N.  J. 


Sealed  bids  will  be  received  by  the  RECEIVER  or  his  Attorneys  on  or  before 
January  23,  1913,  10  A.  M.,  for  the  purchase  of  the  above-mentioned  three  stores,  or 

any  of  them,  as  going  concerns.  . 

Stores  include  general  stock  of  groceries;  also  furniture  and  fixtures,  horses, 
wagons  and  harness ;  and  equipment  incident  to  the  running  of  a  large  retail  GR 
CERY  BUSINESS,  including  outstanding  book  accounts. 

These  stores  have  been  in  existence  for  about  15  years.  The  SCHfcUbK  n. 
has  been  well  known  in  the  grocery  trade  for  the  past  55  years. 

FULL  INFORMATION  MAY  BE  OBTAINED  FROM 

B1LDER  &  BILDER  =  LOUIS  LEWIS 

164  Market  St,  Newark,  N.  J.  =  800  Broad  St.,  Newark,  N.  J. 

Attorneys  for  Receiver  RECEIVER 
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WITH  THE  EDITOR 


That  was  a  Ipeculiar  decision 
which  the  New  York  Court  of 
Special  Sessions 
made  during  the 

Is  This  Good  Law?  .  . 

week  in  the  case 
against  the  res¬ 
taurant  keeper  who  refilled  a 
prominent  manufacturer’s  trade- 
marked  bottles  with  cheap  cat¬ 
sup.  The  trick  of  course  is  com¬ 
mon  and  well-known.  'An  un¬ 
scrupulous  restauranteur  will  buy 
bottles  of  Lea  &  Perrins’  sauce  or 
some  well-known  catsup,  and 
when  they  are  empty  will  refill 
them  with  an  imitation.  Thus  he 
trades  to  that  extent  on  the  man¬ 
ufacturer’s  reputation.  The  New 
York  man  did  this  and  the  manu¬ 
facturer  involved  arrested  him  on 
the  ground  that  he  was  selling 
one  article  under  the  label  of  an¬ 
other.  The  defendant  said  he  did 
not  sell  the  catsup,  but  gave  it 
away,  and  the  court  discharged 
him  because  to  find  him  guilty,  it 
said,  would  be  equivalent  to  find¬ 
ing  every  housewife  guilty  of  a 
misdemeanor  in  re-using  empty 
bottles  in  the  same  way.  The 
writer  respectfully  suggests  that 
this  is  foolish.  The  housewife 
does  not  retain  the  old  labels  on 
the  empty  bottles  she  uses,  but  if 
she  does  it  would  never  be  done 
to  deceive  anybody.  The  restau¬ 
rant  keeper  practiced  a  fraud  and 
meant  to  practice  it.  His  object 
was  to  impress  upon  customers, 
and  thus  benefit  his  business,  the 
fact  that  he  was  using  well- 
known  and  high  grade  condi¬ 
ments.  That  might  easily  influ¬ 
ence  trade  and  doubtless  often 
does.  As  to  “giving  it  away,” 
that  is  equally  absurd.  No  res¬ 
taurant  gives  catsup  away.  It 
may  not  be  separately  charged  for 
in  the  bill,  but  it  is  in  there,  and 
the  customer  pays  for  it  just  as 
surely  as  he  pays  for  his  cofifee  or 
his  tea.  In  a  nutshell,  the  cus¬ 
tomer  patronized  that  .  restau¬ 
rant  under  the  false  impression, 
deliberately  created  by  the  pro¬ 
prietor,  that  he  was  receiving  as 
a  part  of  his  meal,  a  certain  thing, 
for  which,  tve  repeat,  he  paid. 
He  did  not  receive  that  thing,  but 
a  much  inferior  thing,  by  which 
he  will  of  course  judge  the  manu¬ 
facturer  whose  product  he 


thought  he  was  eating.  Still  the 
restaurant  keeper,  in  the  view  of 
the  New  York  court,  has  been 
guilty  of  no  wrong  against  the 
manufacturer ! 

The  writer  expects  to  see  this 
decision  overruled. 


All  customers  will  eventually 
learn  the  lesson  that  one  cause  of 
the  high  cost  of 

Let  Them  Burn  living  is  their 

Themselves  If  -  . 

They  w»nt  To.  preference  for 

buying  goods  in 
packages.  Sometimes  this  lesson 
comes  with  a  shock,  as  in  the  case 
of  the  gentleman  who  Avrote  the 
following  letter  to  the  Philadel¬ 
phia  “Record”  last  Tuesday: — 

Editor  of  “The  Record.” 

In  regard  to  the  high  cost  of  liv¬ 
ing  and  purchasing  from  the  chain 
stores,  permit  me  to  relate  a  little 
experience  I  had  in  that  line.  I 
went  to  a  chain  store  in  Philadel¬ 
phia  to  buy  a  list  of  goods,  among 
which  was  vinegar.  When  I  asked 
for  that  article  a  bottle  was  pro¬ 
duced  and  I  asked  its  price  and  was 
told  that  it  was  io  cents.  “Why,” 
said  I,  “the  bottle  is  but  one-fifth 
of  a  gallon,  which  makes  the  article 
50  cents  a  gallon — an  extortionate 
price.”  “But,’  said  the  clerk,  “the 
bottle  in  included."  The  bottle  was 
of  the  cheapest  green  glass,  the  ag¬ 
gregation  of  which  around  a  house 
has  always  been  a  nuisance  that  had 
to  be  removed  by  some  one  paid  to 
cart  them  away. 

I  claimed  that  the  vinegar  was 
not  worth  over  15  cents  per  gallon 
in  any  measure,  whereupon  the 
clerk  agreed  to  send  me  a  gallon 
for  20  cents.  I  write  you  because 
I  feel  that  it  is  a  crime  to  sell  ar¬ 
ticles  to  the  poor  at  several  hun¬ 
dred  per  cent,  profit,  simply  because 
they  are  so  extremely  limited  in 
cash.  They  are,  indeed,  helpless 
lambs  in  the  fold  of  the  wolf,  and 
it  should  be  the  duty  of  the  State 
to  protect  them.  I  cannot  conceal 
my  contempt  for  men  or  corpora¬ 
tions  who  are  entirely  without  the 
pale  of  the  instinct  of  common  de¬ 
cency,  and  who  feed,  like  the  coli¬ 
bacilli,  upon  the  helpless,  but  de¬ 
serving  poor. 

A  Citizen. 

This  clerk  was  somewhat 
stupid.  He  remembered  to  say 
that  the  “bottle'was  included,”  but 
not  that  the  cost  of  handling  sev¬ 
eral  times  instead  of  once  was 
also. 

Perhaps  this  consumer  was 
asked  to  pay  fin  exaggerated  price 
for  the  privilege  of  buying  in 
packages,  but  there  are  very 
many  other  cases  in  which  the 
established  difference  between  a 
thing  in  bulk  and  in  packages  is 
relatively  almost  as  great.  The 
consumer  has  no  legitimate  com¬ 


plaint;  the  thing  is  entirely  in  his 
own  hands.  Almost  nothing 
packed  in  packages  but  is  also 
sold  in  bulk,  and  at  a  very  materi¬ 
ally  lower  price.  If  he  demands 
it  in  bulk  he  will  get  it. 


One  of  the  most  talkative  and 
apparently  one  of  'the  most  ig¬ 
norant,  of  the 

Tht  Misstatement,  members  of  the 
of  Mrs.  Derr.  local  HoUSe- 

wives’  League, 
who  have  been  posing  before  the 
public  as  reducers  of  the  cost  of 
living,  is  Mrs.  William  B.  Derr, 
who  claims  to  be  'the  president. 
In  a  recent  newspaper  “inter¬ 
view”  Mrs.  Derr  made  the  follow¬ 
ing  prepared  statement: — 

A  few  years  ago  there  were  sev¬ 
eral  hundred  retail  stores  owned 
by  various  individuals,  who  were 
satisfied  with  a  small  profit,  and 
there  was  plenty  of  competition, 
which  kept  down  the  prices  to  the 
consumer. 

Then  there  were  started  a  number 
of  stores  by  the  Acme  Tea  Co.  and 
others  by  the  William  Butler  Co.; 
further  stores  by  Robinson  & 
Crawford,  George  Dunlap,  and, 
later,  stores  by  the  James  Bell  Co. 
These  stores,  when  started,  were 
known  as  cut-rate  stores,  and  that 
was  true  of  them  when  they  were 
first  started.  They  succeeded,  by 
reason  of  being  able  to  buy  in  large 
quantities,  in  underselling  the  in¬ 
dividual  storekeeper,  and  have 
driven  most  of  them  out  of  busi¬ 
ness.  The  remainder  of  the  in¬ 
dividual  storekeepers,  for  their  own 
protection,  formed  what  is  known 
as  the  Retail  Grocers’  Association, 
which  is  the  central  buying  point, 
and  enabled  them  to  buy  in  as  large 
lots  as  the  chain  stores  of  the  five 
companies  above  named.  The  stores 
that  are  in  the  Retail  Grocers’  As¬ 
sociation  are  known  as  the  “tri¬ 
angle  stores.” 

The  six  above-named  combina¬ 
tions  of  stores  constitute  95  per 
cent,  of  the  retail  stores  in  Phila¬ 
delphia,  and  the  consumer  has  no 
place  to  purchase  except  from  some 
one  of  them.  Now,  since  these 
combinations  have  driven  out  all 
other  storekeepers,  it  has  not  been 
necessary  to  be  cut-rate  stores,  for 
a  few  years  back.  It  will  be  found 
on  a  visit  to  their  stores  that  all 
their  prices  are  about  the  same  for 
most  articles,  a  sort  of  a  gentle¬ 
men’s  agreement.  These  chain 
stores  not  oply  control  the  situa¬ 
tion,  and  name  the  prices  that  the 
consumer  must  pay,  but  also  con¬ 
trol  the  prices  that  the  commission 
merchant  must  sell  at,  as  there  is 
no  one  else  for  him  to  sell  to. 
These  stores  have  compelled  the 
consumer  to  pay  them  profits  that 
were  extortion,  as  can  be  shown 
by  the  millions  of  dollars  that  have 
been  accumulated  by  them  in  the 
last  few  years. 

It  can  be  shown  that  these  stores 
have  been  charging  from  30  to  90 
per  cent,  profit  on  their  goods,  and 


in  many  pases  preventing  poor  peo¬ 
ple,  by  reason  of  their  high  prices, 
from  obtaining  the  articles  that  they 
required  to  live  upon.  As  an  ex¬ 
ample,  these  stores  have  not  paid 
over  22  cents  wholesale  for  storage 
eggs  this  season,  and  have  sold  them 
as  high  as  45  cents  per  dozen.  Even 
after  candling  and  hauling  charges 
have  been  added,  they  charged  100 
per  cent,  profit. 

The  only  way  in  which  the  con¬ 
sumers  can  help  themselves  is  to 
co-operate  with  each  other.  The 
plan  can  be  accomplished  by  the 
people  of  Philadelphia  combining 
together  and  opening  their  stores, 
thereby  buying  in  large  quantities 
direct  from  the  producer,  and  get¬ 
ting  the  goods  from  his  own  retail 
store  at  a  fair  cost  to  himself  and 
all  other  consumers  who  may  not 
be  able  to  become  shareholders. 

All  this,  as  presented,  is  untrue. 
Not  consciously  so.  'Mrs.  Derr 
and  her  colleagues  are  not  inten¬ 
tionally  lying  to  the  public;  they 
are  merely  ignorant  and  reckless, 
and  their  little  taste  of  publicity 
constantly  spurs  them  to  new 
heights  of  attack  and  promise. 

The  chain  stores  have  not 
driven  most  of  the  individual 
storekeepers  out  of  business. 
There  are  over  4,000  individual 
grocery  stores  in  Philadelphia, 
against  not  over  500  chain  stores. 
The  “remainder  of  the  individual 
storekeepers”  did  not  “for  their 
own  protection,”  form  'the  Retail 
Grocers’  Association.  The  asso¬ 
ciation  has  some  600  members, 
Avhile  the  “remainder”  of  the  in¬ 
dividual  grocers,  as  has  been 
stated,  is  OA^er  4,000.  Also,  the 
association  was  organized  long 
before  the  chain  stores  amounted 
to  anything. 

For  the  same  reason  the  state¬ 
ment  that  the  chain  stores  and 
the  association  together  consti¬ 
tute  95  per  cent,  of  the  retail 
stores  in  Philadelphia,  is  a  foolish 
falsehood.  The  figures  to  pnwe 
it  appear  above. 

The  writer  has  no  Avay  of  knoAAT- 
ing  Avhether  Mrs.  Derr’s  stric¬ 
tures  on  chain  store  profits  are 
Avarranted  or  not;  naturally  that 
depends  on  what  they  pay  for 
their  goods  and  what  it  costs  to 
sell  them.  But  one  thing  is  cer¬ 
tain  :  Mrs.  Derr  hasn’t  undersold 
the  chain  stores  or  anybody  else. 
Selling  much  poorer  eggs  'than 
the  regular  stores  sell,  at  a  price 
not  including  rent  and  cost  of 
selling,  is  not  underselling  the 
chain  stores. 
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W«  would  be  pleased  to  hare  for  publication  ia  this  column  the  idea,  of  our  readers  upon  trade  topic. 
>einr  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein  All  com- 
Ideations  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  rood  faith,  but  not 
•easarily  far  publication.  All  Inquiries  within  our  power  te  answer  wUl  also  be  noticed  In  this  department. 


What  is  Full  Weight  in  Binder 
Twine? 

New  York,  Jan.  6,  1913. 

0  the  Editor. 

Dear  Sir: — Note  the  enclosed 
correspondence  between  the 
Cordage  Trade  Journal  and  Dr. 
'ritz  Reichmann,  Superintendent 
f  Weights  and  Measures  for 
Jew  York  State,  lit  concerns 
,'hat  will  be  considered  short 
weight  under  the  weights  and 
reasures  law  of  New  York  State, 
f  binder  twine,  and  I  feel  quite 
ure  that  this  will  be  of  interest 
o  you.  Yours  very  truly, 

N.  T.  McGrane, 
President  D.  P.  Winne  Co. 

The  correspondence  referred  to 
Nil  probably  interest  every  re¬ 
ader  who  uses  twine  in  his  busi- 
less,  either  to  sell  again,  or  on 
lis  own  packages: — 


New  York,  December  16,  1912. 
Dr.  F.  Reichmann, 

Superintendent  of  Weights  and 
Measures,  Albany,  N.  Y. 

Dear  Sir : — Binder  twine  is  put  up 
by  manufacturers  in  bags  contain¬ 
ing  ten  balls  each.  Each  ball 
weighs  approximately  five  pounds, 
and  it  has  been  the  custom  of  the 
manufacturer  to  allow  about  two 
pounds  for  the  weight  of  the  bag 
and  the  lashings  around  it.  Manu¬ 
facturers  have  been  accustomed  to 
stencil  the  outside  of  the  bags  ^or 
bales  of  twine,  for  an  example,  “50 
lbs.  Standard  Binder  Twine.”  Will 
you  kindly  advise  us  whether  un¬ 
der  the  Brooks  Net  Container  Law, 
if  the  net  weight  of  the  ten  balls 
of  binder  twine  in  the  bag  or  bale 
is  fifty  pounds,  or  not  outside  of 
the“variation  of  4  per  cent,  allowed 
by  the  Department’s  scale  of  tol¬ 
erances,  the  stenciling  of  fifty 
pounds  on  the  bale  is  a  compliance 
with  the  Brooks  law  by  the  manu¬ 
facturer  and  also  by  the  merchants 
who  handle  the  twine  in  original 
bales  and  without  breaking  same? 

Of  course,  when  a  merchant 


breaks  a  bale  and  sells  several  balls 
of  the  twine,  our  understanding  is 
that  it  is  necessary  for  him  to  give 
the  net  weight  of  the  balls  that  he 
sells  in  a  smaller  package  than  the 
original  bag  containing  ten  balls, 
weighing  approximately  fifty  pounds 
net.  Is  it  necessary  for  the  mer¬ 
chant  who  breaks  the  bale  and  sells, 
say,  three  or  four  balls  to  a  farmer 
customer,  to  weight  each  ball  and 
tag  each  ball  individually  with  its 
weight? 

As  Section  17  states  “  *  *  *  the 
net  weight  of  the  contents  of  each 
container  or  a  statement  that  the 
specified  weight  includes  the  con¬ 
tainer,”  the  question  has  been  asked, 
whether  if  a  bale  of  binder  twine 
is  branded  “50  pounds  of  Binder 
Twine,  including  bag  and  lashings,” 
the  same  would  comply  with  the 
law.  Will  you  kindlv  advise  us  on 
this  point? 

Thanking  you  in  advance  for  your 
attention,  we  are, 

Yours  truly. 

Cordage  Trade  Journal. 

Dr.  Reichmann’s  reply  follows : — 
State  of  New  York 
Office  of 

Superintendent  of  Weights  and 
Measures. 

Albany,  N.  Y.,  December  23,  1912. 
Editor  “Cordage  Trade  Journal.” 

Yours  of  the  16th  inst.  has  just 
come  to  my  attention.  If  the  un¬ 
wrapped  balls  of  binder  twine  are 
put  up  in  a  package  marked  “50 
pounds  Standard  Binder  Twine,” 
and  there  is  contained  in  the  pack¬ 
age  fifty  pounds  of  binder  twine, 
within  the  allowable  variations,  it 
is  correctly  marked  under  the  pro¬ 
visions  of  Chapter  81  of  the  Laws 
of  1912.  This  is  in  reply  to  your 
first  inquiry. 


When  he  (the  dealer)  breaks  the 
package  and  sells  the  bare  balls  un¬ 
wrapped,  these  balls  do  not  have  to 
be  individually  marked,  but  a  sales 
slip  or  tag  or  ticket  must  be  given 
with  them  showing  how  much  is 
sold.  In  case  the  individual  balls 
are  wrapped,  then  they  must  be 
marked.  This  is  in  reply  to  your 
second  inquiry. 

A  ’  bundle  of  twine  which  is 
marked  “50  pounds  of  Binder 
Twine,  including  tags  and  lashings,” 
would  not  comply  with  Chapter  81 
of  the  Laws  of  1912,  because  Sec¬ 
tion  17  specifically  states  that  the 
tare  must  be  stated,  and  consequent¬ 
ly  under  that  provision  the  gross 
weight  must  be  specifically  stated 
and  the  tare  weight  specifically 
stated,  which,  of  course,  amounts 
to  the  same  thing  as  stating  the  net 
weight.  This  is  in  reply  to  your 
third  inquiry. 

Yours  very  truly, 

F.  Reichmann, 
Superintendent. 

*  *  * 

Adulterating  Coal. 

Tioga  Centre,  N.  Y., 

January  7,  1913. 

To  the  Editor. 

Dear  Sir: — In  this  day  of  pure 
food  laws  by  -the  hundred,  and 
all  sorts  of  prosecution's  for  adul¬ 
terations,  etc.,  have  coal  compan¬ 
ies  a  right  to  adulterate  or  mix 
their  goods?  For  instance,  when 
we  order  nut  it  is  about  25  per 
cent,  pea :  stove  is  about  25  per 
cent.  egg.  (We  don’t  get  any 
more  straight  goods  from  them. 
I  don’t  believe  they  have  any 
more  right  to  mix  their  goods,  as 
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they  are  doing,  than  the  grocery 
people  have,  but  I  suppose  if  we 
don’t  like  it  we  can  lump  it ;  take 
our  medicine. 

I  thought  I  would  mention  it 
to  you,  and  if  there  is  any  way  to 
stop  this  mixing  business  you  are 
the  people  that  can  make  them 
sit  up  and  take  notice. 

Yours  truly, 

Fred.  Martin. 

Food  adulterations)  are  punished 
under  a  special  law  passed  for 
that  purpose.  Without  such  a 
law  they  could  only  be  punished 
under  the  common  law  as  false 
pretenses  and  cheats — often  a 
very  hard  thing  to  do. 

The  same  thing  applies  to  coal 
adulterations.  Some  States  have 
special  laws  forbidding  them.  If 
there  is  no  such  law,  the  offense 
can  still  be  punished  as  a  false 
pretense  and  a  cheat.  If  you  or¬ 
der  a  certain  size  of  coal  and  pay 
for  a  certain  size,  you  can  always 
have  an  action  against  the  dealer, 
if  he  gives  you  something  inferi¬ 
or.  Since  the  fraud  in  the  coal 
case  would  be  perfectly  obvious, 
however,  the  best  way  to  protect 
yourself,  it  would  seem,  would  be 
to  reject  it  and  refuse  to  pay  the 
full  price  unless  they  deliver  what 
you  order.  A  very  good  plan 
would  be  to  wait  until  the  coal  is 
unloaded  and  in  your  cellar — this 
you  could  do  under  the  law — and 
then  if  it  proves  upon  examina¬ 
tion  to  be  adulterated  with 
smaller,  poorer  coal,  to  notify  the 
dealer  to  remove  it  on  that 
ground.  You  could  almost  al¬ 
ways  obtain  a  fair  settlement  in 
this  way. 

*  *  * 

Bluing  Bottles. 

Jamestown,  N.  Y.,  Jan.  6,  1913. 
To  the  Editor. 

Dear  Sir : — If  you  can,  will  you 
kindly  advise  me  where  bluing 
bottles  can  be  obtained  at  lowest 
prices. 

In  price-current  of  issue  of  De¬ 
cember  30,  1912,  on  page  26,  you 
quote  bluing  sold  at  $2.10  per 
gross.  As  I  prepare  bluing,  I 
would  like  to  find  where  to  get 
bottles  at  lowest  price. 

Thanking  you  in  advance,  I  beg 
to  remain, 

Yours  respectfully, 

C.  Wm.  Johnson. 

The  Diamond  Bottle  Exchange, 
1841  North  10th  street,  Philadel¬ 
phia,  make  bluing  bottles. 


A  few  Florida  peas  are  coming 
forward,  but  the  quality  is  not 
very  good.  Prices  range  from 
$2.50  to  $3  and  the  demand  is 
light. 


New  York,  January  9,  1913. 

Another  blow  at  the  middleman 
has  been  struck.  That  is  the  way 
in  which  those  who  are  directly 
interested  in  the  matter  speak  of 
the  organization  this  week  of  the 
Society  of  Restaurateurs.  The 
society  includes  a  formidable  list 
of  the  men  who  own  the  promi¬ 
nent  restaurants. 

The  organizers  'said  that  the 
purpose  is  to  eliminate  the  mid- 
dlemn  in  buying  food  for  the  res¬ 
taurants.  Thomas  Healy,  who 
was  elected  president,  said  that 
the  restaurants  are  paying  alto¬ 
gether  too  much  profits  to  the 
middleman  when  they  should  not 
pay  him  a  cent. 

In  furtherance  of  the  purpose 
of  cutting  the  ground  from  under 
the  middleman  negotiations  were 
at  once  opened  with  Ithe  hotel 
men’s  association  in  this  city  and 
it  is  said  that  assurances  have  al¬ 
ready  been  given  of  united  action 
on  the  part  of  the  two  associa¬ 
tions. 

While  the  officers  and  members 
of  the  new  association  disclaimed 
any  purpose  except  to  fight  the 
wicked  middleman,  your  corre¬ 
spondent  heard  of  one  or  two 
other  matters  that  may  receive 
attention.  There  is  a  labor  “un¬ 
rest”  among  the  employees,  in¬ 
cluding  the  waiters  and  kitchen 
help  in  hotels  and  restaurants, 
with  small  strikes  here  and  there, 
and  some  fear  tof  more  serious 
strikes  later.  An  association  of 
the  proprietors  may  find  its  hands 
full  for  a  little  while,  looking  after 
strikes  without  seeking  a  fight 
with  middlemen. 

Then  there  are  questions  of 
maintaining  prices  to  which  at¬ 
tention  may  possibly  be  given  in 
such  a  way  as  not  to  raise  any 
trouble  under  the  laws  as  to  the 
restraint  of  trade. 

Other  economies  besides  a  pos¬ 
sible  saving  in  the  purchase  of 
food  are  also  possible.  The  new 
association  includes  the  proprie¬ 
tors  of  a  number  of  Broadway 
restaurants  in  some  of  which,  of 
late,  food  has  been  taking  a 
subordinate  place,  for  the  cabaret 


has  become  the  thing,  instead  of 
the  food.  People  go  to  these  res¬ 
taurants  chiefly  to  see  the  show 
and  to  be  seen.  When  they  want 
really  to  get  something  to  eat 
they  are  quite  likely  to  go  some¬ 
where  else,  away  from  the  orches¬ 
tras  and  the  cabaret  singers  and 
dancers. 

So  there  may  be  some  idea  of 
economizing  in  cabaret  expenses 
which  in  some  instances  are  said 
to  exceed  the  cost  of  the  food  to 
the  house. 

Retail  grocers  are  not  much  in¬ 
terested,  as  most  of  these  restau¬ 
rants  and  hotels  have  been  buying 
as  much  as  possible  from  brokers, 
jobbers  land  manufacturers.  In 
fact,  they  have  been  always  get¬ 
ting  wholesale  prices  on  a  large 
part  of  the  purchases.  This  sav¬ 
ing  does  not  always  go  altogether 
to  the  benefit  of  the  proprietor,  as 
stewards  are  known  to  get  re¬ 
bates  in  various  ways,  although 
there  is  now  a  law  against  such 
rebates. 

Mr.  Healy  outlines  a  plan  for 
having  each  member  of  the  new 
society  take  stock  to  the  amount 
of  $5,000.  With  1,000  members 
he  figures  that  the  co-operative 
buying  concern  will  start  out 
happily  with  a  capital  of  $1,000,- 
000.  Then  it  will  Supply  the 
members  with  their  food  and 
liquid  supplies  at  reduced  prices 
and  still  make  a  profit  which  will 
be  divided  up  among  the  share¬ 
holders. 

All  this  has  the  familiar  sound 
of  various  enterprises  launched 
from  time  to  time,  but  there  will 
be  interest  to  see  the  outcome  in 
the  case  of  a  body  of  men  so  keen 
and  resourceful  as  the  proprietors 
of  New  York’s  restaurants. 

*  *  * 

Wiley  &  Butler,  the  West  Side 
brokers,  have  taken  as  a  partner 
J.  M.  Kenny,  who  resigned  a  po¬ 
sition  with  J.  M.  McNiece  &  Co. 
in  order  to  enter  the  former  firm. 
*  *  * 

A  new  company  has  been  incor¬ 
porated  with  a  capital  stock  of 
$125,000  to  enter  the  lemon  im¬ 
porting  business.  The  new  cor¬ 
poration,  to  be  known  as  the 
Lemon  Importing  Co.,  has  offices 


at  204  Franklin  street.  It  is 
composed  of  a  number  of  active 
importers  of  wide  experience. 
They  hope  by  combining  their 
efforts  to  put  the  business  on  a 
more  satisfactory  basis  than  has 
been  the  case  of  late.  They  will 
especially  try  to  get  lemons 
shipped  in  such  a  way  that  they 
will  arrive  in  proper  condition  to 
get  full  market  prices.  N.  Cuneo 
is  the  president;  P.  Lauricella, 
secretary. 

*  *  * 

Other  new  incorporations  in¬ 
clude  : — 

The  Oppenheim  &  McEwan 
Co.,  Albany,  N.  Y.,  to  deal  in 
teas,  coffees  and  spices;  capital 
stock,  $100,000;  incorporators,  G. 
L.  Oppenheim,  S.  L.  Oppenheim, 
W.  S.  McEwan,  Albany. 

The  Burch-Kane  Co.,  New 
York,  to  deal  in  starch,  glue,  gel¬ 
atine,  etc.;  capital  stock,  $40,000; 
incorporators,  L.  R.  Burch,  T.  E. 
Anderson,  Jr.,  E.  E.  Holmes,  all 
of  New  York. 

*  *  * 

In  the  coffee  trade  reports  and 
denials  are  heard  of  an  alleged  ar¬ 
rangement  under  which  the  val¬ 
orization  coffee  now  in  this  city 
is  to  be  sold  in  the  open  market, 
or  by  auction,  and  in  return  the 
Government  is  to  discontinue  its 
suit  against  the  so-called  trust. 

While  the  exact  facts  have  not 
been  made  known  there  seems  to 
be  a  general  opinion  that  the  920,- 
000  bags  of  valorization  coffee, 
valued  at  $18,500,000,  now  held  in 
this  city,  will  soon  be  disposed  of 
by  'the  present  holders.  It  is 
also  supposed  by  many  that  the 
Government’s  suit  is  not  to  be 
pushed. 

Herman  Sielcken,  the  Ameri¬ 
can  representative  of  the  valoriza¬ 
tion  bankers’  committee,  sailed 
this  week  for  London.  He  re¬ 
fused  to  make  any  definite  state¬ 
ments  about  the  situation. 

Some  of  the  brokers  say  that  in 
whatever  way  the  fsale  of  the 
valorization  coffee  in  this  city  is 
conducted  the  big  operators  are 
likely  to  get  most  of  it  as  they 
did  last  year.  It  is  reasoned  that 
the  smaller  distributors  and  the 
roasters  have  not  the  facilities  to 
bid  against  the  big  operators  who 
will  be  on  hand  to  see  that  the 
stocks  are  not  sold  at  any  sacri¬ 
fice. 

*  *  * 

A  new  bill  was  introduced  this 
week  at  Albany  to  bar  child  labor 
in  the  factories  of  this  State.  It 
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■  line  of  Youth#  Shoes  for  everyday  A 
ringing  m  price  f.ir  II. 25  up  to  II 

9W  |if.  sue*  *  to  12 
•die*  Shoes  lined  |1  24  value  >1  li 
his  salo.  • 

Leather  Bout*  ?19-<  per  pa.r  Tlir-f 
Quality  boot*  but  the  price  if  made 
«  as  iv*  *re  closing  them  out. 


Pure  Linseed  Oil 
22-short  Cartridges 
SI  23  e«tra  large  Clothe*  Bis 
9Mc  fair  »ue  ■  lothe*  boskets 
Lull  and  Porter  linen  ■ 
'l-gel.  chums 
4  gal  churns 
7  g*l.  churn*  . 

4  in.  Stose  Pipe  per  Joint 
5-in.  Stose  Pipe 
5*m  Stose  Pit* 
b  in  stove  pipe 

4  m  Clb<>*>* 

5- in.  elbosi 
r.|  m  elbow* 

C  m  elt-ow* 

5  to  6  m  reducers 
G  In  7  in  reducer* 

Skate* 

Door  ioi'K*  with  out  knob* 
Knob* 

Brass  Fount  Lantern* 

6  in  Monkey  wrenches 
i*-m  monk*)-  wrenches 
10  m  monkey  wrenehe* 


Tne  above  5  article*  are 
tend  to  cluia  these  lines  o 
handling  anything  hut  H 

2- -|L  short  handle  dippers 

3- «l  *hort  handle  ilippvr* 
gi  tin  cup# 

5  eal.  Oil  Can* 
ml i or  plaied  auaaY  shells 
Ark  to  see  them  a*  tin* 
silver  plated  soger  shell. 


Hemp  Carpet 
Hemp  stair  carpet 
Iliyjnn  stair  carpel 
Cramle  stair  cariiet 


Roe  carpet  24.  '■*  and  **» 

Jute  Fibre  carpet  wears  astra  well 

China  matting .  9c  yd  anc 

25e  Domestic  rag  carpel  for  atalrsiaya 
spinal  thi#  sale  > 

We  *l*o  have  several  remnant*  in  carp 
to  11  yard*  in  a  piece  to  go  at  6c  yd.  I. 
and  23c  yd  according  to  quality. 

91  *2  A* minster  Rub 
9*12  Jut*  Fibre  Rug 
Os |2  Union  Art  square  Rugs 
I  men  Window  Blind# 

•"oper  window  blind* 

2 5*  bottle*  of  liquid  veneer  for  M" 
furniture 


tiinaham  * 

23c  10  4  Unbleached  sheeting 
23*  12  in.  Pillow  tubing 
-  2 lie  10  4  Bleached  sheeting  at 


tilers  for  Oysters  during 
Xmas  as  our  stuck  will  be 
we  will  give  you  olid 
handle  Lstra  Selects  and 


Standards. 


Fmpty  Candy  Bucket* 


Buy  aa  a  Xmai  pr< 
friend  a  2  or  3  hole  f 
Stoves  as  at  me  Ini 
very  cheap  and  arc  o 


I  in.  .ins  Corn  Beef 
llahbill  Snap  *  cakes  for 
Granulated  sugar  . 

1776  soap  powder  2  tor 
Dried  Corn 
Soup  Beane 
Lima  Beans 
New  Buck w hail 
New  Mackerel 
Small  Prune* 

Medium  ailed  prunes 
Largest  site  prune* 
Medium  sited  peaches 
Large  aired  peaches  i 
Cocosnuts  • 

Mb.  Pkg.  Current* 

I -lb.  pkg.  rasln*  eeeded 
4-lb.  con  chip  bwef. 
l-mq  World  Matches. 
Smith  Bros.  Cough  drop# 
Stick  candy. . 

Vaealeno . . 


Caa  lar 

1‘olarin*  Automobile  Oil 
Scoop  Shovel*.  f 

Kiss  seed  meal  ground  which  conti 

A  14  73  10  pure  Chamber  set  will  go  i 
This  .1  a  rare  bargain  and  la  made 
load  our  alock  which  I*  very  heavy 


.  nice  decorated  Lamp  miseinn  •* v t 
>iev  high  *123  value  tu  go  »t  ASc  each 
e  the  York  Sweeping  Compound  wh 
greatest  thing  yet  invented  for  yon 
i  may  a  weep  your  carpel  ptrlrctly  . 
I  Ilavc  no  dust  Dying  around  while  .1 
Price  ol.ly  3c  p. 


Pants. 

Bora  99*  Cord  PonU 
Uoyt  4«c  Cord  Pant# 
Men's  II. 73  all  wool 
Tnea*  pan:*  will  h 
either  Sunday  or  evei 
rheih. 


lOrHsir  Na  s 
A-  llair  Nets. 

2ic  Kuching 
9-  Percale  wrappers 
vn v  Flannel  I  a  tie  w-spp>r> 
ll.9v  -  day  Clock* 


Fell  Boot. . 

Misses  2  buckle  high  arclirt 
Child*  2  hurkle  high  arctic* 
Men's  4  buckle  high  srctic* 
Mao'*  4  burkl#  high  areiica  b 
Men'#  Cloth  top  over* 

Men'*  1  burkl*  arctica 
Boy's  1  buckle  IfCtMl 
Ladle*  I  buckle  arclie* 

Men'*  plain  overs 
Wumvn*  ptaln  over* 
Womtnsalorinovafa 
Child*  gum  boot# 

Men'#  gum  boot*  . 


Self  ejeeur  amgl.  bbl.  gun#  FkW 

f)  7»  22  caliber  r.ltc  *  " 

*2.23  22  caliber  Steven*  rill*  - 

Light  load  black  powder  gun  •hell#  **e 

Heavy  Inad  black  powder  gun  shall*  41* 
t  .m  usd  amokelcaa  powder  gun  abulia  me 
Heavy  load  amokelcaa  powder  gon  shell*  60c 
W*  also  handle  a  full  line  of  10  and  IG  gauge 
Hack  amokvlcaa  powder  gun  ehell*. 


<*ls  39c  value  to  go 
he**  are  brand  new 
jn  It  road#  Just  to  get 
hat  department 


Potato  Chips 

7  pkt  Georgia  Beauty  tobacco 
Nice  large  lemon*. 


;  aimed  especially  at  the  canner- 
»s  and  at  factory  labor  in  tene- 
nents,  by  contract  or  otherwise. 
The  bill  was  drafted  in  accord- 
nce  with  the  recommendations 
if  the  commission  which  has 
leen  investigating  the  canneries 
.nd  tenement  labor.  It  will  be 
emembered  that  the  detectives 
imployed  by  the  commission  re- 
lorted  that  children  four  and  five 
rears  of  age  were  found  in  such 
>ccupations  as  snipping  beans  in 
he  canneries. 

The  bill  is  so  drawn  that  all 
vork  done  for  factories,  whether 
n  sheds  or  other  buildings,  or 
;ven  out  doors,  shall  be  consid¬ 
ered  factory  work.  Under  the 
present  law  the  attorney-general 
ruled  that  sheds  used  by  the  can- 
tiers  are  not  factories. 

The  proposed  bill  is  stringent 
in  another  respect,  too.  It  aims 
to  shut  out  the  employment  of 
young  children  on  contract  work 
sent  out  from  factories. 

The  bill  prohibits  the  employ¬ 
ment  of  children  under  14  years 
of  age  in  any  such  work,  either 
in  canneries  or  other  factories, 
sheds,  out-doors  or  in  tenements. 

The  legislative  leaders  say  that 
the  bill  will  be  pressed  for  pas¬ 
sage.  It  is  said  that  the  labor 
unions  will  demand  fits  enact¬ 
ment. 

The  canners  emphatically  de¬ 
nied  the  charges  made  against 
them  by  the  detectives  employed 
by  the  commission  back  of  the 

bill. 

*  *  * 

Announcement  was  made  by 
the  three  justices  of  the  Court  of 
Special  Sessions  this  week  that 
in  the  future  prison  sentences 
will  be  imposed  on  all  pushcart 
peddlers  convicted  of  selling  food 
at  short  weight. 

In  the  numerous  cases  which 
the  Bureau  of  Weights  and 
Measures  has  been  bringing  into 
court  fines  have  been  the  usual 
penalty  and  prison  sentences  have 
been  imposed  only  on  flagrant  of¬ 
fenders. 

In  the  trial  of  Andrew  Paoli 
Wednesday,  on  the  charge  of 
selling  vegetables  in  short  meas¬ 
ures,  his  counsel  pleaded  that  the 
man  had  only  done  what  all  the 
other  peddlers  are  doing;  in  fact, 
that  he  was  only  doing  what  is  a 
trade  custom. 

The  justices  became  indignant 
and  after  consultation  said  that 
they  believed  what  the  counsel 
said  was  true  and  that  it  does 


seem  to  be  a  general  practice 
among  these  peddlers  to  sell  at 
short  weight.  To  break  up  such 
a  practice,  they  agreed  that  the 
prison  sentences  shall  be  uni¬ 
formly  imposed. 


The  trade  was  interested  in  the 
annual  report  of  the  National 
Canners’  Association  showing 


that  1912  broke  all  records  in  the 
pack  of  tomatoes  and  peas,  while 
corn  fell  off  somewhat  'as  com¬ 
pared  with  the  pack  of  the  pre¬ 
ceding  year. 


Wholesalers  are  discussing 
among  themselves  the  possible 
effects  on  the  food  trade  of  the 
“cotton  corner”  decision.  If  a 
corner  in  cotton  is  illegal  it  seems 


reasonable  to  most  of  those  who 
are  considering  the  subject  that  a 
corner  in  any  staple  article  of 
food  is  equally  against  the  law. 
However,  most  wholesalers  say 
that  there  have  been  few  real  cor¬ 
ners  in  food  staples  in  recent 
years. 

Others  think  that  there  are 
some  kinds  of  speculative  activity 

(Continued  on  page  14.) 


Messrs.  C.  E.  Engel  &  Co.,  gen¬ 
eral  storekeepers  of  Union 
Bridge,  Md.,  send  me  a  large 
mailing  card  which  they  used  to 
advertise  a  special  sale  in  (No¬ 
vember.  It  is  so  large  that  they 
had  to  put  2  cents  postage  on  it 
to  get  it  through  the  mails.  The 
original  measured  li  x  9^2  inches 
and  was  printed  the  long  way. 
Here  is  the  reduced  reproduction  : 


very  good  logic.  In  other  words 
rub  in  the  strong  points  of  your 
selling  proposition  just  as  sharply 
as  you  can.  In  this  circular  of 
Engel  &  Co’s.  I  should  have  plas¬ 
tered  a  bold  head  across  the  top 
“Unprecedented  Special  Sale,”  or 
something  better,  to  make  it  plain 
that  everything  advertised  on  the 
card  was  special  in  some  way. 
Isn’t  it  remarkable  how  such  fun- 


Ij  Sale  begins 
2  November  6 

| 

\  |  bu  -a.k  pur# 

SAbaolulHv  1-04*  ground  pep 
25- lb.  I.r.l  cans 


C.  E.  Engel  &  Co., 

U-ion  Bridge  and  New  Windsor,  Md. 


Sale  ends 
November  16 


V7 r..  ...  <Mld.cn  *• 
■  rail**  1st  and  cheapest  grade  has 
Chen,  wood  handies  and  sell*  at  6<  fo’  a 
knife  and  fork  thf  Lest  *r*d*  have  bone  hen 
fur  knife  and  fork. 


SO*  All  blue  or  hit-bore  slr.pu.1 

without  bio  overall* 

Men  s  32  40  Shlppcnsburg  line  ribbed 


I  wonder  whether  Engel  &  Co. 
realize  that  they  have  nowhere 
told  anybody,  except  by  inference, 
that  this  was  a  special  sale.  One 
of  the  cleverest,  most  successful 
advertisers  I  ever  knew  always 
had  before  him  as  a  maxim  “leave 
little  or  nothing  to  the  imagina¬ 
tion.”  That  in  my  judgment  is 


of  these  paragraphs  ought  to  have 
had  headings ;  the  thing  looks 
very  uninteresting  now,  largely 
because  the  expanse  of  type  of 
the  ’same  color  has  not  been 
broken  up  by  bolder  headlines. 
This  circular  could  have  been 
made  much  more  likely  to  be  read 
and  to  get  results  by  being  ar¬ 
ranged  a  little  more  analytically. 
First  comes  salt  and  pepper,  then 
sausage  machines,  various  dry 
goods,  oysters,  oil  stoves,  trousers 
and  overalls,  guns,  hats,  various 
hardware,  more  hardware,  lamps, 
boots  and  shoes,  carpefts,  more 
groceries,  tobacco,  more  hard¬ 
ware,  more  dry  goods,  and  so  on. 
All  groceries  should  have  been 
listed  together,  all  hardware  and 
all  dry  goods,  and  everything 
should  have  had  an  appropriate 
heading.  This  circular  could  be 
rewritten,  properly  headed  with 
something  about  a  special  sale, 
arranged  differently  as  to  body 
with  catchy  sub-headings,  and 
you  wouldn’t  know  it.  I  would 
be  willing  to  wager  that  its 
chances  of  getting  results  would 
at  least  be  doubled. 


damentals  as  this  can  be  over¬ 
looked  ? 

*  *  * 

Outside  of  the  fact  that  no  ef¬ 
fort  has  been  made  to  exploit  this 
as  a  special  sale,  there  is  very 
little  else  to  criticise,  for  it  is 
merely  a  price-list,  with  almost 
no  reading  matter  whatever.  All 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  *  advertising  idea*  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


l4 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no 
change  for  the  week.  The  de¬ 
mand  is  light  as  yet,  although 
holders  hope  it  will  improve  later 
in  the  month.  Prices  are  well 
maintained,  considering  the  dull¬ 
ness,  and  this  is  due  to  the  lack 
of  any  surplus. 

Coffee 

The  general  feeling  in  the  cof¬ 
fee  market,  meaning  particularly 
Rio  and  Santos,  is  one  of  uncer¬ 
tainty  and  weakness,  although 
there  has  been  no  actual  decline 
during  the  week,  and  options 
even  showed  some  signs  of  firm¬ 
ness.  The  feeling  is  that  the  pro¬ 
jected  sale  of  the  valorization 
coffee,  nearly  1,000,000  bags  of 
Rio  and  Santos,  may  cause  some¬ 
thing  of  a  slump  if  allowed  to 
come  unprotected  on  the  market. 
The  current  demand  for  Brazil 
coffee  is  light.  Milds  are  un¬ 
changed  and  quiet,  prices  steadily 
maintained.  Java  and  Mocha 
dull  at  ruling  prices. 

Sugar. 

The  sugar  market  has  gone  to 
pieces  during  the  week,  as  it  was 
repeatedly  predicted  it  would  do 
early  in  the  year.  Raws  have  sold 
for  January  delivery  at  a  sub¬ 
stantial  fraction  off,  and  all  re¬ 
finers  have  dropped  their  prices, 
led  by  the  Federal,  who  led  off. 
At  the  present  writing  the  Fed¬ 
eral  and  Arbuckle  Bros,  are  quot¬ 
ing  4.65  cents  for  granulated  and 
the  other  refiners  are  quoting 
4.70,  a  drop  of  25  and  20  points 
respectively.  There  is  still  some 
beet  granulated  sugar  about  at 
4.55,  and  altogether  the  market  is 
considerably  demoralized.  At 
present  quotations  for  raws,  re¬ 
fined  sugar  would  not  be  unduly 
low  at  4.35,  and  it  seems  almost 
certain  to*  go  to  4.50  for  granu¬ 
lated  at  least.  The  consumptive 
demand  for  sugar  is  fair. 

Fish. 

Mackerel  is  still  dull  and  un¬ 
changed  from  a  week  ago.  The 
demand  has  certainly  shown  no 
signs  of  awakening  as  yet.  Cod, 
hake  and  haddock  have  been  very 
dull  during  the  warm  weather, 
but  should  improve  from  now  on. 
Prices  are  steady.  All  grades  of 
salmon  are  quiet  at  ruling  prices. 


Domestic  sardines  are  dull  with¬ 
out  change;  imported  sardines 
firm  through  scarcity. 

Syrup  and  Molasses. 

Glucose  is  unchanged.  Com¬ 
pound  syrup  in  light  demand, 
owing  to  the  weather,  and  un¬ 
changed  in  price.  Sugar  syrup 
moderately  active  for  manufac¬ 
turing  purposes,  and  unchanged 
in  price.  Molasses  quiet  and  un¬ 
changed. 

Canned  Goods. 

Spot  tomatoes  are  unchanged 
and  dull.  The  price  quoted  before 
the  big  pack  figures  came  out  is 
still  held  steadily,  apparently  be¬ 
cause  the  supply  of  tomatoes  in 
first  hands  seems  small.  Corn  is 
dull  and  inclined  to  be  weak,  in 
spite  of  the  1912  pack  figures, 
which  shows  falling  of  as  com¬ 
pared  with  1911.  Peas  have  been 
the  greatest  surprise,  particularly 
to  holders  who  paid  high  prices — 
and  almost  all  did— for  standard 
grades.  The  fact  that  the  1912 
pack  was  greatly  in  excess  of 
1911  has  greatly  depressed  the 
market  for  standard  grades  and 
almost  all  holders  stand  to  lose. 
Apples  are  unchanged  and  dull. 
California  canned  goods  are  quiet 
at  ruling  prices.  Small  staple 
Eastern  canned  goods  are  in  sea¬ 
sonable  demand  at  unchanged 
prices. 

Dried  Fruitc. 

Prunes  are  exceedingly  dull, 
owing  to  the  warm  weather,  but 
will  probably  improve  from  now 
on.  Peaches  and  apricots  are  still 
steady  to  firm,  but  quiet  as  to  de¬ 
mand.  Raisins  are  nominally  un¬ 
changed  on  the  coast,  but  some 
Eastern  second  hands  have 
offered  fancy  goods  very  cheap 
during  the  week,  and  the  feeling 
is  not  strong.  Currants  and  other 
dried  fruits  are  quiet  and  un¬ 
changed. 

Beam  and  Peaa. 

The  'demand  for  beans  of  all 
kinds  has  been  light  owing  to  the 
warm  weather,  and  prices  on  all 
grades  are  unchanged.  This  in¬ 
cludes  California  limas.  Green 
and  Scotch  peas  are  unchanged 
and  dull. 

Butter. 

The  market  for  all  table  grades 
of  butter  is  firm  and  prices  are 


unchanged,  with  a  good  consump¬ 
tive  demand.  Under  grades  are 
more  plenty  and  drag  a  little. 
The  quality  of  the  butter  arriving 
shows,  a  good  average  for  the  sea¬ 
son.  The  market  is  healthy  and 
no  radical  change  is  looked  for. 

Eggs. 

The  receipts  of  fresh  eggs  are 
increasing  somewhat  and  the 
market  keeps  cleaned  up  each 
day.  Prices  Remain  about  the 
same  as  a  week  ago,  and  the  aver¬ 
age  quality  is  good.  A  fair  con¬ 
sumptive  demand  is  reported. 
Stocks  of  storage  'eggs  are  still 
very  large  and  the  market  dull. 
The  finest  storage  eggs  are  now 
quoted  in  a  jobbing  way  at  24 
cents. 

Cheese. 

Stocks  of  cheese  are  reported 
light,  with  a  moderate  consump¬ 
tive  demand.  The  market  is 

steady  and  unchanged  for  all 

grades. 

Provisions. 

The  market  for  everything  in 
smoked  meats  is  steady  and  un¬ 
changed,  with  a  'seasonable  con¬ 
sumptive  demand.  Pure  lard  is 
steady  at  a  decline  of  *4  cent  and 
compound  lard  at  a  decline  of 
cent.  This  is  the  season  for 

cheap  lard,  but  opinions  differ  as 
to  whether  lard  is  already  cheap. 
Dried  beef,  barrel  pork  and 

canned  meats  are  steady  with  a 
moderate  demand.  Prices  are  un¬ 
changed,  except  corn  and  roasted 
beef,  which  advanced  10  per  cent., 
with  another  advance  in  sight. 


MARKET  NOTES. 

Florida  tomatoes  'are  coming 
right  along,  and  those  which  are 
ripened  after  they  get  here  pre¬ 
sent  a  very  good  appearance. 
The  flavor,  however,  is  usually 
lacking.  Price  ranges  from  $2  to 
$2.50  per  crate,  and  the  demand 
is  fair. 

Florida  grapefruit  refuse  to 
climb  very  high — 2.50  to  $3  per 
crate.  The  demand  is  moderate. 

Florida  oranges  bring  as  high 
as  $3  to  $3.50,  if  they  are  fancy. 
Ordinary  stock  bring  from  $2  to 
$2.50.  Much  of  the  receipts  are 


coming  in  bad  shape.  The  de¬ 
mand  is  fair. 

Florida  squash  meets  with  slow 
sale  in  Northern  markets.  Prices 
are  low — $1.50  to  $2  per  crate. 

Florida  beans  of  good  quality 
are  in  market,  and  range  from  $2 
to  $2.50;  demand  good. 

Florida  eggplants  are  worth  $2 
to  $2.25,  and  the  quality  is  good. 
Demand  is  fair. 

Florida  strawberries  are  plenti¬ 
ful  and  cheap — 30  to  35  cents 
buys  some  very  good  berries. 

THE  NEW  YORK  LETTER 
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in  various  lines  that  may  feel  the 
effect  of  the  decision. 

*  *  * 

An  interesting  decision  was 
rendered  by  one  of  the  Special 
Sessions  Courts  during  the  week. 
The  court  decided  that  it  is  not  a 
crime  to  refill  empty  catsup  bot¬ 
tles,  jelly  jars  and  pickle  contain¬ 
ers,  so  long  as  they  are  not  of¬ 
fered  for  sale.  The  decision  was 
upon  the  case  of  Joseph  Polinsky, 
a  restaurant  keeper  at  No.  638 
Sixth  avenue,  who  was  accused 
by  investigators  for  a  large  manu¬ 
facturer  of  refilling  the  manufac¬ 
turer’s  bottles  with  an  alleged  in¬ 
ferior  grade  of  catsup  which  he 
used  in  the  restaurant. 

The  complaint  was  drawn  un¬ 
der  'the  trade-mark  law,  which 
prevents  the  selling  of  an  article 
of  merchandise  under  the  label  of 
another  article.  Polinsky  practi¬ 
cally  admitted  refilling  the  bottles 
in  his  place,  but  declared  that  he 
had  never  attempted  to  sell  any 
of  the  refilled  bottles.  Counsel 
for  the  manufacturer  said  that 
the  purchaser  of  a  meal  in  the  i 
restaurant  paid  for  the  condiment 
he  used  and  therefore  the  proprie¬ 
tor  of  the  place  sold  it. 

“If  what  you  claim  is  true,” 
Justice  Mclnerney  said  to  the 
lawyer,  “every  housewife  would 
be  guilty  of  a  misdemeanor  in 
re-using  your  bottles  which  they 
buy  with  your  goods.  The  court 
does  not  agree  with  you,  and  the 
defendant  is  discharged.” 

Counsel  for  the  manufacturer 
declared  that  an  appeal  would  be 
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ade  to  the  Legislature  to  amend 
le  law  so  as  to  prevent  the  re- 
lling  of  bottles  bearing  trade- 
iark  labels  under  any  circum- 
ances. 

*  *  * 

Assemblyman  Sullivan,  of 
lunkirk,  has  just  introduced  in 
le  Legislature  a  most  unique  bill 
lserting  in  the  agricultural  law 
new  section  (282)  providing  for 
ie  licensing  of  commission 
lerchants  doing  business  in  farm 
roduce.  All  persons,  firms  and 
arporations  receiving  farm  pro- 
uce  for  sale  on  commission  must 
pply  to  the  Commissioner  of  Ag- 
iculture  by  June  1st  of  each  year 
Dr  a  license.  The  application 
rust  state  the  kind  of  produce  to 
e  handled  and  the  principal 
lace  where  the  business  is  to  be 
arried  on,  'together  with  such 
ther  facts  as  the  Commissioner 
hall  prescribe.  The  fee  for  each 
nnual  license  is  fixed  at  $5,  and 
a  addition  a  bond  of  $5,000,  ap- 
iroved  by  the  Commissioner  of 
Agriculture,  must  be  filed  by  the 
icensee  to  secure  payment  of  all 
urns  owing  to  persons  within  the 
itate  consigning  farm  produce  to 
he  merchant  for  sale  on  connnis- 
ion.  Any  such  consignor  of 
;oods  may  maintain  an  action 
ipon  the  bond.  Any  violation  of 
hese  provisions,  including  the 
loing  of  such  commission  busi- 
less  without  a  license,  after  June 
,  1913,  is  made  a  misdemeanor. 
*  *  * 

The  New  York  Retail  Grocers’ 
Association  had  a  gala  time 
/Veanesday  night  of  this  week 
vhen  it  gave  its  first  smoker  of 
he  season  in  the  Broadway  Cen- 
ral  Hotel  and  at  the  same  time 
nstalled  its  new  officers,  inciud- 
ng  President  John  Steeneck,  who 
vas  unanimously  chosen  to  suc- 
:eed  the  retiring  president, 
jeorge  Stadtlander.  A  fine 
vaudeville  programme  was  pre¬ 
sented  during  the  evening. 

Summarized  Market  Con¬ 
ditions. 

Spot  coffee,  both  Brazils  and 
nild  grades,  have  a  firm  tone, 
rrade  is  quiet,  however.  The  in- 
serior  demand  continues  of  a 
land-to-mouth  character.  Most 
}f  the  activity,  such  as  there  is,  is 
if  a  jobbing  character.  First 
hands  find  conditions  dull,  as  has 
been  the  case  for  some  time. 

In  the  tea  trade  there  is  the 
usual  demand  of  this  season  of 


the  year  for  the  regular  lines  of 
both  blacks  and  greens,  but  there 
is  no  special  feature  to  the  mar¬ 
ket.  Nothing  beyond  the  routine 
buying  is  expected  until  the 
question  as  to  the  Read  tea  test 
is  definitely  settled. 

Although  raw  sugar  has  been 
declining,  refined  sugar  is  steady 
on  the  basis  of  4.70  cents  for 
standard  granulated  except  that 
the  Federal  and  Arbuckles  are  5 
points  lower.  The  business  is 
only  moderate.  The  tariff  uncer¬ 
tainty  keeps  the  refiners  and  the 
large  distributors  in  a  bautious 
mood. 

In  canned  tomatoes  conditions 
seem  a  little  easier.  There  are 
reports  of  two  or  three  packers 
being  willing  to  accept  77*/ 2  cents 
for  standard  Maryland  No.  3s. 
Leading  packers  say,  however, 
that  it  is  hard  to  locate  a  seller 
willing  to  take  even  80  cents  for 
No.  3s  that  are  really  up  to  the 
standard  and  that  most  of  the 
packers  are  unwilling  to  sell  be¬ 
low  82V2  cents.  Even  at  the  bot¬ 
tom  figures,  however,  buyers  do 
not  seem  inclined  to  make  any 
purchases  at  present  so  business 
continues  quiet.  Standard  packed 
corn  is  dull  and  easy.  State 
fancy  corn  seems  to  be  in  small 
compass  and  is  firm.  The  sup¬ 
plies  of  the  cheaper  grades  of 
canned  peas  are  so  large  that 
prices  are  shaded  a  little.  Not 
much  business  is  being  done  in 
any  grades  of  peas,  however. 
Other  staples  in  canned  goods 
are  quiet. 

Canned  fruits  of  all  kinds  con¬ 
tinue  fairly  firm,  although  little 
business  is  being  done.  The  hold¬ 
ers  are  not  urging  sales,  being 
content  to  await  the  spring  de¬ 
mand. 

Most  of  the  activity  in  dried 
fruits  is  in  the  larger  sizes  of 
prunes.  The  spot  stocks  of  these 
sizes  are  being  depleted,  it  is  said, 
and  it  is  observed  that  the  ten¬ 
dency  of  prices  is  slightly  up¬ 
ward.  Outside  of  these  sizes,  the 
demand  is  slow;  yet  holders  are 
firm  in  their  belief  that  the  early 
part  of  the  spring  will  bring  re¬ 
newed  activity.  Apricots  are  dull 
but  firm ;  peaches  are  easy  in 
tone.  California  raisins  are  quiet 
but  steady.  Currants  are  in  light 
demand.  A  fair  business  is  re¬ 
ported  in  dates.  Figs  are  easy  in 
tone. 

The  butter  market  is  quiet,  with 
prices  fairly  steady  for  top 


grades.  The  quality  of  fresh 
creamery  has  been  improving  and 
buyers  are  getting  more  particu¬ 
lar  in  their  requirements.  The 
average  lots  of  fresh  'creamery 
extras  are  bringing  36  cents,  al¬ 
though  a  fraction  more  is  paid  for 
lots  scoring  especially  high.  In 
the  lower  grades  the  market  is 
dull  with  some  irregularity  in 
prices.  The  firsts  range  from  32 
to  35  cents.  The  best  grades  of 
held  butter  range  from  32  to  34 
cents.  There  is  accumulation  of 
grades  from  29  to  32'  cents,  with 
difficulty  in  moving  them.  Pro¬ 
cess  butter  ranges  from  22  to  27 
cents  and  is  quiet. 

The  activity  of  the  speculative 
element  has  sent  fresh  Western 
eggs  a  little  higher  in  the  last  day 
or  two.  The  best  grades  of  the 
Western  eggs  bring  from  27  to 
30  cents.  The  held  eggs  are  ir¬ 
regular,  ranging  from  21  to  24 
cents  for  the  best  grades'.  Slight 
improvement  is  shown  in  the  de¬ 
mand  for  the  best  grades  of  re¬ 
frigerator  eggs,  which  are  selling 
at  19  to  21  cents.  The  fancy 
grades  of  nearby  eggs  are  not 
bringing  as  high  prices  as  they 
did  recently,  about  37  cents  being 
the  maximum  price  paid  in  the 
wholesale  market.  Nearby 
browns  and  mixed  colors  are  to 
be  had  at  27  to  30  cents.  There 
is  some  weakness  in  Southern 
eggs. 

Fred.  A.  McGill. 


Prunes  by  Parcels  Post. 

Two  carloads  of  prunes,  done 
into  packages,  were  sent  out  from 
San.  Jose,  Cal.,  last  week.  All 
shipments  were  by  parcels  post 
on  an  early  morning  train  to  ad¬ 
dresses  in  all  parts  of  the  coun¬ 
try. 

Pennsylvania  News  Items. 

A  Pittsburgh  newspaper  pro¬ 
prietor,  Alexander  P.  Moore,  has 
begun  a  legal  action  against  the 
company  store  operated  by  the 
Jones  &  Laughlin  Steel  Co.  to  de¬ 
prive  it  of  tlye  right  to  do  busi¬ 
ness,  and  it  is  said  that  the  action 
is  the  first  gun  fired  in  a  cam¬ 
paign  against  all  the  company 
stores  run  by  mining  and  manu¬ 
facturing  companies.  Moore, 
said  during  the  week  that  he 
had  drafted  a  bill  for  the  Legisla¬ 
ture  that  provides  for  a  commis¬ 
sion  to  conduct  a  Statewide  in¬ 
vestigation  of  the  company  store. 
His  intention  is  to  have  this  com¬ 


mission  call  to  Harrisburg  officers 
of  the  United  States  Steel  Cor¬ 
poration,  coal  operators  and  men 
in  charge  of  all  the  big  industrial 
corporations  in  Pennsylvania  to 
testify  as  to  the  system  of  com¬ 
pany  stores. 


READ  ANY 

advertisement  of 

napleine 

and  you’ll  see  why 
you  can  safely  recom¬ 
mend  it. 

Order  of  You* 
Jobber,  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 

SEATTLE.  WASH. 

Make  Your  Waste 
Paper  Pay  Your  Rent 

It  will  do  it  if  you  use 

The  Automatic 
Buckeye 
Paper  Press 

Our  catalog  tells  how 

Buckeye  Baler  Co. 

DEPARTMENT  A 

FINDLAY,  OHIO 

You  Can 
Always 
Go  Back 

<|  When  you  place  an 
order  for  Teats  by  mail, 
you  aren’t  burning  any 
bridges  behind  you.  You 
can  always  go  back  to 
buying  through  sales¬ 
men  if  the  mail  plan 
doesn’t  pay. 

<J  Let  us  send  you  some 
samples,  or  match  some 
samples  you  send  us,  and 
if  it  seems  profitable, 
place  one  order.  That 
one  experience  will  tell 
you  whether  what  we  say 
about  the  plan  is  true. 


Duryee&Barwise 

Roasters  and  Packers 
TEAS  AND  COFFEES 

89  Front  St.,  NEW  YORK 
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I  remember  that  one  of  the 
earliest  articles  in  this  series  was 
on  the  subject  “How  to  Tell 


When  a  Scheme  is  a  'Lottery.” 


CLXXX1X. — Business-Bringing  Schemes  That  the  Courts  Have  Held  to  be  Lotteries  and 

Something  of  the  Lottery  Law. 

The  court  upheld  this  view  and 
decided  that  the  piano  company 
could  not  recover  on  that  ground. 

From  the  evidence  presented  it 
appeared  that  the  plaintiffs,  the 
piano  company,  sold  to  the  de¬ 
fendant,  the  owner  and  manager 
of  a  drug  store  in  the  city  of 
Franklin,  a  piano,  and  agreed  to, 
and  did,  furnish  therewith  cer¬ 
tain  handbills,  posters,  circulars, 
certificates  or  “cash  coupons”  and 
other  literature,  all  intended  for 
use  by  the  defendant  in  disposing 
of  such  piano  as  a  prize  in 
scheme  to  advertise  his  store  and 
business.  By  the  terms  of  the 
contract  for  the  sale  and  purchase 
of  the  piano,  the  plaintiff,  as  ven¬ 
dor,  agreed  as  fallows : — 


Its  object  was  to  give  a  business 
man  some  fundamental  informa¬ 
tion  by  which  he  should  measure 
the  various  “business-bringing” 
schemes  which  were  constantly 
being  offered  to  him,  in  order  to 
determine  whether  they  violated 
the  lottery  laws  or  not. 

A  Pennsylvania  court  has  just 
handed  down  'a  decision  which 
supplies  some  additional  informa¬ 
tion  along  this  line.  Naturally, 
since  it  is  the  official  decision  of 
a  court,  it  is  much  more  weighty 
than  anything  I  could  say  on  the 
subject.  The  decision  referred  to 
is  of  course  only  that  of  a  State 
court,  which  under  usual  circum¬ 
stances  might  not  be  binding  in 
other  States,  but  in  this  case  I 
would  think  it  practically  was 
binding,  or  at  least  was  influen¬ 
tial,  in  every  State  except  Dela¬ 
ware,  which  to  the  best  of  my 
recollection  has  no  lottery  law. 
All  other  States  have,  and  their 
decisions  practically  all  define  a 
lottery  in  the  same  language,  viz., 
“the  distribution  of  prizes  by  lot 
or  chance.”  That  is  the  reason  I 
say  that  this  decision  of  a  State 
court  will  practically  have  a  gen¬ 
eral  effect. 

The  Pennsylvania  case  in¬ 
volved  the  piano  scheme  which 
has  been  exploited  'all  over  the 
United  States,  being  offered  to  a Y 
classes  of  merchants  and  in  use 
by  many  as  a  supposed  means  of 
increasing  their  business.  In  the 
case  which  I  am  about  to  describe 
the  merchant  using  the  scheme 
was  a  Venango  County  druggist 
named  Mackey.  He  signed  the 
piano  company’s  contracts,  but 
decided  not  to  carry  them  out, 
and  when  sued  made  the  defense 
that  the  scheme  was  a  lottery  anc 
the  contract  therefore  illega 


“For  the  purpose  of  assisting  the 
purchaser  in  getting  his  piano  ad¬ 
vertising  started,  and  in  creating  a 
demand  for  his  goods,  the  com¬ 
pany  agrees  to  mail  appropriate 
printed  matter,  bearing  the  pur¬ 
chaser’s  name  and  address,  to  one 
hundred  heads  of  families  within 
buying  distance  of  his  store,  the 
names  and  addresses  to  be  fur¬ 
nished  by  the  purchaser  by  mail 
within  fifteen  days  from  the  date 
of  shipment,  or  the  vendors  may, 
at  their  option,  if  the  purchaser 
neglects  to  furnish  names  and  ad¬ 
dresses,  obtain  the  same  otherwise.” 
The  contract  further  provides  that 
“the  total  price  for  above-named 
piano,  printed  matter,  electrotype, 
mailing  circulars,  advertising  serv¬ 
ice  and  other  benefits  herein  men¬ 
tioned  is  $278.” 


Included  in  the  literature  or  ad¬ 
vertising  matter  furnished  or  dis¬ 
tributed  by  the  plaintiff  was  a  cir¬ 
cular  with  a  cut  of  a  piano  and 
the  defendant’s  name,  business 
and  address  thereon,  on  which  it 
was  stated,  “You  tan  get  one  of 
these  instruments  free,  and  your 
friends  and  neighbors  will  help 
you.  One  will  be  given  away  to 
the  person  or  organization  hold¬ 
ing  the  largest  amount  of  cash  cou¬ 
pons.  With  each  cash  purchase 
made  of  the  defendant,  a  cer¬ 
tificate  will  be  given,  when  the 
final  count  on  August  13,  1910, 
will  decide  who  gets  the  piano. 


Get  busy  now  and  enlist  your 
'riends  in  your  behalf.” 

The  piano  was  awarded  to  the 
Derson  who  succeeded  in  getting 
together  and  presenting  on  Aug¬ 
ust  13th  the  largest  amount  in 
'ace  value  of  cash  coupons  or  cer¬ 
tificates.  Others  got  nothing. 
The  question  was  whether  award¬ 
ing  prizes  in  this  manner  was 
the  distribution  of  prizes  by  lot 
or  chance.”  The  piano  company 
claimed  that  there  was  no  chance 
about  it;  that  the  contestants 
worked  for  their  cash  coupons, 
and  the  winner  was  the  one  hold¬ 
ing  the  largest  number.  In  other 
words,  the  distribution  was  based 
on  actual  expenditures,  or  on 
skill,  or  on  efficiency,  not  on  lot 
or  chance.  This  would  appear  to 
be  thoroughly  logical,  otherwise 
every  election  and  every  contest 
of  any  character  would  appear  to 
be  a  lottery,  'nevertheless  the 
court  decided  otherwise.  I  have 
obtained  a  copy  of  the  opinion 
and  here  present  extracts  from  it, 
that  the  court’s  reasoning  and  at¬ 
titude  may  be  made  clear: — 

In  order  to  constitute  a  lottery 
there  must  be  a  prize  and  a  meth¬ 
od  of  disposing  of  it  by  chance,  or 
in  some  uncertain  way  involving  an 
absense  of  means  of  calculating  re¬ 
sults.  The  method  here  adopted 
involved  only  those  who  managed 
it  and  those  who  contested  for  the 
prize.  It  was  that  of  gathering 
cash  coupons  and  presenting  them 
to  the  defendant  on  August  13, 
1910.  It  was  anticipated  that  a 
number  of  different  persons  would 
engage  in  this  work.  The  one  se¬ 
curing  the  largest  amount  in  face 
value  of  such  coupons  was  entitled 
to  the  piano.  The  others  received 
nothing  for  their  labor,  anxiety  and 
services.  Each,  it  may  be  assumed, 
was  to  be  ignorant  as  to  the 
amounts  others  might  secure,  and 
there  was  no  means  by  which  such 
information  could  be  ascertained  in 
advance  by  any  fair  administration 
of  the  scheme.  Between  thus  de¬ 
voting  time  and  labor  to  securing 
a  chance  and  winning  the  prize  and 
paying  a  definite  cash  price  there- 

r  1 1  '  1  differ- 


for,  there  is  in  principle  no  differ¬ 
ence.  The  fortunate  one  secures 
that  which  it  out  of  all  proportion 
to  the  amount  in  cash  or  labor  in¬ 
vested.  All  others  receive  nothing 


and  lose  their  cash  or  the  value 
of  their  services.  The  dealer 
profits  by  his  increased  sales,  re¬ 
sulting  from  the  strife  of  those 
contending  for  the  prize,  and  out 
of  such  profits  he  pays  for  the 
prize  which  the  winner  secures,  and 
retains  the  surplus  profits.  In  its 
essence  and  results,  as  affecting  all 
who  participate  herein,  it  is  not 
different  from  a  direct  drawing,  the 
turning  of  a  wheel  or  any  of  the 
numerous  other  schemes  commonly 
recognized  as  being  clearly  prohib¬ 
ited  by  law.  The  proper  test  is 
whether  or  not  there  is  any  in¬ 
equality  whatever  in  the  prizes  or 
in  the  standing  of  those  among 
whom  they  are  to  be  distributed: 
Dunn  vs.  People,  40  Ill.  465;  Ran¬ 
dle  vs.  State,  42  Texas,  580;  Bell  vs. 
State,  37  Tenn.,  507. 

If  it  be  said  that  the  awarding  of 
the  prize  is  not  entirely  determined 
by  chance,  a  sufficient  reply  is  that 
it  is  not  necessary  that  it  should  be. 

As  was  said  of  the  schemes  con¬ 
sidered  in  People  vs.  Lavin,  71 
N.  E.  Repr.  753,  if  the  dominating 
factor  in  the  awarding  of  the  prize 
is  chance,  it  is  distribution  by 
chance;  or  if,  as  held  in  Public 
Clearing  House  vs.  Coyne,  194  U.  S. 
497,  the  amount  of  return  depends 
largely  upon  conditions  which  the 
contestant  is  unable  to  control,  it 
fulfills  all  the  conditions  of  distri¬ 
bution  by  chance.  Even  where  an 
element  of  certainty  goes  hand 
in  hand  with  the  element  of  lot  or 
chance  in  an  enterprise  offering 
prizes,  the  former  element  does  not 
destroy  the  existence  or  effect  of 
the  latter.  . 

The  dominating  factor  in  the 
award  here,  assuming  the  scheme  to 
be  fairly  conducted,  was  necessarily 
chance.  With  a  number  of  con¬ 
testants  and  a  much  larger  number 
of  purchasers  receiving  the  cash 
coupons  at  the  store,  no  one  would 
be  able  to  control  the  result.  If  it 
could,  or  was  intended  to  be  so  con¬ 
trolled,  it  was  a  fraud  and  wrong 
upon  every  contestant  who  believed 
and  assumed  otherwise. 

The  evil  of  all  such  schemes  is  that 
they  promote  a  gambling  spirit  and 
inspire  a  desire  and  hope  to  realize 
much  by  the  hazarding  of  a  little, 
and  lead  to  more  pernicious  gamb¬ 
ling.  “Anything  which  induces  men 
to  risk  their  money  or  property 
without  any  other  hope  of  return 
than  to  get  for  nothing  any  given 
amount  from  another  is  gambling 
and  demoralizing  to  the  community, 
no  matter  by  what  name  it  may  be 
called” :  Brua’s  Appeal,  55  Pa.,  294- 
Risking  time,  labor  and  services  are 
not  different  from  risking  money  or 
property.  .  ,  . 

The  conclusion  is  reached,  there¬ 
fore,  that  the  scheme  in  question 
was  unlawful  and  a  species  of 
gambling  and  lottery. 

I  confess  there  are  depths  q 


reasoning  here  that  I  cannot  ui 
derstand  or  follow.  It  seems  t 
me  as  if  the  award  of  a  piano  t 
the  customer  collecting  the  la 
gest  number  of  coupons  we 
purely  an  award  of  merit,  and  it 
volved  no  chance  whatever,  e: 
cept  the  chance  of  who  woul 
happen  to  get  the  largest  numbe 
That  is  not  a  chance  like  tl 
blindfolded  selection  of  a  card,  < 
the  'turn  of  dice;  rather  is 
merely  the  same  uncertainty  th; 
marks  every  future  event. 

However,  what  I  think  about 
is  after  all  not  so  important.  Tl 
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:ision  is  important  to  every 
>iness  man,  as  showing  the  ten- 
icy  of  the  courts  to  call  every 
siness  scheme  a  lottery  that 
:y  can  possibly  squeeze  inside 
:  law.  The  point  'should  be 
it  in  mind  in  dealing  with  the 
mmerable  plans  for  increasing 
siness  which  are  constantly 
ng  presented  to  merchants  of 
grades  and  classes. 

( Copyright ,  January,  1913,  by 
Elton  J.  Buckley.) 

Question :  *  *  *,  Pa. — On  No- 
mber  26,  1912,  I  signed  a  con- 
.ct  and  paid  $10  on  account  to 
ffiart  Electric  Manufacturing 
1.  for  coffee  machine  for  $125. 
le  salesman  promised  quick  de- 
ery  (but  gave  no  written  prom- 

Machine  did  not  arrive,  and 
cumstances  arising  compelled 
;  to  countermand.  My  receipt 
ys  I  agree  not  to  countermand, 
ust  I  accept  this  machine  when 
comes? 

Answer. — This  correspondent 
closes  a  letter  received  by  him 
Dm  the  Hobart  Electric  Co.  in 
Iiich  they  make  the  following 
planation  of  the  delay.  The 
tter  is  dated  December  28th : — 

We  are  in  receipt  of  your  letter 
asking  that  we  cancel  contract  you 
entered  into  with  our  Mr.  Roth  for 
No.  26  Hobart  electric  coffee  mill, 
inasmuch  as  we  have  delayed  so 
long  in  making  delivery. 

We  accepted  your  contract  in  all 
good  faith  and  you  will  please  un¬ 
derstand  that  our  contracts  are  not 
written  subject  to  cancellation  or 
countermand.  We  made  shipment 
of  this  mill  to  you  in  care  of  our 
Mr.  Rosenthal,  of  your  city,  on  the 
nth  inst.  The  delay  in  delivery  is 
without  doubt  due  to  the  car  short¬ 
age  that  is  prevalent  over  the 
country.  We  are  to-day  placing  ur¬ 
gent  wire  tracer  after  this  shipment 
and  have  written  Mr.  Rosenthal  to 


be  on  the  lookout  for  this  mill,  and 
we  trust  that  we  will  be  able  to  ef¬ 
fect  prompt  delivery.  You  will 
please  arrange  to  accept  this  mill 
when  presented  to  you  for  delivery, 
and  install  for  continuous  service. 

In  my  judgment,  if  you  bought 
this  machine  upon  an  arrange¬ 
ment  that  comprehended  quick 
delivery,  you  have  a  good  reason 
for  refusing  to  take  it  when  more 
than  a  month  elapses  and  still  de¬ 
livery  is  not  made. 

“Quick  delivery”  is  a  rather  in¬ 
definite  term  and  perhaps  would 
not  be  held  by  'the  courts  as 
meaning  any  more  than  delivery 
within  a  reasonable  time. 

You  signed  the  contract  No¬ 
vember  26th,  and  the  machine  has 
not  been  delivered  to  you  on  Jan¬ 
uary  2d.  I  would  consider  that 
the  reasonable  time  had  passed 
and  that  you  had  a  right  to  refuse 
on  the  ground  that  the  seller  had 
violated  his  contract.  If  this  rea¬ 
soning  is  good,  it  follows  that 
you  would  have  a  right  to  de¬ 
mand  the  return  of  your  money. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstn.  tion.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Aunt  Em’ly  Looks  Back 


"Times  have  changed.  Nobody  can  have  better  times  than  we 
used  to  have,  but  I  must  say  folks  nowadays  have  better  things  to  eat 
and  less  work  preparing  them.  Think  of  making  up  a 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BHBN  ONB 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  A  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


dessert  in  a  minute  !  I  tell  Helen  and  the  girls  it  seems  like  play." 

The  Jell-O  idea  has  enchanted  woman  generally,  for  not  only  are 
Jell-O  desserts  produced  as  if  by  magic,  but  they  are  as  delicious  as 
dishes  that  require  an  hour  for  making. 

Needless  to  say  the  grocer  whose  stock  is  made  up  chiefly  of 
goods  that  are  popular  with  women,  is  the  successful  grocer. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn’t  Jell-O. 


very  likely  it  has  come  to  stay. 
Have  an  “Egg  Day.”  A  big 
straw  nest  in  the  window  looks 
good.  Ask  the  boss  if  he  won’t 
allow  you  to  mark  them  a  cent  a 
dozen  over  first  cost — just  for  a 
flyer  and  just  for  a  day.  It’s 
cheap  advertising  at  that.  It  will 
create  a  merry  time  and  it  will 
start  a  few  hundred  women  talk¬ 
ing  about  you. 


Salt  Mackerel  In  a  Show  Case. — 

d  up  stairs  and  get  hold  of  the 
Drst  looking  show  case  you  used 
the  store  last  summer  to  keep 
e  flies  off  stuff.  Shine  it  up. 
Dmpletely  fill  the  bottom  with 
0.  4  salt  mackerel,  mark  them  5 
nts  each,  and  set  the  whole 
isiness  out  doors,  either  front 
the  entrance  or  under  one  of 
e  windows — wherever  you  have 


the  most  room.  Garnish  the 
show  up  with  spinach  or  parsley 
or  even  cabbage  leaves.  Do  this 
and  you’ll  sell  mackerel.  This 
idea  is  in  line  with  what  we  wrote 
some  time  ago  about  putting 
goods  in  “odd  places.” 

*  *  * 

Egg  Day.— At  this  writing  the 
drop  in  eggs  has  come — you 
might  say  drop  number  two,  but 


*  *  * 


“Speaking”  of  Talking  About 
You. — A  man  is  a  successful  ad¬ 
vertiser  when  he  makes  people 
talk  about  his  store — favorable 
talk  of  course.  As  soon  as  you 
make  up  your  mind  to  do  things 
that  are  talk-makers  and  do  them 
not  once  or  twice  but  week  in  and 
week  out,  you’re  cementing  a 
pretty  solid  road  to  success. 

The  great  trouble  with  you 
clerks  is  that  you  hold  back.  You 


don’t  cultivate  initiative,  you 
leave  all  the  thinking  and  all 
original  schemes  to  the  boss  or 
the  manager;  whereas  one  of 
these  men  would  gladly  welcome 
your  suggestions.  Whether  they 
welcome  them  or  not  spring  them 
and  get  them  out  of  your  system. 
The  day  will  come  when  you  can 
execute  them  yourself. 

A  few  years  ago  a  restless 
clerk  “pestered”  his  mossy  man¬ 
ager  about  the  store’s  monoto¬ 
nous  display.  The  mossy  mana¬ 
ger  couldn’t  see  it  but  he  kept  at 
him  just  the  same  till  the  pro¬ 
prietor  got  wind  of  it  and  told  the 
clerk  to  “go  ahead  and  let’s  see 
what  you  can  do.”  To-day  he  is 
manager  and  acting  on  the  sug¬ 
gestions  of  his  former  clerk 
mates. 

In  one  of  Lord  Chesterfield’s 
letters  to  his  son  he  said :  “Advice 
is  seldom  welcome  and  those  that 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


18 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


want  it  the  most  always  like  it 
the  least.” 

*  *  * 

Test  Your  Weights. — If  you  have 
in  the  store  a  perfectly  accurate 
computing  scale  it  is  easy  to  test 
your  iron  weights.  Ihose  that 
are  a  shade  off  one  way  or  the 
other  should  be  put  aside  for  the 
scaler.  Such  an  act  shows  this 
gentleman  that  you  are  working 
in  conjunction  with  him  besides 
giving  you  the  assurance  that  you 
are  dealing  justly  with  employer 
and  customer. 

Scales,  too,  should  be  looked 
after;  these  you  can  adjust  your¬ 
self.  Always  remember  that  the 
best  of  even  balance  scales  get 
out  of  balance  through  the  care¬ 
lessness  of  the  cleaner  in  chang¬ 
ing  scoops  or  in  allowing  the  lead 
to  drop  out  of  the  weight  side. 


AMONG  THE  TRADE. 


THE 

STROLL ms 

COLUMN 


Ain’t  it  funny  how  the  Lord'll 
put  people  into  the  world  with 
some  one  big  thing  left  out? 

Sometimes  it’s  decency,  some¬ 
times  it’s  a  biain,  sometimes  it’s 
the  little  spring  that  keeps  ’em 


from  turning  things  right  no  mat¬ 


ter  how  hard  they  work,  and 


sometimes  it’s  the  thing  that 


The  annual  election  of  officers 
of  the  Grocers  and  Importers’  Ex¬ 
change  was  held  on  Wednesday 
in  the  Bourse.  Those  chosen  to 
fill  the  official  positions  for  the 
ensuing  year  are:  President, 
Chas.  D.  Joyce;  vice-presidents, 
Herman  Schwacke,  H.  G.  Flint ; 
treasurer,  Robert  Comly;  secre¬ 
tary,  John  E.  Poore;  directors, 
H.  H.  Brown,  H.  A.  Daily,  N.  J. 
Schmucker,  J.  P.  Warner,  Wil¬ 
liam  C.  Halpen,  Jr.,  William  J. 
McCahan,  H.  C.  MacKenzie,  H. 
G.  Peddle,  H.  L.  Trimble. 


The  receiver  of  the  bankrupt 
estate  of  the  Southwestern  Gro¬ 
cery  Co.,  which  conducted  a  retail 
grocery  store  at  2022  South 
street,  Philadelphia,  Pa.,  reports 
that  the  affair  is  one  of  the  filth¬ 
iest,  for  various  reasons,  that  he 
has  ever  been  connected  with. 
He  says  the  store  itself  was  so 
dirty  that  he  felt  like  being  dis¬ 
infected  after  he  came  out  of  it. 
The  firm’s  “books”  consisted  of  a 
mass  of  dirty  memoranda  and 
bills. 


TKU.  TOD*  C08TOMBR8  THAT 


RAE’S 

Lucca  Olive  Oil 


la  the  product  ot  perfectly  »oond,  ripe, 
freshly  picked,  freshly  e rushed  and 
pressed  olives,  grown  In  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 


He  Kellogg  &  Sons 

Philadelphia 


makes  people  want  to  get  ahead. 

I  suppose  the  right  thing  to  call 
that  last  is  ambition. 

Ain’t  you  often  seen  fellows 
that  were  all  to  the  good  in  every 
way,  except  that  they  didn’t  care 
a’ding  whether  they  got  ahead  or 
not?  Satisfied  to  the  limit  with 
what  they  had  so  long  as  it  gave 
’em  three  meals  and  a  place  to 
sleep. 

Somehow  people  like  that  al¬ 
ways  stop  short  of  being  bums. 
They  always  seem  to  have  just 
enough  to  get  along  on. 

The  first  customer  I  called  on 
in  the  new  year  put  this  thing  up 
to  me.  He  has  a  clerk  that  he  s 
been  trying  to  make  something 
out  of  for  two  years.  He  ain’t 
done  it  and  lie  never  will,  for 
there  ain’t  any  use  watering  q 
plant  when  there  ain  t  any  plant. 
Get  me? 

“I  don’t  know  what  to  make  of 
Charlie,”  he  said  to  me.  “He’s 
an  elegant  fellow,  as  clean  and 
decent  a  chap  as  I  ever  saw.  And 
he’s  a  good  clerk.  Does  every¬ 
thing  I  tell  him  the  best  he  can. 
But  he  has  never'  yet,  in  all  the 
two  years  he’s  been  here,  asked 
me  one  question  about  the  busi¬ 
ness,  and  he  don’t  seem  to  have 
the.  slightest  desire  to  know  any¬ 
thing  about  it.  I  take  four  trade 
papers — they’re  here  for  the 
clerks  to  read ;  Charlie  never 
picks  up  one.  Eve  said  to  him  a 
hundred  times  ‘if  you’d  only  ask 
me  some  questions  once  in  a 
while  I’d  have  more  hopes  that 
you’d  learn  the  business.’  But  as 
I  say,  he’s  a  good  clerk,  for  what 
he  does,  but  he  just  does  the  same 


The  Born  $9  Man. 

old  routine  day  after  day,  without 
a  care  for  anything.  I  took  him 
because  he  had  nowhere  else  to 
go ;  he  hasn’t  any  'people,  and 
lives  by  himself.” 

“What  do  you  pay  him?”  I 
asked. 

“Nine  dollars  a  week.” 

“Is  that  any  more  than  he  got 
when  he  came?” 

“Just  the  same.  He  isn’t  worth 
any  more.  I’ve  called  him  in  sev¬ 
eral  times  and  told  him  Ed  pay 
him  more  if  he'd  only  wake  up 
and  take  an  interest,  but  it  never 
came  to  anything.” 

“Ell  tell  you  what  ails  Charlie,” 
I  said.  ‘You  can’t  faze  me  with 
a  thing  like  that,  you  know.’  “He 
ain’t  in  his  element  here.  He 
ought  to  be  an  engineer  or  a  doc¬ 
tor.” 


‘But  what  about  getting  mar- 


“That’s  what  I  used  to  think,” 
he  said,  “but  there’s  nothing  in  it. 
Eve  talked  with  him  about  that, 
and  as  near  as  I  can  see  the  boy 
hasn’t  a  thought  in  the  world  but 
to  stay  on  here  and  make  his  $9 
a  week.” 

1  had  to  come  back  to  the  store 
after  dinner  and  the  boss  wasn’t 
in.  Trade  was  slack  and  I  hob¬ 
nobbed  with  Charlie  a  bit. 

“Well  old  man,  how  goes  it?” 
I  said. 

“All  right,”  he  said. 

“D’ye  like  this  business?”  I 
asked  him. 

“Oh,  it’s  all  right — good  as 
anything.  Eve  got  to  get  a  living 
out  of  something.” 

“What’s  the  boss  paying  you?” 

“Mine.” 

“How  old  are  you?” 

“Twenty-four  yesterday.”  The 
kid  had  an  awful  cheerful  grin. 

“Well,  by  George,  oughtn’t  you 
to  be  pulling  more  money  out 
than  that?”  I  said.  “Are  you  get¬ 
ting  ahead  as  fast  as  you  ought 
to?” 

“Oh  I’m  all  right,”  he  said.  “I 
can  live  on  $9.  I  don’t  keep  any 
automobiles.” 


ried  some  time?” 

“Not  for  me,”  he  said.  “I  ain't 
going  to  get  into  anything  like 
that.  I’m  all  right  as  I  am.  I  get 
enough  for  board  and  clothes  and 
I  don’t  have  to  worry.” 

See?  Just  a  born  $9  man. 
Ain’t  it  tough?  But  is  it  so  tough, 
when  you  think  about  it?  Some¬ 
body's  got  to  do  the  $9  jobs.  The 
kid’s  as  happy  as  a  bumblebee  on 
a  bald  head — why  should  any¬ 
body  get  worked  up  over  him  ? 
Tell  you  the  truth,  I  ain't  sure  he 
ain’t  a  heap  better  off  than  I  am, 
with  so  much  money  I  don't  know 
where  it  is  half  the  time. 

Now  Ell  tell  you  what'll  hap¬ 
pen  there.  Either  that  boy  will 
see  a  girl  that  looks  good  to  him 
sometime,  and  want  to  marry  her. 
and  then  wake  up  sudden  and  try 
to  make  a  big  splash  all  at  once 
or  he’ll  live  out  the  rest  of  hit 
life  quiet  with  a  $9  or  $10  limit 
always  having  enough  to  live  or 
in  his  way,  and  never  worrying 
about  a  blame  thing  from  morn 
ing  till  night. 

You  know  these  skirts — the) 
have  a  way  of  making  things  lool 
sort  of  different.  “I’m  neve: 
going  to  get  married”  is  all  righ 
till  you  want  to,  and  then  it’s  al 
off.  Lord  love  you.  I’d  marn 
’em  all  if  I  could.  As  I  can't, 
only  promise  to. 

After  a  while  the  boss  cann 
back  and  I  talked  a  little  mor 
about  Charlie  with  him. 

“By  the  way,  is  he  worth  $9  ti 
you?”  I  asked. 

“Oh,  yes,  I  guess  he  earns  tha 
much.” 

“And  you’d  always  be  glad  t 
keep  him  on  at  that?” 

“Why  yes,  if  he  goes  on  as  h 
is  now,”  lie  said. 

There  it  is,  you  see.  A  bor 
$0  man,  with  a  $9  job  cut  out  fc 
him  as  long  as  he  lives. 

The  Stroller. 
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Apple  Butter  Display. 

Apple  butter  is  selling  very  well  just  now.  But  why  not  double 
:  sales  by  having  a  neat  and  attractive  window  display  of  it?  To 
ange,  first  cover  the  bottom  of  the  window  with  a  nice  shade  of  green 
:pe  paper.  In  the  centre,  in  front,  place  a  neat  sign  card  with  letter- 
r  like  in  cut.  Back  of  it  place  a  large  white  pitcher  with  the  word 
lider  ”  on  it.  The  lettering  is  done  with  a  fine  camel’s  hair  brush 
d  Sunpaste  stove  polish  will  answer  for  paint.  At  each  side  of  the 
cher  place  small  pyramids  of  spices,  such  as  cloves,  allspice  and 


short,  as  in  illustration— to  hang  directly  over  the  pyramids  of  cans. 
Cover  the  whole  back  of  the  window  with  the  green  crepe  paper ;  this 
shows  up  the  suspended  apples  fine. 


Macaroni  Display. 

This  display  of  macaroni  is  fine,  especially  when  the  Italian  colors 
are  used.  To  arrange  this  window,  first  make  a  platform  in  the  centre 
and  run  a  slant  front  and  sides  to  the  bottom  of  the  window.  This 
can  be  made  with  boards  from  boxes.  The  slant  and  platform  made, 


nnamon.  On  white  paper  napkins,  at  each  side  of  the  window,  place 
dish  containing  some  of  the  loose  apple  butter.  In  the  centre  of  the 
rindow  build  a  large  pyramid  of  choice  apples,  the  larger  the  better 
nd  especially  if  they  are  red.  Polish  every  apple  with  a  piece  of  flannel 
loth,  as  it  makes  them  look  better.  Along  the  rear  of  the  window 
uild  pyramids  of  canned  apple  butter — a  brand  that  is  guaranteed 
ure.  Along  the  top  of  the  window,  at  the  rear,  place  tacks  about 
liree  inches  apart  and  fasten  a  long  green  thread  to  each  one;  the 
[tread  should  be  exactly  the  same  shade  as  the  green  crepe  paper.  At 
he  end  of  each  thread  fasten  a  nice,  large  apple — make  some  long  and 


Few  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
Jatent  Attorneys,  report,  this  week,  the 
trant  of  the  following  patents: — 

Washington,  D.  C.,  Dec.  17,  1912. 
1,047,256.  Baker’s  pan.  E.  F.  and  H. 
L  Lockwood,  Bellevue,  Ky. 


1,047,402.  Percolator.  I.  and  S. 

iGefter,  Meriden,  Conn. 

1,047,492.  Measuring  apparatus  for 

liquids.  A.  Bowser,  Fort  Wayne,  Ind. 

I  1,047,760.  Manufactures  of  a  fish 

food.  J.  Davidson,  Wick,  Scotland. 

1,048,446.  Automatic  package  filler 

and  weigher.  J.  P.  Curry,  New  York, 
N.  Y. 


cover  the  slant  in  front  and  at  the  sides  with  green  crepe  paper.  In 
front  make  the  name,  “  Macaroni,”  of  the  long  kind.  The  letters  can 
be  held  in  position  with  a  few  pins  pushed  into  the  wood  slanting. 
Cover  the  platform  with  white  crepe  paper  and  along  the  front  place 
some  white  paper  napkins,  on  which  display  all  kinds  of  macaroni.  In 
the  centre,  towards  the  rear  a  little,  place  a  large  skinned  cheese,  and 
at  each  side  place  a  pyramid  of  the  packages  of  the  long  and  elbow 
macaroni.  At  the  rear  cover  the  window  with  three-inch  twisted  strips 
of  red  crepe  paper.  This  makes  the  third  color.  If  the  window  is 
small  the  paper  strips  at  the  rear  should  be  only  about  two  inches  wide. 


1,048,159.  Advertising  device.  C.  A. 
Hibschman,  Springfield,  Ohio. 

1,048,354.  Display  stand.  F.  F. 
Schmitt,  St.  Louis,  Mo. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  64,856.  “Trixie”  for  bread. 
Fisher  &  Seiler,  Peru,  Ind. 


Ser.  No.  64.755-  “Daytone”  for 
canned  vegetables.  The  fuller  Canner¬ 
ies  Co.,  Cleveland,  Ohio. 

Ser.  No.  65,066.  “Every-Day  for 
canned  vegetables.  T  he  Wayland  Can¬ 
ning  Co.,  Wayland,  N.  Y. 

Ser.  No.  64,676.  “Aragon  for  peanut 
butter  and  coffee.  J.  W.  Harrison, 
Richmond,  Va. 
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WANT  DEPARTMENT 


Answers  to  Want  Advertisements  inserted  in  this  department  may  be  addressed  to  the  “  Grocery  World 
and  General  Merchant"  when  desired,  provided  the  advertisement  is  accompanied  by  to  cents  in  postage  to 
pay  far  remailing  the  same.  The  price  #f  each  insertion  is  two  cents  per  word  in  advance. 


FOR  SALE. 

barn  in  good  condition.  The  store  alone 
cost  $3,000  to  build  twelve  years  ago,  when 
lumber  was  much  cheaper  than  now.  This 
is  located  in  a  good  farming  community  in 
a  small  town  with  only  one  small  grocery  as 
competition.  There  is  a  milk  station,  which 
is  patronized  by  farmers  of  the  surrounding 
country  and  brings  them  to  town  every 
morning  the  year  around.  Railroad  station 
close  by  store.  This  is  the  right  location  for 
anyone  who  wishes  to  make  money.  Will 
take  $3,500  for  real  estate  and  stock  at 
inventory.  Reason  for  selling,  other  busi¬ 
ness.  Address  Fred  G.  Mix,  R.  F.  D.  No.  3, 
Owego,  Tioga  Co.,  New  York.  5 

FOR  SALE. — New  American  Cash  Regis¬ 
ter,  cost  $135,  will  sell  at  a  very  low  figure. 
Also  20  cases  of  canned  goods,  peas,  toma¬ 
toes,  syrups,  etc.  Will  sell  the  lot  very  low 
to  make  quick  sale.  S.  E.  corner  Simpson 
St.  and  Greenway  Ave  ,  West  Phila.  3 

FOR  SALE. — Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  Ai 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — Grocery,  cigars  and  confec 
tionery.  Excellent  stand  for  delicatessen. 
Ten  rooms,  all  rented,  at  subway  and  ele¬ 
vated.  Cause  for  sale,  sickness.  If  sold 
now  will  sell  for  $950.  Apply  B.  W. ,  “  Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
$1,150,  if  sold  at  once.  Rent  $11  per  month. 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa.  9 

FOR  SALE. — Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  {8,500.  Cor.  Firth  and 
Twenty-third  Sts.,  Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Would  do  well  with  fresh  meats. 
To  a  quick  buyer  will  sell  for  $850.  Dwell¬ 
ing  contains  six  rooms  and  bath,  rent  $32 
per  month.  Cor.  Fifty-third  St.  and  West¬ 
minster  Ave.,  West  Philadelphia.  5 

FOR  SALE. — Stock  and  fixtures  of  a  gro- 

eery  and  provision  store.  Has  a  good  trade 
in  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  sell  to  a  quick  buyer  for 
$i,2co.  Rent,  $35  per  month.  N.  E.  cor. 

FOR  SALE.— 120  light  Springfield  Gas 
Machine,  complete,  with  mixer,  etc-  Out 
of  business  the  only  reason  for  selling. 
Frank  Garrigues,  Moorestown,  N.  J.  3 

Sixth  and  Porter  Sts.,  Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
figure,  $675,  if  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  $25  per  month. 
Cor.  Washington  and  Alden  Sts.,  West 
Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  an  old 
comer  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen 
Will  sell  to  a  quick  buyer  for  $525-  Rent, 

1  $35  per  month  ;  8  rooms.  1801  N.  Twenty- 
seventh  St.,  Philadelphia,  Pa.  9 

SITUATION  WANTED. 

If  All  Grocers 

knew  the  increased  profit  to  them 
in  Fleischmann’s  Yeast,  through 
the  sale  of  flour  and  other  grocer¬ 
ies,  there  would  be  more  interest 
taken  in  the  sale  of  this  household 
necessity.  The  use  of  Yeast  re¬ 
quires  the  use  of  flour,  et  cetera. 
Women  generally  buy  these  articles 
where  they  buy  Fleischmann’s 
Yeast.  Aside  from  this,  there  is  a 
fair  profit  in  Fleischmann’s  Yeast 
and  absolutely  no  loss. 

Think  it  over  you  who  are  look¬ 
ing  for  increased  business. 

The  Fleischmann  Co. 


PATENTS 

amd  Tnda-marki  procured  promptly  amd 
properly  la  all  oountrtoa. 

Davis  &  Davis,  Wishiittoa,  D.  C. 

MANY  GROCERS 

Find  it  jaye  them  to  road  the 
“good  stuff”  la 

The  Advertising  World 

Go lu mb ua,  Ohio 

Sample  tree,  or  fear  meatka’  trial  lor  It  eeuti 


Wait  a  Minute! 

If  you  want  a  cereal  that  will  sell 
and  resell,  that  the  manufacturer 
guarantees  no  matter  whose  hands 
it  is  in,  that  pays  a  good  profit,  and 
is  altogether  different  from  other 
cereals, then  you  want  Wheatena. 

The  hearts  of  selected  wheat, 
treated  in  our  own  way.  Delicious, 
and  above  all,  salable. 

The  Wheatena  Co.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 


FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in. 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454, 
Slatington,  Pa.  _ 8 

FOR  SALE. — A  John  Wanamaker  parcel 
delivery  wagon,  in  perfect  condition.  Will 
sell  at  a  low  figure,  $110,  or  will  exchange 
for  a  light  weight  wagon.  6217  Lancaster 
Ave. ,  Overbrook  Grocery  Store,  West  Phila¬ 
delphia,  Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision  and  fresh  meats.  Will  sell  at  low 
figure,  $1,275,  if  sold  at  once.  Corner 
Gratz  and  Dauphin  Sts.,  Philadelphia,  Pa.  4 

FOR  SALE. — General  store  property,  to¬ 
gether  with  a  first-class,  up-to-date  stock  of 
about  $3,000  worth  of  merchandise.  The 
Store  is  30x60  feet,  with  a  good  front  and 
basement  whole  size  of  building,  with  nice 
laid  wall  and  a  very  nice  suite  of  seven  liv¬ 
ing  rooms  over  the  store.  Store  and  living 
rooms  are  lighted  with  acetylene  gas.  The 
lot  is  one-half  acre  and  there  is  a  good  sized 


WANTED. — Young  married  man  wants 
steady  position  as  manager  and  cleik  in  cut 
price  chain  store.  Best  reference.  Address 
R.  C.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  3 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  «yr»p  —  perfectly 
dear,  e  bcaaUfnl  golden  color,  eo 
neutral  micro-organism*  can’t  live 
in  It.  Absolutely  free  from  preaer- 
vatlvea.  A  product  which  every  one 
httft  buying.  If  yon  went  to  please 
your  trade  tell  them  about  it. 

26*  PROFIT 

■are  talas  and  pleaeed  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


Why  Don’t  YOU 


use  them?  Even  if  you  do  not  want  them 
generally  you  have  a  lot  of  troublesome  cus¬ 
tomers  whose  accounts  would  be  taken  care 
of  automatically  if  you  had  our 


Try  a  hundred.  It  will  be  the  best  invest¬ 
ment  you  ever  made.  Just  as  good  for  your 
mild  mannered  people.  Best  books  made. 
Index  makes  them  the  most  convenient.  F. 
O.  B.  your  nearest  express  office.  Let  us 
get  together.  Samples  free. 


J.  P.  FORBES,  B^idin*.  Coshocton,  Ohio 


The  truly  modern  way 


of  washing  is  the  Fels-Naptha  way.  No  boiling  to 
weaken  the  fibre;  no  hard  rubbing  to  wear  and  tear. 
Work  saved,  time  saved,  fuel  saved;  clothes  cleaner. 
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“Canned  Goods  Week”  Campaign 
Launched  Locally  by  Luncheon 

Representatives  of  Packersf  Jobbers,  Retailers  and  Brokers 
Meet  to  Lay  Plans  for  One  Week’s  Strong  Concentration  on 
Business  of  Canned  Goods  Selling.  Central  Committee 
Appeals  to  Retailers. 


To  formally  launch  locally  the 
Canned  Goods  Week  compaign,  a 
luncheon  was  held  at  Kugler  s  Res¬ 
taurant,  last  Wednesday,  partici 
pated  in  by  all  classes  of  the  trade 
— canned  goods  packers,  canned 
goods  brokers,  wholesale  grocers, 
retail  grocers,  chain  stores,  and  rep 
resentatives  of  all  the  large  associ¬ 
ations  covering  these  lines.  The 
lunch  was  -held  at  12.30  and  about 
75  men  were  present 

Robert  G.  Bursk,  of  Howell  & 
Bursk,  local  wholesale  grocers,  and 
president  of  the  Tri-State  Whole 
sale  Grocers’  Association,  pre¬ 
sided,  and  called  on  representa¬ 
tives  of  the  different  lines  for  their 
views  on  the  subject.  Samuel 
Haserot,  chairman  of  the  Public 
ity  Committee  of  the  National  Can- 
ners’  Association,  said  that  Canned 
Goods  Week  was  a  plan  to  concen¬ 
trate  the  attention  of  all  classes  of 
the  trade  for  one  week  upon  the 
business  of  selling  canned  goods. 
Pie  answered  several  quesions  on 
different  phases  of  the  subject. 

Frank  M.  Gorrell,  secretary  of 
the  National  Canners’  Association, 
spoke  along  the  same  line.  He  also 
told  what  the  canning  industry  was 
doing  to  refute  the  sensational 
newspaper  statements  made  by 
Mary  Boyle  O'Reilly  about  alleged 
filthy  conditions  in  New  York  State 
canneries,  and  said  that  he  had  per¬ 
sonally  appeared  before  the  Con¬ 
gressional  Committee  appointed  to 
investigate  canned  goods  conditions, 
and  offered  the  aid  of  the  Nation 
al  Association  in  probing  the  mat¬ 
ter  to  the  bottom.  Canned  Goods 
Week,  he  suggested,  would  be  the 
best  refutation  possible. 

Many  wholesale  and  retail  gro 
cers  as  well  as  canned  goods  brok¬ 
ers,  were  present.  Meredith  T. 
James,  of  T.  A.  James  &  Co.,  Brok¬ 
ers,  said  his  firm  always  had  tried 


that  the  committee  in  charge  do 
that. 

Secretary  Reno  Schoch,  of  the 
Philadelphia  Retail  Grocers’  Asso¬ 
ciation  and  Girard  Grocery  Co., 
said  he  believed  that  one  week’s 
work  was  not  sufficient  to  get  the 
proper  results.  He  said  his  organ¬ 
izations  from  now  on  would  push 


canned  goods, 


making 


Canned 


to  further  the  sale  of  canned  goods 
and  would  continue  to  do  so. 

Thomas  C.  Martindale  said  that  a 
number  of  the  larger  retailers 
issued  little  store  papers  and  prob¬ 
ably  would  be  glad  to  publish  some 
canned  goods  matter  if  it  could  be 
furnished  to  them.  It  was  moved 


Goods  Week  a  climax. 

John  S.  Engart,  secretary  of 
Mitchell,  Fletcher  &  Co.,  said  he 
thought  the  proper  way  to  get  at 
the  matter  was  to  interest  the 
salesmen. 

At  the  end  of  the  meeting  it  was 
decided  to  appoint  an  executive 
committee  to  see  that  all  the  liter¬ 
ature  issued  by  the  central  commit¬ 
tee  gets  into  the  proper  hands. 
Tiiis  committee  has  not  yet  been 
chosen.  The  committee  in  charge 
of  the  luncheon  was  as  follows : 
Robert  G.  Bursk,  chairman,  Howell 
&  Bursk;  Robert  Comly,  Comly 
&  Flanigen;  Thomas  Roberts,  Jr., 
Thos.  Roberts  &  Co.;  John  S.  En¬ 
gart,  Mitchell,  Fletcher  &  Co.; 
Tames  Hewitt,  H.  Kellogg  •&  Sons; 
Jas.  F.  Hallowed,  T.  A.  James  & 
Co. ;  A.  M.  Graves,  secretary  Penn¬ 
sylvania,  New  Jersey  and  Delaware 
Wholesale  Grocers’  Association. 

During  the  week  an  appeal  has 
been  issued  to  retail  grocers 
everywhere  by  the  National  As¬ 
sociation  of  Retail  Grocers,  the 
National  Wholesale  Grocers’  As¬ 
sociation,  the  Southern  Wholesale 
Grocers’  Association,  the  National 
Canners’  Association,  the  Nation¬ 
al  Canned  Goods  and  Dried  bruit 
Brokers’  Association,  and  the 
National  Canned  Foods  Week 
Committee.  The  request  is  that 
the  retailers  lend  themselves  to 
“the  canned  goods  week,”  which 
is  to  be  held  in  all  parts  of  the 
United  States  from  the  first  week 
in  April,  1913  (March  31st  to 
April  6th),  for  the  purpose  of 
booming  the  sale  of  all  varieties 
of  canned  goods.  The  appeal  of 
the  joint  interests  is  as  follows: 

Four  great  commercial  organiza¬ 
tions  have  agreed  to  co-operate  to 
make  the  first  week  in  April  1913 
(March  31st  to  April  6th),  memora¬ 


ble  in  the  history  of  the  canned 
foods  industry,  as  “Canned  Foods 
Week,’’  and  probably  to  repeat  the 
effort  each  year  afterward. 

The  organizations  referred  to 
are:  The  National  Association  of 
Retail  Grocers,  the  National  Whole¬ 
sale  Grocers’  Association,  the 
Southern  Wholesale  Grocers’  Asso¬ 
ciation,  the  National  Canners’  As¬ 
sociation,  the  National  Canned 
Foods  and  Dried  Fruit  Brokers’  As¬ 
sociation. 

The  canners  and  wholesale  gro¬ 
cers  have  raised  a  fund  to  pay  the 
expenses  of  the  effort  and  with 
which  to  do  advertising,  and  this 
committee  just  previous  to  “Canned 
Foods  Week’’  will  advertise  exten¬ 
sively  in  the  daily  papers  to  con¬ 
sumers,  and  in  other  ways  to  help 
retail  grocers  to  sell  canned  foods 
and  create  an  active  interest  on  the 
part  of  the  general  public.  Will 
you  avail  yourself  of  this  help  and 
quadruple  your  regular  sale  of 
canned  foods  during  the  first  week 
in  April?  If  you  do  not,  other  re¬ 
tailers  will  profit  by  your  failure 
to  do  so. 

It  is  estimated  that  the  sale  of 
canned  foods  is  about  one-fourth  a 
retail  grocer’s  business,  more  in 
some  localities,  less  in  others,  and 
the  line  pays  a  fair  percentage  of 
profit. 

The  consumption  of  canned  foods 
in  the  United  States  at  present  is 
only  about  twenty-five  cans  per  cap¬ 
ita  per  annum,  or  about  two  cans 
per  person  each  month,  a  very  small 
quantity  indeed. 

If  this  use  of  canned  foods  could 
be  increased  to  two  cans  each  week 
for  each  person,  the  business  would 
be  quadrupled,  and  it  can  easily  be 
done. 

You  ask  how?  And  we  answer 
that  you  retail  grocers  are  the  auto¬ 
crats  of  the  public  appetite.  You 
set  the  style  in  eating,  and  all  that 
is  necessary  to  be  done  in  order 
to  quadruple  your  sales  of  canned 
foods  is  to  establish  canned  foods 
in  the  public  confidence  and  their 
merit  and  economy  will  do  the  rest. 

There  are  a  great ’many  house¬ 
keepers  who  do  not  think  well  of 
canned  foods,  not  because  of  what 
they  know  about  them,  but  because 
of  what  they  don’t  know  about 
them. 

Don’t  wait  for  “Canned  Foods 
Week”  to  arrive,  but  begin  now  and 
be  sure  to  join  in  the  general  effort 
in  the  week  March  31  to  April  6, 
1913.  Do  these  things  and  you  can 
do  them  with  but  little  additional 
expense,  none  scarcely,  viz. : — 

First. — Ask  your  wholesale  gro¬ 
cer  to  get  you  a  copy  of  designs 
for  window  and  counter  display. 
This  committee  will  furnish  whole¬ 
salers  with  such  designs  for  distri¬ 
bution. 

Make  a  handsome  window  dis¬ 
play,  a  handsome  counter  display 
and  a  tasteful  shelf  display  of 
canned  foods  during  “Canned  Foods 
Week,”  March  31  to  April  6,  1913. 

Second. — Begin  now  and  keep  it 
up  until  April  6th,  and  afterward, 
to  push  and  urge  the  sale  of  canned 
foods  by  the  case  and  dozen  or  in 
assorted  cases,  instead  of  by  the 
can.  Induce  your  customers  to  keep 
a  good  supply  in  their  pantries. 

Explain  to  them  how  convenient 
canned  foods  are  to  have  on  hand 
and  that  they  will  keep  for  years 
without  spoiling.  Tell  them  that 
nothing  is  used  in  packing  canned 
foods  except  heat,  just  plain  steam 
heat,  the  fresh  food  being  cooked 
in  the  cans,  and  that  modern  can¬ 
neries  are  more  sanitary  than  a 
dainty  woman’s  kitchen,  which  is 
the  truth. 

Explain  that  the  contents  of  the 
cans  are  largely  handled  by  auto¬ 


matic  machinery,  and  that  cleanli¬ 
ness,  freshness  and  natural  flavor 
is  what  canners  constantly  strive 
to  secure,  and  that  canned  foods 
being  perfectly  protected  from  dust, 
dirt,  odors  and  decay  by  being  her¬ 
metically  sealed  in  an  air-tight  tin 
can,  are  most  wholesome  food. 


Third. — If  you  do  any  advertising 
in  your  local  papers  use  it  previous¬ 
ly  to  and  during  “Canned  Foods 
Week”  to  attract  attention  to  your 
stock  in  that  line.  Induce  your  lo¬ 
cal  paper  in  which  you  advertise  to 
print  some  entertaining,  interesting 
and  instructive  articles  in  relation 
to  canned  foods,  their  economy,  1 
wholesomeness  and  convenience. 


Write  to  this  committee  for  such 
articles  and  they  will  be  mailed  to 
you  promptly.  Read  the  leaflets 
we  send  you  through  your  whole¬ 
sale  grocer  for  general  information 
about  canned  foods.  Get  your 
sales  people  to  read  such  literature 
carefully  so  that  they  can  talk 
canned  foods  convincingly  to  con¬ 
sumers. 

Fourth. — You  probably  have  a  re¬ 
tail  grocers’  association  in  your 
city,  and  no  doubt  belong  to  it. 
Go  to  the  next  meeting  and  get  the 
association  to  indorse  “National 
Canned  Foods  Week”  and  get  all 
members  to  co-operate  in  making  it 
a  big  success. 

Fifth. — You  doubtless  sell  goods  * 
to  some  hotels,  restaurants,  public 
institutions,  boarding  houses,  etc. 
Induce  them  to  put  on  a  canned 
foods  bill  of  fare  or  menu  during 
the  first  week  in  April,  1913,  and 
to  head  the  bill  of  fare  “National 
Canned  Foods  Week,”  and  sell  them 
a  supply  to  back  up  the  bill  of 
fare. 

Sixth.— Call  up  the  secretaries 
and  presidents  of  your  women’s 
clubs,  either  civic  or  domestic  or 
church  or  social,  and  get  the  club 
to  invite  you  to  deliver  a  brief 
public  welfare  lecture  on  canned 
foods  at  its  next  meeting.  You  will 
be  surprised  to  know  how  easy  it 
is  to  so  arrange  and  what  deep  in¬ 
terest  the  women  take  in  such  prac¬ 
tical  subjects.  Arrange  to  cut  sam¬ 
ples  of  canned  foods  at  your  store 
Monday  of  “Canned  Foods  Week” 
and  invite  women’s  clubs  to  be  pres¬ 
ent  and  sample  them. 

Seventh— Join  us  heartily  in  this 
movement.  Let  us  educate  the  peo¬ 
ple  as  to  canned  foods.  _  Let  us 
drive  away  the  mists  of  ignorance 
and  prejudice  which  surround  and 
mislead  many  people  toward  such 
foods. 

We  do  not  ask  you  to  push  any 
especial  brand  of  canned  foods. 
Just  push  any  brand  you  have 
found  satisfactory.  You  will  not 
only  be  serving  and  promoting  your 
own  business  interests  in  doing  so, 
but  you  will  be  fulfilling  the  mission 
which  is  yours,  that  of  a  guide  and 
friend  to  the  public  appetite,  health 
and  welfare,  for  canned  foods  are 
meritorious,  economical,  wholesome 
and  enjoyable.  An  increase  in  the 
use  of  canned  foods  is  a  sure  guide 
to  “the  low  cost  of  good  living.” 

Yours  very  truly, 

The  National  Association  of  Re-| 
tail  Grocers, 

The  National  Wholesale  Gro-J 
cers’  Association, 

The  Southern  Wholesale  Gro¬ 
cers’  Association, 

The  National  Canners’  Associa¬ 
tion, 

The  National  Canned  Goods  ani 
Dried  Fruit  Brokers’  Associa 
tion, 

As  represented  by 
The  National  Canned  Good: 
Week  Committee, 

J.  A.  Lee,  Managing  Director, 
1517  Masonic  Temple,  Chicago,  II 
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Quality  Cash  Wholesale  Grocery  Warehouse 
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Full  Size  No.  3  Baked  Beans,  in  tomato 

sauce,  per  doz . $0.90 

Quality  shows  in  this  medium-priced  line,  and  they 
equal  many  brands  sold  at  $1.05  to  $1.10  per  dozen. 

They  are  packed  from  best  domestic  stock  with  a  very 
good  tomato  sauce. 

Five=cent  Threaded  Fish,  full  size  cartons, 

2  doz.  to  the  box,  per  doz . 

Good  Corner  Scrubs,  well  made,  3  doz.  lots, 
per  doz . 

These  are  full  standard  10-cent  brushes. 

Sal  Soda,  375  barrels,  per  100  lbs.  . 

Good  Cold  Packed  Standard  Tomatoes,  in 
5=case  lots  or  over,  per  doz.,  net  . 

Matchless  brand. 

Nutmegs,  in  5=lb.  lots  or  over,  105  to  nos, 

per  lb . 

Best  New  No.  3  Barley,  ioo=lb.  bags  •  . 

Good  Candles,  full  weight  guaranteed,  will 
stand  through  warm  weather,  480 
candles 

Lightweight  Candles,  these  will  give  satis= 
faction  during  cooler  weather,  but  will 
not  stand  up  in  the  hot  summer 
months,  480  candles  per  box,  per  box  . 

A  Special  Price  on  Campbell’s  Baked  Beans 
in  5=case  lots  or  over ;  can’t  quote  it 
here ;  will  advise  you  by  return  mail 
on  receipt  of  your  inquiry. 

Bamboo  Handle  Brooms,  tied  in  half  dozs., 
a  splendid  lightweight  broom,  made  of 
best  Illinois  stock,  every  broom  guar= 
anteed,  per  doz . 

The  500s  Matches  at  $3.30  per  gross  are 
double=dipped ;  the  heads  will  not  fly 
when  struck;  they  are  honestly  made 
and  will  average  in  count,  500,  and  are 
full  length  sticks.  Many  of  the  matches 
sold  as  500s  don’t  count  over  420  and 
the  sticks  are  I4=inch  short.  The 
freight  on  these  will  be  returned  to  you 
if  you  don’t  like  them. 

Sugar  sold  at  refiners’  lowest  wholesale  prices  less  one  per  cent, 
on  date  order  received. 

Send  cash  with  order  or  reference,  and  goods  will  be  shipped  and 
you  can  mail  check  after  you  have  received  goods.  The  business 
of  prompt  paying  tiade  solicited. 

Prices  guaranteed  on  the  entire  line. 


.17 

2.25 

2.35 

1.48 


William  C.  Young 
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Congress  Likely  to  Reduce  But  Not  Remove 

Sugar  Tariff 

Will  Likely  be  Reduced  Enough  to  Affect  Price  of  Refined  in  this 
Country.  Ways  and  Means  Committee  Hears  Witnesses 
Who  Respectively  Want  Free  Sugar,  a  Modified  Tariff  and 
the  Present  Tariff  Left  Untouched. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.** 


Washington,  D.  C., 

January  17,  1913. 

Great  interest  is  expressed  here 
as  to  what  Congress  will  do  with 
the  sugar  tariff.  The  House  Com¬ 
mittee  on  Ways  and  Means,  as  is 
known,  is  hearing  testimony  on 
various  articles  as  to  which  the 
tariff  duties  will  likely  be  changed, 
and  some  testimony  on  sugar  was 
heard  on  Wednesday  last.  The 
Democratic  members  of  Congress, 
some  of  them,  at  least,  want  free 
sugar,  and  a  bill  for  free  sugar  is 
now  pending.  This  would  reduce 
the  price  in  this  country  probably 
two  cents  per  pound.  Others  want 
a  modified  tariff,  which  would 
probably  have  some  effect  on  the 
price,  while  theTlomestic  beet  sugar 
interests  want  the  tariff  left  as  it 
is.  It  is  regarded  as  certain  here 
that  the  sugar  tariff  will  be  ma¬ 
terially  reduced  but  not  removed 
entirely. 

At  Wednesday’s  hearing,  some  of 
the  leading  men  in  the  sugar  in¬ 
dustry  were  present.  Edwin  H. 
Atkins,  vice-president  and  acting 
head  of  the  American  Sugar  Refin¬ 
ing  Co.,  proposed  a  moderate  re¬ 
duction  in  the  sugar  tariff.  Henry 
T.  Oxnard,  of  California,  and  a 
dozen  witnesses  from  California, 
Colorado,  Montana,  Wisconsin, 
Michigan  and  other  States  were 
present  to  fight  for  tariff  protection 
for  American  beet  sugar  interests. 
R.  E.  Milling,  of  Franklin,  La., 
pleaded  for  tariff  bars  to  avert  the 
death  knell  of  the  sugar  industry 
of  that  State. 

Former  Governor  B.  M.  Fernald, 
of  Maine,  speaking  for  75  per  cent, 
of  the  canning  industry  of  the  coun¬ 
try,  advocated  either  free  sugar  or 
a  reduced  rate,  while  Arbuckle 
Brothers,  of  Brooklyn,  through 
William  A.  Jamison,  and  the  Fed¬ 
eral  Sugar  Refining  Co.,  through 
Frank  C.  Lowrey,  asked  for  free 
sugar. 

At  the  outset  of  the  hearing  the 
American  Sugar  Refining  Co.  went 
on  record  in  favor  of  a  reduced 
tariff  upon  sugar,  retention  of  the 


small  differential  duty  upon  refined 
sugar,  “if  protection  is  to  be  ac¬ 
corded  to  any  industry,  and  con¬ 
tinuance  of  the  present  color  stand¬ 
ard  of  the  most  practicable  distinc¬ 
tion  between  raw  and  refined  sug¬ 
ars  for  customs  house  classifica¬ 
tions.”  It  opposed  the  abolition  of 
all  duty  upon  sugar  on  the  ground 
that  it  would  destroy  at  once  one 
of  the  largest  sources  of  revenue. 
Edwin  F.  Atkins,  vice-president 
and  acting  head  of  the  company, 
who  was  accompanied  by  several 
other  officials,  contended  that  aboli¬ 
tion  of  all  duty  on  all  sugar  woulc 
cause  the  termination  of  the  Cuban 
reciprocity  treaty  under  which 
Cuban  sugars  get  a  preferential  rate 
of  20  per  cent.,  and  Cuba  gives 
preferential  rates  of  20  to  40  per 
cent,  upon  goods  coming- from  the 
United  States.  He  also  declarec 
that  free  sugar  would  open  the 
United  States  markets  to  the  im¬ 
portation  of  refined  beet  sugars 
from  Europe  upon  the  same  terms 
as  raw  sugars,  in  competition  with 
domestic  refined. 

Free  sugars,  while  present  pro¬ 
duction  is  maintained,  according 
to  Mr.  Atkins,  would  drop  prices 
here  so  low  as  to  destroy  the  Lou¬ 
isiana  industry  and  the  beet  sugar 
industry,  particularly  east  of  the 
Mississippi  River;  would  depress 
Porto  Rican  and  Philippine  sugars 
far  below  their  production  cost,  and 
make  Hawaiian  production  un¬ 
profitable,  thus  largely  curtailing 
our  present  sources  of  supply. 
Once  this  production  is  so  reduced 
foreign  prices  would  advance  until 
domestic  producers  could  again 
enter  the  field,  and  meanwhile  dis¬ 
aster  would  be  widespread  and  con¬ 
sumers  would  get  but  a  temporary 
benefit. 

James  H.  Post,  president  of  the 
National  Sugar  Refining  Co.,  of 
New  Jersey,  opposed  free  sugar. 

R.  E.  Milling,  of  Franklin,  Pa., 
testified  that  the  Louisiana  sugar 
industry  had  no  connection  with  the 
American  Sugar  Refining  Co. 

Frank  C.  Lowrey,  of  New  York, 
who  also  represented  a  committee 
of  wholesale  grocers,  contended 


that  whether  sugar  were  placed  on 
the  free  list  or  not,  a  countervailing 
duty  clause  should  be  enacted  simi- 
ar  to  that  in  the  present  tariff  law. 
He  suggested  consideration  of  a 
consumption  tax  as  a  strictly  reve¬ 
nue  measure. 

In  opposition  to  free  sugar,  Fran¬ 
cis  K.  Carey,  of  Baltimore,  presi¬ 
dent  of  the  National  Sugar  Securi¬ 
ties  Co.  and  vice-president  of  the 
National  Sugar  Manufacturing  Co., 
of-  Colorado,  warned  the  committee 
against  “throwing  beet  sugar  like 
a  bone  to  hungry  dogs.”  Lie  de¬ 
clared  that  sugar  had  never  been 
“anything  but  the  football  of  Ameri¬ 
can  politics”  and  urged  that  a  non¬ 
partisan  commission  be  appointed 
to  consider  the  economic  feature  of 
the  sugar  tariff  question. 

T.  G.  Palmer,  of  Chicago,  urged 
the  committee  to  make  a  rate  of  2 
cents  a  pound  on  raw  sugar,  or  to 
leave  the  tariff  as  it  stands.  He 
said  that  97  per  cent,  of  all  the  beets 
grown  in  this  country  were  raised 
by  75,000  or  100,000  independent 
farmers,  all  of  whom  were  direct¬ 
ly  interested  in  the  tariff. 

ldouse  Democrats  claim  that 
placing  sugar  011  the  free  list  may 
save  American  consumers  $115,- 
000,000  annually,  while  the  Repub¬ 
licans,  charging  that  free  sugar 
would  surrender  an  important  in¬ 
dustry  to  foreign  importers,  assert 
that  it  would  deprive  the  Govern¬ 
ment  of  more  than  $52,000,000 
revenue. 

The  tariff  on  sugar  now  amounts 
to  about  2j4  cents  a  pound,  say  the 
Democrats  in  basing  their  estimate 
of  the  effect  of  the  free  sugar  prop¬ 
osition.  The  blouse  leaders  are  not 
sure  of  free  sugar  in  the  Senate. 

Holt. 


Written  for  the  “Grocery  World  and  General 
Merchant.’’ 

Telling  the  Public  the  Grocer’s 
Side. 


Western  Subscriber,  Inspired  by  “  Mis¬ 
statements  of  Mrs.  Derr,”  Urges  Great 
Need  of  Getting  News  of  Grocers’ 
Position  Before  Public.  Believes 
Associations  Should  Do  It. 


I  have  been  a  very  close  reader 
of  the  editorials  in  the  “Grocery 
World  and  General  Merchant”  ever 
since  becoming  a  subscriber,  and 
have  often  wondered  just  how 
much  good  some  of  your  articles 
did,  for  instance  such  articles  as 
the  “Mis-statements  of  Mrs.  Derr” 
in  your  January  13th  issue.  Mrs. 
Derr’s  article  was  undoubtedly  pub¬ 
lished  in  the  newspaper  and  as  a 


result  made  a  decided  impression 
upon  the  subscribers  of  that  news¬ 
paper  and  worked  against  the  retai 
dealers  in  Philadelphia. 

Your  comments  on  this  article 
went  only  to  the  dealers  who  o 
course  are  interested,  but  the  in  for1 
mation  given  in  your  comment* 
could  hardly  get  through  to  tin 
general  public  where  it  should  havi 
gone. 

Is  there  not  some  way  by  whicl 
such  information  can  be  gotten  int< 
the  columns  of  the  local  newspaper 
so  that  the  harm  which  such  mis1 
statements  as  Mrs.  Derr  has  mad 
can  be  corrected  and  the  majorit 
of  the  honest  retail  dealers  be  give 
due  credit  for  their  honesty? 

It  seems  to  me  that  it  is  hig 
time  for  the  associations  through 
out  the  country  to  get  some  mov 
on  foot  toward  placing  before  th 
public  through  the  proper  mediui 
their  side  of  this  question,  for 
can  see  Avhere  very  soon,  now  the 
the  parcels  post  is  a  reality,  a  gre£ 
many  of  the  dealers  wlio  are  reall 
doing  an  honest  business  at  a  ver 
very  narrow  margin  of  profit  ar 
going  to  be  put  out  of  business  ei 
ti rely,  through  no  fault  of  the 
own,  except  the  lack  of  proper  d( 
fensive  and  constructive  publicit; 

It  is  a  lamentable  fact  that  eve 
though  plans  for  promoting  sue 
publicity  have  been  prepared  an 
submitted  to  retail  dealers  throug 
the  proper  sources  that  they  ha\ 
been  somewhat  slow  to  see  tl 
necessity  for  same.  At  least  the 
have  not  gone  into  it  to  the  extei 
of  making  even  a  trial  campaign. 

Perhaps  your  publication  is  doir 
something  along  this  line  not  show 
through  the  columns  of  yoi 
paper.  If  so,  I  would  be  glad 
know  what  it  is  so  that  I  may  kno 
whether  anything  at  all  is  being  a 
complished  in  this  direction. 

A.  D.  Schiek, 
Advertising  Special? 
Dubuque,  Iowa, 

January  13,  1913. 

The  writer  has  repeatedly  urg 
that  something  like  this  be  dor 
systematically  and  as  a  matter 
business ;  not  casually,  once  in 
while.  Our  suggestion  has  be 
that  it  be  done  through  the  loc 
association. — Ed. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant* 

Attorney  and  Counselorat  La 
643-648  Land  Title  Building 

Philadelphia,  Pa. 

/  Bell.  Spruce  2608-2609 
Telephones  (Keys,0De_  Race 
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ributed.  . 

ilifornia  Court  Makes  Retailers  Sell 
Chocolate  at  Price  Manufacturer  Fixes 


ifornia  Chocolate  Manufacturer  Gets  Injunction  Forcing 
Retailers  to  Hold  Fixed  Price.  Package  Bore  Notice  that 
Goods  Must  be  Resold  at  Certain  Figure. 


'lie  Supreme  Court  of  Califor- 
sittiug  in  bank,  has  unanimous- 
lecided  that  the  D.  Ghirardelli 
,  chocolate  manufacturers  of 
i  Francisco,  Cal.,  were  entitled 
a  permanent  injunction  against 
nsicker  &  Ernst,  retail  grocers 
San  Francisco,  who  after  pur¬ 
sing  a  case  of  Ghirardelli’s  No. 
ans  of  ground  chocolate,  upon 
eh  the  manufacturer  maintains 
rice  of  30  cents  each,  displayed 
m  in  their  window  and  adver- 
d  them  at  25  cents.  The  Ghi- 
:lelli  Co.  had  some  one  purchase 
an  at  the  cut  price,  secure  a  re¬ 
nted  bill  for  the  same,  and  then 
imenced  suit  to  enjoin  them 
m  further  cutting.  The  Superior 
art  issued  a  temporary  injunc- 
i,  later  making  it  permanent, 
iunsicker  &  Ernst  appealed  the 
e  to  the  California  Supreme 
.irt  and  the  latter  body  has  just 
leld  the  issuing  of  the  injunction, 
rhe  decision  is  a  lengthy  one,  in 
ich  the  Supreme  Court  reviews 
.rly  every  case  that  would  in  any 
y  effect  this  one.  All  through 
decision  it  reaffirms  its  stand 
he  Grogan  case  wherein  Grogan, 
olive  oil  manufacturer,  was 
arded  $1,000  damages  against  a 
ce-cutting  retail  grocer  of  Pas- 
;na,  Cal.  The  Ghirardelli  de¬ 
ion  also  reviews  the  decision  of 
:  United  States  Supreme  Court 
the  Miles  medical  case,  it  re- 
ws  the  Sherman  Anti-Trust  act 
1  California’s  Cartwright  Anti- 
ust  law,  and  claims  that  as  long 
the  profit  asked  for  by  Ghirar- 
lli  was  a  “reasonable”  one  for  the 
Dtection  of  the  manufacturer,  the 
Aer  and  the  retailer,  it  was  legal, 
id,  inasmuch  as  Ghirardelli  did 
t  produce  all  of  the  ground  clioc- 
ite  sold  in  the  State  there  was 
restraint  of  trade.  The  court 
en  went  so  far  as  to  say  that  the 
cker  that  Ghirardelli  had  pasted 
the  outside  of  the  cases  of  goods 
sells  makes  it  mandatory  for  the 
bber  to  exact  from  the  retailer, 
fen  he  sells  them  Ghirardelli’s 
ound  chocolate,  an  agreement  to 
iide  by  the  terms  of  the  sticker  on 


the  case,  which  the  court  has  de¬ 
cided  is  an  agreement  between  all 
parties. 

And  they  go  further  and  say  the 
jobber  is  bound  to  exact  from  the 
retail  purchaser  the  terms  of  this 
agreement,  sticker  on  the  case, 
when  he  sells  him  the  goods.  The 
wording  of  the  sticker  on  the  case 
is : — 

IMPORTANT  NOTICE. 

The  goods  contained  in  this  case 
are  sold  on  the  express  condition, 
made  a  part  of  the  consideration 
.  of  the  sale  whether  same  is  made 
by  the  manufacturer  or  wholesaler, 
that  the  purchaser,  if  he  retails 
them,  will  maintain  our  fixed  retail 
price  on  these  goods,  and  if  he 
wholesales  them  he  will  do  so  sub¬ 
ject  to  the  same  condition.  The 
acceptance  of  these  goods  is  an 
agreement  to  comply  with  this  con¬ 
dition  and  a  guarantee  not  to  re¬ 
tail  them,  under  any  circumstances, 
for  less  than  the  established  price. 

Our  fixed  minimum  retail  price 
on  Ghirardelli’s  ground  chocolate 
for  the  Pacific  coast  is  30  cents  for 
i-lb.  tins  and  80  cents  for  3-lb. 
tins. 

D.  Ghirardelli  Co. 

The  decision  was  a  unanimous 
one  and  leaves  no  further  question 
in  the  minds  of  those  who  claimed 
that  the  retail  selling  price  could 
not  be  maintained  on  goods  distrib¬ 
uted  through  jobbing  channels. 
Everyone  within  the  jurisdiction  of 
the  California  Supreme  Court  is 
now  bound  to  maintain  the  manu¬ 
facturers’  retafl  price,  no  matter 
from  whom  or  how  many  person^ 
they  purchase  the  goods,  as  long 
as  the  sticker  notice  remains  on  the 
case. 

This  decision  sets  at  rest  once 
and  for  all  the  contention  of  the 
opponents  of  protected  prices  that 
goods  handled  through  the  jobber 
cannot  be  protected. 

On  behalf  of  our  national  com¬ 
mittee  on  maintenance  of  the  re¬ 
tail  selling  price,  we  have  printer 
.several  hundred  copies  of  this  de¬ 
cision  for  distribution  to  those  who 
may  be  interested. 

F.  B.  Connolly, 
Chairman  National  Committee  on 
Maintenance  of  Retail  Selling 
Price. 

San  Francisco,  Cal., 

January  ir,  1913. 


Michigan 

No.  6 


Michigan  No.  6  Total  Adder 
New — Efficient — Low  Priced 


This  new  modern  total  adding  Michigan  Ncx  6  Cash  Register 
represents  the  utmost  value  and  efficiency  for  the  price. 

It  is  the  result  of  many  years  of  cash  register  experience.  It  is 
designed  and  built  by  men  who  have  always  been  recognized,  even 
by  competitors,  as  the  foremost  in  their  chosen  work. 

These  men  have  placed  within  the  reach  of  the  smaller  merchants 
a  high  grade  total  adding  cash  register  at  a  remarkably  low  price. 

The  Michigan  No.  6  Total  Adder  at  $75  meets  the  same  require¬ 
ments  of  other  cash  registers  at  nearly  double  the  price. 


It  required  several  years  of  painstaking  experimenting  and  the 
purchase  of  $50,000  worth  of  special  automatic  machinery  to  produce 
such  a  machine  as  this  and  still  sell  it  at  such  a  reasonable  figure. 


Here,  Mr.  Merchant,  is  a  real  register  which  will  insure  you  the 
protection  to  your  business  that  you  need. 

You  can’t  afford  to  be  without  this  protection  when  such  a  cash 
register  as  the  Michigan  No.  6  is  within  your  financial  limit. 

We  agree  with  you  that  before  this  new  efficient  safeguard  to 
your  business  was  produced  cash  registers  were  too  high  priced — you 
really  couldn’t  afford  one. 


Now,  however,  with  this  good  and  just  reason  removed,  you  can’t 
help  but  see  your  way  clear  to  owning  a  new  Michigan  No.  6 
Total  Adding  Cash  Register. 

Our  selling  plan  is  simple  and  easily  understood.  The 
commissions  of  regular  cash  register  salesmen  make  up  a 
large  part  of  the  cost  of  other  makes  of  cash  registers. 

We  will  sell  you  a  Michigan  No.  6  through  your 
jobber  or  his  salesmen  when  they  call  on  you  with 
their  regular  lines,  thus  saving  you  that  large 
commission. 


However,  if  they  can’t  supply  you,  write 
us  direct  on  the  attached  coupon  for  our 
new  catalogue  E  2  and  we  will  be  glad 
to  send  you  any  further  information 

Michigan  Cash 
Register  Co. 

Detroit,  Mich. 
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The  New  York  Letter 


Valorization  Coffee  Secretly  Sold  Without  Competition.  Board 
of  Appraisers  Reverses  Itself  and  Now  Upholds  Read  Test 
for  Artificial  Color.  Another  Scheme  to  Lower  Cost  of 
Living.  Talk  of  Removing  Tariff  on  Butter,  Eggs,  Cheese 
and  Meats.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  Jan.  16,  1913. 
The  Tea  Board,  composed  of 
members  of  the  Board  of  United 
States  IGeneral  Appraisers,  has 
rendered  another  decision  on  the 


A  new  movement  to  lower  the 
cost  of  living  is  being  started  un¬ 
der  the  name  of  the  State  of  New 
York  Markets’  League.  It  pro¬ 
poses  '  to  work  in  co-operation 
with  the  State  Agricultural  So- 
.  ciety,  which  is  an  old-established 
question  of  the  proper  test  to  )e  Conferences  are  to  be  held 

^  .  1  1  ^  M  4-  /-v  A  .0,4-  netihr*lol  r'f'U  J 


applied  to  detect  artificial  color 
in  teas.  The  Board  holds  that 
the  Read  test  is  a  preliminary 
process  of  a  mechanical  nature, 
which  merely  indicates  whether 
or  not  there  is  any  artificial  col¬ 
oring,  and  that  when  such  color¬ 
ing  is  found,  then  the  test  must 
be  supplemented  by  a  chemical 
analysis  in  order  to  get  complete 
information  as  to  the  nature  and 
amount  of  coloring  material. 

According  to.  this  decision,  it 
seems  that  if  an  examiner  has  any 
suspicion  as  to  a  shipment  of 
teas  he  is  to  apply  the  Read  test 
first.  Then  if  artificial  color  is 
disclosed,  a  chemical  analysis  will 
be  made. 

This  decision  reverses  to  some 
extent  the  former  ruling  of  the 
Board  against  the  Read  test.  It 
does  not  exactly  uphold,  however, 
the  contentions  of  Carter,  Macy 
&  Co.,  who  protested  against  the 
Read  test.  In  fact,  the  present 
decision  is  regarded  as  in  the  na¬ 
ture  of  a  compromise.  There  is 
a  tendency  on  the  part  of  import¬ 
ers  to  criticise  the  Board  for 
wabbling  on  the  question. 

It  was  even  broadly  hinted  that 
the  Board  was  in  a  delicate  posi¬ 
tion  and  probably  did  not  have 
sufficient  independence  to  go 
against  the  expressed  opinion  of 
Treasurer  MacVeagh  on  the  sub¬ 
ject.  The  critics  'say  that  the 
Board  has  evidently  been  trying 
to  get  in  line  with  the  policy  of 
the  Treasury  Department  and  at 
the  same  time  to  save  its  face  by 
not  bluntly  reversing  itself. 

One  of  the  facts  to  which  at¬ 
tention  is  called  is  that  a  com¬ 
mittee,  of  which  an  assistant 
United  States  Attorney  is  chair¬ 
man,  is  now  investigating  the 
Board  of  United  States  General 
Appraisers.  It  is  regarded  as  un¬ 
fortunate  that  the  investigation 
should  come  at  such. a  time,  be¬ 
cause  the  Board  might  be  in¬ 
clined,  therefore,  to  stretch  a 
point,  even  without  an  intention 
of  doing  so,  in  favor  of  keeping 
in  the  good  graces  of  the  Treas¬ 
ury  Depaitment. 

The  green  teas  involved  in  the 
protests  are  now  to  be  submitted 
to  both  the  Read  test  and  chem¬ 
ical  analysis. 


next  week 

The  League,  according  to  the 
plans,  is  to  work  in  the  direction 


of  facilitating  the  work  of  pro¬ 


ducers  in  selling  more  directly  to 


consumers.  It  proposes  to  assist 
both  classes  by  bringing  them 
into  closer  relations. 

With  this  object  in  view  it  is 
to  agitate  for  legislation,  both 
State  and  municipal,  also  to  en¬ 
courage  municipal  markets  when 
it  seems  advisable,  and  to  carry 
on  other  similar  lines  of  activ 

ity-  • 

It  is  too  soon  to  determine 
whether  or  not  the  new  move¬ 
ment  is  to  amount  to  any  more 
than  various  other  co-operative 
movements  that  have  fallen  by 
the  wayside. 

The  proposition  to  appeal  for 
legislation  will  call  for  attention, 
however,  on  the  part  of  the  var¬ 
ious  grocers’  organizations.  One 
of  the  plans  proposed  is  to  license 
brokers  and  commission  mer¬ 
chants  so  that  shippers  may  have 
a  more  responsible  class  of  men 
with  whom  to  deal. 


the  masters,  the  railroad  com¬ 
pany,  which  is  now  trying  to  re¬ 
plevin  the  flour.  Unless  the  brok¬ 
er  appears  and  pays  the  draft 
there  promises  to  be  some  litiga¬ 
tion  as  to  who  shall  stand  the 
loss. 

*  *  * 

A  removal  of  the  tariff  on  but¬ 
ter,  eggs,  cheese,  meats  and  all 
other  food  products  was  advo¬ 
cated  by  the  president  of  the  New 
York  Mercantile  Exchange,  Jul¬ 
ius  D.  Mahr,  at  its  recent  annual 
meeting.  As  this  is  the  exchange 
in  which  butter,  eggs  and  cheese 
are  handled,  his  address  has  at¬ 
tracted  much  attention,  and  in¬ 
quiries  have  been  received  by 
people  in  the  trade  from  all  parts 
of  the  country  as  to  his  attitude 
and  that  of  the  exchange. 

Mr.  Mahr  comes  out  in  a  flat- 
footed  and  most  positive  manner 
in  favor  of  the  absolute  removal 
of  the  tariff  on  food  products  im¬ 
ported  from  all  other  countries. 

He  points  out  that  in  the  recent 
unrest  over  the  cost  of  living 
there  has  been  special  suspicion 
of  the  butter  and  egg  trade,  with 
various  accusations  against  the 
exchange  which,  he  says,  are  not 
deserved. 

In  support  of  his  position,  Mr. 
Mahr  argues  that  the  food  tariffs 
are  largely  prohibitive  and  not 
revenue  producing.  He  says  that 
because  of  the  prosperity  of  the 
West  and  Northwest,  the  pro¬ 
ducers  in  those  sections  are  no 
longer  obliged  to  ship  their  prod¬ 
ucts  to  the  East  to  find  a  mar¬ 
ket.  They  ship  to  the  East  only 
when  high  prices  here  are  attrac¬ 


tive.  So  the  30,000,000  people  c 
New  England  and  the  Middl 
States,  with  only  slight  produc 
tion  of  foodstuffs,  are  practical! 
obliged  to  pay  the  high  prices.  1 

As  a  further  argument,  M 
Mahr  says  that  the  removal  c 
the  tariff  on  foods  would  brin 
about  conditions  making  it  an  ol 
ject  for  the  domestic  producei 
to  improve  and  increase  their  ou 
put.  There  would  be  the  stin 
ulus  of  competition  with  oth< 
countries. 

The  immediate  effect  of  takin 
off  the  tariff  on  butter  and  egg 
he  says,  would  not  be  felt  ; 
great  as  what  would  follow 
short  time  afterward.  In  the  ca; 
of  Canada,  the  Ameriaan  tari 
has  kept  out  the  Canadian  pro 
ucts,  so  that  the  great  resource 
of  that  country  are  not  used  . 
all  to  supply  us.  The  capacii 
for  production  is  not  nearly  wh 
it  will  become  soon  after  the  ta 
iff  is  removed  and  the  Canadiai 
see  an  open  market  here. 

So  it  will  be  with  other  cou 
tries  that  will  thus  be  encouragi 
to  supply  the  markets  of  tl 
United  States,  he  argues,  at 
thus  will  be  brought  about 
gradual  lowering  of  the  cost 
food  supplies. 

The  receivers  and  dealers,  1 
says,  will  also  be  benefitted, 
in  the  open  market  there  will 
opportunities  for  greater  profi 
than  at  present. 

The  present  restrictions  in  t 
supplies,  he  claims,  have  reduc 
the  margins  of  profit  for  all  le< 
timate  dealers. 

(Continued  on  page  12.) 


*  *  # 


A  queer  story  is  told  of  a  flour 
broker  obtaining  possession  of 
fifty  carloads  of  flour  without 
paying  for  them.  It  seems  that 
a  Wisconsin  mill  shipped  the 
flour  to  a  broker  on  Broad  street 
on  sight  draft,  with  bill  of  lading 
attached.  The  railroad  clerk  then 
released  the  flour  without  insist¬ 
ing  upon  getting  the  bill  of  lading 
in  the  usual  way.  So  the  draft 
was  not  paid. 

The  broker  borrowed  $28,000, 
it  is  said,  on  the  warehouse  re¬ 
ceipts.  Since  then  he  has  not  ap¬ 
peared  at  his  office,  as  far  as 
could  be  learned  by  several  per¬ 
sons  who  have  been  looking  for 
him. 

It  seems  that  the  railroad  clerk 
who  released  the  flour  had  been 
working  in  spare  time  as  a  book¬ 
keeper  for  the  flour  broker.  That 
is  given  as  the  reason  why  the 
broker  succeeded  in  getting  the 
surrender  of  the  flour  in  so  infor¬ 
mal  a  manner.  The  clerk  was 
trying  to  serve  two  masters  and 
the  result,  in  this  instance,  has 
proved  unsatisfactory  to  one  of 


Kellogg  Co.  Asks  Jobbers  Whether 
Shoald  Defend  Government’s  Suit  or 
Abandon  Limited  Selling  Prices 


Puts  Up  to  Wholesale  Dealers  that  Maintenance  of  Fixed  Pri 
on  Toasted  Corn  Flakes  Has  Cost  it  Some  Business  and  W 
Cost  it  Some  More.  Notwithstanding  this,  Jobbe 
Patronize  Competitors  and  Even  Pack  Their  Own  Brands. 


The  Kellogg  Toasted  Corn  Flake 
Co.  which  as  has  been  reported, 
has  been  sued  by  the  United  States 
Government,  on  the  ground  that  its 
plan  to  limit  the  price  of  its  prod¬ 
uct  was  in  restraint  of  trade,  has 


during  the  week  issued  a  most  re¬ 


markable  letter  to  the  jobbing  trade 
all  over  the  country.  The  letter  is 
in  reference  to  the  Government’s 
suit,  and  practically  puts  it  up  to 
the  jobbers  whether  the  company 
will  defend  the  suit  or  abandon  all 
effort  to  limit  its  prices. 

The  letter  in  part  is  as  follows  : — 

Battle  Creek,  Mich.,  Jan.  8,  I9t3- 
We  are  writing  this  to  secure 
your  opinion  as  to  whether  or  not 


we  ought  to  contest  the  actioij 
brought  against  us  by  the  Unite 
States  Government.  Your  imme 
diate  reply  will  be  greatly  appre 
ciated.  We  have  already  receive 
a  great  many  letters  indicating 
widespread  interest  in  the  trade. 

You  have  doubtless  read  the  pres 
dispatches  regarding  the  case.  I 
a  word,  the  Government  seeks  t 
prevent  us  from  maintaining  th 
jobbing  retail  price,  and  what  is  a. 
equally  important  point,  they  ques 
tion  our  right  to  restrict  the  direc 
sales  of  our  goods  to  jobbers  onb 
Incidentally,  the  Government  at 
tacks  the  validity  of  the  patent  upo 
our  carton,  on  which  the  price  main 
tenance  feature  is  based. 

This  action  strikes  at  the  ver 
root  of  the  selling  plan  which  w 
have  adopted  for  Kellogg’s  Toaste 
Corn  Flakes  with  a  great  deal 
labor  and  expense.  We  have  littl 
apprehension  regarding  the  outcom 
of  the  case  if  brought  to  trial.  S 
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'ar  as  the  price  mainteaance  feature 
s  concerned,  the  plan  under  which 
ve  are  operating  was  adopted  only 
ifter  the  most  careful  scrutiny  and 
‘xajnination,  with  the  advice  of  able 
:ounsel  and  with  the  cognizance 
ind  tacit  approval  of  representatives 
>f  the  Department  of  Justice  them¬ 
selves.  It  ought  to  stand  the  most 
severe  acid  test,  as  it  was  expressly 
designed  to  comply,  not  only  with 
the  letter,  but  with  the  very  spirit 
Df  the  Sherman  law. 

So  far  as  our  right  to  restrict 
our  direct  sales  to  legitimate  job¬ 
bers  only  is  concerned,  this  seems 
so  utterly  reasonable  and  just  that 
we  cannot  conceive  of  a  judgment 
going  against  us  on  this  count. 
The  charge  by  inference  that  there 
is  anything  monopolistic  or  collusive 
in  the  corn  flake  business  can  only 
be  considered  as  ludicrous  by  any¬ 
one  in  the  trade  who  is  familiar 
with  conditions. 

The  last  issue  of  our  house  or¬ 
gan,  “Kellogg’s  Square  Dealer,’’ 
prints  the  pictures  of  the  ninety- 
four  different  brands  of  corn  flakes 
which  have  either  been  or  are  now 
upon  the  market,  and  according  to 
our  information,  there  are  107 
brands  besides  Kellogg’s  altogether. 

It  scarcely  seems  necessary  for  us 
to  remark  that  there  is  no  evidence 
of  combination  or  collusion  between 
the  manufacturers,  nor  even  a 
shadow  of  a  “gentleman’s  agree¬ 
ment.” 

There  is  a  feature  to  the  situation, 
however,  to  which  we  are  not  easily 
reconciled,  and  that  is  the  fact  that 
we  have  been  made  the  “scapegoat.  ’ 
There  are  hundreds  of  manufac¬ 
turers  in  the  country  who  are  pro¬ 
tecting  the  resale  price  of  their 
goods  to  a  greater  or  less  degree. 
We  are  one  of  the  youngest  com¬ 
panies  in  the  entire  number,  and 
still  the  Government  has  singled  us 
out  for  a  test  suit.  It  doesn’t  seem 
to  us  to  be  fair.  In  fact,  a  repre¬ 
sentative  of  the  Department  of 
Justice  called  on  us  a  short  time 
before  the  bringing  of  the  suit  to 
discuss  the  proposition  of  institut¬ 
ing  an  action  against  us  under  the 
Sherman  law.  He  said  very  frankly 
that  he  believed  that  what  we  were 
doing  was  perfectly  legal,  but  the 
Department  itself  was  in  doubt  as 
to  the  application  of  the  law  and 
was  anxious  for  a  test.  The  repre¬ 
sentative  suggested  that  we  spend 
our  time  and  money  in  defending 
a  suit  in  order  that  the  Government 
might  get  such  a  test.  We  flatly 
declined,  saying  that  we  did  not 
wish  to  get  into  a  suit  with  the 
Government,  and  that  if  the  Depart¬ 
ment  of  Justice  could  find  anything 
to  criticise  in  our  plan  of  selling 
our  goods,  we  would  modify  our 
selling  plans  and  conform  with  the 
Department’s  suggestions  without 
the  necessity  of  any  litigation.  The 
Department  of  Justice,  however,  de¬ 
clined  to  avail  itself  of  our  offer 
to  submit  our  selling  plan  to  its 
criticism  and  abide  by  any  sugges¬ 
tion  it  might  make  and  the  next 
thing  we  knew  suit  was  instituted 
in  the  Federal  Court  at  Detroit. 

We  are  not  at  all  decided  as  to 
just  what  action  we  should  take. 
For  the  past  several  years  we  have 
spent  a  great  deal  of  time  and 
money  in  pioneer  work  establishing 
our  plan  of  selling  goods.  We  have 
done  it  largely  in  our  own  protec¬ 
tion,  of  course,  recognizing  the 
necessity  of  building  up  a  firm  and 
stable  market  for  our  merchandise. 
In  this  we  have  been  successful. 
Our  product  pays  a  fair  and  con¬ 
sistent  profit  to  every  factor  in  the 
trade  and  is  not  a  target  for  price 
cutters.  But  in  accomplishing  this 
we  have  been  involved  in  a  great 
deal  of  expense  and  have  made 
enemies  as  well  as  friends,  and  we 


are  inclined  to  believe  that  the  im¬ 
mediate  profits  of  the  business 
might  have  been  larger  had  we  been 
less  square-toed  and  followed  more 
closely  the  line  of  least  resistance. 
There  has  been  some  glory  in  the 
fight,  of  course,  but  there  have  been 
many  bumps  as  well,  and  we  have 
been  constantly  confronted  with  the 
knowledge  that  while  a  large  pro¬ 
portion  of  the  trade  applauded  our 
exploits,  the  other  fellow  who 
wasn’t  doing  anything  in  the  line 
of  “exploiting”  was  getting  his 
share  of  the  business  all  the  time, 
a  pretty  liberal  support  from  the 
trade  and  probably  a  larger  profit 
on  his  volume  of  business  than  we 
were.  This  has  been  none  too  com¬ 
forting,  as  you  can  imagine.  By 
this  we  do  not  mean  that  we  re¬ 
gret  in  the  least  the  course  we  have 
taken ;  the  question  now  is  how 
much  longer  are  we  going  to  keep 
it  up? 

Here  we  are  confronted  with  a 
Government  suit.  If  we  fight  it 
means  a  big  expense ;  if  we  lose,  we 
will  be  worse  off  than  if  we  hadn’t 
fought  at  all — than  if  we  yielded 
gracefully  without  contest.  If  we 
win  we  will  get  a  lot  of  glory,  but 
will  we  sell  any  more  corn  flakes? 
Will  we  get  any  more  liberal  sup¬ 
port  from  the  wholesaler  and  re¬ 
tailer  than  our  good  competitors 
who  continue  following  the  time- 
honored  free  deal  and  rebate  route, 
who  are  not  so  scrupulous  about 
refusing  to  sell  mail  order  houses, 
chain  stores  and  department  stores, 
and  who  strictly  mind  their  own 
business?  Will  there  be  any  de¬ 
crease  in  the  number  of  jobbers' 
private  brands  with  which  we  will 
have  to  compete?  Will  there  be  an 
effusion  of  friendliness,  do  you  pre¬ 
sume  on  the  part  of  those  dozen  or 
so  of  the  biggest  jobbers  in  the 
country  whose  trade  we  have  lost 
in  pursuing  this  square  deal  selling 
plan — with  many  of  whom  we 
would  still  be  doing  business  if  we 
had  interpreted  our  principles  liber¬ 
ally  instead  of  literally. 

These  are  the  problems  we  are 
up  against.  We  have  opened  our 
hearts  to  you  because  you  are  our 
customers  and  we  trust  are  inter¬ 
ested  in  the  success  of  our  business. 
We  are  sincerely  anxious  to  have 
your  opinion  as  to  whether  or  not 
we  should  enter  a  defense.  This 
letter  is  going  out  to  every  whole¬ 
sale  grocery  house  with  which  we 
are  doing  business,  and  we  will  nat¬ 
urally  watch  the  replies  with  a  great 
deal  of  interest. 

It  has  been  stated  that  if  we  fail 
to  carry  this  issue  to  the  Supreme 
Court  of  the  United  States,  no  one 
else  will.  We  cannot  say  as  to  that, 
but  if  anyone  else  wants  the  glory 
they  are  welcome  to  the  task. 
Failure  to  contest  the  case  would 
probably  mean  a  breaking  down  of 
the  whole  protected  price  system 
and  an  attendant  epidemic  of  ruin¬ 
ous  competition,  and  of  direct  sales 
to  mail  order  houses,  chain  and  de¬ 
partment  stores.  It  is  for  you  to 
decide  in  your  own  mind  what  this 
would  mean  to  your  business  and 
to  the  trade  at  large,  and  whether 
in  the  last  analysis  any  benefit  could 
accrue  to  the  consumer.  On  the 
other  hand,  if  we  decide  to  contest 
this  case,  naturally  we  will  have  to 
bear  the  brunt  of  it  ourselves.  The 
jobbers  of  the  country  can  be  of 
infinite  assistance  to  us,  however, 
not  only  by  rendering  us  loyal  sup¬ 
port  in  the  sale  and  distribution  of 
our  goods,  but  by  doing  what  they 
can  through  their  salesmen  to  coun¬ 
teract  the  detrimental  effect  which 
the  publicity  given  the  suit  by  the 
Attorney-General’s  office  may  have 
upon  the  retailer  and  consumer. 

Yours  very  truly, 

Kellogg  Toasted  Corn  Flake  Co. 


$80,000,000 

That  is  the  sum  invested  in  the  great 
monthly  and  weekly  magazines  each 
year  for  National  Advertising, 

Are  you  getting  your  share 
of  the  big  trade  it  creates? 

Good  Storekeeping 

Will  help  you  get  it 

That  is  why  this  paper — a  big  quarterly  review  of 
the  trade  paper  field — is  pub¬ 
lished.  Good  Storekeeping  is  full 
of  facts,  plans,  helps  and  discus¬ 
sions  about  the  problems  which 
you  are  meeting  each  business 
day. 

It  tells  you  what  manufacturers  are  doing,  how 
other  merchants  are  building  bigger  trade,  the 
things  women  like  about  stores,  and  it  shows  you 
the  way  to  cash  in  Locally  on  National  Adver¬ 
tised  goods. 

Clip  the  coupon  and  mail  it  to-day. 

It  will  bring  you  each  coming  issue 
of  Good  Storekeeping  and  entitle 
you  to  receive  a  moving  picture  slide 
to  advertise  your  store,  attractive 
window  signs  and  cuts  for  use  in  / 


/ 


/ 


C.  ¥. 


your  local  newspaper — all  without  / 
charge  or  obligation  to  you.  /  c00# 

/  HOUSEKEEPING 


Fill  out  the  coupon  now. 

Dealers’  Service  Dept. 


/ 


/ 


MAGAZINE 


/ 


/ 


/  381  Fourth  Ave.,NewYork 

/Please  enter  the  name  of 
my  establishment  (Store 
Name  Here) 


Liood  Housekeeping 
Magazine 

381  Fourth  Ave.,  New  York  City  / 


/ 


/ 


/  on  the  complimentary  mailing  list  for 

/Good  Storekeeping.  I  carry  a  fair  as¬ 
sortment  of  advertised  goods  in  my  line. 


Name  . 


~/  Address . 
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In  a  letter  to  the  jobbing  trade 
of  the  country,  which  is  in  part 
published  in  an- 
The  Kdioee  Co.’s  other  column,  the 

Representation  T,  ,  , 

to  Jobbers.  Kellogg  COOl 

flakes  people 


very  properly  put  the  questions 
developed  by  the  Government’s 
suit  against  them  up  to  the  job¬ 
ber.  As  has  been  announced,  the 
Government  has  brought  suit 
against  the  Kellogg  Company  on 
the  ground  that  its  plan  of  re¬ 
stricting  its  sales  to  jobbers,  and 
its  controlling  of  the  price  even 
in  jobbers’  hands,  is  a  restraint 
of  trade.  The  suit  will  cost  the 
Kellogg  Co.  much  thought  and 
money — if  it  defends  it — and  the 
selling  plan  which  the  Govern¬ 
ment  attacks,  the  Kellogg  people 
say,  has  already  cost  it  some  busi¬ 
ness  and  some  profits.  They  now 
say  to  the  jobber — what  shall  we 
do  about  this  case?  Shall  we  de¬ 
fend  it?  The  whole  plan  has 
largely  been  for  your  benefit,  are 
we  justified  in  going  any  further 
witb  it,  while  you  continue  to 
give  your  patronage  to  manufac¬ 
turers  who  make  nothing 'like  the 
efforts  we  do  to  protect  you? 

These  are  sharp  and  exceed¬ 
ingly  pertinent  questions.  The 
Kellogg  plan  to  compel  all  job¬ 
bers  to  sell  toasted  corn  flakes  at 
$2.80  has  benefited  nobody  so 
much  as  it  has  benefited  the  job¬ 
ber,  and  as  a  matter  of  fact,  has 
benefited  nobody  else  at  all,  cer¬ 
tainly  not  directly.  So  with  the 
Kellogg  plan  of  cutting  off  chain 
stores.  Without  doubt  that  has 
lost  the  company  business,  for 
many  of  the  chain  establishments, 
when  told  they  could  not  pur¬ 
chase  direct,  have  not  purchased 
at  all.  Those  that  did  had  to 
purchase  through  some  jobber, 
and  there  again  the  jobber  gained. 

Again,  the  cut-price  jobbing 
houses  have  undoubtedly  sold 


less  toasted  corn  flakes  than  they 
would  have  sold  had  they  been 
privileged  to  make  a  leader  of  it 
once  in  a  while  and  drop  the 
price.  All  these  things  have  di¬ 
rectly  helped  the  regular  jobber, 
but  they  have  not  helped  the  Kel¬ 
logg  Company — unless  they  have 
helped  it  by  inspiring  the  jobber 
to  favor  it.  The  letter  which  the 
Kellogg  Co.  sends  out  intimates 
that  that  form  of  benefit  hasn’t 
been  as- large,  perhaps,  as  it  might 
have  been. 

It  is  perhaps  inaccurate  to  say 
that  the  jobber  gets  the  only 
benefit  out  of  the  Kellogg  and 
other  plans  for  holding  the  price. 
The  price-cutter  is  always  a  trade 
disturber,  and  anything  that 
curbs  him  does  trade  good.  In 
that  sense  the  Kellogg  plan  is 
good  for  us  all,  but  it  must  be  re¬ 
membered  that  the  Government 
doesn’t  take  this  view.  The  Gov¬ 
ernment  believes  in  price-cutting, 
if  price-cutting  is  the  logical  result 
of  “competition.” 


The  California  Supreme  Court’s 
decision  that  a  retailer  must  sell 
chocolate  at  the 

The  California  price  the  mauu- 
Chocolate  Price  Case.  factUl'er  fixes,  if 

he  knows  what 
that  price  is  whert  he  buys  it,  and 
whether  he  buys  direct  from  the 
manufacturer  or  through  the  job¬ 
ber,  is  not  in  accordance  with  the 
decision  of  the  United  States  Su¬ 
preme  Court  on  the  subject. 
With  all  sales  taking  place  in 
California,  however,  the  decision 
of  its  own  Supreme  Court  will 
govern  and  that  of  the  United 
States  Supreme  Court  will  have 
no  effect  whatever. 

A  summary  of  this  case  has 
been  furnished  this  journal  by 
Mr.  Connolly,  of  San  Francisco, 
and  is  published  elsewhere.  In 
substance  it  seems  to  provide  that 


when  the  goods  bear  a  notice 
that  “the  fixed  minimum  retail 
price”  is  30  cents,  the  jobber  buys 
it  charged  with  an  obligation  not 
only  not  to  retail  himself  for  less 
than  30  cents,  but  to  pass  the 
notice  on  to  the  retailer  to  whom 
he  sells  at  zvholesale.  This  is  the 
precise  thing  which  the  United 
States  Supreme  Court  said  in  the 
Miles  case  could  not  be  done. 
The  court  said  there  that  the 
Miles  Co.  could  sell  Jones  &  Co., 
wholesalers,  and  legally  impose  as 
a  condition  of  that  sale  that  Jones 
&  Co’s,  own  price,  to  retailers, 
should  be  so  much.  At  that 
point,  however,  Miles  &  Co’s, 
power  ended  and  they  could  not 
interfere  with  the  price  at  which 
the  retailer  should  sell.  One  rea¬ 
son  for  this  was  that  there  was 
no  direct  contract  relation  be¬ 
tween  Miles  &  Co.  and  the  re¬ 
tailer,  as  they  dealt  through  a 
third  party. 

It  is  apt  to  be  idle  to  discuss  a 
court  decision  with  no  more  than 
a  summary  before  you,  but  the 
Ghirardelli  decision  seems  to  hold 
that  the  manufacturer  can  sell 
the  jobber,  subject  to  a  condition 
not  only  to  hold  the  price  him¬ 
self,  but  to  compel  his  customer, 
the  retailer,  to  hold  it. 

Of  course  this  will  have  no 
effect  upon  the  decision  of  the 
United  States  Supreme  Court. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  is  very  keenly  in¬ 
terested  in  the 

The  Retailer  and  “Canned  Goods 

Canned  Goods  Week.  Week”  plan,  to 

which  some  space 
is  devoted  in  another  column,  and 
will  do  everything  in  its  power  to 
help  the  cause  along.  Briefly,  the 
plan  is  for  all  classes  of  the  trade 
to  so  work  that  the  first  week  in 
April  shall  see  a  concentrated 
effort,  particularly  by  retailers  all 


1912  Bad  Year  Both  for  Grocery 
and  General  Store  Business. 


More  Failures  in  Both  Lines  Last  Year 
Than  in  Any  Year  of  the  Last  Five, 
Except  1908. 

Some  interesting  figures  have 
just  been  received  from  the  R.  G. 
Dun  commercial  agency,  covering 


the  failures  in  the  grocery  and  gen¬ 
eral  store  lines  for  the  last  five 
years,  i.  e.,  1912,  1911,  1910,  1909 
and  1908.  The  figures  are  official 
and  show  that  more  grocers  and 
general  storekeepers  failed  in  1912 
than  in  any  other  of  the  five-year 
period  except  1908,  which  was 
worse  than  1912  in  both  lines. 

The  figures  are  as  follows  : — 


General  store  failures,  1912, 
1,777 o  liabilities,  $12,760,623 ;  19x1, 
1,380;  liabilities,  $10,977,030;  1910, 
1,228;  liabilities,  $8,719,230;  1909, 
1,5x2;  liabilities,  $10,517,353;  1908, 
1,849;  liabilities,  $13,808,725. 

From  this  it  appears  that  1910 
was  the  most  prosperous  year  of 
the  five. 


over  the  country,  to  sell  mor 
canned  goods.  But  not  only  to  se' 
them — in  addition  to  exploit  then' 
as  worthy  food  products  and  to  in 
crease  in  every'  practicable  way  th 
esteem  in  which  they  are  held  b 
the  general  public. 

This  journal  wishes  to  say  a  re 
spectful  word  to  the  interests  ref 
resenting  this  campaign,  bot 
locally  and  nationally.  The  decid 
ing  factor  in  this  campaign  is  th 
retail  grocer.  It  isn’t  the  packer 
it  isn’t  the  broker,  it  isn’t  the  jot 
ber.  All  these  factors  sell  only  t 
other  factors  who  know  all  abou 
canned  goods,  and  are  always  wi 
ling  to  sell  them — if  they  have 
demand.  The  object  of  th, 
campaign  is  to  get  more  consume 1 
interested  in  canned  goods,  and  t 
get  those  already  interested  moi 
interested.  Speaking  of  dire< 
work,  that  lies  in  the  domain  of  th 
retail  grocer  alone.  He  can  do 
or  he  can  let  it  alone,  and  in  pre 
portion  to  the  way  he  does  it  c 
lets  it  alone,  this  campaign  will  wi 
or  lose. 

The  iocal  committee  on  arrangj 
merits  for  last  Wednesday’s  luncj 
eon,  at  which  the  campaign  wi 
launched  in  Philadelphia,  consist 
of  five  jobbers  or  representatives  | 
jobbers,  one  broker  and  one  r 
tailer.  This  fact  was  really  the  ii 
spiration  for  the  above  remarks.  C 
course  all  classes  of  the  trac 
should  be  interested  and  active,  bi 
it  should  not  be  forgotten  for  a  mi; 
ute  that  the  retailer  is  to  do  tl 
bulk  of  this  work — all  of  it  th 
counts,  really — and  that  he,  ther 
fore,  should  be  drawn  into  tjj 
thing  and  interested  direct! 
Something  will  doubtless  be  accor 
plished  by  getting  packers,  broke 
and  jobbers  to  work  on  retailers 
work  on  consumers,  but  will  n 
much  more  be  accomplished  if  it  j 
made  a  retailers’  campaign  fro 
the  beginning? 

■  . . 

Grocery  failures,  1912,  2,597;  li 
bilities,  $13,162,922;  1911,  2,13. 
liabilities,  $9,543,008;  1910,  2,311 
liabilities,  $8,680,079;  1909,  2,31, 
liabilities,  $9,007,008;  1908,  2,70: 
liabilities,  $16,852,702. 

According  to  the  above,  191I  W 
the  most  prosperous  year  in  t 
grocery  business  and  1908  the  lea 
prosperous. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


11 


itten  for  the  “Grocery  World  and  General  Merchant. 


lieu  - * 

Collier’s  Weekly”  Defends  Westfield 
Plan  of  Listing  Food  Prodacts  Exam¬ 
ined  by  Westfield  Health  Board 

ys  it  Doesn’t  Pretend  to  be  Complete  Directory  of  AH  Worthy 
Foods.  Believes  Consumers  Must  Have  Some  Way  of 
Applying  Warnings  Against  Food  Adulteration. 


1  have  before  me  the  “Grocery 
rorld  and  General  Merchant”  of 
nuary  13th,  with  your  comment 
i  the  “Westfield-Collier  scheme” 
you  term  it. 

Our  editorial  policy  on  “Col- 
:r’s”  has  always  been  to  comment 
arlessly  on  any  subject  and  we 
:ver  care  whether  it  affects  adver- 
fing  patronage  or  not. 

I  have  no  criticism  to  make  of 
xir  reviewing  the  Westfield  cam- 
aign,  but  I  do  think  that  in  justice 
>  us  it  would  have  been  only  fair 
id  right  that  you  investigated  the 
Latter  before  writing  your  article 
lat  appears  in  the  January  13th 
sue. 

In  the  first  place  this  campaign  is 
acked  and  financed  by  pure  food 
lanufacturers,  many  of  which  are 
dvertising  in  your  columns.  In 
ae  second  place,  we  have  stated, 
dthout  hesitation,  that  the  West 
eld  book  does  not  contain  every 
ure  food  made,  but  on  the  other 
and  it  is  the  first  definite  informa- 
ion  on  foods  that  the  consumer 
las  ever  had  available. 

What  good,  for  instance,  does  it 
lo  you  to  attend  a  lecture  on  pure 
bods  when  you  listen  to  a  lecturer 
rant”  about  artificial  colors,  flavors 
ind  adulterants  if  you  return  to 
rour  home  and  have  no  definite 
vay  in  which  you  cau  apply  the  in- 
brmation  that  you  have  just 
earned  ? 

Don’t  get  the  impression  from 
his  letter  that  we  have  any  feeling 
is  the  result  of  your  review,  but  as 
[  have  said  above,  in  justice  to  us 
it  is  only  fair  that  you  should  have 
investigated  the  motive  back  of  the 
idea,  and  our  plans  for  what  we 
liope  some  day  will  be  a  complete 
listing  of  all  foods. 

Remember  there  must  always  be 
a  beginning  and  naturally  this  be¬ 
ginning  has  been  with  the  foods 
that  have  national  distribution. 

1  am  so  much  interested  in  this 
campaign,  for  which  the  writer  is 
sponsor,  that  I  would  like  to  dis¬ 
cuss  it  at  shorter  range  with  you  on 
my  next  trip  to  Philadelphia. 


There  is  no  reason  why  “Col- 
ier’s”  and  the  grocery  trade  papers 
should  not  work  in  close  harmony 
and  I  honestly  believe  that  we  can 
oe  of  service  to  one  another. 

Sturges  Dorrance, 
“Collier’s  Weekly.” 


NpTE. — It  seems  to  the  writer  as 
if  this  were  hardly  an  answer  to 
the  suggestion  of  the  “Grocery 
World  and  General  Merchant”  that 
the  book  of  pure  foods  which  the 
Westfield  Board  of  Health,  aided 
by  “Collier’s  Weekly,”  was  ex¬ 
ploiting,  was  not  quite  fair  to  all 
concerned.  The  book  states  plainly 
that  it  does  not  pretend  to  contain 
all  pure  foods,  but  notwithstanding 
that,  the  fact  that  it  is  being  ad¬ 
vertised  and  circulated  broadcast 
gives  it  the  character  of  a  general 
directory,  and  without  doubt  con¬ 
sumers  will  treat  it  as  such,  if  they 
use  it  at  all.  Otherwise,  its  use  will 
be  much  restricted,  for  if  it  is  only 
a  partial  list  of  worthy  foods;  if 
there  are  plenty  of  worthy  foods 
outside  of  it,  it  will  neither  be 
directory  of  foods  that  are  good, 
nor  by  implication,  of  foods  that 
are' bad.  No;  such  a  book  will  be 
like  a  list  of  names  under  the  heac 
of  “Virtuous  Women  of  Model- 
ville.  N.  Y.”  Nobody  could  argue 
that  this  list  held  itself  out  as  in¬ 
cluding  all  the  virtuous  women  in 
Modelville,  N.  Y.,  yet  the  un¬ 
named  women  would  inevitably  be 
objects  of  suspicion. 

The  writer’s  view  is  that  nobody 
should  undertake  to  issue  a  direc 
tory  of  nationally  sold  pure  foods 
unless  he  can  include  all  nationally 
sold  pure  foods. — Ed. 


8PE 
FOOD 


Unlike  other 

FARWELL  &  RHI 


IVER  TROUBLES 
:r  strict  diet 

For  book 

Wateriown.  N?Y.,  U.5.A. 


IMPORTANT 
Retail  Grocers 

who  wish  to  please 
their  customers  should 
be  sure  to  supply  them 
with  the  genuine 

Baker’s 
Cocoa  and 
Chocolate 

with  the  trade-mark 
on  the  packages. 

They  are  staple  goods,  the 
standards  of  the  world  for  purity 
and  excellence. 

MADE  ONLY  BY 

W alter  Baker  £?  Co.  Limited 
DORCHESTER,  MASS. 

Established  1780 


Registered 
U.S.  Pat.  off 


AMONG  THE  TRADE. 

Italian  olive  oil  has  advanced 
about  20  cents  per  tin  and  25  cents 
per  case,  owing  to  scarcity. 

Thomas  Martinclale,  grocer,  lec¬ 
turer,  author  and  publicist,  will 
lecture  in  Witherspoon  Hall  next 
Tuesday  evening  on  “Hunting  in 
the  Upper  Yukon.”  It  will  be  a 
reminiscence  of  Mr.  Martindale’s 
recent  trip  through  that  country, 
and  will  without  doubt  be  well 
worth  hearing. 


VALUE  OF 
HAGAZINE 
Advertising 


Magazine  advertising  makes 
people  familiar  with  the  name  and 
quality  of  Swift’s  Premium  Ham 
and  persuades  them  to  try  it. 

When  they  see  a  display,  a  show 
card  or  sign  in  your  store  the  ad¬ 
vertisement  is  recalled.  The  re¬ 
sult  is  a  sale. 

Therefore  it  will  pay  you  to  dis¬ 
play  Swift’s  Premium  Ham  con¬ 
stantly.  Keep  a  sign  in  plain 
sight  all  the  time. 

“WE  SELL 

SWIFT’S  PREMIUM  HAMS” 

The  increase  in  sales  will  be 
large  and  steady  for  Swift’s  Prem¬ 
ium  Ham  holds  trade  by  its  uni¬ 
form  quality. 

Swift  &  Company,  U.  S.  A. 


Use  the  Mails 
More  Yourself 


<jf  You  may  have  dreaded  the 
effect  of  the  extension  of 
the  use  of  the  mails  upon  your 
own  business — have  you  not 
thought  that  you  might  your¬ 
self  use  the  mails  more  ? 

<|  For  instance,  in  buying 
TEAS.  The  logic  of  that  is 
that  it  directly  connects  our¬ 
selves,  the  importers,  with 
you,  the  retailer,  and  cuts  out 
two  middlemen,  both  of  whom 
would  have  to  be  paid— the 
jobber  and  the  salesman. 

<]f  We  can  inevitably  sell 
cheaper  by  mail  than  anybody 
can  through  salesmen.  Let  us 
match  your  samples. 


DURYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

aSTKBLISHBD  1807 


Business 

Success 


The  man  who  sees 
the  thing  to  do  and 
does  it  succeeds.  Of 
course,  the  other  fel¬ 
low  calls  it  luck.  And 
the  man  who  realizes 
that  his  Grocery  Store 
must  be  made  com¬ 
fortable  for  his  patrons 
and  then  installs  Elec¬ 
tric  Eight  and  Electric 
conveniences,  holds 
his  old  customers — 
and  gets  flew  ones.  In¬ 
cidentally  he  spends  a 
small  sum  to  make  a 
large  one.  Ask  for 
rates  and  estimates. 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 
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Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Swkkkkt,  Manager  for  L.  Lehman  &  Co.’a 
Department  Food  Stores,  Dover,  N.  J. 


About  Authority.— A  couple  of 
weeks  ago  I  had  a  letter  from  a 
young  fellow  in  Denver,  Col.,  in 
which  he  related  the  value  of 
“Straight  Talks”  to  such  a  degree 
that  had  it  not  been  for  the  ap¬ 
parent  disparity  of  our  ages  the 
author  of  “Straight  Talks”  might 
have  found  his  Sunday  hat  en¬ 
tirely  too  tight  fitting. 

In  this  letter  he  complained 
about  not  having  “the  authority 
to  carry  out  the  ideas.”  In  con¬ 
nection  with  this,  I  want  to  say 
to  all  you  boys  that  the  sugges¬ 
tions  are  given  largely  for  YOU 
to  the  one  higher  up.  To  read 
about  selling  suggestions,  store 
arrangement  and  store  deport¬ 
ment  and  keep  mum  is  worse 
than  not  reading  at  all.  It’s  like 
making  a  good  resolution  in  your 
room  and  walking  out  into  the 
street  to  break  it.  It  leaves  you 
a  morally  weaker  man. 

Whatever  you  read  in  “Straight 
Talks”  that  you  consider  well 
worth  adopting,  talk  it  over  with 
your  manager.  What  you  read 
here  wasn’t  “got  out  of  a  book.” 
It’s  just  plain  stuff  that  turned 
the  trick  before  it  got  to  your 
eyes  at  all.  Anyhow,  don’t  keep 
things  that  are  business-getters 
under  your  hat — they  smother. 

jfc  * 

Concerning  a  Window. — You  can 

do  wonders  with  a  corner  of  your 
window  if  you  make  it  a  bargain 
corner  and  nothing  else,  not  an 
ordinary  bargain,  but  a  startling 
one.  You  can  have  a  new  one 
every  day  or  a  new  one  every 
Monday.  Every  day  is  bet¬ 
ter.  Take  corn,  for  instance, 
that  cost,  say,  70  cents  a  dozen 
and  sell  one  day  at  6J4  cents; 
limit  six  cans'  to  a  customer. 
Another  day  rolled  oats  at  2j4 
cents  a  pound.  Another  day  pea 
beans  at  4^4  cents  a  pound. 
Another  day  10-cent  package 
crackers  at  8  cents.  Of  course, 
there’s  no  limit  to  the  variety. 
There  are  certain  towns  where 
such  advertising  has  got  news¬ 
paper  space  beat  a  mile — or  more. 


You  say  “your  policy  of  selling 
goods  at  cost  isn’t  a  good  one.” 
isn’t  it?  If  corn  at  6  cents  will 
bring  a  hundred  more  people  into 
your  store  than  corn  at  10  cents, 
isn’t  the  6-cemt  policy  good?  Do 
you  remember  what  we  said  last 
week  about  having  them  “talk 
about  you”? 

*  *  * 

Look  Your  Best — In  business. 
That  is  business.  Shaving  money 
beats  beer  money.  A  laundry  bill 
keeps  you  respectable.  The  pool 
'room  habit  too  often  means  the 
dirty  collar  habit.  “For  the  ap¬ 
parel  oft  proclaims  the  man.” 

Take  time  in  the  morning  to 
look  your  best — half  an  hour  does 
it.  There  are  no  ugly  faces  where 
a  true,  honest  cheerful  heart 
beats  underneath  a  clean  coat. 
Heaven  deliver  us  from  the 
dandy,  but  praise  be  to  him  that 
is  neat  and  clean  and  has  brains 
to  “look  his  best  in  business.” 

*  *  * 

“I’ll  Beat  You,”  Says  the  Cider 
Barrel— “You  Won’t,”  Says  the  Pot 
Cheese  Can. — “J  hold  forty-five  gal¬ 
lon?,”  says  the  cider  barrel.  “If 
hold  a  hundred  pounds,”  says  the 
big  pot  cheese  can.  “Boys,”  says 
the  cider  barrel,  “put  me  out 
doors  and  put  a  big  sign  on  me 
and  put  the  faucet  where  it 
should  be,  surround  me  with  jugs 
and  measures,  for  I’m  running  a 
race  with  that  other  country  fel¬ 
low,  the  big  pot  cheese  can.” 

Pot  cheese :  “Dig  this  stuff  out 
of  me,”  says  the  pot  cheese  can, 
“and  show  it  up  on  your  nice 
counter  in  the  biggest  white  por¬ 
celain  dish  you’ve  got.  Sign  me 
up,  garnish  me  to  your  heart’s 
content.  Talk  about  me  in  the 
paper;  put  my  name  in  the  win¬ 
dow.  It’s  nip  and  tuck  with  me 
and  the  cider  barrel.  I’m  No.  10 
and  he’s  No.  10.” 

So  the  hustling  went  on  and 
the  schemes  went  on  and  the 
sales  went  on.  At  last  the  pot 
cheese  can  won. 


THE  NEW  YORK  LETTER 

(Continued  from  pag«  8.) 

The  suggestion  was  made  by 
Mr.  Mahr  that  dealers  take  up  the 
subject  and  send  letters  to  mem¬ 
bers  of  Congress  in  favor  of  the 
removal  of  the  food  duties. 

*  *  * 

Announcement  was  made  to¬ 
day  of  the  valorization  sales  in 
the  coffee  itrade.  Your  corre¬ 
spondent  was  informed  that  all 
of  the  valorization  coffee  held  in 
New  York  was  disposed  of  by  the 
holders  with  the  Government’s 
consent.  There  was  no  auction 
and  the  negotiations  were  con¬ 
ducted  without  publicity.  This 
was  according  to  the  precedent 
set  last  year. 

It  is  said  that  the  actual  pos¬ 
session  of  the  coffee  will  pass  to 
the  same  interests  as  last  year. 

One  of  the  best-known  of  the 
coffee  brokers  said  that  thg  sale 
of  the  valorization  coffee  is  not 
at  all  likely  to  have  any  import¬ 
ant  effect  on  prices.  He  believed 
that  the  present  level  of  prices 
will  be  maintained,  as  the  large 
interests  cannot  afford  to  do  any¬ 
thing  in  the  way  of  unloading 
any  faster  than  the  market  will 
absorb  the  offerings. 

The  annual  meeting  of  the  Cof¬ 
fee  Exchange  of  the  city  of  New 
York  was  held  last  week,  at 
which  the  Board  of  Managers 
presented  its  report.  It  spoke  of 
the  widening  appreciation  of  the 
exchange  as  a  safe  market  for  the 
trade.  During  the  year  the  high¬ 
est  quotation  on  futures  was 
14.62  cents  and  the  lowest  12.15 
cents.  The  quotations  on  No.  7 
spot  coffee  ranged  from  15%  to 
13^4  cents. 

Improvements  are  being  made 
in  (the  system  .  of  grading  and 
methods  of  arbitration. 

The  exchange  this  week  elected 
William  Bayne,  Jr.,  as  president, 
to  succeed  Henry  Schaefer,  whose 
term  expired. 

*  *  * 

About  200  representatives  of 
wholesale  grocery  and  brokerage 
firms  enjoyed  an  excursion  Sat¬ 
urday  to  Camden,  N.  J.,  where 
they  inspected  the  plant  of  the 
Campbell  Soup  Co.  and  were 
most  hospitably  entertained  by 
the  company.  The  company  pro¬ 
vided  a  special  train  of  nine  Pull¬ 
man  cars  to  carry  the  party  to 
Camden  and  back. 

*  *  * 

New  corporations  include: — 

The  Frank  E.  Harris  Co.,  Bing¬ 
hamton,  N.  Y. ;  capital  stock, 
$150,000;  to  manufacture  food 
products  and  medicines ;  incorpora¬ 
tors,  C.  B.  Plarris,  G.  B.  Harris, 
Binghamton ;  H.  G.  Longendyke, 
Troy. 

Union  Grocery  Co.,  capital 
stock,  $125,000;  to  deal  in  gro¬ 
ceries  and  meats;  incorporators, 
F.  W.  Blume,  E.  F.  Blume,  C.  W. 
Ostrom,  Jersey  City,  N.  J. 


John  T.  Huner,  the  indeper 
dent  match  manufacturer,  die 
recently  at  his  home  in  this  cit} 
The  match  factory  in  Brookly 
was  burned  down  some  time  ag 
and  is  now  being  rebuilt. 

*  *  * 

A  change  has  been  made  in  th 
cereal  department  of  Austii 
Nichols  &  Co.  The  manager  c 
the  department,  Joseph  Stove 
resigned  and  has  been  succeede 
by  C.  F.  Shirk,  formerly  wit 
Copland,  Raymond  &  Co. 

Mr.  Stover  has  accepted  the  pc 
sition  of  sales  manager  of  th 
Hecker  Cereal  Co. 


Summarized  Market  Con¬ 
ditions. 

Spot  coffee  seems  to  ha\ 
a  somewhat  improved  tone,  a 
though  the  roasters  are  natural! 
holding  off  for  the  valorizatic 
sales.  In  mild  grades  brokers  r 
port  an  increase  in  interes 
Prices  are  steady. 

Refiners  have  cut  prices  of  si 
gar  in  the  last  week.  Standai 
granulated  is  now  quoted  at  4.6 
cents,  except  that  the  iFeder 
and  Arbuckles  are  five  poin 
lower.  There  is  only  a  light  d 
mand  from  the  distributors.  T1 
quiet  conditions  may  have  bee 
caused  in  part  by  the  absence 
fefiners  and  other  representative 
of  the  trade  who  have  been  ij 
Washington  in  attendance  at  til 
tariff  hearings.  The  opinion 
quite  widely  expressed  that  the! 
will  be  a  reduction  in  the  duti 
although  leading  representativ  5 
of  the  trade  are  confident  that  tl: 
change  will  not  go  to  the  extrer: 
of  free  sugar. 

Teas  are  quiet  and  steady.  T  ; 
routine  demand  is  for  the  ge- 
eral  list.  It  is  expected  that  t ; 
examination  of  accumulated  sat- 
ples  of  green  teas  will  take  co-; 
siderable  time  if  both  the  Rel 
test  and  chemical  analysis  are  r 
be  employed,  according  to  the  11 
cent  decision,  and  the  status  f 
the  green  teas  in  the  market  wl 
not  be  definitely  settled  until 
ter  the  tests  are  completed. 

Rice  is  quiet  and  firm,  witha 
fair  inquiry  from  the  country  Ir 
current  requirements.  The  mis 
and  their  representatives  contine 
firm  in  their  ideas,, 

Canned  tomatoes  are  being  <:? 
fered  at  concessions.  Offerins 
of  Maryland  3s  are  made  at  77$ 
cents,  and  there  have  been  soie 
sales  at  prices  close  to  75  cers 
f.  o.  b.  factory.  Brokers  claii. 
however,  that  the  tomatoes  sed 
at  these  low  prices  are  not  stritl 
ly  up  to  the  standard  or  le 
packed  in  lacquered  cans.  t 
seems,  however,  that  some  of  te 
stock  is  at  least  so  close  to  te 
standard  that  it  will  be  acceptd 
for  all  except  the  most  exactig 
trade.  For  buyers’  label,  thereis 
nothing  to  be  had  in  spot  gods 
for  less  than  80  to  82*4  cen$. 
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id  offering's  even  at  those  fig- 
es  are  rather  scarce.  Spot  corn 
dull,  with  nominal  prices,  but 
>lders  appear  to  be  unwilling  to 
ake  any  further  concessions, 
here  is  little  demand  for  spot 
:as,  but  supplies  are  mainly  in 
cond  hands.  String  beans  are 
■m,  with  light  demand  and  lim- 
;d  offerings.  Other  spot  canned 
sgetables  are  dull. 

Canned  fruits  are  dull,  but  firm, 

;  stocks  in  packers’  hands  are 
lid  to  be  'limited.  This  is  the 
ise  both  in  California  and 
outhern  fruits. 

Little  demand  for  California 
ried  fruits  is  reported  except  for 
runes  in  the  larger  sizes.  Even 
1  these  sizes  the  demand  is  of  a 
)bbing  character.  In  the  spot 
larket  the  demand  is  almost  en- 
rely  for  40s  to  60s,  inclusive, 
'eac'hes  and  apricots  are  dull,  but 
re  not  being  urged,  so  prices 
eem  steady.  Raisins  and  cur- 
ants  are  dull,  but  steady. 

Flour  has  been  advanced  be- 
ause  of  the  jump  in  wheat.  Al- 
hough  the  mills  are  asking  high- 
r  prices,  however,  they  are  not 
naking  sales  to  any  considerable 
xtent,  so  the  actual  business  is 
[uiet.  Spring  wheat  patents  are 
ieing  sold  at  $4.35  in  jute.  Mills 
hat  are  trying  to  get  higher 
irices,  up  to  $4.50  and  even  $4.60 
or  patents  in  jute,  are  not  meet- 
ng  with  any  response. 

Top  grades  of  butter  are  slight- 
y  firmer.  There  is  a  feeling  that 
ligh-grade  fresh  creamery  is  not 
ikely  to  go  any  lower,  at  least 
tor  the  present,  and  buyers  are 
taking  hold  with  more  confidence 
than  they  did  a  week  or  so  ago. 
The  creamery  extras  are  bringing- 
35  cents,  with  some  sales  for  a 
quarter  of  a  cent  or  so  less.  In 
the  second  grades  the  market  is 
still  a  little  unsettled,  as  nearly 
all  receivers  have  accumulations 
that  they  are  anxious  'to  sell. 
The  firsts  range  from  31  to  33E2 
cents,  seconds  28  to  30  cents.  Held 
butter  tends  in  buyer’s  favor.  The 
held  extras  bring  32^4  to  33  cents, 
with  lower  grades  ranging  down  to 
25  cents.  Process  'ranges  from  22 
to  27  cents. 

Eggs  are  weak  and  irregular. 
At  the  reduced  prices  there  are 
ample  offerings,  although  some 
receivers  are  holding  supplies  in 
the  expectation  of  getting  better 
prices.  There  is  a  fair  demand 
for  refrigerator  eggs,  but  the  of¬ 
ferings  are  so  liberal  that  the  tone 
of  the  market  is  weak.  The 
range  of  prices  on  the  best  grades 
of  fresh-gathered  Western  eggs 
is  from  24  to  29  cents.  The  best 
held  goods  are  to  be  had  at  21 
to  22  cents.  Top  grades  of  re¬ 
frigerator  eggs  range  from  20  <to 
2 1  cents,  on  the  dock  and  in  local 
storage.  In  nearby  eggs  the 
fancy  large  white  sizes  bring  as 
much  as  35'  to  37  cents,  but 
browns  and  mixed  colors  are  to  be 
had  from  26  to  30  cents. 

Fred.  A.  McGill. 


Op, 


ADVERTISING 


Albert  L.  Ivreig,  grocer  of  Har¬ 
risburg,  Pa.,  sends  in  a  copy  of 
a  small  advertising  folder  which 
he  used  to  do  some  Christmas  ad¬ 
vertising.  Mr.  Kreig  believes  in 
getting  out  good-looking  adver¬ 
tising,  but  he  is  a  little  careless 
about  his  business  stationery. 
Instead  of  having  his  business 
card  neatly  printed  in  the  upper 
left  hand  corner  of  his  envelope, 
he  has  stamped  it  there  with  a 
rubber  stamp  in  blue  ink.  The 
stamp  did  not  make  a  very  good 
impression,  and  the  result  is  this : 


date  1912,  a  cut  of  Santa  Claus, 
Mr.  Kreig’s  name  and  address, 
and  a  Merry  Christmas  wish. 
Also  the  line  “Good  Things  to 
Eat”  at  the  top,  and  “Eat  Good 
Things,  Too”  at  the  bottom.  The 
fourth  page  mentions  several 
candies  and  lunch  goods.  The 
inside  pages,  photographed  to¬ 
gether  in  slightly  reduced  size, 
are  here  presented  : — 


ALBERT  L.  r<R I  51 G, 

^GROCER^ 

HARRI5BURO,  PENNA. 


I  am  going  to  be  frank  with  Mr. 
Kreig  and  tell  him  just  what  im 
pression  his  envelope  made  on 
me,  for  what  it  did  to  me  it  will 
almost  surely  do  to  other  people, 
not  customers  alone,  but  jobbers. 

I  have  many  times  known 
man’s  credit  to  be  affected  by  the 
character  of  his  business  station¬ 
ery.  When  I  took  this  envelope 
off  my  file  and  looked  at  that 
carelessly  stamped  name  in  the 
corner,  at  once  an  expectation 
took  form  in  my  mind  that  the 
piece  of  advertising  matter 
should  find  inside  would  be  cheap 
and  poor.  I  was  surprised  to  fine 
the  well  printed  and  good-looking 
folder  which  I  will  discuss  in  a 
minute,  for  the  envelope  had  pre 
pared  me  for  something  quite  dif¬ 
ferent.  Such  impressions,  good 
or  bad,  without  a  shadow  o 
doubt  have  much  to  do  with  the 
merchant’s  success  and  with  the 
position  which  his  business  holds 

in  the  public  eye. 

*  *  * 

Mr.  Kreig’s  folder  was  a  little 
four-page  affair,  measuring  3j4  x 
7  inches.  It  is  printed  in  green 
on  heavy  rough-faced  cream 
paper.  On  the  first  page  is  the 


butter  and  eggs  advertisement  is 
only  indirectly  good,  in  my  judg¬ 
ment.  “Our  butter  is  the  best  in 
the  city  and  at  the  best  price,”  is 
the  kind  of  a  claim  which  I  notice 
the  largest  and  most  experienced 
advertisers  don’t  use  any  more. 
I  suppose  because  they  think  it 
has  ceased  to  have  any  weight, 
even  if  it  ever  had  any,  and  in  this 
I  agree  with  them  thoroughly. 


GOOD  THINGS  TO  EAT 


(Bfjrtatmafl  Bra  amt  la  framing  urar. 

Bljrtt  mtr  IjrartB  arr  full  of  riirsr. 

"Ofcooii  Eats”  la  mtjat  tt?r  rtjUhxm  sag. 

Anb  tljrg  look  ot?rab  for  tfptt  grrat  bag. 
Qifra  go  to  3£rirg’a  utorr  anb  goo  nut  bog 
ktxtb  of  gooba  tljat  mill  aatiafg. 

A  Few  Suggestions  for  Instance 

Fancy  Nonpareil  Almonds . 23c  lb. 

Fancy  California  Eng.  Walnuts  .  .  22c  lb. 

Jumbo  Brazil  Nuts . 15c  lb. 

Fancy  Filberts  .  .  .  . . 15c  lb. 

Mixed  Nuts  ............  20c  lb. 

California  Table  Raisins  .  .  .  ..  .  20c  Pkg. 

Fancy  Figa . 10c  Pkg. 

Golden  Dates . 12c  Pkg. 

Atmore’s  Plum  Pudding . 25c  can 

Maraschina  Cherries . 25c  Bottle 

Leggett’s  White  Cherries  ....  30c  Bottle 

Petit  Pois  Peas  . 22c  Can 

Fancy  Prunes  ....  10c,  12Jc  and  15c  lb. 
Fancy  Peaches  ....  10c,  12jcand  15c  lb. 

Fancy  Apricots . 16c  and  18c  lb. 

Cape  Cod  Cranberries . 12c  qt. 

Malaga  Grapes  .  .  ^  .  .  .  15c  and  18c  lb. 
Fruit  Cake . 25c  and  30c  lb. 

Oranges  Grape  Fruit 
Celery,  etc. 

Always  on  Hand 


EAT  GOOD  THINGS,  TOO 


GOOD  THINGS  TO  EAT 


We  desire  to  call  yoar  attention 
to  oar 

Butter.... 
and  Eggs 

Oar  batter  is  the  Best  in  the  city 
and  at  the  best  price. 

We  guarantee  all  oar  eggs  to  be 
Strictly  Fresh. 


ft 


NOTICE 

Don't  forget  to  bring  the  Children 
to  the  Store.  Santa  Claas  will 
be  at  the  store  in  the  evenings 
beginning  on  Friday.  Decem¬ 
ber  the  20th. 


EAT  GOOD  THINGS.  TOO 


Perhaps  this  advertising  cannot 
be  expected  to  get  much  direct 
business,  but  it  won’t  do  any 
harm.  Don’t  think  I  mean  to 
damn  it  with  faint  praise,  for  that 
is  not  my  intention  at  all.  It 
shows  the  Christmas  spirit  and 
doubtless  had  some  effect,  in  a 
general  way,  on  the  consumers 
who  received  it.  I  don’t  think, 
however,  it  got  any  orders  that 
could  be  traced  to  it,  for  it  ap¬ 
pears  to  be  merely  a  list  of  prices 
which  did  not,  as  far  as  I  can  see, 
set  out  to  be  especially  low.  The 


This  folder  was  well  printed, 
and  presented  a  very  good  ap¬ 
pearance. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  1  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  unchanged  for 
the  week.  The  demand  is  quiet, 
and  all  prices  unchanged.  Most 
holders  have  faith  in  the  market, 
but  trade  is  so  dull  that  occasion¬ 
ally  a  slight  concession  can  be  ob¬ 
tained.  The  market  undertone, 
however,  is  steady  and  no  radical 
fluctuation  is  expected  in  the  near 
future. 

Coffee 

There  is  considerable  mystery 
and  uncertainty  about  coffee.  There 
is  reason  to  believe  that  the  hold¬ 
ers  of  the  nearly  one  million  bags 
of  Rio  and  Santos  valorization 
coffee,  who  it  was  announced  re¬ 
cently  would  sell  it  in  order  to  pla¬ 
cate  the  United  States  and  cause  it 
to  drop  its  monopoly  suit,  have 
quietly  sold  all  or  most  of  it.  If 
they  have  done  so  it  was  in  such  a 
way  as  not  to  depress  the  market, 
for  the  general  situation  is  at  least 
steady.  The  demand  is  dull,  buy¬ 
ers  not  knowing  exactly  what  is 
coming.  Mild  coffees  are  un¬ 
changed  and  quiet.  Java  and 
Mocha  are  unchanged  and  dull. 

Sugar. 

The  sugar  market  has  slumped 
again  during  the  week,  partly  due 
to  the  weakening  raw  situation  and 
partly  due  to  the  certainty  that 
Congress  will  reduce  the  duty  and 
thus  probably  drop  the  price  in  this 
country.  Raws  have  declined  an¬ 
other  notch  during  the  week,  and 
all  refiners  have  dropped  the  prices 
of  refined  in  consequence.  The 
Federal  Refinery  and  Arbuckle 
Bros,  have  dropped  io  points  to 
4.55  cents  for  granulated  and  the 
other  refiners  are  holding  at  4.60. 
Domestic  beet  granulated  is  still 
offered  around  4)4  cents  or  slightly 
below  in  some  cases.  The  situation 
is  weak  and  lower  prices  are  by 
no  means  uncertain.  The  demand 
is  slow. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  has  been 
considerably  hampered  by  the  warm 
weather,  and  is  selling  moderately 
at  ruling  prices.  Sugar  syrup  and 
molasses  are  both  dull  and  un¬ 
changed. 

Fish. 

Mackerel  of  all  grades  continues 
dull  at  prices  which  for  the  most 


part  are  steady.  It  will  take  colder 
weather  to  put  any  life  in  the  mack¬ 
erel  market.  Cod,  hake  and  had¬ 
dock  are  in  moderate  demand  at 
unchanged  prices.  All  grades  of 
salmon  quiet  at  ruling  values.  Do¬ 
mestic  sardines  dull  and  un¬ 
changed  ;  imported  sardines  scarce 
and  steady  to  firm. 

Canned  Goods. 

Tomatoes  are  holding  steady 
with  a  very  small  demand.  There 
are  some  offerings  at  a  shade  be- 1 
low  the  market,  but  they  seem  to 
be  below  standard  quality.  No 
radical  fluctuation  is  in  sight  for 
tomatoes.  Corn  and  peas  on  spot 
are  both  in  moderate  demand,  with 
unchanged  conditions  all  through. 
Future  tomatoes,  corn  and  peas 
have  all  sold  well,  at  prices  that 
show  no  change  for  the  week. 
Some  packers  have  withdrawn 
prices  on  future  peas,  mostly  on 
fancy  grades.  Apples  are  un¬ 
changed;  demand  moderate.  Cali¬ 
fornia  canned  goods  are  selling  in 
the  usual  way  from  second  hands, 
but  the  first  hands  business  is  dull. 
Small  Eastern  staple  canned  goods 
are  dull  and  unchanged. 

Dried  Fruit*. 

Prunes  are  unchanged,  though 
some  holders  are  holding  for  a 
higher  price.  The  demand  is  fair. 
Apricots  and  peaches  are  in  moder¬ 
ate  demand  at  steady  to  firm  prices. 
Raisins  are  dull  at  ruling  figures. 
Currants  in  seasonable  demand  at 
unchanged  prices.  Other  dried 
fruits  quiet  and  unchanged. 

Bean*  and  Peas. 

Domestic  pea  beans  are  lower 
and  the  large  way  quotation  is  now 
$2.50,  a  drop  of  5  cents  for  the 
week.  This  gets  the  primary  and 
secondary  markets  about  on  a  par¬ 
ity,  although  it  is  possible  to  buy 
pea  beans  to  come  forward  at 
$2.45.  The  demand  has  been  cur¬ 
tailed  by  the  weather.  Domestic 
marrows  are  also  5  cents  lower,  and 
now  rule  at  $3.20  instead  of  $3.25 ; 
demand  dull.  California  limas  un¬ 
changed  and  quiet.  Green  and 
Scotch  peas  quiet  at  ruling  prices. 

Butter. 

The  receipts  of  fresh  butter  are 
normal  for  the  season,  and  the  qual¬ 
ity  is  fully  up  to  the  standard. 
The  market  is  steady  at  a  decline 
of  1  cent  per  pound.  Only  a  fair 


consumptive  demand  is  reported. 
Stocks  of  low  grade  butter  are  still 
large,  and  the  market  for  this  grade 
of  butter  has  also  declined  1  cent 
per  pound.  No  radical  change 
seems  in  sight. 

Eggs. 

The  receipts  of  fresh  eggs  are  in¬ 
creasing,  and  in  consequence  the 
market  has  dropped  2  cents  per 
dozen  during  the  week,  and  is 
steady  on  the  lower  basis.  The 
warm  weather  has  furnished  very 
favorable  conditions  for  the  pro¬ 
duction  of  fresh  eggs.  The  con¬ 
sumptive  demand  is  good,  absorb¬ 
ing  the  arrivals  each  day.  The 
weather  for  the  next  two  months 
will  control  the  market.  The 
stock  of  storage  eggs  is  still  a  drag, 
and  most  holders  would  be  willing 
to  take  a  heavy  loss  if  they  could 
unload  now.  The  demand  for  this 
grade  of  eggs,  however,  is  very 
poor. 

Cheese. 

The  cheese  market  remains  sta¬ 
tionary.  Stocks  are  decreasing  as 
the  season  advances.  The  consump¬ 
tive  demand,  however,  is  still  very 
light.  No  radical  change  is  in 
sight. 

Provisions. 

All  cuts  of  smoked  meats,  picnic, 
regular  and  skinback  hams,  bellies 
and  bacon  are  steady  and  un¬ 
changed,  with  only  a  moderate  con¬ 
sumptive  demand.  Pure  lard  is 
firm  at  the  recent  decline  and  with 
an  improved  demand.  Compound 
is  steady  and  unchanged,  with  only 
a  moderate  demand.  Barrel  pork 
is  about  50  cents  per  barrel  cheaper, 
owing  to  the  light  demand.  Dried 
beef  and  canned  meats  are  dull,  the 
latter,  however,  being  firm  by  rea¬ 
son  of  scarcity. 


INDIVIDUAL  MARKET  REPORTS. 

Spices. 

The  market  is  quiet  both  here 
and  abroad,  with  higher  prices 
for  many  articles.  The  demand 
is  broad,  at  the  same  time  we  be¬ 
lieve  trade  activity  is  due  to  the 
present  agitation  in  regard  to 
duty  on  whole  spices. 

Pepper. — Higher  and  in  large 
demand  here.  Spot  market  is  un¬ 
usually  small.  Prices  undoubt¬ 
edly  will  stiffen  on  account  of 
actual  scarcity. 

Cloves  . — 'Steady,  but  un¬ 
changed.  Our  market  .is  under 


prices  prevailing  in  Europe.  De 
mand  is  fairly  active. 

White  Peppers.  —  Prices  an 
steady,  but  unchanged  during  the 
week. 

Pimento  (Allspice). — Contin 
ucs  firm,  but  without  change 
Selling  fairly  well. 

Mace. — The  demand  is  ven 
satisfactory;  prices  steady.  Sup" 
plies  continue  unusually  small. 

Nutmegs  are  firmer  this  week 
Prices  are  slightly  higher.  De 
mand  satisfactory. 

Cassias.  —  Saigon  unchanged 
Batavia  very  scarce  and  in  bette 
demand;  China,  cases,  scarce  am 
somewhat  higher. 

Paprikas.- — 1  Bulgarian  steady  bu 
unchanged ;  Spanish  in  demand  a 
firm  prices. 

Seeds,  herbs,  etc.,  are  active,  par 
ticularly  celery,  caraway  and  cori 
andcr.  Celery  is  very  much  higher 
and  will  continue  to  advance;  cara 
way  is  also  firmer  in  price. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Norwegian  Smoked  Sardines.— 
Yesterday  we  received  a  cable  stat 
ing  that  the  fishing  is'  an  absolute 
failure,  and  in  all  probability  con 
tracts  will  not  be  executed.  O 
course  some  goods  have  beet 
packed,  but  the  few  lots  that  have 
been  packed  are  being  held  at  ex 
tremely  high  prices.  The  demane: 
for  smoked  sardines  is  very  gooc 
even  at  the  advanced  prices,  a 
buyers  are  realizing  the  presen 
conditions  and  are  anticipating  thei 
requirements,  as  there  surely  wil 
lie  a  shortage  later  on. 

Herring. — On  account  of  the  ap| 
proaching  Lenten  season,  demaml 
lias  set  in  for  Holland  and  ScotcB; 
herring.  Owing  to  the  shortage  ill 
the  last  catch  as  compared  to  thajl 
of  previous  years,  prices  in  HolM 
land  are  ruling  very  strong.  Ill 
our  estimation  there  is  no  possibilifill 
of  a  decline  in  price  here,  but  quit! 
to  the  contrary  we  look  for  an  ac(| 
vance,  as  our  market  is  not  as  higl 
a.->  the  Holland  market. 

Scotch  Herring. — Demand  YerJ 
good  and  we  look  for  an  increaseBl 
demand  on  account  of  Lent. 

Norway  Mackerel. — Very  muefl 
neglected  at  present,  but  the  del 
mand  will  soon  set  in.  Prices  ru* 
ing  now  are  very  low  and  we  cor® 
sider  the  present  the  best  time  tl 
buy. 

Strohmeyer  &  Arpe  Co.  I 

New  York. 


MARKET  NOTES. 

Florida  tomatoes  in  origin, 
crate  range  from  $1.50  to  $2.51 
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CORRESPONDENCE. 


Hoping  to  see  court  decision  in  the  Cheney  Mfg.  Co.  are  selling  a 

one  of  your  early  editions,  I  am,  product  containing  26  per  cent,  of 
Yours  very  truly, 

f  HAQ  W  CtTTTT.RIW  an. 


le  quality  is  only  fair,  ripe  and 
een  fruit  being  packed  together, 
•ices  range  from  $1.5°  to  $2.50, 
th  $3  for  repacked  fruit. 

Florida  grapefruit  is  a  little  off, 
ie  to  apparent  decline  in  the  cle- 
aud.  The  range  is  .$2.50  to  $3. 

Florida  beans  are  good  and  range 
om  $2  to  $2.25.  The  demand  is 

ir. 

Florida  peppers  average  $2.25 
id  are  in  slow  sale.  Quality  good. 

Cranberries  are  slightly  lower 
tan  they  were  some  time  ago — 
/erage  $2.75  per  crate  or  $8  to  $9 
er  barrel.  The  demand  is  fair. 

Bermuda  potatoes  are  in  slow 
lie  as  yet,  and  range  from  $6.75  to 
7  per  barrel.  The  quality  is  fair 

nly. 

Florida  strawberries  are  cheap — 
5  to  35  cents  per  quart.  There  are 
lenty  coming  and  the  demand  is 

air. 

Florida  squash  is  not  much 
/anted ;  range  $2  to  $2.25  per 
ushel  crate. 

The  first  rhubarb  from  Michigan 
s  in  and  ranges  from  75  cents  to 
;i.  The  demand  is  very  fair. 

Florida  eggplants  range  from 
>2.25  to  $2.50  per  crate,  and  both 
he  quality  and  the  demand  are 

jood. 

Hothouse  cucumbers  are  about 
he  only  ones  on  the  market  and 
-ange  from  60  cents  to  $1.25  per 
iozen.  Demand  good. 


A  Mutual  Fire  Insurance  Company. 

Elmira,  N.  Y.,  Jan.  9,  1913. 

To  the  Editor. 

Dear  Sir: — Do  you  consider  the 
Grocers  Cash  Deposit  Mutual  Fire 
Insurance  Co.,  of  Huntingdon,  Pa., 
a  good  reliable  company? 

F.  W.  M. 

So  far  as  this  journal  knows  the 
company  named  is  perfectly  good. 

*  *  * 

Address  of  Piqua  Bracket  Co. 

Blackwood,  Va.,  Jan.  10,  1913. 

To  the  Editor. 

Dear  Sir: — Will  you  kindly  let 
us  know  the  address  of  the  Piqua 
Store  Shelf  Bracket  Co. 

L.  E.  Beisel. 

The  address  is  Piqua,  Ohio. 

*  *  * 

“Cherry  Cordial”  Containing 

Twenty-five  Per  Cent.  Glucose. 

Brooklyn,  N.  Y.,  Jan.  14,  1913. 

To  the  Editor. 

Dear  Sir : — Recently  you  pub¬ 
lished  a  letter  of  one  of  your  sub¬ 
scribers,  “T.  J.,”  regarding  an  in¬ 
stance  where  he  had  some  trouble 
with  the  inspectors  on  a  package  of 
cherry  cordial  (syrup),  serial  No. 
10,167,  manufactured  and  guaran¬ 
teed  by  the  Swedish  Importing  Co., 
Worcester,  Mass.  Mr.  J.  had  me 
call  on  him  and  suggested  that  I 
have  you  look  up  the  judgment  on 
same  ( (J.  S.  Court  decision). 

Mr.  J.  took  this  matter  up  with 
the  manufacturers,  and  they  claim 
that  their  products  meet  with  all 
the  necessary  pure  food  law  re¬ 
quirements,  also  stated  in  their  let¬ 
ter  that  they  do  not  use  saccharine, 
etc.  In  the  past  twelve  years  in 
fact  would  produce  proof  of  the 
above  facts. 

Mr.  J.  has  had  this  cherry  syrup 
analyzed  and  chemist  found  no  sac¬ 
charine  but  found  26  per  cent,  of 
glucose,  but  glucose  is  not  men¬ 
tioned  on  the  label. 


The  writer  has  no  recollection  of 
the  first  letter  regarding  this  sub¬ 
ject.  and  doesn’t  know  what  “court 
decision”  is  wanted.  If,  however, 


glucose  and  calling  it  “Cherry  Cor¬ 
dial,”  the  subscriber  is  advised  to 
also  ask  for  a  guarantee  which  will 
protect  himself  under  New  York 
State  laws. 


The  One  Pure  Sugar  Syrup 

Lyl«’»  Golden  Syrup  —  perfectly 
deer,  e  beautiful  golden  color,  so 
neutral  mlcro-organlami  can’t  live 
in  It.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
kteps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26tf>  PROFIT 

Bure  sales  and  pleased  customers. 

He  Kellogg  &  Sons 

Philadelphia 


THX  TOUR  CU8TOMBRB  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 

Bressed  olives,  grown  In  Tuscany,  Italy, 
ie  one  place  In  the  world  where  the 
olive  reaches  perfection.  Tou  will  not 
only  please  th«m  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  In  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


BANKRUPT  SALE! 

of  the  GROCERY  STORES  of 

Scheuer&Bro. 


LOCATED  AT 


279  Main  Street  111  South  Orange  Avenue  568  Bloomfield  Avenue 

ORANGE,  N.  J.  SOUTH  ORANGE,  N.  J.  BLOOMFIEl  0,  N.  J. 


.  Sealed  bids  will  be  received  by  the  RECEIVER  or  his  Attorneys  on  or  before 
January  23,  1913,  10  A.  M.,  for  the  purchase  of  the  above-mentioned  three  stores,  or 
any  of  them,  as  going  concerns. 

Stores  include  general  stock  of  groceries  ;  also  furniture  and  fixtures,  horses, 
wagons  and  harness ;  and  equipment  incident  to  the  running  of  a  large  retail  GRO¬ 
CERY  BUSINESS,  including  outstanding  book  accounts. 

These  stores  have  been  in  existence  for  about  15  years.  The  “SCHEUER”  name 
has  been  well  known  in  the  grocery  trade  for  the  past  55  years. 

FULL  INFORMATION  MAY  BE  OBTAINED  FROM 

B1LDER  &  BILDER  =  LOUIS  LEWIS 

164  Market  St.,  Newark,  N.  J.  =  800  Broad  St.,  Newark,  N.  J. 


Attorneys  for  Receiver 


RECEIVER 


•I  Start  the  New  Year  with  good  resolutions  and  keep  them  before  you  until  they 
become  a  habit.  If  you  are  not  selling  our  Syrups,  this  is  a  good  time  to  begin. 


208  N.DELAWARE  AVE. 

AND* 

209  N.  WATER  S,T. 


SYRUPS— Our  brands  are  well  known  and  popular,  we  keep  them  up  to  the  standard,  always  run  regular  in  quality;  are  you  handling  them,  if  not,  why  not_ 
ROYAL  TABLE  SYRUP  a  leading  favorite,  bright  and  clear  and  fine  flavor;  CHALLENGE  TAELE  SYE  UP  is  another  favorite.  Cur  brands  include  G1L1 
EDGE,  KING  “B”  DRIPS,  WHITE  CLOVER  SYRUP,  EX.  AMBER  SYRUP,  CRESCENT,  extra  fancy,  cloudy;  QUAKER  CITY  SYRUP,  and  others. 
Iso  ca’ny  a  full  line  of  Sugar  Syrups  and  New  Orleans  Molasses.  Send  us  your  orders. _ _ 

PRUNES- Can  you  heat  this?  Fancy  Santa  Clara  Prunes;  this  lot  in  25-lb.  hexes,  3  sizes,  4C-50s,  5C-C0s  and  f0-70s.  The  fruit  is  clean,  black,  and  attractive. 
We  offer  sets  (a  box  of  each  size),  75  lbs.  at  7%C.  per  lb.  Figure  out  how  cheap  this  is  and  send  us  your  order  NOW.  _ 


NORWAY  MACKEREL— We  offer  a  new  importation  of  Norway  Mackerel,  late  caught,  white  and  fat,  as  follows  No.  2,  count  250,  at  $22.00  per  bbl. ; 
No.  3,  count  350,  at  $16.75  per  bbl.,  and  No.  4,  count  400,  at  $13.25  per  bbl.  The  sale  of  Mackerel  will  increase  from  now  on.  Prices  lew;  send  us  your 
orders  at  once. 


KIRK,  FOSTER  &,  CO. 


WHOLESALE  NORTH  WATER  STREET 

GROCERS  AL  U  V/  PHILADELPHIA  -  PENNSYLVANIA 


1 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


16 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


CXC. — Mutual  Insurance  for  Business  Men  Against  Various  Forms  of  Liability. 


The  following  letter,  from  a 
New  York  paper,  is  the  text  of 
the  article  which  follows: — 

There  is  a  movement  on  foot  now 
with  several  of  the  mercantile  asso¬ 
ciations  in  the  Middle  West  par¬ 
ticularly,  to  form  mutual  insurance 
to  protect  themselves  from  liability 
to  accident.  The  Workmen’s  Com¬ 
pensation  Acts  which  have  been 
passed  in  several  of  the  States,  as 
you  are  well  aware,  have  added  to 
the  liability  of  the  employers  and 
this  has  brought  about  the  demand 
for  mutual  insurance.  I  might  say, 
rather,  it  has  created  in  the  minds 
of  the  employers  particularly  who 
are  members  of  associations,  the 
necessity  of  coinsurance.  There 
seems  to  be  the  opinion  that  it  is  a 
money  saving  proposition  if  they 
can  cut  down  this  expense  of  lia¬ 
bility  insurance  by  mutual  insur¬ 
ance  company.  This  is  a  timely 
subject  and  perhaps  this  letter  will 
suggest  a  subject  to  you. 

I  treated  mutual  insurance 
somewhat  over  a  year  ago,  but 
not  this  phase  of  it.  I  agree  with 
this  correspondent  that  for  the 
reason  he  gives  and  for  others, 
the  mutual  insurance  idea  is 
spreading,  especially  among  busi¬ 
ness  men  of  all  grades  and 
classes. 

There  is  no  reason  why  a  num¬ 
ber  of  merchants  or  manufac¬ 
turers  should  not  combine  to  in¬ 
sure  each  other  against  any  con¬ 
tingent  loss,  including  loss  that 
would  come  from  having  to  pay 
damages  to  an  employee,  or  even 
to  a  customer,  injured  upon  the 
premises,  or  run  down  by  a 
driver.  I  say  there  is  no  reason — 
there  may  be  one,  viz.,  the  laws 
of  the  particular  State  may  forbid 
it,  but  this  is  quite  unlikely. 
Even  did  some  State  law  forbid 
it,  it  would  probably  only  forbid 
such  an  enterprise  from  supply¬ 
ing  insurance  to  the  general  pub¬ 
lic,  unless  ample  security  was 
provided. 

So  far  as  I  have  seen,  there  is 
up  to  this  time  no  mutual  insur¬ 
ance  company  for  the  purpose  of 
insuring  its  members  against  lia¬ 
bility  by  reason  of  damage  suits. 
There  are  mutual  insurance  com¬ 


panies  to  insure  against  loss  by 
fire,  against  death,  against  acci¬ 
dent,  against  illness,  against  loss 
by  theft,  and  for  the  recovery  of 
stolen  property,  but  insuring 
against  loss  by  reason  of  damage 
suits  is  a  new  field  which  has  not 
yet  been  cultivated.  In  my  judg¬ 
ment  it  should  be  a  fertile  field, 
for  substantial  business  men  of 
all  kinds  have  always  been  and 
ahvays  will  be  shining  marks  for 
those  who  run  to  court  the  min¬ 
ute  they  see  a  chance  to  make  a 
little  money  from  business  men 
who,  whether  liable  or  not,  would 
rather  settle  than  go  to  law. 

Mutual  insurance  in  a  nutshell, 
is  a  system  of  insurance  by  which 
members  mutually  insure  each 
other.  If  a  loss  occurs  to  any 
one,  each  member  is  taxed  or  as¬ 
sessed  so  much  of  it.  The  assess¬ 
ments  or  premiums  may  be  paid 
either  in  cash  or  assessable  notes, 
or  in  both  cash  and  notes.  The 
usual  plan  is  for  a  member  to  de¬ 
posit  a  note  for  a  certain  sum 
with  the  association  at  the  time 
he  becomes  a  member.  When 
losses  occur,  he  is  assessed  his 
share,  this  being  made  a  credit 
on  the  note.  The  note  is  really 
security  for  the  payment  of  the 
assessments.  At  the  end  of  the 
period  or  insurance,  it  is  handed 
back  to  the  member,  who  is  not 
liable  for  any  losses  occurring 
thereafter.  He  must,  however, 
still  pay  his  share  of  losses  oc¬ 
curring  before  his  note  was 
handed  back,  if  any  remain  un¬ 
settled  when  he  gets  out. 

The  main  practical  difference 
between  mutual  insurance  and 
the  ordinary  stock  kind  is  the 
cost.  A  mutual  insurance  com¬ 
pany  aims  to  make  no  profits,  and 
the  expense  of  operation  is  re¬ 
duced  to  a  minimum.  The  stock 
company  is  usually  very  expen¬ 
sively  conducted,  salaries  of 
officers  being  enormous  in  many 


cases,  and  its  profits  have  also 
been  and  still  are  very  rich. 

I  have  heard  members  of  some 
mutual  insurance  companies 
claim  that  they  didn’t  like  that 
form  of  protection,  in  spite  of  the 
saving,  because  they  had  no 
means  of  knowing  whether  the 
assessments  were  proper.  They 
argued  that  they  were  at  the 
mercy  of  the  directors,  who  con¬ 
trolled  the  making  of  assess¬ 
ments.  It  is  true,  that  the  wel¬ 
fare  of  members  of  mutual  insur¬ 
ance  companies  depends  largely 
on  the  integrity  of  the  directors, 
although  they  can  make  an  invesT 
tigation  into  any  given  assess¬ 
ment  whenever  they  choose.  The 
constitution  or  by-laws  of  a  mu¬ 
tual  insurance  company  provide 
how  assessments  shall  be  made — 
‘'as  often  as  directors  deem  neces¬ 
sary,”  or  “when  losses  exceed  the 
funds  in  hand,”  or  on  some  other 
contingency  named  therein. 

Coming  again  to  the  limitations 
upon  the  power  of  merchants  or 
manufacturers  to  organize  mutual 
insurance  companies  of  their 
own,  I  lepeat  that  the  only  limi¬ 
tation  is  a  statutory  one — the  ex¬ 
istence  of  a  statute  forbidding  the 
formation  of  mutual  companies 
except  for  certain  purposes,  such 
as  fire  or  life.  In  some  States  it 
has  apparently  not  been  expected 
that  business  men  would  ever 
wish  to  insure  themselves  against 
damage  liability,  and  while  there 
are  laws  allowing  mutual  com¬ 
panies  for  other  purposes,  there 
is  none  allowing  them  to  be 
formed  for  protection  against 
damage  liability.  In  such  a  case 
it  might  be  argued  that  since  the 
legislature  had  given  specific  au¬ 
thority  for  other  mutual  insur¬ 
ance  enterprises,  and  had  given 
none  for  this,  it  could  not  be 
done.  The  weight  of  this  argu¬ 
ment  would  depend  on  the  con¬ 
dition  of  the  laws  in  the  particu¬ 


lar  State.  If  there  is  no  such  ob 
stacle,  there  is  nothing  to  pre 
vent  an  association  of  retailers 
or  wholesalers,  or  manufacturers 
or  employers  generally,  fron 
making  a  little  agreement  amoiq 
themselves  that  they  will  pa1 
each  other's  losses,  from  an; 
cause,  including  liability  for  dam 
age  to  employees  or  outsiders 
They  do  not  even  need  a  charter 
unless  the  special  laws  of  thei 
State  require  it.  Such  an  enter 
prise  could  be  run  at  a  very  smal 
expense  and  if  the  idea  was  care 
fully  worked  out,  it  should  fur 
nish  all  needed  protection.  Th 
plan  in  a  nutshell  is  of  cours 
this:  if  there  are  ioo  members 
and  one  meets  with  a  fire  loss,  o 
a  burglary  loss,  or  has  to  pay 
$1,000  damage  verdict,  each  mem 
her  is  assessed  $10  and  thu 
wipes  the  loss  out.  There  is  n 
reason  that  I  can  see  why  th 
plan,  or  some  modifications  of  i' : 
should  not  work  as  well  with  on  i 
kind  of  loss  as  another,  althoug 
the  experience  is  that  it  has  nc  | 
worked  so  well  with  life  insui 
ance  as  with  most  other  kind:  , 
It  works  well  as  long  as  the  mem 
bers  are  young,  but  when  the 
grow  old  and  begin  to  die  off  raj 
idly,  the  assessments  on  thos ; 
that  remain  naturally  grow  larget 
and  larger — unless  new  member! 
are  constantly  being  sough  , 
With  liability  insurance,  or  cred  " 
insurance — the  latter  is  anothe . 
form  of  insurance  where  the  nil 
tual  idea  could  be  used — new  men! 
bers  would  not  need  to  be  gonl 
after  so  constantly,  for  the  olj 
ones  would  presumably  all  r<  p 
main.  In  other  words,  til 
amount  of  loss  should  not  ii  f 
crease  in  proportion  to  the  men  ; 
bership,  and  there  would  then! 
fore  be  no  reason  for  assessmen I 
to  increase. 

( Copyright ,  January,  1913,  by 
Elton  J.  Buckley.) 

Question :  C.  G.  Hubbard,  Hal 
rison  Valley,  Pa. — Will  you  plead 
let  me  know  through  the  column 
of  your  valuable  paper  if  an  i| 
vestment  in  the  Manatauk  Pail 
Co.,  of  the  Thousand  Islands,  c 
Clayton,  N.  Y.,  would  be  a  gocj 
investment  under  the  circur$ 
stances  ?  I  had  money  in  the  I* 
dustrial  Savings  and  Loan  C<| 
of  New  York,  which  said  cor? 
pany  went  into  the  hands  of  a  re¬ 
ceiver  last  July. 

Now  here  is  a  man  giving  lj 
name  as  Walter  A.  Scott,  of  Ner 
York,  going  around  with  tb 
story : — 
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{e  says  '  that  the  Industrial 
-ings  and  Loan  Co.-  holds  a 
rtgage  of  $67,000  against  the 
natauk  Co.  on  84  months’ 
e,  and  he  is  having  the  credit¬ 
ed  the  Industrial  Savings  and 
in  Co.  make  an  assignment  of 
ir  claims  to  the  Manatauk  Co., 

1  in  exchange  is  giving  them 
ck  in  the  Manatauk  Co.  to  the 
I  value  of  their  claims,  paying 
er  cent,  interest  semi-annually, 

1  in  one  year  from  this  Janu- 
■  I  can  draw  out  all  ^  of  my 
ney  by  giving  60  days’  notice, 
at  is  the  full  amount  of  the 
im  I  had  in  the  Industrial. 
ieing  one  of  the  victims  would 
isider  it  a  great  favor  if  you 
dll d  let  me,  as  a  subscriber  of 
ur  “Grocery  World  and  Gen- 
d  Merchant,”  know  what  you 
nk  of  the  transfer,  and  if  you 
,nk  I  will  ever  realize  anything 
>m  it. 

They  claim  to  be  incorporated 
der  the  laws  of  New  York 
ate,  with  a  capital  stock  of 
00,000. 

Joshua  T.  Buttes,  of  20  Vesey 
-eet,  New  York,  is  president  of 
e  Manatauk  Company. 

Answer. — I  advise  you  in  the 
•ongest  way  not  to  part  with  your 

lim 


Question :  W.  L.  Benedict, 

Wellsville,  N.  Y.— After  reading 
an  article  in  the  “Grocery  World 
and  General  Merchant”  on  page  16 
in  regards  to  the  piano  deal  to  in¬ 
crease  trade,  I  enclose  a  slip  to  you 
to  discuss  in  your  next  issue.  I 
have  been  thinking  of  adopting  this 
stamp  plan  to  get  in  new  accounts 
and  also  to  increase  cash  sales.  Is 
it  unlawful  to  use  stamps  in  this 
way  ? 

Answer. — Enclosed  with  the 
above  was  a  description  of  the 
stamp  plan  as  follows  : — 

With  every  10-cent  purchase  we 
give  a  stamp.  Save  the  stamps  until 
you  have  a  hundred  and  they  will 
be  bought  by  us  for  20  cents  in 
cash.  This  equals  a  2  per  cent, 
discount  on  all  your  purchases.  If 
you  trade  $10  in  a  month  your  cash 
discount  is  equal  to  a  dividend  of 
24  per  cent,  per  annum  on  the 
money. 

We  give  the  stamps  with  credit 
purchases,  too.  We  do  it  in  this 
way.  Pay  your  account  in  full  on 
or  before  the  20th  of  the  month  and 
you  get  stamps  on  it. 

Come  and  get  a  card  to  paste 
your  stamps  on.  A  card  holds  just 
100  stamps. 

As  I  see  it,  there  is  nothing  il¬ 
legal  about  this.  Certainly  it  is  not 
a  lottery. 


against  the  Industrial  Sav- 
s  and  Loan  Co.,  certainly  not  for 
ck  in  a  land  concern, 
savings  banks  are  rarely  gutted 
far  as  not  to  be  able  to  pay  a 
istantial  dividend  to  depositors, 
the  result  in  this  case  is  about  the 
srage,  you  should  get  from  60  to 
per  cent,  of  your  deposit  in  cash. 
If  you  transfer  your  claim  to  the 
anatauk  Company,  you  will  get 
thing  but  stock  of  doubtful  or 
eculative  value.  The  company 
ay,  as  you  say,  permit  you  to 
aw  out  all  your  money  on  sixty 
,ys’  notice,  but  then  again  it  may 
it,  for  it  may  not  have  the  money 
give  you  when  the  time  comes, 
may  not  even  have  enough  to  pay 
terest;  you  have  no  security  that 
will. 


Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstri  tion.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in 
quiries,  and  will  be  published  un 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Florida  salad  seems  to  be  in  slow 
sale,  although  the  price  is  low — 90 
cents  to  $1.25. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  flneet  Norwegian 

Sardines  that  come  to  thia  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten* 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES s  why?  First,  becauee 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Angus  Wat  son  <Ss  O  o  • 

SOLE  PROPRIETORS  "Skipper”  Sardines. 

IOII  Chestnut  Street,  Philadelphia,  Pa. 

Branch  of  Angua  Wat»on  &  Co.,  Newcastle-upon-Tyne,  England 


Make  Your  Waste 


Paper  Pay  Your  Rent 


It  will  do  it  if  you  use 

The  Automatic 
Buckeye 
Paper  Press 

Our  catalog  tells  how 

Buckeye  Baler  Co. 

DKPARTM  ENT  A 

FINDLAY,  OHIO 


READ  ANY 

advertisement  of 

Napleine 

and^.you’11  see  why 
you  can  safely  recom¬ 
mend  it. 

Ordbf  of  Youb 
Jobber,  of 

Frank  k.  Smttk  Compaaj 
106  South  Front  Street 
Philadelphia,  Pa. 

Crasoent  Mfg.  Co. 

SEATTLE,  WASH. 


Here’s  Something 
You  Need 

Grocers  who  have  not  stocked  Wheatena, 
and  watched  how  it  so  quickly  picks  up  a 
steady  sale,  regularly  repeating  and  grad¬ 
ually  extenting,  have  missed  a  delightful 
merchandising  experience, 
f  We  say  sincerely  that  Whtattna  is  the 
greatest  repeater  in  the  cereal  line  to-day. 
§  Guaranteed  to  the  limit,  paying  a  fine 
profit,  Wheatena  (the  hearts  of  selected 
wheat)  may  not  be  out  of  place  in  your 
business. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 
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httPAWID  AMD  SOLD  BTTR« 
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When  Rumford  Baking  Powders  Are 

in  demand,  when  they  are  wholesome  and  nutritious, 
consisting-  only  of  phosphates,  starch  and  soda, 
when  they  are  the  best  leaveners  to  be  found  any¬ 
where,  and  when  they  pay  the  profit  they  do, 

Why  Don’t  You  Stock  and  Push  Them? 

rumford  chemical  works 

Providence,  R.  I. 
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STROLLER'S 

COLUMN 


Sure,  the  Grocer  is  King,  But  It’s  a  Limited  Monarchy. 


You  know  there  are  a  bunch  of 
people  that  talk  about  the  grocer 
being  king.  “He  can  sell  any¬ 
thing  he  wants  to,”  they’ll  tell 
you,  “and  he  do*n’t  need  to  sell 
anything  that  he  don’t  want  to.” 

They  give  you  this  when  you 


talk  about  grocers  being  forced  to 


sell  stuff  by  a  manufacturer. 

Now  I  ask  you,  can  a  grocer 
sell  what  he  ♦ants  to  sell  and 
turn  down  what  he  don’t  want  to 
sell?  I’ll  answer  it  myself — he 
can,  with  some  stuff,  and  you  bet 
he  can  not,  with  some  other  stuff. 

He  can  sell  any  blamed  brand 
of  canned  tomatoes  he  wants  to, 
so  long  as  it’s  good,  and  he  can 
have  a  new  brand  every  week  and 
not  a  soul  will  kick.  Chance  is 
they  won’t  even  know  it. 

You  know  the  reason  why — 
canned  tomatoes  ain’t  been  adver¬ 
tised  like  some  other  things,  and 
nobody  knows  anything  about 
one  brand  more  than  another  one. 

But  what  about  such  things  as 
soap,  that  has  been  advertised  in 
every  old  sheet  and  on  every  old 
fence  from  here  to  San  Fran¬ 
cisco?  Can  a  grocer  throw  a 
thing  like  that  out? 

Listen  to  what  a  customer  of 
mine  who  tried  to  do  that  told  me 
about  it  last  week. 

His  store  is  in  a  town  where  I 
usually  have  to  stay  over  night. 
I  got  in  there  late,  and  didn’t 
strike  his  store  until  about  half 
past  five. 

One  of  the  boys  told  me  the 
boss  was  back  in  his  office  and  I 
went  back  there. 

“What’s  ailing  you?”  I  said, 
“you  look  all  in.” 

“I  am,”  he  said,  and  he  sure 
was  tired.  “If  we  haven’t  had 
one  day  in  the  store  may  I  be 
sent  to  jail!  Whew!” 

“Glad  business  is  so  good,”  I 
said,  “that  means  a  bully  big  or¬ 
der  for  me.” 

“It  wasn’t  that  at  all,”  he  said, 
“we  were  simply  trying  out  a  new 


scheme  of  mine.  I’ll  bet  we  all 
go  to  sleep  without  rocking  to¬ 
night.” 

Now  the  scheme  was  this.  He 
had  read  in  some  paper  an  article 
about  how  the  time  had  come 
when  a  grocer  ought  to  take  up 
every  article  he  sold  and  figure 
up  to  see  whether  it  was  paying 
him  or  not,  and  if  it  wasn’t,  he 
ought  to  throw  it  out,  no  matter 
what  happened. 

“I  went  into  that  the  other 
night,”  he  said,  “and  I  found  that 
Jenkins’  soap  was  losing  me 
about  one-sixteenth  of  a  cent  on 
every  cake.  It’s  very  much  called 
for,  and  the  price  is  cut,  and 
when  I  figured  in  the  expense  of 
doing  business  I  was  losing  on 
every  sale.  I  made  up  my  mind 
I’d  see  if  I  could  throw  it  out,  and 
that’s  what  we’ve  been  doing  to¬ 
day.” 

Jenkins  ain’t  the  name  of  the 


soap  he  said.  I  ain’t  going  to 


give  it  any  free  advertising  in  this 
column  that’s  widely  read  from 
shore  to  shore.  The  people  that 
make  it  never  sent  me  any  birth¬ 
day  cakes. 

“Tell  me  how  you  went  about 
it,”  I  said. 

“I  put  in  another  brand  that 
there  was  reason  to  think  was 
better,”  he  said.  “I  could  sell  it 
at  the  same  price  Jenkins  sold  at, 
and  make  a  little  money.  Cost 
about  thirty  cents  a  box  less. 
I  told  all  my  clerks  about  it,  and 
told  them  when  anybody  called 
for  Jenkins  to  say  we  weren’t 
handling  it  any  more  and  to  push 
the  other  for  all  it  was  worth.” 

“Didn’t  you  even  have  any 
Jenkins  on  hand?”  I  asked. 

“Not  a  cake,”  he  said,  “you 
know  how  that  would  have 
worked  out.  Clerks  are  all  alike. 
They’d  make  a  half-hearted  try 
to  sell  the  other,  but  if  it  wouldn’t 
do  they’d  hand  out  Jenkins.  No, 
sir,  I  burned  my  bridge  behind 
me.  The  scheme  was  to  sell  the 


new  brand  if  we  could,  and  if  we 
couldn’t  to  sell  nothing.” 

“Some  nervy  scheme,”  I  said. 
“Well,  tell  me  how  it  worked 
out.” 

“Oh,  I  kept  account,”  he  said, 
“and  I  have  it  right  here.  Thirty 
customers  asked  for  Jenkins  soap, 
from  one  cake  up  to  five.  They 
all  got  the  same  story — here  was 
a  better  brand  at  the  same  price. 
We  got  sixteen  to  take  the  new 
brand  and  the  rest  took  nothing. 
That  is,  they  brought  the  rest  of 
the  order,  but  not  soap.  I  sup¬ 
pose  they  went  somewhere  else 
and  got  it. 

“Every  one  of  the  thirty  had  to 
be  canvassed  like  any  other  new 
proposition.  I  talked  with  one 
woman  twenty  minutes  about 
that  thing  alone.  Then  I  didn’t 
land  her.” 

“How  many  asked  you  why 
you’d  dropped  Jenkins?”  I  asked. 

“Every  one ;  I  kept  count  of 
that  especially.  We  told  them  we 
couldn’t  handle  it  with  satisfac¬ 
tion  to  ourselves,  but  didn’t  go 
any  further  into  details.  You 
can’t  tell  people  you’re  throwing 
good  stuff  out  because  it  don’t 
pay  you  enough. 

“Now  we’re  not  done  yet,”  he 
said.  “The  new  soap  is  every  bit 
as  good  as  Jenkins — there’s  no 
doubt  about  that  at  all — but  no 
two  soaps  work  exactly  alike  and 
they’ll  all  use  it  like  they  used 
Jenkins,  and  it  may  not  give  the 
same  satisfaction  until  they  get 
on  to  it.  Chance  is  that  a  goqd 
part  of  the  sixteen,  after  using  it 
once,  will  come  in  and  say  they 
don’t  like  it  as  well.  Then  we’ll 
have  it  all  to  go  over.  I  don’t 
know — I’m  beginning  to  be  a  lit¬ 
tle  skeptical  about  it.” 

“What  about  the  fourteen  that 
didn.’t  take  it?”  I  said. 


thing.  No  live  man*is  going  tc 
sell  soap  alone  that  he  lose; 
money  on.  It’s  like  the  jobber; 
with  their  sugar.  They’re  going 
to  plug  mighty  hard  to  sell  othei 
stuff  at  the  same  time.” 

“How  much  did  you  save  b) 
the  day’s  work?”  I  asked. 

“I  figured  that  out,  too,”  In 
said.  “We  saved  just  twenty-si> 
cents  by  tiring  everybody  tc 
death.” 

“Well,  what  d’ye  think  you’l 

do?” 

“I  don’t  know;  I’ll  have  tc 
think  it  out.” 

Take  it  from  me,  here’s  what 
he’ll  do.  He’ll  go  back  to  Jenk¬ 
ins  as  sure  as  I  ain’t  a  little  tir 
whistle.  Who  wouldn’t?  II 
things  are  so  you’ve  got  to  lose 
something,  I’d  rather  it  would  be 
twenty-six  cents  than  my  voice 
and  my  muscle.  Ain’t  that  right; 

The  Stroller. 


First  Parcels  Post  Egg  Scheme 
is  Born  and  Dies. 


Pennsylvania  Concern  that  Started  Ou 
to  Sell  “  Fresh  Eggs  Direct  frorr 
Farm  to  Consumer  by  Parcels  Post,’ 
Finds  that  “  the  Postage  and  Requiret 
Shipping  Boxes”  Eat  Up  All  Chance 
of  Profit. 


The  first  parcels  post  egg  scheme] 
to  appear  since  the  new  law  became  j 
operative  on  January  ist  has  diet 
a-borning.  Here  it  is,  in  a  wanlj 
advertisement  appearing  in  the] 
Philadelphia  Sunday  papers  or] 
January  5  th : — 


EGGS 


FRESH  EGG8 

consumer  by  parcel 
post.  For  full  particulars  address  Frey's 
Poultry  Yards.  Lititz.  Pa. 


Among  the  first  requests  for  par¬ 
ticulars  went  one  from  a  represen¬ 
tative  of  this  journal.  Nothing] 
happened  for  several  days,  and  an-J 
other  request  for  particulars  was 
sent.  Then  this  came: — 


‘There’s  another  thing. 


They’re  going  to  get  it,  and  it’s 
dangerous  to  let  your  customers 


Lititz,  Pa.,  Jan.  13,  1913. 

Dear  Sir ; — I’m  sorry,  but  have 
decided  not  to  sell  eggs  by  parcel 
post.  The  postage  and  required 
shipping  boxes  will  out-balance  a 
reasonable  price. 

Yours  respectfully, 

Frey’s  Poultry  Yards. 

Per  Nate  W.  Frey. 


Florida  oranges  are  doing  bet- 1 
ter,  partly  by  reason  of  the  crop! 
freeze  in  California.  California 
however,  sends  very  few  oranges] 
East  just  at  this  time.  Fancy! 
Florida  oranges  will  now  bring  up 
to  $4,  and  choice  fruit  from  $2  tc  I 


go  into  another  store  for  any- 1  $3.  The  demand  is  fair. 


Two  Lincoln  Birthday  Displays. 

No.  i. 

The  log  cabin  display  is  arranged  as  follows :  First  build  the 
n  of  small  branches  or  saplings  to  suit  the  size  of  the  window;  one 
ut  two  feet  long  and  about  one  and  one-half  feet  high  will  answer 
the  average  window.  Notch  the  little  logs  or  sticks  at  each  end 
fit  them  together.  The  old-fashioned  chimney  that  is  built  on  the 
iide  is  made  of  dark  gray  paper.  Use  a  very  small  brush  and  some 
te  paint  and  you  can  imitate  mortar  between  the  stones.  Paint  the 
s  irregular,  as  though  the  stones  were  different  sizes.  Place  some 
:eboard  inside  to  cover  up  the  cracks  so  the  light  will  not  shine 


ough.  Make  a  tiny  window  and  door  at  one  side.  Place  an  electric 
it  inside,  allowing  the  light  to  shine  through  the  window  and  the 
tly  open  door.  Cover  the  bottom  of  the  window  with  roll  cotton 
1  here  and  there  place  a  small  mound  of  paper  or  a  little  bag — this 
1  give  the  snow  a  better  appearance  than  if  it  were  flat.  Place  the 
iin  on  a  slight  elevation  in  one  corner.  The  roof  is  of  pasteboard 
1  covered  with  cotton ;  let  it  hang  in  rough  ends  or  points  along  the 
jes.  Aside  of  the  door  place  a  tiny  woodpile  and  a  tiny  axe,  which 
:ut  from  a  small  piece  of  wood.  A  little  silver  paint  will  make  the 
de  look  real. 

At  the  rear  end  of  the  house  place  a  little  shrubbery  or  green 
shes  and  some  tall  branches  to  look  like  trees.  Along  the  rear 
ce  a  quaint  old  fence,  as  illustrated,  with  some  bushes  back  of  it; 
o  a  couple  of  trees  not  as  large  as  those  used  at  the  back  of  the 
use.  Here  and  there  over  the  snow  place  some  small  twigs  or  little 
shes.  Place  some  cotton  on  the  bushes  and  trees.  Place  small 


triangles  of  round  pieces  of  wood  cut  to  look  like  tiny  logs  along  the 
front  of  the  window.  Fill  them  with  fresh  fruit.  This  done  sprinkle 
artificial  snow  over  the  cotton.  Now  make  the  background  of  blue 
crepe  paper  from  the  top  of  the  window  to  the  bottom ;  also  the  one 
side  where  the  bushes  and  trees  are  at  the  house. 

No.  2. 

Lincoln’s  Birthday  is  next  on  the  list.  Don’t  forget  to  use  the 
colors  and  the  log  cabin  that  we  think  of  in  connection  with  his 
birthday.  Here  are  two  good  suggestions  for  window  displays  : 


The  special  price  window  is  novel  and  striking.  To  arrange  it, 
first  make  a  slant  of  boards  to  fill  the  bottom  of  the  window.  Make 
the  slant  pretty  high  in  the  rear— the  larger  the  window  the  higher  the 
slant.  You  must  use  your  own  judgment  for  this.  After  the  slant  is 
arranged  cover  it  with  roll  cotton.  Cut  small  saplings  or  thick  branches 
of  a  tree  in  pieces  about  ten  inches  long  and  place  them  on  the  slant  as 
illustrated.  They  are  held  in  position  by  placing  them  against  some 
wire  nails  driven  in  the  slant ;  the  nails  can  be  hid  with  the  cotton. 
Fill  them  with  fresh  fruits  or  evaporated  ones,  figs  or  dates.  Place  a 
small  price  tag  on  the  end  of  a  tiny  stick  or  twig  and  place  it  towards 
the  rear  of  each  little  triangle  of  fruit.  Sprinkle  a  little  artificial  snow 
over  the  cotton.  Place  a  neat  sign  card  in  the  centre  at  the  rear,  with 
lettering  as  illustrated.  The  background  is  arranged  with  twisted  strips 
of  red,  white  and  blue  crepe  paper,  tied  towards  the  side  a  little  with 
red,  white  and  blue  ribbon.  Finish  at  the  top  in  the  centre  with 
crossed  flags  and  a  shield. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 


Answers  to  Want  Advertisements  inserted  in  this  department  may  be  addressed  to  the  "  Grocery  World 
and  General  Merchant"  when  desired,  provided  the  advertisement  is  accompanied  by  io  cents  in  postage  to 
pay  fer  remailing  the  same.  The  price  sf  each  insertion  is  two  cents  per  word  in  advance. 


FOR  SALE. 


FOR  SALE. — New  American  Cash  Regis¬ 
ter,  cost  $135,  will  sell  at  a  very  low  figure. 
Also  20  cases  of  canned  goods,  peas,  toma¬ 
toes,  syrups,  etc.  Will  sell  the  lot  very  low 
to  make  quick  sale.  S.  E.  corner  Simpson 
St.  and  Greenway  Ave  ,  West  Phila.  3 


FOR  SALE. — Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  Ai 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 


FOR  SALE. — Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
# 1,150,  if  sold  at  once.  Rent  $11  per  month. 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa.  9 


FOR  SALE. — Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  {8,500.  Cor.  Firth  and 
Twenty -third  Sts.,  Philadelphia,  Pa.  8 


FOR  SALE. — Stock  and  fixtures  of  a  gro¬ 
cery  and  provision  store.  Has  a  good  trade 
in  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  self  to  a  quick  buyer  for 
#1,200.  Rent,  $35  per  month.  N.  E.  cor. 
Sixth  and  Porter  Sts.,  Philadelphia,  Pa.  8 


FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
figure,  {675,  if  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  {25  per  month. 
Cor.  Washington  and  Alden  Sts.,  West 
Philadelphia,  Pa.  8 


barn  in  good  condition.  The  store  alone 
cost  $3,000  to  build  twelve  years  ago,  when 
lumber  was  much  cheaper  than  now.  This 
is  located  in  a  good  farming  community  in 
a  small  town  with  only  one  small  grocery  as 
competition.  There  is  a  milk  station,  which 
is  patronized  by  farmers  of  the  surrounding 
country  and  brings  them  to  town  every 
morning  the  year  around.  Railroad  station 
close  by  store.  This  is  the  right  location  for 
anyone  who  wishes  to  make  money.  Will 
take  $3,500  for  real  estate  and  stock  at 
inventory.  Reason  for  selling,  other  busi¬ 
ness.  Address  Fred  G.  Mix,  R.  F.  D.  No.  3, 
Owego,  Tioga  Co.,  New  York.  5 


FOR  SALE. — Grocery,  cigars  and  confec 
tionery.  Excellent  stand  for  delicatessen. 
Ten  rooms,  all  rented,  at  subway  and  ele¬ 
vated.  Cause  for  sale,  sickness.  If  sold 
now  will  sell  for  {950.  Apply  B.  W.,  “  Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 


FOR  SALE. — Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Would  do  well  with  fresh  meats 
To  a  quick  buyer  will  sell  for  $850.  Dwell¬ 
ing  contains  six  rooms  and  bath,  rent  $32 
per  month.  Cor.  Fifty-third  St.  and  West¬ 
minster  Ave.,  West  Philadelphia.  5 


FOR  SALE. — 120  light  Springfield  Gas 
Machine,  complete,  with  mixer,  etc  Out 
of  business  the  only  reason  for  selling. 
Frank  Garrigues,  Moorestown,  N.  J.  3 


FOR  SALE.— General  store  stock  and  stand 
for  sale  in  the  busy  cement  region.  Address, 
C.  A.  Fegely,  Cementon,  Lehigh  Co.,  Pa.  5 


FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in. 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454, 
Slatington,  Pa.  8 


FOR  SALE. — A  John  Wanamaker  parcel 
delivery  wagon,  in  perfect  condition.  Will 
sell  at  a  low  figure,  $110,  or  will  exchange 
for  a  light  weight  wagon.  6217  Lancaster 
Ave. ,  Overbrook  Grocery  Store,  West  Phila¬ 
delphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  an  old 
corner  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen. 
Will  sell  to  a  quick  buyer  for  $525.  Rent, 
#35  Per  month  ;  8  rooms.  1801  N.  Twenty- 
seventh  St.,  Philadelphia,  Pa.  9 


SITUATION  WANTED. 


WANTED. — Young  married  man  wants 
steady  position  as  manager  and  cleik  in  cut 
price  chain  store.  Best  reference.  Address 
R.  C.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  3 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision  and  fresh  meats.  Will  sell  at  low 
figure,  #1,275,  if  s°ld  at  once.  Corner 
Gratz  and  Dauphin  Sts.,  Philadelphia,  Pa.  4 


AGENTS  WANTED. 


FOR  SALE. — General  store  property,  to-  [ 
gether  with  a  first-class,  up-to-date  stock  of 
about  #3,000  worth  of  merchandise.  The 
store  is  30  x  60  feet,  with  a  good  front  and  ! 
basement  whole  size  of  building,  with  n'ce  j 
laid  wall  and  a  very  nice  suite  of  seven  liv¬ 
ing  rooms  over  the  store.  Store  and  living  | 
rooms  are  lighted  with  acetylene  gas.  The 
lot  is  one- half  acre  and  there  is  a  good  sized  j 


WANTED. — Salesmen.  Easy  money  made 
at  spare  moments  selling  fruits,  nu:s  and 
vegetables  on  commission  basis  for  the 
“  best  house  in  Philadelphia,”  and  not 
interfere  with  your  regular  position.  Write 
quick  for  full  particulars.  Representative 
wanted  in  every  town  in  Pennsylvania. 
Address,  Edgar  J.  Thomas,  250  S.  Front  St., 
Philadelphia,  Pa.  tf 


What  Pleases  Your 
Customers  ProfitsYou 


When  a  customer  once 
learns  that  she  will  get  uni¬ 
form  results  and  better  bread- 
stuffs  by  using 
FLEISCHMANN’S  YEAST 
your  sales  of  butter,  eggs, 
flour,  sugar  and  like  products 
used  in  baking  will  go  up 
along  with  your  sales  of  our 
Yeast.  This  is  worth  while, 
isn’t  it? 


The  Fleischmann  Co.  Ne^york 


PATENT 


ud  Tndt-muka  proosnd  promptly 


properly  la  all  nuUn. 


Oavls  &  Darls,  Wishliiteu,  D 


MANY  GROCERS 

Find  It  pays  them  to  read 
“good  atulF”  la 

The  Advertising  Worl 


Colombo*,  Ohio 

i«apl«  tree,  or  f oar  trial  for  It  <  1 


You  Need  These  Fruit  Bins 


For  the  display  of  Nuts, 
Apples  and  Oranges. 
They  will  help  you  to  sell 
the  goods.  We  make 
them  in  three  sizes 


$5.00,  $7  50  and  $15.0 


PFR  DOZEN 


Write  Me  for  Catalogue 


H.  F.  HEACOCI 


51  N.  Second  St.,  Philadelphia 


Why  Don’t  YOU 


use  them  ?  Even  if  you  do  not  want  thei 
generally  you  have  a  lot  of  troublesome  cui 
tomers  whose  accounts  would  be  taken  car 
of  automatically  if  you  had  our 


Try  a  hundred.  It  will  be  the  best  inves 
ment  you  ever  made.  Just  as  good  for  yov 
mild  mannered  people.  Best  books  mad' 
Index  makes  them  the  most  convenient.  ] 
O.  B.  your  nearest  express  office.  Let  i 
get  together.  Samples  free. 


•J*  P.  FORBES,  BL°irui®K,  Coshocton,  Ohi 


w.  H. 


WINCHESTER,  VA. 


W.  H.  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 


r 


Chocolate  and  Cocoa  Preparations 


United  State*  Serial  No.  0297 

Guaranteed  Under  the  Food  and  Drop  Aet,  Juno  SO,  ltM 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Revolution  in  Proposed  New  Food  Legis¬ 
lation  for  Pennsylvania 


Six  Bills  Introduced  in  Legislature  Forbidding  Benzoate  of  Soda 
and  Sulphur  Dioxide  and  Abolishing  Retailers’  Guarantee 
Clause.  Other  Bills  Regulate  Rotten  Eggs,  Soft  Drinks, 
Condensed  Milk  and  Cold  Storage  Foods. 


Some  of  the  most  radical  food 
legislation  ever  introduced  in  the 
Pennsylvania  Legislature  was  in¬ 
troduced  last  Tuesday,  under  the 
auspices  of  the  Dairy  and  Food 
Department.  It  completely  over¬ 
turns  present  food  law  conditions. 
Five  bills  in  all  were  introduced, 
one  a  new  general  food  law,  one 
a  rotten  egg  law,  one  a  law  to 
label  and  date  cold  storage  foods, 
one  a  soft  drinks  bill,  one  a  bill 
regulating  the  sale  and  prepara¬ 
tion  of  foods  in  hotels,  restau¬ 
rants  and  dining  cars,  and  one  a 
bill  regulating  the  quality  of  con¬ 
densed  milk  and  milk  powders. 
Bills  along  the  same  line  were 
also  introduced  by  other  mem- 
'bers. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  obtained  cop¬ 
ies  of  all  these  and  presents  them 
below : — 

General  Food  Law. 

The  points  about  this  are  that 
it  destroys  the  right  to  use  ben¬ 
zoate  of  soda  and  sulphur  dioxide, 
which  a  large  variety  of  foods 
now  contain;  also  that  it  abol¬ 
ishes  the  retailer’s  guarantee 
clause  ;  also  that  all  food  packed 
in  containers  of  any  character 
must  bear  a  statement  of  net 
weight  of  contents.  This  is  the 
full  text  of  the  act: — 

AN  ACT 

Relating  to  food,  defining  food,  pro¬ 
viding  for  the  protection  of  the 
public  health  and  the  prevention 
of  fraud  and  deception,  by  pro¬ 
hibiting  the  manufacture  or  sale, 
the  offering  for  sale  or  exposing 
for  sale,  or  the  having  in  pos¬ 
session  with  intent  to  sell,  of 
adulterated,  misbranded  or  dele¬ 
terious  foods,  and  of  foods  short 
in  weight  or  measure,  prescribing 
certain  duties  of  the  Dairy  and 
Food  Commissioner  in  reference 
thereto,  and  providing  penalties 
for  the  violation  thereof. 

Section  i.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  in  general  assembly  met,  and 
is  hereby  enacted  by  authority  of 
the  same,  That  it  shall  be  unlawful 
for  any  person,  firm,  co-partner¬ 
ship,  limited  partnership,  joint  stock 
company  or  corporate  body,  by  him¬ 
self,  herself,  itself  or  themselves, 
or  by  his,  her,  its  or  their  agents, 
servants  or  employees,  to  manufac¬ 
ture,  sell,  offer  for  sale,  expose  for 
sale  or  have  in  possession  with  in¬ 


tent  to  sell,  any  articles  of  food 
which  is  adulterated  or  misbranded, 
or  of  foods  short  in  weight  or 
measure,  within  the  meaning  of  this 
act. 

Sec.  2.  That  the  term  “food,”  as 
used  in  this  act,  shall  include  not 
only  every  article  used  for  food 
by  man,  but  also  every  article  used 
for,  or  entering  into  the  composi¬ 
tion  of,  or  intended  for  use  as  an 
ingredient  in  the  preparation  of 
food  for  man. 

That  the  term  “person,”  as  used 
in  this  act,  shall  include  individ¬ 
uals,  firms,  co-partnerships,  limited 
partnerships,  joint  stock  companies 
and  bodies  corporate,  as  well  as  all 
officers,  agents,  servants,  employees, 
or  others  acting  for  any  of  the 
same,  and  shall  be  taken  as  applying 
in  the  singular  or  plural  as  the  case 
may  require. 

Sec.  3.  That  for  the  purpose  of 
this  act  an  article  of  food  shall  be 
deemed  to  be  adulterated: — 

First. — If  any  substance  has  been 
mixed  or  packed  with  it  so  as  to 
reduce  or  lower  or  injuriously  af¬ 
fect  its  quality,  strength  or  purity. 

Second. — If  any  substance  has 
been  substituted,  wholly  or  in  part, 
for  the  article. 

Third. — If  any  valuable  constit¬ 
uent  of  the  article  has  been,  wholly 
or  in  part,  abstracted: 

Fourth. — If  it  be  mixed,  colored 
or  changed  in  color,  coated,  pol¬ 
ished,  powdered,  stained  or  bleached, 
whereby  damage  or  inferiority  is 
concealed,  or  so  as  to  deceive  or 
mislead  the  purchaser,  or  if  by  any 
means  it  is  made  to  appear  better 
or  of  greater  value  than  it  is. 

Fifth. — If  it  contains  any  added 
sulphurous  acid,  sulphur  dioxide  or 
sulphate,  benzoic  acid,  sodium  ben¬ 
zoate  or  other  benzoate,  boric  acid 
or  borate,  salicylic  acid  or  salicy¬ 
late,  formaldehyde,  hydrofluoric 
acid  or  fluoride,  fluoborate,  fluosili- 
cate  or  other  fluorine  compound, 
dulcin,  glucin,  saccharin,  talc,  com¬ 
pound  of  copper,  betanapthol,  hy- 
dronapthol,  abrastol,  asaprol,  alum  or 
any  compound  of  aluminium,  oxide 
of  nitrogen,  nitrous  acid  or  nitrite, 
pyroligneous  acid,  coal-tar  dye,  re¬ 
sinous  glaze,  or  other  ingredient  de¬ 
leterious  to  health,  and,  in  the  case 
of  candy,  if  it  contains  alcoholic 
liquor  or  alcohol ;  provided,  that 
nothing  in  this  act  shall  be  con¬ 
strued  to  prohibit  the  use  of  com¬ 
mon  salt,  sugar,  wine  vinegar,  cider 
vinegar,  malt  vinegar,  sugar  vine¬ 
gar,  distilled  vinegar,  spices  or  their 
essential  oils,  edible  oils,  edible  fats- 
or  wood  smoke  applied  directly  as 
generated. 

Sixth. — If,  in  the  case  of  man¬ 
ufactured  foods,  it  is  diseased,  con¬ 
taminated,  filthy  or  decomposed,  or 
contains  any  diseased,  contaminated, 
filthy  or  decomposed  substance,  or 
is  manufactured  in  whole  or  in  part 
from  a  diseased,  contaminated, 
filthy  or  decomposed  substance,  or 
if  it  is  made,  stored,  transported 
or  kept  in  a  way  or  manner  that 
may  render  the  article  diseased, 
contaminated,  filthy  or  unwhole¬ 
some,  or  if  it  is  a  product  of  a 
diseased  animal  or  a  product  of  an 


animal  which  has  died  otherwise 
than  by  slaughter. 

Seventh. — If,  in  the  case  of  non- 
manufactured  foods,  5  per  cent,  or 
more  of  the  units  composing  the 
same  are  manifestly  diseased,  de¬ 
cayed,  decomposed,  contaminated  or 
filthy,  and  said  objectionable  units 
shall  not,  with  reasonable  diligence, 
have  been  sorted  out  and  destroyed 
by  the  vendor  before  said  non-man- 
ufactured  food  is  offered  or  ex¬ 
posed  for  sale  or  used  for  food 
manufacture,  or  if  the  food  is  pro¬ 
duced,  stored,  transported  or  kept 
in  a  way  or  manner  that  may  ren¬ 
der  the  same  diseased,  contaminated, 
filthy  or  unwholesome,  or  if  in  the 
case  of  meat,  poultry,  game,  fish 
or  shellfish,  it  is  diseased,  decayed, 
decomposed,  contaminated  or  un¬ 
wholesome,  or  is  part  of  an  animal 
that  has  died  otherwise  than  by 
slaughter. 

Sec.  4.  That  for  the  purpose  of 
this  act  an  article  shall  be  deemed 
to  be  misbranded  : — 

First. — If  it  be  an  imitation  of  or 
offered  for  sale  under  the  name  of 
another  article. 

Second. — If  it  is  labeled  or 
branded  so  that  it  may  deceive  or 
mislead  the  purchaser,  or  purport 
to  be  a  foreign  product,  when  not 
so,  or  if  the  contents  of  the  pack¬ 
age  as  originally  put  up  shall  have 
been  removed,  in  whole  or  in  part, 
and  other  inferior  contents  shall 
have  been  placed  in  such  package. 

Third. — If  the  package  contain¬ 
ing  it,  or  its  label,  shall  bear  any 
statement,  design  or  device  regard¬ 
ing  the  substances  or  ingredients 
contained  therein,  which  statement, 
design  or  device  shall  be  false  or 
misleading  in  any  particular. 

Fourth. — If  it  be  a  mixture  or 
compound  now  or  hereafter  known 
as  an  article  of  food  and  be  not 
labeled  or  branded  with  a  statement 
that  it  is  a  mixture  or  compound, 
together  with  a  statement  of  the 
substances  entering  into  said  mixt¬ 
ure  or  compound ;  provided,  that 
nothing  in  this  act  shall  be  con¬ 
strued  as  requiring  or  compelling 
the  proprietors,  manufacturers  or 
sellers  of  proprietary  foods  to  dis¬ 
close  their  trade  formulas,  except 
in  so  far  as  may  be  necessary  under 
the  provisions  of  this  act  to  avoid 
adulteration,  imitation  or  misbrand¬ 
ing. 

Fifth.— All  labels  of  packages  re¬ 
quired  by  this  act  shall  be  placed 
only  on  the  fronts  or  backs  of  each 
package  or  container,  and  in  type 
not  less  than  eight  point,  brevier 
caps,  in  size,  and  in  such  position 
and  terms  as  may  be  easily  read 
and  understood  by  the  purchaser. 

Sec.  5.  Every  article  of  food 
packed  for  sale  and  retailed  in  con¬ 
tainers  of  any  description  shall  bear 
upon  the  container  a  plainly  legible 
statement  of  the  net  weight  of  its 
contents,  or  of  the  net  volume 
thereof,  and  of  the  name  and  ad¬ 
dress  of  the  manufacturer  or  pro¬ 
ducer  thereof. 

Sec.  6.  That  any  person  who  shall 
violate  any  of  the  provisions  of  this 
act  shall  be  guilty  of  a  misde¬ 
meanor,  and  upon  conviction  there¬ 
of  shall  be  sentenced  to  pay  a  fine 
of  not  less  than  $50  nor  more  than 
$200,  or  to  undergo  an  imprison¬ 
ment  of  not  less  than  thirty  days 
nor  more  than  sixty  days,  or  both 
or  either,  at  the  discretion  of  the 
court. 

Sec.  7.  The  Dairy  and  Food  Com¬ 
missioner  of  the  State  shall  be 
charged  with  the  enforcement  of  the 
provisions  of  this  act. 

Sec.  8.  All  fines  and  penalties  im¬ 
posed  and  recovered  for  the  viola¬ 
tion  of  any  of  the  provisions  of 
this  act  shall  be  paid  to  the  Dairy 
and  Food  Commissioner  or  his 
agent,  and  by  the  Dairy  and  Food 


Commissioner  be  paid  into  the  State 
Treasury  for  the  use  of  the  Com¬ 
monwealth. 

Sec.  9.  That  the  Act  of  Assembly 
entitled  “An  Act  relating  to  food, 
defining  food,  providing’for  the  pro-  J 
tection  of  the  public  health  and  the 
prevention  of  fraud  and  deception 
by  prohibiting  the  manufacture  or 
sale,  the  offering  for  sale  or  ex¬ 
posing  for  sale,  or  the  having  in 
possession  with  intent  to  sell  of 
adulterated,  misbranded  or  deleter¬ 
ious  foods,  prescribing  certain  du¬ 
ties  of  the  Dairy  and  Food  Com¬ 
missioner  in  reference  thereto,  and 
providing  penalties  for  the  violation 
thereof,”  approved  the  13th  day  of 
May,  A.  D.  1909,  be  and  the  same  is 
hereby  repealed. 

Cold  Storage  Food  Act. 

This  act,  in  brief,  requires  al 
poultry,  game,  eggs  and  fish  i 
kept  in  cold  storage,  to  say  so  or 
their  label.  This  is  the  text: — 

AN  ACT 

For  the  protection  of  the  public 
health  and  the  prevention  of  fraud 
and  deception  by  regulating  the 
sale  of  cold  storage  poultry, 
game,  eggs  and  fish,  providing 
penalties  for  the  violation  thereof 
and  providing  for  the  enforce¬ 
ment  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  general  assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  any  person,  firm  or 
corporate  body,  by  himself,  herself, 
itself  or  themselves,  or  by  his,  her, 
its  or  their  agents,  servants  or  em¬ 
ployees,  to  sell  or  offer  for  sale 
any  cold  storage  poultry,  cold  stor¬ 
age  game,  sold  storage  eggs  or  cold 
storage  fish,  as  hereinafter  defined, 
unless  the  same  be  delivered  to  the 
purchaser  in  crates,  buckets,  re¬ 
ceptacles,  vessels  or  wrappers  plain¬ 
ly  stamped  on  the  outside  thereof 
in  letters  not  less  than  one-half  inch 
in  length  and  plainly  exposed  to 
view,  the  words :  “Cold  Storage 
Poultry,”  “Cold  Storage  Game,” 
“Cold  Storage  Eggs”  or  “Cold  Stor¬ 
age  Fish,”  as  the  case  may  be. 

Sec.  2.  The  term  “Cold  Storage  1 
Poultry,”  “Cold  Storage  Game,”  1 
“Cold  Storage  Eggs”  or  “Cold  Stor-  ' 
age  Fish,”  as  used  herein,  shall  in-  I 
elude  all  poultry,  game,  eggs  and 
fish  which  have  been  placed  in  cold 
storage  to  be  kept  and  preserved  : 
until  such  time  as  they  may  be 
placed  on  the  mraket  or  offered  for  , 
sale ;  provided,  however,  that  no- 
thing  in  this  act  shall  be  construed  ■: 
to  prohibit  the  shipping,  consigning  ; 
or  transporting  of  fresh  poultry,, 
game,  eggs  or  fish  in  properly  re-  ■ 
frigerated  cars,  within  this  State,  i| 
to  points  of  destination,  nor  when  •< 
received,  to  prohibit  the  same  be-  I 
ing  held  in  a  cooling  room  for  a  i 
period  of  forty-eight  hours;  and 
provided  further,  that  nothing  in 
this  act  shall  be  construed  to  pro-  ;1 
hibit  the  keeping  of  fresh  poultry,  M 
game,  eggs  or  fish  in  ice  boxes  or  tj 
refrigerators  in  retail  stores  while 
the  same  is  offered  for  sale  or  ex-  ’ 
posed  for  sale. 

Sec.  3.  That  any  person  who  shall 
violate  any  of  the  provisions  of  this  ( 
act  shall  be  guilty  of  a  misde-  1 
meanor,  and  upon  conviction  there-  *1 
of  shall  be  sentenced  to  pay  a  fine 
of  not  less  than  $50  nor  more  than 
$200,  or  to  undergo  an  imprison¬ 
ment  of  not  less  than  thirty  days 
nor  more  than  sixty  days,  or  both  :: 
or  either,  at  the  discretion  of  the 
court. 

Sec.  4.  That  the  Dairy  and  Food 
Commissioner  shall  be  charged 
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The  Grocer  Gets  His  Money 


When  the  Customer 
Gets  a  Receipt. 

The  “Get  a  Receipt” 
plan  compels  the  giving 
of  a  correctly  printed 
receipt  to  the  customer, 
which  means  that  there 
are  corresponding  and 
unchangeable  records 
inside  the  register  for 
the  grocer  and  the 
clerk. 


The  customer’s  printed  receipt,  the  clerk’s  receipt  on  the 
sales-strip,  and  the  grocer’s  receipt  on  the  adding  wheels,  are 
all  made  by  the  same  operation  of  the  register  and  therefore 
must  be  the  same. 


The  Customer’s 
Receipt 


014  MAY  15 

★K  -1.00 

W.  S.  JOHNSON 

4 1 6  Fourth  Ave. 

Keep  This  Receipt 
It  is  your  Protection 

WATCH  FOR 
ANNOUNCEMENT 

(over) 


This  receipt  which  goes  to  the 
customer,  is  printed  by  the  reg¬ 
ister. 


These  are  the  adding  wheels  which  must 
show  the  same  record  as  the  receipt  They 
are  the  grocer’s  receipt  for  a  correct  un¬ 
changeable  record. 


The  Clerk’s 
Receipt 


National  Cash  Registers  range  in 
price  from  $20  to  $790. 

Write  for  complete  information 
about  the  “Get  a  Receipt”  plan. 


The  sales-strip,  which  must 
show  the  same  record  as  the 
customer's  receipt  and  the 
adding  wheels,  is  the  clerk  s 
receipt  for  having  handled 
the  transaction  correctly. 


The  National  Cash  Register  Company 
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with  the  enforcement  of  the  pro¬ 
visions  of  this  act. 

Sec.  5.  That  all  fines  and  penalties 
imposed  and  recovered  for  the  vio¬ 
lation  of  any  of  the  provisions  of 
this  act  shall  be  paid  to  the  Dairy 
and  Food  Commissioner,  or  his 
agent,  and  when  so  collected  and 
paid  shall  thereafter  be,  by  the 
Dairy  and  Food  Commissioner,  paid 
into  the  State  Treasury  for  the  use 
of  the  Commonwealth. 

The  Rotten  Egg  Act. 

This  act  forbids  the  sale  of  rot¬ 
ten  eggs  for  any  purpose  unless 
they  first  be  treated  with  kero¬ 
sene.  This  would  allow  them  to 
be  sold  for  tanning,  but  not  for 
food : — 


AN  ACT 

Supplementary  to  an  act,  entitled 
“An  Act  for  the  protection  of  the 
public  health,  by  prohibiting  the 
sale,  offering  for  sale,  exposing 
for  sale,  or  having  in  possession 
with  intent  to  sell,  of  eggs  unfit 
for  food,  as  therein  defined,  and 
prohibiting  the  use  of  such  eggs 
in  the  preparation  of  food  prod¬ 
ucts,  providing  penalties  for  the 
violation  thereof  and  providing 
for  the  enforcement  thereof,” 
approved  the  nth  day  of  March, 
A.  D.  1909,  providing  for  the  de¬ 
naturing  by  kerosene  of  all  eggs 
unfit  for  food,  within  the  meaning 
of  said  act,  and  providing  penal¬ 
ties  for  the  violation  thereof. 
Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  general  assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  any  person,  firm 
or  coporate  body,  by  himself,  her¬ 
self,  itself  or  themselves,  or  by  his, 
her,  its  or  their  agents,  servants  or 
employees  to  sell,  offer  for  sale,  ex¬ 
pose  for  sale  or  have  in  possession 
with  intent  to  sell,  eggs  that  are 
unfit  for  food  within  the  meaning 
of  an  act  entitled  “An  Act  for  the 
protection  of  the  public  health  by 
prohibiting  the  sale,  offering  for 
sale,  exposing  for  sale  or  having 
in  possession  with  intent  to  sell,  of 
eggs  unfit  for  food,  as  therein  de¬ 
fined,  and  prohibiting  the  use  of 
such  eggs  in  the  preparation  of  food 
•  products,  providing  penalties  for  the 
violation  thereof  and  providing  for 
the  enforcement  thereof,”  approved 
the  nth  day  of  March,  A.  D.  1909, 
for  any  purpose,  use,  cause  or  reason 
whatsoever,  unless  the  same  shall 
have  first  been  denatured  with  a 
sufficient  quantity  of  kerosene  to 
render  all  of  the  same  unfit  for  use 
in  the  preparation  of  food  and  food 
products,  and  further  providing  that 
the  shells  of  all  such  eggs  that  may 
be  unfit  for  food,  as  hereinbefore 
mentioned,  shall  first  be  removed  or 
broken,  by  smashing  or  otherwise, 
so  as  to  permit  of  a  free  impreg¬ 
nation  of  the  whole  of  the  egg 
substance  by  the  denaturing  fluid;  * 
and  all  persons  violating  any  of 
the  provisions  hereof  shall  be 
guilty  of  a  misdemeanor  and  sub¬ 
ject  to  the  same  penalties  as  pro¬ 
vided  in  the  act  to  which  this  is 
a  supplement. 

The  Condensed  Milk  Bill. 
The  main  purpose  of  this  act 
is  to  prescribe  standards  for  all 
grades  of  condensed  milk: — 

AN  ACT 

For  the  protection  of  the  public 
health  and  the  prevention  of 
fraud  and  deception  in  the  man¬ 


ufacture,  labeling  or  sale  of  milk 
products,  defining  such  milk  prod¬ 
ucts,  fixing  the  standards  thereof 
and  providing  penalties  for  the 
violation  of  the  provisions  of  the 
act. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  in  general  assembly  met,  and 
it  is  hereby  enacted  by  authority  of 
the  same,  That  it  shall  be  unlawful 
for  any  person  or  persons,  firm  or 
corporate  body,  by  himself,  herself 
or  themselves,  or  by  his,  her  or 
their  agents,  servants  or  employees, 
to  sell,  offer  or  expose  for  sale,  or 
have  in  possession  with  intent  to 
sell  as  such,  any  condensed  milk, 
evaporated  milk,  sweetened  con¬ 
densed  milk,  condensed  skim  milk, 
evaporated  skim  milk,  dried  milk, 
desiccated  milk,  milk  powder,  dried 
skim  milk,  desiccated  skim  milk, 
skim  milk  powder  that  does  not 
conform  to  the  requirements  of  this 
act  as  respects  nature,  composition, 
condition  and  labeling  or  brand¬ 
ing. 

Sec.  3.  For  the  purposes  of  this 
act  the  milk  products  named  in 
Section  1  hereof  are  defined  and 
standardized  as  follows: — 

1.  Condensed  milk,  evaporated 
milk,  is  milk  from  which  a  consid¬ 
erable  portion  of  its  water  has  been 
evaporated  and  contains  not  less 
than  7.8  per  cent,  of  milk  fat  nor 
less  than  34.3  per  cent,  of  milk 
solids  and  milk  fat  collectively. 

2.  Sweetened  condensed  milk  is 
milk  from  which  a  considerable 
portion  of  its  water  has  been  evap¬ 
orated  and  contains  not  less  than 
28  per  cent,  of  milk  solids,  of  which 
not  less  than  27.5  per  cent,  is  milk 
fat. 

3.  Condensed  skim  milk,  evapo¬ 
rated  skim  milk,  is  skim  milk  from 
which  a  considerable  portion  of  its 
water  has  been  evaporated. 

4.  Dried  milk,  desiccated  milk, 
milk  powder,  is  milk  from  which 
practically  all  of  its  water  has  been 
evaporated,  and  the  residual  solids 
reduced  to  powdery  condition. 

5.  Dried  skim  milk,  desiccated 
skim  milk,  skim  milk  powder,  is 
skim  milk  from  which  practically  all 
of  its  water  has  been  evaporated 
and  the  residual  solids  reduced  to 
powdery  condition. 

Sec.  3.  All  milk  used  for  the 
manufacture  of  condensed  milk, 
evaporated  milk,  sweetened  con¬ 
densed  milk,  dried  milk,  desic¬ 
cated  milk  or  milk  powder, 
shall  be  the  fresh,  clean  lacteal 
secretion  obtained  by  the  complete 
milking  of  one  or  more  healthy 
cows,  properly  fed  and  kept,  exclud¬ 
ing  that  obtained  fifteen  days  before 
and  seven  days  after  calving,  or  for 
such  longer  period  thereafter  as 
shall  be  necessary  to  restore  the 
cow  qr  cows  to  normal  milk  pro¬ 
ducing  condition,  and  must  be  kept 
free  from  added  substance  of  any 
kind,  whether  for  preservation,  neu¬ 
tralizing,  coloring  or  other  pur¬ 
poses.  All  skim  milk  used  for  the 
manufacture  of  condensed  skim 
milk,  dried  skim  milk,  desiccated 
skim  milk  or  skim  milk  pow¬ 
der,  shall  be  milk  as  above 
defined,  even  from  which  a  part  of 
its  cream  has  been  removed,  and 
must  likewise  be  kept  free  from 
added  substances  of  any  kind,  from 
injurious  fermentation  and  from 
contamination  injurious  to  its  edi¬ 
ble  qualities  and  sanitary  condition. 

Sec.  4.  The  several  milk  prod¬ 
ucts  defined  in  Section  2  hereof, 
shall,  when  sold,  offered  or  exposed 
for  sale,  be  free  from  spoilages  of 
any  kind,  whether  because  of  imper¬ 
fections  in  manufacture  or  because 
of  subsequent  conditions  of  han¬ 
dling  or  keeping. 

Sec.  5.  All  containers  In  which 
any  of  the  several  substances  enum¬ 


erated  in  Section  1  of  this  act  is 
originally  packed  for  retail  sale, 
shall  have  labels  containing  a  plain¬ 
ly  legible  statement,  including  the 
name  of  the  product,  the  name  and 
address  of  the  manufacturer  there¬ 
of,  the  net  weight  of  the  package 
contents  and  a  statement  of  the  vol¬ 
ume  of  water  that  must  be  added 
to  a  unit  volume  of  the  contained 
manufactured  product  to  bring  its 
concentration  back  to  that  of  white 
milk  containing  not  less  than  12 
per  cent,  of  total  milk  solids  and 
not  less  than  3.25  per  cent,  of  milk 
fat. 

Sec.  6.  That  any  person  who  shall 
violate  any  of  the  provisions  of  this 
act  shall  be  guilty  of  a  misdemean¬ 
or,  and  upon  conviction  thereof 
shall  be  sentenced  to  pay  a  fine  of 
not  less  than  $50  nor  more  than 
$200,  or  to  undergo  an  imprison¬ 
ment  of  not  less  than  thirty  days 
nor  more  than  sixty  days,  or  both 
or  either,  at  the  discretion  of  the 
court. 

Sec.  7.  The  Dairy  and  Food  Com¬ 
missioner  shall  be  charged  with  the 
enforcement  of  this  act,  shall  cause 
samples  of  commercial  products  of 
the  kind  enumerated  in  Section  1 
hereof  to  be  purchased  and  ana¬ 
lyzed,  and  shall  publish  the  results 
of  such  examinations. 

Sec.  8.  All  fines  and  penalties  im¬ 
posed  and  recovered  for  the  viola¬ 
tion  of  any  of  the  provisions  of  this 
act  shall  be  paid  to  the  Dairy  and 
Food  Commissioner,  or  his  agent, 
and  by  the  Dairy  and  Food  Com¬ 
missioner  be  paid  into  the  State 
Treasury  for  the  use  of  the  Com¬ 
monwealth. 

The  Soft  Drink  Bill. 

This  forbids  the  sale  of  adulter¬ 
ated  or  misbranded  soft  drinks, 
and  defines  what  will  be  consid¬ 
ered  adulteration : — 

AN  ACT 

Relating  to  non-alcoholic  drinks,  de¬ 
fining  the  same  and  prohibiting 
the  manufacture,  sale,  offering  for 
sale,  exposing  for  sale,  or  having 
in  possession  with  intent  to  sell 
of  any  adulterated  or  misbranded 
non-alcoholic  drinks,  and  provid¬ 
ing  penalties  for  the  violation 
thereof  and  providing  for  the  en¬ 
forcement  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  in  general  assembly  met,  and 
it  is  hereby  enacted  by  authority  of 
the  same,  That  it  shall  be  unlawful 
for  any  person,  firm  or  corporate 
body,  by  himself,  herself,  itself  or 
themselves,  or  by  his,  her,  its  or 
their  agents,  servants  or  employees, 
to  manufacture,  sell,  offer  for  sale, 
expose  for  sale  or  have  in  posses¬ 
sion  with  intent  to  sell,  any  article 
of  non-alcoholic  drink  which  is 
adulterated  or  misbranded  within 
the  meaning  of  this  act. 

Sec.  2.  That  the  term  “non-alco¬ 
holic  drink,”  as  used  herein,  shall 
include  carbonated  beverages  of  all 
flavors,  sarsaparilla,  ginger  ale,  soda 
water  of  all  flavors,  lemonade, 
orangeade,  sweet  cider,  root  beer, 
grape  juice  and  all  other  non-in¬ 
toxicating  drinks. 

Sec.  3.  A  non-alcoholic  drink  shall 
be  deemed  to  be  adulterated,  with¬ 
in  the  meaning  of  this  act  if  it  con¬ 
tains  any  added  boric  acid  or  bo¬ 
rate,  benzoic  acid  or  benzoate,  sal¬ 
icylic  acid  or  salicylate,  formalde¬ 
hyde,  sulphur  dioxide,  sulphurous 
acid  or  sulphite,  hydrofluoric  acid 
or  fluoride,  fluoborate,  fluosilicate 
or  other  fluorine  compound,  dulcin, 
glucin,  saccharin,  betanapthol,  hy- 
dronapthol,  abrastol,  asaprol,  ox¬ 
ides  of  nitrogen,  nitrous  acid  or  ni¬ 
trite,  compound  of  popper,  pyrolig¬ 


neous  acid,  coal-tar  dye,  artificial 
flavor,  artificial  ether  or  artificial 
ester,  saponin,  soap-bark  extract,  or 
other  added  substance  deleterious  to 
health. 

Sec.  4.  The  bottles  or  other  con¬ 
tainers  in  which  a  non-alcoholic 
drink  is  packed  for  retail  sale  shall 
be  plainly  labeled  or  branded,  on  the 
side  of  the  bottle  or  other  container, 
with  a  statement  of  the  name  of 
the  non-alcoholic  drink ;  provided, 
that  ginger  ale,  in  the  preparation 
of  which  capsicum  or  any  capsicum 
product  has  been  used,  shall  be  la¬ 
beled  “Ginger  Ale  with  Capsicum.” 

Sec.  5.  That  for  the  purpose  of 
this  act  a  non-alcoholic  drink  shall 
be  deemed  to  be  misbranded : — 

First. — If  it  be  an  imitation  of 
or  offered  for  sale  under  the  dis¬ 
tinctive  name  of  another  article,  01 
if  it  is  colored  or  flavored  in  imi¬ 
tation  of  the  genuine  color  or  flavoi 
of  another  substance. 

Second. — If  it  be  labeled  01 
branded  or  tagged  so  as  to  deceive 
or  mislead  the  purchaser. 

Third. — If  the  bottle  or  receptacle , 
containing  it,  or  its  label,  shall  beai  I 
any  statement,  design  or  device  re-  - 
garding  the  ingredients  or  the  sub¬ 
stances  contained  therein,  whicl . 
statement,  design  or  device  shall  be 
false  or  misleading  in  any  partic 
ular. 

Sec.  6.  That  any  person  who  shal 
violate  any  of  the  provisions  of  thi: 
act  shall  be  guilty  of  a  misdemean  . 
or,  and  upon  conviction  thereo  j 
shall  be  sentenced  to  pay  a  fine  o 
not  less  than  $25  nor  more  thai 
$100,  or  to  undergo  an  imprison 
ment  of  not  less  than  thirty  day 
nor  more  than  sixty  days,  or  botl( 
or  either,  at  the  discretion  of  th 
court. 

Sec.  7.  The  Dairy  and  Food  Com 
missioner  shall  be  charged  with  th  j 
enforcement  of  the  provisions  o 
this  act. 

Sec.  8.  All  fines  and  penalties  im¬ 
posed  and  recovered  for  any  vie 
lation  of  any  of  the  provisions  oj 
this  act  shall  be  paid  to  the  Dair1 
and  Food  Commissioner,  or  hi 
agent,  and  when  so  collected  an 
paid  shall  thereafter  be,  by  thi 
Dairy  and  Food  Commissioner,  pai; 
into  the  State  Treasury  for  the  us 
of  the  Commonwealth. 

Sec.  9.  That  the  Act  of  Assembl 
entitled  “An  Act  relating  to  norj 
alcoholic  drinks,  defining  the  sanj 
and  prohibiting  the  manufacture 
sale,  offering  for  sale,  exposing  fd 
sale  or  having  in  possession  wit 
intent  to  sell,  of  any  adulterated  cj 
misbranded  non-alcoholic  drinki 
and  providing  penalties  for  the  vicj 
lation  thereof,  and  providing  fc 
the  enforcement  thereof,”  approve 
the  nth  day  of  March,  A.  D.  igo, 
be  and  the  same  is  hereby  repealed 

Hotel,  Restaurant  and  Dini| 
Car  Act.  J 


This  is  aimed  to  prevent  ca 
essness  in  serving  food  in  hot 
estaurants  and  dining  cars, 
describes  various  means  of  sal 
ation,  such  as  screening  agai 
lies,  dust,  keeping  clean  tow.l 
lishes,  dish  cloths,  etc.  Persm 
laving  contagious  diseases  mst 
lot  handle  food  in  such  place:! 

Other  food  laws  somewat 
imilar  to  the  above  have  cSjjn 
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members  of  the 
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during  the  week. 

Representative 
Gans,  Philadelphia, 
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in  the  House  making  the  fol- 
ng  regulations  as  to  the  time 
t,  poultry,  eggs  and  butter 
1  remain  in  cold  storage : 

pork  and  sheep,  four 
ths;  lamb  and  veal,  three 
ths;  poultry,  drawn  or  un- 
vn,  three  months;  fish,  three 
ths;  eggs  and  butter,  four 
ths.  This  bill  will  be  bitterly 
;ht  by  all  storage  inter¬ 
ne  bill  provides  that  refriger- 
g  plants  shall  stamp  on  their 
.ings  the  date  they  were  re¬ 
ed.  Fines  of  from  $200  to 
DO,  and  imprisonment  up  to 
months,  are  provided  as  pun- 
lents  for  violations  of  the  act, 
jail  term  for  each  subsequent 
rise  being  a  year  without  op- 
of  fine.  The  appointment  by 
nty  Commissioner  of  Inspec- 
at  $1,800  a  year,  and  assist- 
at  $1,200,  is  proposed.  Con¬ 
ing  laws  would  be  repealed 
the  new  act  made  effective 
:ty  days  after  passage. 

,r.  Wiltbank,  Philadelphia, 
introduced  a  bill  placing 
storage  warehouses  under 
;rol  of  the  Department  of  Ag- 
lture  and  providing  that  all 


food  stored  shall  be  stamped  with 
date. 

Another  net  weight  bill  was  in¬ 
troduced  by  Senator  Gerberich, 
of  Lebanon  County.  The  bill 
first  provides  legal  standards  of 
weight  and  measure  for  every¬ 
thing.  It  provides  that  all  con¬ 
tainers,  baskets,  bags,  bottles, 
barrels,  jugs  or  anything  in  which 
commodities  are  sold  shall  be  so 
marked  as  to  show  the  net  weight 
or  measure  of  the  article  offered 
for  sale.  This  would  include  cot¬ 
ton,  wool,  linen  or  silk. 

The  bill  also  provides  that  all 
liquid  commodities  shall  be  sold 
by  weight,  dry  measure  or  nu¬ 
merical  count,  and  that  no  dry 
commodities  shall  be  sold  by  liq¬ 
uid  measure.  All  devices  used 
for  measuring  purposes  shall 
plainly  show  the  capacity  of  the 
same. 

It  shall  be  unlawful  for  any 
commodity  to  be  misbranded  as 
to  weight,  place  or  country  where 
manufactured  or  produced,  or  re¬ 
specting  the  quality  or  grade  of 
the  commodity.  It  shall  also  be 
unlawful  for  any  person,  firm  or 
corporation  with  intent  to  de¬ 
fraud  “to  sell  or  offer  for  sale  any 


commodity  in  bulk  to  which  no 
name  or  trade-mark  shall  be  at¬ 
tached  and  orally  or  otherwise 
represent  that  such  commodity  is 
the  manufacture  or  production 
of  some  other  than  the  actual 
manufacturer  or  producer.” 

The  penalties  for  violations  of 
the  provisions  of  the  proposed  act 
are  not  more  than  $100  fine  for 
the  first  offense,  and  not  less  than 
$100  nor  more  than  $500  fine  and 
imprisonment,  or  not  more  than 
30  days  for  the  second  and  each 
subsequent  offense. 


Says  Tomatoes  Will  Cost  Over 
Eighty  Cents  to  Pack  in  1913. 

Maryland  Canned  Goods  Brokers  Send 
this  Journal  Compilation  Apparently 
Showing  that  Packers  Who  Are 
Selling  Futures  at  Eighty  Cents  Are 
Playing  With  Fate. 

Messrs.  William  Silver  &  Co., 
the  Maryland  canned  goods  brok¬ 
ers,  have  sent  the  “Grocery  World 
and  General  Merchant”  a  calcu¬ 
lation  which  purports  to  show  the 
actual  cost  to  the  packer  of  put¬ 
ting  up  No.  3  tomatoes  for  the 
season  of  1913.  The  figures  are 
here  reproduced : — 


Cans  at  $17.25  per  M . 414 

Cases  . 13 

Freight  on  cans  and  cases  .02 

S.  H.  caps  at  $1.60  per  M. .  .0384 

Tipping  solder . 0045 

Tomatoes  at  $10  per  ton..  .50 

Packing  house  labor . 225 

Labeling,  loading  and  un¬ 
loading  . 025 

Interest,  including  plant...  .035 

Insurance,  including  plant,  .03 

Labels  . 025 

Coal,  gas  and  acid . 025 

Leaks,  swells  and  rushes,  .01 

General  freight,  express 

and  incidentals . 015 

Brokerage,  commission,  dis¬ 
count,  taxes,  maintenance 
and  repair  and  depre¬ 
ciation  of  plant . 1105 

Net  cost  per  case . 2)1.6074 


Net  cost  per  dozen...  .8037 


The  brokers  make  the  follow¬ 
ing  comment  upon  their  own  fig¬ 
ures :  “We  would  call  attention 
to  the  item  of  tomatoes  which  is 
based  on  20  cases  to  the  ton. 
whereas  18  cases  to  the  ton  is 
much  nearer  an  average.  At  18 
cases  per  ton  and  $10  per  ton  the 
total  cost  per  dozen  would  be  83 
cents.” 

Plenty  of  packers  are  now  tak¬ 
ing  future  orders  at  80  cents, 
which  would  appear  to  mean  that 
they  are  not  acquainted  with  the 
fundamentals  of  their  own  busi¬ 
ness,  or  the  above  figures  are 
wrong. 


It’s  a  Pleasure  to  Sell  Daniel  Webster  Flour 


When  you  offer  DANIEL  WEBSTER  FLOUR  to  a  customer  tell  her  it’s  better  flour  than  she  ever  had  before ; 
tell  her  you’r  proud  to  sell  it ;  tell  her  it  will  make  a  bigger  loaf  of  bread  per  quantity  used,  that  the  bread  will  keep  fresh 
longer — tell  her  that  she’ll  find  it  a  splendid  flour  for  cake  and  pastry  as  well  as  bread.  DANIEL  WEBS1 ER  FLOI  R 
will  back  up  your  strongest  recommendations,  it  has  the  baking  quality  and  the  uniformity  that  will  please  customers  and 
bring  them  back.  Extensive  magazine  and  newspaper  advertising  has  created  wide  demand  for  DANIEL  WEBSTER 
FLOUR,  and  our  dealer  helps  will  enable  you  to  turn  this  demand  into  sales.  Write  for  our  proposition  to  dealers. 

Eagle  Roller  Mill  Company,  New  Ulm,  Minn. 
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What  Harm  Will  the  Parcels  Post  Law 
Do  the  Retail  Business? 


A  Variety  of  Opinions  From  Retailers  From  Every  State  in 
the  Union.  Some  Feel  Competition  of  Mail  Order  Houses 
More  Than  Others. 

[As  readers  of  this  journal  know,  a  parcels  post  law  has 
been  passed  by  Congress,  signed  by  the  President  and  became  opera¬ 
tive  January  i,  1913.  It  allows  packages  weighing  up  to  eleven 
pounds  to  be  sent  through  the  mails  at  much  less  than  present  rates, 
and  is  generally  expected  to  aid  the  mail  order  houses,  to  the  injury 
of  the  regular  retail  merchants,  especially  of  the  country  districts.  As 
a  matter  of  interest,  the  “Grocery  World  and  General  Merchant” 
has  asked  its  subscribers  in  all  the  States  to  express  opinions  on  this 
subject,  and  these  opinions  will  be  published  as  fast  as  received. 
—Ed.] 


WASHINGTON. 

By  E.  H.  Naden,  Kent,  Wash. 

I  believe  in  a  parcels  post  as 
being  the  greatest  good  for  the 
greatest  number  of  people.  From 
a  retailer’s  point  of  view,  I 
find  that  mail-order  houses  make 
but  very  little  difference ;  the 
lowering  of  postage  rates  I  think 
would  not  make  any  difference. 

VERMONT. 

By  Wm.  H.  Cardell,  Bristol,  Vt. 

It  seems  to  me  that  this  postal 
law  will  be  the  means  of  closing 
up  many  stores,  as  before  this 
lots  of  the  farmers  and  many  in 
the  villages  bought  all  their  goods 
through  the  mail-order  houses. 

ALABAMA. 

By  L.  K.  Moss,  Warrior,  Ala. 

I  am  not  well  enough  informed 
to  give  a  decided  opinion  as  to  the 
effect  of  the  parcels  post.  If  it 
enables  the  consumer  to  get  his 
goods  cheaper  and  with  less 
trouble,  the  dealers  have  no  right 
to  complain.  They  should  either 
meet  the  'competition  or  keep 
quiet.  That’s  the  way  it  looks  to 
me. 

KANSAS. 

By  Gus  Cline,  Piedmont,  Kan. 

Since  the  parcels  post  bill  has 
been  passed  I  have  been  looking 
into  this  question  a  little  and  will 
say  that,  in  my  opinion,  it  is  a 
boon  to  the  small  stores,  as  it  will 
reduce  express  rates,  will  hold 
the  bulk  of  the  order  on  staples 
for  the  home  merchant.  I  have 
a  neAv  Montgomery  Ward  cata¬ 
logue  at  hand  and  have  been  com¬ 
paring  their  prices  with  mine  and 
find  that  I  would  be  only  too  glad 
to  fill  Montgomery  Ward  &  Co’s, 
orders  under  the  same  terms. 

The  fear  of  the  mail-order 
houses  has  mostly  left  me  in  the 
last  few  days  as  I  have  been 
weighing  and  measuring  a  few 
articles  Montgomery  Ward  &  Co. 


have  advertised  at  cut  prices  and 
find  that  I  have  them  bested. 
Until  a  few  days  ago  I  could  not 
have  told  anyone  the  difference 
between  Montgomery  Ward  & 
Co’s.  98-cent  overalls  that  they 
say  seil  for  $1.50  in  most  'stores 
and  the  ones  I  sell  for  $1.  Now, 
to  be  brief,  the  difference  is  just 
one-half  pound.  Their  overalls 
weigh  \y2  pounds,  while  the  Fitz 
overalls,  in  the  dollar  overalls  1 
sell,  weigh  two  pounds.  The  cot¬ 
ton  flannel  they  offer  at  n]/2 
cents  I  find  weighs  five  ounces  to 
the  yard ;  I  price  the  same  thing 
at  10  cents. 

The  thing  for  the  small  mer¬ 
chants  to  do  is  to  stay  close  to 
the  cash  trade,  get  the  money,  be 
careful  about  produce,  sell  all 
perishable  goods  at  the  long 
profit,  weigh  up  your  dry  goods 
against  the  mail-order  houses, 
make  leaders  and  then  more  lead¬ 
ers.  I  am  a  firm  believer  in  lead¬ 
ers.  Price  your  goods  as  near  in 
line  as  you  can  with  (the  mail¬ 
order  catalogues,  but  get  the 
money,  that  is  the  main  thing. 

I  believe  any  merchant  can 
meet  the  catalogue  house’s  prices 
if  they  would  handle  the  same 
grade  of  goods.  But  keep  up  the 
quality,  talk  quality,  show  your 
overalls  up  on  a  good  pair  of 
scales,  point  out  to  them  that 
your  $1  blankets  that  are  num¬ 
bered  60  x  76  will  measure  62  x 
78  against  a  catalogue  house’s 
blankets  that  they  say  are  about 
64  x  76.  Then  make  some  more 
leaders.  Have  a  line  of  prices 
just  as  the  mail-order  houses  do, 
sell  one  can  for  10  cents  or  three 
for  27  cents  if  possible  to  do  so, 
or  sell  a  dozen  for  $1.10. 

I  also  think  it  would  be  a  good 
thing  for  the  small  towns  to  pay 
two  prices  for  eggs,  say  12  cents 
in  trade  or  11  cents  cash.  That 
would  make  an  inducement  for 


them  to  trade  out  the  most  of 
their  produce. 

The  worst  fight  will  be  during 
the  next  six  months.  Get  ready 
for  it.  Be  prepared  to  make  up 
an  assortment  for  $10,  just  as  the 
mail-order  houses  do  and  we  will 
have  the  business  at  home,  I 
think. 


PENNSYLVANIA. 

By  J.  W.  Rittenhouse,  Scranton,  Pa. 

I  have  no  knowledge  of  any  ex¬ 
tensive  business  ever  being  done 
by  mail-order  houses  in  this  sec¬ 
tion.  True,  some  of  the  furniture 
houses  do  some,  but  as  far  as  my 
personal  knowledge  goes  in  •  the 
matter  it  has  never  amounted  to 
much  and  the  goods  supplied  so 
very  unsatisfactory  that  it  has 
been  a  case  of  looking  for  new 
business  with  them  all  the  time, 
not  being  able  to  hold  trade. 

GEORGIA. 

By  R.  L.  Bush,  Barnesville,  Ga. 

Of  course  more  people  will  or¬ 
der  more  from  the  large  mail¬ 
order  houses^ since  the  parcels 
post  was  passed.  A  great  many 
already  order  a  great  many 
things  and  will  order  still  more. 


Western  Coffee  Men  Have  Good 
Plan  of  Going  to  Public  With 
Trade  Information. 

Minnesota  Coffee  Roasters’  Organiza¬ 
tion  Will  Follow  Suggestion  Many 
Times  Made  by  this  Paper,  that  the 
Public  Should  be  Regularly  Given  All 
Information  Which  it  Was  to  Retailers’ 
Interest  the  Public  Should  Know. 

During  the  past  week  the  Twin 
City,  Minn.,  Coffee  Roasters’  As¬ 
sociation  has  decided  upon  a  plan 
which  this  journal  suggested 
years  ago  should  be  done  system¬ 
atically  by  all  classes  of  business 
men  who  sell  to  the  general  pub¬ 
lic,  and  whose  markets  fluctuate. 
The  suggestion  was  that  local 
newspapers  be  enlisted  in  an  ef¬ 
fort  to  tell  the  public  of  condi¬ 
tions  which  it  was  in  the  inter¬ 
est  of  retail  merchants  that  the 
public  should  know,  such  as  ad¬ 
vances  in  primary  markets,  the 
reasons  therefor,  and  so  on.  The 
Twin  City  Association  will  try 
this  in  the  future,  in  the  manner 
pointed  out  in  the  following  reso¬ 
lutions,  which  have  just  been 
adopted : — 

At  this  season  of  the  year  when 
good  resolutions  are  in  order,  be  it 
resolved  by  the  Twin  City  Coffee 
Roasters’  Association  that  we  can 
best  serve  all  those  with  whom  we 
have  any  business  dealings,  directly 
or  indirectly,  by  beginning  and  con¬ 


tinuing  a  campaign  of  education 
along  the  following  lines : — 

1.  By  gathering  and  giving  out 
to  the  public  all  reliable  informa-  j; 
tion  we  can  get  regarding  actual 
crop  and  market  conditions  in 
Brazil  and  elsewhere;  in  other 
words,  by  publishing  all  the  ob¬ 
tainable  facts  about  the  production, 
consumption,  real  value  and  present 
price  of  coffee  the  world  over. 

2.  By  calling  attention  to  the  sys¬ 
tem  of  “penny  change”  and  “split¬ 
ting  nickels”  in  carrying  on  the 
coffee  business,  as  the  time  must 
soon  come  when  roaster  and  re¬ 
tailer  alike  will  advance  or  reduce 
their  prices  l/2  cent  or  1  cent  or  2 
cents,  as  the  case  may  be,  in  accord¬ 
ance  with  fluctuations  in  the  price 
of  green  coffee,  rather  than  make 
too  much  or  too  little  profit  by  try¬ 
ing  to  furnish  a  coffee  to  retail  at 
25,  3°>  35  and  40  cents  per  pound, 
when  the  price  really  ought  to  be, 
say,  28,  31,  35  and  38  cents  per 
pound — or  whatever  price  would 
give  the  dealer  a  fair  profit  on  each 
grade,  and  no  more. 

3.  By  endeavoring  to  give  the  re¬ 
tail  merchants  facts  and  figures  re¬ 
garding  the  value  of  the  various 
grades  of  coffee  and  assist"  them  in 
bringing  these  facts  before  the  con¬ 
sumers,  in  order,  if  possible,  to 
help  eliminate  the  consumption  of 
cheap  grades  which  do  not  give  sat¬ 
isfaction  and  cost  the  consumer 
more  per  cup  than  the  better  grades 
because  these  low  grades  contain  a 
great  proportion  of  black  and  dam¬ 
aged  beans,  which  have  no  coffee 
value  and  are  really  unfit  for  use.  | 

4.  By  continuing  the  efforts  al¬ 
ready  begun  by  this  association  to 
secure  a  reduction  in  the  present 
high  price  of  Brazil  coffees,  either 
by  a  reduction  of  the  expenses  in¬ 
cidental  to  carrying  on  the  green 
coffee  business,  or  by  the  reduc¬ 
tion  or  abolition  of  export  taxes;- 
and  duties,  bearing  in  mind,  how¬ 
ever,  that  the  Brazilian  planter  is 
entitled  to  a  fair  price  for  his 
product. 

The  members  of  the  Twin  Cit 

I 

Coffee  Roasters’  Association  ar 


really  jobbers  in  coffee  rathe 
than  retailers,  but  they  are  clos 
enough  to  the  public  to  address  i 
along  the  lines  suggested  abo 


ASSOCIATION  NEWS 


National  Association  of  Sugar 
Brokers. 


The  following  officers  havi 
been  elected  by  the  National  As 
sociation  of  Sugar  Brokers;  Presi 
dent,  L.  V.  B.  Cameron,  Nev ’ 
York;-  first  vice-president,  Wil 
liam  R.  Bassett,  New  York;  sec 
ond  vice-president,  Truman  L 
Palmer,  Philadelphia;  third  vice 
president,  Charles  R.  Russell 
Kansas  City,  Mo. ;  treasurer,  J.  D 
Hegeman,  Jr.,  New  York;  corre 
sponding  secretary,  Schuyler  Mil  | 


ler.  New  York;  recording  secre  ; 
tary,  D.  C.  Edsall,  New  York;  di  | 
rectors,  J.  Harvey  Connell,  Alfre< 


F.  Gray,  R.  W.  Withington,  Johi 
C.  Robertson,  J.  T.  Brown,  Georg 
Taylor,  V.  E.  Perley,  A.  H.  Lam 
born,  New  York;  II.  E.  Have 
meyer,  Chicago,  Ill. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


emonstration  As  It  Is  Sometimes  Done 


i  Experience  With  a  Professional  Woman  Exploiter  of  a  New 
Coffee  Preparation.  Did  Not  Know  Her  Subject.  Two 
Clerks’  Innocent  Misrepresentations. 


A  representative  of  the  “Gro- 
ry  World  and  General  Mer- 
ant”  was  in  one  of  the  large 
ntral  Philadelphia  grocery 
Dres  last  Saturday,  watching  a 
monstration  of  a  new  coffee 
eparation  that  has  recently 
:en  largely  advertised. 

The  reporter  had  asked  one  of 
e  regular  clerks  at  the  coffee 
iunter  some  questions  about  it. 
“It  has  all  the  caffeine  removed 
om  it,”  said  the  clerk. 

“Are  you  sure  of  that?”  asked 
le  reporter,  “I  haven’t  seen  any 
ich  statement  in  'the  advertis- 

g” 

“Oh,  yes;  it’s  printed  on  the 
in,”  said  the  clerk. 

A  can  was  brought  and  exam- 
led,  but  the  statement  wasn’t 

lere. 

“Go  around  that  corner  to 
here  the  young  lady  is  demon- 
irating,”  said  the  clerk.  “She 
ild  me  the  caffeine  was  taken 

ut.” 

The  reporter  hunted  up  the 
emonstrator  and  found  a  young 
roman  who  was  able  to  dispense 
i  five  minutes  more  pure  ignor- 
nee  than  most  women  can  in  a 
;ay. 

“I  understand  that  the  caffeine 
s  all  removed  from  this  coffee ;  is 
hat  true?”  asked  the  reporter. 

“Yes,”  said  the  girl,  “every- 
hing  injurious  is  removed  from 
t  and  that  means  the  caffeine.” 

“1  think  you’re  mistaken,”  said 
:he  reporter,  “there  are  only 
ibout  two  brands  of  coffee  in  the 
country  that  have  had  the  caf¬ 
feine  removed,  and  I’m  very  sure 
this  isn’t  one.  The  manufacturer 
doesn’t  say  so  in  his  advertis- 


“I  have  used  this  in  my  own 
imily,”  continued  the  young 
Oman,  treading  on  safer  ground 
ow,  “and  I  know  it  is  not  in  the 
:ast  injurious.”  Which  of  course 
le  reporter  didn't  doubt  for  a 
dilute. 

The  reporter  picked  up  an  open 
an  and  smelled  it.  It  is  a  coarse 
rown  powder  the  color  of  ground 
ofifee. 

“Why  it  has  no  coffee  smell  at 
11,”  observed  the  reporter.  As 


a  matter  of  fact,  it  smelt  precisely 
like  chicory. 

“You’re  no  chemist,”  said  the 
demonstrator,  “or  you’d  know  j 
why  it  don’t  smell  like  coffee.  I 
know  everything  that’s  in  it.” 

“By  the  way,  what  grade  of 
coffee  is  this?”  asked  the  re¬ 
porter. 

“The  very  finest  coffee  they  can 
buy,”  said  the  demonstrator. 

That  means  Java  and  Mocha,” 
said  the  reporter. 

“The  nearest  thing  they  can 
get  to  Java  and  Mocha,”  she 
amended. 

“Bu,t  that’s  a  different  state¬ 
ment  from  the  one  you  made 
first,”  was  suggested.  “Why 
don’t  they  use  Java  and  Mocha  ?” 

“How  much  Java  and  Mocha 
comes  into  this  country?”  she 
said,  pugnaciously,  “enough  to 
feed  New  York?” 

“Plenty  to  satisfy  the  people 
that  drink  that  grade,”  said  the 
reporter  and  the  unilluminating 
interview  ended. 

In  spite  of  -the  manner  in  which 
the  proposition  was  presented, 
the  reporter  bought  a  can  and 
found  it  a  very  fair  drink. 

Referring  to  the  reporter’s  ob¬ 
servation  that  the  preparation 
smelled  like  chicory,  a  clerk  in 
another  of  the  leading  central 
Philadelphia  stores,  when  told  by 
the  reporter  of  its  semblance  in 
odor  to  chicory,  said,  “well,  I 
wouldn't  be  surprised  if  it  did 
have  a  little  chicory  in.”  This 
store  is  selling  lots  of  the  prepa- 1 
ration,  according  to  this  clerk. 

The  fact  is  that  it  contains  no 
chicory  whatever.  The  moral  of 
the  incident  is  that  the  business 
which  this  manufacturer  is  work¬ 
ing  so  hard  to  build,  is  being 
undermined  by  his  own  employ¬ 
ees  and  distributors,  neither  of 
which  seem  to  have  sufficient  in¬ 
formation  to  present  the  proposi¬ 
tion  intelligently  and  honestly. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  arid  General  Merchant’ 

Attorney  and  Counselorat  Law 
643-648  Land  Title  Building 

Philadelphia,  Pa. 

T\.ior,h«noQ  /  Bell,  Spruce  2608-2609 
Telephones  (  Keysto^e>  Race  746 


BURK’S 


Pig  Souse 

IS  A  SEASONABLE  SPECIALTY 


Prepared  fresh  daily,  in  pans  of  five  pounds  each. 
The  jelly  is  clear  and  transparent  and  free  from  vege¬ 
table  gelatines  and  ill-smelling  glue  stock. 

Contains  plenty  of  meat  and  garnished  with  slices 
of  lemon  and  parsley. 

Proves  attractive  when  turned  out  of  the  pan,  and 
is  a  quick  seller,  saving  the  consumer  the  trouble  of 
cooking  pigs’  feet,  so  difficult  to  obtain  at  this  season 
of  the  year. 

~  Give  it  a  trial  and  be  convinced. 


BURK’S 

Breakfast  Relish 

(Trade-Mark  Reg.  U.  S.  Pat.  Off.) 

This  product  is  usually  called  “  Minced  Ham  ”  by 
the  consumer.  It  consists  of  choice,  tender  pieces  of 
pork,  chopped  to  the  proper  degree  of  fineness  and 
stuffed  in  a  linen  container.  It  is  smoked  just  long 
enough  to  acquire  that  pleasant  and  appetizing  flavor 
which  only  hickory  wood  can  impart.  Weight  about 
five  pounds  each. 

After  the  bag  is  removed  in  the  same  manner  as  from 
our  Lunch  Roll,  the  Relish  is  cut  in  thin  slices,  and  the 
only  additional  preparation  necessary  for  serving  is  to 
fry  it  a  few  minutes  over  a  hot  fire. 

This  makes  it  one  of  the  quickest,  most  economical 
and  at  the  same  time  one  of  the  most  satisfying  and 
nutritious  breakfasts  obtainable. 

If  you  are  not  already  using  Burk’s  Breakfast 
Relish— give  it  a  trial.  Like  all  other  “Burk”  prod¬ 
ucts — it  is  the  best  on  the  market. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 
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WITH  THE  EDITOR 


The  symposium  of  letters 
which  this  journal  has  been 
publishing  from 

Thi«  joamfti’i  Letters  retail  grocers  and 
on  Parcels  Poit.  general  mer¬ 
chants  in  all  the 
States,  as  to  whether  parcels 
post  is  likely  to  help,  hurt  or 
not  affect  at  all  the  regular  re¬ 
tailer,  ends  with  this  issue.  Al¬ 
most  all  the  States  were  repre¬ 
sented  in  the  correspondence,  and 
if  the  writers  of  the  letters  know 
what  they  are  talking  about,  the 
calamity  prophets  who  have  been 
decrying  parcels  post  as  the 
greatest  possible  menace  to  the 
small  retailer,  may  be  hopelessly 
mistaken.  All  told,  merchants 
from  forty-two  States  expressed 
opinions.  Twenty-one  expected 
to  be  hurt,  nineteen  did  not,  and 
two  had  no  opinions  because  the 
law  wasn’t  long  enough  in  oper¬ 
ation.  Practically  as  many  retail¬ 
ers  want — or  at  least  do  not  op¬ 
pose — parcels  post,  as  express 
themselves  -against  it. 

Possibly  the  line-up  of  States 
would  be  interesting.  Merchants 
from  the  following  States  are 
against  parcels  post  and  believe  it 
to  be  against  regular  retail  in¬ 
terests  : — 


greater  opportunities  to  push 
their  trade  into  the  country  dis¬ 
tricts,  and  that  these  houses  will 
surely  use  these  improved  facili¬ 
ties  to  get  new  business  which 
must  come,  unless  it  is  created 
out  of  the  air,  from  the  local 
stores  which  have  had  it  before. 

In  spite  of  this  view,  we  have 
never  believed  that  parcels  post 
would  prove  to  the  rural  retailer 
the  terrible  destroyer  that  some 
people  have  thought  it  would  be. 
The  chance  is  that  in  a  very  little 
while  the  intelligent  retailer  will 
be  able  to  accommodate  himself 
to  the  new  idea  so  as  to  at  least 
save  himself  loss  even  if  he  makes 
no  gain. 

Further,  it  is  not  impossible 
that  he  may  find  a  way  to  make 
some  gain. 


Kansas,  Pennsylvania,  Wyoming, 
Florida,  Oklahoma,  Alabama,  Iowa, 
New  Hampshire,  Connecticut,  Lou¬ 
isiana,  Nebraska,  Georgia,  Maine, 
Indiana,  Ohio,  Vermont,  Texas, 
Michigan,  Maryland,  New  York  and 
Oregon. 

The  following  think  it  will  do 
no  harm,  and  some  of  them  even 
believe  it  may  do  the  regular  re¬ 
tailer  good: — 

Kansas,  Delaware,  Mississippi, 
Wyoming,  Colorado,  Oklahoma, 
Virginia,  West  Virginia,  Tennessee, 
Louisiana,  New  Jersey,  Maine, 
South  Dakota,  South  Carolina, 
Kentucky,  Washington,  Michigan, 
Pennsylvania  and  New  York. 

Washington  and  Connecticut 
merchants  didn’t  know;  the  law 
might  help  or  hurt,  buit  they  had 
no  opinion  at  this  time. 

A  few  States  appear  in  both 
lists.  That  was  where  merchants 
of  contrary  opinions  wrote  us 
from  the  same  State. 

This  journal  has  always  be¬ 
lieved  and  believes  still,  that  the 
parcels  post  will  afford  mail-order 
houses  and  large  city  retailers 
like  department  stores,  much 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  received  oc- 
c  a  s  i  o  n  a  1  com- 

•' Judgment  by  p  1  a  i  n  t  s,  chiefly 

Default.”  from  manufac¬ 
turers,  who  think 
it  unfair  to  publish  the  notices  of 
condemnation  and  judgment  in 
cases  brought  by  the  United 
States  Government  under  the 
Federal  food  law.  They  advance 
several  reasons,  but  a  main  one 
is  this:  they  say  that  very  fre¬ 
quently,  when  attacked  by  the 
Government  for  alleged  adulter¬ 
ation  or  misbranding,  a  manufac¬ 
turer,  “rather  than  go  to  the  ex¬ 
pense  of  fighting  the  case,  will 
let  the  matter  go  by  default, 
which  is  the  cheapest  way  out  of 
the  matter,  although  they  had  a 


perfect  defense  to  the  Govern¬ 
ment’s  suit.” 

Then  they  blame  the  Govern¬ 
ment  and  the  trade  papers  be¬ 
cause  neither  of  the  latter  can  dis¬ 
criminate  between  manufacturers 
who  let  cases  against  them  go  by 
default  because  they  have  no  de¬ 
fense,  and  manufacturers  who  let 
cases  against  them  go  by  default, 
in  spite  of  the  .fact  that  they  have 
a  defense,  solely  to  save  money. 
These  two  kinds  of  “default”  are 
alike  in  the  eyes  of  the  law,  for 
the  law  takes  no  cognizance  of  a 
defense  that  is  not  uttered. 

No  manufacturer  who  is  un¬ 
justly  attacked  under  the  food 
law;  in  other  words,  who  is  not 
guilty  and  who  has  a  defense,  has 
any  right  to  allow  judgment  to  be 
given  against  him  by  default, 
merely  because  that  is  “the 
cheapest  way  out  of  it.”  Of 
course  he  has  a  legal  right  to  do 
that;  we  mean  that  he  has  no 
right  to  do  it  and  expect  the  pub¬ 
lic,  which  sees  only  the  notice  of 
“judgment  by  default,”  to  believe 
him  innocent. 


e 


In  settling  the  valorization 
coffee  matter  the  United 
States  Govern- 
Tht  Valorization  ment  must  either 
Coff«  Farce.  have  been  ex¬ 
ceedingly  stupid 
or  insincere.  By  way  of  refresh¬ 
ing  the  reader’s  memory,  the  Bra¬ 
zilian  Government  decided  a  few 
years  ago  that  the  price  of  Rio 
and  Santos  coffee  was  so  low  that 
the  growers,  were  making  no 
money,  and  that  the  cause  of  this 


A.  S.  HERTZLEE 

DEALER  IN 

Groceries,  Provisions,  Flour,  Feed,  Brubaker  Chick  Food 
and  Pon  ders,  High  Speed  Rotary  Washing  Machines, 

Lawn  Swings,  Mowers  and  Seats 

BELL  TELEPHONE  SO.  FREDERICK  STREET 

Mechanicsburg,  Pa.,  Jan.  21,  1913 
The  Grocery  World  and  General  Merchant : 

Gentlemen : — Enclosed  find  check  for  $3.00  to  cover  my 
subscription  to  the  “  Grocery  World  and  General  Merchant  ” 
for  one  year. 

I  had  mislaid  my  notice  and  had  forgotten  all  about  it, 
until  I  did  not  get  my  “  Grocery  World  and  General  Mer¬ 
chant,”  then  I  began  to  look  it  up  and  found  it. 

Please  send  me  this  week’s  copy,  as  I  cannot  do  without  it. 


I  remain, 


Yours  truly, 


A.  S.  Hertzler. 


condition  was  overproduction. 
They  accordingly  arranged  to  re¬ 
move  a  certain  quantity  of  coffee 
from  the  market  every  year,  and 
thus  cure  the  overproduction  and 
at  the  same  time  increase  prices 
The  plan  worked  so  beautifully 
that  in  the  last  five  years  coffee 
prices  have  almost  doubled.  Last 
year  the  United  States  Govern¬ 
ment  sued  the  prime  movers  in 
the  scheme  for  conspiracy  and  re¬ 
straint  of  trade.  The  conspira¬ 
tors  had  stored  at  the  time  nearly 
a  million  bags  of  coffee,  which 
constituted  the  surplus  held  off 
the  market  for  the  purpose  of 
maintaining  prices. 

This  suit  has  now  been  settled, 
discontinued  and  ended,  and  the 
most  important  provision  in  the 
settlement  was  that  the  holders  of 
the  million  bags  should  sell  it  and 
thus  end  their  so-called  monop¬ 
oly.  The  agent  of  these  holders 
in  the  United  States  was  Herman 
Sielcken,  of  Crossman  &  Sielcken, 
New  York,  aided  and  abetted  by 
Arbuckle  Bros.  These  interests, 
with  of  course  a  few  others,  con¬ 
trolled  the  million  bags  on  behalf 
of  the  Brazilians.  Now  it  should 
have  been  perfecty  evident  that  if 
the  million  bags  held  by  these 
men  as  agents,  were  merely 
transferred  to  them  as  principals, 
the  control  which  had  forced 
up  prices  would  remain  unbroken 
and  nothing  would  be  accom¬ 
plished.  It  would  seem  rudimen¬ 
tary  common  sense,  when  the 
Government  came  to  dictate  the 
sale  of  the  coffee  surplus,  to  say 
that  it  must  be  sold  in  such  a  way 
as  to  do  the  market  and  the  ven- 

o 

eral  public  some  good. 

Was  this  done?  No.  The 
whole  lot  of  coffee  was  quietly — 
even  secretly — sold  to  precisely 
the  same  large  interests  that  held 
it  before;  it  is  still  as  completely 
off  the  market  as  it  was  before; 
the  price  of  Rio  and  Santos  coffee 
is  exactly  the  same  as  before  this 
million  bags  was  emptied  out 
upon  it !  It  is  true  that  the  buy¬ 
ers  of  this  coffee  have  resold  it,  or 
a  large  part  of  it,  to  smaller  buy¬ 
ers  in  twenty  States,  but  they 
have  done  so  under  such  terms 
and  arrangements  that  the  public 
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the  general  trade  get  no  good 
t  whatever. 

:  looks  as  if  the  mountain  had 
>red  and  brought  forth  a 
ise,  dead  at  that.  Of  course 
meaning  of  the  incident  is 
ir.  If  a  million  bags  of  coffee 
been  honestly  sold  in  the 
n  market,  the  price  of  all  the 
:ee  held  in  stock  by  the  inter- 
5  would  have  been  depressed. 


omplete  copies  of  several 
posed  new  food  laws  which 
were  introduced 
Proposed  New  jn  the  PennSyl- 
yESSL  vania  Legislature 
last  Tuesday  ap 
r  in  another  column.  One  for- 
s  the  sale  of  rotten  eggs  for 
r  purpose  until  they  are  treated 
h  kerosene,  thus-  forever  de 
aying  the  probability  of  using 
m  for  food ;  another  estab- 
les  standards  for  condensec 
Ik;  a  third  forbids  adulteration 
1  misbranding  of  soft  drinks ; 
ourth  regulates  the  sanitation 
food  served  in  hotels,  restau- 
lts  and  dining  cars,  and  a  fifth 
juires  cold  storage  poultry, 
me,  eggs  and  fish,  though  the 
iod  of  their  storing  is  not  lim¬ 


ited,  to  bear  a  label  showing  that 
they  have  been  in  storage.  All 
these,  in  the  main,  are  good  bills, 
and  will  probably  be  received 
without  opposition.  This  with 
the  possible  exception  of  the  cold 
storage  bill.  The  writer  has 
never  believed  in  putting  a  baf 
sinister — “cold  storage  poultry” 
— upon  fowls  that  may  not  have 
been  in  storage  more  than  a  few 
days.  In  that  respect,  the  pro¬ 
posed  act  is  unfair,  for  it  classes 
turkeys  that  have  been  in  a  week 
with  those  that  have  been  in  a 
year.  Obviously  they  are  vastly 
different  products,  yet  under  this 
act  the  public  and  the  trade 
would  not  be  able  to  discriminate 
between  them. 

The  most  important  of  the  bills 
introduced  is  a  proposed  general 
food  law  to  take  the  place  of  the 
act  of  1909,  which  has  been  in 
force  for  four  years.  Why  do  we 
need  change  in  the  general  food 
law?  What  serious  fault  has  de¬ 
veloped  in  the  last  four  years? 
Was  the  health  of  our  people 
ever  better,  or  the  average  qual¬ 
ity  of  the  food  sold  within  the 
Commonwealth  ever  higher? 
The  writer  is  in  favor  of  leaving 


the  food  law  as  it  is  unless  some¬ 
body  can  give  good  reasons  for 
changing  it. 

There  are  two  changes  and  one 
addition,  all  vital.  First,  the  right 
to  use  benzoate  of  soda  and  sul¬ 
phur  dioxide,  given  by  the  act  of 
1909,  is  withdrawn.  This  will 
put  us  out  of  touch  with  the  Gov¬ 
ernment  regulations,  and  with  the 
laws  of  many  other  States,  all  of 
which  permit  both  benzoate  and 

sulphur. 

Second,  the  protection  of  the 
retailer’s  guarantee  clause  is  re¬ 
moved.  Under  the  new  act  it 
makes  no  difference  whether  a 
retailer  gets  a  guarantee  or  not; 
he  will  still  be  prosecuted.  Un¬ 
der  the  act  of  1909  he  would  go 
free  and  the  jobber  or  manufac¬ 
turer  would  be  prosecuted,  if  the 
retailer  could  show  that  either  of 
the  two  latter  had  given  him  a 
guarantee.  This  was  a  well-de¬ 
served  protection,  and  the  writer 
urges  that  its  withdrawal  is  an 
unnecessary  hardship.  Retailers 
cannot  know  the  character  of  the 
goods  they  buy  and  if  they  exact 
a  guarantee  they  are  doing  all 
they  can.  Certainly  they  should 
not  be  criminally  prosecuted. 


The  man  to  prosecute  is  the  one 
who  gave  the  false  guarantee,  not 
the  man  who  was  deceived  by  it. 

The  addition  is  a  clause  requir¬ 
ing  the  stamping  of  net  weight  on 
packages.  This  has  been  dis¬ 
cussed  ad  libitum  and  nothing 
new  can  be  added  to  it.  Within 
certain  limitations,  the  net  weight 


idea  is  good. 


Grocery  and  General  Store  Failures 
Still  Show  Increase. 

December  grocery  and  general 
store  failures  still  show  an  in¬ 
crease  over  December,  1911,  es¬ 
pecially  general  store  failures. 
Grocery  failures  only  show  an  in¬ 
crease  of  two.  The  figures  fol¬ 
low  : — 

General  store  failures — Decem¬ 
ber,  1912,  163;  liabilities,  $1,336,- 
292;  December,  1911,  129;  liabili¬ 
ties,  $1,070,401. 

Grocery  failures — December, 
1912,  196;  liabilities,  $868,386;  de- 
cember,  1911,  194  i  liabilities, 

$801,640. 

Florida  grapefruit  ranges  from 
$2.50  to  $3.25  per  box.  The  qual¬ 
ity  is  good  and  the  demand  ex¬ 
cellent. 
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[  Franklin  Carton  Sugars  Include 
All  Active  Selling  Grades 

And  are  packed  in  24,  48  and  60-lb.  containers 


FRANKLIN  CARTONS  save  time,  prevent  loss  by  overweight,  save  bags  and  string.  \\  e 
do  the  “factory  work”  of  packaging  the  sugar-you  do  the  “store  work"  of  selling  it.  the 
saving  of  time,  overweight  and  string  enables  you  to  make  a  positive  profit  on  sugar  instead 
of  a  loss.  You  can  sell  any  grade  of  sugar  your  customers  want  in  the  convenient,  sanitary 
carton  ;  the  capacity  of  the  containers  enables  you  to  buy  in  the  most  convenient  quantities. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia,  Pa. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR’ 
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..  .  *  W0“ld  be  P'e“ed  *°  haTe  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topic. 

Lr.doUn,‘  X  71  h°‘d  0U"elVeS  r'SF0DS,b,e  f0r  “V  vi«ws  expressed  therein.  All  com- 

Tce^l  f  ”U  a-COmPir  y  Writ“’S  Dlme  and  address  “  a0  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  inqumes  within  our  power  to  answer  wUl  also  be  noticed  In  this  department 


The  Law  Against  Dishonest 
Advertising. 

New  York,  Jan.  20,  1913. 
To  the  Editor. 

Dear  Sir: — We  notide  in  your 
recent  article  in  regard  to  “Dishon¬ 
est  Advertising,”  the  statement 
that  but  two  States,  New  York  and 
Massachusetts,  have  advertising 
laws  and  that  in  neither  of  these 
States  has  the  law  been  enforced. 

As  far  as  Massachusetts  is  con¬ 
cerned,  we  have  no  knowledge  of 
the  subject,  but  wish  to  call  your 
attention  to  the  fact  that  in  New 
Y°jk  Fie  ^aw  has  been  enforced. 
This  case  came  up  a  little  over  a 
year  ago,  the  complaint  originally 
being  made  to  the  United  States 
Attorney  who  referred  it  to  the 
District  Attorney  of  New  York 
County.  It  was  an  anonymous 
communication,  but  was  turned 
over  to  Deputy  Assistant  District 
Attorney,  Lloyd  F.  Stryker,  who 
was  then  in  charge  of  the  Court  of 
Special  Sessions. 

We  had  called  Mr.  Stryker’s  at¬ 
tention  to  the  advertising  law  and 
the  necessitv  of  an  enforcement  and 
he  took  this  occasion  to  work  up 
the  case  himself,  have  the  man  ar¬ 
rested,  tried  and  convicted.  As  we 
remember,  the  advertisement  re¬ 
lated  to  the  sale  of  some  bankrupt 
stock,  which  was  untrue  in  the 
facts  as  they  were  printed. 

We  also  wish  to  call  your  atten¬ 
tion  to  the  fact  that  the  jewelry 
trade  was  among  the  first  to  recog¬ 
nize  the  necessity  of  having  an  ad¬ 
vertising  law  in  all  States.  At  the 
suggestion  of  the  American  and 
National  Retail  Jewelers’  Associa¬ 
tion  we  drew  a  State  bill  founded 
on  the  New  York  State  law,  copies 
of  which  we  enclose.  This  has 
been  endorsed  by  practically  all  the 
State  associations  and  has  been  in¬ 
troduced  by  the  jewelers  in  some 
States,  but  has  not  been  passed. 
Later  the  American  National  Retail 
Jewelers’  Association  asked  us  to 
draw  a  national  advertising  law, 
and  we  had  our  counsel  do  this.' 
We  enclose  herewith  copies  of 
both  proposed  statutes.  We 
thought  perhaps  that  if  you  were 
collecting  data  upon  the"  subject, 
these  might  interest  you. 

Very  truly  yours, 

The  Jewelers’  Circular  Pub. 

Company, 

T.  E.  Willson,  Editor. 

The  writer  does  not  believe  that 
the  above  is  sufficient  evidence  on 


which  to  change  his  statement  that 
the  New  York  State  law  against 
dishonest  advertising  has  not  been 
enforced.  When  a  law  has  been 
on  the  statute  books  for  fifteen 
years,  and  has  been  enforced  but 
once,  it  could  hardly  be  said  that 
it  was  enforced.  “Enforced”  means 
generally  carried  out. 

*  *  * 


Parcels  Post  and  Retailers. 

Morrisville,  Pa.,  Jan.  22,  1913. 
To  the  Editor. 

Dear  Sir : — In  regard  to  parcels 
post,  I  feel  quite  sure  it  will  be  a 
loss  to  the  small  dealers;  they 
can  t  afford  to  get  up  a  catalogue 
and  do  not  have  the  stock  to  war¬ 
rant  doing  so.  I  believe  it  will 
benefit  the  large  stores,  as  it  gives 
them  a  cheaper  and  more  con¬ 
venient  way  to  deliver  their 
goods  at  a  distance  where  they 
do  not  have  to  pay  any  tax  or 
license,  while  the  local  dealer  is 
forced  to  pay  both  and  many 
others  in  order  to  do  business. 

It  will  help  centralize  business 
which,  I  believe,  is  no  advantage 
to  the  country  in  general. 

Yours  truly, 

E.  D.  Titus. 


Uncle  Sam  has  the  power  to  see 
that  all  those  who  use  this  par¬ 
cels  post  system  will  deliver 
quantities  of  goods  in  weight  and 
measure  as  may  be  prescribed,  it 
will  protect  the  people.  If  they 
aie  not  protected  the  Government 
should  take  action  and  prosecute 
under  the  head  of  using  the  mails 
for  improper  purposes. 

At  last  it  seems  that  we  have 
developed  the  greatest  of  all  de¬ 
tectives  through  this  parcels  post 
system,  and  if  we  are  correct  it 
will  be  the  solution  of  the  prob¬ 
lem,  as  if  all  interested  will  weigh, 
count  and  measure  everything 
they  secure  by  parcels  post  and 
see  that  they  get  correct  weight 
and  measure  as  prescribed  by  the 
Filing,  they  will  open  an  avenue 
towards  the  condemnation  by  the 
Government  of  these  false  prac¬ 
tices,  which  to-day  are  such  a 
great  abuse  on  all  the  people. 

d  hink  it  over  and  lend  your 
honest  efforts  towards  the  correc¬ 
tion  of  this  abuse. 

Yours  very  truly, 

D.  P.  Winne  Co., 

N.  T.  McGrane,  President. 

*  *  * 


that  the  Procter  &  Gamble  soap  i 
a  real  naphtha;  they  have  a  pei 
feet  right  to  do  that  if  they  do  i 
over  their  own  signature. 


Pennsylvania  News  Items. 


Items  Gathered  from  Correspondent; 
Etc.,  as  to  What  is  Going  on  Around  U; 


*  *  * 


Use  Parcels  Post  to  Keep  Weights 
and  Measures  Honest. 

New  York,  Jan.  17,  1913. 
To  the  Editor. 

Dear  Sir: — What  do  you  think 
of  the  enclosed  suggestion  con¬ 
cerning  the  parcel  post,  as  being 
an  avenue  to  force  honest  weights 
and  measures?  The  Government 
is  interested  and  therefore  laws 
should  be  regulated  to  protect  the 
people,  whom  the  Government 
represent : — 

In  our  desire  to  progress  and 
insure  for  the  ninety  millions  of 
people  the  protection  of  Lav  cov¬ 
ering  weights  and  measures,  we 
naturally  seek  every  avenue  that 
may  suggest  itself. 

One  of  immediate  relief,  from 
our  viewpoint,  can  be  secured  by 
Uncle  Sam  through  his  new  duty 
in  serving  the  people  by  the  par¬ 
cels  post. 

It  strikes  us  that  this  parcels 
post  system  which  is  open  to  all 
People  where  merchandise  is  de¬ 
livered  should  be  under  the  direc¬ 
tion  of  Uncle  Sam,  and  if  so 


A  Query. 

Scranton,  Pa.,  Jan.  22,  1913. 
To  the  Editor. 

Dear  Sir: — I  find  much  in  your 
publication  that  interests  me  as 
an  advertising  man. 

I  have  just  been  reading  with 
interest  the  correspondence  be¬ 
tween  you  and  “Collier’s  Weekly” 
with  reference  to  the  Westfie'ld 
list.  I  had  previously  read  your 
criticism  on  the  list.  As  I  un¬ 
derstand  it,  your  contention  is 
that  the  fact  that  there  are  some 
pure  foods  not  included  in  the 
list  may  possibly  mislead  read¬ 
ers. 

As  I  read  the  back  cover  of 
your  magazine  I  happened  to  see 
the  vertically  arranged  advertise¬ 
ment  of  Fels  soap  reading  “Fels 
soap  is  the  only  naphtha  soap.” 
Am  I  not  correct  in  understand- 
ing  that  Procter  &  Gamble  make 
a  naphtha  soap?  If  so,  are  you 
not  leaving  your  readers  under  a 
false  impression  in  allowing  an 
advertiser  not  only  to  imply  but 
to  directly  state  that  there  are  no 
other  naphtha  soaps?  I  should 
be  very  much  interested  to  have 
your  opinion  of  advertising  of 
this  kind  as  directed  to  retailers. 

I  already  know  what  you  think 
of  such  advertising  as  directed  to 
the  consumer. 

Yery  truly  yours, 

S.  Roland  Hall, 
Principal  School  of  Advertis¬ 
ing,  International  Corre¬ 
spondence  School. 

In  a  nutshell,  the  publishers 
feel  that  they  can  hardly  go  into 
controversies  of  this  sort  between 
manufacturers,  for  it  is  between 
manufacturers  and  no  one  else. 
Eels  •&  Co.  may  mean  to  deny 


Dairy  and  Food  Commissione 
Foust  states  respecting  the  wor: 
of  his  Bureau  for  the  year  1912 
that  the  agents  purchased  and  th 
chemists  analyzed  7,197  food  sam 
pies  :  and  that  there  were  termi 
nated  1,049  cases  for  violations  o 
the  food  laws.  The  moneys  re 
ceived  by  the  Bureau  from  fine- 
and  license  fees  totaled  $136,125. 
49,  while  for  the  maintenance  o; 
the  Bureau  the  expenditures  were 
$81,858.55,  or  $54,266.94  less  that: 
the  receipts.  .  Features  of  special 
interest  were  numerous  cases  ol 
the  sale  of  rotten  eggs  in  Phila¬ 
delphia  and  Pittsburgh,  the  fre¬ 
quent  discovery  of  benzoate  of 
soda  in  excess  of  the  amount  tol¬ 
erated  by  the  present  act,  the  oc¬ 
currence  of  saccharin  in  soft 
drinks  and  the  frequent  mis¬ 
branding  of  these  goods;  the  fact 
that  added  copper  is  still  found 
occasionally  in  imported  Frencl 
peas ;  also  that  a  good  many  case 
had  been  found  in  which  decayei 
raw  materials  had  been  used  ii 
food  manufacture,  or  in  whic) 
food  products  had  become  decom 
posed  subsequent  to  manufacture 


The  grocers  of  Pittsburgh  ar 
seeking  a  change  in  the  cominj 
Legislature  in  the  oleomargarin 
laws.  It  is  desired  that  the  Stat 
laws  be  amended  to  provide  tha 
no  restrictions  be  imposed  in  thi 
sale  of  oleomargarine  other  thar 
requiring  that  it  be  sold  in  orig 
inal,  plainly  marked  packages  o 
from  one-half  to  five  pounds  each 
either  colored  or  uncolored,  sue! 
packages  to  be  plainly  marked 
oleomargarine.”  The  men  alsc 
seek  to  have  removed  the  tax  oi 
10  cents  a  pound  on  oleo  when  it 
is  artificially  colored,  the  only 
purpose  of  which  is  to  make  it 
appear  palatable. 


A  bill  repealing  the  mercantile 
tax  has  already  been  introduced 
in  the  Pennsylvania  House  of 
Representatives,  Mr.  Moses,  of 
Cambria  County,  being  the  intro¬ 
ducer. 


13 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  New  York  Letter 


ade  Discusses  Pending  Federal  Bill  to  Prevent  Coffee  Market 
Manipulations.  Rumored  Salt  Consolidation.  Ask  Lower 
Dried  Fruit  Duties.  Market  Summary. 


•cial  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  January  23,  1913- 
In  the  coffee  trade  there  is 
uch  discussion  of  the  report 
Dm  Washington  that  the  Nor- 
5  bill  is  to  be  pushed  for  the 
irpose  of  preventing  any  further 
lerations  such  as  those  of  the 
ilorization  people.  Among  the 
>ffee  brokers  there  are  differ- 
lces  of  opinion  in  relation  to  the 
reposed  law.  Although  resolu- 
011s  were  adopted  at  the  recent 
leeting  of  the  trade  in  this  city 
gainst  the  bill  some  of  the  brok- 
rs  do  not  hesitate  in  saying  that 
;  should  be  enacted. 

While  the  distribution  of  the 
jew  York  coffee  on  the  recent 
ale  was  much  wider  than  a  year 
go,  yet  the  uniform  prices  are 
ited,  both  here  and  in  Washing- 
on,  as  evidence  that  the  valoriza- 
ion  scheme  acts  in  restraint  of 
rade. 

The  opinion  is  expressed  in 
ome  quarters  that  by  means  of 
recent  sale  the  valorization 


claim  to  have  the  largest  and 
wealthiest  retail  grocers’  associa¬ 
tion  in  the  country. 

*  *  * 

About  twenty-five  members  of 
the  jobbing  houses  left  last  night 
to  attend  the  annual  meeting  of 
the  New  York  State  Wholesale 
Grocers’  Association,  which  opens 
to-day  in  Binghamton,  N.  Y.  At 
this  session  a  number  of  the 
questions  of  the  hour  are  to  be 
discussed.  Papers  will  be  read 
by  Sylvan  Slyx,  of  Seeman 
Bros.;  W.  K.  Leech,  of  J.  W. 
Matthews  &  Co.,  Newburgh, 
N.  Y. ;  F.  W.  Hannahs,  W.  IT 
Page,  Alfred  H.  Beckmann  and 
others. 

Reports  will  be  presented  by 
officers  and  committees;  new 
officers  will  be  chosen  and 
banquet  will  be  given. 

*  *  * 

The  New  York  Fruit  Exchange 
is  making  a  vigorous  campaign 
to  have  the  duty  on  lemons  re 
moved  or  at  least  to  get  a  reduc- 


The  Atlantic  Fruit  Distribu¬ 
tors  will  be  the  selling  agent, 
under  the  _  new  arrangement,  of 
both  the  deciduous  fruit  and  the 
banana  business.  Up  to  this 
time  the  banana  business  has 
been  handled  by  the  Atlantic 
Fruit  Co.,  of  which  Mr.  Giorgio  is 
president. 

It  is  explained  that  the  new  ar¬ 
rangement  is  not  a  consolidation, 
as  the  various  .companies  will 
maintain  separate  entities. 

*  *  * 

It  is  reported  here  that  the  In¬ 
ternational  Salt  Co.  has  secured 
control  of  the  Detroit  Salt  Co. 
This  is  expected  to  end  the  condi¬ 
tions  in  the  trade  that  have  been 
very  unsatisfactory  for  some  time 
to  the  companies.  There  has  been 
price  cutting  and  the  Western 
company,  by  entering  this  mar¬ 
ket,  has  brought  about  an  unset¬ 
tled  situation. 

As  a  result  of  the  new  control 
of  the  Western  company  and  of 
other  arrangements  made  of  late, 
it  is  said  that  salt  is  likely  to  get 
back  to  prices  which  the  refiners 
resard  as  normal.  It  is,  in  fact, 
reported  that  a  slight  advance 
will  be  made  in  the  near  future, 
but  the  rumor  is  not  confirmed. 


-  -  -  ,  tion  of  one-half  in  the  present 

nkers  really  got  the  best  of  the  c|uty  Qf  Yy2  cents  per  pound.  The 
Dvernment  and  that  the  out- ,  0fftcers  have  received  reports 

from  Washington,  encouraging 
the  belief  that  their  efforts  will 
prove  effective  and  have  met  with 
a  sympathetic  response  on  the 
part  of  influential  members  of  the 
committee  which  is  conducting 
the  hearings. 

The  committee  of  the  fruit  ex¬ 
change  prepared  arguments  on 
the  subject,  which  are  being  dis¬ 
tributed.  The  committee  claims 
that  the  tariff  fosters  a  monopoly 
among  the  California  growers  and 
keeps  up  prices. 

*  *  * 

New  plans  have  been  made  for 
handling  the  shipments  of  decid¬ 
uous  fruit  from  the  Pacific  Coast. 
These  plans  it  is  said  will  greatly 
reduce  the  overhead  expenses 
and  will  facilitate  the  prompt  dis¬ 
tribution  of  the  products.  The 
Atlantic  Fruit  Distributors  of 
New  York,  of  which  Joseph  D. 
Giorgio  is  president,  will  handle 
the  entire  shipping  output  of  the 
California  Fruit  Distributors, 
through  the  former  company’s 
subsidiary  concerns. 


Dme  shows  the  weakness  of  the 
leans  adopted  by  the  Govern- 
lent  for  the  prosecution  of  the 
D-called  trust.  This  is  said  to  be 
te  reason  for  the  increased  activ- 
:y  in  pushing  the  Norris  bill. 

*  *  * 

At  the  annual  meeting  last 
yeek  of  the  United  Retail  Gro- 
ers’  Association  of  Brooklyn,  the 
nembers  by  a  unanimous  vote 
lected  Leo  Winckelmann  as 
>resident  for  the  coming  year. 
Te  had  been  the  vice-president, 
fhe  association  then  elected  H. 
1'.  Menze  and  L.  Ammeral  as  first 
tnd  second  vice-presidents.  The 
Following  officers  were  re-elected  : 
Recording  secretary,  Hv.  Loh- 
mann ;  financial  secretary,  FI.  C. 
Christgau ;  treasurer,  IT.  W. 
Steneck. 

The  reports  showed  that  the 
association  is  highly  prosperous. 
It  has  made  extensive  improve¬ 
ments  m  its  building  in  the  last 
year  and  now  has  a  fine,  conveni¬ 
ent  home  in  which  its  work  is 
carried  on  efficiently.  The  officers 


*  *  * 

Schedules  in  bankruptcy  have 
been  filed  this  week  by  Angelo 
Iraci,  wholesale  grocer  at  97 
Elizabeth  street.  He  specialized 
in  Italian  products  and  most  of 
the  creditors  are  shippers  and  im¬ 
porters  in  that  line.  His  liabili¬ 
ties  amount  to  $57,117  and  assets 
to  $11,500,  including  accounts  of 
$7,500. 

*  *  * 

A  reduction  in  duties  on  dried 
fruits,  nuts  and  beans  is  advo¬ 
cated  by  the  New  York  Dried 
Fruit  Association,  which  sent  a 
committee  last  week  to  present 
its  views  at  the  tariff  hearing  in 
Washington. 

The  arguments  of  the  commit¬ 
tee  were  summed  up  in  the  fol¬ 
lowing  brief: — 

The  Dried  Fruit  Association  of 
New  York  respectfully  submits  the 
following  changes  in  the  duties  that 
are  now  levied  on  certain  dried 
fruits,  nuts  and  beans.  As  import¬ 
ers  and  jobbers  of  these  commodi¬ 
ties,  we  are  in  a  position  to  pass 
along  any  reasonable  duties  that 
may  be  assessed  by  adding  them  to 
our  selling  price,  and  so  collect 
them  from  the  ultimate  consumer, 
ft  may  be  reasonably  assumed, 
therefore,  that  we  approach  this 
matter  from  an  unbiased  point  of 
view.  However  wise  the  protective 
duties  that  were  levied  on  such  do¬ 
mestic  products  as  raisins,  prunes, 


etc.,  may  have  been  in  the  begin¬ 
ning,  the  excuse  for  continuing 
them  on  the  ground  of  protection 
no  longer  exists,  for  the  export 
trade  of  the  United  States  to-day  is 
a  large  factor  in  the  dried  fruit 
industry  and  in  some  instances  a 
controlling  one.  We  believe,  there¬ 
fore,  that  the  changes  we  advocate 
can  be  safely  considered  from  the 
standpoint  of  revenue  alone. 

Many  of  the  items  on  which  we 
ask  a  reduction  have  great  food 
value,  and  in  the  case  of  shelled 
nuts  their  use  as  such  is  constantly 
increasing,  and  yet  in  many  in¬ 
instances  the  present  duty  is  equal 
to  from  75  to  100  per  cent,  of  their 
actual  cash  value.  Other  products 
usch  as  dates,  currants  and  filberts 
we  are  wholly  dependent  upon  for¬ 
eign  production,  as  owing  to  geo¬ 
graphic  or  climatic  conditions  all 
attemps  to  raise  them  have  failed. 
These  articles  have  all  eminent 
food  .value  and  are  viewed  as  com¬ 
mon  necessities  by  the  working 
classes,  while  all  pay  a  duty  of 
from  50  to  100  per  cent,  in  propor¬ 
tion  to  their  value.  Beans  are  dis¬ 
tinctly  a  poor  man’s  food  and  we 
ask  that  the  duty  be  reduced  at  least 
by  the  amount  we  recommend. 

Based  on  what  we  believe  the 
policy  of  the  new  administration 
to  be  in  the  line  of  reducing  tariff 
taxation,  we  recommend  without 
further  comment  that  currants, 
cleaned  or  uncleaned,  be  reduced 
from  2  cents  to  V/2  cents  pound; 
almonds,  shelled,  be  reduced  from 
6  cents  to  3  cents  pound;  almonds 
in  shell  be  reduced  from  4  cents  to 

2  cents  pound;  filberts  in  shell  be 
reduced  from  3  cents  to  2  cents; 
filberts,  shelled,  be  reduced  from  5 
cents  to  3  cents  pound;  walnuts, 
shelled,  be  reduced  from  5  cents  to 

3  cents;  walnuts,  in  shell,  be  re¬ 
duced  from  3  cents  to  2  cents 
pound;  figs  be  reduced  from  2G 
cents  to  1  cent  pound ;  raisins  be  re¬ 
duced  from  2j4  to  1  cent  pound. 

Candied  Citron,  Orange  and  Lemon 
peels —That  the  duty  be  readjusted 
contingent  upon  any  reduction  in 
the  duty  on  sugar.  Dates. —  1  hat 
they  be  made  free.  Beans  and  Peas. 
—That  the  duty  be  reduced  from 
40  cents  to  25  cents  per  bushel. 
Glace  Fruit  or  Fruit  Pulps.— 1  hat 
the  present  ad  valorem  duty,  be 
changed  to  a  specific  duty  (equiva¬ 
lent)  of  3  cents  per  pound. 

*  *  * 

It  is  said  that  a  bill  will  be  pre¬ 
sented  at  the  present  session  of 
the  Legislature  looking  to  the  es¬ 
tablishment  of  a  system  of  mar¬ 
kets  in  this  city  in  accordance 
with  the  recommendations  ol  the 
commission  which  has  been  in¬ 
vestigating  the  Subject  in  connec¬ 
tion  with  the  high  cost  of  living. 

In  newspaper  reports,  M  illiam 
Church  Osborn,  the  chairman  of 
the  commission,  is  quoted  as 
favoring  a  system  of  wholesale 
and  retail  markets  conducted  by 
some  philanthropic  corporation 
under  proper  supervision  to  limit 
profits. 

This  idea  of  introducing  phi¬ 
lanthropy  into  a  business  is  re¬ 
ceiving  some  mild  ridicule  among 
I  those  who  arc  giving  attention  to 
the  matter.  The  suggestion  is 
made  in  several  quarters  that  the 
problem  is  one  of  business  and 
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not  that  of  philanthropy ;  and  that 
the  purpose  should  be  so  to  im¬ 
prove  the  transportation  and  dis¬ 
tribution  facilities  of  the  city  as 
to  eliminate  as  much  as  possible 
of  the  rehandling  and  trucking 
that  add  so  greatly  to  the  cost 
of  everything  in  the  line  of  food 
coming  to  New  York.  Wholesale 
markets  and  improved  terminals 
are  believed  by  many  people  to  be 
the  real  solution  of  the  question 


as  far  as  it  can  be  solved  in  this 
city. 


♦  *  * 


I  he  remarks  coming  from 
Washington  about  the  Pure  Food 
Board  being  now  on  a  satisfac¬ 
tory  and  permanent  basis  for  the 
first  time  awaken  some  smiles  in 
the  trade  and  among  politicians. 
The  time  is  so  close  to  the  change 

.  o 

in  the  administration  at  Washing¬ 
ton  that  the  remarks  seem  a  lit- 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONH 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co  '• 
Department  Food  Storea,  Dover,  N.  J. 


The  Big  Canned  Goods  Boom  is  all 

planned  by  canners  and  jobbers 
and  the  thing  is  to  come  off  the 
first  week  in  April.  It  looks  like 
a  case  of  “Splash  as  ripples  don’t 
count,”  because  the  papers  all 
over  the  country  are  going  to  be 
full  of  it.  The  big  fellows  are 
going  to  spend  a  pile  of  money 
and  if  we  are  smart  enough  to 
get  into  the  spirit  of  the  thing 
and  work  with  them  we’ll  clean 
up  more  canned  goods  by  the 
end  of  June  than  we  ever  did  in 
our  history.  You’ll  learn  more 
about  canned  goods  this  year  than 
you  ever  learned.  So  will  the 
consumer. 

“Straight  Talks”  has  main¬ 
tained  time  and  again  that  such 
a  campaign  is  sorely  needed. 
Welcome  it  with  all  your  heart. 
It  will  be  a  grand  educational 
work.  It’s  amazing  the  number 
of  people  that  remain  in  total 
ignorance  of  the  goodness  and 
economy  of  canned  goods  other 
than  the  established  kinds — peas, 
corn  and  tomatoes. 

So  the  boom  is  coming;  begin 
now  and  work  up  to  the  final 
week — and  long  after. 

*  *  * 

Store  Advertising. —  W  hether 

your  store  does  newspaper  or 
handbill  advertising,  it’s  up  to 
you  to  follow  it  up.  How?  By 
displaying  the  goods  advertised. 
By  talking  them.  By  having  a 
dozen  or  so  of  the  ads.  stuck 
around  the  goods.  Writing  and 
printing  the  ad.  isn’t  everything. 
You,  yourself,  must  follow  it  up. 


It’s  a  serious  business.  It  costs 
money  to  tell  the  public  in  print 
what  you’ve  got.  And  the  public 
are  big  forgetters.  Let  them 
understand  that  your  handbill  or 
your  newsaper  announcement 
was  sent  out  for  business. 

* *  *  * 

New  Customers.— This  is  the 
month  to  get  new  trade.  Reso¬ 
lutions  are  in  order.  Men  and 
women  are  on  the  economy  as 
well  as  on  the  water  wagon. 
Look  out.  Do  some  talking.  Do 
some  good,  sound,  sensible,  hard 
arguing  for  your  store.  If  it’s  a 
cleaner  store;  if  it  carries  better 
goods;  has  a  better  delivery;  sells 
lower  and  has  better  and  more 
polite  clerks  than  the  other  fel¬ 
low  tell  it  out.  Win  a  few  good 
people  your  way  this,  the  first, 
month  of  what  is  going  to  prove 
the  most  wonderful  commercial 
year  in  the  history  of  the  world. 
That  would  be  doing  some¬ 
thing. 

*  *  * 

Don’t  Talk  Trouble.— One  of  the 

bad  things  some  young  fellows 
are  guilty  of  is  talking  trouble. 

If  you  brought  it  on  yourself  keep 
it  to  yourself.  Live  it  down  like 
a  man,  but  don’t  be  selfish 
enough  to  ask  the  other  fellow  to 
help  you  live  it.  Each  seeming- 
trouble  should  be  a  guide  post. 

It  isn’t  considered  smart  any 
more  to  blow  about  sowing  wild 
oats.  The  clever,  shrewd,  level¬ 
headed  fellow  sows  wholesome 
corn  and  lets  it  grow  up  “full  on 
the  ear.” 


tie  naive  to  persons  who  know 
what  a  lot  of  candidates  there 
will  be  for  various  positions  just 
as  soon  as  the  next  President 
takes  office. 

It  seems  entirely  likely  that 
the  Wiley  controversy  will  be  re¬ 
newed  in  one  form  or  another. 
The  critics  of  the  present  order 
of  things  say  that  the  Board  of 
Food  and  Drug  Inspection  is  not 
really  recognized  in  the  food  law ; 
neither  is  the  Referee  Board  of 
Consulting  Experts. 

It  is  argued  that  the  food  law 
can  never  be  a  smooth  working 
statute  until  these  boards,  or  sub¬ 
boards,  are  either  defined  as  to 
their  powers  and  duties,  or  are  re¬ 
placed  by  some  regularly  recog¬ 
nized  bodies.  In  other  respects, 
too,  many  people  believe  that  the 
law  needs  amendment. 

The  president-elect  is  on  rec¬ 
ord,  it  is  understood,  as  in  favor 
of  further  food  legislation,  so 
there  seem  many  reasons  for  be¬ 
lieving  that  the  present  condi¬ 
tions  will  not  be  continued  per¬ 
manently  by  the  next  adminis¬ 
tration.  Just  what  changes  will 
be  made  are,  of  course,  not  even 
guessed  at  present.  But  there  is 
a  wide  belief  among  people  in  the 
trade  that  there  will  be  consider¬ 
able  food  legislation  by  the  next 
Congress. 

*  *  * 

Retail  grocers  are  not  worried 
by  the  operation  of  the  parcels 
post  law.  The  parcel  depart¬ 
ments  at  the  post  offices  show 
much  activity,  but  the  activity 
does  not  seem  to  be  in  a  direction 
to  injure  the  grocer  to  any  notice¬ 
able  extent. 

One  of  the  daily  papers  has 
started  a  new  advertising  depart¬ 
ment  for  the  purpose  of  bringing 
producers  and  consumers  closer 
together  by  using  the  parcels 
post.  Special  concessions  are 
given  to  the  advertisers  in  this 
department.  If  this  should  con¬ 
tinue,  or  spread,  the  newspaper 
would  probably  hear  from  its 
local  advertisers  about  these  con¬ 
cessions  in  rates  to  outside  adver¬ 
tisers,  who  may  compete  with 
local  merchants. 

Reports  indicate  that  there  has 
been  more  shipping  of  eggs  to 
city  consumers  than  almost  any 
other  article  of  food.  Several 
companies  are  specializing  in  the 
shipment  of  eggs,  guaranteed  to 
be  newly  laid,  to  the  city  con¬ 
sumers.  If  the  consumers  could 


really  be  persuaded  that  the  eggs 
are  newly  laid,  without  doubt 
such  companies  would  have  a  big 
business.  People  are  likely  to 
look  at  such  matters  cynically,  I 
however,  and  to  suspect  that  the 
farmer  who  promises  strictly 
fresh  eggs  from  his  farm  is  prob¬ 
ably  getting  some  of  them  from 
the  city  and  sending  them  back 
here.  City  people  have  been  so 
often  fooled  by  promises  of  prod¬ 
ucts  fresh  from  the  farm  that 
many  are  skeptical,  and  so  gro¬ 
cers  are  selling  about  the  usual 
quantities  of  eggs. 

Summarized  Market  Con¬ 
ditions. 

Spot  coffee  has  not  been  af¬ 
fected  much  as  a  result  of  the 
valorization  sales.  The  roasters 
have  been  taking  hold  to  some 
extent,  as  they  naturally  prefer 
the  old  crop  because  of  the 
smaller  amount  of  shrinkage. 
Samples  of  the  valorization  coffee 
were  sent  to  the  interior  and  are 
bringing  some  trade,  especially 
for  the  better  grades  of  Santos. 
While  there  has  been  consider¬ 
able  steady  business,  yet  the  tone 
of  the  market  in  general  is  quiet 
and  the  brokers  think  that  this  is 
likely  to  continue  until  the  valori-  - 
zation  coffee  is  absorbed.  The 
mild  grades  are  in  fair  inquiry. 

Green  teas  are  a  shade  firmer 
as  a  result  of  the  prolonging  of 
the  question  as  to  the  shipments 
that  were  seized.  Formosas  and 
other  black  teas  are  selling  in  a 
routine  way.  In  general,  the  tea 
market  is  quiet  and  steady. 

Refined  sugar  is  being  bought 
only  for  requirements.  Although 
raws  have  showed  a  firmer  ten¬ 
dency  there  is  a  belief  among 
some  distributors  that  another  • 
cut  is  likely  to  be  made  soon  in 
granulated  sugar.  The  Federal 
and  Arbuckles  are  now  quoting 
4-55  cents  for  standard  granu¬ 
lated,  and  although  the  nominal 
quotations  of  the  other  refineries 
are  five  points  higher  it  is  said 
that  orders  will  be  accepted  by 
any  of  the  refiners  at  the  lower 
figure. 

Canned  vegetables  are  show¬ 
ing  little  activity.  The  local  job¬ 
bers  do  not  appear  to  be  ready 
to  place  orders  for  futures.  In 
spot  goods  most  of  the  trading 
is  among  distributors,  selling  lots 
to  one  another  to  keep  up  assort¬ 
ments  as  required.  The  offerings 
of  No.  3  Mary  lands  at  yyy'2  cents 
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;  more  free  than  they  were, 
t  it  is  said  that  much  of  the 
)Ck  offered  at  that  price  fails 
come  up  to  the  requirements 
the  buyers  as  to  quality.  Most 
ckers  who  are  careful  of  the 
putation  of  their  products  are 
king  80  cents  and  some  are  ask- 
<y  82^  cents  f.  o.  b.  Baltimore. 
>me  of  the  packers  are  offering 
matoes  of  the  next  crop  at  80 
nts,  but  meeting  with  little 
cal  response.  Spot  fancy  Maine 
irn  is  strong  at  $1  to  $1.05,  al- 
ough  there  seems  to  be  little 
:mand  for  it.  Other  brands  of 
irn  are  dull  and  easy.  The  local 
bbers  have  been  looking  around 
some  instances  to  see  if  any 
|ntracts  for  future  Maine  corn 
ill  be  accepted  at  85  cents,  but 
ie  best  packers  are  asking  from 
14  to  5  cents  more  than  that  fig- 
re,  prices  being  f.  o.  b.  at  Port- 
ind. 

Large  sizes  of  dried  prunes 
re  firm.  It  is  hard  to  get  30s 
nd  only  small  quantities  of  40s 
re  to  be  had  even  at  stiff  premi- 
ms.  The  average  premium  on 


fine  storage  creamery  at  32  to 
32L2  cents.  Storage  firsts  are  to 
oe  had  at  29  to  31  cents;  seconds 
27  to  28  cents.  The  best  grades 
of  process  butter  are  sold  at  25 
to  27  cents.  The  undergrades  ol 
both  fresh  and  storage  butter 
are  moving  slowly. 

The  egg  market,  which  has 
been  weak  and  irregular,  has 
braced  up  a  little  on  reports  of 
the  prospect  of  colder  weather. 
The  supply  of  fresh  gathered 
eggs  is  ample.  There  is  some 
speculative  activity,  however, 
which  has  an  influence  in  sustain- 
ing  prices  on  the  best  grades. 
All  the  undergrades  are  dull  and 
weak.  The  best  grades  of  the 
fresh  gathered  Western  eggs 
range  from  24  to  28  cents.  Near¬ 
by  eggs  are  plentiful  and  the 
fancy  white  hennery  eggs  are 
now  to  be  had  at  31  to  32  cents 
Other  grades  of  nearby  eggs,  in¬ 
cluding  browns  and  mixed  col 
ors,  are  sold  at  24  to  28  cents. 
There  is  some  demand  for  the 
best  refrigerator  eggs  at  17  to  20 
cents.  Fred.  A.  McGill. 


northern  none.  The  olive  fly  has 
ravaged  practically  every  oil-pro¬ 
ducing  section  of  Tunis  and  the 
quality  will  therefore  be  largely 
mediocre  or  poor. 

In  Spain  the  yield  will  be  very 
small,  and,  compared  with  the 
abundant  crop  of  last  year,  almost 
nothing.  It  is  believed  that  the 
total  yield  will  not  exceed  15,850,- 
230  gallons,  which  is  only  about 
one-fourth  of  a  normal  crop 
Everywhere  the  olive  fly  has  at¬ 
tacked  the  trees  and  the  quality 
therefore  will  be  very  poor.  The 
stock  on  hand  of  oil  from  pre¬ 
vious  crops  is  still  quite  large,  but 
said  to  be  of  poor  quality,  the  bet¬ 
ter  grades  having  been  already 
sold. 

In  France  the  outlook  is  for  a 
fair  crop  as  to  quantity ;  not,  how¬ 
ever,  up  to  a  normal  yield  and  o 
inferior  quality.'  A  normal  crop 
in  France  yields  6,604,262  gallons 
The  crop  in  Corsica  is  reported  to 
be  a  total  failure,  and  in  Algeria 
so  meagre  as  not  to  be  sufficient 
for  the  local  consumption. 

Holt. 


reader  is  reminded  of  that  now-famous 
story,  because  of  its  originality,  humor, 
brisk  action,  tangled,  but  quite  plausible 
complications,  and  general  breeziness. 
The  plot  hinges  upon  a  young  wife’s 
well-meaning  attempt  to  deceive  her 
husband  in  a  small  matter  and  thereby 
avoid  a  family  quarrel.  But  an  un¬ 
toward  fate  twists  things  up,  and  one 
prevarication  leads  to  another,  till  a 
half-dozen  or  more  people  are  involved 
and  much  trouble  is  threatened — trouble 
from  which  the  author  adroitly — and 
very  naturally — frees  his  characters  in 
the  end.  Most  readers  will  feel  rather 
surprised  at  his  cleverness  in  doing  so, 
because  for  a  time  things  seem  hope¬ 
lessly  enmeshed.  “Miss  Phoenix”  is  one 
of  the  funniest  yarns  which  have  ap¬ 
peared  in  print  for  a  long  time. 

The  short  fiction  maintains  the  high 
level  fixed  by  “Lippincott’s”  standard. 
“Mrs.  Marden’s  Pilgrimage,”  by  Eliza¬ 
beth  Jordan,  tells  of  a  rich  elderly 
woman’s  visit  to  the  country  village 
where  her  childhood  was  passed.  “In 
Pondoland,”  by  May  Edginton,  is  a 
military  tale  of  South  Africa.  “The 
Highway,”  by  Eleanor  Ingram,  author 
of  “From  the  Car  Behind,”  is  an  auto¬ 
mobile  story  of  a  new  kind.  “The 
Churail,”  by  Annette  Thackwell  John¬ 
son,  is  an  East  Indian  story,  Kipling- 
esque  in  its  strength  and  naturalness. 
“Moses  and  the  Rock,”  by  Thomas 
Grant  Springer,  is  a  whimsical  tale  of 
American  enterprise  in  “the  Land  of 
Manana.”  “The  Widow  Polichinelle,” 
by  Jean  Irvine,  is  commendable  for  its 
strength  and  originality.  The  short 
story  masterpiece  this  month  is  “The 
District  Doctor.”  a  characteristically  fine 
story  by  Ivan  Turgenev.  As  usual,  there 
is  an  introduction  by  the  editor. 


.os  is  xy2  cents.  The  medium 
izes  are  not  wanted,  as  a  rule, 
nd  prices  are  easy.  The  smaller 
izes  are  not  in  much  demand, 
>ut  holders  show  confidence  in 
rallies.  Spot  dried  peaches  are 
joing  slowly  into  consumption. 
\pricots  are  in  limited  supply 
ind  firm,  but  there  is  not  an  ac- 
:ive  demand.  Raisins  and  cur¬ 
rants  are  dull.  There  is  a  fair 
Jemand  for  dates  at  steady  prices. 
Figs  are  dull  and  prices  easy. 

Flour  has  gone  up.  Mills  are 
now  asking  about  $4.5°  for  spring 
wheat  patents  in  jute  that  could 
have  been  bought  recently  at 
S4.35.  Buyers  are  not  showing 
much  interest,  however.  It  is 
likely  that  real  bids  might  prove 
attractive  to  the  millers  even  if 
the  prices  were  not  fully  up  to  the 
present  quotations. 

Top  grades  of  butter  are  firm. 
Buyers  are  critical,  however,  and 
the  fine  trade  is  asking  for  butter 
that  scores  92  to  93  points.  Such 
goods  bring  34  cents,  but  others 
that  just  get  inside  the  classifica¬ 
tion  of  extras  are  to  be  had  for 
half  a  cent  less.  The  firsts  range 
from  30  to  33  cents.  The  grades 
at  32  to  33  cents  are  moving 
slowly,  as  there  is  plenty  of  really 
good  butter  at  30  to  31  cents. 
There  is  an  improved  inquiry  for 
seconds  at  27  to  29  cents.  There 
has  been  considerable  trading  in 


Very  Poor  Olive  Oil  Crop  This 
Year. 

In  All  Producing  Sections  Olive  Fly 
Makes  Havoc.  Italian  Crop  Two- 
Thirds  of  Normal  and  Spanish  Crop 
Almost  Nothing.  Some  Italian  Oil 
Still  on  Hand. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

January  23,  1913. 

Reliable  information  indicates 
that  the  yield  of  olive  oil  in  Italy 
for  the  present  1912-13  season 
will  be  about  two-thirds  of  a  nor¬ 
mal  crop.  A  normal  yield  varies 
from  52,834,100  to  63,400,920  gal¬ 
lons,  or,  say,  an  average  of  58,- 
117,510  gallons.  On  'this  basis 
the  crop  of  the  present  season 
will  yield  about  38,745,000  gal¬ 
lons,  and  may  possibly  run  to  40,- 
000,000  .gallons.  The  yield  for 
the  past  three  seasons  has  been 
as  follows:  1909-10,  67,601,230 
gallons;  1910-11,  37,142,372  gal¬ 
lons;  1911-12,  65,170,862  gallons. 

The  short  crop  of  this  season  is 
largely  due  to  the  ravages  of  the 
olive  fly,  which  has  attacked  the 
larger  part  of  the  centers  of  pro¬ 
duction. 

Reports  indicate  a  medium  crop 
in  the  southern  section  of  Tunis, 
in  the  central  part  about  one-half 
an  average  yield,  and  in  the 


Hearing  on  Dried  Apple  Vinegar. 

At  the  request  of  certain  manu¬ 
facturers  of  vinegar,  the  Board  of 
Food  and  Drug  Inspection  will 
give  a  public  hearing  on  Febru¬ 
ary  20,  1913,  at  the  Bureau  of 
Chemistry,  216  13th  street,  S.  W., 
Washington,  D.  C.,  at  10  o’clock 
A.  M.,  on  the  proper  labeling  of 
the  product  covered  by  the  fol¬ 
lowing-paragraph  in  Food  Inspec¬ 
tion  Decision  No.  140: — 

VINEGAR  FROM  DRIED  APPLE  PRODUCTS. 

The  product  made  from  dried 
apple  skins,  cores  and  chops,  by  the 
process  of  soaking,  with  subsequent 
alcoholic  and  acetous  fermentations 
of  the  solution  thus  obtained,  is  not 
entitled  to  be  called  vinegar  with¬ 
out  further  designation,  but  must 
be  plainly  marked  to  show  the  ma¬ 
terial  from  which  it  is  produced. 
The  dried  stock  from  which  this 
product  is  prepared  must  be  clean 
and  made  from  sound  material. 

In  addition  to  the  evidence  pre¬ 
sented  at  this  hearing  by  inter¬ 
ested  persons,  the  Board  will  re¬ 
ceive  and  consider  any  briefs  01- 
letters  on  the  subject  which  are 
filed  prior  to  the  date  of  the  hear¬ 
ing. 


MAGAZINE  NOTES. 

The  February  “Lippincott’s”  is  a  well- 
rounded,  ripe  and  rich  magazine,  full 
of  .varied  fiction  and  papers  adjusted 
to  the  season.  As  usual,  every  feat¬ 
ure  in  it  is  complete,  there  being  nothing 
continued  but  the  entertainment,  which 
never  flags.  The  novel,  “Miss  Phoenix,” 
is  by  a  new  writer,  Albert  Lee.  While 
its  theme  is  entirely  unlike  that  of  Mary 
Roberts  Rinehart's  "Seven  Days,”  the 


Hothouse  cucumbers  range 
from  75  cents  to  $1.25  per  dozen, 
and  are  selling  well. 


Business 


Success 

The  man  who  sees 
the  thing  to  do  and 
does  it  succeeds.  Of 
course,  the  other  fel¬ 
low  calls  it  luck.  And 
the  man  who  realizes 
that  his  Grocery  Store 
must  be  made  com¬ 
fortable  for  his  patrons 
and  then  installs  Elec¬ 
tric  Light  and  Electric 
conveniences,  holds 
his  old  customers — 
and  gets  new  ones.  In¬ 
cidentally  he  spends  a 
small  sum  to  make  a 
large  one.  Ask  for 
rates  and  estimates. 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 


L.  . 


I  I  1 
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CXCI. — Liability  of  Motor 

This  conies  through  a  Minne 
apolis,  Minn.,  paper: — 

If  you  could  give  the  many  com¬ 
mercial  men  who  read  your  ar¬ 
ticles  some  law  as  to  the  liability 
of  men  who  use  motor  delivery 
wagons,  I  believe  it  would  be  appre¬ 
ciated.  You  are  aware  of  the  enor¬ 
mous  increase  in  the  number  of 
motor  delivery  vehicles,  both  for 
large  and  small  merchants,  as  well 
as  manufacturers,  and  I  have  been 
told  that  the  liability  for  accident 
is  quite  different  from  the  old  lia¬ 
bility  that  we  were  under  when  we 
used  teams.  I  know  we  feel  much 
in  the  dark  as  to  my  legal  liability 
and  would  like  to  hav^  some  light. 

It  is  true  that  the  status  of  a 
man  who  uses  a  motor  deliver}’ 
vehicle  is  somewhat  different 
than  it  would  be  if  he  used  a 
team,  but  this  is  only  because  the 
facts  of  his  case  are  different.  An 
automobile  is  a  more  dangerous 
and  terrifying  thing  than  a  team, 
and  is  therefore  likely  to  frighten 
animals  and  cause  damage  which 
a  team  would  not.  A  motor  ve¬ 
hicle  is  in  the  same  class  with  a 
locomotive,  and  as  to  damage 
done  would  probably  be  judged 
by  the  same  law. 

Take  the  single  matter  of 
frightening  horses.  I  can  lefer  to 
a  New  V  ork  case  which  will  prob¬ 
ably  illuminate  the  law  of  all  such 
cases.  A  motor  vehicle  owned 
and  operated  by  a  large  retail 
store  was  on  one  of  its  delivery 
trips.  A  horse  took  fright,  ran 
away,  and  threw  out  and  killed 
its  driver.  The  latter’s  wife 
brought  suit  against  the  owner  of 
the  motor  vehicle  for  $10,000,  but 
her  action  was  thrown  out  of 
court,  on  the  ground  that  she  had 
not  shown  that  the  motor  driver 
was  negligent  in  any  way. 

The  law  then,  is  this:  If  when 
the  horse  became  frightened  by 
the  motoi  vehicle,  the  latter  was 
doing  nothing  but  what  motor 
vehicles  have  a  right  to  do,  no 
suit  will  lie,  for  there  was  no  neg¬ 
ligence,  and  such  suits  must  al¬ 
ways  rest  on  negligence. 


Delivery  Wagon  Owners  for  Various  Sorts  of  Damages 

1  he  books  are  full  of  cases  that 
have  been  brought  against  motor 
ehicle  owners 


vemcie  owners  on  account  of 
horses — sometimes  cows,  steers, 
etc.— becoming  frightened  and 
running  away.  In  some  cases  the 
animal  took  fright  at  the  mere 
sight  of  the  vehicle;  no  damages 
have  ever  been  given  in  such  a 
case,  for  motor  vehicles  have  a 
right  to  be  on  the  road,  and  their 
appearance  is  not  of  itself  objec¬ 
tionable. 

In  many  other  cases  the  noise 
of  the  machine  has  caused  the 
trouble.  These  cases  are  always 
decided  on  this  question :  Was  the 
noise  naturally  incident  to  the 
operation  of  the  car,  and  was  it 
necessary  at  the  time?  If  the 
answer  is  yes,  the  case  is  thrown 
out.  Even  startling  and  unusual 
noises  in  the  operation  of  a  motor 
delivery  vehicle  have  been  uphelc. 
by  courts,  where  it  was  shown 
that  the  making  of  the  noise  was 


necessary  and  proper.  Where  it 
is  wantonly,  maliciously,  negli¬ 
gently  or  unnecessarily  done,  the 
motor  wagon  owner  is  liable. 

Excessive  speed  on  the  part  o. 
the  motor  delivery  wagon  is  at 
the  bottom  of  many  other  cases, 
in  some  of  which  horses  have 
been  caused  to  take  fright  and  run 
away,  and  in  others  of  which  per 
sons  or  animals  have  been  run 
down.  The  one  question  in  all  is 

was  the  speed  excessive?  If  it 
was,  then  the  injured  party  can 
recover  all  the  damages  he  sus 
tained.  If  it  was  not,  nothing  can 
lie  recovered,  no  matter  what  the 
damage. 

J  here  is  one  principle  of  law 
which  is  very  firmly  settled, 
though  many  motor  deliverv 
wagon  drivers  proceed  as  if  it  did 
not  exist.  It  is  that  if  a  motor 
driver  sees  that  a  horse  which  he 
is  appioaching  is  becoming 
frightened  and  may  take  flight,  it 
is  his  duty  to  stop  and  allow  the 


animal  to  quiet  down.  If  he 
doesn’t  do  that,  and  in  conse¬ 
quence  the  horse  does  take  fright, 
runs  away  and  does  damage,  the 
driver,  or  his  employer,  is  re 
sponsible,  though  he  would  not 
have  been  had  he  stopped  when 
he  first  saw  the  animal  was  up¬ 
set. 

I  happen  to  know  of  one  case  in 
which  a  wholesale  dealer  was 
compelled  to  pay  over  $3,000 
damages  to  a  person  whose  horse 
the  jobber’s  motor  wagon  had 
frightened.  The  horse  took 
flight  first  at  the  mere  sight  of 
the  truck,  which  as  I  have  ex¬ 
plained,  is  not  good  cause  for  a 
damage  suit,  and  if  the  chauffeur 
had  stopped  and  let  the  driver  of 
the  team  lead  the  animal  past, 
ther e  would  have  been  no  run¬ 
away  and  no  suit.  He  chose  to 
shoot  past  with  unslackened 
speed  and  the  horse  ran  away. 

The  same  statement  of  the  law 
applies  directly  or  indirectly  to 
any  kind  of  damage  which  a 
motor  delivery  wagon  can  do.  If 
the  cause  of  the  damage  was  the 
doing  by  the  vehicle  of  something 
which  was  right,  proper  and  pru¬ 
dent  to  do  at  the  time,  then  no 
damages  can  be  recovered. 

There  has  been  an  enormous 
increase  in  the  business  of  liabil¬ 
ity  insurance  companies  since  au¬ 
tomobiles  and  motor  delivery 
wagons  came  into  such  general 
use.  Hundreds  of  owners  are  tak¬ 
ing  out  policies  which  allow  them 
to  tui  n  over  all  their  damage 
suits  and  their  losses  of  any  char¬ 
acter,  to  some  insurance  company. 

I  he  insurance  is  expensive,  but 
affords  a  very  comfortable  protec¬ 
tion.  The  rates  are  about  as  fol- 
ows:  Insurance  against  fire  and 
theft,  2^4  per  cent,  of  the  value  of 
the  vehicle;  against  fire  alone, 

?er  cent. ;  liability  insurance,  that 
is  damage  done  to  persons,  up  to 
$10,000,  $ 35.00 ;  property  damage, 


that  is,  damage  done  to  other  pe 
son’s  property,  $11.25;  collisio 
damage,  that  is,  damage  done  t 
your  own  car  by  collision,  $65.01 
these  are  rates  in  what  are  ger 
erally  considered  the  best  com 
panies.  There  are  a  few  compar 
ies  who  will  shade.  At  the  highe 
rates,  the  cost  of  covering  ever 
possible  contingency,  for  on 
year,  to  the  owner  of  a  deliver 
wagon  costing  $1,000,  would  b 
around  $130. 

( Copyright ,  January,  1913,  by 
Elton  J.  Buckley .) 

Question  :  “B,”  Pa.— A  is  an  in 
ventor  of  a  device.  He  interest 
capital  in  an  Ohio  city  to  financi 
his  device — we  will  term  thi: 
company  B.  They  are  incorpo 
rated.  At  the  instigation  of  B,  P 
comes  to  a  Pennsylvania  city  anc 
shows  a  device,  claiming  it  is  pat 
ent  number  so  and  so  and  inter¬ 
ests  six  men  to  buy  the  right  t 


sell  it  in  the  State  of  Pennsy 
vania,  receiving  therefor  $3,50 
retaining  one-seventh  intere: 
himself.  To  interest  ttlie  Pent 
sylvania  people  he  offers  to  go  t 
the  Pittsburgh  district  and  se 
10  or  12  counties  for  $10,000.  H 
agi  ees  to  do  this  in  company  wit 
one  of  the  Pennsylvania  compar 
ies— we  will  call  the  Pennsylvani 
Company  C  for  convenience.  Th 
trio  worked  for  about  sixtee: 
weeks  to  effect  the  sale  am 
failed.  In  the  meantime  C  bough 
goods  to  the  amount  of  abou 
$1,100  from  B  for  demonstratioi 
purposes  and  paid  for  them.  I 
now  comes  to  pass  that  the  good 
shown  C  and  shipped  by  B'  to  ( 
are  not  patented,  that  the  pateiv 
number  covers  an  entirely  differ 
ent  device  and  the  device  showr 
and  sold  C  is  not  even  now  pat¬ 
ented.  The  damage  to  C  is  evi¬ 
dent,  covering  expense  of  one 
man  for  the  time,  also  purchase 
price  of  the  device  and  the  State 
right. 

Now  what  recourse  has  C  on 
B?  B  is  in  Ohio.  The  sale  was 
made  in  Pennsylvania. 

\  our  discussion  will  be  appre¬ 
ciated. 

It  may  be  well  to  add  that 
while  A  was  working  to  interest 
C  the  president  and  secretary  of 
B  came  to  Pennsylvania  to  lend 
every  possible  encouragement 
and  assistance. 

Answer.— This  is  a  fraud,  or 
equivalent  to  a  fraud,  either  on 
A’s  part  or  B’s,  possibly  on  the 
part  of  both.  They  have  sold  to 
C,  the  Pennsylvania  company,  for 
a  substantial  sum  of  money,  the 
license  to  sell  a  patented  artic 
in  Pennsylvania.  As  a  matter  « 
fact  they  had  no  license  to  se! 
for  there  was  no  patent  behin 
the  license.  C  has  both  civil  an 
criminal  action  against  A  and  I 
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Written  for  the  "Grocery  World  and  General  Merchant.” 

Would  Producers  Treat  Consumers  as 
Honestly  as  Grocers  if  They 
Sold  Them  Direct? 

Washington  Contributor  Tells  How  His  Pastor,  Who  Raises 
Chickens  and  Sells  Eggs  to  His  Friends,  Deliberately  or 
Ignorantly  Tried  to  Overcharge  a  Customer  Ten  Cents  a 
Dozen  for  Fresh  Eggs. 


I  action  to  recover  its  $3,500 
all  other  damages,  and  crim- 
to  punish  them  both  for  their 

d. 

0TE. — Requests  for  informa- 
in  this  Department  should 
;ly  set  out  in  full  all  the  facts 
■ing  on  the  case,  and  all  ques- 
s  should  be  carefully  framed 
i void  misconstn  tion.  Write 
one  side  of  the  sheet  only. 
:ers  should  be  received  at  this 
e  not  later  than  Tuesday  of 
1  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
signature  and  address  of  the 
er  must  accompany  all  in- 
ies,  and  will  be  published  un- 
there  is  a  request  not  to  do 
All  inquiries  received  will  be 
ivered  without  charge.  Ad¬ 
is  all  communications  to  Legal 
tor  “Grocery  World  and  Gen- 
.  Merchant.” 


lalifornia  cauliflower  is  coming 
Eastern  markets  at  $1.75  Per 
te.  The  quality  is  good  but 
demand  slow. 


'lorida  tangerines  are  stiffer, 
[  range  from  $3  to  $4  per  strap, 
ere  is  an  active  demand  for 
)d  fruit. 


At  this  time  when  so  much  is 
offered  as  solutions  to  the  cost  of 
living,  and  doing  away  with  the 
middlemen  seems  to  be  one  of  the 
pet  schemes,  an  instance  came  to 
my  notice  last  week  which  to 
my  mind  represents  one  of  the 
drawbacks  to  the  successful  oper¬ 
ation  of  the  “producer  to  con¬ 
sumer”  method. 

I  am  a  Methodist,  superintend¬ 
ent  of  a  Sunday  School,  and  last 
Saturday  after  a  meeting  of  the 
pastors  and  superintendents  of 
this  city  to  arrange  for  the  enter¬ 
tainment  of  delegates  to  a  con¬ 
vention  to  be  held  here,  one  of 
the  ministers  residing  in  the  city 
said  to  another  who  resides  in  the 
suburbs,  and  as  a  pastime  devotes 


some  of  his  surplus  energy  to 
poultry  growing,  that  since  he 
was  to.entertain  several  delegates 
he  might  bring  him  in  some  eggs, 
and  asked  the  price,  to  which  the 
minister  in  the  suburbs  replied, 
“same  as  last,  40  cents.” 

Knowing  the  price  of  eggs  had 
declined,  my  pastor  asked  me 
what  I  was  selling  them  for  and 
I  told  him  30  cents. 

I  think  this  fairly  represents 
the  way  the  average  producer 
would  keep  up  with  the  market 
when  it  was  on  the  decline,  and 
the  way  he  would  “put  it  over" 
on  his  customer  who  he  thought 
would  stand  for  it.  The  producer 
of  these  eggs  certainly  was  too 
intelligent  not  to  know  that  the 


open  winter  had  caused  an  un¬ 
usual  production  of  eggs,  that  the 
storage  market  had  broken,  and 
the  wholesale  price  was  not  over 
25  cents. 

This  element  in  human  nature, 
from  which  neither  the  clergy  nor 
laity  seem  free,  would  work  more 
hardship  on  the  consumer  than 
the  competition  in  this  business 
will  permit.  B. 

Washington,  D.  C., 

January  23,  1913. 


Florida  oranges  are  doing 
somewhat  better.  Average  fruit 
ranges  from  $2.25  to  $3  per  box, 
and  fancy  Indian  River  fruit  $3  to 
$3.50.  Good  fruit  is  wanted. 


TKLL  YOUR  CU8TOMRRS  THAT 

RAE’S 

Lucca  Olive  Oil 

is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 

8ressed  olives,  grown  in  Tuscany,  Italy, 
le  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  wiU  not 
only  please  them  but  you  will  buUd  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

EL  Kellogg  &  Sons 

Philadelphia 


After  you’ve  done  a  day’s  business,  a  week’s 
business,  a  month’s  business,  a  year’s  business 
and  paid  for  the  goods  you’ve  bought  and  paid 
your  CLERKS  and  your  RENT  and  your 
OTHER  EXPENSES— WHAT  is  left  for  YOU  ? 
When  you’ve  sold  a  thousand  dollars’  worth  of 
goods  how  much  profit  have  you  made  ?  What’s 
the  use  of  selling  the  goods  if  you  DON’T 
KNOW  ?  How  do  you  know  you  haven’t  LOST 
MONEY  ?  We’ll  gladly  show  you  how  to  make 
a  profit,  how  to  be  sure  of  getting  it.  What  must  you  do?  Just  write  to  us  for  our  booklet  I  he  Bigness  of  Little 
Things.”  We’ll  send  it  FREE.  It’s  worth  $1,000  to  any  merchant  who  wants  to  make  more  money.  Do  you  ? 


What  do  you  find 


in  your  Cash  Drawer? 


Computing  Scale  Co.,  Manufacturers  Moneyweight  Scale  Co.,  Distributors 

Dayton,  Ohio  Chicago,  III. 

Philadelphia  Office:  111  North  Thirteenth  Street 
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large  bust,  mostly  below  his  b 
carrying  a  black  bag,  and  i 
wearing  a  fur-lined  overcoat,  lc 
again,  because  it’ll  be  me  and 
scheme. 


Speaking  about  these  dynamite 
cases  where  these  iron  bridge  fel¬ 
lows  blew  up  places  that  wouldn’t 
hire  union  help,  why  wouldn’t  it 
be  a  great  scheme  to  put  business 
on  a  blowing-up  basis? 

You  know  the  scheme  is,  if  you 
can’t  get  what  you  want  by  ar¬ 
guing  with  a  man  and  coaxing 
him,  to  blow  it  out  of  him  with 
dynamite. 

That  scheme  looks  sure  good  to 
me,  in  a.  business  way. 

I’ve  worked  on  certain  people 
for  years  trying  to  sell  ’em  the 
best  goods  made.  My  goods,  I 
mean.  Nothing  doing;  I  can’t 
make  ’em  see  it  no  matter  what  I 
do.  I’ve  even  offered  to  let  ’em 
kiss  me  if  they’d  give  me  an  order. 
Even  that  didn’t  seem  to  get 
over. 

Now  1  have  a  hunch  that  if  I 
went  to  those  fellows  with  a  bag 
of  dynamite  and  told  ’em  I'd  blow 
’em  up  if  they  didn’t  come  across, 
I’d  get  a  bully  big  order  and  I’d 
get  it  quick. 

(If  I  keep  thinking  about  this 
thing  much  longer,  begum,  I’ll  do 
it!) 

Why  it  could  be  carried  out  all 
along  the  line.  Say  I  get  an  or¬ 
der  that  way  out  of  John  Jones, 
retail  grocer.  John’s  books  are 
full  of  dead  beat  accounts  so  old 
that  the  ink’s  begun  to  fade  on 
’em.  All  right,  John  borrows  my 
bag  of  dynamite  and  starts  out. 
“Mrs.  Skinner,  I’ve  come  about 
my  bill.  You  pay  it  in  five  min¬ 
utes  or  I’ll  blow  up  your  hen 
roost.” 

Mother  Skinner  would  dig 
down  and  get  the  money  if  she 
had  to  sell  her  teeth. 

Then  maybe  some  of  her  board¬ 
ers  have  been  slowing  up  and  it 
looks  as  if  they  might  be  getting 
ready  to  make  a  quick  get  away, 
with  a  trunk  of  bricks  left  behind 
in  their  rooms  as  security. 

So  she  takes  the  bag  of  dyna¬ 
mite  and  tells  ’em  she’ll  blow  the 


Here’s  the  Biggest  Idea  Yet. 

pants  off  ’em  if  they  don’t  come 
across  in  one  minute.  Gee  whiz, 
but  the  coin  would  pass  so  quick 
it  would  burn  the  madam’s  hand. 

Gee,  but  it’s  a  peach  of  a 
scheme ! 

1  wouldn’t  be  surprised  if  one 
bag  would  do  for  a  whole  town 
without  being  fired  once. 

I’d  lend  it  to  any  $25  clerk  who 
was  only  getting  nine.  That  is, 
I’d  lend  it  to  him  if  he’d  gimme  a 
percentage.  See  how  big  the 
thing  gets  as  you  get  into  it? 
I’m  a  big  man  wasted  on  the  road 
— I  ought  to  be  in  jail,  that’s 
where  I  ought  to  be. 

It  ain’t  right  that  these  people 
are  alowed  to  stand  up  and  hear 
all  your  peachy  arguments  and 
then  turn  you  down.  After 
you’ve  given  ’em  all  you  got  you 
ought  to  have  some  way  of  mak- 
g  ’em  behave.  For  their  own 
good.  Why  after  I  had  dynamited 
John  Jones  into  handling  my 
goods,  he’d  be  so  glad  he’d  want 
me  to  board  at  his  house  every 
time  I  came  to  town. 


Jail?  Who  said  jail?  Pooh 
pooh  for  jail!  What  if  somebody 
did  grab  me  and  put  me  in  jail? 
I  wouldn’t  be  there  long;  they’d 
take  me  out  the  next  day  and 
make  me  head  boarder  in  the  best 
lunatic  asylum  in  the  State. 

That’s  the  biggest  thing  about 
the  scheme — it  fixes  up  your  fu¬ 
ture. 

I’m  going  to  try  it,  anyway — 
it’s  too  good  to  pass  up.  If  you 
see  a  big  handsome  gent  with  a 


Ouch !  Ouch !  I’ve  been  stui 
Read  this  while  I  fan  the  wa 
spot : — 


My  Dear  “Stroller.” 

It  is  all  very  well  to  read  “Tt 
Stroller’s”  column  every  week,  bi 
after  a  while  it  gets  monotonous  1 
have  all  the  talking  on  one  sid 
After  reading  your  1st  of  Januar 
resolves,  I  wish  you  had  added  or 
more 

Resolved,  I  will  tell  no  tnoi 
stories  which  leave  a  bad  taste  i 
the  mouth  or  which  do  not  loo 
well  in  print. 

About  the  1st  of  January  ne> 
year  you  might  add  this  one : — 

Resolved,  I  will  use  a  little  lei 

slang. 

You  know,  “Stroller,”  when  w 
agree  with  you  we  are  apt  to  sa 
nothing,  but  when  you  stroke  th 
wrong  way  then  we  make  a  fuss. 

We  don’t  bother  you  very  oftet 
do  we  ? 

Yours  very  truly, 

A.  L.  Woodruff. 
Berlin,  Conn.,  Jan.  7,  1913. 

The  Stroller 


And  maybe  if  he  petted  me  I’d 


do  it. 

There  ain’t  a  thing  like  dyna¬ 
mite  for  making  a  fellow  change 
his  mind  and  do  the  square  thing 
by  you. 

That’s  where  the  bridge  dyna¬ 
miters  fell  down.  When  a  builder 
wouldn’t  do  what  they  wanted 
they’d  blow  him  up — but  they 
wouldn’t  go  tell  him  it  was  them 
that  did  it.  Don’t  you  get  me? 
He  never  knew  for  certain ;  he 
thought  it  might  be  some  of  his 
wife’s  folks,  so  he  didn’t  do  what 
the  dynamiters  wanted  after  all. 

There  wouldn’t  be  anything 
like  that  in  my  scheme.  I’d  tell 
a  man  who  wouldn’t  give  me 
business  that  I  was  going  to  blow 
him  up,  then — if  I  didn’t  get  the 
order,  although  I  would — I’d  go 
ahead  and  do  it,  and  then  I’d  go 
tell 

order.  See? 


One  of  the  most  unique  lectures 
ever  delivered  in  Philadelphia 
was  that  of  Thomas  Martindale, 
the  well-known  grocer,  in 
Witherspoon  Hall  last  Tuesday 
evening.  It  was  unique  because, 
unlike  most  lectures,  it  was  born 
of  pure  generosity.  The  subject 


ness  of  three  women  who  live  r 
the  Yukon  country  over  tc 
hundred  miles  from  a  doct- 
Several  good  pictures  w»< 
shown ;  also  game  trophies.  T  ( 
lecturer  kept  a  thousand  people] 
all  ages  and  temperaments  qu  1 
and  deeply  interested  for  neay 
two  hours  and  a  half,  which  s 
truly  some  achievement. 


The  following  committee  1  s 


was  “Hunting  in  the  Upper 


him  I’d  done  it — and  get  the 


Yukon.”  Mr.  Martindale  spent 
three  months  in  that  country  last 
fall  and  saw  so  many  interesting 
things  that  he  thought  his  friends 
might  be  equally  interested.  So 
he  rented  one  of  the  largest  halls 
in  the  city  at  his  own  expense, 
and  gratuitously  presented  a 
most  interesting  story  to  the 
friends  who  gathered  there.  The 
hall,  incidentally;  was  filled.  The 
lecture  was  typically  Martindale. 
Pie  stood  on  the  platform  and 
talked  to  his  thousand  auditors 
exactly  as  he  would  have  talked 
to  a  handful  in  his  own  library. 
The  lecture  lasted  over  two  hours 
and  every  word  was  interesting. 
It  was  quite  different  from  the 
cut  and  dried  travelogue,  being  a 
recital  of  the  little  human,  though 
pregnant  incidents  of  the  trip. 
Perhaps  the  best  part  of  all  was 
the  description  of  the  resourceful- 


been  named  during  the  week  0 
push  the  Canned  Goods  Wek 
campaign:  James  Hewitt,  cha- 
man,  H.  Kellogg  &  Soil 
Thos.  Roberts,  Jr.,  of  Thos.  Ro4 
erts,  Jr.,  &  Co.  ;  John  S.  Engart,>f 
Mitchell*  Fletcher  &  Co. ;  Reo 
Schoch,  secretary  Girard  Whoa 
sale  Grocery  Co. ;  J.  A.  Edgr, 
Frankford  Wholesale  Grocty 
Co.;  IT.  J.  Moffat,  Acme  Tea  C., 
and  John  J.  Hallowed,  T.  1 
James  &  Co. 


The  “Grocery  World  and  Ge- 
eral  Merchant”  obtained  a  dozn 
of  the  fresh  eggs  which  te 
women  of  the  Housewivs’ 
League  are  selling  at  27  cents  jr 
dozen,  and  had  them  candhl. 
They  are  Southwestern  eggs  a  I 
if  they  make  the  average  loss  1 
candling,  are  worth  at  wholes;e 
about  23  cents. 


Florida  eggplants  range  frci 
$2  to  $2.25  per  crate  and  are  i 
fair  demand. 
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the  grocery  markets 


Tea. 

rhe  tea  market  has  shown  no 
mge  within  the  last  week, 
siness  is  fair  with  values  un- 
inged  throughout.  The  trade 
:  expecting  no  immediate 
ange  in  the  market  until  the 
w  season  opens. 

Coffee 

The  coffee  market  has  shown 
change  for  the  week.  The 
ide  are  still  more  or  less  uncer 
n  as  to  what  happened  to  the 
lorization  coffee,  but  it  is  cer- 
in  that  it  has  been  sold  and 
at  its  power  to  depress  the  mar- 
t  has  been  completely  neutral- 
;d.  All  grades  of  Rio  and  San- 
s  remain  unchanged  from  a 
eek  ago,  and  the  demand  is  very 
aall.  Milds  are  also  unchanged 
id  in  light  demand.  Java  and 
ocha  quiet  at  ruling  prices. 

Sugar. 

The  sugar  market  is  still  in 
ined  to  be  weak,  although  no 
dual  change  has  occurred  dur- 
g  the  past  week.  Raws  show  a 
ight  shading,  but  refined  sugar 
quoted  at  4-60  for  granulated, 
1  refiners  being  now  on  the 
ime  basis  for  city  trade,  some, 
owever,  quoting  slightly  less  for 
ut-of-town  trade.  Domestic  beet 
ranulated  is  still  offered  around 
.40.  The  demand  for  refined 
near  is  fair. 


changed.  California  canned  goods 
in  moderate  demand  at  un¬ 
changed  prices;  small  Eastern 
staple  canned  goods  in  light  sea¬ 
sonable  demand  at  ruling  quota¬ 
tions. 

Fish. 

The  market  for  Norway,  Irish 
and  shore  mackerel  has  been  un¬ 
changed  during  the  week,  moder¬ 
ate  demand  being  reported.  Cod, 
hake  and  haddock  quiet,  steady  to 
firm  in  price.  Salmon  is  un¬ 
changed.  There  is  some  inquiry 
for  pink,  but  the  market  is  mostly 
in  buyer’s  favor.  Sardines,  both 
domestic  and  imported,  are  un¬ 
changed.  Demand  moderate.  Im¬ 
ported  sardines  are  steady  to  firm 
by  reason  of  shortage  in  supply. 


mand.  Storage  stocks  are  light 
and  fancy  cheese  seems  unlikely 
to  make  any  material  change  in 
price.  Under  grades  are  a  little 
more  plentiful  and  are  not  quite 
so  firm  as  the  better  grades. 

Provisions. 

All  grades  of  smoked  meats  are 
steady  and  unchanged  and  with 
only  a  moderate  consumptive  de¬ 
mand.  Pure  lard  is  firm  and 
wanted  at  an  advance  of  Jd  cent 
over  a  week  ago.  Compound  lard 
is  unchanged.  There  is  only  a 
moderate  demand.  Barreled  pork 
is  steady  and  unchanged,  as  are 
dried  beef  and  canned  meats. 


Syrup  and  Molasses. 

Glucose  advanced  five  points 
iring  the  week,  but  compound 
rup  did  not  advance  with  it  as 
ual.  The  demand  for  com- 
mnd  syrup  has  been  greatly  in 
rfered  with  by  the  warm 
eather.  Sugar  syrup  and  mo 
sses  are  entirely  unchanged  and 
moderate  request. 

Canned  Goods. 

The  tomato  market  is  nomi- 
ally  unchanged,  although  there 
an  understanding  that  certain 
iterests  are  shading  somewhat, 
ut  in  most  instances  this  is  un- 
oubtedly  on  offerings  below 
tandard  quality.  Future  toma 
aes  are  unchanged  and  in  light 
equest.  Corn  and  peas,  both 
pot  and  future,  are  unchanged 
nd  in  light  demand,  with  the  ex- 
eption  of  cheap  corn,  which  is 
wanted.  Apples  quiet  and  un 


INDIVIDUAL  MARKET  REPORTS. 


Dried  Fruits. 

Prunes  are  unchanged  over  a 
week  ago  and  in  light  demand. 
Peaches  and  apricots  steady  to 
firm  but  quiet.  Raisins  in  light 
demand  at  unchanged  prices ;  cur¬ 
rants  ditto.  Other  dried  fruits 
show  no  change  and  light  de¬ 
mand. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  from  a  week  ago  and  in 
fair  demand,  as  are  marrows. 
California  limas  also  show  no 
change.  In  moderate  request 
Green  and  Scotch  peas  are  un¬ 
changed  and  dull. 

Butter. 

The  consumptive  demand  for 
butter  is  absorbing  all  of  the  re¬ 
ceipts  on  arrival  and  the  market 
is  healthy  at  unchanged  prices. 
Medium  and  low  grades  of  butter 
are  in  slow  sale  and  seem  to  be 
accumulating  somewhat.  No  im¬ 
mediate  increase  in  the  make 
seems  likely. 

Eggs. 

The  demand  for  fresh  eggs  is 
absorbing  the  entire  supply  as 
fast  as  it  arrives.  There  has  been 
very  favorable  weather  for  a  large 
egg  production  and  prices  are 
therefore  on  a  very  moderate 
basis.  Unless  some  cold  winter 
weather  develops,  no  material  ad¬ 
vance  is  likely. 

Cheese. 

The  cheese  market  remains 
steady  at  unchanged  prices,  with 
only  a  moderate  consumptive  de 


Imported  Fish  Specialties. 

Imported  Oil  Sardines. — The 
sardine  situation  in  France  pre¬ 
sents  at  this  present  moment  a 
very  serious  aspect.  There  is  a 
lock-out  on  the  part  of  the  manu¬ 
facturers — all  factories  having 
closed,  and  will  not  resume  oper 
ations,  that  is  the  making  of  the 
tins,  etc.,  until  they  have  come  to 
some  proper  understanding  with 
the  fishermen.  It  seems  that  the 
manufacturers  in  France  consider 
the  attitude  of  the  fishermen  an 
unreasonable  one.  They  have  re¬ 
stricted  the  catching  of  the  fish 
during  the  past  seasons  so  as  to 
be  able  to  get  big  prices  for  their 
catches,  and  this  has  worked  very 
serious  injury  not  only  to  the 
manufacturers,  but  to  the  French 
sardine  trade  in  general.  The 
writer  of  this  report,  our  Mr. 
Gustav  Porges,  has  just  returned 
from  Paris  where  he  has  had  a 
meeting  with  one  of  the  principal 
packers  of  sardines,  who  had 
gone  to  Paris  to  have  an  inter¬ 
view  with  the  prefect  of  the  sar¬ 
dine  producing  districts  in  regard 
to  the  situation.  It  is  hoped  that 
some  kind  of  a  settlement  will  be 
effected  shortly  so  as  to  relieve 
the  situation.  There  are  practi¬ 
cally  no  French  sardines  to  be 
had.  Market  is  absolutely  bare. 

In  Portugal  some  little  fishing 
has  taken  place,  but  not  enough 
has  been  packed  to  cover  the  de¬ 
mand  entirely.  To  cap  the  cli¬ 
max,  the  fishing  in  Norway  has 
been  abnormally  bad.  Hardly 
any  fish  has  been  taken  during 
the  winter  months,  and  if  the  now 
prevailing  stormy  weather  con¬ 
tinues  there  is  very  little  chance 
of  more  fish  being  taken.  There 
is  not  a  manufacturer  in  Norway 
who  has  been  able  to  fill  con¬ 
tracts. 


The  stocks  here  are  very  unim¬ 
portant  and  the  situation  is  seri¬ 
ous.  Already  prices  have  been 
advanced  all  along  the  line,  and  if 
no  further  supplies  are  forthcom¬ 
ing,  prices  are  bound  to  advance 
quite  considerably. 

To-day  we  have  reports  from 
France  that  the  catch  of  sprats  is 
one  of  the  poorest  on  record,  and 
that  prices  for  this  commodity 
also  must  be  advanced  if  the 
manufacturers  should  not  be 
packing  at  a  loss.  All  in  all  it 
seems  that  prices  for  sardines 
must  show  an  advance  in  the  very 
near  future. 

Salt  Fish. — Market  is  fairly  sat¬ 
isfactory. 

Holland  Herring  are  selling  in 
hand-to-mouth  quantities,  the 
buyers  not  caring  to  stock  up  ow¬ 
ing  to  the  mild  weather.  Natu¬ 
rally  during  the  mild  weather 
fresh  herring  is  plentiful  and  con¬ 
sequently  salted  mackerel  are  in 
rather  poor  demand  and  prices 
very  much  in  buyer’s  favor. 

Scotch  herring  are  rather 
scarce  and  in  good  demand. 

Another  article  where  the  fish¬ 
ing  has  proved  almost  a  total 
failure  is  Tunny  fish.  There  is 
very  little  to  be  had  and  prices 
are  very  high,  but  even  at  the 
high  price  very  little  can  be  se¬ 
cured. 

Strohmeyer  &  Arpe  Co. 
New  York,  N.  Y. 


Spices. 

The  market  has  been  very  ac¬ 
tive,  Cassias  particularly  being  in 
demand.  Mace  and  red  peppers 
are  also  selling  well.  The  ques¬ 
tion  of  a  duty  on  spices  is  also 
to  be  taken  into  consideration. 
The  trade  generally  is  opposed  to 
a  duty  on  spices.  If  said  duty  is 
placed,  it  means  higher  prices 
throughout  the  list. 

Pepper  unchanged  during  the 
week,  though  Lampong  is  slightly 
higher  here.  White  peppers  are 
in  good  demand. 

Red  Peppers.  Mombassas  sell¬ 
ing  well  at  full  prices.  Other 
grades  are  steady.  It  is  reported 
the  Japanese  crop  will  be  short. 

Cloves  continue  firm  and  in 
good  demand.  Higher  prices 
probable. 

Pimento  (Allspice)  firm  but 
unchanged.  There  is  a  large  spot 
demand. 

Mac  e. — Better  grades  are 
scarce  and  in  good  demand. 
Prices  firmly  maintained. 

Nutmegs  are  very  much  firmer 
and  higher  prices  are  anticipated. 

Cassias  in  good  demand.  Prices 
are  slowly  advancing,  especially 
Saigon  and  China  grades. 
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Gingers. — African  grade  firmer 
and  somewhat  higher.  Other 
grades  unchanged. 

Tapiocas  active  at  steady 
prices. 

Paprikas. — Both  Hungarian  and 
Spanish  in  fair  demand  at  un¬ 
changed  prices. 

Seeds,  Herbs,  Etc. — Celery  and 
canary  show  sharp  advances,  due 
to  actual  demand  and  limited  sup¬ 
plies.  Both  articles  likely  to  go 
higher.  Caraway  and  poppy  prac¬ 
tically  unchanged  during  the 
week. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Standard  Canned  Goods. 

Trading  in  spot  tomatoes  last 
week  was  less  than  it  was  during 
the  week  previous,  and  the  mar¬ 
ket  has  developed  an  easier  feel¬ 
ing  because  of  it.  Holders  of  or¬ 
dinary  quality  tomatoes  are  wil¬ 
ling  to  part  with  them  at  lower 
prices,  and  the  offerings  of  that 
class  of  goods  tend  to  weaken 
the  market  for  the  strictly  stand¬ 
ard  grade.  The  remarkably  mild 
weather  up  to  this  date  permits 
of  the  shipping  of  canned  goods 
without  the  danger  of  freezing  on 


the  road,  and  the  canners  are 
taking  the  view  that  an  early 
spring  will  give  them  a  longer 
time  in  which  to  market  their 
holdings.  The  can  manufactur¬ 
ers,  box  makers,  and  in  fact  near¬ 
ly  all  the  dealers  in  supplies  for 
the  canning  business,  have  an¬ 
nounced  advances  in  prices  for 
their  wares  for  the  season  of  1913, 
and  the  problem  of  getting  suffi¬ 
cient  canning  house  labor  will  be 
a  serious  factor  in  the  coming 
season.  Intending  buyers  neec 
have  no  fear  of  a  slump  in  the 
market  prices  of  strictly  standard 
quality  tomatoes  below  the  pres¬ 
ent  level.  Of  course  the  usual 
fluctuations  will  occur  during  the 
next  six  months,  and  bargains 
picked  up  at  any  recession  in  the 
prices  will  show  the  buyer  no 
loss. 

The  inquiries  for  information 
concerning  the  offerings  of  toma¬ 
toes  for  future  delivery  are  num¬ 
erous  enough  to  cause  expecta¬ 
tions  of  activity  in  that  line  be¬ 
fore  long,  but  up  to  this  date  the 
actual  buying  orders  are  conspic¬ 
uous  by  their  absence,  though  the 
prices  at  which  they  can  be 
bought  are  within  reason.  The 


How  the  Valorization  Coffee  Was  Sold 


Went  Out  to  Seventy-eight  Buyers  in  Twenty  States  on  Very 
Favorable  Terms.  Did  Not  Affect  the  Market.  Old  Crop 
Coffee  and  Commanding  a  Premium  Over  Current  Crop 
Coffee. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  received  some  au¬ 
thentic  information  during  the 
week  as  to  the  sale  of  the  nearly 
a  million  bags  of  Rio  and  Santos 
coffee  which  the  valorization  in¬ 
terests  had  been  holding  off  the 
market.  It  will  be  remembered 
that  the  United  States  Govern¬ 
ment  agreed  to  drop  ■  its  suit 
against  them  for  restraint  of 
trade,  if  they  would  sell  the  held 
coffee  in  the  open  market.  There 
has  been  considerable  speculation 
as  to  whether  this  was  being 
done  or  not,  and  if  so,  to  whom 
and  how.  All  sorts  of  rumors 
have  been  current  about  it,  but 
the  fact  has  remained  that  the 
dumping  of  nearly  a  million 
bags  of  coffee  on  the  market  did 
not  affect  prices  in  the  slight¬ 
est  degree;  in  fact,  just  about 
the  time  the  sale  was  being 
made  the  market  advanced 
slightly. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  learns  that  the 
sale  of  this  coffee  was  arranged 
and  manipulated  by  the  same 


large  coffee  interests  who  held 
the  coffee  before  as  agents  for 
the  Brazilian  valorization  people. 
These  holders  parcelled  the  coffee 
out  to  seventy-eight  buyers  in 
twenty  States,  selling  on  uniform 
terms  so  that  the  market  would 
not  be  disturbed.  That  it  was  not 
disturbed  is  evidence  of  the  com¬ 
pleteness  of  their  control.  Spe¬ 
cial  and  unusual  terms  were 
given  to  all  who  bought. 

This  old-crop  Santos  coffee  is 
of  course  much  superior  to  cur¬ 
rent  crop,  and  the  holders  will 
make  an  additional  profit  there. 
Not  only  is  it  better  in  the  cup, 
but  it  has  dried  out  and  shrinks 
3  to  4  pounds  to  the  bag  less  in 
roasting.  This  is  why  one 
grade  of  this  valorization  coffee 
has  been  sold  at  17J4  cents  whole¬ 
sale,  against  1714  cents  for  new- 
crop  Santos  of  approximately  the 
same  grading. 

The  million  bags  of  valoriza¬ 
tion  coffee  will  not  reduce  prices 
any  unless  the  second  hands 
holders,  who  now  have  it,  want  to 
sell  it  below  their  cost. 


growers  have  already  begun  to 
agitate  the  question  of  higher 
prices  for  the  raw  material  next 
summer,  but  that  is  all  a  part  of 
the  play.  They  will  simmer 
down  by-and-by.  The  question 
of  getting  labor  will  prove  to  be 
more  important. 

During  last  week  there  was 
very  little  business  done  in  the 
other  lines  of  canned  vegetables, 
and  the  price  changes  were  un¬ 
important.  Straight  carload  or¬ 
ders  for  any  of  the  items  in  the 
list  were  scarce.  Sweet  potatoes, 
spinach,  kraut,  baked  beans  and 
seconds  June  peas  were  ordered 
in  small  lots,  but  the  other  arti¬ 
cles  were  at  a  standstill. 

Pineapples  were  fairly  active  in 
a  small  way,  and  all  the  different 
grades  and  sizes  of  the  sliced 
fruit  are  gradually  being  cleaned 
up.  There  is  enough  of  the  grated 
fruit  to  take  care  of  any  reason¬ 
able  size  orders.  The  steady 
buying  of  pears  in  small  lots  has 
been  steadily  wearing  away  the 
stocks  here  because  of  the  low 
trices,  but  there  is  no  famine  as 
yet.  A  few  seconds  peaches  and 
some  apples  were  swapped  for  the 
money,  but  the  remainder  of  the 
ist  of  fruits  stayed  in  the  can¬ 
neries  last  week.  Some  attrac¬ 
tive  offerings  of  blackberries  are 
worth  attention  now  for  the 
spring  trade. 

Cove  oysters  continue  firm  as 
to  prices,  and  th  •  stocks  here  are 
light,  but  the  demand  for  them 
is  small  comparatively. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

Rice. 

The  demand  for  the  week  has 
shown  some  little  variation,  for 
while  it  opened  at  a  good  pace, 
the  movement  has  run  towards  a 
slower  scale,  and  many  have  ex¬ 
pressed  disappointment  that  the 
anticipated  active  January  ap¬ 
peared  to  have  “oozed”  out.  De¬ 
spite  the  lull,  however,  prices  are 
well  sustained,  with  every  good 
reason  for  continuance.  This  is 
especially  true  of  Japan,  which  is 
now  entering  into  more  active 
channels,  going  freely  to  those 
who  have  before  confined  their 
operations  entirely  to  the  Caro¬ 
lina  and  Honduras  sorts. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  note  enlarging 
activity,  and  there  is  no  apparent 
disposition  towards  anything  but 
strong  conditions.  At  New  Or¬ 
leans  the  situation  is  absolutely 
devoid  of  interest.  The  demand 
has  slowed  down,  and  though 
prices  are  strongly  maintained,  it 
seems  impossible  to  excite  any  in¬ 
terest  on  part  of  buyers. 

In  the  interior — Southwest 
Louisiana,  Texas  and  Arkansas — 
the  situation  is  without  change. 

It  is  said  that  the  planters’  hold¬ 
ings  have  practically  entirely 
passed  into  the  hands  of  the  mills, 
and  at  such  prices  for  the  rough 


that  the  mills  are  forced  to  mair 
tain  a  strong  front,  refusing  an 
concession  from  list. 

Cables  and  correspondenc 
from  abroad  note  more  inquir 
for  rough  rice  at  the  quotations 
“spot  cleaned”  more  doing;  “foi 
ward  Burma”  steady. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 


MARKET  NOTES. 

Florida  strawberries  are  plent 
and  good,  for  Southern  berrie: 
The  range  is  35  to  40  cents  pe 
quart,  and  the  demand  fair. 

New  Bermuda  potatoes  averag 
$6  per  barrel,  which  is  a  com 
paratively  low  price.  The  de 
mand  is  poor. 

Florida  salad  is  worth  $1  t< 
$1.25  per  hamper.  There  is  toi 
much  of  it,  and  the  demand  i 
poor,  though  the  quality  is  good 

Florida  tomatoes  are  wanted 
and  good  fruit  will  bring  $3.51 
per  crate.  Average  fruit,  how 
ever,  is  not  worth  over  $2.50. 

Florida  beans  range  from  $2  tc 
$3,  but  it  takes  good  small  younj 
beans  to  bring  $3. 

Florida  peas  are  scarce,  and 
small  one-third  barrel  basket  wi 
bring  $2.25.  The  demand  is  dul 


Twelve  Merchants  of  One  Towr 
Will  Change  to  Cash  Basis 

on  February  1st,  1913. 

' 

Round  Dozen  Osage  City  (Kan.)  Re 
tailers  Give  Public  Reasons  Why  The] 
Reached  this  Decision.  Promis* 
Customers  Benefit. 

Information  as  to  how  one  mer¬ 
chant  or  a  dozen  change  their 
business  from  a  credit  to  a  cash 
basis  is  always  interesting,  be¬ 
cause  such  a  change  is  a  delicate 
matter.  The  “Grocery  World  and 
General  Merchant”  has  come  into 
possession  of  a  copy  of  an  adver¬ 
tisement  which  a  number  of  the 
retail  merchants,  mostly  grocers, 
of  Osage  City,  Kan.,  have  just 
published  in  their  local  paper. 
The  advertisement  announces  a 
change  from  credit  to  cash  on  the 
part  of  twelve  stores,  and  the  text 
is  as  follows : — 

To  the  General  Public: — 

On  February  1,  1913,  all  the  un¬ 
dersigned  firms  will  make  a  change 
from  the  credit  system  of  doing 
business  to  an  absolute  cash  basis. 
This  action  is  taken  on  account  of 
the  great  demand  for  lower  prices, 
and  in  order  to  compete  with  cata- 
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rue  houses  and  cash  firms.  We 
ow  this  will  be  of  great  mutual 
nefit  to  the  public  and  believe  that 
adopting  this  standard  we  can 
rve  you  better,  for  these  reasons: 
First. — We  can  sell  merchandise 
a  lower  price  for  cash  than  we 
n  on  credit,  by  eliminating  book- 
eping,  time  used  for  collecting, 
:erest  paid  on  moneys  and  losses 
:urred  by  the  credit  system. 
Second. — We  can  buy  for  cash, 
iich  will  reduce  the  cost  of  all 
jrchandise  materially,  and  same 
11  be  sold  proportionately,  mak- 
1  it  profitable  for  you  to  buy  all 
ods  at  home. 

Third. — We  will  pay  you  the 
rhest  market  price  at  all  times  for 
ur  eggs,  butter  and  all  other 
oduce,  thus  creating  a  better  mar- 
t  in  Osage  City. 

Fourth. — The  new  ideal  of  the 
untry  has  demanded  this,  and  we 
e  compelled  to  come  to  this  cash 
sis  for  our  protection  and  an 
ual  benefit  to  the  public. 

Fifth.— The  mail  order  houses, 
th  their  great  advertisements  and 
ry  low-grade  of  goods,  has 
reed  this  movement  on  our  part, 
d  this  is  our  only  remedy  to  cope 
th  their  prices. 

We  realize  that  it  will  be  very 
lbarrassing  to  refuse  any  one 
edit,  but  it  is  absolutely  necessary 
at  we  sell  for  cash  only.  As  above 
ited,  we  can  sell  cheaper  for  cash 
an  on  credit,  which  will  help 
lve  the  present  problem  of  high 
st  of  living. 

We  want  your  confidence  and 
pport  and  wish  you  to  feel  that 
:  are  interested  in  your  welfare 
d  make  this  change  in  our  business 
ethod  for  your  benefit  as  well  as 
irs.  Thanking  you  for  your  past 
vors  and  kind  consideration  and 
usting  you  will  approve  of  our 
tion  by  continuing  your  business 
lations  with  us,  we  remain, 

Yours  truly, 

Aug.  E.  Johnson, 

E.  J.  Morgan, 

Gamba  Bros., 

George  Rauth,  Grocery, 

John  Prosser,  Meat  Market, 
Lundholm  &  Johnson, 

W.  R.  Goss, 

S.  &  E.  Balocca, 

Robert  Goss, 

Martin  Mussatto, 

Peterson  Cash  Grocery, 

Elof  Andreen, 


he  English  Ate  Our  Fruits  and 
Vegetables  at  Christmas  Time. 

American  consuls  in  England 
ort  a  good  trade  in  fruits  and 
fetables  from  this  country  dur- 
;  the  holiday  season,  especially 
London.  There  was  an  abun- 
it  supply  of  apples,  two  large 
isignments  from  Washington 
/ing  more  than  met  the  market 
Hands.  The  fruit  was  excel- 
it,  and  retailed  at  8  to  io  cents 
pound.  Apples  from  the  Ore- 
n  district  sold  at  $3  to  $3.50  a 
;e  of  40  pounds,  or  8  to  10  cents 
pound  retail.  California  seed- 
s  oranges  in  cases  of  about  126 
Id  at  $4.40.  Best  pineapples,  of 
iich  there  is  a  good  supply,  are 
irked  at  $1  to  $1.25  each.  Deli- 
:ies  in  vegetables  were  natu- 
ilv  high  in  price,  but  the  lead- 
j  firms  are  experiencing  a  good 
mand  for  them.  Asparagus  is 


retailing  at  $1.35  a  bundle,  new 
potatoes  at  6  to  12  cents  a  pound, 
and  sea  kale  at  38  cents  a  basket. 


Committee  Considers  Reduc¬ 
tions  in  More  Food  Tariffs. 

Big  Fight  Over  Lemon  Reduction  Asked 
for  Because  California  Growers  Have 
Built  Up  a  Tariff  Trust.  Lower  Duty 
on  Canned  Pineapple  Also  Asked  For. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.’’ 

Washington,  D.  C., 

January  23,  1913. 
The  House  Ways  and  Means 
Committee  has  been  hearing  more 
evidence  during  the  week  on  the 
proposed  reductions  in  the  tariffs 
on  imported  food  products. 

The  Democrats  favor  putting 
lemons  on  the  free  list,  claiming 
that  the  California  lemon  grow¬ 
ers,  under  tariff  protection,  have 
built  up  an  expensive  monopoly. 
The  California  interests  had  sev¬ 
eral  people  testify  before  the 
committee  that  even  a  reduction 
in  the  tariff,  not  to  speak  of  its 
complete  repeal,  would  be  a 
heavy  blow  to  the  California  fruit 
industry. 

The  Italian  Chamber  of  Com¬ 
merce  has  filed  a  brief  with  the 
committee  asking  for  a  reduction 
in  the  lemon  duty,  on  the  ground 
that  it  practically  excludes  Italian 
lemons  from  the  United  States. 

A  petition  was  also  presented 
asking  for  a  reduction  in  the  pine¬ 
apple  duty  to  20  per  cent.,  instead 
of  35  per  cent,  and  1  cent  per 
pound  ad  valorem.  The  petition 
is  aimed  at  canned  Hawaiian 
pineapple,  which  the  petitioners 
say  has  practically  secured  a 
monopoly  by  reason  of  the  tariff. 

Several  spice  manufacturers, 
among  them  E.  W.  Durkee,  of 
New  York,  and  R.  A.  McCormick, 
of  Baltimore,  made  requests  of 
the  committee.  Mr.  Durkee 
wanted  unground  spices  admitted 
free  and  the  present  duty  retained 
on  ground  spices.  Mr.  McCor¬ 
mick  made  practically  the  same 
request. 

The  Southern  Rice  Growers’ 
Association,  composed  of  i,525 
members  in  Louisiana,  1,020  in 
Texas  and  404  in  Arkansas,  had 
representatives  present  to  urge 
the  retention  of  the  present  tariff, 
so  that  the  American  growers 
would  be  spared  the  competition 
of  cheap  oriental  labor. 

Various  persons  were  also  pres¬ 
ent  to  ask  reductions  in  the  duty 


on  macaroni,  vermicelli  and 
cheese. 

Evidence  was  also  heard  in 
favor  of  a  lower  duty  on  Bermuda 
vegetables  and  in  favor  of  a  re¬ 
tention  of  duty  on  fish  products, 
the  latter  being  given  by  the  New 
England  fish  interests. 

Holt. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  <5*  Davis,  Washington 
Patent  Attorneys,  report,  this  week,  the 
grant  of  the  following  patents: — 

Washington,  D.  C.,  Dec.  31,  1912. 

1,048,674.  Protective  preservative 
wrapping  for  food  products.  J.  J.  Fitz¬ 
gerald,  Chicago,  Ill.  (two  patents). 

1,048,766.  Strainer  for  coffee  pots. 

G.  O.  Tucker,  Charleston,  Ill. 

1,049,133.  Display  rack.  F.  P.  Mur¬ 
phy,  Prince  Albert,  Saskatchewan,  Can¬ 
ada. 

1,049,196.  Display  apparatus.  H.  F. 
Bauer,  Longmont,  Col. 

Washington,  D.  C.,  Jan.  7,  1913. 

1,049,672.  Twine  holder.  R.  O.  Clark, 
Ralston,  Okla. 

1,049,726.  Display  rack.  W.  M. 

Johnson,  Bloomfield,  Iowa. 

1,049,821.  Bag  holder.  J.  H.  Devini, 
Cleveland,  Texas. 


Washington,  D.  C.,  Jan.  14,  1913. 

1,050,115.  Change  letter  sign  W.  El¬ 
lison,  Roosevelt,  N.  Y. 

1,050,378.  Folding  shipping  crate.  J. 
F.  Myser,  Denver,  Col. 

1,050,644.  Combination  advertising  la¬ 
bel,  calendar  and  pen  wiper.  E.  Gjorup, 
Chicago,  Ill. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  62,118.  “Suffragette”  for 
chocolate.  Pennsylvania  Chocolate  Co., 
Pittsburgh,  Pa. 

Ser.  No.  64,770.  “Crisps”  for  wafers, 
cakes,  crackers  and  biscuits.  Sawyer 
Biscuit  Co.,  Chicago,  Ill. 

Ser.  No.  65,409.  “True  Blue”  for 
canned  goods.  Morris  Grocery  Co., 
Clarksburg,  W.  Va. 

Ser.  No.  66,965.  “Art  Nouveau”  for 
chocolates.  Borden’s  Condensed  Milk 
Co.,  New  York,  N.  Y. 

Ser.  No.  66,966.  “Beaux- Arts”  for 
chocolates.  Borden’s  Condensed  Milk 
Co.,  New  York,  N.  Y. 

Ser.  No.  66,967.  “Grand-Dame”  for 
chocolates.  Borden’s  Condensed  Milk 
Co.,  New  York,  N.  Y. 

Ser.  No.  67,003.  “Valdora”  for  can¬ 
dies.  Collins-McCarthy  Candy  Co.,  San 
Francisco,  Cal. 

Ser.  No.  67,019.  “Red  Feather”  for 
candy.  The  Owl  Drug  Co.,  San  Fran¬ 
cisco,  Cal. 

Ser.  No.  64,737.  “Cow  BoW  for 
canned  goods.  Hale-Halsell  Grocery 
Co.,  McAlester,  Okla. 


“The  Unholy  Alliance*’ 

For  several  months  the  weekly  grocery  column  of  the 
New  York  “  Journal  of  Commerce,”  written  by  Ellis  Howland, 
has  been  increasingly  peeved  over  what  it  calls  the  “  unholy 
alliance”  between  the  National  Retail  Grocers’  Association 
and  the  C.  M.  Wessels  Co.,  meaning  the  agreement  by  which 
the  latter  pays  a  part  of  its  profits  to  the  National  Association  in 
order  to  finance  it.  This  contract,  incidentally,  has  just  been 
renewed  for  a  further  term  of  three  years.  Mr.  Howland  is 
a  rotund  individual,  and  this  and  his  attitude  toward  the  plan 
of  the  National  Association,  has  inspired  the  following  by 
C.  M.  Wessels,  one  of  the  parties  thereto : 

No  matter  where  you  go  to-day, 

Even  if  at  home  you  stay, 

You’ll  hear  the  same  old  tuneful  lay— 

“The  Unholy  Alliance.” 

This  New  York  man,  with  generous  girth,  1 

Suggestive  of  a  coming  birth, 

Is  always  ready  to  arouse  your  mirth, 

With  “The  Unholy  Alliance.” 

He  eats  and  drinks  and  sleeps  with  it, 

And  he  doesn’t  care  a  little  bit 
If  he  gives  his  readers  a  nervous  fit 
With  “The  Unholy  Alliance.” 

He’ll  tell  you  about  it  until  he  dies, 

He’ll  bring  the  tear  drops  to  your  eyes, 

Even  Satan  will  hear  his  cries, 

About  “The  Unholy  Alliance.” 

The  “Journal  of  Commerce”  is  a  splendid  sheet, 

But  the  grocery  column  will  have  no  meat, 

If  forever  and  a  day  it  continues  to  treat 
“The  Unholy  Alliance.” 

When  the  gentleman  of  life  makes  full  surcease, 

And  the  slogan’s  read  over  him,  “Rest  in  peace,” 

Almost  everyone  will  regret  his  decease 
But  “The  Unholy  Alliance.” 

And'  when  his  horn  has  ceased  to  blow, 

And  he  leaves  for  where  lie's  bound  to  go, 

He’ll  unite  with  Beelzebub,  down  below, 

In  the  REAL  “Unholy  Alliance.” 
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Belvidere,  N.  J.,  Dec.  29,  1912. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — Having  been  an  in¬ 
terested  observer  of  your  depart¬ 
ment  for  a  number  of  years,  it 
would  only  seem  fair  to  occasionally 
submit  to  you  some  of  my  adver- 
ing  efforts  for  you  to  pass  judg¬ 
ment  upon.  Consequently,  I  am  in¬ 
closing  a  few,  which  have  been  run 
at  intervals  during  the  last  two  or 
three  years. 

I  am  a  printer  by  trade,  having 
served  as  assistant  foreman  and 
foreman  on  a  daily  paper  for  eleven 
years,  during  which  time  I  “set  up” 
numerous  advertisements,  and  will 
admit  that  there  is  room  for  im¬ 
provement  in  the  typographical  ap¬ 
pearance  in  most  of  them.  In  fact, 
although  I  have  been  out  of  the 
business  for  fifteen  years  and  am 
conscious  that  I  am  in  the  “has 
been”  class,  I  am  of  the  opinion 
that  I  could  still  give  them  a  more 
modern  typographical  appearance. 

Consequently,  as  this  is  a  matter 
over  which  I  have  no  control,  I  am 
more  interested  in  a  phraseological 
criticism  than  in  the  typography. 

Very  truly  yours, 

Harry  Searles. 

Mr.  Searles  sends  me  a  large 
and  very  interesting  batch  of  ad¬ 
vertisements,  some  small  single 
column  and  some  large  double 
column.  According  to  the  dates 
pencilled  on  the  margins,  some 
were  used  in  1910,  some  in  1911 
and  some  in  1912.  Three  of  the 
larger  ones  he  used,  he  says  in 
notes  written  on  the  margin,  to 
meet  a  new  Child’s  cut  store.  I 
shall  give  some  space  to  those  in 
another  issue. 

*  *  * 

I  may  be  mistaken,  but  from 
looking  over  these  advertisements 
I  get  the  impression  that  Mr. 
Searles’  1910  advertising  was  a 
little  better  than  his  1912  average. 
In  1910  he  seems  to  have  spent 
more  time  explaining  the  good 
qualities  of  his  goods  than  he 
spent  in  1912.  I  notice  that  the 
matter  he  has  used  in  1912  to  de¬ 
scribe  and  persuade  is  consider¬ 
ably  shorter  than  the  matter 
which  he  used  for  the  same  pur¬ 
pose  in  1912.  The  latter  adver¬ 
tisements  are  more  like  price¬ 
lists,  although  they  aren’t  price¬ 
lists  by  any  means  as  yet.  If  I 


can  judge  from  the  advertise¬ 
ments  themselves,  Mr.  Searles 
seems  to  have  been  content  to  ad¬ 
vertise  fewer  articles  in  1910  than 
in  1912.  Beyond  certain  limits, 
this  I  think  is  a  mistake,  but  it  is 
very  typical  of  the  modern  adver¬ 
tising  idea  that  as  much  ground 


as  possible  should  be  covered  in 
one  advertisement. 

*  *  * 

Here  is  one  of  Mr.  Searles’  1912 
advertisements,  which  I  pick  out 
as  fairly  typical.  It  filled  a  space 
about  11  inches  long  across  two 
columns : — 


Mr.  Searles  is  doing  good  a 
vertising.  He  is  able  to  put  th 
personal  element  in  it  which  giv 
it  virility  and  life.  I  believe 
using  the  first  person  singul, 
“I”;  it  makes  the  talk  a  straig 
one  from  the  merchant  to  his  cu 
tomer,  and  is  infinitely  strong 
than  “we”  or  “this  store,”  or  an 
thing  else,  in  fact.  I  consider  th 
good  advertising,  although 
could  be  considerably  improvi 
typographically.  A  good  mat 
of  the  letters  in  the  text  are  bad 
battered,  and  some  of  the  bol 
face  letters  are  also.  If  I  had 
good  brisk  enterprising  stoi 
such  as  I  don’t  doubt  Mr.  Searl 
has,  I  would  no  more  send  ba 
tered  type  out  to  represent  n 
than  I  would  send  a  salesm; 
with  no  crown  in  his  hat.  M 
Searles  says  the  typographic 
appearance  of  his  advertising  is 
matter  over  which  he  has  no  co 
trol ;  I  don’t  quite  agree  with  th; 
There  are  plenty  of  good  prir 
ers;  if  he  should  go  to  the  oi; 
who  is  now  doing  his  work  ail 
tell  him  that  if  he  didn’t  repla: 
his  worn-out  type  he  would  g: 
his  work  done  somewhere  elf, 
is  it  conceivable  that  the  print- 
would  let  him  go  for  a  few  d(- 
lars?  If  I  were  Mr.  Searles  i 
should  use  a  better  grade  f 
paper;  all  of  his  circulars,  even  ; 
far  back  as  1910,  appear  on  tla 
same  thin,  grey  paper.  I  imagi:: 
25  cents  a  thousand  sheets  woul 
improve  his  paper  very  obvious). 

*  *  * 

But.  the  reading  matter  part  f 
this  advertising  is  good  ail 

ought  to  get  results. 

• 

Note. — This  Department  is  c- 
voted  to  the  criticism  of  advert¬ 
ing  matter  sent  in,  to  the  devisig 
of  new  1  advertising  idea*  fr 
special  occasions,  upon  reque, 
and  to  the  suggesting  of  origiihl 
advertisements  when  data  is  su- 
plied.  All  communications  set 
in  for  this  Department  should  t 
addressed  to  the  Editor  of  Scien: 
of  Advertising.  They  will  i 
filed  in  their  order  and  taken  •» 
in  strict  rotation. 


Michigan  rhubarb  has  reak 
not  started  to  come  in  regular' 
yet,  and  during  the  past  we: 
there  has  practically  been  no:: 
on  the  market.  The  last  sold  fr 
75  cents. 


APPRECIA  TED 


It  is,  indeed,  gratifying  to  have  tbe  privilege  of  thanking  yon  for  the 
liberal  manner  in  which  you  responded  to  my  Molasses  “  Special  ”  last  Satur¬ 
day.  If  the  goods  were  as  pleasing  to  you  as  your  business  was  appreciated 
by  me,  then  my  efforts  are  successful  and  my  purpose  has  beeo  accomplished. 

Again,  this  week,  I  offer  you  an  appealing  line  at  attractive  prices.  You 
all  are  invited  to  take  advantage  of  the  opportunity  to  save  q  tew  peonies, 
w  hether  von  are  a  regular  or  6traoger  ;  whether  you  want  anything  else  in’ 
tbe  Grocery  line  or  not.  Of  course,  if  you  feel  inclioed  to  leave  your  whole 
order,  it  will  be  doubly  appreciated.  No  one  is  io  a  better  position  to  serve 
B°G*Stb  00,1  Dobody  C0D  eave  yo®  more  money.  Let  me  have  Jhat 


PURE  LARD,  2  pound*  for  21c 

t^TOR  SATURDAY  ONLY 


Babbitt’.  1776  WASHING  POWDER  9  for  25c 

.©-SATURDAY  ONLY 

You  all  know  the  merits  of  this  Washing  Powder,  and  you  have  real¬ 
ized  that  it  aids  io  making  bard  work  easier.  The  regular  price  is  5c  per 
package.  Nine  for  25c  should  look  cheap  enough  for  you  to  take  advantage 
of  the  opportunity.  0 


Sugar  Cured  BONELESS  BACON  15c  Pound 

(W<By  the  Chunk  )  SATURDAY  ONLY 
A  fresh  lot  Sugar  Cured  Boneless  Bacon  to  go  at  this  price.  This  is  the 
lowest  price  you  have  seen  on  Bacoo  for  several  years,  and  should  look  so 
appealing  to  j  Our  pocketbook  that  you  will  buy  liberally.  No  slicing  at  this 
low  price. 


Walter  Baker’*  CHOCOLATE  16c  Cake 

^-SATURDAY  ONLY 

This  is  the  old  SnS'ortginal  Baker’s,  and  is  the  best  on  the  market  to¬ 
day.  It  is  being  sold  anywhere  from  ?0c  to  25c  per  cake.  This  price  will  make 
your  b  king  or  candy. making  less  expeosive.  Buy  liberally. 

PICKLED  TRIPE,  7c  Pound 

{^-SATURDAY  ONLY 

Some  of  yon  may  be  acquainted!  with  this  item  and  some  not  Those 
who  like  it  will  be  attracted  tv  the  pfice,  and  those  not  acqnalnted  should  get 
in  touch  wiih  tbe  cheapest  item  io  thq  meat  lioe.  This  usually  sells  at  10c  IbV 

A  Good  RIO  COFFEE  23c  Pound 

{^"SATURDAY  ONLY 

The  cheapest  price  named  on  Coffee  for  several  months.-  If  you  like  a 
Rio  flavor  this  will  please  ytu.  Clean,  whole  bean,  and  bright  roast  Bov 
Coffee  Saturday.  *  1 

National  Biscuit  Co.  Special  3 

(From  Saturday ,  Feb  10,  to  Wednesday,  Feb.  14th,  inclusive.) 

The  lot  includes  about  25  kinds  of  Cakes  and  Crackers— all  fresh  in 
This  is  the  lowest  price  ever  named  on  this  popular  line  of  dainties.  Let  your 
orders  come 


EVERY  DAY  SPECIALS: 

Tomatoes,  Corn,  Peas  . * . .  cane  fOT  26c 

Green  or  Yellow  Cut  Siring  Beane .  . 3  cao,  for  25,. 

Lima  Beans  (either  straight  or  assorted) . ......3  can  for  26c 

Norway  Mackerel  (fat  and  white! . ......"  5cor6  for  25c 

Pink  Salmon  .  12c  can 

Santa  Clrra  Prunes . . . . .  . .'.s  ,£  for  25c 

Mixed  Nats  (to  close  out) . .  15c  lb 

Loose  Mipce  Meat .  . ; . S.'.’.'"""" .3  ib for  25c 

Granulated  Sugar . . . 5  h*  29c 

Please  notice  that  no  one  else  io  tbe  country  attempts  to  offer  you  three 
3  lb  cans  of  Tomatoes  for  25c. 

Please  remember  this  is  tbe  only  place,  either  locally  or  elsewhere  where 
25  cents  buys  t>  Norway  Mackerel.  .  * 

Please  bear  in  mind  that  it  is  not  everywhere  yoo  can  bay  3  cans  of  deli- 
cioua,cut  green  or  yellow  String  Beans  for  25c. 


HARRY  SEARLES 

WaterStreet  GfOCer 

Belvidere 
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as 


Mgressional  Committee  Hears  Evidence 
as  to  Canning  Conditions 

unities  Three  Witnesses  to  Learn  if  Conditions  in  New  York 
State  Canneries  Are  as  Bad  as  Painted  by  Mary  Boyle 
O’Reilly,  Newspaper  Writer.  Miss  O’Reilly  and  New  York 
Labor  Detective  Tell  Sensational  Stories.  Secretary  Gorrell, 
of  National  Canners’  Association,  Offers  Congress  Aid 
of  His  Organization.  _ 


ial  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

Vashington,  D.  C., 

January  17,  1913. 

?ihe  Congressional  Committee 
t  week  heard  some  testimony 
icerning  the  conditions  sur- 
inding  the  packing  of  canned 
)ds,  particularly  in  New 
rk  State.  The  hearing  was  held 
ier  a  recent  resolution  which  was 
>pted  on  motion  of  Representa- 
e  Allen,  of  Ohio,  providing  for 
investigation.  The  investigation 
5  inspired  by  a  series  of  news¬ 
ier  articles  by  one  Mary  Boyle 
Reilly,  exposing  scandalous  con- 
ions  which  she  said  she  had 
ind  by  working  personally  in  the 
;w  York  canneries. 

But  three  witnesses  were  exam- 
id— Miss  O’Reilly,  Frank  C. 
aete,  a  detective  for  the  New 
irk  Labor  Department,  and  Frank 
.  Gorrell,  secretary  National 
inners’  Association. 

Miss  O’Reilly’s  story  was  sensa- 
mal.  She  testified  that  she  had 
nrked  a  month  in  the  canneries  as 
woman  laborer.  Her  testimony 
brief  was  that  working  condi- 
>ns  were  filthy  and  unsanitary ; 
at  children  four  and  five  years  old 
e  employed;  that  the  women  are 
iderpaid,  receiving  one  cent  per 
lund  for  stripping  peas,  50  to  60 
>unds  being  a  day’s  work,  and 
lat  boys  work  115  hours  per  week. 
The  detective,  Praete,  gave  simi- 
r  testimony.  He  said  he  had  in¬ 
stigated  fifty  canneries,  in  Web- 
:er,  Lyons,  Clyde,  Marion,  Rome 
ad  other  towns.  He  said  the  hous- 
lg  and  factory  conditions  were 
lthy.  He  was  even  more  extreme 
1  his  statements  than  Miss 
)’Reilly.  “Some  of  the  places,”  he 
stifled,  “were  so  filthy  that  no  pig 
/ould  have  been  at  home  there.” 
Praete  said  the  women  in  these 
anneries  were  paid  ij4  cents  a 
an  for  tomatoes.  A  fast  woman 
corker,  according  to  him,  can  pro- 
luce  a  dozen  cans  in  three  hours. 

Representative  Covington,  of 
Maryland,  who  said  that  he  repre¬ 
sented  a  State  that  did  the  bulk  of 
he  canning  business  of  the  coun¬ 


try,  asserted  the  reputable  canners 
of  the  country  urged  the  exercise 
of  the  broadest  power  of  the  Fed¬ 
eral  Government  in  connection  with 
an  investigation  of  the  industry  to 
enforce  sanitation.  He  declared 
that  the  question  of  child  labor  was 
one  which  Congress  had  no  power 
to  regulate.  He  presented  a  tele¬ 
gram  from  the  National  Canners’ 
Association,  urging  the  fullest  in¬ 
vestigation. 

Secretary  Gorrell,  of  the  Nation¬ 
al  Canners’  Association,  was  pres¬ 
ent  to  represent  the  packing  inter¬ 
ests.  He  said  that  his  association 
represented  70  to  75  per  cent,  of  the 
production  of  canned  goods,  and 
favored  the  fullest  investigation,  by 
Congress  or  any  one  else,  of  the 
packers’  methods.  Secretary  Gor¬ 
rell  said  that  without  doubt  some 
canneries  are  filthy,  but  denied  that 
the  conditions  testified  to  were  rep¬ 
resentative  of  the  canning  industry. 
He  said  that  his  association  would 
render  the  fullest  aid  for  any  in¬ 
vestigation  that  Congress  cared  to 
make. 

One  member  of  the  committee 
appeared  to  think  that  the  matter 
was  one  that  New  York  State 
should  itself  look  after.  Holt. 


Fined  $200  for  Packing  Short 
“4  Ounce”  Packages  of 
Pepper. 

New  York  Court  Imposes  One  of  the 
Heaviest  Fines  in  Record  of  Federal 
Food  Law.  Various  Other  Ended 
Prosecutions  for  Adulteration  and 
Misbranding  Under  Federal  Food  Act. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  received  from 
the  Department  of  Agriculture  at 
Washington  the  following  re¬ 
ports  of  prosecutions  for  adulter¬ 
ation  and  misbranding  under  the 
Federal  food  act: — 

Judgment  No.  1,817— Misbranding 
of  Noodles. 

The  United  States  Attorney  for 
the  Northern  District  of  Ohio,  filed 
in  the  District  Court  of  the  United 
States  information  against  the 
Pfaffman  Egg  Noodle  Co.,  a  cor¬ 
poration,  Cleveland,  Ohio,  alleging 
shipment  by  said  company,  in  vio¬ 
lation  of  the  Food  and  Drugs  Act, 
from  Ohio  into  Pennsylvania  of  a 


quantity  of  noodles,  which  were 
misbranded.  The  product  was  la¬ 
beled :  “Half  Pound  Extra  German 
Noodles  Broad.  Extra  German 
Noodles.  Guaranteed  under  the  Food 
and  Drug  Act  June  30,  1906,  Serial 
No.  84.10.  Breite  Nudeln  wird  man 
als  einen  ausgezeichneten  *  *  * 

Wte  guarantee  our  Extra  German 
Home  Made  Noodles  to  be  the  high¬ 
est  standard  of  excellence  especially 
prepared  for  family  use.  Packed 
for  Thomas  C.  Jenkins.  Checkered 
front,  Pittsburgh,  Pa.” 

Misbranding  was  alleged,  for  the 
reason  that  the  label  and  brand  set 
forth  above  were  false  and  mislead¬ 
ing  in  that  they  would  deceive  and 
mislead  the  purchaser  of  the  prod¬ 
uct  to  believe  that  it  was  manufac¬ 
tured  in  Germany,  whereas  it  was 
manufactured  in  the  United  States. 
Misbranding  was  alleged  for  the 
further  reason  that  the  label  would 
deceive  the  purchaser  of  the  prod¬ 
uct  to  believe  that  the  weight  of 
the  same  was  one-half  pound  avoir¬ 
dupois,  whereas  in  fact  the  weight 
of  the  product  was  materially,  less 
than  one-half  pound  avoirdupois  in 
weight. 

The  defendant  company  entered  a 
plea  of  guilty  to  the  information 
and  the  court  imposed  a  fine  of  $25 
and  costs. 

Judgment  No.  1,818 — Misbranding 
of  Canned  Salmon. 

The  United  States  Attorney  for 
the  District  of  Colorado  filed  in  the 
District  Court  of  the  United  States 
a  libel  for  the  seizure  and  condem¬ 
nation  of  375  cases,.  each  contain¬ 
ing  48  cans,  purporting  and  repre¬ 
senting  to  contain  the  best  grade 
and  quality  of  Alaska  salmon  and  in 
possession  of  the  Colorado  Supply 
Co.,  Pueblo,  Col.,  alleging  that  the 
product  had  been  shipped  from 
Washington  into  Colorado,  and 
charging  misbranding.  The  product 
was  labeled:  (On  cases)  “Alaska 
Chief  Brand  Pink  Salmon.  Gor¬ 
man  &  Company,  Dist.  Seattle, 

U  S.  A.”  (On  cans)  “Alaska 
Chief  Pink  Salmon.  The  Best  Fish 
Caught  in  Alaskan  Waters.  Packed 
by  Shakan  Salmon  Company,  Shak- 
an,  Alaska.  One  Pound  Salmon. 
Gorman  &  Company,  Inc.,  Distrib¬ 
utors,  Seattle,  U.  S.  A.  Guaran 
teed  under  the  Food  and  Drugs  Act 
of  June  30,  1906.”  ,  ,  . 

Misbranding  was  alleged,  for  the 
reason  that  the  labels  on  the  prod¬ 
uct  containing  the  statement  ‘  Alas¬ 
ka  Chief  Pink  Salmon,”  “The  Best 
Fish  Caught  in  Alaskan  Waters, 
regarding  the  product  were  false 
and  misleading  and  intended  to  mis¬ 
lead  and  deceive  the  purchasers 
thereof  into  the  belief  that  the 
product  was  the  best  and  first  grade 
of  salmon  caught  in  Alaskan  waters, 
whereas  in  truth  and  in  fact  it  was 
not  so,  but  was  Alaska  pink  salmon, 
which  species  of  Alaska  salmon  was 
and  is  recognized  by  the  trade  to  be 
not  better  than  the  third  grade  of 
salmon  caught  in  Alaskan  waters. 

The  claimant  paid  the  costs  and 
filed  a  bond. 

Judgment  No.  1,804 — Misbranding 
of  Pepper. 

The  United  States  Attorney  for 
the  Southern  District  of  New  York, 
acting  upon  a  report  by  the  Secre¬ 
tary  of  Agriculture,  filed  in  the  Dis¬ 
trict  Court  of  the  United  States  an 
information  against.  Farrington  & 
Whitney,  a  corporation,  New  York, 
N.  Y.,  alleging  shipment  by  said 
company  in  violation  of  the  Food 
and  Drugs  Act,  from  New  York 
into  Illinois  of  a  quantity  of  pepper 
which  was  misbranded.  The  prod¬ 
uct  was  labeled.  “Net  4  °z.  Jewel 
Brand  Spices  Pepper  put  up  for  the 
Jewel  Tea  Co.,  Chicago,  Ill. 

Misbranding  was  alleged,  for  the 
reason  that  the  product  was  labeled 


so  as  to  deceive  purchasers  in  that 
its  contents  were  stated  to  be  of 
the  weight  of  four  ounces,  net, 
whereas  in  fact  the  contents  were 
of  less  weight  than  four  ounces. 

The  defendant  company  entered  a 
plea  of  guilty  to  the  information 
and  the  court  imposed  a  fine  of 
$200. 

Judgment  No.  1,825— Adulteration 
of  Prunes. 

The  United  States  Attorney  for 
the  District  of  Massachusetts  filed 
in  the  District  Court  of  the  United 
States  a  libel  for  the  seizure  and 
condemnation  of  1,000  cases  of 
prunes,  alleging  that  the  product 
had  been  shipped  by  Rosenburg 
Bros.  &  Co.,  San  Jose,  Cal.,  and 
transported  from  California  into 
Massachusetts,  and  charging  adul¬ 
teration,  for  the  reason  that  the 
product  consisted  in  part  of  filthy, 
decomposed  and  putrid  vegetable 
substance. 

No  claimant  having  appeared  for 
the  property,  judgment  of  condem¬ 
nation  and  forfeiture  was  entered, 
and  it  was  further  ordered  that  the 
product  should  be  destroyed  by  the 
United  States  marshal. 

Judgment  No.  1,800— Adulteration 
of  Nutmegs. 

The  United  States  Attorney  for 
the  Southern  District  of  New 
York  filed  in  the  District  Court  of 
the  United  States  an  information 
against  Farrington  &  Whitney,  a 
corporation,  New  York,  N.  Y.,  al¬ 
leging  shipment  by  said  company, 
in  violation  of  the  Food  and  Drugs 
Act,  from  New  York  into  Massa¬ 
chusetts  of  a  quantity  of  nutmegs 
which  were  adulterated.  The  prod¬ 
uct  was  labeled :  “Dutch  East  Indies 
P.  B.  L.  Nutmegs,  New  York  (33) 
Roys  Laboratories,  Boston,  Mass. 

Adulteraation  was  alleged  in  the 
information  for  the  reason  that  the 
product  consisted  in  part  of  a  filthy 
animal  substance  unfit  for  food,  to 
wit,  worms. 

The  defendant  company  entered  a 
plea  of  guilty  to  the  information  and 
the  court  imposed  a  fine  of  $200. 

Judgment  No.  1,806— Adulteration 
and  Misbranding  of  Mac¬ 
aroni. 

The  United  States  Attorney  for 
the  Western  District  of  Tennessee 
filed  in  the  District  Court  of  the 
United  States  a  libel  for  the  seiz¬ 
ure  and  condemnation  of  100  boxes 
of  macaroni  in  possession,  of  the 
Dean-Lilly  Coffee  and  Spice  Co., 
Memphis,  Tenn.,  alleging  that  the 
product  had  been  shipped  by  the 
Piccardo  Macaroni  Co.,  Pittsburgh, 
Pa.,  and  transported  from  Pennsyl¬ 
vania  into  Tennessee,  and  charging 
adulteration  and  misbranding.  Six¬ 
ty  boxes  of  the  product  were  la¬ 
beled  :  “Premiato  Stabilimento  Paste 
Alimentari  Genova  Style  Z.  Benti- 
venga  e.  C.  Forati-G.  R.”  Forty 
boxes  of  the  product  were  labeled: 
“Fabrica  di  Paste  Soprafino  Per  Uso 
America,  Nervi  Inghilterra  Presso 
Genova,  B.  Piccardo,  Mostacioli 

Gialli.”  „  .  - 

Adulteration  was  alleged,  for  the 
reason  that  the  product  was  colored 
with  an  artificial  coloring  matter, 
to  wit,  Naphthol  Yellow  S,  a  coal- 
tar  dye,  which  caused  it  to  have  the 
appearance  of  containing  egg  mat¬ 
ter,  when  in  truth  and  in  fact  very 
little,  if  any,  egg  material  was  con¬ 
tained  therein.  Misbranding  was 
alleged,  for  the  reason  that  the  la¬ 
bels  on  the  product  and  the  foreign 
pictorial  designs  and  emblems  there¬ 
on  conveyed  the  impression  to  the 
purchaser  that  the  product  was  of 
foreign  manufacture,  when  in  truth 
and  in  fact  it  was  manufactured 
within  the  United  States. 

The  claimant  filed  a  bond  and 
paid  the  costs. 
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WANT  DEPARTMENT 


A»*wcr»  to  Want  Advertiaements  insert.d  in  thl»  department  may  be  addressed  to  the  "  Grocery  World 
and  General  Merchant "  when  desired,  provided  the  advertisement  is  accompanied  by  to  cents  In  postage  to 
pay  fer  remailinj  the  same.  The  price  ef  each  insertion  is  two  cents  per  word  in  advance. 


FOR  SALE. 


FOR  SALE. — Or  exchange  for  grocery 
business,  no  acre  farm.  High  state  of  cul¬ 
tivation.  Charles  E.  Allinson,  Burlington, 
N.  J.  6 


FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new  stock  recently  put  in.  Best 
location  in  the  town,  with  600  population. 
Good  shipping  point  for  country  produce. 
Doing  good  business.  Best  of  reasons  for 
selling.  Moderate  investment.  Address, 
Box  145,  Beaver  Springs,  Pa.  6 


FOR  SALE.— Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  Ai 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 


FOR  SALE. — Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Would  do  well  with  fresh  meats. 
To  a  quick  buyer  will  sell  for  {850.  Dwell¬ 
ing  contains  six  rooms  and  bath,  rent  $32 
per  month.  Cor.  Fifty-third  St.  and  West 
minster  Ave.,  West  Philadelphia. 


FOR  SALE. — General  store  stock  and  stand 
for  sale  in  the  busy  cement  region.  Address, 
CLA.  Fegely,  Cementon,  Lehigh  Co.,  Pa. 


FOR  SALE. — Stock  and  fixtures  of  an  old 
comer  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen 
Will  sell  to  a  quick  buyer  for  $525.  Rent, 
$35  Per  month  ;  8  rooms.  1801  N.  Twenty- 


FOR  SALE.— Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
$1,150,  if  sold  at  once.  Rent  $11  per  month 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa.  r  , 


F°R  SALE.— Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  $8,500.  Cor.  Firth  and 
Twenty-third  Sts.,  Philadelphia,  Pa.  8 


FOR  SALE. — Stock  and  fixtures  of  a  gro¬ 

cery  and  provision  store.  Has  a  good  trade 
m  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  sell  to  a  quick  buyer  for 
$1,200.  Rent,  $35  per  month.  N.  E.  cor 
Sixth  and  Porter  Sts.,  Philadelphia,  Pa.  8 


FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
"Sure,  $675,  If  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  $25  per  month. 
Cor-  Washington  and  Alden  Sts.,  West 
Philadelphia,  Pa.  g 


seventh  St.,  Philadelphia,  Pa. 


AQENTS  WANTED. 


WANTED.— Salesmen.  Easy  money  made 
at  spare  moments  selling  fruits,  nuts  and 
vegetables  on  commission  basis  for  the 
“  best  house  in  Philadelphia,”  and  not 
interfere  with  your  regular  position.  Write 
quick  for  full  particulars.  Representative 
wanted  in  every  town  In  Pennsylvania 
Address,  Edgar  J.  Thomas,  250  S.  Front  St. 
Philadelphia,  Pa.  tf 


FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in. 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454 
Slatington,  Pa. 


Make  Your  Waste 


Paper  Pay  Your  Rent 


It  will  do  it  if  you  use 


The  Automatic 
Buckeye 
Paper  Press 

Our  catalog  tells  how 

Buckeye  Baler  Co. 


DIPARTMENT A 

FINDLAT,  OHIO 


FOR  SALE. — A  John  Wanamaker  parcel 
delivery  wagon,  in  perfect  condition.  Will 
sell  at  a  low  figure,  $110,  or  will  exchange 
for  a  light  weight  wagon.  6217  Lancaster 
Ave.,  Overbrook  Grocery  Store,  West  Phila¬ 
delphia,  Pa.  4 1 


FOR  SALE. — Stock  and  fixtures  of  grocery 
provision  and  fresh  meats.  Will  sell  at  low  I 
figure,  $1,275,  if  sold  at  once.  Corner 
Gratz  and  Dauphin  Sts.,  Philadelphia,  Pa.  4 


A 


READ  ANY 


advertisement  of 


FOR  SALE. — General  store  property,  to¬ 
gether  with  a  first-class,  up-to-date  stock  of 
about  $3,000  worth  of  merchandise.  The 
store  is  30x60  feet,  with  a  good  front  and 
basement  whole  size  of  building,  with  nice 
laid  wall  and  a  very  nice  suite  of  seven  liv¬ 
ing  rooms  over  the  store.  Store  and  living 
rooms  are  lighted  with  acetylene  gas.  The 
lot  is  one-half  acre  and  there  is  a  good  sized 
barn  in  good  condition.  The  store  alone 
cost  $3,000  to  build  twelve  years  ago,  when 
lumber  was  much  cheaper  than  now.  This 
is  located  in  a  good  farming  community  in 
a  small  town  with  only  one  small  grocery  as 
competition.  There  is  a  milk  station,  which 
is  patronized  by  farmers  of  the  surrounding 
country  and  brings  them  to  town  every 
morning  the  year  around.  Railroad  station 
close  by  store.  This  is  the  right  location  for 
anyone  who  wishes  to  make  money.  Will 
$3,500  for  real  estate  and  stock  at 
inventory.  Reason  for  selling,  other  busi¬ 
ness.  Address  Fred  G.  Mix,  R.  F.D  No  1 
Owego,  Tioga  Co.,  New  York.  '  5 


mapleiue 


lVfclM,v: 


and  you’ll  see  why 
you  can  safely  recoin 
mend  it. 


V_ 

'  • 

e. 


Okdei  of  Youb 
Jobber.  o« 

Frank  A.  Smith  Company 
lOfi  Sontb  Front  Street 
Philadelphia,  Pa. 

Craaoent  Mfg.  Co. 

SIATTLE,  WASH. 


FOR  SALE.— Grocery,  cigars  and  confec¬ 
tionery.  Excellent  stand  for  delicatessen 
Ten  rooms,  all  rented,  at  subway  and  ele¬ 
vated.  Cause  for  sale,  sickness.  If  sold 
now  will  sell  for  $950.  Apply  B.  W.,  “  Gro- 1 
eery  World  and  General  Merchant,”  027 
Arch  St.,  Philadelphia,  Pa.  y  9 


The  One  Pure  Sugar  Syrup 


Lyla’a  Golden  Syrup— perfectly 
*  beautiful  golden  color,  ao 
neutral  micTo-orgauismB  can’t  live 
Abtolntcly  fra#  from  premcr- 

r  om« 


natives.  A  product  which  every  . 
•*•*>  buying,  if  you  want  to  pie 

your  trade  tell  them  about  It. 


29%  PROFIT 

Sure  sale*  and  pleased  customers. 


H,  Kellogg  &  Sons 

Philadelphia 


WITHOUT 

total's  least 


Any  Grocery  Is  Incomplete 


As  soon  think  of  not  carrying 
flour,  sugar,  butter,  salt  or 
eggs,  as  to  omit  Fleischmanri s 
Yeast  from  your  stock.  Be¬ 
cause  whenever  Fleischmann’s 
Yeast  is  used  three  or  more  of 
the  other  products  named  are 
used  too.  See  the  added  sales 
Fleischmann’s  Yeast  makes  ? 


THE  FLEISCHMANN  CO. 


PATENT 


i 


1 


aud  Trade- marks  procured 


properly  la  all  nuMm, 


OlTlJi  Dills,  WisklU(tH,D. 


MANY  QROCERS 

Find  It  pays  than  to  read  t 
"good  stuff"  la 

The  Advertising  Worl< 


Col  tun  boa,  Ohio 


Sample  tree,  ar  tear  meatfu'  trial  far  IS 


Why  Don’t  YOU 


use  them  ?  Even  if  you  do  not  want  them 
generally  you  have  a  lot  of  troublesome  cus¬ 
tomers  whose  accounts  would  be  taken  care 
of  automatically  if  you  had  our 


ai.  F>. 


Try  a  hundred.  It  will  be  the  best  invest¬ 
ment  you  ever  made.  Just  as  good  for  your 
mild  mannered  people.  Best  books  made. 
Index  makes  them  the  most  convenient.  F. 
O.  B.  your  nearest  express  office.  Let  us 
get  together.  Samples  free. 


FORBES,  .EsiSSJ,  Coshocton,  Ohio 


Do  Women  Say  This  to  You? 


Oh,  no,  I  don’t  want  to  bother  with  it— it  spoils  too  easily.” 

This  is  the  spoken  or  unspoken  reason  hundreds  of  women  have  for 
not  using  Rennet  regularly  in  their  homes.  All  such  women  will 
buy  James  T.  Shinn’s  Liquid  Rennet,  for  every 
bottle  is  guaranteed.  We  can  safely  guarantee  it  because  its  making  is 
as  scrupulously  clean  as  anything  can  be. 

We  also  guarantee  it  to  do  its  work  with  milk  in  three  to  five  minutes 
that  s  another  point  to  use  with  women  who  haven’t  been  using  rennet. 

And  here  is  the  argument  to  use  with  you — Shinn’s  Liquid 
Rennet  pays  you  100  per  cent,  profit. 


Shinn  &  Kirk,  1 400  Spruce  St.,  Philad’a. 


Why  It  Appeals 


G  Wheatena  is  the  hearts  of  selectee 
wheat.  Its  tender  palatability  anc 
easy  digestibility  endear  it  to  hun 
dreds  of  people  who  see  nothing 
whatever  in  other  cereals. 

G  Wheatena  is  a  great  repeater,  it 
pays  a  good  profit,  and  is  the  most 
widely  guaranteed  breakfast  food 
sold. 


THE  WHEATENA  CO.,  Rahway,  N,  J, 


Member  of  the  American  Specialty  Manufacturers’  Associate 
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Two  St.  Valentine  Displays 


Here  are  two  good  St.  Valentine  window  displays,  both  very 
[e,  yet  attractive  and  neat. 

No.  I. 

The  large  heart  display  is  arranged  as  follows  :  First  make  a  slant 
jards  on  the  bottom  of  the  window.  Cut  bright  red  crepe  paper 
ng  strips  and  about  two  inches  wide,  tack  them  along  the  top  and 
near  the  glass  and  make  them  long  enough  to  reach  to  the  rear 
ie  window.  You  must  judge  the  distance  apart  of  the  strips 
rding  to  the  size  of  the  window.  This  done,  tack  them  up  at  the 
of  the  window,  out  of  the  way,  then  proceed  to  arrange  the  bottom 


slant.  Cover  it  with  bright  red  crepe  paper  and  make  the  large 
irt  in  the  following  manner :  Cover  a  long  strip  of  pasteboard  about 
)  inches  wide  with  the  red  crepe  paper,  then  bend  it  to  form  a  heart 
1  fasten  it  to  the  slant  with  some  long,  strong  pins,  driven  in  slanting, 
ey  are  better  to  use  than  nails,  as  they  will  not  show.  Fill  the  heart 
;h  all  kinds  of  fruits.  The  heart  in  the  rear  is  made  out  of  thin  wood 
d  covered  with  the  red  crepe  paper  and  lettered  in  white,  which  can 
put  on  with  a  fine  brush  or  letters  cut  from  white  paper  and  pasted 
.  The  heart  is  held  in  position  by  nailing  a  strip  of  wood  to  it  and 
tending  downward  at  the  rear  of  the  window,  thus  holding  it  firm. 


This  done,  fasten  all  the  red  strips  to  it  with  a  little  tack.  The  heart 
being  of  wood  makes  it  very  convenient  to  use  tacks. 

No.  2. 

The  other  display  of  fruits  and  groceries  is  arranged  as  follows : 
First  make  a  narrow  platform  along  the  centre  of  the  window  and  from 
this  make  a  slant  down  to  the  glass  in  front.  Cover  it  all  with  white 
crepe  paper.  Along  the  front  are  cranberry  hearts ;  they  are  made  and 
fastened  to  the  slant  in  the  same  way  as  the  large  heart,  as  explained 
in  the  other  display.  Use  bright  red  crepe  paper  to  cover  the  strip 


of  cardboard  that  forms  the  hearts.  On  the  platform  place  paper 
napkins,  on  which  place  some  choice  fruit,  and  between  them  pace 
glasses  of  jelly,  preserves,  mustard,  honey,  olives,  pickles,  sauces,  etc. 
Now  make  the  slant  at  the  rear  of  boards,  extend  it  across  the  rear 
and  have  it  about  two  feet  wide.  Cover  it  with  white  crepe  paper  and 
with  a  pencil  trace  three  hearts.  On  the  lines  drive  in  some  wire  nails 
without  heads;  have  them  about  one  and  one-half  or  two  inches  apart. 
On  each  nail  force  a  red,  polished  apple.  Suspend  a  large,  neat  sign 
card  in  the  shape  of  a  heart,  which  is  made  of  pasteboard  and  coverec 
with  red  crepe  paper.  Letter  it  in  white. 


26 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Grocery  World  and  General  Merchant  Prices~Cnrren 


CORRECTED  WEEKLY.  JANUARY  27,  1913. 


COL 

Axle  Grease . . . 

Bakine  Powder . 

. .  2 

Blacking — Shoe .  2 

Bluing: — Dry .  Z 

Bluiug — Liquid . 

Brushes  . 

.  3 

.  28 

Butter .  .  , 

Cakes  and  Crackers . 

.  xo 

Canned  Goods . 

.  4 

Canned  Meats . 

.  6 

Catsup  .  4 

Cereal  Specialties . 

Cheese . 

Chocolate  and  Cocoa . 

Cider  .  o. 

Clams . 

Cocoanut . . . 

.  x7 

Condensed  Milk . 

Cottolene  . 

Coffee  Essence  and  Chicory . 

Delikatessen . 

Dried  Fruits . 

.  y 

.  X2 

.  3 

.  xo 

Dressed  Meats . 

Dressed  Poultry . 

.  2X 

Evaporated  Milk . 

.  9 

Eggs . 

Fancy  Groceries . 

Flour . . . 

Farinaceous  Goods . 

Fresh  Fish . 

Green  Coffee . . 

Gelatine  and  Prepared  Desse 

Horseradish . 

Honey  . 

Ink . 

Jars  and  Jar  Rubbers . 

Ketchup . 

Lamp  Goods . 

Lime . 

Lye  and  Potash . 

Lard  and  Compounds . 

Lire  Poultry . 

Laundry  Soaps . 

Laundry  Starch . . 

Macaroni . 

Mapleine . . 

Matches . . 

Mince  Meat . . 

Maple  Syrup . 

Mustard . 

Nuts . 

Oysters . 

Oils . 

Olives . 

Package  Coffee . 

Paper . 


12 

»3 

>3 

16 

3 
>4 
x7 
a7 
>7 

4 
4 

x8 

r8 

x8 

20 

21 

25 
2(5 
x5 
23 
18 
18 
28 

26 
20 
16 
x9 
x9 

3 

9 


Pure  Olive  Oil . 

Peanut  Butter . 

Pickled  Meats  and  Fish . . 

Pickles . 

Popping  Com . ..'.."I,.....' 

Providons . , . ' 

Plum  Pudding . 

Preserves,  Jellies,  Jams  and  Marmalades! 

Polishing  and  Cleaning  Compounds . 

Prunes . . 

Roasted  Coffee  in  Bulk . . 

Rice . ,77777*7 

Refined  Molasses  and  Syrups . .!.!..* 

Rope,  Tie  Yarn,  etc . .7.7.7.'.*. 

Raisins  . t#t”' 

Sugar . ;;;;;;; 

Shoe  Dressing . ..!!.!.*. 

Sardines . '.7777! 

Saratoga  Chips . .*...7*.*.'.! 

Soups . . . ..*.*.. !...*! 

Smoked  Hsh,  Codfish  and  Mackerel . 

Sauer  Kraut . 

Salt . .7.77.7.7.7  .* 

Salad  Dressing . 

Sai  soda . 77.77777 

Sauces . .7.7.777 

Seeds . 77777777 

Soda — Bi-Carb . 

Soft  Drinks . 7777 

Soap  Powder . 7.7.77. 

Specialties . 77 


COL. 
..  19 

..  19 

..  19 

..  20 

•  *5 


20 


24 


25 

x7 

3 

23 

27 

27 

*7 


6 

x6 

7 

x5 

24 

24 

24 

24 

24 

16 

34 

24 

25 

26 


Spices . 

Store  Polish . 

Sundries . .7.77! 

Syrup  and  Molasses.........! 

Smoking  Tobacco . 

Tea . 

Toilet  Soaps . 77 

Tobacco— Plug . 7.777 

Vinegar . !7 

Wood  and  Willow  Ware  !!!!!. 
Yeast  Cakes . 


ADVANCES. 


Sugar . . 

Butter . 

Eggs . 


DECLINES. 


ADDITIONS. 


— 1 — 

SUGAR. 

Barrels. 

Cut  Loaf .  c.e. 

Eagle  Tablets .  6.S| 

Crystal  Dominoes,  24  5-lb.  pkgs .  7.2c 

“  60  2-lb.  pkgs .  7.75 

Patent  Cubes .  5.00 

Confectioners  Lozenge .  4.90 

Powdered  . 4.85 

Fruit  Powdered .  4.75 

Granulated,  fine  or  standard,  McCahan. .  4.80 

"  Franklin .  4.80 

"  special  fine. .  4.75 

fine,  2 -lb.  bags .  c.0c 

"  "  5-lb.  bags .  ;.9\ 

"  10  to  lb.  bags .  4. go 

"  Ws .  4.80 

"  100-lb.  bags .  4.75 

"  coarse . ". .  4.85 

Confectioners  Crystal  A .  4.75 

A  Confectioners .  4  60 

a  No.  1 .  ;.so 

A  No.  a .  4,45 

.  Ms 

c .  3-9» 
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Parsons,  2  doz.  pints . . 

"  Dime,  2  doz . *!gj 

Banner  Dry  Ammonia . case  of  <05 

<  t  -  J 

44  ,  J 

. . . x  dor. 


II 


•95 


Frazer's.  15-lb.  pails... 
Mica,  X  gross. 


AXLE  OREASE 

. per  dox. 

. per  gross 


.80 

9.00 


TEA. 

Formosa —  Per  lb. 

Extra  choicest,  X  and  X  chests . 40  -.45 

Choice,  X  and  X  chests . 35  -.38 

Finest,  %  and  V  chests . 30  -.32 

Fine,  X  and  X  chests . as  -.25 

Oolong,  Black — 

Extra  choice,  X  end  X  chests . 30  -.35 

Choice,  X  and  X  chests... . 25  -.28 

Finest,  X  and  X  chests . 22  -.24 

Superior,  X  and  X  chests . 15  -.18 

English  Breakfast,  Black — 

First  Picking,  X  and  X  chests . 30  -.35 

Choicest,  X  and  X  chests . 20  -.25 

Good  to  Superior,  X  chests . 15  _.  17 

First  Crop,  about  a8-lb.  original  boxes..  .  20 

Gunpowder,  Green — 

Extra  Firsts,  %  chests .  .45 

Firsts,  X  chests . . .  .35 

Extra  Seconds,  X  chest* .  .30 

Seconds,  new,  %  chest* .  .22 

Imperial,  Green — 

Firsts,  X  and  Vi  chests .  .45 

Seconds,  Vi  chests .  .27 

Japan,  Green — 

May  Pickings,  X  chests . 38  -.40 

First  Crop,  X  and  X  chests . 30  -.35 

Second  Crop,  X  •00  V  chests . 28  -.30 

Basket  Fire,  uncolored,  needle  leaf,  X 

chest* . 30  -.35 

Young  Hvson,  Green — 

Extra  Firsts,  X  chests . 40  -.  45 

Firsts,  and  chests .  .40 

Seconds,  X  »«d  X  che*ts .  .35 

Hyson,  Green — 

Extra  Firsts,  X  chests . 35  . .  40 

Firsts,  %  chests . 28  -.32 

Seconds,  X  chests . 25  -.27 

Assam,  Black — 

Choice,  J4  cheats . .28 

Fine,  X  chests .  ,26 

Tetley's  India  and  Ceylon,  Black — 

25-lb.  boxes .  .26 

X  or  J6-lb.  tin  foil  pkgs .  .  47 


BAKING  POWDER. 

Rumford  Yeast  Powder—  per  doz 

4-oz.  glass,  2  doz . 82  X 

6-oz  glass,  2  doz .  z.oyX 

6-oz.  glass,  6  doz .  2.03 

6-oz.,  1  gross  in  bbl .  r  ,02 

Rumford  Baking  Powder — 

5c.  tins,  4  doz . . 

ioc.  tins,  2  doz . 

X-\b.  cans,  2  doz . .  ,[25 

x-ib.  cans,  x  doz .  2.40 

Sea  Foam — 

X  lb.,  4  doz 

X  lb.,  2  doz . ',™  , 

x  lb.,  x  doz . 

Davis'  O.  K.— 

X  lb.,  4  doz . 

^,‘b-3,doz . 

X  lb.,  2  doz .  1. 6c 

S  lb.,  %doz .  7.20 

Cleveland's — 
xoc.  size,  4  doz. 

X  lb.,  4  doz  .... 

Leslie’s— 

J*-lb.  cans,  4  doz.,  4  cans  ree . 45 

Mr lb.  cans,  s  doz.,  a  cans  free . go 

cans,  x  doz.,  z  can  free .  z.65 


•95 

•75 

3.40 


•45 

.90 


.84 

1.23 


x-lb. 


^  5  lb.  cans,  54  doz . .  7.20 

Sea  Gull,  6-oz.  tin,  4  doz . 45 

Parrot  and  Monkey,  4  doz . 45 

Royal — 

xoc.  size,  4  doz . 86 

X  lb. ,  4 doz .  ,.30 

V}b.,2doz .  a. 40 

z  lb.,  x  doz .  4.65 


AMMONIA. 


Per  doz. 

Victoria,  2  doz . go 

Pincus,  3  doz . go 

Oakdale,  2  doz . .75 

Violet,  1  doz . . . 


BLACKING — Sin*. 

..  .  xt  Per  gross 

Mason  s,  No.  z,  X  gross .  2.70 

"  No.  2,  X  gross .  3.00 

No.  3,  M  gross .  3.30 

Blackola,  10c.  size . .  6  80 

T.  M.,  French .  12.00 

Shinola,  3  doz .  g.oo 


— J— 

Easy  Bright,  ladies . . 

waterproof. . !„ 

Admiral  Russet  Combination . . 

“  Shoe  Dressing . ”,  ’  70 


GREEN  COFFEE. 


Per  lb. 


Java,  extra  fancy,  genuine . . . m 

Mocha,  genuine,  finest,  %  and  yK  bales . 2I^ 

Mocha  Seed  Santos,  fancy,  choice . i%y. 

Caracas,  fancy,  washed . !  .20}? 

Maracaibo,  strictly  fancy,  mild,  choice . 19 

Santos,  Peaberry,  extra  fancy . -fty. 

Santos,  fancy . . . xg 

Rio,  Golden,  fancy .  181/ 

Rio,  Prime... . 7.77777  !x6  4 


ROASTED  COFFEE  IN  BULK. 

Java,  extra  fancy,  genuine . . 

Java,  fancy,  50  lb.  lots . 36 X 

Mocha,  finest . . . 3-y 

Mocha  Seed  Santos . 22 

Caracas,  extra  fancy,  washed . ”  .  25 

Maracaibo,  extra  fancy . 24 


Samos,  Peaberry,  extra  fancy 

Santos,  extra  fancy . 

Rio,  Golden,  extra  fancy . 

Rio,  prime . 


■»3K 

•Z*K 

.22^ 

•2°M 


PACKAGE  COFFEE. 

xeo  lbs. 


Arlosa . . 

Lion . 2*W 

Seven  Day..., . 3i 


60  lbs 


.22}* 


SHOE  DRESSING. 

Moon's-  Per  doz. 

Black  Dressing,  medium  ....„ . 85 

“  regular . . 

White  Dressing,  medium . 73 

Russet .  75 

Black  Shine,  No.  1 .  .1 

“  No.  3 . ;  ;« 

Tan  Shine,  No.  2 . 

“  No.  3 .  ;« 

Acme,  z  doz.... . 

Bixby’s  Royal  Polish,  z  doz . 80 

“  _  Jet  Oil  Polish . 80 

Brown’s  Shoe  Dressing,  1  doz . 80 

“  Army  and  Navy,  z  doz . 80 

Boyer’s  French  Dressing .  6s 

“  Oil  Polish .  [so 


COFFEE  ESSENCE  AND 
CHICORY. 

Pfeiffer  A  Diller’s  “Kosyr,’’  50  tins  in  box, 

per  box 

Hummel's,  all  tin,  X  gross .  . . per  gross 

“  improved,  X  gross .  “ 

Floto’s,  improved,  X  gross .  <* 


95 


3  .. 

2.85 

*•>5 
2. 25 


BLUING— Dry. 

_  ,  ,  „  Per  gross 

Barlow  s,  small,  4  doz .  a. 75 

“  large,  3  doz .  5.40 

Sawyer’s,  No.  1,  6  doz .  j.5o 

„  .  No.  3,  3  doz....... .  4.00 

Colburn  s,  No.  z,  4  doz .  1.60 

"  No.  2,  3  doz .  2.50 

"  A,  No.  6,  12-oz.  boxes,  z  oz.  free...  4.80 

"  Ball  Blue,  No.  1,  3  doz. . .  2.60 

"  "  No.  2.  3  doz .  4.80 

Reckitt’s,  5c.  and  ioc.  asst.,  8  lbs . per  box  2.30 


BLUING — LiqalS. 

Per  gross 

Boyer's  Bengal,  No.  8,  X  gross .  3.85 

French  Laundry,  large,  %  gross  in  bbl .  2.10 

Admiral,  4  oz .  4.00 

"  8  oz . 6.50 

“  16  oz_ .  9-50 


— 4— 

BUTTER. 

Tub  Butter —  per 

Creamery,  extra,  60  lb.  tubs...  . 

erst,  “  . ;;; 

second,  “ 

"  third,  '•  . 

"  dairy,  extra,  bakers'  use,  io- 

60  lbs . .,6. , 

5  and  xo-lb.  rolls,  60  and  zoo¬ 
lb.  boxes . 

Print  Butter —  ’ 

Star  or  S.  D.,  1  lb.,  ao-50  lb.  boxes . 

B.  B.,  E.  D.,  20-50  lb.  boxes . 

J-  J.,  C.  V.,  Gilt  Edge,  Gold  Medai,  *0- 

50  lb.  boxes . 

Sheaf  ("400"),  Elgin,  20-50  lb.  boxes . 

Sheaf. . 

Awltru . *5  ; 

Milhen  Farm,  lbs.  and  X  lbs . •!!!!..!!! 

Gumse,  lbs.  and  X  lbs . 

Honebe . . . 

Panse . 

White  Rock . ” 


CANDLES. 


Pi  lb 


P.  &  G.,  8s,  30  lbs .  J 

“  16s,  30  lbs . . . ’ 

»  it  Ac  9e  .g  11-  _ ••••••*  •  1 


Paraffine,  4s,  6s,  8s,  cartons,  36-lb.  cases 

Searchlight,  hotel,  16s,  30  lbs . 

Peerless,  hotel,  163,  30  lbs . !.!!!!.!..!.!!! 

Bright  Light,  x6s,  30  lbs . .'.’.per  box 

Pearl,  16s,  30  lbs . 


•I 


J: 


10. 

8. 

Pcb. 


JARS  AND  JAR  RUBBERS. 

Mason's —  p-r  lltl 

Half  gallons .  ' 

Quarts . 

Pints . . 

Economy,  wide  mouth — 

Half  gallons .  ,, 

Quarts . . .  *" 

Pints . . . 

Jar  Rubbers — 

Double  lip,  wide,  1  doz.  cartons.. ..per  gross 

Single  lip,  wide,  x  doz.  cartons .  '• 

Acme,  wide,  x  doz.  cartons,  5  gross  boxes, 

per  gross 

Acme,  medium,  1  doz.  cartons,  5  gross  boxes. 

Lightning,  pure  rubber,  bulk . !!?... " 

Reliable,  white  rubber,  wide . U 

“  “  medium .  .2 

Black  rnbbor,  medium . 

as-lb.  lots  x  cent  par  lb.  less. 

Jar  Tops—  Per  j  si 

72-gross  boxes,  no  rubbers .  1. 

5-gross  lots .  t. 

Jelly  Glasses,  fluted,  bbls.  21  doz . per  doz! 


■% 


CATSUP. 


Per  z. 


Campbell's — 

Tomato,  xoc.  size . 

Tobasco,  xoc.  size . 

Snider's — 

Half-pints,  2  doz .  x. 

Pints,  2  doz .  x.  % 

Beechnut — 

Pints .  a. 

Half-pints .  i . 


KETCHUP. 

Curtice’s  "  Blue  Label,”  Tomato — 

Small . 

Medium . . . 

Large . 


Per  k 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Organized  Grocery  Interests  Will  Oppose 
Proposed  New  Pennsylvania  Food  Law 

Local  and  State  Wholesale  and  Retail  Associations  Join  With 
Those  of  State  to  Fight  Plan  to  Eliminate  Benzoate  of  Soda 
and  Sulphur  Dioxide.  Will  Also  Oppose  Net  Weight 
Provision.  Not  Opposed  to  Provisions  Themselves,  But  to 
Pennsylvania  Trying  to  Enforce  Them  Alone.  Want  Legis¬ 
lature  to  Wait  Till  United  States  Government  Changes  Its 
Status.  Hearing  Set  for  February  Nth. 


There  is  considerable  stirring: 
among  all  classes  of  the  whole¬ 
sale  and  retail  grocery  trade  over 
the  announcement  by  the  Penn¬ 
sylvania  State  Dairy  and  Food 
Department  that  it  would  back  a 
new  general  food  law  forbidding 
the  sale  of  food  products  contain¬ 
ing  either  sulphur  dioxide  or  ben¬ 
zoate  of  soda,  which  bill,  as  re¬ 
ported  last  week,  has  already 
been  introduced.  The  organized 
jobbing  and  retail  interests  will 
oppose  these  provisions  of  the  bill 
in  every  way  they  can. 

During  the  week  several  com¬ 
munications  have  passed  between 
the  Philadelphia  Grocers’  and  Im¬ 
porters’  Exchange,  the  Tri-State 
\\  holesale  Grocers’  Association, 
the  Philadelphia  Retail  Grocers’ 
Association  and  the  Pennsylvania 
Retail  Merchants’  Association, 
and  a  plan  was  adopted  to  have 
all  these  organizations  appear  be¬ 
fore  the  Health  and  Sanitation 
Committee  of  the  State  Senate, 
which  has  the  bill  in  charge.  To 
give  them  this  opportunity,  the 
committee  has  fixed  Tuesday, 
February  nth,  for  the  hearing, 
and  on  that  day  will  listen  to  any¬ 
body  who  has  reasons  why  the 
bill  shouldn’t  pass. 

The  main  argument  of  the  op¬ 
ponents  of  the  bill  will  be  that  we 
can  t  afford  to  change  our  status 
in  important  food  matters  like  the 
use  of  sulphur  dioxide  and  benzo¬ 
ate  of  soda  until  the  United 
States  Government  changes  its 
status.  They  will  plead  that  the 
old  law  has  been  absolutely  satis¬ 
factory,  and  that  the  new  one  will 
completely  disorganize  business 
in  many  lines,  particularly  in  mo¬ 
lasses.  There  is  now  no  molasses 
made  in  the  United  States  that  is 
not  bleached  with  sulphur  diox¬ 
ide,  and  for  Pennsylvania  alone 
to  say  that  it  cannot  be  sold,  is  to 
invite  the  disappearance  of  the 
product  from  the  State.  The 


J  same  argument  will  be  made  with 
regard  to  benzoate  of  soda.  The 
grocery  interests  are  perfectly 
willing  that  both  benzoate  of  soda 
and  sulphur  dioxide  should  be 
forbidden  in  food,  provided  every¬ 
body  forbids  it,  at  the  same  time, 
but  for  Pennsylvania  alone  to  do 
it  would,  they  contend,  cause  the 
trade  of  this  State  a  heavy  loss  in 
business. 

The  net  weight  provision  of  the 
proposed  new  law  will  also  be. op¬ 
posed  on  the  ground  that  a  sim¬ 
ilar  bid  is  pending  in  Congress,- 
and  the  proper  thing  to  do  is  to 
wait  until  that  passes,  as  it  will 
likely  do  at  the  coming  session, 
and  then  for  the  States  to  pass 
other  bills  modeled  on  it. 


Why  French  Sardines  Are  So 
Scarce  and  H'gh. 

News  Comes  from  United  States  Consul 
at  French  Points  that  There  Are  No 
Fish  and  Packers  Are  Closing  Hun¬ 
dreds  of  Factories. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant. ” 

Washington,  D.  C., 

January  31,  1913. 

News  has  come  into  the  State 
Department  from  United  States 
Consuls  stationed  at  France  that 
the  sardine  packers  of  France 
have  of  late,  and  as  a  conse¬ 
quence  of  the  very  poor  catch  in 
the  last  few  years,  decided  to 
close  all  their  factories  along  the 
coast  of  Brittany  and  Vendee. 

This  decision  is  partly  due  to 
the  poor  catch  owing  to  the  lack 
of  fish  and  the  antiquated  fishing 
implements  used  by  the  “Breton” 
fishermen.  It  is  noticed  that  in 
past  years  the  fish  which  abound¬ 
ed  along  the  coast  of  Brittany 
seem  to  have  almost  disappeared 
therefrom,  or  at  least  the  sardine 
shoals  are  no  longer  to  be  found 
close  to  the  shore  as  formerly 
and  seem  to  be  now  in  the  offing. 


The  fishermen  being  poorly 
equipped  cannot  go  too  far  off 
from  the  coast,  and  the  conse¬ 
quence  is  that  their  catch  is  very 
trifling.  They  are  unable  to  sup¬ 
ply  the  factories  with  a  sufficient 
quantity  of  fish,  and  when  they 
secure  a  good  catch  try  to  sell 
it  at  very  high  prices.  The  man¬ 
ufacturers  claim  that  the  Spanish 
and  Portuguese  fish  caught  in 
large  quantities  are,  .011  the  con¬ 
trary,  sold  at  very  low  prices,  and 
thus  the  Spanish  and  Portuguese 
manufacturers  are  enabled  to 
favorably  compete  with  French 
manufacturers. 

Over  100  factories  were  closed 
on  January  1,  1913,  and  many 
others,  it  is  said,  will  close  before 
the  end  of  January,  1913.  It  is 
also  said  that  several  manufac¬ 
turers  will  re-establish  their 
works  in  Spain  and  Portugal. 

d  he  manufacturers’  decision  af¬ 
fects  quite  a  number  of  indus¬ 
tries.  such  as  tin  can  factories, 
olive  oil  manufacturers,  etc.,  and 
in  Brittany  alone  over  30,000 
people  will  thus  be  put  out  of 
employment.  If  the  matter  is  not 
arranged  between  the  canners 
and  the  fishermen,  French  sar¬ 
dines  will  be  very  scarce  in  the 
markets  of  the  world. 

Holt. 


As  to  Selling  Two  Ounces  of 
Flavoring  Extract  for  a  Dime. 


National  Secretary  Green  Tells  of  an 
Exhibit  Before  a  Grocers’  Convention 
that  Seems  to  Show  it  Can’t  be  Done. 
Little  Rock  (Ark.)  Grocers  Their  Own 
Ice  Manufacturers.  Green  Denies 
False  Statements  as  to  Grocers’ 
Spice  Profits. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

Cleveland,  Ohio, 

January  30,  1913. 

At  the  recent  annual  conven¬ 
tion  of  the  Colorado  Retail  Mer¬ 
chants’  Association,  one  of  the 
parts  of  the  programme  which 
was  very  instructive  was  a  dem¬ 
onstration  by  Wilbur  F.  Cannon, 
ex-Food  Commissioner  of  Denver, 
of  how  extracts  and  perfumes 
could  be  made  without  the  aid  of 
either  vegetable  or  flower,  warn¬ 
ing  all  grocers  to  be  careful  in 
their  purchases.  He  showed  con¬ 
clusively  that  it  was  impossible 
to  get  a  two-ounce  bottle  of 
flavoring  extract  to  sell  for  10 
cents.  That  a  one-ounce  bottle 
of  lemon  extract  costing  15  cents 


had  more  in  it  for  flavoring  pur 
poses  than  a  very  large  amount  0 
many  so-called  lemon  extracts 
Perfumery  such  as  rose,  lilac  anc 
many  other  sorts  were  mad< 
without  the  aid  of  a  flower  am 
from  coal-tar  dye.  This  demon 
stration  by  Mr.  Cannon  should  b< 
seen  by  every  retailer  where  it  i: 
possible  to  do  so. 

*  *  * 

The  retail  grocers  of  Lilth 
Rock,  Ark.,  own  their  own  ict 
plant  and  distribute  to  then 
members  ice  at  $3  per  ton  during 
the  season.  It  was  my  pleasun 
to  look  through  this  large  plan! 
and  to  hear  of  the  satisfactory  re¬ 
sults  which  have  come  aboul 
through  the  co-operation  of  those 
engaged  in  the  retail  grocer) 
business  of  the  city  of  Little 
Rock.  They  have  a  fine  credit 
rating  system  there,  as  I  alsc 
found  in  the  city  of  Denver,  Col. 
If  this  system  is  made  use  of  it  is 
almost  impossible  to  lose  any 
money  from  bad  accounts. 

*  *  * 

When  the  House  Ways  and 
Means  Committee  was  hearing 

O  i 

testimony  as  to  what  change,  if 
any,  should  be  made  in  the  tar¬ 
iff  on  spices,  W.  J.  Gibson,  of 
New  York,  argued  for  a  50  per 
cent,  duty  on  spices  or  luxuries. 
He  testified  that  so  long  as  there 
were  to  be  duties  on  imports 
to  raise  revenue  and  not  for  pro¬ 
tection  there  ought  to  be  a  duty 
on  unground  spices.  Luxuries 
mostly  produced  in  tropical  coun¬ 
tries.  He  said  the  only  opposi¬ 
tion  to  making  unground  spices 
dutiable  would  come  from  gro¬ 
cers  “who  charge  the  consumer 
from  four  to  ten  times  what  they 
cost  them,  and  from  the  grinders 
and  makers  of  perfumery  and 
fancy  soaps.” 

This  statement  made  by  W.  J. 
Gibson  was  promptly  denied  by 
myself  and  a  written  protest  was 
promptly  placed  in  the  hands  of 
the  Hon.  Oscar  W.  Underwood, 
chairman  of  the  Committee  on 
Ways  and  Means. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 
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We  offer  to  the  grocers  of  the 
United  States  $50,000  of  our 
Quaker  Oats  and  Mother’s 
Oats  advertising  money 

Every  grocer  who  purchases  Quaker  Oats  or  Mother’s  Oats  (regular  or  family 
size),  and  will  make  a  display  in  his  store,  will  be  paid  a  refund  for  the  advertising 

service.  ^  ^  we  a  pUe  of  goods  on  the  counter  or  bread  box,  or  any 

prominent  place  in  the  store  where  the  customers  will  be  reminded  to  buy. 

We  want  a  striking  display  in  every  store. 

We  want  it  for  your  sake  as  well  as  for  our  sake. 

It  means  a  multiplied  sale,  and  just  at  the  season  when  Quaker  Oats  and 

Mother’s  Oats  sell  their  best  anyway.  .  „  .  t  , 

On  a  one-case  lot  no  allowance  is  made.  It  is  not  a  sufficient  display. 

On  a  two-case  order,  displayed,  we  refund  40  cents.  It  is  a  small  disp  ay, 

but  we  want  to  pay  something  to  all  grocers. 

On  a  three-case  order,  displayed,  we  refund  75  cents. 

On  a  five  case  order,  displayed,  we  refund  $1.25. 

On  more  than  five  cases  we  refund  nothing  at  all,  for  a  five-case  lot  gives 
all  the  display  we  need. 

This  Is  the  Offer 

Good  Only  in  the  United  States 

Purchase  now,  from  your  jobber,  a  two-case,  three-case  or  five-case  lot  of 
Quaker  Oats  or  Mother’s  Oats,  either  or  both  combined,  for  delivery  in  one  lot 
on  or  before  February  15th,  and  make  a  display  in  your  store  as  outlined  above 
For  such  displays  of'  Quaker  Oats  and  Mother’s  Oats  we  refund  to  the 

purchaser  as  follows : 

Two  cases,  regular  or  family  size  -  -  -  $0.40 

Three  cases,  regular  or  family  size  -  -  -  *75 
Five  cases,  regular  or  family  size  -  -  -  1-25 

(By  one  cue  we  mean  36  packages  regular  size  or  20  packages  family  size) 

How  to  Collect  the  Advertising  Refund 

Mail  to  us  your  jobber’s  invoice  showing  the  purchase  of  one  of  these  quantities  in  a  single 
delivery  and  before  the  date  specified.  On  the  invoice  please  make  a  notation  that 

played  the  goods  as  per  agreement.  On  receipt  of  this  invoice  we  w,  1  Send  lnnlTcations  for  refund 
for  the  amount  we  owe  him  and  return  his  invoice  in  the  same  envelope.  Applications 

should  be  made  not  later  than  February  20th  and  addressed  to 

The  Quaker  Oats  G"'?*1')' 

Advertising  Department ,  Chicago,  Illinois 
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Goods  That  Are  Being  Advertised  to  Your 

Customers 


"Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 


.  [The  compilation  which  appears  below  is  the  result  of  more  think¬ 
ing  along  a  line  which  was  given  some  discussion  several  months  ago 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod¬ 
ucts  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  the  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  and  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling’ 
demonstrating,  etc.] 


Everybody’*  Magazine. 

Bon  Ami,  one  page. 

Shredded  Wheat,  one  page. 
Instant  Postum,  one  page. 
Campbell’s  Soups,  one  page. 
Crystal  Domino  Sugar,  one  page. 
Snider’s  Catsup,  one  page. 
Sunshine  Specialties,  half  page. 
Atwood  Grape  Fruit,  half  page. 
Jap-a-Lac,  four  inches. 

Fairy  Soap,  one  page. 

Cresca  Delicacies,  two  inches. 
Honlick’s  Malted  Milk,  two  inches. 
Three-in-One  Oil,  quarter  page. 


February. 

Good  Housekeeping. 

Barton  &  Guestier  Olive  Oil,  one 
page. 

Sapolio,  one  page. 

Old  Dutch  Cleanser,  one  page. 

Armour’s  Simon  Pure  Lard,  one 
page. 

Wesson  Snowdrift  Oil,  one  page. 

Crisco,  one  page. 

Dromedary  Dates,  one  page. 

Campbell’s  Soups,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  one  page. 

Burnham  &  Morrill’s  Fish  Flakes, 
one  page. 

Jell-O,  one  page. 

Underwood  Deviled  Ham,  one 
page. 

Welch’s  Grape  Juice,  one  page. 

G.  Washington’s  Coffee,  one  page. 
Beech-Nut  Peanut  Butter,  half 
page. 

Northern  Light  Buckwheat  Flour, 
quarter  page. 

Kitchen  Bouquet,  quarter  page. 

Kornlet,  quarter  page. 

Cresca  Delicacies,  two  inches. 

Liquid  Veneer,  three  inches. 

Horlick’s  Malted  Milk,  two 
inches. 

Nosco  Onion  Salt,  half  page. 

Burnett’s  Vanilla,  half  page. 

Hunt’s  California  Fruits,  half 
page. 

Educator  Crackers,  half  page. 

Jap-a-Lac,  quarter  page. 

Electro  Silicon,  quarter  page. 

Atwood  Grape  Fruit,  half  page. 

None- Such  Mince  Meat,  half 
page. 

Sunshine  Specialties,  half  page. 

Shefford  Snappy  Cheese,  quarter 
page. 

National  Oats,  one  page. 

Three-in-One  Oil,  half  page. 

Ralston  Wheat  Food,  one  page. 

Quaker  Oats,  one  page. 

Crystal  Domino  Sugar,  one  page. 

Knox  Gelatine,  one  page. 

Heinz  Baked  Beans,  one  page. 

Steero  Bouillon  Cubes,  one  page. 

Puffed  Wheat  and  Rice,  one  page. 

Ivory  Soap,  one  page. 

Libby’s  California  Fruits,  one 
page. 

Egyptian  Deodorizer  and  Aero- 
fume,  two  inohes. 


Dromedary  Dates,  half  page. 
Occident  Flour,  one  page. 

Ivory  Soap,  one  page. 

The  Century  Magazine. 

Baker’s  Cocoa,  one  page. 

Occident  Flour,  one  page. 
Horlick’s  Malted  Milk,  two  inches. 
Atwood  Grape  Fruit,  half  page. 
Peter’s  Milk  Chocolate,  one  page. 
Ivory  Soap,  one  page. 

Forest  Home  Farm  Sausage, 
quarter  page. 

Collier’s. 

Educator  Crackers,  eighth  page. 
G.  Washington’s  Coffee,  quarter 
page. 

Welch’s  Grape  Juice,  eighth  page. 
Horlick’s  Malted  Milk,  two  inohes. 

Saturday  Evening  Post. 

Post  Tavern  Special,  quarter 
page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Wrigley’s  Spearmint,  two  pages. 
Puffed  Wheat  and  Rice,  half 
page. 

Uneeda  Biscuits,  quarter  page. 
Barrington  Hall  Coffee,  quarter 
page. 

Towle’s  Log  Cabin  Syrup,  eighth 
page. 

Mother’s  Oots,  quarter  page. 
Quaker  Oats,  half  page. 

Fairy  Soap,  quarter  page. 

Nosco  Onion  Salt,  quarter  page. 
Gold  Medal  Flour,  one  page. 
Ivory  Soap,  one  page. 

Campbell’s  Soups,  half  page. 
Hunt’s  California  Fruits,  quarter 
page. 

Knox  Gelatine,  quarter  page. 

Lea  &  Perrin’s  Sauce,  four 
inches. 

Crystal  Domino  Sugar,  four 
inches. 

Beech-Nut  Peanut  Butter,  quar¬ 
ter  page. 

Steero  Bouillon  Cubes,  four 
inches. 

Armour  &  Co.’s  products,  one 
page. 

Cream  of  Wheat,  one  page. 

Crisco,  one  page. 

Chiclets,  eighth  page. 

G.  Washington’s  Instant  Coffee, 
quarter  page. 

Bull  Durham,  one  page. 

Nabisco,  quarter  page. 

Sunshine  Biscuits,  quarter  page. 
Welch’s  Grape  Juice,  one  page. 
Instant  Postum,  quarter  page. 
Underwood  Deviled  Ham,  quar¬ 
ter  page. 

Occident  Flour,  quarter  page. 
Snider1  s  Catsup,  one  page. 

The  Woman’!  Magazine. 

G.  Washington’s  Coffee,  quarter 
page. 

Crisco,  one  page. 


.  Ivory  Soap,  one  page. 

Royal  Baking  Powder,  quarter 
page. 

Bon  Ami,  quarter  page. 

Instant  Postum,  quarter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Post  Tavern  Special,  quarter 
page. 

Snider’s  Catsup,  one  page. 

Mother’s  Oats,  quarter  page. 
Steero  Bouillon  Cubes,  quarter 
page. 

Quaker  Oats,  half  page. 

JeLl-O,  one  page. 

Knox  Gelatine,  quarter  page. 
Armour  &  Co.’s  Products,  half  ’ 
page. 

Sunshine  Specialties,  eighth  page. 
Occident  Flour,  one  page. 

Puffed  Wheat  and  Rice,  half  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Liquid  Veneer,  eighth  page. 
Mapleine,  four  inches. 

Three-in-One  Oil,  quarter  page. 
Welch’s  Grape  Juice,  one  page. 
Fairy  Soap,  one  page. 

MoCall’s  Magazine. 

Wrigley’s  Spearmint,  one  page. 
Armour  &  Co.’s  Products,  two- 
thirds  page. 

Ivory  Soap,  one  page. 

Campbell’s  Soups,  third  page. 
Shredded  Wheat,  third  page. 

Bon  Ami,  third  page. 

Instant  Postum,  third  page. 

Post  Tavern  Special,  third  page. 
Heinz  Baked  Beans,  two-thirds 
page. 

Lea  &  Perrin’s  Sauce,  four 
inches. 

Mapleine,  four  inches. 

Knox  Acidulated  Gelatine,  half 
page. 

Liquid  Veneer,  quarter  page. 

Jell-O,  half  page. 

Crisco,  half  page. 

Van  Camp’s  Pork  and  Beans, 
third  page. 

Puffed  Wheat  and  Rice,  two- 
thirds  page. 

Three-in-One  Oil,  two  inches. 

Old  Dutch  Cleanser,  one  page. 

Harper's  Magazine. 

Peter’s  Milk  Chocolate,  one  page. 
Atwood  Grape  Fruit,  half  page. 
Crystal  Domino  Sugar,  quarter 
page. 

Blue  Label  Ketchup,  half  page. 

Ivory  Soap,  one  page. 

Royal  Baking  Powder,  quarter 
page. 

Baker’s  Cocoa,  quarter  page. 

Instant  Postum,  quarter  page. 
Sapolio,  one  page. 

Shredded  Wheat,  one  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Grape  Nuts,  quarter  page. 

Dalliaitor. 

Crisco,  one  page. 

Ivory  Soap,  one  page. 

Bon  Ami,  one  page.  ^ 

Royal  Baking  Powder,  quarter 
Page, 

Steero  Bouillon  Cubes,  quarter 
page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Instant  Postum,  quarter  page. 
Dromedary  Dates,  quarter  page. 
Liebig  Extract  of  Beef,  eighth 
page. 

Mapleine,  four  inches. 

Sunshine  Specialties,  eighth  page. 

Post  Tavern  Special,  one  page. 
Mothers  Oats,  quarter  page. 

Electro  Silicon,  three  inches. 

Ralston  Wheat  Food,  quarter 
page. 

Snider’s  Catsup,  one  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Armour  &  Co.’s  Products,  half 
page. 

Hunt’s  California  Fruits,  one 
page. 

Quaker  Oats,  half  page. 


Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Occident  Flour,  quarter  page. 
Three-in-One  Oil,  quarter  page. 
Liquid  Veneer,  eighth  page. 
Jell-O,  one  page. 

G.  Washington’s  Coffee,  quarter 
page. 

Knox  Gelatine,  quarter  page. 
Welch’s  Grape  Juice,  one  page. 
Fairy  Soap,  one  page. 

St.  Nicholas. 

Swift  &  Co.,  one  page. 

Baker’s  Cocoa,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 
Jell-O,  one  page. 

Bensdorp’s  Cocoa,  half  page. 
Maillard’s  Cocoa,  quarter  page. 

I  hree-in-One  Oil,  quarter  page. 
Ivory  Soap,  one  page. 

Libby’s  California  Canned  Fruits, 
one  page. 

Crystal  Domino  Sugar. 

Pictorial  Review. 

Cream  of  Wheat,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Campbell’s  Soups,  quarter  page. 
Post  Tavern  Special,  quarter 
page. 

Mother’s  Oats,  quarter  page. 
Royal  Baking  Powder,  quarter 
page. 

Instant  Postum,  quarter  page. 
Wrigley’s  Spearmint,  quarter 
page. 

Heinz  57  Varieties,  half  page. 
Armour’s  Products,  half  page. 
Crisco,  quarter  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Jell-O,  quarter  page. 

None-Such  Mince  Meat,  eighth 
page. 

Snider’s  Catsup,  eighth  page. 
Liebig  Extract  of  Beef,  eighth 
page. 

Quaker  Oats,  half  page. 

Sunshine  Biscuits,  quarter  page. 

G.  Washington’s  Coffee,  quarter 
page. 

Onting  M»gazin*. 

Atwood  Grape  Fruit,  half  page. 

Ladies’  Home  Journal. 

Cream  of  Wheat,  one  page. 

Ivory  Soap,  one  page. 

Bon  Ami,  quarter  page. 

Post  Tavern  Special,  quarter 
page. 

Ralston  Wheat  Food,  quarter 
page. 

Welch’s  Grape  Juice,  quarter 
page. 

Mothers  Oats,  quarter  page. 
Campbell’s  Soups. 

Instant  Postum,  quarter  page. 
Nosco  Onion  Salt,  one  page. 
Steero  Bouillon  Cubes,  eighth 
page. 

Puffed  Wheat  and  Rice,  half 
page. 

Huyler’s  Cocoa,  eighth  page. 
Liquid  Veneer,  eighth  page. 
Educator  Crackers,  eighth  page. 
Snider’s  Catsup,  half  page. 
Dromedary  Dates,  ten  inches. 
Occident  Flour,  quarter  page. 
Burnett’s  Vanilla,  eighth  page. 
Meadow  Gold  Butter,  half  page. 
Horlick’s  Malted  Milk,  two  inches. 
Electro  Silicon,  two  inches. 

Gold  Dust,  eighth  page. 

Lea  &  Perrin’s  Sauce,  four 
inches. 

Kornlet,  four  inches. 

Armour  &  Co.’s  Products,  half 
page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Quaker  Oats,  half  page. 

Swift  &  Co.’s  Hams  and  Bacon, 
quarter  page. 

Hunt’s  California  Fruits,  eighth 
page. 

G.  Washington’s  Coffee,  quarter 
page. 

Jell-O,  quarter  page. 

Crisco,  quarter  page. 
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Baking  Powder,  quarter 


Royal 

Sunshine  Biscuits,  eighth  page. 
Burnham  &  Morrill  Fish  Flakes, 

ghth  page.  „  , 

Emery’s  Deviled  Sardines,  four 

Beech-Nut  Peanut  Butter,  quar- 
r  page. 

Hornel’s  Ham  and  Bacon,  two 

Shefford  Snappy  Cheese,  three 
iches. 

Palm  Olive  Soap,  one  page. 

Woman's  Home  Companion. 

Cream  of  Wheat,  one  page. 

Ivory  Soap,  one  page. 

Ralston  Wheat  Food,  quarter 

age. 

Campbell’s  Soups,  quarter  page. 
Hunt’s  California  Fruits,  quar- 

er  page.  . 

Welch’s  Grape  Juice,  quarter 

age. 

Instant  Postum,  quarter  page.  * 
Crystal  Domino  Sugar,  quarter 
lage. 

Post  Tavern  Special,  quarter  page. 
Liquid  Veneer,  eighth  page 
Puffed  Wheat  and  Rice, 


half 


ge. 

Snider's  Catsup,  half  page. 
Armour  &  Co.’s  Products, 


gt. 

Steero  Bouillon 


half 
Cubes,  eighth 


age. 

Sunshine  Specialties,  eighth  page. 
Electro  Silicon,  two  inches. 

Crisco,  one  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Dromedary  Dates,  ten  inches. 
Swift’s  Premium  Hams  and  Ba- 
on,  quarter  page.  . 

Three-in-One  Oil,  four  inches. 
Heinz  5 7  Varieties,  half  page. 
Occident  Flour,  quarter  page. 
Meadow  Gold  Butter,  half  page. 
Nosco  Onion  Salt,  quarter  page. 
Procter  &  Gamble’s  White  Naph- 
ha  Soap,  quarter  page. 

Knox  Gelatine,  quarter  page. 
Burnett’s  Vanilla,  eighth  page. 
Beech-Nut  Peanut  Butter,  quarter 

^Horlick’s  Malted  Milk,  two  inches. 
Cresca  Delicacies,  two  inches. 
Snider’s  Catsup,  six  inches. 

Jell-O,  quarter  page. 

G.  Washington’s  Coffee,  quarter 

page. 

Gold  Medal  Flour,  one  page. 

The  American  Magazine. 

Baker’s  Cocoa,  one  page. 

Fairy  Soap,  one  page. 

Jap-a-Lac,  quarter  page. 

Bon  Ami,  quarter  page. 

Snider’s  Catsup,  one  page. 

Chiclets,  eighth  page.  . 

Atwood  Grape  Fruit,  quarter 

page.  ... 

Heinz  57  Varieties,  half  page. 
Welch’s  Grape  Juice,  quarter 

page.  . 

Blooker’s  Cocoa,  two  inches. 

Ivory  Soap,  one  page. 

Designer. 

Crisco,  one  page. 

Ivory  Soap,  one  page.  • 

Mother’s  Oats,  quarter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Royal  Baking  Powder,  quarter 

page. 

Instant  Postum,  quarter  page. 
Bon  Ami,  quarter  page. 

Steero  Bouillon  Cubes,  quarter 

page. 

Post  Tavern  Special,  quarter 

page. 

Puffed  Wheat  and  Rice,  half 

page. 

Jell-O,  one  page. 

Quaker  Oats,  half  page. 

Armour  &  Co.’s  Products, 


page. 

Snider’s  Catsup,  one  page. 
Liquid  Veneer,  eighth  page. 
Occident  Flour,  one  page. 

Knox  Gelatine,  quarter  page. 
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G.  Washington’s  Coffee,  one  page. 
Sunshine  Specialties,  eighth  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap. 

Mapleine,  four  inches. 

Three-in-One  Oil,  quarter  page. 
Welch’s  Grape  Juice,  one  page. 
Fairy  Soap,  one  page. 

McClure'*. 

Peter’s' Milk  Chocolate,  one  page. 
Baker’s  Cocoa,  one  page. 

Ivory  Soap,  one  page. 

Campbell’s  Soups,  one  page. 

Instant  Postum,  one  page. 

Fairy  Soap,  one  page. 

Dromedary  Dates,  half  page. 
Sunshine  Biscuit,  one  page. 
Blooker’s  Cocoa,  two  inches. 
Jap-a-Lac,  quarter  page. 

Cresca  Delicacies,  two  inches. 
Wrigley’s  Spearmint  Gum,  one 
page. 

Cream  of  Wheat,  one  page. 

Post  Tavern  Special,  one  page. 

Scribner’*  Magazine. 

Sapolio,  one  page. 

Shredded  Wheat,  one  page. 
Campbell’s  Tomato  Soup,  one 
page. 

Jell-O,  one  page  * 

Forest  Home  Farm  Sausage, 
quarter  page. 

Knorr  Consomme  Cubes,  quarter 

P  Atwood  Grape  Fruit,  half  page. 
Shefford  Snappy  Cheese,  quarter 

page.  .  .  , 

Cresca  Delicacies,  two  inches. 
Horlick’s  Malted  Milk,  two  inches. 
Peter’s  Milk  Chocolates,  one  page. 
Ivory  Soap,  one  page. 

Libby’s  California  Fruits,  one 

page.  . 

Baker’s  Cocoa,  quarter  page. 
Grape  Nuts,  quarter  page. 

Royal  Baking  Powder,  quarter 

page. 

The  Atlantic  Monthly. 

Bensdorp’s  Royal  Dutch  Cocoa, 

half  page.  „  .  , 

Atwood  Grape  Fruit,  half  page. 
Peter’s  Milk  Chocolate,  one  page. 


A  Good  Thing. 

The  following  is  from  the  latest  is 
sue  of  the  “Retail  Grocers’  Advocate, 
of  New  York  City:— 

“The  Quaker  Oats  Co.  s  advertising 
plan,  recently  announced  in  the  grocery 
trade  papers,  should  meet  the  approval 
and  support  of  every  retail  grocer. 
Unlike  many  of  the  propositions  that  are 
made  to  the  grocers,  which  in  many 
instances  call  for  window  space,  but 
give  to  the  grocer  no  remuneration  be¬ 
yond  the  profit  made  on  the  extra  sales, 
the  Quaker  Oats  plan  pays  the  retail 
grocer  for  the  space  or  the  rent  of  the 
display,  and  it  does  not  call  for  window 
display,  but  for  displays  made  in  the 
store,  whether  on  the  counter,  bread 
box  or  any  prominent  place. 

“The  main  feature  of  the  offer,  how¬ 
ever,  is  that  it  is  for  the  ‘little  fellows 
and  not  the  ‘big  fellows’  in  the  grocery 
trade.  Oftentimes,  the  complaint  is 
made  that  in  most  advertising  the  big 
fellows’  have  all  the  advantage,  and 
again  the  offer  is  such  that  the  little 
fellow’  is  unable  to  participate  in  the 
plan.  The  Quaker  Oats  people  have 
entirely  reversed  this.  On  a  two-case 
order  of  Quaker  or  Mother’s  Oats  they 
refund  in  cash  (not  in  packages),  4° 
cents;  three  cases,  75  cents,  and  five 
cases.  $1.25,  but  on  more  than  five  cases 
nothing  at  all  is  refunded.  — Adv. 


half 


Nos.  1211-13-15  N.  Second  Street 
PHILADELPHIA,  PA. 


Florida  tomatoes  are  $3 
which  is  an  advance  caused  by 
scarcitv.  Good  tomatoes  ai  c 
scarce.  Hothouse  fruit  is  also 
scarce  and  commands  30  to  40 
cents  per  pound.  Demand  good 


No.  1  Norway  Maokerel . no 

No.  2  Norway  Mackerel . 

No.  3  Norway  Mackerel .  it  75 

No.  4  Norway  Mackerel . •'•••■  13/76 

These  are  the  finest  Norway  Mackerel ;  late  caught  Fancy  White  Fish. 

They  are  satisfaction  to  the  bottom  of  the  barrel.  Should  you  prefer 
lower  priced  goods,  can  name  the  lowest  market  prices  on  grades 
low,  but  these  prices  are  for  selected  goods,  200  pounds  weight  guaran¬ 
teed  per  barrel. 

We  offer  a  lot  of  Good  Quality  Redipped  Oregon  Prunes, 

40-60B,  in  26-lb.  boxes,  at . •  /+ 

The  fruit  is  fine,  dark  fruit  and  counts  50  to  51  to  the  pound.  These 
are  about  2  cents  per  pound  less  than  this  size  is  selling  at. 

A  Pure  Phosphate  Baking  Powder,  packed  3  doz.  1-lb- 
oans  to  case,  eaoh  can  containing  one  spoon  made  of 
solid,  bright  metal  that  will  wear  the  same  all  j  3Q 
through,  per  doz . 

Sugar  sold  at  refiners’  lowest  wholesale,  less  one  per 
gcent.  on  date  order  received.  Prices  on  the  whole 
line  right.  We  push  quality  goods;  they  win  out. 

Early  June  Peas,  handsome  embossed  label,  very  good 
grade  and  tender,  per  doz . 

We  offer  700  cases  of  a  very  gpod  reliable  Cruf  h®d 

at  67l£o.  per  doz.,  and  will  ship  a  sample  case  fo 
vour  approval.  Some  brands  of  Crushed  Corn  are 
being  offered  at  very  low  prices.  The  poor  quality 
will  do  any  dealer  harm  who  sells  them. 

Yellow  Granulated  Corn  Meal,  100-lb.  bags . 

The  trade  on  the  60  Ds  Matches  quoted  at  $3.30 
of  60Cs,  full  count,  full  length  sticks,  is 
pay  freight  on  these  goods  both  ways  if  they  don  t 
give  the  best  of  satisfaction.  Include  a  gross  in  your 
next  order. 

Pure  Black  Pepper,  10-lb.  boxes . 

Pull  Cream  York  State  Cheese,  September  make,  para-  ^ 

fined . *  ’  ’ 

Rolled  Oats,  fine  quality,  half  barrels  in  sacks  ....  •  186 

These  are  selected  Oats  and  contain  less  hulls  than  any  other  brands 
of  oats  we  have  compared  them  with. 

Pure  Cider  Vinegar,  will  comply  with  all  Pure  Food 
Laws,  Federal  and  State,  per  gal . 

New  Dried  Green  Peas,  bags,  per  lb . 

Will  mail  sample  if  you  are  in  the  market. 

Cloudy  Syrup,  the  finest  made  sample  °n  r6’  .23 

quest,  we  name  a  low  price,  barrels . .  • 

This  grade  is  being  sold  for  25  to  2  c.;  it  is  the  best  quality  made; 
goods  like  these  are  the  best  advertisers  of  your  business. 

A  splendid  grade  of  Choice  Muir  Peaches,  in  26-pound  ^ 

Then:  of  the  best  grade  Peaches  that  come  from  the  Coast  and 
are  trade  winners. 

Send  cash  with  order  or  reference  and  goods 
will  be  shipped  and  you  can  mail  check  alter 
you  have  received  goods.  The  business  of 
prompt  paying  trade  solicited  ::  ::  •• 


William  C.  Young 
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WITH  THE  EDITOR 


Everybody  remembers  that  be¬ 
fore  the  parecls  post  law  passed, 
and  while  it  was 
being  discussed, 
the  big  mail¬ 
order  houses 
came  forward  and  vehemently  de¬ 
nied  that  they  would  be  the  chief 
beneficiaries,  as  the  retail  trade 
claimed.  “Why,”  they  urged, 
“we  will  lose  business  instead  of 
making  it.  Many  of  our  custom 
ers,  in  order  to  get  lower  freight 
rates,  now  go  out  soliciting  orders 
from  their  neighbors  so  as  to  re¬ 
duce  cost  of  transportation. 
When  they  can  ship  u-pound 
packages  by  mail  there  will  be  no 
need  to  do  that.” 

All  of  which  was  to  some  ex¬ 
tent  plausible  and  possibly  some¬ 
body  was  deceived  by  it. 

At  the  present  moment  an 
agent  of  Montgomery  Ward  & 
Co.,  one  of  the  two  largest  mail¬ 
order  houses  in  Chicago,  is  in 
New  York  reputed  to  have  au 
thority  to  draw  on  his  house  for 
$5,000,000,  if  needed,  to  establish 
a  New  York  mail-order  branch 
Sears,  Roebuck  &  Co.,  the  other 
of  the  two,  have  an  agent  in  Pitts 
burgh,  Pa.,  for  the  same  purpose 
Why?  In  order  to  hold  business 
that  they  already  have?  Not  a 
bit  of  it.  They  are  doing  it  be 
cause  the  parcels  post  law  has 
without  doubt  given  them  the 
grandest  and  best  chance  of  their 
lives  to  penetrate  to  the  utter¬ 
most  corners  of  this  country; 
corners  where  neither  the  rail¬ 
roads  nor  the  express  companies 
penetrate,  but  where  the  mails  do. 


When  the  United  States  Gov¬ 
ernment  brought  criminal  pro¬ 
ceedings  against 

A  Comparison  and  tile  associations 
a  Prediction.  Qf  retaiI  lumber„ 

men,  on  the 
ground  that  they  were  restrain¬ 
ing  trade  and  robbing  compe¬ 
tition  of  its  rightful  fruits,  this 
journal  reported  the  suit  and 
commented  upon  the  great  simi¬ 
larity  between  some  of  the 
things  the  Government  was  pro¬ 
ceeding  against  the  retail  lumber¬ 
men  for  doing,  and  some  of  the 
things  which  certain  grocery 


trade  organizations  were  doing, 
or  at  least  had  done. 

Quite  recently  the  United 
States  Court  handed  down  a  de 
cision  in  the  first  round  of  the 
above  case,  enjoining  the  retailers 
from  continuing  the  practices 
complained  of.  These  practices 
consisted  mostly  of  issuing  vari¬ 
ous  forms  of  black*  lists.  Read 
the  court's  own  description  : — 

The  lists  which  are  still  being 
circulated  may  be  called,  for  lack 
of  a  better  name,  “official  reports.” 
Nothing  else,  so  far  as  we  under¬ 
stand  it,  is  now  or  was  being  done 
at  the  time  this  suit  was  brought 
by  the  defendants  as  a  combina¬ 
tion,  except  the  circulation  of  these 
lists  among  the  retail  lumber  deal¬ 
ers  and  associations  and  corpora¬ 
tions.  This  seems  to  be  the  extent 
of  their  offending.  Each  of  these 
‘official  reports”  read  as  follows: 
Official  Report  and  Statement 
to  Members. 

You  are  reminded  that  it  is 
because  you  are  members  of 
our  association  and  have  an 
interest  in  common  with  your 
fellow  members  in  the  infor¬ 
mation  contained  in  this  state¬ 
ment,  that  they  communicate  it 
to  you,  and  that  they  communi¬ 
cate  it  to  you  in  the  strictest 
confidence  and  with  the  under¬ 
standing  that  you  are  to  receive 
and  treat  it  the  same  way. 

The  following  are  reported  as 
having  solicited,  quoted,  or  as 
having  sold  direct  to  the  con¬ 
sumers.  (Here  follows  a  list 
of  the  names  and  addresses  of 
various  wholesale  dealers.) 

Members  upon  learning  of 
any  instance  of  persons  solicit¬ 
ing,  quoting  or  selling  direct 
to  consumers,  should  at  once 
report  same,  and  in  so  doing 
should,  if  possible,  supply  the 
following  information :  The 
number  and  initials  of  car,  the 
name  of  consumer  to  whom 
the  car  is  consigned,  the  initials 


or  name  of  shipper,  the-  date  of 
arrival  of  car,  the  place  of  de¬ 
livery  and  the  point  of  origin. 
For  a  number  of  years  there  has 
been  friction  between  the  two 
groups,  wholesalers  and  retailers, 
Wholesalers  complained  because 
some  retail  dealers  had  not  been 
content  with  selling  small  lots  for 
local  delivery,  but  had  negotiated 
sales  of  large  lots  from  millmen  to 
consumer.  Retailers  complained  be¬ 
cause  some  wholesalers  had  discov¬ 
ered  a  retail  dealer’s  local  custom¬ 
ers  and  had  themselves  sold  to  such 
local  customers  in  competition  with 
the  retailer. 

The  official  report  is  a  method 
adopted  by  the  retailers  to  check 
this  competition.  Retail  dealers,  who 
are  members  of  one  or  other  of 
these  associations  defendant,  are 
not  required  by  their  associations 
to  refrain  from  dealing  with  any 
wholesaler  whose  names  are  in  the 
list.  1  here  is  no  fine  or  penalty  for 
dealing  with  them ;  nor  is  the  re¬ 
tailer  disciplined  in  any  way  if  he 
does  deal  with  them.  But  the 
record  indicates  that  no  such  dis¬ 
cipline  is  necessary. 

The  court  granted  an  injunc¬ 
tion  restraining  the  retailers  from 
issuing  any  more  lists  containing- 
the  names  of  alleged  unfair  man 
ufacturers  or  jobbers.  In  order  to 
make  the  whole  plan  clear,  the 
retail  lumbermen,  who  looked  on 
large  consumers  of  lumber,  like 
furniture  manufacturers,  as  their 
exclusive  customers,  were  both¬ 
ered  because  wholesale  lumber 
dealers,  who,  according  to  the  re 
tailers,  should  have  sold  only  to 
them ,  and  occasionally  manufac 
turers,  who  should  have  sold  only 
to  jobbers,  went  over  the  head  0 
their  proper  buyers  and  sold  di- 
1  ect  to  consumers.  To  protect 
themselves,  the  retailers  found 
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Toure  for  another  year. 


out  the  names  of  the  jobbers  an 
manufacturers  who  did  this,  an 
sent  them  to  all  the  member: 
then  the  letailers  would  boyco 
all  the  firms  on  the  list. 

The  facts  here  tally  exactl 
with  conditions  in  the  grocer 
field,  in  which  some  manufactui 
ers  sell  direct  to  retailers,  greatl 
to  the  resentment  of  the  jobber 
and  some  jobbers  sell  direct  t 
consumers,  greatly  to  the  reseni 
ment  of  the  retailer.  Each  clas 
tries  to  keep  all  the  others  off  hi 
grass,  but  if  the  Government  win 
its  suit  in  the  lumber  case  it  wf 
mean  that  by  contract,  at  leasi 
there  can  be  no  private  gras 
parks,  and  that  no  concerted,  or 
ganized  effort  to  conduct,  sue! 
can  succeed. 


S.M./M.M. 


One  by  one  our  time-honor 
privileges  are  being  withdraw 
most  cruelly  ai 
t  ruthtessly.  ‘Re; 

Custom.  this  newspap 
dispatch  fro 
Evanston,  Ill.  • — 


SUES  BUTCHER  FOR  SCRAPS. 

Professor’s  Wife  Fights  Custom 
of  Paying  for  What  Dealer 
Trims  Off. 

Evanston,  Ill.,  Jan.  28.— Whether 
a  butcher  has  the  right  to  trim 
meat  after  it  has  been  weighed  and 
paid  for,  and  in  addition  keep  the 
shrinkage,  may  be  permanently  set¬ 
tled  here  through  Mrs.  George  P. 
Jackson,  wife  of  a  Northwestern 
University  professor. 

Airs.  Jackson  bought  four  and 
one-half  pounds  of  tenderloin  steak 
dressed  into  fillet  of  beef. 

She  paid  for  the  steak  of  the 
weight  ordered  and  then  saw  it 
paired.  The  “trimmings”  were  re¬ 
tained  by  the  butcher.  When  Mrs. 
Jackson  reached  home  she  weighed 
the  meat,  and  found  that  two 
pounds  had  been  cut  away,  and 
caused  the  arrest  of  the  butcher. 

Justice  Boyer  listened  to  the  ar¬ 
guments  of  two  butchers,  that  the 
purchaser  must  stand  the  shrinkage, 
because  “it  is  custom.” 

The  magistrate  said  it  might  be 
custom,  but  that  he  could  not  see 
how  it  was  legal.  He  dismissed  the 
man  arrested  because  he  was  only  a 
helper,  but  advised  Mrs.  Jackson  to 
sue  the  proprietor,  which  she  said 
she  would  do. 


When  the  wife  of  a.  Northwest¬ 
ern  University  professor  stops  to 
quarrel  with  a  hard-working  but¬ 
cher  over  a  few  bits  of  cat  meat, 
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en  we  have  indeed  fallen  on 
il  times  and  anything  can  hap- 

n. 

But  what  about  this  long-con- 
med  custom?  Its  legal  status 
this:  The  customer  who  pays 
r  three  pounds  of  meat  can 
rce  the  dealer  to  give  her  three 
mnds,  which  he  doesn’t  do 
ben  he  hands  her  two  pounds, 
irteen  ounces  and  throws  the 
her  three  ounces  in  his  bucket, 
le  is  entitled  to  her  whole  three 


I  have  had  a  lot  of  people  tell 
e  that  merchants  were  almost 
credibly  careless  about  learn- 
g  what  it  cost  them  to  do  busi¬ 
es,  and  I  have  seen  a  number 
'  such  cases  myself,  but  I  think 
never  really  appreciated  how 
r  such  carelessness  could  go 
rtil  last  week. 

A  client  of  mine,  several  years 
jo,  and  from  time  to  time  since 
lat,  had  loaned  money  to  a  rela- 


pounds  if  she  has  paid  for  them, 
custom  or  no  custom.  There  is 
only  one  qualification:  If  a  but¬ 
cher  could  show  that  while  she 
seemed  to  be  paying  for  three 
pounds  she  really  wasn’t,  for  the 
price  per  pound  was  based  on  his 
getting  back  the  trimmings,  and 
actually  she  only  paid  a  fair  mar¬ 
ket  price  for  two  pounds,  thir¬ 
teen  ounces. 

If  he  can  show  that,  he  can 
keep  to  his  custom. 


tive  who  was  in  the  retail  dry 
goods  business.  Last  week  the 
sum  advanced  had  reached  nearly 
$4,000.  The  dry  goodsman  was 
being  pressed  by  a  few  creditors, 
and  had  asked  for  another  loan, 
whereupon  the  client  came  to  me 
to  talk  it  over. 

I  suggested  that  his  relative  be 
brought  to  me  and  that  he  bring 
with  him  his  books.  I  learned 
that  before  starting  his  own  busi¬ 


ness  he  had  been  one  of  the  heads 
in  another  dry  goods  business  in 
the  same  territory,  and  that  his 
reputation  for  honesty,  sobriety 
and  ability  was  good. 

He  came  to  my  office  the  follow¬ 
ing  day,  with  all  the  figures  which 
he  thought  would  reveal  his  finan¬ 
cial  condition.  Without  doubt 
the  man  was  honest  and  freely 
gave  up  everything  he  knew. 

His  figures  showed  that  he  had 
been  in  business  for  five  years. 
The  first  year,  or  the  remaining 
nine  months  of  it — his  year  was 
the  calendar  year — he  had  done 
about  $7,000;  the  next  full  year 
$9,000;  the  next  year  $12,000; 
the  fourth  $15,880;  and  last  year 
$14,107. 

He  had  $14,500  worth  of  stock 
and  fixtures  on  hand,  of  which 
all  but  $600  was  stock.  This  you 
will  observe  was  just  the  amount 
of  his  last  year’s  business.  Turn¬ 
ing  his  money  only  once  a  year, 
although  as  I  understand  it,  dry 
goods  money  ought  to  be  turned 
at  least  three  times  a  year. 

He  owed  $7,500  for  merchan¬ 
dise  and  borrowed  money,  and 
was  paying  a  monthly  rent  of 
$105 !  On  a  business  of  less  than 


$300  per  week,  on  which  he  said 
le  figured  a  gross  percentage  of 
only  25  per  cent. ! 

Now  comes  the  amazing  part: 

“What  do  you  figure  your 
profits  are?’’  I  asked. 

“Twenty-five  per  cent.” 

“Is  that  net  or  gross?” 

“Gross.” 

“What  are  the  net  profits?” 

.“I  haven’t  figured  that  out 
yet.” 

“But  don’t  you  have  some  sys¬ 
tem  of  calculating?  What’s  your 
cost  of  doing  business?” 

“I  haven’t  figured  that  out 
either.” 

“But  you  surely  figured  it  out 
some  time.” 

“I  did  once,  yes.” 

“What  was  it  then?” 

“I  don't  just  remember  now.” 

“Haven’t  you  known  at  any 
time  how  much  of  that  twenty- 
five  per  cent,  was  eaten  up  by 
expenses  ?” 

“Not  exactly,  no.” 

“What’s  your  estimate  about 
it?” 

“I  can  hardly  say;  I’d  have  to 
figure  it  out.” 

“Do  you  draw  a  salary  for 
yourself?” 


f »» >t«  <t>  '!■  *  '!■  *  *  >t«  *  *  >:■  >:■  ■:<  *  *  *  *  *  *  *  *  »  *  *■**♦*♦  •m»>  *  *f 

Almost  Incredible  But  True 

::  :• 


What’s  Your  Time  Worth? 


Any  man  who  is  worth  the  room  he  takes  up  in  a  grocery  store  can  find  something  more  profitable  to  do,  even  in  his 
spare  time,  than  putting  sugar  in  bags.  Add  to  the  waste  of  energy  the  cost  of  bags  and  twine  and  the  loss  from  overweight, 
and  you’ll  see  why  it’s  a  losing  proposition.  The  right  way  to  handle  sugar  is  in  Franklin  Cartons,  because  Franklin  Carbon 
Sugar  is  ready  to  sell  when  you  get  it ;  no  scoop,  no  scales,  no  bags,  no  twine,  no  bother,  no  loss,  but  a  ne.it 
carton  that’s  a  pleasure  to  handle.  All  the  fast-selling  grades  of  sugar  are  packed  in  Franklin  Cartons  Granulated, 
Powdered,  Confectioners’  XXXX,  Dessert  and  Table,  Cube — and  you  can  buy  to  suit  your  convenience  in  containers  of 
24,  48,  60  and  120  lbs. 


FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia 

“Your  customers  know  FRaNKLIN  CARTON  SUGAR  means  CLEAN  SUGAR  ” 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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‘‘Yes,  six  dollars  a  week,  and  we 
take  what  we  need  in  the  way  of 
supplies  out  of  the  business.” 

“How  much  do  your  draughts 
of  goods  for  personal  use  amount 
to?”  He  had  a  wife  and  either 
one  or  two  children. 

“I  never  kept  any  account  of 
that.” 

“Well,  how  did  you  figure  that 
twenty-five  per  cent,  was  big 
enough  for  gross  profit  if  you 
didn’t  know  what  it  cost  you  to 
do  business?” 

“I  thought  it  Avas  all  the  goods 
would  stand.” 

“As  a  matter  of  fact,”  and  this 
concluded  the  interview,  “you 
don’t  positively  know,  do.  you, 
that  your  expenses  aren’t  more 
than  twenty-five  per  cent.?” 

“Oh,  I’m  sure — ” 

“But  do  you  know?” 

“I  couldn’t  swear  to  it,  ho,”  he 
con  fessed. 

Tell  a  man  to  take  his  wife  and 
children  into  an  engine  room  and 
order  him  to  run  the  hundred 
horse-power  engine,  though  he 
knew  nothing  of  engines,  and  his 
position  as  he  starts  to  experi¬ 
ment  with  the  twenty  odd  levers 
which  confront  him  will  be  much 
like  this  dry  goodsman’s  has  been. 
Up  to  now  he  has  probably  been 
living  on  his  hump,  like  the 
camel,  but  the  hump  is  gone,  and 
where  his  future  meals  are  to 
come  from  remains  to  be  worked 
out. 

E.  J.  B. 


Mann  Net  Weight  Bill  Takes 
Dangerous  Turn. 

Now  Planned  to  Pass  Federal  Bill 
Requiring  Labeling  of  Net  Weight 
and  Measure  Without  Allowance  for 
Shrinkage  from  Natural  Causes. 
Secretary  Green  Goes  to  Washington 
to  Protest. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.-  C., 

January  31,  1913. 
There  is  a  plan  on  foot  to 
greatly  increase  the  severity  of 
the  Gould  (Mann)  net  weight 
bill  by  eliminating  the  clause 
which  allows  for  what  are  called 
“tolerances,”  that  is,  variations 
in  the  weight  of  package  products 
after  packing  and  before  sale,  as 
by  shrinkage  or  other  cause  for 
which  the  packer  would  not  be  re¬ 
sponsible.  It  is  now  planned  to 
pass  the  bill  without  this  clause, 
thus  making  it  necessary  for 
every  manufacturer  not  only  to 


label  his  goods  with  the  full  net 
weight  at  the  time  of  packing, 
but  he  must  also  see  to  it  that  his 
goods  do  not  subsequently  shrink 
below  it  from  any  cause  what¬ 
ever.  The  bill  was  endorsed  by 
almost  all  commercial  interests 
when  it  contained  the  tolerance 


Washington,  D.  C., 

January  31,  1913. 
The  squabble  over  whether  to 
reduce  the  tariff  on  sugar  has  con¬ 
centrated  in  an  attack  here  on  the 
Federal  Refining  Co.,  of  New 
York,  and  Frank  C.  Lowry,  its 
sales  manager.  For  several  years 
Lowry  has  flooded  the  country 
with  literature  favoring  free 
sugar,  or  at  least  a  reduction  in 
the  tariff.  Most  of  his  matter  has 
been  ostensibly  sent  out  by  a 
“Committee  of  Wholesale  Gro¬ 
cers,”  he  calling  himself  the  sec¬ 
retary.  It  has  developed  during 
the  past  week  that  there  never 
was  a  “Committee  of  Wholesale 
Grocers”  created  to  fight  for 
cheaper  sugar,  and  that  the  body 
Mr.  Lowry  has  been  supposed  to 
be  secretary  of  was  the  Federal 
Refining  Co. 

R.  L.  Broussard,  member  of  the 
House  from  Louisiana,  got  after 
Lowry  during  the  week  and  in¬ 
troduced  in  the  House  a  bill  pro¬ 
viding  for  a  resolution  “to  make 
an  investigation  of  the  so-called 
Committee  of  Wholesale  Grocers 
to  ascertain  for  the  public  wel¬ 
fare  the  sinister  motives  behind 
the  so-called  committee  and  its 
activities  in  the  framing  of  legis¬ 
lation  looking  to  the  advance¬ 
ment  of  the  interests  of  the  Fed¬ 
eral  Sugar  Refining  Co.” 

Mr.  Broussard  has  also  issued 
a  statement  during  the  week,  the 
gist  of  which  is  as  follows : — 

Frank  C.  Lowry,  head  of  the  sales 
department  of  the  Federal  Sugar 
Refining  Co.,  creates  on  paper  only 
a  so-called  wholesale  grocerymen’s 
committee,  the  object  and  aim  of 
which  is  to  get  free  sugar.  Backed 
by  the  all-inspiring  title  of  the  com¬ 
mittee,  which  has  never  had  a  meet- 


clause,  but  it  will  probably  be  op¬ 
posed  by  everybody  now.  John 
A.  Green,  secretary  of  the  Na¬ 
tional  Retail  Grocers’  Association, 
came  to  Washington  on  Thurs¬ 
day  morning  to  take  the  matter 
up  with  the  committee. 


ing,  which  has  never  had  any  dues 
from  members,  and  which  is 
financed  by  the  Federal  Sugar  Re¬ 
fining  Co. 

Mr.  Lowry  is  taking  an  active 
part  in  legislation,  declaring  himself 
to  be  moved  solely  by  the  needs 
of  the  American  consumer.  He  ap¬ 
peared  before  the  Ways  and  Means 
Committee  the  other  day  in  the 
interest  of  free  sugar  and  the 
American  people.  This  one-man  as¬ 
sociation  fights  for  free  sugar  only 
and  fights  in  the  name  of  the  whole¬ 
sale  grocer  and  the  consumer. 
Fights,  too,  with  money  contributed 
only  by  the  Federal  Sugar  Refining 
Co.,  which  will  benefit  by  free  su¬ 
gar  to  the  detriment  of  the  sugar 
planters  of  the  South  and  the  beet 
sugar  raisers  of  the  West  and 
Northwest.  This  one-man  organi¬ 
zation,  disguised  as  a  powerful 
committee  of  wholesale  grocerymen, 
makes  no  effort  to  benefit  the  great 
consuming:  public  by  reducing  the 
cost  of  living  in  any  commodity 
other  than  sugar.  Sugar  has  gone 
down  in  price  to  the  consumer; 
gone  down  steadily,  while  numerous 
other  articles,  beef  especially,  have 
gone  up.  It  seems  to  me  it  is  the 
duty  of  Congress  to  look  into  this 
matter.  I  want  a  special  commit¬ 
tee  of  the  Rules  Committee  to  go 
into  this  game  of  Mr.  Lowry’s  and 
his  employers,  the  Federal  Sugar 
Refining  Co.  Perhaps  an  inquiry 
might  bring  the  wholesale  grocers 
together,  and  if  it  leads  to  nothing 
else  other  than  real  organization  of 
these  people  who  will  go  after  the 
things  that  have  gone  up  in  price 
to  the  consumer,  my  resolution  will 
have  had  a  good  effect.  If  it  does 
this  and  exposes  Mr.  Lowry  in  his 
dual  capacity  of  saviour  of  the 
people  and  servant  of  the  Federal 
Sugar  Refining  Co.,  which  is  look¬ 
ing  for  free  sugar  in  order  to  in¬ 
crease  profits,  the  valuable  time  of 
the  Rules  Committee  will  not  have 
been  wasted. 

Mr.  Lowry  has  made  no  re¬ 
sponse  as  }ret.  Mr.  Broussard’s 
interest  in  the  affair  is  that  he 
represents  the  Louisiana  sugar  in¬ 
terests,  who  want  the  sugar  tariff 
let  alone. 

Holt. 


National  Canners'  Association  Wants 
Lower  Sugar. 

Bert  M.  Fernald  has  presented 
to  the  Ways  and  Means  Commit¬ 


tee  at  Washington  in  his  c  1 
pacity  as  chairman  of  the  Legit 
lative  Committee  on  the  resoli 
tion  passed  by  the  National  Car 
ners’  Association  in  conventio 
at  Rochester  February,  1912, 
brief  for  reduction  of  the  tari 
on  sugar.  He  points  out  th; 
hundreds  of  thousands  of  pounc 
are  used  by  packers  of  canne 
goods  who  are  forbidden  to  us 
anything  else,  and  they  have 
decided  interest  in.  the  case.  H 
says  lower  sugar  would  probabl 
affect  the  price  of  canne 
goods. 


Bottom  Drops  Out  of  Sugai 
Market. 

All  Refiners  Go  to  4.30  Cents  P 
Pound  for  Granulated,  at  Which  Th< 
Are  Losing  About  One-half  Ce 
Per  Pound.  Sharp  Competition  ai 
Prospective  Tariff  Reduction  tl 
Cause.  Prices  Will  Probably  Not  C 
Higher,  But  Lower. 

The  sugar  market  has  got 
very  nearly  to  pieces  during  tl 
week  and  all  refiners  are  no 
making  sugar  at  an  enormot 
loss.  This  journal  predicted  th 
slump  as  long  ago  as  last  fall. 

At  the  present  writing  the  r 
finers  are  selling  granulated  sug. 
on  the  basis  of  4.30  cents  p 
pound.  That  is  the  lowest  pri< 
reached  for  a  long  time,  and  ; 
the  refiners  paid  almost  4  cen. 
for  the  raw  sugar  which  they  a: 
putting  into  it,  it  can  easily  l:j 
seen  that  every  pound  nets  the 
a  loss.  It  is  supposed  to  co: 
about  .62)4  cent  per  pound  to  r- 
fine  sugar. 

Although  prices  are  extreme- 
and  sensationally  low  as  cor- 
pared  with  the  present  price  f 
raws,  they  will  probably  be  n 
higher,  this  season  at  least.  Ci.j 
the  contrary,  prices  may  go  low*, 
even  though  the  tariff  is  not  r- 
duced.  The  coming  crop  of  ra\; 
is  very  large  and  raw  sugar  h> 
been  sold  for  February  shipmet 
at  a  price  which  will  enable  r- 
fillers  to  make  a  fair  margin  evi 
at  4.30  cents.  Only  storms  or  u- 
expected  setbacks  in  the  gro1- 
ing  countries  can  prevent  this. 

Sharp  competition  among  t: 
refiners,  aided  by  the  prospects  f 
lower  tariff,  are  the  cause  of  t; 
premature  lowering  of  prices,  ail 
the  same  causes*  may  cause  thei 
to  go  still  lower.  There  is  stl 
some  domestic  beet  granulatl 
around  at  about  4.20  cents. 


Holt. 


Congress  Asked  to  Get  After  Lowry  and  His 
“Committee  of  Wholesale  Grocers” 


Resolution  Introduced  to  Investigate  Connection  Between  Frank 
C.  Lowry,  Supposed  Secretary  of  the  “  Committee  of  Whole¬ 
sale  Grocers,”  Which  is  Fighting  for  Free  Sugar,  and  the 
Federal  Refining  Co.  of  Which  Lowry  is  Also  the  Secretary. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 
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Ten  Thousand  Grocers 


And  there  are  ten  thousand  grocers  right  now  whose  departments  of  popular-priced 
home  goods  are  doing  more  to  keep  trade  at  home  than  any  suicidal  price  reduction  they 

ever  made. 

Such  a  department  saves  your  staple  lines  from  the  chopping  block,  and  changes  your 
advertising  from  an  expense  to  a  profit. 

How  much  does  it  cost? 

Pifty  dollars  will  buy  much,  one  hundred  dollars  will  buy  more,  but  the  easiest  and 
quickest  way  for  you  to  get  complete  information  is  to  write  to  our  nearest  headquarters 
fr»r  a  frpp  rirmlar  nf  pvnHnatinn  which  edves  everv  detail  that  you  will  wish  to  know. 


FREE 


Sales-making  Window  Trim 

of  all  goods  here  shown  will  be  mailed 
to  every  merchant  requesting  the  same 
from  Department  A.  P. ,  Butler  Broth¬ 
ers,  Chicago. 


Exclusive  Wholesalers  of  General  Merchandise 


DALLAS 


MINNEAPOLIS 


ST.  LOUIS 


CHICAGO 


NEW  YORK 
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The  New  York  Letter 


Austin  Leaves  Grocers  Co.  Proposed  Bill  to  License  Commis¬ 
sion  Merchants.  More  Flour  on  Hand  than  the  Market 
Needs.  New  York  State  Jobbers  Will  Stand  by  Manufac¬ 
turers  Who  Refuse  to  Sell  to  Retailers.  Various  Items  and 
Market  Summary. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York,  Jan.  31,  1913. 

J.  T.  Austin,  former  secretary 
of  the  American  Specialty  Manu¬ 
facturers’  Association,  but  for  the 
last  few  years  secretary  and  gen¬ 
eral  manager  of  the  United  Gro¬ 
cers  Co.,  a  co-operative  retail  gro¬ 
cers  company  doing  a  wholesale 
grocery  business  in  Brooklyn, 
N.  Y.,  severed  his  connection 
with  that  concern  last  Wednes¬ 
day.  Mr.  Austin  had  a  ten-year 
contract  with  the  company,  giv¬ 
ing  him  a  percentage  on  all  busi¬ 
ness  done,  which  had  several 
years  yet  to  run,  but  it  was  ended 
by  mutual  consent  by  a  satisfac¬ 
tory  financial  arrangement.  The 
general  impression  is  that  the 
business  has  been  and  still  is  suc¬ 
cessful,  but  that  Mr.  Austin  is  too 
high-priced  a  man  for  it. 

*  *  * 

Alfred  W.  McCann,  formerly 
advertising  man  for  Francis  H. 
Leggett  &  Co.,  wholesale  grocers, 
recently  left  that  concern  and  en¬ 
tered  the  employ  of  the  "Globe,” 
in  the  columns  of  which  he  is  pre¬ 
senting  highly  sensational  articles 
supposed  to  be  descriptive  of  food 
conditions  in  New  York,  meaning 
particularly  purity.  The  follow¬ 
ing  is  from  one  of  his  articles  de¬ 
scribing  the  “sour  hash”  meat 
sold  by  some  butchers  in  the 
Washington  market: — 

This  meat  is  known  to  the 
butcher  as  sheep  lungs.  For  30 
cents  “The  Globe”  men  bought  ten 
pounds.  When  brought  to  “The 
Globe”  editorial  rooms  ten  minutes 
later  they  were  found  to  be  badly 
mottled,  some  pale  pink,  some  with 
deep  red  discolorations,  and  some 
with  ugly  purple  spots. 

This  condition  did  not  necessarily 
or  conclusively  prove  the  existence 
of  disease,  but  on  two  of  the  lungs 
pus  sacs  were  discovered,  which 
burst  upon  the  application  of  pres¬ 
sure  and  discharged  a  thick  yellow¬ 
ish  liquid.  These  pus  sacs,  no 
larger  than  a  small  pea  and  not 
likely  to  attract  attention  unless 
carefully  examined,  demonstrated 
that  the  meat  was  not  fit  for  food. 

*  *  * 

The  bill  to  license  commission 
merchants  is  likely  to  attract 
much  more  attention  than  was 
supposed  when  it  was  first  sug¬ 


gested.  The  measure,  as  intro¬ 
duced  in  the  Legislature  at  Al¬ 
bany  by  Senator  Franklin  D. 
Roosevelt,  is  getting  important 
support:  A  study  of  the  bill 
shows  that  it  is  likely  to  have 
far-reaching  consequences. 

One  of  its  most  important  feat¬ 
ures  is  a  provision  requiring  com¬ 
mission  merchants  to  supply 
names  of  the  buyers  to  the  farm¬ 
ers.  Under  this  provision,  each 
faimer  is  to  be  notified  of  the 
names  and  addresses  of  the  deal¬ 
ers  or  others  who  buy  his  produce 
through  the  agency  of  the  com¬ 
mission  merchants.  This  provi¬ 
sion  will  be  opposed  bitterly,  as 
it  is  claimed  that  it  would  enable 
the  producer  to  undermine  the 
business  of  the  commission  man. 

At  a  hearing  given  on  the  bill 
at  Albany  Wednesday  of  this 
week,  it  was  supported  by  ex- 
Mayor  Seth  Low,  of  this  city; 
Dean  L.  H.  Bailey,  of  the  Cornell 
College  of  Agriculture,  and  Ezra 
Tuttle,  of  lima  bean  fame. 

The  speakers  urged  that  new 
methods  must  be  adopted  in  food 
distribution.  They  said  that  the 
present  methods  were  adapted, 
perhaps,  to  the  last  century,  but 
are  not  suitable  for  the  new  con¬ 
ditions  of  the  present  century. 
The  licensing  of  commission  mer¬ 
chants  and  the  establishing  of 
central  markets,  in  the  opinion  of 
the  speakers,  will  go  far  toward 
bringing  about  a  remedy  for  evils 
of  which  the  public  has  been  com¬ 
plaining. 

Mr.  Tuttle  said  that  he  has 
been  long  trying  in  vain  to  find 
out  why  the  retail  grocers  in  New 
York  pay  $1.50  a  bushel  for  lima 
beans  when  the  farmers  in  Long 
Island  get  only  40  cents  a  bushel 
for  the  same  beans.  He  said  that 
he  cannot  understand  how  the 
commission  men  manage  to  keep 
prices  at  this  proportion. 

Among  other  things  the  bill 
provides  a  system  of  grading 
vegetables  and  fruits. 

Another  bill  which  Senator 
Roosevelt  is  to  propose  soon  is 
intended  to  encourage  the  forma¬ 


tion  of  co-operative  associations 
for  the  buying  and  selling  of  pro¬ 
duce. 

A  congestion  in  flour  shipments 
is  reported  from  the  terminals 
and  docks  in  this  city.  It  is  esti¬ 
mated  that  there  are  1,000,000 
barrels  at  these  terminals.  Usual¬ 
ly  750,000  is  considered  heavy. 
The  amount  seldom  goes  below 
500,000  barrels. 

It  is  said,  however,  that  prac¬ 
tically  all  of  this  flour  has  ac¬ 
tually  been  sold  by  the  mills  so 
that  there  is  no  likelihood  of  a 
break  in  prices  because  of  such 
congestion.  But  the  vast  amount 
of  flour  on  hand  is  discouraging 
any  new  business  and  the  trade  is 
waiting  for  the  flour  to  move  into 
consumption  before  any  buying 
at  first  hands  will  be  resumed. 
*  *  * 

At  the  annual  convention  of  the 
New  York  State  Wholesale  Gro¬ 
cers’  Association  in  Binghamton, 
N.  Y.,  last  week,  the  secretary, 
Nelson  Gray,  in  his  review  of  the 
work  of  the  last  year  put  in  some 
strong  words  for  jobbers  support¬ 
ing  those  manufacturers  who  sell 
only  through  the  jobbing  trade. 
On  this  subject  he  said  in  part: — 

While  it  is  not  my  intention  to 
criticise  the  action  of  any  member, 

I  feel  it  my  duty  to  call  attention 
to  what  appears  to  be  a  lack  of  ap¬ 
preciation  by  some  of  the  wholesale 
grocers  for  the  concessions  obtained 
through  the  efforts  of  the  associa¬ 
tion.  Extra  cash  discounts  are 
granted  for  a  specific  consideration, 
and  that  consideration  is,  the  extra 
effort  the  jobber  is  expected  to  put 
behind  these  goods,  and  failure  on 
the  part  of  some  of  our  members 
to  do  this,  is  a  detriment  to  the 
best  interest  of  the  association. 

If  business  is  to  be  conducted  on 
the  highest  plane,  the  position  of 
the  manufacturer,  the  jobber  and 
the  retailer  should  be  clearly  defined, 
and  each  should  not  only  do  his 
part,  but  should  receive  proper  com¬ 
pensation  for  the  distribution  of  the 
food  products  of  this  country. 
Above  all  things  they  should  be 
loyal  to  each  other. 

Are  the  wholesale  grocers  loyal 
to  the  manufacturers,  who  market 
their  products  exclusively  through 
the  jobbers,  when  they  put  their 
goods  on  the  same  level  as  they  do 
the  manufacturers  who  sell  the  bet¬ 
ter  part  of  the  retail  trade  direct 
and  then  ask  the  jobber  to  finance 
and  carry  that  part  of  the  trade 
that  they  consider  unworthy  of 
credit? 

I  urge  all  the  wholesale  grocers 
to  give  decided  preference  to  those 
manufacturers  who  market  their 
goods  exclusively  through  the  job¬ 
ber.  If  you  will  do  this  you  will 
soon  see  a  material  change  for  the 
better  in  your  business.  The  weak 
point  in  the  association  is  the  lack 
of  thorough  co-operation.  You 
naturally  look  for  good  results 
from  the  efforts  of  your  officers, 
and  I  am  pleased  to  say  they  have 
not  failed  on  that  point. 

From  careful  and  conservative 
estimates  I  find  that  a  firm  doing  a 


business  of  $500,000  a  year  is  get¬ 
ting  in  cash  and  other  discounts 
over  and  above  the  discounts  re¬ 
ceived  three  and  a  half  years  ago, 
approximately  $1,500  a  year,  and 
this  amount  was  obtained  solely 
through  the  efforts  of  association 
work.  If  the  officers  of  the  asso¬ 
ciation  can  accomplish  this  with  the 
support  now  given  them,  what  could 
they  accomplish  if  the  members 
acted  as  a  unit? 

All  the  retiring  officers  wer 
re-elected  as  folio, ws: — 

President,  C.  T.  Wilson,  Bui 
falo;  first  vice-president,  Sylva 
L.  Stix,  New  York;  second  via 
president,  Walter  Smith,  Rod: 
ester;  third  vice-president,  W. 

, Iieech,  Newburgh;  treasure] 
Howard  L.  Stills,  New  York 
secretary  and  general  managei 
Nelson  Gray,  New  York. 

Executive  Committee :  Georg 
Gennerich,  New  York;  F.  \\ 
Hannahs,  Newark,  N.  J. ;  H.  f 
Reynolds,  Poughkeepsie;  Phili 
Staib,  New  York;  C.  T.  Boge 
Brooklyn ;  E.  Frank  Brewste 
Rochester;  E.  C.  Stewart,  Ithaca 
C.  W.  Malby,  Corning;  C.  I 
Wheadon,  Elmira ;  Edmun 
Campson,  Buffalo;  B.  F.  Mars! 
low,  Buffalo;  E.  G.  Eddy,  Tro’ 
Papers  were  read  by  Sylva 
Stix  on  “Sales  Efficiency”;  b 
W.  K.  Leech,  on  “Co-operatio 
Between  Wholesale  Grocers,”  an 
by  Alfred  H.  Beckmann,  secrt 
tary  of  the  National  Wholesal 
Grocers’  Association,  on  “Necer 
sity  of  State  and  Local  Associ; 
tion.” 

Other  papers  were  read  by  I 
W.  Hannahs  and  W.  H.  Race. 

At  the  banquet  C.  T.  Wilso 
acted  as  toastmaster.  The  toa; 
list  included  addresses  by  Dr.  I 
Reichmann,  State  Superintem 
ent  of  Weights  and  Measure.- 
Fred.  Mason,  of  the  Shredde 
Wheat  Co.,  Niagara  Falls,  N.  Y 
Philip  C.  Staib,  New  Yorl 
George  Cullen,  passenger  traff 
manager  of  the  Lackawann 
Railroad,  and  George  Gennericl 
New  York. 

The  sessions  were  held  in  tl 
Arlington  Hotel.  This  was  tl 
association’s  25th  annual  convei 
tion.  About  100  houses  were  rej 
resented. 

*  *  * 

A  movement  to  eliminate  tl 
State  Superintendent  of  Weigh 
and  Measures,  Fritz  Reichman 
by  abolishing  his  department, 
under  way.  It  was  started  by 
special  commission  of  so-calle 
“graft-hunters,”  designated  I 
Governor  Sulzer  to  look  into  tl 

(Continued  on  png*  21.) 
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Why  Pay  the  “Long  Price”? 


Michigan  Cash  Registers  Save  You 
25%  of  the  Cost  of  Any  Other  Make 


The  Michigan  No.  6  Total  Adder  at  $75  is  25 °]o 
cheaper  than  any  other  register  of  its  class.  Thousands 
of  merchants  have  already  been  convinced  of  the  truth 
of  the  above  statement. 

Our  factory  is  working  overtime  filling  orders  for 
many  other  merchants  who  have  taken  advantage  of 
this  saving. 

The  Michigan  Cash  Register  No.  6  gives  more 
value  for  less  money  than  any  total  adder  ever  built ; 
more  value  because  it  is  better  designed,  better  built, 
better  finished  and  will  do  more  for  merchants  ;  less 
money  because  it  costs  only  $75,  25%  less  than  registers 
of  this  class  made  by  others. 


And  remember  you  can  buy  this  on  your  regular  account  from  your  own  jobber. 


Ask  the  jobber’s  salesmen  who  sell  you  other  goods  about  the  Michigan  No.  6.  If  they  cannot 
supply  you  write  us  direct  for  our  new  catalog  E  2  showing  our  complete  line. 


Michigan  Cash  Register  Company  -  -  -  Detroit,  Mich. 


Welch’s  Increases  Trade 


f  producing  Grape  Juice  of  the  highest  quality  and  by  liberally  advertising  the  fact,  we  have  created  a  demand 
r  Welch’s  that  benefits  the  dealer.  We  make  you  a  partner  in  the  sharing  of  the  profits  resulting  from  its 
srited  favor  and  the  wide-spread  publicity  that  we  secure  for 


Welch’s 

JVclUoticlI  ZDrin/&, 

Grape  Juice 

ur  whole  attention  is  given  to  the  production  of  Welch’s. 

Jt  make  no  other  brands  and  we  furnish  no  product  to  be  distributed  under  private  labels. 

ake  your  store  a  distributing  point  for  Welch’s  and  thus  share  the  advantage  created  by  our 

Ivertising. 

tie  family  trade  in  Welch’s  is  constantly  increasing.  You  cannot  afford  to  let  your  customers  go 
sewhere  for  Welch’s  Grape  Juice.  You  cannot  afford  to  neglect  the  opportunity  Welch’s  offers 
r  securing  new  customers. 

It  will  send  free  window  and  store  display  material  if  you  desire  to  make  Welch’s  a  specialty, 
et  into  the  Prosperity  Procession  by  Pushing  Welch’s, 
old  by  all  Jobbers. 

THE  WELCH  GRAPE  JUICE  COMPANY 
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CXCII. — A  Pending  Plan  to  Stop  Fraud  by  Cashing  Checks. 


Several  months  ago  I  presented 
something  in  these  articles  re¬ 
garding  the  legal  status  of  the 
man  who  has  cashed  a  check  for 
a  customer,  and  has  same  re¬ 
turned  to  him  protested  and  un¬ 
paid,  possibly  with  the  significant 
“not  suff.”  stamped  across  its 
back.  I  am  advised  that  there  is 
a  nation-wide  movement  to  cure 
the  fact  that  in  such  cases  the  vic¬ 
tim  of  the  swindle  is  usually 
helpless,  and  it  takes  the  form  of 
a  movement  by  a  number  of  as¬ 
sociated  national  mercantile  or¬ 
ganizations  to  have  the  Legisla¬ 
tures  of  all  States  pass  as  soon  as 
possible  a  law  which  will  make  it 
a  criminal  ofifense  to  give  a  check, 
or  certainly  to  have  one  cashed, 
when  the  maker  has  not  sufficient 
funds  in  the  bank  to  pay  it.  Most 
States  have  laws  which  are  incor¬ 
porated  into  what  is  called  a 
criminal  code,  and  the  idea  is  to 
add  some  such  provision  as  the 
following  to  it,  creating  as  a  mis¬ 
demeanor  : — 

4.  The  giving  or  drawing  of  any 
check,  draft  or  order  upon  any 
bank,  person,  firm  or  corporation, 
with  which  or  with  whom  said  per¬ 
son  or  persons  giving  or  drawing 
such  check,  draft  or  order  has  not 
at  that  time  sufficient  funds  to  pay 
same;  provided,  if  within  thirty 
days  after  said  check,  draft  or  or¬ 
der  is  given  or  drawn,  the  person 
or  persons  giving  same  shall  pay 
the  amount  of  said  draft,  check  or 
order  to  the  person  to  whom  said 
check  was  given  or  drawn,  then 
the  person  or  persons  shall  be  pros¬ 
ecuted  no  further. 

I  do  not  regard  this  particular 
provision  a  complete  remedy,  but 
it  would  help.  Its  weakness  ap¬ 
pears  to  be  that  if  the  maker  of  a 
check  had  enough  in  bank  to  pay 
it  to-day,  when  he  had  it  cashed, 
he  could  draw  it  out  to-morrow 
before  the  check  was  presented, 
and  escape  liability.  My  own 
opinion  is  that  nothing  less  will 
serve  to  cure  this  widespread  evil 
than  a  law  requiring  every  man 
to  have  at  all  times  enough 
money  in  bank  to  cover  all  the 


checks  he  has  given,  particularly 
when  any  of  those  checks  have 
been  cashed  for  him  by  somebody 
else.  There  is  a  great  difference 
between  the  offense  of  a  man 
who  has  been  given  credit,  not  on 
account  of  any  check,  and  who 
when  his  bill  comes  in  at  the  end 
of  the  month  pays  it  with  a 
worthless  check.  The  bad  check 
took  nothing  of  value  from  the 
merchant ;  he  still  has  the  same 
action  to  recover  the  price  of  his 
goods  that  he  had  before  the 
check  was  given. 

But  the  man  who  gets  you  to 
cash  his  check  or  exchange 
checks  with  him,  both  of  which 
are  equivalent  to  selling  it  for 
money,  does  a  very  different 
thing.  If  his  check  comes  back 
unpaid,  you  are  apt  to  lose  the 
amount  of  it,  for  such  people  are 
usually  execution  proof.  I  am 
not  clear  that  the  first  offense 
should  be  made  criminal,  but  I 
am  very  certain  that  the  second 
one  ought  to  be. 

Almost  anything  would  be  an 
improvement  over  the  present 
situation,  however.  Take  a  case 
that  arose  recently  under  my  own 
observation.  A  large  retail  mer¬ 
chant  with  whom  a  certain  con¬ 
sumer  had  an  account  was  one 
day  asked  by  him  to  cash  his 
check  for  $20.  The  merchant  did 
so,  and  the  check  was  returned 
“not  suff.”  A  warrant  was  issued 
for  the  arrest  of  the  maker  of  the 
check,  but  when  the  case  wras 
heard  he  was  discharged.  He 
proved  that  he  did  have  a  small 
amount  in  bank,  and  that  the 
bank  had  once  or  twice  before 
paid  checks  that  overdrew  his  ac¬ 
count.  This,  the  court  held,  was 
sufficient  to  take  the  case  out  of 
the  category  of  fraud,  and  in  the 
present  state  of  the  law,  this  is 
without  doubt  true  in  all  States. 
The  law  is  thus  expressed  in  a 
leading  case : — 


If  the  drawer  of  a  check  payable 
instantly,  knows  that  he  has  no 
funds  in  the  bank  to  meet  it,  and 
no  reason  to  expect  the  bank  to  pay 
without  funds,  he  is  guilty  of  a 
fraud.  His  conduct  in  drawing  the 
check  amounts  to  a  false  affirma¬ 
tion  that  money  is  there  to  meet  it. 

For  cases  that  fall  within  it, 
this  is  all  right.  I  saw  a  case  only 
the  other  day  where  a  man  got 
a  hardware  dealer  to  cash  a  check 
for  him.  The  check  came  back 
marked  “no  account,”  and  it  was 
learned  from  the  bank  that  the 
maker  had  never  had  an  account 
there.  In  such  a  case  he  can  al¬ 
ways  be  arrested,  for  he  could  not 
have  had  any  reason  for  expect¬ 
ing  a  bank  with  whom  he  did  no 
business  to  pay  his  checks,  there¬ 
fore  the  fraud  was  obvious. 

The  same  rule  would  doubtless 
be  applied  where  the  maker  of 
the  check  had  once  had  an  ac¬ 
count  with  the  bank  but  had  long 
since  closed  it  out. 

But  it  is  very  seldom  that  a 
swindler  of  this  character  uses  a 
check  on  a  bank  in  which  he  has 
never  had  funds.  Fie  has  prob¬ 
ably  been  informed  that  he  can 
easily  escape  by  doing  it  a  little 
differently.  So  he  keeps  a  little 
bank  balance,  and  draws  his 
checks  against  it;  this  enables 
him  to  say :  “Why  I  have  an  ac¬ 
count  there,  and  my  check  book 
was  added  up  wrongly  and  I 
thought  I  had  more  than  I  had.” 
Or  “why  the  bank  has  always  (or 
often)  paid  my  overdrafts  before, 
and  I  thought  they’d  do  the  same 
this  time.”  Where  there  is  the 
slightest  color  for  this  claim,  the 
maker  of  the  check  will  be  al¬ 
lowed  to  go  free,  so  far  as  crimi¬ 
nal  action  is  concerned.  There 
* 

are  even  some  cases  which  hold 
that  where  a  man  has  had  an  ac¬ 
count  with  a  bank  right  along, 
but  at  the  moment  happens  to 
have  no  money  in  it,  he  cannot  be 
punished  criminally  for  giving  a 
check  which  comes  back  unpaid, 


if  he  had  any  reason  whatever  foi 
believing  that  the  bank  might 
pay. 

The  point  of  all  of  this  is  tha 
if  getting  a  check  cashed  withou 
the  funds  to  meet  it  at  the  time  i 
is  presented  for  payment,  is  made  c 
criminal  offense,  very  few  mei 
will  do  it,  and  those  that  do  wil 
usually  refund  under  threat  o 
criminal  prosecution.  As  long  a 
it  is  not  a  criminal  offense,  bu 
gives  only  a  right  to  bring  a  civi 
suit  for  the  recovery  of  th 
money,  the  thing  will  go  on  beinj 
done  hundreds  of  times  every  da’ 
as  it  is  now. 

(Copyright,  February,  1913,  by 
Elton  1.  Buckley.) 

Question :  Solomon  Mann 

Plainfield,  N.  J. — I  am  inclosing 
you  three  blank  notes  which  nr 
bank  here  is  using,  and  I  woulc 
like  to  see  your  answer  througl 
your  Legal  Department,  if  ther 
is  any  difference  between  th 
three  and  if  there  is  kindly  ex 
plain  full  details.  As  for  mysel 
I  know  if  I  put  my  name  to  an; 
of  them  it  means  that  they  shall 
be  paid. 

Answer. — There  is  a  decide' 
and  very  vital  difference  betwee 
the  three  notes.  No.  1  is  the  or 
dinary  form  of  promissory  not< 
such  as  is  used  thousands  q 
times  every  day.  No.  2  is  like  ii 
except  that  on  the  back,  at  th 
very  top,  above  where  the  en 
dorsements  will  go,  is  printe 
this  ;  “For  value  received  I  hereb 
guarantee  the  payment  of  th 
within  note  and  waive  any  de 
fenses  to  the  same.”  The  er 
dorser  who  signs  under  thi 
wording  takes  on  himself  a  muc 
greater  liability  than  an  endorse! 
who  merely  signed,  as  nearly  a 
endorsers  do,  No.  1.  Thus  th  j 
note  gives  much  greater  protec 
tion  than  No.  1,  to  the  man  wh 
risks  money  on  it. 

No.  3  gives  the  greatest  protec  ' 
tion  of  all.  In  general  wordin  f 
it  is  like  No.  I,  but  bears  on  tlx  I 
back  the  same  wording  printe  I 
on  No.  2.  In  addition,  the  fo 
lowing  appears  on  the  face  ju: 
above  the  signature: — 

This  note  and  the  consideration 
thereof,  are  for  the  benefit  of  my 
sole,  separate  and  individual  estate, 
which  estate  I  expressly  charge  with 
the  payment  thereof. 

I  can  think  of  several  situatior 
in  which  this  might  come  i 
handy.  One  is  to  prevent  tl 
maker  from  claiming  that  tl 
note  was  given  merely  as  an  a> 
commodation,  and  that  therefoi 
he  shouldn’t  pay  it.  If  he  sigt 
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PREPARED  AMD  SOLD  BTTHl 

RUMFORD  CHEMICAL  WOWS; 

pROVintxci.^ 


rhe  Coming 

Powders 

If  The  time  will  come — is 
:oming,  in  fact,  when  the 
jreat  majority  of  the  people 
vill  exclusively  use  baking 
)owders  made  with  phos- 
>hates,  of  which  Rumford 
’owders  have  been  leaders 
or  years. 

|  This  is  because  they  are  not 
>nly  not  harmful,  but  being 
bod  in  themselves,  they  are 
ictually  healthful,  whole¬ 
some  and  helpful.  There  is 
10  more  wholesome  comp¬ 
ilation  in  food  chemistry  than 
the  phosphates,  starch  and 
soda  of  which  Rumford  Pow¬ 
ders  are  composed. 

(fl  And  as  leaveners,  Rum¬ 
ford  Powders  are  absolutely 
unexcelled.  They  have  always 
paid  a  good  profit  to  the  re¬ 
tailer. 

Rumford 
Chemical  Works 

PROVIDENCE,  R.  I. 


this  he  certifies  that  such  is  not 
the  case. 

It  might  also  prevent  some  of 
the  claims  which  a  married 


woman  might  set  up  as  reasons 
why  she  should  not  pay  a  note 
that  she  had  signed. 

Also,  where  it  had  to  be  pre¬ 
sented  to  the  estate  of  the  maker 
of  the  note,  after  lie  was  dead, 
it  would  be  an  answer  to  various 
defenses  that  might  be  raised 
against  it. 


Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstn  tion.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington  *■ 
Patent  Attorneys,  report,  this  week,  the  " 
grant  of  the  following  patents: — 

Washington,  D.  C.,  Jan.  28,  1913. 
1,051,200.  Cash  drawer.  W.  L. 

Deming,  Salem,  Ohio. 

1,051,421.  Percolator.  J.  F.'  Lamb, 
New  Britain,  Conn. 

1,051,452.  Folding  bakery  rack.  H. 

J.  Rock,  Milwaukee,  Wis. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 


I# 


Ser.  No.  65,548.  “Ches-nuts”  for 

crackers,  biscuits,  cakes  and  bread. 
Jacksonville  Cracker  Works,  Jackson¬ 
ville,  Fla. 

Ser.  No.  65,549.  “Jo-Jo”  for  crack¬ 
ers,  biscuits,  cakes  and  bread.  Jack¬ 
sonville  Cracker  Works,  Jacksonville, 
Fla. 

Ser.  No.  65,550.  “Big  Strike”  for 
crackers,  biscuits,  cakes  and  bread. 
Jacksonville  Cracker  Works,  Jackson¬ 
ville,  Fla. 

Ser.  No.  66,431.  “Quaker”  for 

canned  goods.  The  John  Boyle  Co., 

Baltimore,  Md. 

Ser.  No.  44,152.  “Club  House”  for 
canned  goods.  F.  MacVeagh  &  Co., 

Chicago,  Ill. 

Ser.  No.  44,154.  “Casino”  for  canned 
goods.  F.  MacVeagh  &  Co.,  Chicago, 
Ill. 

Ser.  No.  44,157.  “Telmo”  for  canned 
goods.  F.  MacVeagh  &  Co.,  Chicago, 
Ill. 

Ser.  No.  64,879.  “Santa  Clara”  for 
candy.  E.  Greenfield's  Sons,  New  York, 
N.  Y. 

Ser.  No.  65,206.  “Nalco”  for  canned 
goods.  Nalley  Grocery  Co.,  Austin, 
Texas. 

Ser.  No.  65,969.  “Hebe”  for  tea. 
T.  R.  Macy,  New  York,  N.  Y. 

Ser.  No.  66,661.  “Medley”  for  can¬ 
dies.  Wallace  &  Co.,  Brooklyn,  N.  Y. 

Ser.  No.  66,849.  “Mecca”  for  blended 
coffee.  C.  B.  Wagstaff,  Detroit,  Mich. 

Ser.  No.  67,053.  “Golden  Sunset”  for 
teas.  Loudon  &  Son,  Inc.,  New  York, 


N.  Y. 


Aneus 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  In  the  world.  Ten¬ 
der,  spicy  little  fish  In  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES ;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Wats  o  ml  <3te  O  o. 


SOLE  PROPRIETORS  “Skipper”  Sardines . 
IOII  Chestnut  Street,  Philadelphia,  Pa. 


Branch  of  Angus  Watson  &  Co.,  Newcastle-upon-Tyne,  England 


You  Can’t  Possibly 
Lose 


Probably  the  most  important  thing 
to  you  about  Wheatena  is  the  fact  that 
you  can’t  possibly  lose  on  it — we 
guarantee  it  in  anybody’s  hands. 

Any  manufacturer  who  gives  a 
guarantee  as  wide  as  that  must  cer¬ 
tainly  be  pretty  sure  of  his  goods. 

We  are  sure.  We  know  Wheatena 
is  the  most  delightful  wheat  cereal 
made  (the  hearts  of  selected  wheat) 
and  the  greatest  repeater  of  the 
cereal  line,  bar  none. 

The  Wheatena  Co.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 


CHARLES  A.  SMITH 
Managing  Director 


A  notice  of  removal  has  been  mailed  broadcast  by  a  concern 
using  a  title  styled  similar  to  our  former  business  name  of  F.  A.  Cau- 
chois  &  Company  that  might  lead  you  to  believe  that  it  was  this 
company  that  was  moving. 

Please  address  all  communications  to 

PRIVATE  ESTATE  COFFEE  CO. 

Successors  to  F.  A.  CAUCHOIS  &  COMPANY 

FULTON  MILLS 

21-23-25  Fulton  Street,  New  York 
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STROLLER’S 

COLUMN 


“What  in  thunder  has  Mary 
George  got  against  Burbank?”  I 
asked  tny  wife  the  other  night 
after  some  chums  of  hers  had 
gone. 

Mary  George  is  a  32-calibre 
talker,  believe  me,  and  she  had 
used  up  most  of  the  evening  rip¬ 
ping  up  Burbank’s  grocery  store, 
about  two  squares  down  the 
street  from  us. 

“Didn't  you  ever  hear  about 
that?”  said  my  wife,  and  when  I 
said  I  hadn’t,  she  told  me. 

“They  made  her  stop  eating 
samples  when  she  went  in  there,” 
said  my  wife,  “and  now  she  can’t 
say  enough  against  them.” 

I've  known  little  Mary  George 
— of  course  that  ain’t  her  right 
name;  I  hate  to  think  of  what 
would  happen  to  little  me  if  it 
was — for  five  or  ten  years,  and  I 
always  said  she  was  the  prize  jol¬ 
lier  of  ’em  all.  She  can  put  it 
over  better  than  any  pitcher  the 
National  League  ever  had,  and 
that  has  got  her  a  big  bunch  of 
good  graft  that  other  people 
missed. 

For  instance,  I  was  in  this  same 
Burbank’s  store  with  her  once. 
Not  alone  with  her,  don't  you 
dare  think  that ;  my  wife  was 
along. 

I  got  on  to  Mary  right  away. 

“Oh,  Mrs.  Burbank!”  she  said, 
waltzing  over  to  a  show  case,  “do 
you  really  mean  that  those  lovely 
cakes  are  only  sixteen  cents  a 
pound?  Why  how  can  you  do  it? 
Your  husband  must  be  a  smart 
one.  Let’s  see  if  they  taste  as 
good  as  they  look.” 

Mrs.  Burbank,  plumb  hypno¬ 
tized,  handed  out  the  tin  measure, 
and  L)xy  little  Mary  took  four. 
Did  she  offer  any  to  my  wife  or 
me?  Not  so  I  noticed  it. 

“Oh,  Mrs.  Vanderbilt,  see 
here !”  she  called  out  to  my  wife 
from  across  the  store  in  a  minute, 
“did  you  ever  see  lovelier  candied 


How  One  Sampler  Got  Hers. 

pineapple?  Flow  much  is  it,  Mrs. 
Burbank?  *  *  *  Is  that  all? 
Well  this  is  certainly  an  up-to- 
date  store.  Is  that  pineapple  the 
very  sweet  kind,  Mrs.  Bur¬ 
bank?” 

Mother  Burbank  reaches  in 
again  and  Mary  selects  one  of 
those  large  hunks  that  usually  go 
to  people  with  first  premium 
cheeks. 

Besides  this  she  nibbles  about 
the  place  more  or  less — cheese, 
dried  beef,  etc. — and  when  we  go 
out  she's  had  a  fine  free  eat  and 
ain’t  spent  a  cent.  All  the  real 
money  spent  in  there  comes  out 
of  my  wife  and  me. 

My  wife  told  me  afterward  that 
that  was  Mary’s  little  game;  she 
worked  it  everywhere.  The  fight 
she  had  with  Burbank  in  the  end 
came  one  day  when  she  went  in 
there  with  some  other  woman 
and  tried  to  get  the  same  thing 
over  again.  Mrs.  Burbank,  who’s 
always  in  the  store,  is  a  big, 
slow  girl  who  thinks  steady  for 
an  hour  before  she  says  anything. 
She  had  been  getting  on  to  Mary 
George  for  months,  but  hadn’t 
talked  about  it  any.  This  time 
Mary  started  her  same  little 
cackle  about  “Oh,  this  only  fifteen 
cents,”  and  so  on,  and  then 
reached  out  her  ever-ready  paw 
to  take  some.  But  this  time 
Mother  Burbank  was  right  there 
with  an  injunction. 

“Our  goods  are  to  sell,  not  to 
give  away,  miss.  “She  handed  it 
to  her  right  between  the  eyes.  At 
least  that’s  the  way  the  thing 
came  to  me, 

Mary  was  some  wild. 

“What  do  you  mean?”  she 
burst  out.  “If  you  can’t  let  your 
customers  try  things  before  buy¬ 
ing  them,  it’s  a  nice  thing,  I 
think!” 

“I  don’t  think  of  you  as  a  cus¬ 
tomer,  miss,”  said  Mrs.  Burbank, 


“you've  only  spent  twenty  cents 
with  me  in  nine  months.” 

Meanwhile  the  other  woman, 
who  like  all  the  women  was  onto 
Mary,  was  having  the  time  of  her 
life.  So  Mary  up  and  stormed 
out. 

That’s  why  they  tell  me  she 
puts  the  prod  into  ’em  every¬ 
where  she  goes,  whether  people 
want  to  listen  to  her  or  not.  She’s 
sore — got  a  sort  of  tongue-run¬ 
ning  sore,  don’t  you  understand 
(some  clevah,  eh,  what?)  and 
she’s  going  to  do  those  honest 
Burbanks  all  the  harm  she  can 
from  now  on. 

“How  much  harm  can  she  do?” 
I  asked  my  wife. 

"If  she  keeps  going  on  the  way 
she  is  now,  she  can  do  a  lot,”  she 
said.  “You  know  she  belongs  to 
a  lot  of  societies,  and  she  can  do 
a  lot  of  talking  there.” 

What  would  you  have  done,  old 
man?  Would  you  have  let  her 
go  on  sponging  on  you,  time  after 
time,  so  as  to  keep  her  mouth 
shut,  or  would  you.  have  done 
what  Mrs.  Burbank  did?  Under¬ 
stand  it  was  either  a  case  of  giv¬ 
ing  her  eats  every  time  she 
worked  for  ’em,  or  cutting  her 
off  dead.  To  be  sure,  she  might 
have  been  let  down  easier,  but 
the  chance  is  she  would  have 
been  just  as  sore  no  matter  how 
she  was  let  down. 

If  she  was  let  down  at  all. 

I  was  talking  the  thing  over 
with  my  brother  last  week.  He 
has  a  city  store,  and  while  he 
don’t  know  as  much  about  things 
as  I  do,  he  knows  a  little  some¬ 
thing. 

“Mrs.  Burbank  was  wrong,”  he 
said.  “I’d  stand  most  anything 
rather  than  get  a  long-tongued 
woman  going  about  the  country 
running  my  store  down.  As  be¬ 
tween  that  and  giving  her  a  bit  of 
stuff  once  in  a  while — why,  there’s 
nothing  to  it.  You  can’t  measure 


the  harm  your  friend  Mrs.  George 
will  do,  and  you  can’t  step  her 
from  doing  it,  either.” 

I  ain’t  sure  I  agree  with  him. 
I’ll  pour  hot  soup  on  a  sponger 
every  time  I  can.  Gad,  how  I 
hate  ’em!  And  I  ain’t  sure  that 
I  wouldn’t  have  let  out  on  Mary 
George  a  heap  worse  than  Mrs. 
Burbank  did.  She  might  have 
turned  around  and  bit  me,  but 
wouldn’t  have  kept  me  from  feel¬ 
ing  plumb  good  over  having 
handed  her  the  goods. 

The  Stroller. 


AMONG  THE  TRADE. 

Thomas  Martindale,  at  the  re¬ 
quest  of  the  International  Cor¬ 
respondence  Schools,  Scranton, 
Pa.,  delivered  an  address  before 
the  Scranton  Advertising  Club 
last  Monday  evening  on  the  Mar¬ 
tindale  advertising.  This  adver¬ 
tising  is  distinctive,  particularly 
that  part  of  it  done  in  news¬ 
papers,  and  has  the  reputation  of 
regularly  paying  a  larger  divi¬ 
dend,  in  traceable  orders,  than 
any  other  grocery  advertising 
ever  done  in  a  newspaper. 

The  Philadelphia  Retail  Gro¬ 
cers’  Association  held  its  twenty- 
seventh  annual  banquet  at  the 
Hotel  Walton  on  Wednesday 
evening  last,  the  usual  very  large 
number — about  500 — m  embers 
and  wives  being  present.  There 
was  an  elaborate  vaudeville 
programme  and  the  members 
themselves  joined  in  singing  sev¬ 
eral  songs.  The  only  speakers 
were  Albert  Kaiser,  president  and 
master  of  ceremonies,  and  D.  J. 
Woods,  chairman  of  the  Banquet 
Committee,  the  other  members  of 
which  were  j.  P.  Higgins,  C.  Y. 
Scully  and  W.  R.  Rapp. 


Coffee  Trust  Bill  Likely  to  Pass. 

The  Norris  bill  to  authorize 
Government  seizure  of  imported 
merchandise  controlled  by  a  trust 
or  imported  under  illegal  agree¬ 
ment,  was  approved  on  Monday 
last  by  the  United  States  Senate 
Judiciary  Committee.  The  meas¬ 
ure  is  aimed  at  the  Brazilian  cof¬ 
fee  monopoly  which  has  had 
thousands  of  sacks  of  coffee 
stored  in  New  York  in  bonded 
warehouses  out  of  reach  of  the 
Government’s  anti-trust  machin¬ 
ery.  The  Norris  bill  has  passed 
the  House  and  the  Senate  will  be 
asked  to  take  it  up  at  once. 
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IMPORTANT 

Retail  Grocers 

who  wish  to  please 
their  customers  should 
be  sure  to  supply  them 
with  the  genuine 

Baker’s 
Cocoa  and 
Chocolate 

with  the  trade-mark 
Registered  on  the  packages. 

U.  S.  Pat.  off 

They  are  staple  goods,  the 
standards  of  the  world  for  purity 
ind  excellence. 

MADE  ONLY  BY 

W alter  Baker  £?  Co.  Limited 

DORCHESTER,  MASS. 

Established  1780 


Protection  from  Butter 
Market  Troubles 


€J  Butter  market  conditions  like  the  present  always 
bring  uncertainty  as  to  grades  and  qualities — wbat 
a  comfort  it  is  to  the  grocer  who  sells  Gurnse 
through  it  all.  He  knows  that  its  quality  will  re¬ 
main  absolutely  uniform,  that  no  condition  that  can 
possibly  arise  will  result  in  the  slightest  lowering 
of  it,  and  that  the  price  will  be  fair  and  right  no 
matter  what  happens  to  the  general  market. 

The  highest  grade  dairy  butter  made  in  the  United 
States.  Wrapped  in  brine-dipped  parchment  and 
sealed  in  handsome  carton. 


Packed  In  20,  30  and  50-pound  boxes — pounds  and  half-pounds—  41  cents 
Prices  subject  to  market  changes. 


.  F,  BROW/N  &  CO 


39-41-43  SOUTH  FRONT  ST 
• - PHILADELPHIA, 


if 


Ham  without  a  name  is  “just 
ham,”  and  has  no  uniform 
quality.  It  may  be  good  once, 
but  you  don’t  know  how 
it  will  be  the  next  time. 

Your  customers  can’t  de¬ 
pend  on  you  if  you  sell  that 
kind  of  ham. 

SWIFT’S  PREMIUM 
HAMS  are  uniform — always 
properly  cured,  tasty,  appe¬ 
tizing.  When  a  woman  gets 
a  PREMIUM  HAM  she 
wants  another  like  it  next 
time.  The  only  way  you  can 
be  sure  to  have  all  your  hams 
uniformly  good  is  to  see  that 
all  you  sell  are  SWIFT’S 
PREMIUM  HATIS. 

Swift  &  Company,  U.  S.  A. 


The  Clink 

of  the  Dollars 

Sounds  mighty  sweet,  Mr.  Grocer,  when  the  clink 

Sounds  Profits . 

It’s  profits  you  are  after— more,  larger  profits. 

That  is  just  what  you  get  with 


Post  Tavern  Special 

{The  New  Hot  Porridge ) 

It  is  different  in  taste— better.  Different  in  profits— larger. 

Any  way  you  look  at  it,  Post  Tavern  Special  is  a  good  proposition. 

Test  out  a  package  at  home,  for  its  delicate  flavor,  produced  by  skillfully  blending  wheat, 
corn  and  rice. 

You  can  easily  make  it  a  Leader — and  the  clink  is  right. 

Sale  guaranteed  to  the  last  package. 


POSTUM  CEREAL  CO.,  LTD.,  BATTLE  CREEK,  MICH. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT 


20 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  unchanged 
and  demand  is  only  fair.  Values 
are  well  maintained  on  the  whole, 
but  occasionally  the  light  demand 
will  inspire  a  slight  concession. 

Coffee 

Coffee  is  weaker.  Possibly  the 
large  quantity  of  Santos  on  the 
market,  old  and  new,  is  responsi¬ 
ble  for  the  drop  of  about  J/$  cent. 
The  trade  now  know  that  the  val¬ 
orization  coffee  has  been  disposed 
of,  which  doesn’t  make  them  any 
too  sanguine  about  the  market, 
and  this  affects  the  demand. 
Milds  are  steady  to  firm  at  un¬ 
changed  prices,  except  Bogotas, 
which  are  a  shade  higher.  Java 
and  Mocha  unchanged  and  dull. 

Sugar. 

Sugar  has  dropped  still  lower 
during  the  week,  and  all  refiners 
are  now  quoting  4.30  cents  for 
granulated,  with  domestic  beet 
granulated  about  10  points  less, 
though  there  isn’t  much  offered. 
Raws  are  weaker  for  future  deliv¬ 
ery,  but  the  raws  refiners  are  now 
working  on  cost  so  much  that 
every  pound  of  sugar  being 
turned  out  at  4.30  nets  them  a 
heavy  loss.  The  conditions  of  the 
sugar  market  appear  more  in  de¬ 
tail  in  another  column.  The  de¬ 
mand  is  poor. 

Syrup  and  Molasses. 

Glucose  is  unchanged.  Com¬ 
pound  syrup  quiet  at  ruling 
prices.  Sugar  syrup  and  molas¬ 
ses  dull  by  reason  of  mild 
weather ;  prices  unchanged. 

Fish. 

Fish  continues  dull,  in  spite  of 
approaching  Lent,  which  this 
year  begins  February  5th.  Mack¬ 
erel  remains  unchanged  and  in 
very  light  demand.  Cod,  hake 
and  haddock  quiet  and  un¬ 
changed.  Domestic  sardines  dull 
at  unchanged  prices;  imported 
sardines  firm  at  ruling  quotations. 
Salmon  of  all  grades  unchanged, 
though  some  holders  think  pinks 
are  going  to  advance. 

Butter. 

The  receipts  of  fresh  butter 
continue  to  be  light  with  a  very 
good  consumptive  demand.  The 
market  is  firm  at  1  cent  per  pound 
advance  over  last  week.  The  per¬ 


centage  of  particularly  fancy 
goods  is  very  light.  Medium 
grades  are  more  plentiful  and  did 
not  share  in  the  advance  with  the 
higher  grades.  There  is  likely  to 
be  a  continued  scarcity  of  goods 
grading  special,  and  if  there  is 
any  change  in  price  in  the  next 
few  days  it  will  be  for  a  very 
slight  advance. 

Eggs. 

There  is  a  very  good  consump¬ 
tive  demand  for  fresh  eggs  and 
the  increased  receipts  are  being 
absorbed  on  arrival  at  prices 
ranging  about  the  same  as  last 
week.  The  quality  is  very  fancy. 
There  is  not  likely  to  be  any 
change  of  importance  in  any  mar¬ 
ket  in  the  coming  week  unless  we 
have  some  extremely  bad 
weather.  Refrigerator  eggs  are 
in  ample  supply  and  the  market 
is  dull  and  prices  nominal. 

Cheese. 

The  market  on  cheese  remains 
about  the  same  as  it  has  been 
for  the  past  few  weeks.  The  con¬ 
sumptive  demand  is  light  and  the 
stocks  of  strictly  fancy  goods  are 
also  reported  to  be  lights  Under¬ 
grade  full  cream  cheese  and  part 
cream  cheese  are  not  quite  so  firm 
and  are  being  pressed  for  sale  at 
prices  ranging  about  one  cent  per 
pound  lower  than  a  week  ago. 
The  present  condition  is  likely  to 
last  until  early  spring,  when  there 
is  likely  to  be  a  better  consump¬ 
tive  demand. 

Canned  Goods. 

The  buying  of  tomatoes  this 
week  is  from  hand-to-mouth, 
with  practically  no  change  in  the 
quotations.  The  report  last  week 
from  the  Tri-State  Packers’  Asso¬ 
ciation  that  considerably  less 
than  10  per  cent,  of  the  total  out¬ 
put  was  still  in  the  hands  of  the 
packers  greatly  strengthened  the 
views  of  some  of  the  dealers  who 
thought  tomatoes  were  on  the 
downward  course.  Probably 
never  before  was  the  stock  in  first 
hands  such  a  small  proportion  at 
this  time  of  the  year.  If  the  job¬ 
bers  and  retailers  should  dispose 
of  their  stock,  there  will  be  noth¬ 
ing  left  at  all  for  a  carry-over.  It 
looks  as  if  there  might  be  an  ad¬ 
vance  quite  some  time  before  the 


new  packing  season,  and  the  pres¬ 
ent  offerings  of  futures  will  then 
look  cheap.  Corn  and  peas  are 
both  quiet  and  with  practically 
no  change.  There  is  nothing 
doing  in  California  canned  goods. 
Stocks  on  the  coast  are  very  light. 
Jobbers  are  well  supplied,  but  the 
best  selling  season  is  ahead. 
There  is  no  change  in  the  Balti¬ 
more  markets  and  business  in  this 
line  is  -quiet. 

Provisions. 

The  consumptive  demand  in 
the  smoked  meat  line  remains 
very  light,  but  stocks  are  also  re¬ 
ported  to  be  light  and  some  goods 
are  reported  about  J4  cent  per 
pound  over  last  week.  Pure  lard 
is  firm  with  a  good  consumptive 
demand  at  prices  ranging  about 
34  cent  per  pound  over  last  week. 
There  is  more  trading  done  in 
compound,  and  the  market  is  firm 
at  j4  cent  per  pound  over  last 
week.  The  consumptive  demand 
for  barreled  pork  is  very  light 
and  the  market  is  steady  at  50 
cents  decline  per  barrel  from  last 
week.  Dried  beef  and  canned 
meats  are  in  light  supply  and 
steady  at  unchanged  prices. 

Dried  Fruits. 

Owing  to  the  extremely  unsea¬ 
sonable  weather  the  demand  for 
dried  fruits  has  been  much  less 
than  usual  at  this  season  of  the 
year.  Prunes,  peaches  and  apri¬ 
cots  are  unchanged  and  in  very 
light  demand.  The  same  can  be 
said  of  raisins  and  currants. 

Beans  and  Peas. 

Domestic  pea  beans  are  selling 
slowly  at  unchanged  prices. 
Marrows  are  in  better  demand  at 
full  prices  for  good  stock.  Cali¬ 
fornia  limas  are  selling  well.  No 
change  in  price,  but  an  advance 
looked  for.  Green  and  Scotch 
peas  are  on  the  level,  as  they  have 
been  for  some  weeks. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

Holders  of  tomatoes  in  this 
market  feel  encouraged  by  the  de¬ 
velopments  during  last  week. 
Not  because  of  the  increase  in  the 
demand  over  the  previous  week, 
for  that  was  not  enough  to  elate 
them,  but  the  wide  scattering  of 
the  goods  in  small  lots  was  ac¬ 


cepted  as  a  strong  indication  tha 
spot  tomatoes  are  wanted  now  b 
the  jobbers,  and  will  be  needed  t 
a  larger  extent  for  the  sprin 
trade.  It  is  estimated  that  les 
than  10  per  cent,  of  last  season’ 
pack  remains  in  the  hands  of  th 
canners  of  Maryland,  Delawar 
and  New  Jersey,  and  that  th 
canners  in  the  other  prcducin 
States  are  so  closely  sold  up  tha 
they  are  not  in  position  to  see 
business  outside  of  their  loc; 
territory.  If  that  estimate  prove 
to  be  correct,  and  with  seve 
months  of  large  consumptio 
ahead  of  us  the  canners  nee 
have  no  cause  for  fear.  The  a( 
tual  scarcity  of  strictly  fane 
quality  tomatoes  will  help  th 
sale  of  the  full  standard  gooc 
from  now  on. 

The  buying  of  future  tomatoc 
is  increasing,  chiefly  in  lots  of  or 
to  three  carloads,  and  the  ordei 
last  week  came  from  the  West  a 
well  as  the  East,  with  numerot 
inquiries  from  all  around.  Son- 
tempting  business,  at  a  sligl 
concession  from  the  asking  price 
has  been  put  up  to  the  big  cai 
ners,  but  it  has  been  declined,  an 
the  smaller  packers  are  afraid  t 
take  on  any  contracts  for  moi 
than  a  carload  or  so.  The  grov 
ers  are  already  agitating  tl 
question  of  a  higher  price  for  tl 
crop  next  season,  and  the  pro! 
lem  of  getting  sufficient  labor  ;  I 
the  canneries  may  be  more  worr 
some  than  it  was  last  season,  e 
pecially  at  factories  located  ou 
side  of  Baltimore. 

Fruits  were  dull  last  week,  ar 
the  orders  were  smaller  than  tl 
previous  week,  the  exceptioi 
being  sliced  pineapples  and  pear 
Some  few  apples  were  sold,  bi 
the  other  fruits  stayed  where  the 
were.  The  fruit  growers  in  th 
section  are  in  a  frame  of  mind  b 
cause  the  extraordinarily  hig 
temperature  this  winter  has  pi 
the  coming  crops  in  jeopardy,  ar 
soon  the  papers  will  be  full  < 
predictions  of  a  fruit  famine  : 
1913.  Let’s  don’t  cross  th. 
bridge  till  we  get  to  it. 

Notwithstanding  all  the  han 
mering  and  knocking  for  low 
prices  'on  spot  tomatoes  sini 
the  statistics  of  the  pack  of  191 
were  published,  the  prices  ha' 
ing  declined  only  5  cents  p' 
dozen  for  No.  2  and  No.  3  stam 
ards,  and  at  this  writing  the  ma 
ket  is,  if  anything,  a  bit  firm' 
than  it  was  last  week.  Con 
paratively  speaking,  the  mark 
for  spot  tomatoes  is  dull,  just  ; 
it  always  is  during  January,  ar 
none  of  the  orders  coming  in  no 
are  for  more  than  a  carload  < 
two  for  prompt  shipment.  As . 
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e  the  orders  received  during 
t  week  were  for  less  than  car- 
d  lots,  but  they  were  widely 
ttered  throughout  the  country, 
,re  so  than  at  any  time  since 
:  first  of  the  year.  The  same 
le  range  in  the  prices  still  pre- 
ls,  but  the  quality  of  the  goods 
the  same,  the  difference  simply 
iresenting  the  feeling  amongst 
:  holders. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

Salmon. 

In  my  opinion  chums  salmon 
11  advance  to  70  cents  and 
iks  to  75  cents  within  60  days, 
e  demand  has  been  tremen- 
us,  and  practically  all  those 
lling  to  sell  at  the  opening 
ces  have  sold  out.  California 
:ms  to  be  bare  of  chums  and 
iks  and  they  are  buying  in  this 
irket  for  export.  The  above 
ices  will  still  leave  chums  and 
iks  as  10-cent  sellers.  The  1912 
ck  of  pinks  and  chums  was 
arly  600,000  cases  short  of  1911. 
irther  remarks  are  superfluous. 

Philip  J.  Brady. 
Seattle,  Wash. 

Spices. 

The  market  is  fairly  steady  and 
nerally  unchanged.  The  situ- 
ion  is  rather  unsettled,  due  to 
e  possibility  of  a  duty  on  whole 
ices  in  the  new  tariff.  The 
arket  is,  therefore,  likely  to  be 
ther  uncertain,  though  higher 
ices  are  probable  owing  to  the 
nited  supplies  in  hand. 

Pepper  steady  but  unchanged, 
•ices  in  Europe  are  higher  than 
:re.  It  is  reported  little  stock  is 
1  route  at  present. 

Red  peppers  firm  and  tending 
ward.  Prices  are  higher  in  the 
1st,  but  remain  unchanged  here. 
Cloves  fairly  steady  at  un- 
langed  prices. 

Pimento  (Allspice)  somewhat 
-mer  and  in  good  demand.  Bet- 
r  grades  are  scarce. 

Mace  in  active  demand  at  firm 
rices,  with  higher  prices  prob- 
:>le. 

Nutmegs  steady  in  price  and 
ade  demand  is  satisfactory  at 

resent. 

Cassias  in  fair  demand.  The 
hina  market  is  higher.  Prices 
ere  are  firm  and  advances  prob- 

ble. 

Gingers. — All  grades  firmer, 
lochin  grade  higher;  African 
tock  is  offered  sparingly. 
Tapiocas  in  fair  demand  at  un¬ 
hanged  prices. 

Paprikas. — Hungarian  steady 
ut  unchanged;  Spanish  very  ac- 
ive  at  present. 

Seeds,  Herbs,  Etc. — Canary 
ery  scarce  and  higher ;  celery 
ias  advanced  and  higher  prices 
nticipated,  owing  to  the  Mar- 
eilles  stock  being  exhausted ; 
>ther  prices  unchanged. 

McCormick  &  Co.,  Inc. 
Baltimore,  Md. 


MARKET  NOTES. 

Florida  oranges  got  firmer, 
then  weaker  again,  owing  to 
larger  receipts.  The  finest  fruit 
is  now  $3  to  $3.50  and  average 
fruit  $2  to  $2.50. 

Florida  grapefruit  is  still  firm 
and  ranges  from  $2.75  to  $3.5° 
per  box.  The  demand  is  regular 
and  good. 

Florida  beets  are  coming  right 
along  and  bring  $3  per  100 
bunches.  The  demand  is  pretty 
good. 

New  Bermuda  potatoes  range 
from  $6  to  $6.25  per  barrel  and 
are  in  slow  sale. 

Florida  salad  is  still  cheap, 
though  higher  than  it  was — $1.25 
to  $2  per  hamper.  The  demand 
is  good. 

Florida  eggplants  are  worth 
$1.75  to  $2.25,  and  are  in  good 
demand. 

• 

Florida  beans  are  somewhat 
higher — $2.25  to  $3.  Good  beans 
are  scarce. 

Hothouse  cucumbers  show  an 
advance — $1.25  per  dozen.  Scarc¬ 
ity  is  the  reason. 

Plothouse  radishes  are  much 
in  evidence  at  3  to  4  cents  per 
bunch. 

Michigan  rhubarb  is  back  again 
at  60  to  75  cents  and  is  selling 
well. 

Florida  peppers  are  quoted  at 
$1.50  to  $2  and  are  plenty.  The 
quality  good  and  demand  fair. 
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conduct  of  the  various  State  de¬ 
partments  and  to  recommend  any 
changes  in  the  interest  of  econ¬ 
omy. 

The  commission  recommends 
that  the  work  of  the  Bureau  of 
Weights  and  Measures  be  turned 
over  to  the  State  Department  of 
Agriculture  in  order  to  save  the 
expenses  of  the  Bureau. 

Strong  remonstrances  are  to 
be  made  against  the  removal  of 
Mr.  Reichmann  and  against  the 
abolishment  of  his  department. 
It  is  claimed  by  his  backers  that 
he  has  set  the  pace  in  the  work 
of  a  bureau  of  this  kind  and  that 
his  work  has  been  made  the 
model  for  similar  departments  in 


The  Easy  Jell-0  Way 


As  an  example  of  the  easy  Jell-0  way,  the  spectacle 
of  a  little  tot  making  and  serving  a  Jell-0  dessert  would 
interest  any  grocer. 

As  you  know, 


desserts  are  made  by  dissolving  Jell-O  in  boiling  water  and 
cooling  it.  Anybody  can  do  that. 

And  because  it  is  so  easily  done  and  so  satisfactory 
in  everyway,  there  is  a  great  demand  for  Jell-O. 

We  hope  you  are  getting  your  share  of  it  at  your 

store. 

THE  GENESEE  PURE  FOOD  CO., 


Le  Roy,  N.  Y. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn’t  Jell-O. 


other  States.  It  is  further  claimed 
that  the  value  of  the  work  of  the 
Bureau  in  preventing  frauds  in 
weights  and  measures  is  worth  to 
the  people  of  the  State  many 
times  the  expense. 

The  charge  is  also  made  that 
the  movement  against  the  Bureau 
was  inspired  by  men  whose  en¬ 
mity  Mr.  Reichmann  has  incurred 
in  the  performance  of  his  duties 
and  that  interests  who  wish  to 
return  to  former  fraudulent  prac¬ 
tices  are  working  hard  to  have 
the  Bureau  abolished  in  the  way 
now  proposed. 

*  *  * 

Egg  shippers  have  won  a  vic¬ 
tory  in  a  suit  that  promises  to 
save  them  a  great  deal  of  money 
on  future  breakage.  The  case 
was  that  of  G.  W.  Martin  Bros, 
against  the  Delaware,  Lacka¬ 
wanna  and  Western  Railroad  Co. 
to  recover  $104  for  damages  in 


breakage  and  cost  of  repacking 
297  cases  of  eggs. 

The  evidence  showed  that  20 
cases  of  the  shipment  were 
opened  and  breakage  was  found 
in  17  of  them.  Then  the  ship¬ 
pers  had  the  entire  lot  repacked. 
The  cost  of  repacking  is  placed 
at  10  cents  a  case.  The  railroads 
have  uniformly  refused  to  pay  for 
the  cost  of  repacking,  except  of 
cases  in  which  breakage  was  ac¬ 
tually  shown. 

The  case  was  tried  in  a  Muni¬ 
cipal  Court  before  Justice 
Stephen  Callaghan.  The  justice 
said  that  on  the  showing  of  break¬ 
age  in  17  out  of  20  cases,  the  re¬ 
ceivers  were  justified  in  ordering 
the  repacking  of  the  entire  ship¬ 
ment.  He  pointed  out  that  other¬ 
wise  the  receivers  could  not  prop¬ 
erly  offer  the  eggs  for  sale  with 
any  guarantee.  A  buyer  taking 
the  eggs  with  a  knowledge  of  the 
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breakage  would  be  simply  taking 
a  gambler’s  chance. 

As  the  repacking  was  thus 
made  necessary  in  conformity 
with  right  business  practices,  the 
justice  held  that  the  railroad  was 
responsible  for  the  cost,  not  only 
as  to  those  cases  in  which  break¬ 
age  occurred,  but  as  to  all  of  the 
cases. 

It  is  said  that  this  question  had 
not  before  been  presented  in  any 
of  the  courts  of  this  State.  If 
the  decision  be  sustained  as  a 
precedent,  it  is  said  that  it  will 
save  the  egg  shippers  of  this  city 
not  less  than  $100,000  a  year. 
The  railroad  will  probably  appeal. 
*  >k  * 

Retailers,  and  especially  fruit¬ 
erers,  were  censured  in  an  inter¬ 
view  given  cut  by  Joseph  Stein- 
hardt,  of  Steinhardt  &  Kelly,  of 
this  city,  who  have  just  closed  ar¬ 
rangements  for  handling  the  out¬ 
put  of  several  associations  of 
apple  growers  in  the  States  of 
Washington  and  Oregon. 

Mr.  Steinhardt,  in  explaining 
the  polidV  which  his  firm  is  to 
follow  in  marketing  the  apples  in 
the  East,  said  that  the  retailers 
are  to  blame  for  checking  con¬ 
sumption  by  holding  prices  at 
high  levels  after  wholesale  prices 
have  been  reduced. 

As  an  instance,  he  said  that 
the  retailers  are  now  maintain¬ 
ing  the  same  prices  to  consumers 
that  prevailed  last  year  when 
they  paid  $2  to  $3  per  box  for 
certain  grades  of  apples  that  are 
now  selling  at  wholesale  at  half 
of  that  price;  that  the  retailers 
are  paying  only  one-half  as  much 
as  they  did  last  year,  but  are  sell¬ 
ing  at  the  old  prices. 

He  said  that  the  new  selling  ar¬ 
rangements  made  by  his  firm  are 
not  in  any  sense  an  effort  to  form 
a  trust,  or  boost  prices,  but  that 
his  firm  proposes  to  develop  the 
Eastern  business  in  fancy  grades 
of  Western  apples. 

*  *  * 

The  Tea  Association  of  the 
United  States,  at  a  meeting  held 
yesterday,  decided  to  ascertain  if 
the  officials  of  the  Treasury  De¬ 
partment  will  confer  with  a  com¬ 
mittee  of  the  association  as  to  the 
possibility  of  adopting  a  more 
definite  test  for  colored  teas  than 
the  Read  test  and  as  to  securing 
more  promptness  in  passing  upon 
shipments. 

James  M.  Montgomery  was 
elected  president  of  the  associa¬ 


tion  ;  Robert  F.  Irwin,  vice-presi¬ 
dent;  John  C.  Wirtz,  secretary; 
Herbert  Osbc^n,  treasurer. 

Carter,  Macy  &  Co.  have  filed 
an  application  for  a  rehearing  be¬ 
fore  the  Board  of  United  States 
General  Appraisers  on  the  rejec¬ 
tion  of  a  shipment  of  green  teas. 
The  teas  were  rejected  after  the 
Read  tests  made  in  accordance 
with  the  Board’s  recent  ruling. 

The  importers  make  several 
new  points.  One  is  that  even  if 
the  Read  test  be  legal  it  should 
not  be  applied  to  teas  that  were 
shipped  before  the  adoption  of 
such  a  test. 

%  He  He 

A  petition  in  bankruptcy  has 
been  filed  against  Farrington  & 
Whitney,  spice  grinders  at  376 
Greenwich  street.  The  corpora¬ 
tion  some  time  ago  made  a  set¬ 
tlement  with  creditors  on  a  basis 
of  50  cents  on  the  dollar  and 
since  then  have  paid  off  all  ex¬ 
cept  $18,000  of  the  liabilities. 
There  are  said  to  be  assets  of 
$15,000.  On  the  request  of  the 
creditors  the  court  appointed  a 
receiver. 

Creditors  this  week  filed  a 
bankruptcy  petition  against  Aus¬ 
tin  Sylvester,  a  retail  grocer  at 
79  Thompson  street.  The  assets 
are  about  $1,000. 

Summarized  Market  Con¬ 
ditions. 

A  moderate  demand  for  spot 
coffee  is  noted,  most  of  it  coming 
from  the  country  and  city  trade 
being  dull.  There  has  been  some 
shading  of  prices  on  the  part  of 
leading  roasters.  The  quotations 
are  14^  cents  for  Rio  7s  and  15^ 
cents  for  Santos  4s,  but  on  actual 
business  these  prices  are  doubt¬ 
less  shaded.  In  mild  grades  most 
of  the  business  is  of  a  jobbing 
kind  and  the  situation  is  quiet, 
with  few  price  changes  and  these 
only  slight.  The  needs  of  the 
country  have  compelled  some  in¬ 
creased  activity  on  the  part  of 
the  distributors,  but  they  are  still 
buying  only  from  hand  to  mouth. 
The  stocks  on  hand  appear  to  be 
moderate  and  a  continuance  of 
the  present  steady  trade  is  ex¬ 
pected. 

Refined  sugar  has  declined  and 
all  of  the  refiners  are  now  prac¬ 
tically  on  the  basis  of  4.30  cents 
for  granulated.  Three  of  the 
principal  interests  quote  5  points 
higher,  but  they  all  bill  at  the 
lower  figure.  The  decline  has  not 


stimulated  the  buyers,  who  con¬ 
tinue  to  order  only  for  require¬ 
ments.  The  country  is  apparent¬ 
ly  cautious  and  looks  to  the  pos¬ 
sibility  of  a  further  reduction. 
The  tariff  discussion  is  likely  to 
keep  affairs  unsettled  in  this  mar¬ 
ket  for  some  time  to  come.  Brok¬ 
ers  say  that  the  present  price  is 
so  low  that  it  should  stimulate 
consumption  and  there  is  some 
expectation  that  this  will  result. 

Canned  vegetables  are  gener¬ 
ally  dull.  Jobbers  take  spot 
goods  only  for  needs  and  show  no 
disposition  to  stock  up  for  the 
coming  months  before  the  new 
packs  are  available.  The  jobbers 
are  giving  little  consideration  to 
futures.  For  No.  3  spot  tomatoes, 
prices  range  from  77^  to  82V2 
cents  f.  o.  b.  Baltimore.  Brokers 
say  that  the  supplies  sold  at  the 
bottom  figure  are  not  strictly  up 
to  standard.  There  is  a  routine 
business  on  No.  2s  at  60  cents 
and  close  to  that  figure.  Spot 
corn  continues  to  drag.  Future 
corn  is  also  inactive,  but  packers 
are  not  inclined  to  force  business 
and  are  standing  by  their  quota¬ 
tions.  Spot  peas  are  selling  in  a 
small  way  and  prices  are  firm, 
especially  in  the  better  grades. 
String  beans  are  quiet  and  steady, 
and  this  is  true  also  of  spinach. 

Canned  fruit  of  nearly  all  varie¬ 
ties  is  firm  in  tone,  but  the  busi¬ 
ness  is  within  a  narrow  compass. 

Not  much  business  is  reported 
in  spot  dried  fruits  and  even  less 
in  futures.  Spot  California 
prunes  appear  to  be  on  a  firm 
basis,  except  in  the  small  sizes, 
70s  and  80s,  which  are  the  least 
desired.  Offerings  of  shipments 
are  made  on  the  3  cent  basis  f.  o. 
b.,  four-size  bulk,  40s  to  90s,  with 
premiums  on  the  larger  sizes. 
Raisins,  spot  and  future,  are  dull, 
with  prices  steady  but  nominal. 
Currants  are  firm  but  there  is  lit¬ 
tle  demand.  An  improved  de¬ 
mand  for  peaches  has  given  a 
firmer  tone  to  this  line.  Fancy 
Apricots,  being  in  small  supply, 
are  firm  and  other  varieties  are 
steady.  Figs  are  dull  and  easy; 
dates  steady. 

The  local  flour  trade  is  of  a 
light  character.  Buyers  show 
little  interest  and  place  orders 
only  for  requirements.  The 
spring  wheat  patents  in  wood 
range  from  $4.30  to  $4.50  for  the 
regular  brands.  Bids  of  10  to  20 
cents  below  these  prices  are  being 
made.  Some  mills  hold  out  for 


higher  prices,  but  are  not  gettin 
much,  if  any,  new  business  a 
such  prices. 

A  shifting  of  the  trade  in  but 
ter  from  held  to  fresh  goods  ha 
resulted  in  a  somewhat  stronge 
tone  in  the  higher  grades  of  fres 
creamery  with  an  advance  o 
firsts  and  extras.  The  firsts  ar 
now  selling  at  32  to  35  cents  an 
extras  bring  up  to  36  cents.  Sec 
onds  are  to  be  had  at  28  to  3 
cents.  In  held  butter  the  first 
and  extras  range  from  30  to  3 
cents.  Top  grades  of  process  but 
ter  are  bringing  25  to  26^2  cent; 

An  improved  tone  is  seen  i 
the  market  for  fresh  gathere 
eggs,  but  prices  have  not  materi 
ally  advanced.  The  demand  fo 
higher  grades  has  increased  an 
there  is  a  little  more  speculativ 
activity.  Undergrades  are  quiei 
The  best  of  the  nearby  larg 
white  eggs  are  bringing  29  to  3 
cents.  The  fresh  Western  egg 
of  top  grades  are  sold  at  23  to  2 
cents.  Held  eggs  of  good  grade 
are  to  be  had  at  19  to  20  cents 
Refrigerator  firsts  are  quoted  a 
18  to  193^  cents,  but  most  sale 
are  about  1  cent  below  thes 
prices. 

Fred.  A.  McGill. 


Grocery  and  Allied  Trade  Pres 
Hold  Annual  Convention 
in  New  York. 


Fundamental  Object  of  Meeting  is  t 
Make  Trade  Papers  Better  and  Mor 
Influential.  Much  Technical  Publish 
ing  Discussion,  as  Well  as  Matte 
Interesting  to  General  Trade. 


Special  Correspondence  of  ‘‘Grocery  World  an 
General  Merchant.” 

New  York,  Jan.  31,  1913. 

The  fourth  annual  conventioi 
of  the  Grocery  and  Allied  Trad 
Press  of  America  was  called  t< 
order  at  the  Hotel  McAlpin,  Nev 
York  City,  at  10  o’clock  last  Mon 
day  morning  with  President  W 
H.  Ukers  in  the  chair  and  Leoi 
Hattenbach  acting  as  secretary 
President  Ukers  read  his  report 
telling  of  the  work  that  had  beei 
accomplished  and  outlining  plan 
for  future  betterment.  Treasure 
Charles  Thorpe’s  report  showei 
the  association  to  be  in  gooi 
financial  shape  with  every  mem 
ber  having  paid  the  dues. 

John  W.  Lux,  president  Nation 
al  Retail  Grocers’  Association 
was  unable  to  be  present  owim 
to  his  place  of  business  having 
been  burnt  out.  The  address  h> 
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as  to  have  given  was  read  by 
[r.  Hattenbach,  who  was  fol¬ 
ded  by  C.  M.  Wessels,  who  told 
ow  .much  advertising  business 
ad  been  obtained  during  the 
ast  year  by  his  agency. 

A.  C.  Barker,  of  the  “New  Eng- 
,nd  Grocer  and  Tradesman,” 
ave  some  interesting  facts  con- 
srning  the  value  of  the  price- 
urrent. 

Norman  H.  Johnson,  of  “Mer- 
liants’  Journal  of  Commerce,” 
poke  on  advertisement  agen- 
ies  and  their  connection  with 
ae  trade  papers. 

O.  F.  Byxbee,  of  the  “Inland 
.torekeeper,”  gave  some  valuable 
leas  as  to  how  the  grocery  trade 
ress  can  help  push  the  sale  of 
ationally  advertised  goods. 

T.  P.  Sullivan,  ex-president  of 
National  Retail  Grocers’  Associ- 
tion,  spoke  of  loyalty  to  the  ad- 
ertising  representative  and  how 
he  papers  could  be  made  more 
aluable  to  advertisers. 

A.  C.  Monagle,  secretary 
American  Specialty  Manufactur- 
:rs’  Association,  spoke  on  modern 
nerchandising,  bringing  greeting 
rom  his  association,  the  Ameri- 
:an  Specialty  Manufacturers’  As- 
iociation. 

Afternoon  Session. 

F.  N.  Barrett,  of  the  “American 
drocer,”  gave  a  little  talk  on 
‘Twice  One  are  Two,”  showing 
low  careful  attention  to  detail 
doubles  values. 

Frank  Connolly’s  greetings 
from  San  Francisco  were  read  by 
the  secretary,  George  R.  Horton. 
George  J.  Schulte,  of  the  “In¬ 


terstate  Grocer,”  showed  how  he 
adjusted  his  advertising  rates  to 
his  circulation. 

Mr.  Horton  then  read  a  paper 
on  results  from  grocery  paper  ad¬ 
vertising,  written  by  E.  B.  Pills- 
bury,  of  the  “Grocers’  Magazine,” 
who  was  unable  to  be  present. 

Charles  G.  Phillips,  president  of 
Root  Newspaper  Association, 
spoke  on  the  responsibilities  of 
the  trade  paper  publisher.  He 
was  followed  by  Frank  Leroy 
Blanchard,  editor  of  the  “Editor 
and  Publisher,”  on  what  should 
be  the  attitude  of  the  trade  paper 
toward  manufacturers. 

Tuesday’s  Session. 

Tuesday’s  session  was  called  to 
order  at  10.15  by  President 
Ukers,  after  which  A.  G.  Ham- 
brock,  of  “Our  Own  Illinois  Retail 
Met  chants’  Journal,”  of  Chicago, 
told  us  “what  we  stand  for.” 
He  was  followed  by  Leon  M.  Hat¬ 
tenbach,  of  the  “Merchants’  In¬ 
dex,”  of  Denver,  in  an  address  on 
“Liberty  and  Fraternity.” 

J.  R.  Moorehead,  secretary  Na¬ 
tional  Federation  of  Retail  Mer¬ 
chants,  gave  an  eloquent  talk  on 
“co-operation  the  hope  of  the  re¬ 
tailer.” 

William  H.  Ingersoll,  president 
Advertising  Men’s  League  of 
New  York,  closed  the  morning 
session  with  his  talk  on  price 
maintenance. 

Tuesday  afternoon’s  session 
was  opened  by  Leroy  Fairman, 
editor  “Advertising  and  Selling,” 
who  spoke  of  the  duties  of  the 
editor  and  advertiser.  He  was 
followed  by  Harry  Tipper,  presi¬ 


dent  The  Technical  Publicity 

Association  of  New  York  City, 
who  told  us  how  to  increase  the 
efficiency  of  the  dealer.  The  next 
speaker  was  O.  C.  Harn,  adver 


tising  manager  National  Lead 
Co.,  who  discussed  the  trade 
press’  great  opportunities, 
dowry  Chapman  gave  an  address 
on  the  trade-mark  as  a  construc¬ 
tive  force  and  on  sincerity.  He 
was  followed  by  William  B.  Har¬ 
ris,  United  States  Government 
Coffee  Expert,  who  gave  an  inter¬ 
esting  talk  showing  the  grocer 
how  to  build  up  his  tea  and  coffee 
department. 

George  G.  Small,  editor  “The 
Ideal  Grocer,”  gave  an  interest¬ 
ing  and  amusing  talk  on  writing 
over  the  heads  of  readers. 

Wednesday  Morning  Session. 

G.  R.  Horton,  of  the  “Modern 
Grocer,”  gave  some  excellent 
ideas  on  the  editorial  conduct  of 
a  paper;  O.  F.  Byxbee,  of  the  “In¬ 
land  Storekeeper,”  told  us  how  to 
obtain  subscriptions;  Edwin  J. 
Gillies,  of  the  National  Coffee 
Roasters’  Association,  spoke  on 
penny  change  for  grocers;  George 
Slate,  of  the  Shredded  Wheat  Co., 
read  the  paper  of  T.  A.  De  Weese, 
Director  of  Publicity  of  the 
Shredded  Wheat  Co.,  on  the  dis 
covery  of  the  trade  paper;  anc 
Frank  Farrington,  of  the  “Inlanc 
Storekeeper,”  told  how  to  hold 
the  subscriber. 


Afternoon  Session. 
Following  was  the  programme, 
which  was  strictly  followed:  Ad¬ 
dress  by  J.  George  Frederick, 


vice-president  The  Business 
Bourse,  New  York,  editor  “The 
Efficiency  Magazine,”  “What  the 
Editorial  Columns  of  a  Trade 
Paper  Have  to  Do  With  Its  Ad¬ 
vertising”;  address  by  D.  B.  Gil- 
ies,  manager  “The  Canadian  Gro¬ 
cer,”  Toronto,  Canada,  “Quality 
Circulation”;  address  by  H.  M. 
Swetland,  president  The  Federa¬ 
tion  of  Trade  Press  Associations 
in  the  United  States,  “Some  Prob¬ 
lems  in  Circulation”;  address  by 
M.  C.  Robbins,  general  manager 
The  David  Williams  Co.,  New 
York,  “The  Ideal  Circulation  De¬ 
partment”;  address  by  John  A. 
Lee,  managing  director  National 
Canned  Foods  Week  Committee 
of  the  Canners  and  Grocers’  Asso¬ 
ciations,  “The  Canned  Foods 
Propaganda.”  C.  E.  Beinert,  di¬ 
rector  of  the  National  Retail  Gro¬ 
cers’  Association,  also  spoke  on 
Trades  Relationship.”  All  the 
old  officers  were  re-elected  except 
that  Leon  M.  Hattenbach  was 
elected  secretary  in  place  of  A.  T. 
Holmes  resigned.  A  trades  rela¬ 
tionship  committee  was  also  cre¬ 
ated  before  the  convention  ad¬ 
journed. 

The  piece  de  resistance  of  the 
entire  convention  was  the  ban¬ 
quet  on  the  .evening  of  Wednes¬ 
day,  the  last  night,  in  the  gor¬ 
geous  banquet  hall  of  the  McAl- 
pin  Hotel.  The  room  is  certainly 
magnificent  if  not  chaste.  About 
a  hundred  men  sat  about  the 
small  tables,  with  the  following 
at  the  guests  and  speakers’  table : 
W.  H.  Ukers,  president;  Fred. 
Mason,  vice-president  and  gen- 
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AND 

Z09N  WATER  ST. 


E 


TOOT!  TOOT!  TOOT! 


<|f  Just  to  call  your  attention  to  our  short  story.  Business  is  good  and  you  want  to  get  aboard. 
We  want  your  trade.  Weight,  count,  quality  and  prices  are  right.  Can  we  interest  you  ? 


SYRUPS-Are  you  buying  your  syrup  of  us  ?  Our  brands  arfie  ^kn£„^  Otar  brands™ indud^GJLT 

iDG^kKa' WHTrfr sStwewiSST,  fancy ,  cloudy;  QUAKER  CITY  SYRUP,  and  other.. 

Also  carry  a  full  line  of  Sugar  Syrups  and  New  Orleans  Molasses.  Send  us  your  orders. _ _ _ _ _ _ _ — — 

CAIN  IN  ED  PEAS — There  is  more  inquiry  for  canned  Peas  and  you  will  find  they r  i^MiSn o^stfTeTEa^Jun^per^oz.1  a*$lf27uf  Peerless 

70c.;  Peas  and  Pork,  No.  2  cans,  per  doz.,  at  85c. _ _ _ _ _ _ _ _ _ — - - — 


at  15c. 


PULL  LINE  OF  FANCY  AIND  STAPLE  OROCERIBS 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

OROCER8 
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m 


eral  manager  Shredded  Wheat 
Co.;  John  Clyde  Oswald,  pub¬ 
lisher  “American  Printer”;  Rich¬ 
ard  H.  Waldo,  advertising  mana¬ 
ger  “Good  Housekeeping”; 
Charles  M.  Wessels,  president  C. 
M.  Wessels  Co.;  Alfred  W.  Mc¬ 
Cann,  of  the  New  York  “Globe,” 
formerly  with  Francis  H.  Leggett 
&  Co. ;  John  A.  Lee,  of  Chicago, 
chairman  Central  Canned  Foods 
Week  Committee;  A.  C.  Monagle, 
secretary  American  Specialty 
Manufacturers’  Association;  John 
A.  Green,  secretary  National  Re¬ 
tail  Grocers’  Association ;  Captain 
Jack  Crawford,  the  poet  scout, 
and  Elton  J.  Buckley. 

The  appointments  were  excel¬ 
lent,  the  food  and  drink  generous. 


wisely  selected  and  exquisitely 
cooked  and  served.  Whoever 
chose  the  menu  used  most  dis¬ 
criminating  taste.  Following  was 
the  feast  of  reason  and  flow  of 
soul : — 


“Fine  Feathers,”  by  John  Clyde 
Oswald. 

“The  Trade  Paper  in  the  Open,” 
by  Alfred  W.  McCann. 

“Getting  the  Money,”  by  Richard 
H.  Waldo. 

“Laying  Down  the  Law,”  by  El¬ 
ton  J.  Buckley. 

Talk  by  John  A.  Lee. 

“The  Poetry  of  Business,”  by 
Captain  Jack  Crawford, 

A  talk  by  Fred.  Mason. 


Mr.  Oswald  made  a  witty,  en¬ 
tertaining  talk  about  the  value, 
and  the  lack  of  value,  of  mere  ap¬ 
pearances.  Mr.  McCann  criti¬ 
cised  the  editors  present,  who  he 


said  were  not  telling  their  readers 
the  truth  of  the  pure  food  ques¬ 
tion.  Mr.  Waldo  talked  earnestly 
and  helpfully  on  the  trade  paper’s 
great  need  to  render  advertisers 
the  services  which  would  enable 
the  publisher  not  only  to  “get  the 
money,”  but  to  earn  it. 

E.  J.  Buckley’s  address  was  in 
part  an  answer  to  Mr.  McCann. 
The  speaker  reminded  Mr.  Mc¬ 
Cann  that  the  “truth”  of  pure  food 
proposition  was  still  an  open  ques¬ 
tion,  and  that  in  the  case  of  every 
leading  food  problem  under  dis¬ 
cussion,  the  authorities — particu¬ 
larly  chemists — were  hopelessly 
divided  upon  it.  So  that  Mr.  Mc¬ 
Cann  could  not  fairly  criticise 
trade  paper  editors  for  not  telling 


Selling  Talks  With  Clerks 


BT  A  MAN  WHO  HAS  BBBH  OITO 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  It  Co. 'a 
Department  Food  Storee,  Dover,  N.  J. 


Finger  Wetting.— A  bad  habit  is 
thumb  or  finger  wetting  when 
you  reach  for  a  sheet  of  paper  or 
turn  a  leaf  in  a  book.  We’re 
passing  through  the  germ-scare 
age  and  while  the  scare  people 
have  ruled  that  we  do  all  sorts  of 
funny  stunts  with  our  displays, 
we  are  not  yet  ordered  to  wear 
medicated  and  doubly  bacteria 
protected  gloves  back  of  the 
counter. 

But  beware  of  finger  wetting 
back  of  the  butter  counter  espe¬ 
cially,  for  you  don’t  know  what 
scheme  a  health  enthusiast  may 
evolve  to  stop  it.  Anyway  it  isn’t 
a  nice  thing  to  do  because  men 
have  been  known  to  sneak  a  piece 
of  tobacco  into  the  mouth  and 
pass  it  off  for  chewing  gum. 


standard  No.  3  at  10  cents  is  no 
cheaper  than  a  5^2  in.  extra  at  15 
cents. 

Show  them  the  amount  of 
water  and  loose  fruit  in  one 
compared  with  the  whole  clean 
selected  fruit  and  solid  pack  of 
the  other.  Foolish  people  say 
they  want  “tomatoes  for  soup. 
A  good  salesman  will  show  that 
it’s  cheaper  to  draw  water  for 
soup  from  the  faucet  than  pay  3 
or  4  cents  a  pound  for  it. 


*  *  * 


*  *  * 


How  To  Sell  Good  Tomatoes. — 

Any  of  you  ask  your  mana¬ 
ger  which  tomatoes  he’d  rather 
have  you  sell  and  he’ll  promptly 
say  “the  best.”  He  will  say  it  for 
two  reasons — there’s  a  better 
margin  in  selling  the  best  and 
they  hold  trade  better. 

Turn  out  your  three  grades  of 
tomatoes  into  glass  jars,  screw  on 
the  top  and  demonstrate  the  dif¬ 
ference.  You  can  prove  that  a 


Be  Up  To  Snuff  On  This. — The 

“Good  Housekeeping”  magazine 
people  issue  beautiful  copies  of 
the  shelf  goods  that  you  sell  and 
which  are  running  in  that  live 
publication.  They  are  nicely  per¬ 
forated,  ready  to  tear  off.  One 
store  has  ten  of  these  pasted  on 
the  side  vestibule  window  and  in 
the  center  a  card  11  x  28  reads: — 
“These  Things  Advertised 
the  Big  Magazines  On  Sale  at 
Lehman’s.” 

It  isn’t  only  a  window  change, 
but  it’s  following  the  “follow  up” 
system. 

*  *  * 


Show  This  to  the  Ad.  Man.— Get 

into  the  spirit  of  your  weekly  ad¬ 
vertisement.  From  time  to  time 


tell  the  ad.  man  what  you  think 
he  ought  to  advertise,  and  say  to 
him  that  he  ought  to  have  a  sign 
printed  for  the  window  to  read : 

“The  ad.  is  out  and  it’s  a  good 
one.  Your  copy  is  on  the 
counter.” 

He  needs  your  co-operation. 
He  needs  your  suggestions,  yes, 
and  he  needs  your  criticism. 
Give  it  to  him  good  and  strong  if 
his  stuff  isn’t  the  right  sort. 
These  good  ad.  writers  are  all 
broadminded  fellows,  ever  ready 
for  pointers. 

*  *  * 

Try  This  One  Friday  Night. — Put 

a  couple  hundred  heads  of  cab¬ 
bage  in  the  window  and  put  a  22 
x  28  sign  on  them  that  reads: — 

“On  Sale  Saturday  Night  From 
7  till  10  at  3  cents  a  Head.” 

Dress  the  boy  up  as  a  farm 
hand  and  let  him  do  the  selling 
from  the  window  and  if  you  don’t 
get  a  crowd  call  me  a  “visionary.” 
*  *  * 

Take  a  Hint  From  This  Paragraph. 

—Said  the  president  of  a  chain- 
store  concern  the  other  day, 
“which  man  do  we  want  to  man¬ 
age  that  new  store?”  “That  man 


right  there,”  said  the  one  ad¬ 


dressed,  putting  his  finger  on  the 
name.  “Why,”  asked  the  presi¬ 
dent.  “Because  he  is  prompt,  he 
is  a  good  worker,  he  is  honest,  he 
in  knows  his  business,  he  is  cheerful, 
obliging,  keeps  himself  neat  and 
clean,  and  above  all,  sir,  he  is 
loyal  to  his  employer.” 

And,  gentlemen,  this  is  the 
stamp  of  man  that  is  seldom  out 
of  a  job  and  the  stamp  of  a  man 
that  the  grocery  trade  of  the 
United  States  needs. 

Be  one. 


their  subscribers  the  “truth” 
about  food  questions,  unless  he 
was  first  prepared  to  show  that 
what  he  wanted  told  was  the 
truth  in  an  established  sense. 

John  A.  Lee  followed  in  a  hum¬ 
orous  little  talk,  most  of  which 
was  directed  at  the  personal 
idiosyncrasies  of  Captain  Jack 
Crawford,  who  sat  beside  him 
and  whose  hair,  for  one  thing,  is 
long  and  flowing.  The  Captain 
got  back  very  cleverly  when  his 
turn  next  came,  and  then  recited 
some  of  his  own  beautiful  and 
original  poetry  of  the  wild  and 
open  West. 

Fred.  Mason  closed  the  speak¬ 
ing  with  one  of  his  characteristic 
talks,  the  gospel  of  which,  to  use 
one  instance,  was  that  trade  edi¬ 
tors  should  dwell,  not  on  the  fact 
that  95  per  cent,  of  all  retail  gro¬ 
cers  fail,  but  on  the  fact  that  5  per 
cent,  succeed.  Mr.  Mason  then 
gracefully  and  feelingly  presented 
President  Ukers  with  a  splendid 
watch  from  the  members,  fitting¬ 
ly  inscribed.  Mr.  Ukers  was 
deeply  affected  but  managed  tc 
make  proper  response.  He  has 
made  the  only  real  president  that 
the  Grocery  and  Allied  Trade 
Press  ever  had. 

Next  came  the  presentation  of 
a  beautiful  engraved  watch  fob  tc 
Charles  M.  Wessels,  through  G. 

L.  McCarthy,  of  the  “National 
Provisioner,”  who  lauded  the  ad¬ 
vertising  representative  of  the  or¬ 
ganization  as  its  real  creator. 

“Good  old  Charlie  Thorpe”  was 
also  very  appropriately  honored 
by  the  presentation  of  a  hand¬ 
some  watch  fob  through  Leon 

M.  Hattenbach,  of  the  “Mer¬ 
chants’  Index,”  Denver,  Col. 
“Good  old  Charlie  Thorpe”  has 
been  treasurer  of  the  Grocery  and 
Allied  Trade  Press  since  its  birth 
in  Philadelphia  five  years  ago, 
and  since  he  shaved  his  mous¬ 
tache  off  the  members  have  come 
to  respect  him  and  like  him.  He 
is  secretary  of  the  New  York  Re¬ 
tail  Grocers’  Association  and  pub¬ 
lisher  of  the  New  York  “Retail 
Grocers’  Advocate.”  Mr.  Hatten¬ 
bach  handed  the  surprised  treas¬ 
urer  some  extremely  laudatory 
words  about  his  fidelity  to  office, 
all  of  which  were  affirmed  by  the 
members.  Mr.  Thorpe  made  ap¬ 
preciative  response  and  the  ban¬ 
quet  was  over. 

Afterward,  however,  came  a 
cabaret  performance. 

D.  E. 
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Wt  would  b«  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upo.  trade  topics 
ting  understood  that  w.  do  not  hold  ourselves  responsible  for  any  views  expre^d  *nrefa  . All  com- 
ucations  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  tood  faith,  but  not 
itsarily  for  publication.  All  inquiries  within  our  power  ta  answer  will  also  be  noticed  In  this  departmen 


tailers’  shelves,  but  our  great  re¬ 
liance  is  in  the  co-operation  of  re¬ 
tail  distributors. 

We  now  have  the  hearty  co¬ 
operation  of  the  National  Asso¬ 
ciation  of  Retail  Grocers.  Can 
you  help  secure  the  active  inter¬ 
est  of  local  associations?  Your 
help  will  be  greatly  appreciated. 

The  National  Canned  Foods 
Week  Committee, 

J.  A.  Lee,  Managing  Director. 


Ivocating  a  Strictly  Cash  Business. 

Benton,  Ky.,  Jan.  23,  1913. 

1  the  Editor. 


Dear  Sir: — We  want  to  get 
me  books,  trade  journals,  etc., 
at  advocate  a  strictly  cash  busi¬ 
es.  Can  you  tell  us  where  we 
n  get  them? 

If  we  could  find  some  live  cash 
ocers  or  general  stores  doing  a 
sh  business  that  advertise  we 
ight  find  their  ads.  to  help  us. 

Yours  respectfully, 

H.  B.  Smith. 


There  is  no  journal  that  is  pub- 
hed  strictly  in  the  interests  of 
e  cash  business.  All  trade 
urnals  advocate  the  cash  busi¬ 
es  wherever  it  is  practicable, 
it  all  seem  to  agree  that  there 
e  a  few  cases  at  least  where  it 
n't  practicable. 

In  the  interest  of  helpfulness 
ill  any  subscribers  who  do  a 
rictly  cash  business  send  copies 
:  their  advertising  to  this  cor- 
ispondent? 


to  learn  very  much  about  this 
concern.  They  appear  in  some 
of  the  telephone  and  business  di¬ 
rectories,  but  not  in  the  standard 
insurance  directories.  Insurance 
men  do  not  seem  to  know  them. 

If  you  are  a  stockholder,  you 
have  a  right  to  copies  of  their 
yearly  reports.  Why  not  also 
write  for  information  to  the  State 
Insurance  Department,  Harris¬ 
burg,  Pa.? 

*  *  ♦ 


*  *  * 


*  *  * 


Journal  for  Ladies’  Wear. 


Manheim,  Pa-,  Jan.  24,  T913. 
d  the  Editor. 

Dear  Sir : — Could  you  refer  me 
1  a  journal  that  is  published  in 
le  interests  of  those  carrying 
dies’  ready-made  wearing  ap- 
arel,  underwear  and  house 
■esses  principally. 

Thanking  you  in  advance,  I  re- 
lain, 

Yours  truly, 

H.  D.  Leman. 


A  Suggestion. 

Durham,  N.  C.,  Jan.  23,  1913. 

To  the  Editor. 

Dear  Sir: — You  ask  for  sugges¬ 
tions  to  make  the  journal  more 
interesting.  We  know  of  only 
one  thing  we  might  suggest,  and 
that  is  to  renew  the  contests 
which  you  once  carried  on 
amongst  your  subscribers,  offer¬ 
ing  prizes  for  the  best  papers. 
To  me  at  least  this  is  interesting. 

With  best  wishes  for  your  con¬ 
tinued  usefulness,  we  remain, 
Yours  very  truly, 

Perry  Grocery  Co., 

I.  D.  Patterson. 


Grocers’  Signs. 

Aldan,  Pa.,  Jan.  28,  1913. 

To  the  Editor. 

Dear  Sir: — We  are  about  to 
bottle  some  vinegar  said  to  be 
pure  cider  vinegar.  We  under¬ 
stand  it  advisable  to  have 
wording  “compound”  on  label, 
as  we  hold  no  guarantee  from  the 
maker.  We  want  our  name  on 
the  labels.  Do  you  do  such  work? 
Also,  we  want  prices  on  prepar¬ 
ing  weekly  circulars  in  the  event 
of  our  deciding  to  issue  them. 

Have  you  any  signs  for  store 
use  or  price  cards?  If  not,  kindly 
refer  us  to  proper  parties. 

Sincerely  yours, 
Bottom  ley  Bros. 


Can’t  Sell  Frozen  California  Oranges. 

In  order  to  protect  consumers 
and  prevent  the  flooding  of  the 
markets  with  oranges  and  lemons 
declared  to  be  unfit  for  food,  the 
Federal  Board  of  Food  and  Drug 
Inspection  has  issued  an  order 
forbidding  the  sale  in  interstate 
commerce  of  fruits  which  have 
been  damaged  in  the  recent  freeze 
in  California.  The  order  was 
issued  after  it  had  been  brought 
to  the  attention  of  the  board  that 
on  account^ of  the  recent  freeze 
in  California  citrus  fruit,  badly 
damaged,  was  being  placed  upon 
the  market.  From  60  to  85  per 
cent,  of  the  California  crop  was 
estimated  to  have  been  injured. 


This  suggestion  will  probably 
be  adopted  at  a  very  early  date. 


*  *  * 


Help  Wanted  for  Canned  Foods 
Week. 


Chicago  January  28,  1913. 
To  the  Editor. 


The  “Dry  Goods  Economist,” 
ew  York  City,  should  be  able  to 
1  your  need. 


*  *  * 


As  to  an  Insurance  Co. 


Riegelsville,  N.  J.,  Jan.  27,  1913. 
0  the  Editor. 

Dear  Sir: — Can  you  give  us  any 
[formation  in  regards  to  the  At- 
s  Life  and  Casualty  Co.,  Louis 
.  Foster,  president,  Bullitt  Bldg., 
hiladelphia?  The  writer  owns 
3  shares  of  their  stock.  Would 
ke  to  know  if  they  are  reliable. 
Respectfully, 

R.  A.  Shimer  &  Co. 


The  “Grocery  World  and  Gen- 
■al  Merchant”  hasn’t  been  able 


Dear  Sir: — The  canning  indus¬ 
try  is  just  beginning  to  grow. 
It  has  heretofore  been  a  strug¬ 
gling  and  unprofitable  industry  in 
many  lines,  and  never  has  been 
able  to  spend  much  money  in 
advertising.  It  stands  ready  to 
be  shown.  Lets  show  it,  you  and 
this  committee,  that  a  light  hid¬ 
den  under  a  bushel  is  unseen. 

Here  is  a  great  rich  field  of  ex¬ 
ploitation  for  trade  papers,  an  or¬ 
chard  which  is  beginning  to  pro¬ 
duce.  Lets  protect  it  from  a 
frost  by  doing  all  possible  to  push 
Canned  Foods  Week.  Your  in¬ 
fluence  lies  with  the  retail  dealers 
and  wholesale  dealers  and  com¬ 
mercial  travelers.  We  will  do 
some  advertising  to  consumers  in 
daily  papers  and  through  the  dis¬ 
tribution  of  leaflets  and  other  ad¬ 
vertising  matter  for  free  distribu¬ 
tion  to  help  take  the  goods  off  re- 


The  Grocers’  Printing  Co.,  31 
North  Second  street,  Philadel¬ 
phia,  make  a  specialty  of  ready¬ 
made  signs  and  grocers’  printing 
of  that  sort. 

We  would  never  advise  putting 
the  word  “compound”  on  vinegar 
which  you  have  reason  to  believe 
is  pure.  If  it  is  pure,  that  is  as 
much  a  misrepresentation  as  to 
call  it  pure  when  it  is  compound. 
If  you  haven’t  got  a  guarantee 
from  the  manufacturer,  why  not 
get  one?  Certainly  it  seems 
wrong  to  buy  vinegar  for  pure 
cider  stock,  presumably  paying 
the  price  of  pure  cider  stock,  and 
then  mark  it  adulterated  merely 
because  you  didn’t  get  a  manufac¬ 
turers’  guarantee.  If  the  manu¬ 
facturer  sold  it  to  you  distinctly 
representing  it  to  be  pure  cider 
vinegar,  that  of  itself  is  a  guar¬ 
antee. 


About  the  most  plentiful  Flor¬ 
ida  product  is  strawberries.  They 
have  been  coming  so  freely  dur¬ 
ing  the  week  that  hucksters  have 
been  retailing  good  fruit  at  28 
cents  per  quart.  The  wholesale 
range  is  20  to  25  cents.  The 
average  quality  is  good. 


T W>  TOUR  CUfiTOMRRfi  THAT 


RAE’S 

Lucca  Olive  Oil 


Is  tli*  product  of  perfectly  loaud,  ripe, 
freshly  picked,  freshly  crashed  sad 
pressed  olives,  grown  la  Toscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  leaches  perfection.  Ton  will  not 
only  please  them  bnt  yen  wUl  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 


H.  Kellogg  &  Sons 

Philadelphia 


*  *  * 


Directories  of  Grocers  and  General 
Storekeepers. 

Cincinnati,  Ohio,  Jan.  28,  1913. 
To  the  Editor. 

Dear  Sir: — I  believe  I  could  sell 
a  number  of  directories  of  general 
merchants  and  grocers.  Would 
you  kindly,  in  case  you  do  not 
supply  them,  send  me  addresses 
of  publishers,  and  oblige, 

Yours  truly, 

H.  Arndt. 

So  far  as  the  “Grocery  World 
and  General  Merchant”  knows, 
there  are  no  directories  of  grocers 
and  general  storekeepers. 


READ  ANY 

advertisement  of 


Dlaplelne 


and  you’ll  see  why 
you  can  safely  recom¬ 
mend  it. 


Oxdkk  of  Yovn 
Jobber,  or 

Frank  A.  Smith  Company 
106  Sonth  Front  Street 
Philadelphia,  Pa. 

Creaoent  M fg.  Co. 

■  CATTLE,  WASH. 


The  One  Pure  Sugar  Syrup 


Lyla’a  ©olden  fiymp  —  perfectly 
clear,  a  beautiful  golden  celor.  bo 
■antral  miero-orgaatsma  can’t  live 
in  it.  Abeolntely  five  from  preeer- 
vutivea.  A  product  which  everv  one 
AmOi  baying.  If  yon  wnnt  te  pinnae 
yenr  trade  tell  them  about  it. 

26*  PROFIT 

■urn  anlea  and  pleaaed  cnatemara. 


H.  Kellogg  &  Sons 

Philadelphia 
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ADVERTISING 


im ; 


Elizabethtown,  Pa.,  Jan.  18,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — We  are  sending  to 
you  for  criticism  one  of  our  circu¬ 
lars  for  special  sale.  Kindly  advise 
us  how  we  can  improve  our  ad. 
department.  Respectfully, 

Huntzberger-Winters  Co. 

The  circular  enclosed  was  a 
very  large  affair;  it  would  have 
filled  an  entire  page  in  an  old- 
fashioned  blanket  sheet  country 
newspaper.  Here  is  the  very 
much  reduced  reproduction  of  it, 
all  detail  being  of  course  sacri¬ 
ficed  by  reason  of  the  reduction 
in  size. 


This  advertisement  doesn’t 
look  very  interesting  to  me.  You 
notice  that  I  harp  a  good  deal  on 
the  interesting  appearance  of  an 
advertisement;  usually  it  must 
look  interesting  or  it  won’t  be 
read.  The  big  department  stores 


are  scheming  night  and  day  to 
give  their  big  advertisements  an 
interesting  appearance;  and  most 
of  them  have  admirably  succeed¬ 
ed.  In  my  judgment  the  trouble 
with  this  advertisement  is  that 
it  is  too  laconic.  In  most  of  the 
articles  the  least  possible  data  has 
been  given  about  Jhe  goods,  such 
as  “60c.  carpets  49c.”  What 
kind  of  patterns — bright  or  quiet, 
or  both?  I  shouldn’t  have  done 
this,  with  a  whole  page  to  work 
in.  I  believe  some  space  has  been 
wasted  in  the  introduction. 


There  is  a  good  deal  of  duplica¬ 
tion  in  the  matter  printed  at  the 
top  of  the  advertisement.  I  don’t 
think  the  lines  which  appear  in 
the  four  panels  in  the  heading  cut 
help  any.  They  aren’t  very  easy 
to  read.  The  fact  that  the  head¬ 


ing  cut  is  shorter  than  the  full 
width  of  the  page  is  also  a  detri¬ 
ment  to  its  appearance  in  my 
judgment.  I  believe  a  better 
heading  would  have  been  a  bold 
line  the  full  width  of  the  page  or 
very  near  it,  “January  Clearance 
Sale,”  with  the  two  boldface  lines 
that  are  there  now  underneath — 
“A  Store  Wide  Clearing  Out  of 
all  Winter  Merchandise  at  Radi¬ 
cal  Reductions  from  Regular 
Prices.”  Then  the  few  iines  of 
introduction,  in  somewhat  larger 
type  than  were  used  in  the  orig¬ 
inal,  then  a  line  of  rule  clear 
across  the  page  and  then  the  quo¬ 
tations.  My  argument  for  this 
arrangement  is  that  it  would  have 
made  a  more  symmetrical  page, 
and  one  that  would  have  given 
more  of  an  invitation  to  the  eye. 

* *  *  * 

The  main  shortcoming  that  I 
find  in  this  advertisement,  how¬ 
ever,  is  that  it  isn’t  persuasive 
enough.  Compare  this  : — 

Toilet  Sets. 

$4.50  Toilet  Sets . $3-97 

with  this : — 

Toilet  Sets. 

$4.50  Toilet  Sets . $3-97 

Five  pieces.  Beautiful  floral 
and  band  designs.  In  this  lot 
are  included  some  of  the  finest 
and  most  popular  designs  we 
have  ever  sold. 

With  the  average  human,  isn’t 
it  reasonably  certain  that  the 
second  version  would  make  the 
bargain  seem  a  little  more  worth 
while?  The  same  plan  followed 
with  everything  advertised — I 
don’t  mean  with  every  individual 
item,  necessarily — would  have 
made  a  much  stronger  advertise¬ 
ment. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  1  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  b« 
addressed  to  the  Editor  of  Science 


of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Final  Collapse  of  Globe  Association. 

Alfred  H.  Monroe,  president  of 
the  Globe  Association,  of  Chi¬ 
cago,  the  mail-order  grocery 
house  which  offered  among  other 
bait  one  hundred  pounds  of  sugar 
for  $1.85  and  held  out  flattering 
inducements  to  individuals  to  be¬ 
come  local  agents  in  promoting 
their  plan,  has  just  been  fined 
$5,000  in  the  Federal  Courts  at 
Chicago,  following  Monroe’s  in¬ 
dictment  charging  him  with 
fraudulent  use  of  the  mails.  Mon¬ 
roe  was  first  indicted  by  the 
Government  more  than  a  year 
ago,  but  through  a  technicality 
escaped  punishment.  He  plead 
nolo  contendere  to  the  Govern¬ 
ment’s  latest  charge  and  the  fine 
was  assessed  against  him.  The 
scheme  by  which  Monroe  de¬ 
frauded  “agents”  of  the  company 
by  use  of  the  United  States  mails, 
according  to  the  indictment,  was 
the  offering  by  Monroe,  as  head 
of  the  Globe  Association,  of  large 
salaries  to  secure  business  for  the 
company.  According  to  the  Gov¬ 
ernment’s  charge  and  ultimate 
proof  in  evidence  submitted  these 
“salaries”  were  not  paid.  Clever 
manipulation  of  the  contract,  and 
which  the  prosecution  brought 
out  in  the  trial  was  so  worded  as 
to  deceive  the  agents  attracted  by 
the  offer  of  large  salaries  to  be 
paid  them,  formed  the  basis  of 
the  Federal  authorities’  demand 
for  conviction  on  the  charge  of 
using  the  mails  to  defraud.  Wit¬ 
nesses  are  summoned  from  all 
parts  of  the  country  and  submit-  1 
ted  testimony  which  aided  the 
prosecution  materially  in  estab¬ 
lishing  its  case  against  the  head 
of  the  mail-order  company  which 
has  been  under  scrutiny  of  the 
postal  officials  for  some  time. 


Bleached  Flour  Case  to  be  Tried 
Again. 

The  United  States  Circuit 
Court  of  Appeals  at  St.  Louis 
during  the  week  reversed  the  Dis¬ 
trict  Court’s  decision  in  the  case 
of  the  Government  against  the 
Lexington  Mill  and  Elevator  Co., 
of  Lexington,  Neb.,  known  as  the 
“bleached  flour”  case.  The  lower 
court  held  that  the  electrical 
bleaching  process  was  a  violation 
of  the  pure  food  law,  but  the 
Court  of  Appeals  remanded  the 
case  for  retrial. 


anuaryClearan.ce  Sal, 


A  Store  Wide  Clearing  Out  ol  All  Winter  Merchandise  At  Radical 
Reductions  From  Regular  Prices 


umTZB™%L  WINTERS  CO* 


»iMb*uuown  Otuonioi*  mm 
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Washington’s  Birthday  Trims 

"  —  » 


No.  i. 

To  arrange  the  window'with  the  cut  down  cherry 'tree  is  as  follows : 
st  cover  the  bottom  of  the  window  with  green  crepe  paper.  On  the 
arrange  two  good  sized  cherry  tree  branches  to  represent  trees, 
ce  one  in  the  corner  at  the  rear  with  a  neat  sign  card  on  top  with 
word  “  quality,”  and  another  sign  card  at  the  bottom  of  the 


inches  of  the  cut  down  tree  with  the  word  “  price.”  Thus  meaning 
it  the  goods  displayed  are  of  the  finest  and  best  and  at  cut  prices, 
le  stump  of  the  chopped  tree  should  be  about  one  foot  high,  with  a 
ty  hatchet  sticking  in  it.  One  or  two  wire  nails  will  hold  the  trees 
position.  Place  dried  cherries  all  around  the  trunks ;  spread  them 
it  towards  the  edges.  In  the  centre,  in  front,  on  a  paper  napkin,  place 
glass  dish  filled  with  canned  cherries,  also  the  empty  can.  Place 
erries  prepared  in  different  ways  here  and  there  around  in  the 
ndow.  At  the  rear,  in  the  centre,  place  a  large  sign  card  with  letter- 
g  like  in  cut  and  finish  it  around  the  edges  with  sprays  or  clusters 
artificial  cherries  and  leaves.  For  a  background  use  twisted  strips 
iout  two  inches  wide  of  red,  white  and  blue  crepe  paper. 

No.  2. 

The  displayjof  baking  supplies  is  arranged  as  follows :  First  I 
ust  describe  the  large  cake  and  how  it  was  made.  Last  year  I  made 


one  like  this  for  a  party.  It  was  hollow  and  contained  all  the  surprise 
favors  underneath.  I  used  a  small  cheese  box.  First  give  it  a  very 
thick  coat  of  icing,  let  this  dry  and  then  give  it  another,  which  gives  it 
a  better  appearance,  white  and  smooth,  and  let  this  dry.  Then  I  placed 
a  small  twig  on  top  to  represent  a  tree.  The  stump  was  about  three 
inches  high.  The  little  hatchet  was  made  in  this  manner :  the  handle 
was  about  one  and  one-half  inches  long  and  the  blade  was  of  pasteboard 
with  a  little  silver  paint.  A  small  slit  in  the  handle  holds  the  blade  in 
place  and  it  was  fastened  to  the  little  tree  stump  in  the  same  manner. 
With  the  aid  of  a  rubber  tube  I  fastened  clusters  of  two  cherries  around 
the  edge  of  the  box  and  made  ropes  of  icing  between  them  and  finished 
them  on  top  with  little  twists  of  the  icing.  Place  a  couple  of  cherries 
here  and  there  on  the  top  of  the  cake.  It  took  several  hours  to  com¬ 
plete,  but  it  was  worth  all  the  trouble.  A  cake  like  this  would  be  a 
very  great  attraction,  owing  to  its  size  and  decorations.  Cover  the 
bottom  of  the  window  with  green  crepe  paper.  Along  the  front  place 
paper  napkins,  on  which  display  figs,  dates,  nut  kernels,  fresh  eggs,  etc. 


Between  them,  towards  the  rear,  place  different  kinds  of  flavoring 
extracts,  and  back  of  this  pyramids  of  cream  of  tartar,  baking  soda, 
spices.  Back  of  these  all  kinds  of  baking  powder.  At  the  rear  pyra¬ 
mids  of  pulverized  sugar  and  cake  flour  in  packages.  Suspend  a  sign 
card  with  lettering  like  illustration.  1  he  background  is  the  same  as  in 
the  other  window. 
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WANT  DEPARTMENT 

Answers  to  Want  Advertisements  inserted  in  this  department  may  be  addressed  to  the  “  Grocery  World 
and  General  Merchant**  when  desired,  provided  the  advertisement  is  accompanied  by  io  cents  in  postage  t© 
pay  for  remailing  the  same.  The  price  of  each  insertion  is  two  cents  per  word  in  advance. 


FOR  SALE. 


FOR  SALE. — Or  exchange  for  grocery 
business,  no  acre  farm.  H  gh  state  of  cul¬ 
tivation.  Charles  E.  Allinson,  Burlington, 
N.  J.  _ 6 

FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new  s  ock  recently  put  in.  Best 
1  ication  in  the  town,  with  6oo  population. 
Good  shipping  point  for  country  produce. 
Doing  good  business.  Best  of  reasons  for 
selling.  Moderate  investment.  Address, 
Box  14',  Beaver  Springs.  Pa.  6 

FOR  SALE. — Troemner  Electric  Coflfee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  At 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
Jr,  150,  if  sold  at  once.  Rent  $11  per  month. 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa.  q 

FOR  SALE. — Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  $8,500.  Cor.  Firth  and 
Twenty-third  Sts.,  Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  a  gro¬ 
cery  and  provision  store.  Has  a  good  trade 
in  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  sell  to  a  quick  buyer  for 
$1,200.  Rent,  J35  per  month.  N.  E.  cor. 
Sixth  and  Porter  Sts.,  Philadelphia.  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
figure,  $675,  if  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  $25  per  month. 
Cor.  Washington  and  Alden  Sts.,  West 
Philadelphia,  Pa.  8 

FOR  SALE. — Old  established  store  and 
stock,  large  storehouse,  two-story  ware¬ 
house,  nine-room  dwelling,  large  barn,  eight 
acres  good  land.  General  merchandise 
stock  at  inventory,  about  $6, 000.  Town  of 
300  inhabitants,  besides  large  farming  com¬ 
munity  surrounding.  Large  cigar  factory 
source  of  employment  to  townspeople. 
Investigation  invited  from  anybody  looking 
for  money-making  proposition.  Reason  for 
selling,  other  business.  John  D.  Landis, 
Tylersport,  Pa. _  7 

FOR  SALE.- — Stock  and  fixtures  of  grocery, 

provision  and  fresh  meats.  Will  sell  at  low 
figure,  $1,275,  if  sold  at  once.  Corner 
Gratz  and  Dauphin  Sts  ,  Philadelphia,  Pa.  4  j 

FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in.  j 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454, 
Slatington,  Pa.  8 

FOR  SALE. — A  John  Wanamaker  parcel 
delivery  wagon,  in  perfect  condition.  Will  I 


sell  at  a  low  figure,  $110,  or  will  exchange 
for  a  light  weight  wagon.  6217  Lancaster 
Ave. ,  Overbrook  Grocery  Store,  West  Phila- 
delphia,  Pa. _  4 

FOR  SALE. — General  store  property,  to¬ 
gether  with  a  first  class,  up  to  date  stock  of 
about  $3,000  worth  of  merchandise.  The 
store  is  30  x  60  feet,  with  a  good  front  and 
basement  whole  size  of  building,  with  n'ce 
laid  wall  and  a  very  nice  suite  of  seven  liv¬ 
ing  rooms  over  the  store.  Store  and  living 
rooms  are  lighted  with  acetylene  g<s.  The 
lot  is  one-half  acre  and  there  is  a  good  sized 
barn  in  good  condition.  The  store  alone 
cost  $3,000  to  build  twelve  years  ago,  when 
lumber  was  much  cheaper  than  now.  This 
is  located  in  a  good  farming  community  in 
a  small  town  with  only  one  small  grocery  as 
competition.  There  is  a  milk  station,  which 
is  patronized  by  farmers  of  the  surrounding 
country  and  brings  them  to  town  every 
morning  the  year  around.  Railroad  station 
close  by  store.  This  is  the  right  location  for 
anyone  who  wishes  to  make  money.  Will 
take  $3,500  for  real  estate  and  stock  at 
inventory.  Reason  for  selling,  other  busi¬ 
ness.  Address  Fred  G.  Mix,  R.  F.  D.  No.  3, 
Owego.  Tioga  Co.,  New  York.  5 

FOR  SALE. — Grocery,  cigars  and  confec 
tionery.  Excellent  stand  for  delicatessen. 
Ten  rooms,  all  rented,  at  subway  and  ele¬ 
vated.  Cause  for  sale,  sickness.  If  sold 
now  will  sell  for  $950.  Apply  B.  W.,  “  Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Would  do  well  with  fresh  meats 
To  a  quick  buyer  will  sell  for  $850.  Dwell¬ 
ing  contains  six  rooms  and  bath,  rent  $32 
per  month.  Cor.  Fifty-third  St.  and  West¬ 
minster  Ave..  West  Philadelphia.  5 

FOR  SALE. — General  store  stock  and  stand 
for  sale  in  the  busy  cement  region.  Address, 
C.  A.  Fegely,  Cementon,  Lehigh  Co.,  Pa.  5 

FOR  SALE. — Stock  and  fixtures  of  an  old 
corner  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen. 
Will  sell  to  a  quick  buyer  for  $525.  Rent, 
$35  per  month  ;  8  rooms.  1801  N.  Twenty- 
seventh  St.,  Philadelphia,  Pa.  9 


AGENTS  WANTED. 


WANTED  — Salesmen.  Easy  money  made  j 
at  spare  moments  selling  fruits,  nuts  and  1 
vegetables  on  commission  basis  for  the 
“best  house  in  Philadelphia,”  and  not 
interfere  with  your  regular  position.  Write 
quick  for  full  particulars.  Representative 
wa  ted  in  every  t  wn  in  Pennsylvania. 
Address,  Edgar  J.  Thomas,  250  S.  Front  St.,  j 
Philadelphia,  Pa.  tf  I 


WANTED. 


WANTED  — General  store  with  well  estab-  j 
lished  business,  carrying  moderate  stock,  j 
Send  paiticulars  to  K,  “  Grocery  World  and  J 
General  Merchant,”  927  Arch  St.,  Phlladel-  [ 
phia,  Pa.  5 


Creating  More 
Business 

Every  cake  of  Fleisch- 
maun’s  Yeast  you  sell  means 
added  sales  of  flour,  butter, 
sugar  and  so  forth.  Your 
customer  never  uses  the 
Yeast  alone.  Therefore,  the 
more  Fkischmann’s  Yeast 
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National  Wholesale  Grocers’  Association 
Gets  Into  Fight  Over  Proposed  New 
Pennsylvania  Food  Laws 

Urges  Jobbing  Trade  All  Over  State  to  Oppose  Several  Pend¬ 
ing  Bills,  Notably  the  General  Food  Bill,  the  Net  Weight 
Bill  and  the  Manufacturer’s  Name  Bill. 


.  The  National  Wholesale  Gro¬ 
cers’  Association,  whose  head¬ 
quarters  are  in  New  York  City,  has 
gotten  into  the  fight  in  Pennsyl¬ 
vania  and  will  oppose  in  every  way 
it  can  several  of  the  provisions  of 
the  pending  food  laws.  During  the 
week  the  association  has  sent  to 
wholesale  grocers  all  over  the  State 
statements  of  protest  against  sev¬ 
eral  of  the  new  bills,  with  a  state¬ 
ment  of  its  reasons  for  believing 
that  they  are  against  the  interests 
of  the  jobbing  trade.  From  these 
communications  this  journal  takes 
the  following: — 


sonable  weight  or  measure  brand¬ 
ing  bill,  introduced  by  Representa¬ 
tive  Gould,  which  has  the  hearty 
support  of  this  association  and 
which  has  already  passed  the 
House  of  Representatives.  For 
Pennsylvania  to  pass  a  law  on  this 
subject  before  there  is  a  model 
National  law  to  follow,  would  be 
most  unfortunate  in  the  interests  of 
uniformity. 

These  proposed  laws  are  not  only 
different  from  the  Gould  Bill,  but 
are  unreasonable. 

1.  No  option  is  given  to  the  deal¬ 
er  to  state  the  numerical  count  of 
the  product  as  is  permitted  by  the 
Gould  Bill. 

2.  No  variations  are  permitted,  as 
is  allowed  by  the  Gould  Bill.  It 
is  absolutely  impossible  to  brand 
the  weight  or  measure  exactly  with¬ 
out  allowing  for  the  variations 
which  are  due  to  natural  causes. 


and  to  your  Representative  and 
Senator,  asking  them  to  oppose  this 
unreasonable  bill. 

THE  SOFT  DRINK  BILL. 

Senate  Bill,  Pr.  No.  7,  introduced 
in  the  Pennsylvania  Legislature  by 
Mr.  Geberich,  regulates  the  manu¬ 
facture  and  sale  of  non-alcoholic 
drinks.  This  law  is  proposed  to 
take  the  place  of  the  present  law 
dealing  with  these  beverages  and 
makes  several  important  changes  in 
the  existing  law. 

Some  of  these  changes  are : — 

1.  The  use  of  coal-tar  dye  or  ar¬ 
tificial  flavor  is  absolutely  prohib¬ 
ited,  irrespective  of  whether  such 
dye  or  flavor  is  injurious  or  causes 
deception. 

2.  Ginger  ale,  in  which  capsicum 
or  a  capsicum  product  has  been 
used, .  must  be  labeled  “Ginger  Ale 
with  Capsicum.” 

There  is  no  provision,  as  there 
is  in  the  present  law,  permitting  the 


sale  of  non-alcoholic  beverages 
which  are  compounds,  imitations  or 
blends  when  the  label  states  they 
are  such  compounds,  imitations  or 
blends. 

This  bill  has  been  referred  to  the 
Committee  on  Public  Health  and 
Sanitation. 

THE  MILK  PRODUCT  BILL. 

Senate  Bill,  Pr.  No.  8,  introduced 
by  Mr.  Gerberich  and  referred  to 
the  Committee  on  Public  Health  and 
Sanitation,  regulates  the  sale  of 
milk  products. 

Standards  are  fixed  for  condensed 
milk,  evaporated  milk  and  other 
similar  milk  products. 

It  is  required  that  the  name  and 
address  of  the  manufacturer  and 
the  net  weight  of  the  package  be 
stated  on  every  container  of  these 
products. 

This  bill  has  been  referred  to  the 
Committee  on  Public  Health  and 
Sanitation. 


Written  for  the  "Grocery  World  and  General  Merchant." 
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THE  GENERAL  FOOD  LAW. 

Senate  Bill,  Pr.  No.  5,  introduced 
in  the  Pennsylvania  Legislature  by 
Mr.  Gerberich  and  referred  to  the 
Committee  on  Public  Health  and 
Sanitation,  proposes  to  enact  a  new 
food  law  in  Pennsylvania  absolutely 
different  from  the  United  States 
Food  and  Drugs  Act  and  from  the 
laws  of  every  other  State.  The 
bill  repeals  the  present  law,  from 
which  it  differs  as  follows : — 

1.  It  abolishes  protection  to  a 
dealer  who  can  establish  a  guaranty 
from  the  person  from  whom  he 
purchases  his  goods.  A  guaranty 
will  have  no  effect  in  Pennsylvania 
under  this  proposed  law. 

2.  It  prohibits  the  use  of  sulphur 
dioxide  and  benzoate  of  soda  in  all 
cases,  although  the  present  law  now 
expressly  allows  their  use  in  cer¬ 
tain  goods  and  to  a  limited  extent. 

3.  It  requires  the  net  weight  or 
volume  to  be  stated  without  pro¬ 
vision  for  allowing  variations. 

4.  It  requires  the  name  of  the 
manufacturer  or  producer  to  be 
stated. 

5.  It  requires  that  labels  appear 
on  the  front  or  back  of  each  pack¬ 
age  and  that  no  type  be  used  of 
a  size  less  than  eight  point  (bre¬ 
vier)  caps. 

6.  The  bill  takes  effect  immediate¬ 
ly  and  makes  no  provision  for 
goods  on  hand.  Under  this  law 
every  package  of  food  sold  in  Penn¬ 
sylvania  will  have  to  be  immediately 
relabeled  and  in  many  cases  com¬ 
pliance  with  this  law  would  be  im¬ 
possible. 

P.  S. — Hearings  will  be  held  on 
this  bill  before  the  Senate  Com¬ 
mittee  on  Public  Health  and  San¬ 
itation  at  2.30  P.  M.,  February  11, 
1913,  in  the  Committee  Room,  Cap¬ 
itol  at  Harrisburg. 

THE  NET  WEIGHT  BILL. 

Senate  Bill,  Pr.  No.  7,  introduced 
by  Mr.  Gerberich,  and  Senate  Bill, 
Pr.  No.  11,  also  introduced  by  Mr. 
Gerberich  in  the  Pennsylvania  Leg¬ 
islature,  require  that  all  food  sold 
in  packages  must  be  labeled  to  show 
the  net  weight  or  measure  of  the 
product. 

Congress,  before  it  adjourns  in 
March,  will  undoubtedly  pass  a  rea- 


3.  No  provision  is  made  for  the 
sale  of  goods  in  hand,  and  conse¬ 
quently  it  would  be  necessary  to 
relable  every  food  product  sold  in 
Pennsylvania  in  package  form. 

These  bills  have  been  referred  to 
the  Committee  on  Public  Health 
and  Sanitation.  You  should  write 
to  members  of  the  Committee  and 
of  the  Pennsylvania  Legislature  im¬ 
mediately,  asking  that  these  bills  be 
not  passed. 

THE  BILL  REQUIRING  THE  GIVING  OF 

manufacturer’s  NAME. 

Senate  Bill,  Pr.  No.  5,  introduced 
by  Mr.  Gerberich  and  referred  to 
the  Committee  on  Public  Health 
and  Sanitation,  provides  that  every 
article  of  food  packed  for  sale  in 
containers  shall  bear  a  statement  of 
the  name  and  address  of  the  manu¬ 
facturer  or  producer. 

This  requirement  is  not  proposed 
to  protect  the  public  from  decep¬ 
tion  in  the  sale  of  food  products, 
for  it  is  amply  protected  under  the 
existing  laws,  but  this  is  an  un¬ 
warrantable  attempt  on  the  part  of 
the  manufacturers  to  obtain  a  law 
which  shall  compel  the  use  of  man¬ 
ufacturers’  labels  instead  of  jobbers’ 
labels. 

The  jobber  selects  the  goods  sold 
under  his  label  from  many  different 
manufacturers.  It  is  necessary  to 
sell  these  goods  under  one  uniform 
label — that  of  the  jobber,  who  is  al¬ 
ways  the  same — in  order  to  give  the 
product  a  uniform  market.  To  state 
the  names  of  the  different  manu¬ 
facturers  from  whom  the  jobber 
obtains  his  supply  will  only  hope¬ 
lessly  confuse  the  purchasing  public. 

The  question  of  whose  name  is 
to  appear  upon  the  label,  the  man¬ 
ufacturer’s  or  the  jobber’s,  is  a 
matter  of  private  contract  between 
the  buyer  and  seller  of  the  partic¬ 
ular  goods  in  question.  Legislation 
regulating  whose  name  is  to  appear 
is  unconstitutional,  as  has  been  held 
by  the  highest  courts  in  California 
and  South  Dakota. 

No  State  now  has  such  a  law. 

Your  interests  demand  that  you 
should  communicate  immediately 
with  members  of  the  committee  to 
which  this  bill  has  been  referred 


There  are  two  firms  in  this  coun¬ 
try  to-day  growing  immensely 
wealthy.  From  a  small  beginning 
more  than  sixty  years  ago  they 
have  grown  to  world-wide  propor¬ 
tions  and  are  still  growing.  One  of 
these  firms  is  R.  G.  Dun  &  Co., 
commonly  known  as  Dun’s,  and  the 
other  is  The  Bradstreet  Company, 
commonly  known  as  Bradstreet’s. 
You  have  perhaps  heard  of  them 
since  these  two  firms  are  undoubt¬ 
edly  as  well  known  in  the  business 
world  as  any  others  in  existence 
and  none  perhaps  command  such  a 
profound  respect. 

There  may  be  a  small  retail  mer¬ 
chant  somewhere  in  this  old  world 
who  has  been  overlooked  by  the 
Recording  Angel  and  whose  name 
does  not  appear  to  be  filed  in  the 
Archives  of  Heaven.  If  so  he  can 
rest  assured  that  one  of  the  above 
firms  has  not  overlooked  him.  Be 
he  a  small  grocer  in  New  Zealand 
or  Alaska;  in  Iceland  or  South 
Africa,  they’ve  got  him.  It’s  their 
business  to  get  him  and  to  keep  tab 
on  him.  His  name  is  recorded  in 
one  of  their  imposing  books  and  is 
prefixed  by  a  formula  that  means 
something.  In  fact,  it  means  so 
much  that  many  of  us  prefer  the 
rating  of  “Aa”  before  our  name  to 
the  degree  of  “A.  B.”  after  it. 

Little  is  written  and  less  is 
mown  of  the  actual  inside  affairs 
of  these  two  great  -agencies,  Dun’s 
and  Bradstreet’s,  but  it  will  suffice 


to  say  here  that  the  business  0 
keeping  tab  is  a  very  profitabh 
business  for  them.  They  maki 
slathers  of  money  at  it  which  give: 
rise  to  the  question  of  how  they  dc 
it.  In  other  words,  who  pays?  Le 
us  see  first  who  should  pay. 

Insurance  risks  and  credit  risk: : 
are  widely  different,  but  the  princi 
pie  underlying  them  is  the  same 
In  the  former  you  pay  the  othei 
fellow  to  assume  the  risk;  in  the 
latter  you  pay  him  to  fix  the  risl 
so  you  can  'safely  assume  it  your 
self.  In  either  case  you  are  buy¬ 
ing  a  safe  play  and  paying  for  it 
If  John  Smith  receives  an  order  foi 
a  carload  of  peaches  in  California 
from  a  grocer  in  New  Jersey,  hi 
wants  to  know  about  that  grocer 
When  will  he  pay?  Will  he  pay! 
Can  he  pay  ?  Dun’s  or  Bradstreet’: 
answers  these  questions  or  him  anc 
he  pays  them  for  their  trouble.  Hi 
finds  it  pays  to  pay.  Other  pro¬ 
ducers  in  his  line  as  well  as  pro¬ 
ducers,  manufacturers,  wholesalers 
jobbers  and  distributors  of  all  kind: 
in  all  lines  all  over  the  world  want 
to  know  about  the  grocer,  the  meat 
man,  the  clothier,  the  shoe  dealer 
the  dry  goods  man  and  all  other.- 
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some  other  part  of  the  world  to 
lorn  they  are  selling  on  credit, 
an’s  or  Bradstreet’s  tells  them 
iat  they  want  to  know  and  they 
y  them  for  it.  They  find  it  pays 
pay.  Hence  the  golden  flow  into 
e  coffers  of  Dun’s  and  Brad- 
reet’s. 

Now  what  about  an  army  of 
isiness  men  not  mentioned  above? 
refer  to  the  small  retail  merchant 
mself  who  stands  on  the  distribu- 
lg  firing  line  and  is  rated  but  does 
>t  rate.  He  is  the  one  who  knows 
at  his  name  must  look  good  in  the 
g  book  if  he  is  buying  on  credit, 
et  his  customers  “stick”  him  year 
and  year  out.  He  knows  if  his 
lir  shows  a  tinge  of  gray  his  job- 
:r,  wholesaler  or  manufacturer 
lows  it  at  once — and  makes  a  note 
[  it.  Yet  his  ledger  is  black  with 
;counts  against  customers  whose 
lir  has  long  since  turned  gray  and 
ho  have  died  without  his  knowl- 
ige.  He  knows  if  he  moves  his 
:ock  to  a  new  location  where  the 
;nt  is  considered  high  for  his  line 
f  business  the  fact  is  made  known 
3  his  jobber,  wholesaler  or  manu- 
icturer  without  delay.  Yet  his 
ustomers  flit  to  all  points  of  the 
inpass  and  forget  to  tell  him  even 


the  direction  they  take.  If  he  finds 
out  at  all  it  is  usually  by  accident 
when  it  is  too  late. 

It  would  seem  to  follow  that  if 
the  jobber,  wholesaler,  commission 
man,  manufacturer  and  producer  or 
others  who  sell  the  retailer  on 
credit,  find  that  it  pays  to  keep  tab 
on  their  customers,  would  it  not 
pay  the  retailer  in  turn  to  keep  tab 
on  his  customers  ? 

We  answered  this  question  in 
Kane  about  a  year  ago  by  establish¬ 
ing  what  we  are  pleased  to  call  the 
Special  Reporting  Bureau  of  the 
Kane  Business  Men’s  Association. 
It  is  a  Dun  and  Bradstreet  system 
reduced  to  meet  the  exigencies  of  a 
small  town  with  a  floating  popula 
tion.  Here  is  how  it  works  : — 

A  customer  applies  to  one  of  our 
grocers  for  credit,  we’ll  say.  His 
name  is  not  on  our  regular  credit 
directory  and  the  grocer  does  not 
know  him.  If  he’s  all  right  the 
grocer  needs  his  trade.  If  not  he 
cannot  afford  the  loss.  1  he  grocer 
taps  the  scale  plate  with  his  penci 
and  tells  the  customer  to  come  in 
the  next  day.  In  the  meantime  the 
grocer  'calls  our  office,  giving 
name  and  address,  and  we  do  the 
rest. 


When  the  customer  returns  the 
grocer  has  a  “line”  on  him.  A  con¬ 
fidential  special  report  in  writing 
tom  our  office  tells  him  just  what 
kind  of  a  party  his  prospective  cus¬ 
tomer  is.  The  report  states  how 
ong  this  customer  has  lived  in 
Kane,  where  he  came  from,  how  he 
stood  in  his  former  town  and  how 
le  stands  at  present.  It  states 
where  he  works,  what  he  earns,  his 
pay  day  and  what  he  does  with  his 
money.  It  tells  where  he  buys  his 
clothes,  shoes,  meat,  groceries  and 
other  necessities  and  luxuries  of 
modern  life  and  whether  he  is  good 
pay,  poor  pay,  slow  pay  or  no  pay. 
It  tells  about  his  family  affairs  as 
correlated  with  the  pay  envelope 
and  rattles  the  skeleton  if  neces¬ 
sary.  It  states  whether  he  owns 
property  or  rents.  If  he  owns  his 
home  it  tells  in  whose  name  the 
deed  stands  and  what  the  record 
shows  against  it  in  the  way  of 
plasters.  If  he  rents,  his  landlord’s 
name  is  given  together  with  his 
opinion  of  his  tenant  as  a  rent 
payer.  If  his  outgo  exceeds  his  in- 
go  the  report  says  so  and  contains 
figures  to  prove  it.  In  fact  this  re¬ 
port  contains  all  and  more  than  is 
contained  in  a  special  report  from 


Dun’s  or  Bradstreet’s.  It  tells  Mr. 
Retailer  whether  the  risk  is  safe  for 
him  to  assume  or  not.  The  rest  is 
up  to  him. 

In  other  words  we  furnish  the 
same  service  to  the  retailer  in  Kane 
that  Dun’s  or  Bradstreet’s  furnish 
to  the  wholesaler  all  over  the  civil¬ 
ized  world.  And,  like  theirs,  our 
service  does  not  stop  merely  at 
credit  reports.  We  furnish  con¬ 
fidential  information  on  all  subjects 
within  our  reach.  The  collection 
end  comes  in  for  its  share  of  atten¬ 
tion  and  we  by  no  means  fail  to 
keep  tab  on  the  flitting  customers. 
We  gather  our  information  from 
several  sources  and  see  that  it  is  ac¬ 
curate — we  can  almost  guarantee 
that  it  is  accurate.  Our  system  is 
simple,  effective,  and  it  pays.  That 
is  the  point  to  get,  it  pays. 

H.  G.  Berkhouse, 
Secretary  Kane  Business  Men’s 
Association. 

Kane,  Pa.,  February  3,  1913. 


Florida  oranges  are  still  rather 
cheap,  ordinary  fruit  ranging  from 
$1.75  to  $2,  and  the  finest  $2  to 
$3.50.  The  receipts  are  large  and 
the  demand  fair. 


The  Clink 

of  the  Dollars 

% 

Sounds  mighty  sweet,  Mr.  Grocer,  when  the  clink 

Sounds  Profits . 

It’s  profits  you  are  after— more,  larger  profits. 

That  is  just  what  you  get  with 

Post  Tavern  Special 

(The  New  Hot  Porridge) 

It  is  different  in  taste— better.  Different  in  profits— larger. 

Any  way  you  look  at  it,  Post  Tavern  Special  is  a  good  proposition. 

Test  out  a  package  at  home,  for  its  delicate  flavor,  produced  by  skillfully  blending  wheat, 
corn  and  rice. 

You  can  easily  make  it  a  Leader — and  the  clink  is  right . 

Sale  guaranteed  to  the  last  package. 

POSTUM  CEREAL  CO.,  LTD.,  BATTLE  CREEK,  MICH. 
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Jobbers  Catering  for  Consumers’  Co-operative  Business.  Com¬ 
mission  Men  Fight  Weights  and  Measures  Bureau  and  Plan 
to  Make  Them  Take  Out  a  License.  American  Can  Co. 
President  Says  Demand  for  Package  Goods  is  Increasing. 
Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  Feb.  6,  1913. 

Several  concerns  located  in  the 
wholesale  market  districts  are 
taking  shrewd  advantage  of  the 
agitation  about  co-operative  and 
marketing  plans  and  the  cost  of 
living.  They  have  adopted  names 
such  as  the  Housewives’  Store  or 
the  Consumers’  Market  or  other 
popular  terms  and  they  are  cater¬ 
ing  strongly  for  the  retail  trade. 
The  plan  they  follow  in  getting 
orders  is  the  old  one  of  sending 
out  'men  with  wagons  to  call 
from  door  to  door.  In  some  in¬ 
stances  a  gentlemanly  advance 
agent  calls  first.  He  comes  afoot 
merely  to  introduce  the  idea,  to 
explain  its  beauties,  to  book  a 
definite  order  if  he  can,  to  leave 
the  company’s  card  and  always 
to  take  down  the  householder’s 
name  and  promise  that  the  wagon 
will  call  shortly. 

The  argument  is  always  the 
same.  The  company  claims  that 
it  is  a  wholesale  concern,  practi¬ 
cally  a  co-operative  company, 
which  can  give  the  housewives 
the  benefit  of  wholesale  prices. 
They  feature  farm  supplies,  in¬ 
cluding  butter  and  eggs,  and  their 
long  suit  is  to  claim,  of  course, 
that  these  products  are  shipped 
directly  to  them  from  the  farms. 
They  do  not  hesitate  to  promise 
delivery  to  the  homes  of  eggs  that 
have  been  laid  within  two  days, 
and  sometimes  they  say  that  the 
eggs  are  delivered  one  day  after 
they  are  laid.  The  claims  seem 
safe  enough,  for  how  can  the 
householder  prove  whether  the 
eggs  were  laid  a  day  or  a  week 
before  the  delivery. 

The  companies  have  also  a  full 
line  of  groceries,  including  teas, 
coffees,  sugar  and  spices. 

These  companies  are  pushing 
business  both  in  New  York  and 
Brooklyn,  operating  from  the 
wholesale  markets  and  terminals 
in  both  cities. 

*  *  * 

The  fight  in  favor  of  the  State 
Bureau  of  Weights  and  Measures 


has  been  taken  up  with  vigor  by 
the  commission  companies  in  the 
produce  and  fruit  trade,  not  only 
in  this  State,  but  outside  it.  The 
commission  merchants  declare 
that  the  Bureau  should  be  main¬ 
tained  in  the  interest  of  fair  and 
honest  dealing  for  the  protection 
of  the  public  and  of  honest  deal¬ 
ers  as  well. 

The  National  League  of  Com¬ 
mission  Merchants  is  lending  its 
influence  in  the  movement  to 
save  the  Bureau  from  the  pro¬ 
posed  jilan  of  turning  its  work 
over  to  the  State  Department  of 
Agriculture.  Representatives  of 
the  merchants  have  been  to  Al¬ 
bany  to  present  arguments  why 
this  work  should  be  continued  as 
a  separate  department.  They 
claim  that  real  progress  lies  in 
the  movement  for  standardization 
of  regulations  with  uniform  re¬ 
quirements,  Federal  and  State, 
and  that  separate  Bureaus  of 
Weights  and  Measures  should 
therefore  be  maintained. 

Those  who  propose  to  abolish 
the  Bureau  in  this  State  say  that 
their  only  motive  is  economy, 
and  that  the  work  can  be  done 
just  as  well  and  more  economi¬ 
cally  by  the  Agricultural  Depart¬ 
ment.  On  the  other  hand,  there 
are  charges  that  politics  are  back 
of  the  project. 

*  *  * 

A  much  more  important  fight 
for  the  commission  men  is,  how¬ 
ever,  that  in  which  they  will  try 
to  defeat  the  license  bill  proposed 
in  the  Legislature  at  Albany  by 
Senator  Roosevelt.  The  mer¬ 
chants  are  to  go  to  Albany  next 
Tuesday  to  present  arguments 
against  this  measure.  They  are 
greatly  distrubed  over  this  pro¬ 
posed  law  and  do  not  hesitate  to 
denounce  it  as  an  attempted  out¬ 
rage. 

Plans  are  being  made  to  have 
from  200  to  250  representatives  of 
the  wholesale  trade  attend  the 
hearing  at  Albany.  The  delega¬ 
tion  will  include  representatives 
of  practically  all  of  the  whole¬ 
sale  associations  in  the  produce 


and  fruit  business,  also  the  Mer¬ 
cantile  Exchange,  the  Cold  Stor¬ 
age  Association,  the  Poultry 
and  Game  Association  and  auc¬ 
tion  houses. 

The  license  bill,  if  passed, 
would  affect  all  of  the  commis¬ 
sion  dealers  in  farm  products  of 
nearly  all  kinds,  including  fruit 
and  produce,  eggs  and  dairy 
products  and  poultry. 

The  bill  would  require  the  com¬ 
mission  merchant  to  show  good 
character  in  order  to  get  a  license. 
He  would  be  required  to  furnish 
a  bond  in  $10,000.  Farmers  or 
shippers  having  complaint  could 
sue  to  recover  under  the  terms  of 
the  bond.  The  license  could  be 
revoked  on  complaint  for  any  one 
of  various  causes. 

The  bill  provides  for  detailed 
regulation  of  the  business  and  in¬ 
spection  of  shipments. 

The  commission  men  say  that 
the  provisions  of  the  bill  are  so 
burdensome  1  and  unreasonable 
that  they  can  do  nothing  except 
to  oppose  the  entire  proposition. 
They  say  that  they  are  not  op¬ 
posed  to  any  reasonable  provi¬ 
sions  for  protecting  shippers,  but 
that  these  regulations  go  beyond 
all  reason. 

They  claim  that  the  bill  would 
hamper  the  trade  in  many  ways, 
would  cause  all  kind  of  delays  in 
transportation  and  delivery, 
would  impose  an  enormous  bur¬ 
den  of  expense  for  inspection  and 
would  shut  out  new  men  and 
small  dealers  who  could  not  af¬ 
ford  to  put  up  a  $10,000  bond. 
Further,  they  say  that  the  com¬ 
mission  dealers  could  be  put  to 
vast  trouble  and  expense  in  de¬ 
fending  trifling  suits  brought  by 
farmers.  In  relation  to  such  suits, 
a  chief  objection  is  that  the  com¬ 
mission  merchant  in  this  city 
would  have  to  go  to  Albany  or 
some  other  part  of  the  State  to 
defend  such  actions,  and  in  case 
he  wins  (the  suit,  would  often 
have  no  way  of  getting  back  the 
expenses  from  the  plaintiffs,  who 
would  not  be  under  bonds. 

So  burdensome  are  the  regula¬ 
tions,  it  is  claimed,  that  the  vol¬ 
ume  of  business  in  this  city 
would  be  greatly  reduced  and 
some  of  it  diverted  elsewhere  out¬ 
side  the  State. 

One  of  the  features  of  the  bill 
to  which  there  is  most  strenuous 
objection  requires  the  commis¬ 
sion  merchant  to  file  with  the  au¬ 
thorities  detailed  statements  of 


all  transactions,  showing  names 
of  shippers  and  buyers,  prices  and 
other  particulars. 

The  advances  in  the  canned 
goods  trade  are  indicated  in  an 
interesting  way  in  the  annual  re¬ 
port  just  filed  by  the  American 
Can  Co.  for  the  last  year. 

President  F.  S.  Wheeler,  in  his 
report  to  the  stockholders,  said 
that  there  is  an  'increasing  de¬ 
mand  for  packages,  both  plain 
and  lithographed,  for  coffees, 
teas,  cereals,  syrups  and  various 
other  articles  which  he  specified 
in  the  drug  and  toilet  lines. 

He  said  that  the  growing  pop¬ 
ularity  of  the  sanitary  can  for 
food  products  has  made  it  nec¬ 
essary  for  the  company  to  pro¬ 
vide  additional  facilities  for  man¬ 
ufacture  and  storage  and  to  make 
machines  with  which  customers 
may  seal  the  cans.  He  said  that 
the  trend  is  toward  packing  com¬ 
modities  in  small  containers,  rep¬ 
resenting  individual  units  of  con¬ 
sumption,  and  new  articles  are 
being  added  each  year  to  the  list 
of  products  thus  packed. 

The  company,  it  was  added,  is 
to  co-operate  with  pure  food  de¬ 
partments  in  chemical  and  other 
research  work  for  the  purpose  of 
making  improvements,  wherever 
possible,  in  the  quality *  *of  the 
cans,  and  so  in  the  quality  of  the 
canned  food,  thus  adding  to  pub¬ 
lic  confidence  in  such  food  and 
increasing  the  market  for  the 
cans. 

The  net  earnings  exceed 
$7,500,000  and  showed  a  gain  of 
upward  of  $2,000,000  over  the 
preceding  year.  After  allowing 
a  dividend  of  7  per  cent,  on  pre¬ 
ferred  stock,  the  balance  was 
equal  to  a  dividend  of  8.85  per 
cent,  on  the  common  stock.  The 
company  paid  out  over  $1,700,000 
for  new  buildings  and  other  con¬ 
structive  work  at  plants  in  var¬ 
ious  cities. 

*  *  * 

A  petiton  in  bankruptcy  was 
filed  this  week  against  the  Wy-  ( 
oming  Valley  Milling  Co.,  mill¬ 
ers  and  flour  merchants,  at  116 
Broad  street,  this  city,  with  mills 
at  Wilkes-Barre,  Pa.  A  receiver 
was  appointed. 

*  *  *  .  -  1 

The  Brooklyn  Retail  Grocers’  } 
Association  is  to  hold  a  monster 
Food  Show  March  3d  to  15th  in 
the  13th  Regiment  Armory.  A 
feature  is  to  be  an  exhibit  by  the 

(Continued  on  page  10  ) 
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ills  Retailers  They  Should  Advance  in 
Penny  Instead  of  Nickel  Jumps 

,ecially  on  Coffee.  New  York  Jobber  Says  Everybody 
Would  Have  Been  Better  Off  While  Coffee  Was  Advanc¬ 
ing  if  Retailers  Had  Done  That.  Helps  Sales  and  Aids 
Dealer  to  Economically  Figure  Profits. 


n  simple  language  my  sugges- 
i  is  this :  Tnat  the  retail  dealer, 
:ead  of  making  advances  and  de- 
ies  on  his  articles  of  merchan- 
-  by  5 -cent  jumps,  should  make 
m  by  pennies. 

Ye  coffee  men  have  probably 
fered  more  than  any  other  line 
merchants  from  this  system  of  a 
tier  making  prices  on  multiples 
5  cents.  This  has  been  especially 
nonstrated  during  the  last  three 
trs  in  the  coffee  business.  During 
s  time  we  have  had  an  advancing 
fee  market,  and  coffees  have 
ne  to  a  very  high  figure.  To  illus- 
te :  In  some  sections  of  the  coun- 
•  a  20-cent  coffee  was  the  popu- 
'  seller.  The  coffee  market  ad- 
nced  to  such  a  point  .that  it  was 
possible  to  sell  a  coffee  at  20 
its  retail  and  make  a  fair  margin 
profit.  The  retail  grocer  hung 
his  20-cent  price  as  long  as  he 
uld,  and  then  he  jumped  immedi- 
dy  to  25  cents.  This,  of  course, 
»set  his  business  a  good  deal  be- 
use,  while  the  majority  of  gro- 
rs  advanced  to  the  25  cent,  a 
)od  many  of  them  still  hung  to  the 
)-cent  price.  Then  the  market 
ached  a  point  where  it  was  impos- 
ble  for  retail  grocers  to  continue 
>  sell  even  at  25  cents,  and  they 
imped  to  the  30-cent  price.  If 
ley  had  all  advanced  at  one  time 
lere  would  not  have  been  so  much 
ifficulty,  but  there  were  a  great 
lany  who  still  continued  to  sell 
offee  at  25  cents  even  though  they 
aid  almost  25  cents  for  it.  The 
onsequence  was  that  the  retail 
;rocer  did  not  make  his  proper 
largin  of  profit;  he  cut  the  whole- 
aler  and  the  wholesaler  could  not 
nake  his  margin  of  profit ;  and  the 
vhole  roasted  coffee  business  all 
lown  the  line  has  been  upset  and 
lemoralized,  and  no  one  has  been 
naking  any  money  on  it.  In  fact, 
he  only  way  in  which  we  could 
nake  any  money  out  of  our  busi¬ 
ness  in  the  past  year  or  two  has 
seen  by  speculating  in  green  cof¬ 
fees.  If  we  were  fortunate  enough 
to  catch  the  market  right  we  made 


a  little  money,  but  on  our  regular 
legitimate  business  we  could  not 
make  any. 

There  is  not  a  shadow  of  doubt 
that  a  great  deal  of  this  trouble 
came  from  the  fact  that  the  retail 
grocer  did  not  advance  his  price 
by  pennies.  If  he  had  advanced  his 
price  by  pennies  the  consumer 
would  have  paid  the  price,  the  gro¬ 
cer  would  have  made  his  proper 
margin  of  profit,  the  wholesaler 
would  have  been  able  to  have  ob¬ 
tained  a  fair  margin  of  profit  on  his 
goods,  and  the  trade  would  not 
have  been  disturbed  the  way  that 
it  has. 

There  is  another  reason  why  we 
should  advocate  the  “penny 
change”  or  “split  your  nickels” 
system.  That  is  on  account  of  the 
pure  food  laws.  Sooner  or  later  all 
package  goods  must  be  marked 
with  the  net  weight.  The  days  of 
the  even  money  package  sales  are 
numbered,  and  their  passing  away 
will  be  a  good  day  for  all.  One  of 
the  greatest  difficulties  that  manu¬ 
facturers  of  foodstuffs  have  had  to 
meet  is  in  making  up  a  package 
which  can  be  sold  for  even  money 
or  even  multiples  of  5  cents ;  a  20- 
cent  package,  a  25-cent  package,  a 
30-cent  package;  and  up  to  a  5°' 
cent  package.  In  the  coffee  busi¬ 
ness  there  were  some  manufactur¬ 
ers  who  tried  to  avoid  this  difficulty 
by  packing  shortweight  goods, 
putting  14  ounces  in  a  can  instead 
of  16  ounces,  and  then  12  ounces. 
Finally,  with  the  advancing  market, 
they  became  ridiculous  because 
they  had  a  16-ounce  can  which  was 
only  about  half  full  of  coffee. 
Now,  if  manufacturers  were  not 
bound  down  by  this  even  money 
plan  of  doing  business  on  the  part 
of  the  retailer,  they  would  make  up 
packages  of  1  ounce,  2  ounces,  8 
ounces,  16  ounces,  whatever  size 
they  thought  best  for  the  grocer, 
and  the  manufacturer  would  sell 
the  goods  at  a  price  which  would 
give  him  a  living  profit.  When  the 
grocer  received  the  goods  he  would 
sell  them  at  a  price  of  8  cents,  9 


cents,  1 6  cents,  21  cents,  43  cents, 
whatever  yielded  him  a  proper 
margin  of  profit. 

Another  benefit  of  this  system 
would  be  to  train  the  retail  mer¬ 
chants  in  the  way  of  figuring  care¬ 
fully  all  his  prices  and  profits. 
Retail  merchants  are  like  a  flock  of 
sheep;  one  follows  after  the  other. 

If  a  neighbor  sells  goods  at  cost 
that  is  sufficient  reason  for  his 
doing  the  same.  Retail  merchan¬ 
dising  presents  an  open  field  to  all 
with  no  educational  or  selective  re¬ 
strictions,  and  few  enter  upon  it 
with  adequate  capital.  Many  who 
choose  this  vocation  to  gain  their 
livelihood  are  untrained,  inexperi¬ 
enced  and  without  special  qualifica¬ 
tions  for  the  exacting  conditions 
which  they  are  bound  to  meet. 
Now,  if  a  retail  merchant  would 
figure  the  same  as  a  wholesale 
merchant  or  manufacturer  does  he 
would  get  his  business  to  a  proper 
basis,  and  when  he  figured  his  cost 
and  expense  account  he  would  fig¬ 
ure  his  prices  the  same  way,  and  he 
would  get  what  was  coming  to  him, 
and  he  would  not  have  to  sell  for 
25  cents  an  article  which  was  not 
worth  over  22  cents,  nor,  on  the 
other  hand,  receive  only  25  cents 
for  some  article  which  was  worth 
28  cents.  Naturally  when  a  retail 
grocer  sells  some  goods  below  his 
regular  margin  of  profit  he  has  to 
make  an  extra  price  on  some  other 
goods  to  make  up  the  difference. 

I  believe  the  system  would  be 
eminently  satisfactory  to  the  grocer. 
The  great  majority  of  the  buyers  in 
the  retail  stores  are  women. 
Women,  as  you  know,  are  economi¬ 
cal ;  they  save  their  pennies  where 
men  throw  them  away.  I  believe 
that  every  woman  would  be  glad  to 
pay  in  odd  cents  just  what  an  arti¬ 
cle  was  worth,  and  not  pay  20  cents 
for  an  article  that  was  perhaps 
worth  22  cents,  and  then  pay  25 
cents  for  an  article  which  was 
worth  23  cents. 

Some  day  the  retailer  is  going  to 
realize  that  this  is  the  proper  way 
to  do  business.  All  wholesalers  do 
it  in  buying  coffees  and  other  mer¬ 
chandise.  We  figure  not  only  on 
y2  cent  and  Rj  cent  and  R5  and  I- 
16  cent,  but  we  get  down  even 
closer  than  that.  My  firm  a  short 
time  ago  bought  some  coffee  for 
which  they  paid  16  44-100  cents. 
Why  was  this?  It  was  simply  be¬ 
cause,  figuring  down  on  a  close 
basis,  the  banker  found  that  he 
could  sell  the  coffee  at  that  price 
and  make  interest  on  his  money. 


Retailers  should  be  educated  to  the 
same  thing,  and  put  their  business 
on  a  proper  profit  basis,  and  not  on 
a  guesswork  basis  the  way  it  is 
largely  at  present. 

Edwin  J.  Gillies. 

New  York,  N.  Y., 

February  3,  1913. 


Larkin  Co.  Branches  Out  in  Chicago. 

The  Larkin  Co.,  of  Illinois, 
opened  its  new  building  in  Chicago 
last  week  with  much  ceremony  and 
heavy  advertising  in  the  retail 
papers.  Packages  of  “short  cut’ 
macaroni  and  chocolate  pudding 
were  handed  to  each  visitor  at  the 
plant  during  the  week.  The  at¬ 
tendance  was  fairly  large. 


Florida  grapefruit  ranges  from 
$2.50  to  $3.50,  and  are  in  regular 
every  day  demand. 


Every  Cake  of 
Fleischmann’s 
=  Yeast  = 

influences  the  sale  of  flour, 
butter,  sugar,  salt,  eggs  and 
like  products  used  in  baking 
to  a  total  of  10  or  20  times 
the  cost  of  the  yeast  itself. 
That’s  how  the  sale  of  every 
cake  of  Fleischmann’s  Yeast 
builds  up  business  for  you. 

The  Fleischmann  Co. 


TBfcl.  TOUR  CUSTOMER*  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 

Bressed  olives,  grown  in  Tuscany,  Italy, 
le  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current 

Ha  Kellogg  A;  Sons 

Philadelphia 


$2,000,000  Paid  for 
Waste  Paper  in  Penn¬ 
sylvania  Last  Year 

How  much  of  it  did  you 
get  ?  There  is  ready  sale 
for  all  your  Waste  Paper. 
Pasteboard  Boxes,  etc.,  if 
baled. 

THE  BUCKEYE 
PAPER  PflESS 

does  the  work  perfectly. 

•  Write  for  catalog.  Dept.  A 

Buckeye  Baler  Co. 

riNDLAT,  OHIO 
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WITH  THE  EDITOR 


The  extent  and  value  of  the  trad¬ 
ing  stamp  scheme  has  never  had  a 
more  remarkable 

A  Million  in  Four  revelation  than 
Years.  has  come  through 

a  partnership  suit 
between  two  partners  in  a  New 
York  stamp  company,  now  on  trial 
in  New  York  City. 

Evidence  produced  there  showed 
that  one  of  the  largest  trading 
stamp  enterprises  in  the  country 
was  started  with  a  capital  of  less 
than  $2,000.  The  first  premium 
store  was  opened  in  Bridgeport, 
Conn.,  with  a  capital  of  $1,900, 
each  of  the  two  partners  contribu¬ 
ting  half.  This  was  in  1896. 

From  the  beginning  the  business 
grew  like  a  fire  in  a  dry  forest,  and 
in  1900,  only  four  years  later,  the 
owners  were  offered  one  million 
dollars  for  only  a  part  of  their  busi¬ 
ness  !  That  was  thirteen  years  ago. 
To-day  the  business  is  doubtless 
worth  many  times  the  original  mil¬ 
lion  and  is  growing  in  value  every 
year. 

To  the  man  who  is  down  on  pre¬ 
miums,  and  who  thinks  they  have 
no  proper  place  in  merchandising, 
this  bit  of  trading  stamp  history  is 
a  hard  thing  to  get  over.  Admit¬ 
ting  that  trading  stamps  and  pre¬ 
miums  have  no  logical  place  in  the 
sale  of  a  dollar’s  worth  of  grocer¬ 
ies,  yet  it  can  hardly  be  denied  that 
anything  demanded  by  so  many 
people  has  the  power  to  force  a 
place  for  itself.  Having  that 
power,  and  having  exercised  it,  as 
we  have  seen,  premiums  and  trad¬ 


ing  stamps  have  become  a  force  to 
be  reckoned  with,  not  only  by  the 
seller  who  is  using  them,  but  par¬ 
ticularly  by  the  seller  whose  com¬ 
petitor  is  using  them. 


The  organized  wholesale  and  re¬ 
tail  trade  interests  of  Pennsylvania 
have  taken  the  po- 

No  Trade  Defenders  sition  that  they 
of  Benzoate  of  Soda.  wjn  not  interfere 

in  the  proposed 
passage  of  a  law  forbidding  the  sale 
of  goods  containing  benzoate  of 
soda.  They  take  this  attitude  on 
the  ground  that  this  is  a  manufac¬ 
turing  proposition  entirely,  which 
affects  the  distributing  trade  but 
little,  that  the  chief  interest  in¬ 
volved  is  the  manufacturer’s  inter¬ 
est,  and  that  the  manufacturer 
should  fight  the  battle  if  it  is  to  be 
fought. 

There  is  much  in  this.  Job¬ 
bers  and  retailers  don’t  really  care, 
when  it  comes  down  to  it,  whether 
the  products  they  sell  contain  ben¬ 
zoate  of  soda  „or  not.  The  manu¬ 
facturer  will  have  to  look  out  for 
that,  and  he  will,  without  doubt, 
rather  than  see  himself  put  out  of 
business.  There  will  always  be 
goods  to  sell,  benzoate  or  no  benzo¬ 
ate. 

The  writer  has  never  been  able 
to  accept  unqualifiedly  the  statement 
of  some  manufacturers  that  with¬ 
out  benzoate  of  soda  they  would 
not  be  able  to  continue.  They  will 
continue  just  about  the  same,  per¬ 
haps  not  quite  so  conveniently,  but 
they  will  continue,  and  this  convic¬ 


tion  is  perhaps  behind  the  decision 
of  the  trade  to  stand  passive. 


Among  the  bills  affecting  the 
manufacture  and  sale  of  food  now 
pending  in  the 
Where  u  the  Pennsylvania  Leg- 

Good?  islature  is  one 

similar  to  a  meas¬ 
ure  now  in  Congress,  requiring  all 
package  goods  to  bear  the  name  of 
the  manufacturer  or  packer.  The 
National  Wholesale  Grocers’  Asso¬ 
ciation  opposed  the  Congressional 
bill,  and  it  is  opposing  the  Penn¬ 
sylvania  bill.  In  the  latter  it  will 
probably  be  aided  by  the  Wholesale 
Grocers’  Association  of  Pennsyl¬ 
vania,  New  Jersey  and  Delaware. 

Really  it  is  a  little  hard  to  see 
just  what  this  scheme  to  make  the 
manufacturer  put  his  name  on 
everything  he  produces  can  accom¬ 
plish  for  the  public.  Naturally  no 
goods  should  be  sold  in  the  open 
market  which  do  not  bear  the  name 
of  somebody  who  is  responsible  for 
their  purity  and  their  condition. 
But  somebody’s  name  is  always 
present.  The  bill  is  really  aimed  at 
private  brand  s — where  goods 
packed  by  John  Jones  &  Co.  for 
William  Smith,  jobber  or  retailer, 
bear  only  the  latter’s  name.  It  may 
be  that  Jones  &  Co’s  name  does  not 
appear,  but  William  Smith’s  always 
does,  and  since  by  the  use  of  his 
name  alone  he  has  deliberately  put 
himself  where  he  will  be  held  re¬ 
sponsible  if  anything  happens,  who 
can  reasonably  complain? 


This  bill  would  help  a  manufa 
turer  of  proprietary  goods  who  h; 
to  compete  with  private  brands,  bi 
it  is  not  easy  to  see  how  it  wou’ 
help  anybody  else  much. 


The  merchants  and  represent; 
tives  of  merchants  who  go  faitl 
fully  to  Harri 
Might  as  Well  burg  at  every  lej 
Give  it  Up.  islative  s  e  s  s  i  0 
and  work  for  tf 
repeal  of  the  mercantile  tax  la\ 
should  have  learned  by  now  th; 
their  cause  is  hopeless.  There 
no  more  chance  that  the  law  i 
question  will  be  repealed  than  th; 
the  Pennsylvania  Legislature  wi 
vote  the  editor  of  this  paper  a  per 
sion  for  distinguished  services  rer 
dered  in  the  war  of  1812. 

The  mercantile  tax  money  come 
too  easy  to  be  sacrificed.  It  ne 
only  brings  several  hundred  thoi 
sand  dollars  into  the  State  treasur 
every  year,  but  it  provides  a  larg 
number  of  the  richest  political  jol 
in  the  gift  of  the  dominant  organ 
zation.  In  Philadelphia  Counb 
where  the  position  of  mercanti! 
appraiser  pays  $5,000  or  $6,000 
year  and  is  eagerly  sought,  there  i 
not  a  man  in  the  office  who  is  not 
deep-dyed  politician,  given  th 
office  on  that  account  solely.  Wh 
should  the  political  powers  repei 
the  tax  law  ?  Because  it  is  inquisi 
torial  and  unfair  to  the  subjects  0 
it?  What  do  they  care  for  that 
They  need  the  money  and  they  nee' 
the  jobs — nothing  else  is  of  any  im 
portance. 


THE  NEW  YORK  LETTER 

(Continued  from  page  8.) 

Brooklyn  “Eagle,”  which  is  to  set 
up  a  mechanical  plant  and  show 
how  a  daily  paper  is  printed.  In 
return  the  members  are  to  take 
140  spaces,  at  $5  each,  in  its  daily, 
and  in  these  spaces  will  be 
printed  the  name  and  address  of 
each  member  contributing  this 
amount.  It  is  expected  that  this 
will  aid  in  getting  desirable  pub¬ 
licity  for  the  show  in  the  columns 
of  the  daily. 

*  *  * 

One  of  the  questions  at  Albany 
to  which  grocers  are  paying 
much  attention  is  that  of  child 


labor.  1  At  present  the  grocer 
must  not  employ  any  boy  under 
sixteen,  this  rule  having  only 
minor  modifications.  There  was 
jhope  of  getting  an  amendment 
allowing  the  employment  of  boys 
between  thirteen  and  sixteen  to 
assist  on  Saturdays,  and  perhaps 
certain  holidays.  The  talk  against 
child  labor  of  all  kinds  is  so 
strong,  however,  that  the  grocers 
are  now  losing  hope  of  getting 
any  modification  of  the  present 
law. 

The  argument  on  which  the 
grocers  relied  was  that  the  em¬ 
ployment  of  the  big  school  boys 
on  their  vacation  days,  such  as 


Saturdays,  is  a  real  help  to  many 
struggling  families  and  is,  be¬ 
sides,  a  benefit  to  the  boys  in 
teaching  them  business  and 
habits  of  industry,  and  keeping 
them  out  of  the  mischief  of  the 
streets. 

It  appears,  however,  that  some 
of  the  retail  grocers  and  market- 
men,  who  are  also  interested, 
have  hurt  their  own  cause  by  * 
overworking  boys  at  times.  At 
least  that  charge  is  heard.  It  is 
said  that  even  under  the  present 
law  small  boys  are  seen  carrying 
loads  of  groceries  and  meats  that 
are  entirely  beyond  their  strength 
and  endurance,  and  that  such 


work  is  often  injurious.  It  is  als 
claimed  that  often  the  boys  ar 
kept  up  until  the  midnight  hou 
and  later  making  these  deliveries 
It  would  of  course  be  a  grea 
convenience  to  the  grocers  if  the1 
had  more  freedom  in  employing 
boys  on  deliveries  and  other  ligh 
work  during  the  rush  of  busines: 
on  Saturdays.  The  present  lav 
is  often  violated,  it  is  said,  bu 
careful  grocers  take  no  chances  0 
that  kind. 


Summarized  Market  Con¬ 
ditions. 


Some  large  roasters  are  said  tc 
be  looking  around  in  the  spol 
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offee  market  and  placing  some 
usiness.  Rios  are  firmer  than 
ley  were  last  week,  sellers  ask- 
ig  13^  to  14  cents.  Santos  is 
teady  on  the  basis  of  15 y&  for 
s.  The  interior  is  showing  only 

mild  interest,  as  a  rule.  In  'the 
lild  grades  the  business  is  of  a 
)bbing  character. 

Spot  teas  are  selling  in  a  mod- 
rate1'  way  to  cover  the  actual 
eeds  of  the  distributors.  Prices 
re  steady,  but  it  is  likely  that 
ancessions  could  be  obtained  on 
irge  orders.  The  trade  is  await- 
lg  the  announcement  of  the  new 
tandards,  which  is  expected  in 
le  near  future. 

In  refined  sugar,  sales  have 
een  increasing  during  the  week, 
s  the  distributors,  who  have 
een  following  a  waiting  policy, 
aund  it  necessary  to  replenish 
leir  supplies.  Although  these 
ales  have  increased  the  aggre- 
ate  business,  yet  the  country 
enerally  continues  to  await  de- 
elopments.  The  refiners  are  all 
uoting  4.30  cents  for  standard 
ranulated,  although  the  list 
rices  are  higher  in  some  in- 
tances. 

Spices  are  quiet  and  steady, 


with  the  usual  demand  from  the 
grinders  covering  the  general 
list. 

Molasses  is  selling  in  a  routine 
way  at  steady  prices.  It  is  ex¬ 
pected  that  cold  weather  will 
stimulate  consumption  and  that  a 
better  demand  for  grocery  grades 
will  be  shown. 

In  canned  goods,  the  slack  de¬ 
mand  has  led  second  hands  to 
shade  prices  on  spot  stock  in  or¬ 
der'  to  move  the  supplies  into 
consumption.  Spot  tomatoes  are 
less  affected  in  this  way  than  are 
some  other  lines.  For  strictly 
standard  No.  3  Marylands  it  is 
said  that  80  cents  f.  o.  b.  Balti¬ 
more  is  still  the  lowest  figure. 
There  have  been  some  sales  re¬ 
ported  at  a  shading  of  this  price 
ex-store  New  York,  but  brokers 
claim  that  in  these  sales  the  stock 
has  not  been  strictly  up  to  stand¬ 
ard.  The  packers  generally  pre¬ 
fer  to  hold  their  supplies  rather 
than  offer  concessions  below  the 
80-cent  price.  Buyers  can  pick 
up  bargains  in  spot  corn,  but 
there  is  not  much  buying  interest. 
Futures  are  also  neglected. 
Among  the  Maine  packers,  the 
Big  Four  decline  to  share  their 


opening  quotation  of  90  cents 
f.  o.  b.  Portland,  on  their  label 
for  1913  delivery,  but  some  of  the 
smaller  packers  are  willing  to 
take  orders  at  87P2  cents,  and  in 
some  instances  at  85  cents.  In 
other  lines  business  is  of  a 
routine  character.  The  market 
for  future  string  beans  is  await¬ 
ing  the  decision  of  the  Federal 
authorities  on  the  question  of  in¬ 
sisting  on  enamel-lined  cans. 
The  packers  are  anxious  to  have 
the  Government  decide  the  ques¬ 
tion  one  way  or  the  other  and 
there  have  been  some  conferences 
during  the  week  on  this  subject 
at  Washington. 

Canned  fruits  are  in  light  de¬ 
mand.  The  tone  of  the  market 
is  easy  and  hardly  reflects  the 
firm  views  of  the  coast  packers. 
There  is,  however,  no  quotable 
decline  in  spot  prices.  Southern 
fruits  of  all  kinds  are  dull,  with 
nominal  quotations. 

In  canned  fish,  conditions  are 
quiet,  but  with  the  opening  of 
Lent,  improvement  is  expected. 
The  market  for  canned  salmon  is 
easy  on  all  except  fancy  grades, 
as  there  is  little  buying.  Prices 
of  sardines  are  maintained,  as  the 


supplies  are  going  steadily  into 
consumption  on  small  orders. 

Little  activity  is  shown  in  the 
dried  fruit  trade.  The  buyers 
have  continued  generally  indiffer¬ 
ent  and  as  a  result  there  has  been 
some  weakening  of  prices.  Spot 
California  prunes  are  especially 
weak.  It  is  said  that  there  have 
been  offerings  here,  made  by 
Philadelphia  dealers,  under  the 
inside  quotations  of  the  local 
handlers.  The  consuming  de¬ 
mand  has  been  light,  but  it  is  ex¬ 
pected  that  it  will  improve  in  the 
next  month  or  so.  There  is  a 
light  jobbing  demand  for  dried 
apricots  and  peaches.  Raisins  are 
easy  and  other  lines  of  dried 
fruits  are  generally  quiet. 

Flour  is  quiet  and  the  heavy 
stocks  continue  to  burden  the 
market.  All  the  brokers  com¬ 
plain  of  the  lack  of  demand.  The 
local  quotations  on  spring  wheat 
patents  in  wood  range  from  $4.60 
to  $4.80. 

The  butter  market  maintains  a 
firm  tone  on  high-grade  cream¬ 
ery.  Most  of  the  business  in 
fresh  extras  is  at  37  cents,  but 
there  is  shading  of  a  fraction  of 
a  cent  on  some  receipts  which 


No  “Guesswork”  about  “Dandelion  Brand” 

You  know  mighty  well  what  it  means  to  get  “stocked  up”  with  a 
“guesswork”  brand. 

That’s  what  ruins  profits  so  often. 

There’s  no  guesswork  about  “Dandelion  Brand”  Butter  Color. 
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Butter 


THE  BRAND  WITH 


THE  GOLDEN  SHADE 


We  guarantee  that  Dandelion  Brand  Butter  Color  is  PURELY  VEQETABLE  and  that  it  meets  the  FULL  REQUIRE¬ 
MENTS  OF  ALL  FOOD  LAWS, -STATE  AND  NATIONAL. 

WELLS  &  RICHARDSON  CO.,  -  BURLINGTON,  VERMON 

Manufacturers  of  Dandelion  Brand  Butter  Color 
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are  not  up  to  the  top  marks.  The 
first  range  from  33  to  36  cents. 
There  is  a  moderate  demand  from 
out-of-town  buyers  for  seconds  at 
29  to  32  cents.  Supplpies  of  stor¬ 
age  extras  are  comparatively 
small  and  they  are  bringing  from 
33^2  to  34  cents.  Lower  grades 
of  held  butter  are  to  be  had  down 
to  26  cents.  Top  .grades  of  proc¬ 
ess  butter  bring  25  to  26^2  cents, 
with  a  fairly  steady  demand. 

Eggs  have  advanced  a  little. 
This  is  said  to  be  the  result  in 
part,  at  least,  of  speculative  ac¬ 
tivity.  Receipts  of  fresh  gath¬ 
ered  stock  have  increased  some¬ 


what,  but  the  cold  weather  has 
stimulated  speculative  feeling  so 
that  the  supplies  offered  in  the 
market  are  only  moderate.  The 
best  grades  of  the  fresh-gathered 
Western  eggs  bring  from  25  up 
to  28  cents.  The  lower  grades 
are  offered  at  23  to  24^2  cents; 
held  eggs  at  15  to  21  cents.  The 
refrigerator  firsts  are  offered  at 
193/2  to  20  cents  and  the  lower 
grades  range  all  the  way  down  to 
10  cents.  The  nearby  eggs  are 
firm,  with  30  to  32  cents  paid 
readily  for  fancy  grades  of  large 
white  eggs. 

Fred.  A.  Magill. 


Wholesalers  and  Retailers  Will  Consent 
to  Pennsylvania  Law  Against 
Benzoate  of  Soda 


At  a  Joint  Meeting  on  Wednesday  They  Decided  to  Let  Manufac¬ 
turers  Fight  Their  Own  Battles  Both  on  Benzoate  and  Alum 
Baking  Powder.  Will  Work  Hard  to  Have  Sulphur  Dioxide 
Allowed,  However.  Trade  Interests  Think  Committee  Will 
Put  Back  Retailers’  Guarantee  Clause  and  Eliminate  Net 
Weight  Clause. 


An  animated  meeting  of  trade  in¬ 
terests  opposed  to  the  proposed 
food  law  changes  in  Pennsylvania 
was  held  at  the  Grocers’  and  Im¬ 
porters’  Exchange  in  the  Bourse  on 
Wednesday  last.  Representatives 
were  present  from  the  Exchange, 
from  the  Tri-State  Wholesale  Gro¬ 
cers’  Association,  the  Philadelphia 
Retail  Grocers’  Association,  the 
Pennsylvania  Retail  Merchants’ 
Association  and  the  Pittsburgh 
Wholesale  Grocers’  Association. 
W.  L.  Danahey,  secretary  of  the 
latter  organization,  brought  on  a 
delegation  of  jobbers,  and  jobbers 
from  other  interior  sections  of  the 
State  were  also  present.  Several 
Philadelphia  jobbers  represented 
the  two  local  wholesale  organiza¬ 
tions,  as  well  as  several  brokers  and 
commission  merchants. 

All  of  the  organizations  repre¬ 
sented  were  opposed  to  the  new 
food  laws  in  their  present  form, 
and  a  campaign  was  decided  upon 
to  make  the  opposition  effective. 
Next  Tuesday,  the  date  of  the 
hearing  before  the  Committee  on 
Health  and  Sanitation,  a  large  dele¬ 
gation  representative  of  all  classes 
and  sections  will  go  to  Harrisburg 
to  protest  against  certain  features 
of  the  proposed  general  food  bill. 

The  trade  organizations  will  op¬ 
pose  none  of  the  bills  except  the 
general  food  bill  and  they  will  as¬ 


sent  to  certain  features  of  that 
which  it  was  at  first  thought  would 
be  objectionable.  For  instance,  the 
provision  forbidding  the  sale  of 
goods  containing  benzoate  of  soda. 
The  wholesale  and  retail  interests 
will  take  no  hand  in  that  and  if 
necessary  will  give  a  specific  con¬ 
sent  to  its  passage.  They  feel  that 
the  manufacturers  should  fight 
their  own  battles. 

The  opposition  of  the  trade  will 
be  concentrated  upon  the  provision 
forbidding  the  sale  of  dried  fruits 
and  molasses  containing  sulphur  di¬ 
oxide.  There  is  no  dried  fruit  and 
molasses  which  does  not  contain 
sulphur  dioxide,  and  the  trade  be¬ 
lieve  that  the  disturbance  to  busi¬ 
ness  would  be  so  great  as  to  war¬ 
rant  an  effort  to  prevent  the  pass¬ 
age  of  such  legislation.  It  is  said 
that  Senator  Gerberich,  chairman 
of  the  committee  in  charge  of  the 
bill,  who  is  a  physician,  has  given 
private  assurances  that  if  the  trade 
will  send  somebody  to  him,  in  ad¬ 
vance  of  next  Tuesday’s  hearing, 
who  can  convince  him  that  sulphur 
dioxide  should  not  be  prohibited,  he 
will  recommend  the  retention  of  the 
present  law.  At  Wednesday’s 
meeting  Frank  Halpen,  represent¬ 
ing  the  molasses  interests,  and 
Charles  A.  Carey,  representing  the 
dried  fruit  interests,  were  ap¬ 
pointed  a  committee  to  see  Senator 
Gerberich  before  the  hearing. 


It  is  said  that  the  various  other 
members  of  the  Committee  on 
Health  and  Sanitation  have  been 
interviewed,  and  that  there  is  rea¬ 
son  to  believe  that  there  will  be  no 
serious  difficulty  in  inducing  the 
committee  to  put  the  retailers’ 
guarantee  clause  back  in  the  bill, 
and  to  eliminate  the  net  weight 
provision.  The  only  thing  the 
trade  interests  appear  to  be  afraid 
of  is  the  clause  prohibiting  the  use 


of  sulphur  dioxide,  and  they  seem 
to  feel  that  they  can  prevail  even 
on  that  if  they  can  produce  the 
right  kind  of  argument  to  Senator 
Gerberich,  the  chairman  of  the 
committee. 

No  interest  will  be  taken  either 
by  the  retailers  or  the  jobbers  in 
the  provision  of  the  law  forbidding 
the  use  of  alum  in  any  form  in 
baking  powder.  They  also  regard 
that  as  a  manufacturer’s  fight. 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BSEN  OlfB 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’a 
Department  Food  Stores,  Dower,  N.  J. 


Your  Important  Work. — Back  of 
all  good  stock  keeping,  back  of  the 
nicest  kind  of  counter  display  and 
the  neatest  and  cleanest  of  depart¬ 
ments,  is  the  important  work  of 
selling  goods.  That  work  comes 
first.  That  work  has  to  support  the 
whole  business.  So  everything 
should  become  subservient  to  it. 
No  salesman  is  worthy  the  name 
that  is  guilty  of  “taking  an  order” 
without  trying  to  sell  something. 
Customers  like  men  that  are  inter¬ 
ested  in  their  work.  They  hold  a 
certain  admiration  for  a  man  that 
tries  legally  to  get  their  money. 
Who  wants  an  automaton  to  wait 
on  them?  Who  wants  to  do  busi¬ 
ness  with  a  dummy?  I  tell  you 
people  want  to  be  sold  to — they 
want  to  be  considered  capable  of 
buying  more  and  much  more  than 
their  list  calls  for.  They  want  to 
deal  with  a  man  that  takes  it  for 
granted  that  they  can  buy  more. 
Don’t  you  see  it  ? 

*  *  * 

Are  You  a  Thinking  Clerk? — The 

thinker  gets  ahead.  Brain  is  the 
only  money  earner.  Inside  of  your 
head  are  latent  ideas  innumerable 
that  would  be  a  wonderful  help  to 
you  and  to  the  man  that  employs 
you  were  you  to  dig  them  out.  The 
trouble  is  we  are  mentally  lazy. 
We  can  run  fast  enough.  We’re 
not  bad  on  first  base.  We  can 
wrap  a  bundle  while  you  wink — but 
like  fools  we  allow  somebody  else 
to  do  all  the  thinking.  The  very 
thing  that  should  be  first  and  fore¬ 
most. 


“Winning  Ways.”— Good  service, 
good  manners,  good  cheer.  What 
is  good  service  anyway?  It’s  doing 
what  you  know  is  your  plain  duty 
first  of  all — doing  it  well  and  doing 
it  promptly.  Boys,  success  comes 
from  “service.”  Never  look  for  it 
until  this  is  implanted  permanently 
in  your  mind  and  worked  out  to 
the  letter  every  hour  of  the  day. 
Why,  the  principle  is  as  natural  as 
daylight.  It’s  a  rule  of  cause  and 
effect.  How  many  fellows  that  you 
know  actually  do  their  level  best? 

Certainly,  one  of  the  “Winning 
Ways”  is  good  manners — a  desire 
to  please  and  cultivate  the  faculty 
of  putting  people  whom  you  come 
in  contact  with  at  ease.  It  isn’t 
smart  to  be  rough.  It  isn’t  good 
business  to  exhibit  freshness  with 
any  customer  no  matter  how 
familiar  you  may  be  with  him  or 
her. 

*  *  * 

“I’m  Not  Afraid  Anyway.” — Guilt 

makes  cowards  of  us  all.  To  be 
happy  “be  not  afraid.”  And  you 
won’t  be  if  you’ve  nothing  to  fear. 
Place  yourself  right  now  in  the 
fearless  class.  Act  well,  live  clean. 
Fear  is  a  joy  killer.  Remove  its 
cause.  You  know  what  it  is.  Con¬ 
vert  yourself.  No  man  can  do  it 
for  you.  Go  on  your  way  rejoicing 
— it’s  your  heritage.  Brace  up. 
Face  the  fear  thing  as  you  would 
the  devil.  Come  out  into  sunshine 
unfettered.  Live.  The  joke  is 
gone.  Mental  slavery  is  ended. 
Be  a  full,  free,  joyous  business  gen-  1 
tleman  who  can  say  whatever  hap-  j 
pens,  “I’m  not  afraid  anyway.” 
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IS 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  unchanged  for 
e  week.  The  demand  is  fair  for 
e  season,  being  regular  but  for 
imediate  wants  only.  Nowhere  in 
e  list  is  there  any  change  in 
ice,  but  holders  of  certain  grades 
basket  fired  Japans  seem  firmer 
their  ideas  on  account  of  scare- 

r# 

Coffee 

The  market  for  Rio  and  Santos 
ffee  has  stiffened  up  a  fraction 
iring  the  week,  and  some  holders 
e  asking  cent  more,  in  spite  of 
e  somewhat  heavy  stocks.  The 
:mand  for  coffee  is  not  very  large 
id  shows  no  sign  whatever  of 
ly  special  increase  in  the  near  fu- 
re.  Mild  coffees  are  unchanged 
d  moderately  active.  Java  is 
ffening  up  a  little  on  account  of 
arcity;  demand  for  it  and  Mocha 
aderate. 

Sugar. 

The  sugar  market  is  5  points 
ver  for  the  week.  Raws  did  give 
me  signs  of  strengthening  for  a 
file,  but  heavy  shipments  from 
iba  put  a  stop  to  that,  and  there 
pears  now  to  be  no  prospect  of 
iy  improvement.  Two  refiners 
e  still  on  a  basis  of  4.30  cents  for 
anulated,  but  several  are  glad  to 
ke  orders  at  4.25.  The  general 
mand  for  refined  sugar  is  slow. 

Later — The  refiners  who  were 
lling  at  4.25  have  gone  back  to 
30. 

Syrup  and  Molasses. 

Glucose  shows  no  change  from 
e  last  advance.  Compound  syrup 
quiet  at  ruling  prices.  Sugar 
rup  dull  and  unchanged.  Molas- 
s  is  not  very  active  owing  to  the 
arm  weather;  prices  unchanged, 
ie  grades  being  steady  to  firm. 

Dried  Fruits. 

Prunes  are  very  dull  and  show 
>  quotable  change  in  price,  though 
e  market  is  in  buyer’s  favor, 
saches,  apricots  and  raisins  are  all 
:ry  dull  and  show  no  change  in 
ice.  Currants  seasonably  active 
ruling  quotations. 

Fish. 

Norway  mackerel  are  about  50 
nts  a  barrel  lower  than  a  week 
fo,  not  all  holders,  however,  con- 
irring  in  the  decline.  The  de- 
and  is  quite  dull,  despite  the  com¬ 


ing  of  Lent.  Cod,  hake  and  had¬ 
dock  in  fair  request  on  account  of 
the  colder  weather;  prices  steadily 
maintained.  Salmon  of  all  grades 
is  quiet  without  change.  Domestic 
sardines  dull  and  inclined  to  be  a 
little  weak.  Imported  sardines  of 
almost  all  grades  are  scarce  and 
firm. 

Canned  Goods. 

Tomatoes  are  dull,  but  very 
steady.  Holders  seem  unwilling  to 
shade  below  80  cents  f.  o.  b.  in  a 
large  way  except  for  off  standards. 
Futures  are  dull.  Corn  and  peas 
are  quiet,  both  spot  and  future,  and 
show  no  change  in  price.  Apples 
dull  at  ruling  quotations.  Califor¬ 
nia  canned  goods  show  no  change 
in  price  and  very  little  business 
from  first  hands.  Small  staple 
Eastern  canned  goods  dull  and  un¬ 
changed. 

Beans  and  Peas. 

Domestic  pea  beans  are  easier. 
On  spot  they  are  ranging  from 
$2.40  to  $2.45  in  a  large  way,  but 
can  be  bought  at  $2.40  to  come  for¬ 
ward,  and  there  is  an  understand¬ 
ing  that  sales  have  been  made  in 
other  markets  at  even  a  lower  price. 
The  demand  is  fair.  Marrows  are 
steady  to  firm,  but  unchanged ;  de¬ 
mand  fair.  California  limas  un¬ 
changed.  Scotch  peas  somewhat 
weaker;  demand  for  these  and 
green  peas  quiet. 

Butter. 

The  butter  market  is  firm  at  an 
advance  of  2  cents  per  pound  for 
the  week.  The  receipts  of  all 
grades  are  very  light,  and  with  the 
improved  consumptive  demand,  the 
market  is  firm  at  the  advance. 
Stocks  in  storage  are  reducing  con¬ 
siderably,  and  the  good  consump¬ 
tive  demand  is  likely  to  continue,  so 
that  the  outlook  is  for  a  steady  to 
firm  market. 

Eggs. 

The  consumptive  demand  for 
eggs  is  absorbing  all  fresh  receipts 
on  arrival.  Owing  to  recent  colder 
weather  the  market  is  firm  at  an 
advance  of  1  cent  per  dozen.  The 
receipts  of  fresh  eggs,  thanks  to  the 
warm  season,  have  been  much 
greater  than  last  year.  Stocks  in 
storage  are  still  large,  though  they 
are  being  regularly  drawn  upon ; 
the  market  is  fairly  steady,  with 


only  a  moderate  consumptive  de¬ 
mand. 

Cheese. 

The  consumptive  demand  for 
cheese  continues  very  light,  no 
doubt  due  to  the  high  prices. 
Stocks  are  not  reducing  as  fast  as 
.usual,  and  the  market  is  only 
steady.  If  there  is  any  change  soon 
it  is  more  likely  to  be  a  decline 
than  an  advance.  Under  grades  of 
cheese  are  plenty  at  a  decline  of  1 
cent  below  where  they  were  a  short 
time  ago. 

Provisions. 

The  demand  for  all  cuts  of 
smoked  meats,  bellies,  bacon,  regu¬ 
lar,  skinback  and  picnic  hams,  is 
about  normal  for  the  season. 
Prices  are  firm  and  may  advance, 
owing  to  the  high  cost  of  hogs. 
Pure  lard  is  active  at  an  advance  of 
J4  to  J4  cent;  compound  is  steady 
at  about  J4  up.  Dried  beef  has  ad¬ 
vanced  J4  cent  and  shows  a  good 
consumptive  demand.  Canned 
meats  and  barreled  pork  are  moder¬ 
ately  active  and  steady. 


INDIVIDUAL  MARKET  REPORTS. 


Imported  Fish  Specialties. 

Holland  Herring. — The  trade  is 
rather  dull  with  prices  unchanged 
from  last  week. 

Scotch  herring  are  selling  in  a 
hand-to-mouth  way,  but  in  spite  of 
the  scarcity  prices  are  unchanged. 

Norway  Fat  and  Holland  Fat 
Herring. — Stocks  are  practically 
exhausted  and  very  few  obtainable. 
Offers  are  now  being  sent  over 
from  Norway  by  cable  of  milt  and 
roe  herring,  but  prices  are  very 
high  and  buyers  are  therefore  re¬ 
luctant  to  place  their  orders. 

Norway  Mackerel. — Lent  has 
given  some  little  stimulus  to  the 
Norway  mackerel  market  but 
stocks  are  rather  important  and 
prices  very  much  in  buyers’  favor. 
Some  few  lots  which  are  of  real 
choice  fine  quality  are  held  very 
firmly. 

Imported  Sardines. — There  is  no 
change  in  the  imported  sardine  sit¬ 
uation.  In  France  there  is  no 
packing,  of  course,  and  stocks  are 
very  unimportant. 

In  Portugal  there  is  no  catch  at 
present  and  quite  a  scarcity  of  Por¬ 
tuguese  sardines,  particularly  the 
p2  boneless,  which  are  in  excellent 
demand  and  in  scant  supply.  The 
market,  which  has  been  over¬ 
crowded  with  French  boneless 
sardines  some  short  time  ago,  is 
now  entirely  cleared,  and  there 


being  no  other  boneless  sardines  in 
the  market  everyone  has  turned  to 
the  Portuguese,  some  of  which  are 
almost  as  good  as  the  French.  Un¬ 
fortunately,  there  are  hardly  any  to 
be  had  just  now. 

In  Norway  the  catch  continues  a 
failure.  They  have  no  fish  and  the 
season  is  practically  closed.  The 
manufacturers  who  have  formed  a 
combination  and  established  a 
higher  selling  price  for  sardines 
and  canned  preserves,  seem  to  stick 
firmly  to  their  agreement,  and  in 
consequence  prices  for  smoked  sar¬ 
dines  and  other  Norwegian  pre¬ 
serves  are  higher  and  bound  to  go 
still  higher. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Sugar. 

About  noon  on  Thursday  some 
refiners  announced  that  they  would 
accept  business  for  prompt  ship¬ 
ment,  assortment  with  order,  basis 
fine  granulated  4.25.  This  was 
promptly  met  by  all  refiners  except 
Franklin  and  American,  who  say 
they  will  not  make  any  change, 
quoting  basis  fine  granulated  4.35, 
but  still  accepting  orders  basis  4.30. 

The  reduction  to  basis  4.25 
rather  demoralized  the  situation, 
but  sugars  look  reasonably  safe 
and  low  enough,  and  any  decided 
increase  in  the  demand  will  prob¬ 
ably  cause  refiners  to  withdraw  the 
4.25  price  without  notice. 

Raw  Sugars. — The  market  has 
ruled  steady  with  sales  reported 
to-day  equal  centrifugals  96  degree 
at  3.48  duty  paid.  Sales  yesterday 
and  to-day  aggregated  about  200,- 
000  bags. 

Advices  state  that  the  production 
in  the  entire  island  of  Cuba  to  the 
end  of  January  totals  408,000  tons. 

London  Cable  (Beet  Sugars). — 
Ouiet,  prices  barely  maintained. 
February  9s  6}^d,  March  9s  8 %d, 
May  9s  ioj4d. 

J.  H.  Huston  &  Co. 

Philadelphia,  Pa. 

Spices. 

The  market  is  steady  with  very 
few  changes  during  the  week. 
Trade  demand  is  exceptionally 
good  and  prices  are  very  firm  for 
spot  goods.  We  can  report  no  fur¬ 
ther  news  relative  to  the  possibility 
of  a  duty  on  spices,  though  in  some 
quarters  it  is  regarded  as  a  cer¬ 
tainty  that  a  duty  will  be  placed  on 
same. 

Pepper  continues  very  steady  but 
unchanged  in  price.  Demand  is 
exceedingly  good  and  spot  supplies 
are  unquestionably  small. 

Red  peppers  unchanged  and  in 
fair  demand. 

Cloves  quite  steady  but  without 
any  marked  change. 
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Pimento  (Allspice). — Demand 
continues  very  satisfactory.  Prices 
remain  firm. 

Mace  very  scarce,  especially  the 
better  grades.  Prices  steady  but 
without  change. 

Gingers  steady  and  in  fair  de¬ 
mand.  Present  prices  we  consider 
safe. 

Paprikas. — Hungarian  steady 
and  in  better  demand.  Spanish 
selling  well  at  unchanged  prices. 

Seeds,  Herbs,  Etc. — The  special 
feature  during  this  week  is  the 
sharp  advance  in  canary  as  well  as 
in  celery.  There,  have  been  no 
shipments  of  canary  from  Turkey 
since  last  fall,  and  there  have  also 
been  no  offers  from  South  America. 
Celery  continues  very  firm  and  is 
likely  to  go  higher.  Coriander  and 
cummin  slightly  firmer. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Standard  Canned  Goods. 

No.  i 

Spot  tomatoes  are  finding  more 
friends  these  days  judging  by  the 
continued  quiet  and  steady  buying 
of  them  in  small  lots  for  prompt 
shipment,  widely  scattered,  and  it  is 
that  character  of  buying  that 
makes  a  broader  market  later  on. 
Few  orders  were  for  larger  quanti¬ 
ties  than  single  car  lots  last  week, 
but  the  fact  that  they  were  wanted 
at  all  was  the  redeeming  feature, 
from  the  canners  point  of  view.  Of 
course  the  open  weather  helps  the 
sales  somewhat,  for  there  is  no 
danger  of  tomatoes  freezing  on  the 
road  while  the  temperature  contin¬ 
ues  around  the  average  record  of 
the  present  month.  The  annual 
convention  of  the  canners,  brokers 
and  allied  industries,  to  be  held  at 
Louisville  during  the  week  of  Feb¬ 
ruary  ioth,  is  expected  to  develop 
some  interesting  information  con¬ 
cerning  the  tomato  market,  and  also 
the  outlook  for  the  next  six  months. 
At  the  recent  monthly  meeting  of 
the  Tri-State  Canners’  Association 
at  Wilmington,  Del.,  the  stocks  un¬ 
sold  in  the  hands  of  the  members 
were  reported  to  be  about  io  per 
cent,  of  their  output  in  1912,  which 
is  in  line  with  previous  estimates  of 
their  holdings. 

The  trading  in  future  tomatoes  is 
gradually  increasing,  the  sales  last 
week  exceeding  those  of  the  week 
previous  in  point  of  numbers, 
though  not  in  size,  the  orders  run¬ 
ning,  as  a  rule,  for  one  to  three  car 
lots,  and  they  came  from  nearly  all 
sections.  The  canners  do  not  ap¬ 
pear  to  be  at  all  anxious  for  orders 
at  the  going  prices,  feeling  some¬ 
what  apprehensive  of  further  ad¬ 
vances  in  the  cost  of  some  of  the 
items  of  raw  materials  and  the 
knowledge  that  the  present  higher 
prices  asked  for  cans,  cases,  etc., 
are  sure  to  be  maintained  through¬ 
out  the  season.  From  the  facts  de¬ 
veloped  up  to  this  date  the  purchase 
of  well-known  reliable  brands  of 
future  tomatoes  look  to  be  safe  for 
the  jobber  at  to-day’s  quotations. 


Outside  of  the  usual  daily  orders 
for  small  lots  of  vegetables,  there 
were  no  developments  of  more  than 
ordinary  interest  in  any  lines  of 
these  goods.  There  is  a  slightly 
firmer  undertone  to  the  market  for 
sweet  potatoes,  and  some  reaction 
is  overdue  from  the  low  prices  for 
that  article.  String  beans,  baked 
beans,  lima  beans,  kraut  and  soaked 
peas  seem  to  be  wanted  more  than 
any  other  vegetable,  but  they  were 
all  far  from  being  active.  Corn  and 
peas  were  at  a  standstill  during  last 
week. 

Pineapples  were  fairly  active 
again  last  week  in  small  lots,  and 
so  were  pears  and  apples.  The 
steady  buying  of  pineapples  all 
winter  has  certainly  reduced  to  very 
small  proportions  the  stocks  held 
here,  all  grades  and  sizes,  and  by 
next  spring  they  will  be  cleaned  up. 
Next  to  nothing  doing  these  days 
in  berries  and  cherries,  and  the 
stocks  held  here,  excepting  black¬ 
berries,  are  so  small  that  there  is 
no  object  to  cut  prices  to  move 
them. 

Cove  oysters  are  stronger,  and  a 
little  bit  more  active  for  some 
brands,  because  the  cost  of  the  raw 
stock  continues  to  be  too  high  for 
canning  purposes.  All  the  extra 
selected  stock  is  sold  out. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

No.  2 

There  is  hardly  any  interest 
shown  in  spot  tomatoes  at  the  pres¬ 
ent  time  and  there  is  nothing  that 
would  arouse  buyers’  interest  at  the 
present  time.  The  majority  are  un¬ 
der  the  impression  that  there  are 
quite  a  few  tomatoes  in  first  hands, 
but  from  a  careful  estimate,  it  is 
figured  that  not  more  than  10  per 
cent,  of  the  pack  remains  in  first 
hands.  That  means  when  the  usual 
spring  demand  comes  and  there  is 
more  of  a  buying  interest  that  it 
will  be  hard  to  pick  up  desirable 
quality  and  that  possibly  those  that 
are  fortunate  enough  to  possess 
goods  that  will  grade  right  up  to 
the  mark  will  get  a  better  price  for 
them  later  on  than  what  they  would 
now,  and  we  feel  that  those  who 
need  to  replenish  their  stocks  would 
do  well  to  do  so  now.  It  is  a  pretty 
good  time  to  buy  when  there  is  lit¬ 
tle  interest  shown  and  when  goods 
can  be  bought  on  such  a  reasonable 
basis  as  what  they  can  be  bought 
for  now.  We  have  only  gone 
through  four  months  and  we  have 
eight  ahead  of  us  and  if  the  buyers 
will  just  stop  and  think  of  this, 
knowing  what  it  costs  to  pack 
goods  this  year  and  that  good  qual¬ 
ity  is  scarce,  it  might  be  a  pretty 
good  plan  to  pick  up  desirable  lots 
of  tomatoes  that  can  be  had  at  a 
low  price  now. 

In  traveling  around  some  of  the 
largest  cities  we  have  seen  in  prac¬ 
tically  every  retail  store  placards 
calling  the  attention  to  corn  at  5 
cents  per  can.  This  has  helped  to 
consume  large  quantities  of  this  ar¬ 


ticle.  Every  day  has  brought  in¬ 
quiries  for  low-priced  corn  and  in 
most  cases  we  have  been  able  to 
satisfy  the  buyers’  wants,  but  the 
demand  has  been  heavy  and  now  it 
is  not  sc  easy  to  pick  up  corn  at  45 
to  50  cents  a  dozen,  whereas  a  few 
weeks  ago  it  was  not  a  difficult 
matter.  We  have  right  before  us 
at  the  present  time  inquiries  for 
this  class  of  corn  and  we  are  at  a 
loss  to  know  just  where  to  fill 
them.  This  all  spells  something  to 
us — that  after  this  cheap  corn  is 
gotten  out  of  the  way  that  the  bet¬ 
ter  grades  will  come  into  their  own. 
Good  corn  can  be  bought  at  low 
prices  at  the  present  time.  We 
have  had  three  years  where  corn 
has  been  kind  of  kicked  around  and 
this  surely  cannot  continue.  One 
extreme  generally  follows  another. 
Already  efforts  are  being  made  to 
cut  down  the  acreage  and  curtail 


Federal  Sugar  Refining  Co.  Replies. 

New  York,  Feb.  5,  1913. 
To  the  Editor. 

Dear  Sir: — I  observe  that  your 
Washington  correspondent,  Mr. 
Holt,  takes  considerable  space  in 
your  issue  of  February  3d  to  the 
discussion  of  a  resolution  filed  by 
Congressman  Broussard  to  investi¬ 
gate  me  and  a  committee  of  whole¬ 
sale  grocers  that  I  have  represented 
as  secretary  for  the  past  four  years. 
Such  an  investigation  would  be 
welcomed  by  us.  Had  your  Mr. 
Holt  made  some  inquiries  he  would 
have  found  that  our  position  was 
already  a  matter  of  public  record, 
so  that  this  attempt  of  Congress¬ 
man  Broussard  is  simply  an  effort 
to  throw  a  little  mud  at  a  commit¬ 
tee  whose  efforts  if  successful  will 
materially  reduce  the  price  of  sugar 
in  the  United  States,  at  the  same 
time  preventing  the  domestic  inter¬ 
ests  from  making  excessive  profits 
at  the  expense  of  the  American 
consumer,  so  that  they  may  pay 
dividends  on  watered  stock. 

However  the  question  is  not  who 
I  am  or  what  I  represent.  It  is  how 
should  the  tariff  be  revised  in  the 
interest  of  all  our  people.  The 
price  of  sugar  to  the  consumer  as 
a  result  of  the  tariff  is  now  ad¬ 
vanced  cents  to  2  cents  per 
pound  and  costs  the  American 
people  not  less  than  $125,000,000 
annually. 

Mr.  Broussard’s  statement  that 
under  free  sugar  the  price  will  be 


the  pack.  We  would  not  be  a  bi 
surprised  to  see  corn  do  better  ii 
the  near  future.  There  is  a  lon^ 
season  ahead  of  us  before  the  new 
pack  comes  in.  Under  our  specia 
offerings  you  will  find  some  ven 
desirable  trades. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 


MARKET  NOTES. 

Florida  vegetables  are  in  some 
what  better  demand  than  they  hav' 
been,  owing  to  the  better  weather 
Florida  tomatoes  command  $3.50  i 
they  are  good,  lettuce  $2.25,  egg 
plants  $2.50,  new  Bermuda  pota 
toes  $5.25  to  $6.25  per  barrel 
beans  $3.50  and  Michigan  rhubar' 
65  cents. 


advanced  to  the  consumer  8  or  1 
cents  per  pound  is  utterly  withoi 
foundation  in  fact.  If  it  were  tru 
it  is  of  course  clear  that  the  dc 
mestic  sugar  industry  would  b 
more  profitable  than  now  wher 
sugar  is  selling  on  the  avei 
age  of  about  5  cents  per  pourn 
Mr.  Broussard  should  refer  to  189 
when  sugar  was  placed  on  the  fre 
list  and  he  will  find  that  the  pric 
of  sugar  was  reduced  1)4  cents  p< 
pound  in  one  week.  To  require  01 
refiners  to  compete  under  frf 
sugar  with  the  products  of  tf 
world  will  absolutely  insure  tf 
consumer  in  the  United  States  ge 
ting  their  sugar  at  all  times  : 
world’s  values. 

Let  me  refer  you  to  the  test 
mony  of  Mr.  Willett,  of  Messr 
Willett  &  Gray,  sugar  statisticia: 
given  before  the  Hardwick  con 
mittee.  He  says: — 

“I  would  like  to  have  the  con 
mittee  satisfied  that  any  reductic 
of  the  duty  goes  to  the  consume 
and  any  addition  of  the  duty  is  pa 
by  the  consumer,  in  any  year  und< 
any  duty  which  differs  from  ar 
other  duties.  Making  any  necessai 
allowance  for  market  fluctuatioi 
affected  by  supply  and  demand.” 

Anyone  in  the  sugar  busine 
knows  this  is  correct.  The  infeP 
est  of  he  consumer,  wholesale  r 
retail  grocer,  canner  and  preservr 
in  this  matter  are  identical  wii 
those  of  the  Federal  Sugar  Refi- 
ing  Co.,  which  as  you  know  is  n 
independent  company.  A  materil 


W.  would  be  pleased  to  have  for  publication  In  this  column  the  ideas  of  oar  readers  upon  trade  topi 
It  be  inf  understood  that  we  do  not  bold  ourselves  responsible  for  any  views  expressed  therein.  All  cor 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  food  faith,  but  a 
necessarily  for  publication.  All  Inquiries  within  our  power  to  answer  will  also  be  noticed  in  this  departmei 
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duction  in  the  tariff  on  free  sugar 
eans  that  the  consumer  will  be 
>le  to  handle  more  sugar  at  a  re- 
iced  expense,  and  these  dealers 
at  I  have  mentioned  will  do  the 
me. 

Consider  what  an  advantage  it 
ould  be  to  the  readers  of  your 
iper  if  they  could  purchase  sugar 
i  the  average  at  from  $10  to  $12 
barrel  instead  of  the  prices  they 
ive  been  paying.  That  is  what 
ee  sugar  or  a  reduction  to  the 
ite  which  we  propose  would  mean, 
hat  is  what  the  committee  of 
holesale  grocers  have  been  work- 
ig  for  and  I  ask  your  readers  if 

is  not  worth  while.  If  any  of 
lem  want  further  information  in 
:gard  to  this  feature  I  would  be 
lad  to  have  them  write  to  me  at 
39  Front  street,  New  York. 

To  give  you  more  information  in 
:gard  to  the  committee  of  whole- 
»le  grocers  I  refer  you  to  the 
)eech  made  by  the  Hon.  Thos.  W. 
[ardwick,  of  Georgia,  who  was 
lairman  of  the  Special  Committee 
f  the  House  of  Representatives, 
ppointed  for  the  purpose  of  in- 
estigating  the  sugar  industry  of 
le  United  States.  No  one  was 
etter  qualified  to  speak  than  he. 
Ir.  Hardwick  says  in  part :  “I  wish 
)  insert  in  the  record,  as  a  matter 
f  simple  justice  to  him,  a  letter 
rom  a  gentleman  who  has  been 
reviously  assailed  in  this  debate 
y  opponents  of  this  bill,  and  who 
as  been  severely  criticized  all  over 
le  country  by  the  beneficiaries  of 
le  sugar  tax.  It  seems  to  me  that 
lese  gentlemen  think  that  it  is  per- 
ectly  proper  for  any  gentleman  to 
avor  a  retention  of  duties  in  which 
e  is  interested  and  conduct  as  ac- 
ive  and  as  aggressive  a  propaganda 
d  save  his  protection  as  he  may  de- 
ire,  but  that  it  is  hardly  short  of 
crime  for  anybody  who  speaks  for. 
lie  millions  of  American  consum- 
rs  and  urges  a  reduction  of  tariff 
urdens  to  conduct  a  propaganda  in 
upport  of  that  view.  The  gentle- 
lan  to  whom  I  refer  has,  in  my 
udgment,  done  a  great  work  for 
lie  people  of  the  country  by  his  a g- 
ressive  and  forceful  advocacy  of 
lie  removal  of  the  duty  on  sugar 
nd  while  he  has  necessarily  earned 
lie  ill  will  of  the  protected  interest, 
ecause  of  his  aggressive  fight,  he 
;  undoubtedly  entitled  to  the  grati- 
ude  and  the  good  will  of  every 
American  consumer  who  has  a  gro- 
ery  bill  to  pay.  I  refer  to  Mr. 
Yank  C.  Lowry,  of  New  York, 
ales  agent  for  the  Federal  Sugar 
defining  Co.,  and  secretary  of  the 
ommittee  of  wholesale  grocers, 
ind  I  invite  the  attention  of  the 
ommittee  to  the  letter  from  him, 
vhich  follows”  : —  Extracts  from 
hat  letter  are : — 

“Those  opposed  to  any  reduction 
n  the  tariff  on  sugar  have  endeav- 
)red  to  besmirch  the  standing  of 
he  committee  of  wholesale  grocers, 
>f  which  I  served  as  secretary  be¬ 
muse  I  am  also  in  charge  of  the 
ales  department  of  the  Federal 
sugar  Refining  Co.,  an  independent 


refinery.  There  has  at  no  time 
been  any  mystery  as  to  who  I  was 
or  where  I  stood  on  this  important 
matter.  Certainly  I  was  very  glad 
to  have  the  opportunity  to  state  it 
clearly  to  your  committee  when  I 
appeared  before  them  last  July. 
The  wholesale  grocers’  committee 
was  formed  in  1909  for  the  pur¬ 
pose,  as  stated  on  our  letterheads, 
of  “obtaining  cheaper  sugar  for  the 
consumers  through  reduction  of 
duties  on  raw  and  refined  sugars.” 

I  believe  in  the  principle  advocated, 
was  instrumental  in  forming  this 
committee,  and  have  served  as  its 
secretary,  without  any  remuner¬ 
ation,  direct  or  indirect,  because 
the  other  members  desired  it.  My 
name,  and  that  of  the  other  mem¬ 
bers  of  the  committee,  has  ap¬ 
peared  on  all  our  stationery.  We 
have  been  particularly  careful  about 
this,  so  that  all  might  know  exactly 
who  was  behind  the  movement. 
Had  there  been  any  desire  on  my 
part,  or  that  of  the  other  members 
of  the  committee,  to  conceal  the 
fact  that  I  was  interested  in  this 
work,  this  would  not  have  been 
done. 

With  the  exception  of  myself,  all 
our  members  are  actively  engaged 
in  the  wholesale  grocery  business. 
They  are  Carl  Schuster,  Koenig  & 
Schuster,  New  York  City;  W.  H. 
Baker,  Baker  &  Co.,  Winchester, 
Va. ;  B.  F.  Parsons,  Patson  &  Sco- 
ville,  Pittsburgh,  Pa.;  R.  E.  Col¬ 
lins,  Collins  &  Co.,  Birmingham, 
Ala. ;  A.  S.  Hammond,  Monypenny, 
Hammond  Co.,  Columbus,  Ohio; 
Thalheimer,  Syracuse,  N.  Y. ; 
Henry  Baden,  Henry  Baden  &  Co., 
Independence,  Kan. ;  F.  J.  Dessoir, 
R.  C.  Williams  &  Co.,  New  York 
City  ;  H.  T.  Gates,  E.  W.  Gates  & 
Co.,  Richmond,  Va. ;  W.  E.  Small, 
the  A.  B.  Small  Co.,  Macon,  Ga. ; 
E.  L.  Woodward,  W.  L.  Wood¬ 
ward  &  Co.,  Norfolk,  Va. ;  A.  Blan¬ 
ton  Grocery  Co.,  Marion,  N.  C. ; 
Jacob  Zinsmeister,  J.  Zinsmeister  & 
Bro.,  Louisville,  Ky. ;  A.  Brinkley, 
A.  Brinkley  &  Co.,  Norfolk,  Va. ; 
R.  E.  Bentley,  Bentley,  Shriver  & 
Co.,  Baltimore,  Md. ;  John  E.  Tal- 
madge,  Jr.,  Talmadge  Bros.  &  Co., 
Athens,  Ga. ;  Isaac  Horner,  Henry 
Horner  &  Co.,  Chicago,  Ill. ;  Ed¬ 
ward  Cumpson,  T.  &  N.  Cumpson, 
Buffalo,  N.  Y. ;  E.  P.  McKinney, 
McKinney  &  Co.,  Binghamton,  N. 
Y. ;  H.  Y.  McCord,  McCord-Stuart 
Co.,  Atlanta,  Ga. ;  A.  S.  Webster, 
Webster  Grocery  Co.,  Danville,  Ill. 

These  gentlemen  are  from  14  dif¬ 
ferent  States,  and  the  firms  repre¬ 
sented  have  a  total  rating  of  nearly 
$8,000,000. 

Trusting  you  will  print  my  reply 
for  the  benefit  of  your  readers,  I 
am,  Yours  very  truly, 

Frank  C.  Lowry. 

*  *  * 

Ab  to  the  Brenard  Piano  Scheme. 

- ,  N.  Y.,  Feb.  4,  1913. 

To  the  Editor. 

Dear  Sir: — A  representative  of 
the  Brenard  Mfg.  Co.,  Iowa  City, 
called  upon  us  this  afternoon  -with 


an  advertising  scheme  embodying 
a  piano  contest.  We  did  not  buy 
and  are  now  looking  the  matter  up 
so  that  we  may  knowingly  decide. 

You  must  be  in  a  position  to  give 
us  information  of  value  on  this,  for 
which  we  will  be  most  thankful.  I 
hope  that  you  will  not  be  too  busy 
to  give  it  quick  attention. 

Very  truly  yours,  M. 

P.  S. — I  believe  it  is  known  as 
the  Upton  Piano  Contest — Klaxon 
piano. 

This  journal  has  devoted  consid¬ 
erable  space  in  past  issues  to  the 
scheme  of  the  Brenard  Mfg.  Co., 
and  the  tone  of  all  those  articles  has 
been  unfavorable  to  the  scheme 
and  to  the  company. 

A  similar  scheme  was  recently 
declared  to  be  a  lottery  by  a  Penn¬ 
sylvania  court. 

*  *  * 

Who  Knows  About  “Food  and 
Drink?” 

Baltimore,  Md.,  Feb.  4,  1913. 

To  the  Editor. 

Dear  Sir : — I  am  a  subscriber  to 
your  “Grocery  World  and  General 
Merchant”  and  would  like  to  ask 
a  favor  of  you. 

Please  find  out  if  the  “Food  and 
Drink  Pub.  Co.”  is  still  in  exist¬ 
ence.  I  used  to  take  200  copies 
from  them  per  month  at  the  rate  of 
1/2  cents  each.  Would  like  to  sub¬ 
scribe  again  for  them.  They  were 
shipped  to  me  from  New  York,  but 
their  address  I  think  was  S.  E. 
Cassono,  Salem,  Mass.  Or  if  you 
know  of  some  such  concern  that 
sell  likes  of  copy  would  like  to  hear 
from  them.  Respectfully, 

J.  Pohlman, 
1817  E.  Fayette  street. 

This  correspondent  sends  a  copy 
of  “Food  and  Drink”  which  was  a 
neatly  printed  little  store  paper  evi¬ 
dently  prepared  by  some  publisher 
for  use  by  any  grocer.  It  contained 
some  national  advertising,  two 
pages  of  advertising  intended  to 
be  used  by  the  retailer  and  some 
reading  matter.  The  “Grocery 
World  and  General  Merchant”  has 


never  heard  of  the  “Food  and 
Drink  Publishing  Co.,”  and  does 
not  know  whether  they  still  exist 
or  not.  The  chance  is  that  they  do 
not,  as  they  would  not  have  allowed 
their  business  with  Mr.  Pohlman  to 
simply  lapse.  Perhaps  some  sub¬ 
scriber  can  throw  some  light  on 
the  subject. 

*  *  =s= 

What  the  Middleman  Gets. 

Agricultural  College,  N.  D., 

January  31,  1913. 

To  the  Editor. 

Dear  Sir : — It  costs  more  to  dis¬ 
tribute  our  food  products  than  it 
does  to  produce  the  same.  Why 
should  this  be  ?  Why,  for  example, 
should  the  producer  receive  31  per 
cent,  and  the  distributor  69  per 
cent,  of  the  cost  paid  by  the  con¬ 
sumer  for  eggs?  Why  should  the 
farmer  receive  but  36.6  cents  on 
every  dollar,  and  the  distributor 
63.4  cents  on  every  dollar  for  tur¬ 
keys  ? 

The  following  table  shows  the 
per  cent,  to  the  total  cost  paid  by 
the  consumer  that  goes  to  the  hand¬ 
lers  of  food  products,  the  balance 
going  to  the  farmers  or  producers: 

Per  Cent. 

Poultry  .  5S-1 

Eggs  by  the  dozen  .  69.0 

Celery  by  the  bunch .  60.0 

Strawberries  by  the  quart . 48.9 

Oranges  by  the  dozen  .  20.3 

Melons  by  the  pound  .  50.0 

Potatoes  by  the  bushel .  59.3 

Watermelons,  singly  .  33.5 

Turkeys  .  63.4 

Cabbages  by  the  head .  48.1 

Apples  by  the  bushel  .  55.6 

Apples  by  the  barrel . 66.0 

Onions  by  the  peck .  27.8 

Green  peas  by  the  quart .  60.0 

Parsnips  by  the  bunch  .  60.0 

Turnips  by  the  bunch .  60.0 

Last  year,  it  is  said,  that  the 
farmers  sold  agricultural  products 
for  about  $6,000,000 ;  the  consumer 
paid  for  the  same  products  about 
$13,000,000.  In  other  words,  get¬ 
ting  the  food  to  the  consumer  costs 
more  than  producing  the  food. 
How  can  the  cost  of  distribution  be 
reduced  ?  Respectfully, 

E.  F.  Ladd, 

Food  Commissioner  North  Da¬ 
kota. 


liiil  Hit 


IP 


Two  Reasons  for 
the  Guarantee 

<If  Wheatena  is  double-packed,  and  that 
is  one  reason  why  we  can  safely  guarantee 
its  quality  and  condition,  in  the  hands  of 
jobber,  retailer  and  consumer. 

<1  Another  reason  is  that,  judging  from 
past  experience,  it  won’t  stay  on  the 
shelves  long  enough  to  go  bad.  Wheatena 
is  the  most  remarkable  repeater  in  the 
cereal  line. 

The  tender  hearts  of  selected  wheat. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 
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CXCIII.— Remedies  and  Advantages  of  a  Creditor  When  a  Debt  Is  Fraudulently  Contracted. 


This  letter,  coming  from  a  Cali¬ 
fornia  reader  of  these  articles, 
touches  a  point  interesting  to  every 
manufacturer,  wholesale  and  retail 
dealer  in  merchandise,  provided  he 
sells  on  credit : — 

San  Francisco,  Cal.,  Jan.  30,  1913. 

E.  J.  Buckley,  Esq. 

Dear  Sir: — We  understand  that 
we,  as  sellers,  are  in  some  way  in 
a  better  position  to  collect  a  debt 
when  that  debt  has  been  incurred 
fraudulently  than  when  it  was  not 
incurred  fraudulently.  Our  own  at¬ 
torney  has  endeavored  to  explain 
how  and  why,  but  he  has  made  it 
only  partially  clear,  and  we  believe 
you  might  be  able  to  explain  it  so 
it  would  be  clearer  to  us,  and  we 
could  be  in  a  better  position  to  pro¬ 
tect  ourselves  in  such  matters,  if 
the  need  arises.  Perhaps  you  will 
feel  that  the  subject  is  sufficiently 
important  to  treat  it  in  one  of  your 
articles.  Respectfully, 

Hagen  &  Moore. 

The  creditor  who  can  prove 
fraud  against  his  debtor  is  in  a 
much  better  position  to  collect  his 
debt,  or  compel  its  payment,  for 
the  simple  reason  that  a  debtor  is 
always  more  afraid  of  criminal 
proceedings  than  he  is  of  civil  pro¬ 
ceedings.  Thousands  of  men  are 
paying  money  to  creditors  every 
day,  not  a  cent  of  which  could  be 
collected  by  a  civil  suit,  because 
they  realize  that  if  they  don’t  pay, 
they  can  be  sent  to  jail. 

Where  a  debt  has  been  incurred 
by  fraud,  the  creditor  has  two  spe¬ 
cial  remedies  which  the  ordinary 
civil  creditor  has  not.  First,  he 
can  usually  attach  the  debtor’s 
property,  and  second,  he  can  arrest 
him.  The  latter  is  not  exactly  a 
remedy  for  the  collection  of  debt, 
because  the  law  does  not  always 
allow  a  criminal  action  to  be  made 
a  collection  agency.  Nevertheless 
the  moral  effect  almost  always 
proves  very  efficacious. 

When  is  a  debt  contracted  fraud¬ 
ulently?  Here  is  a  clear  answer  to 
the  question  from  a  South  Dakota 
case,  which  would  without  doubt  be 
the  law  everywhere: — 

There  must  be  an  intent  to  cheat 
and  defraud  some  person.  For  that 


purpose  some  false  pretence  must 
be  designedly  used,  and  the  fraud 
must  be  accomplished  by  means  of 
the  false  pretence;  or  if  not  wholly 
by  that  means,  it  must  have  had  so 
material  an  effect  upon  the  mind 
of  the  party  defrauded  that  without 
it  he  would  not  have  parted  with 
the  money  or  property  alleged  to 
have  been  fraudulently  obtained. 

I  can  make  this  even  clearer  by 
some  examples.  A  man  comes  into 
your  store  or  office  to  buy  goods. 
Secretly  he  intends  to  cheat  you 
and  if  you  can  prove  that,  you  wil 
have  a  hold  upon  him  that  wil 
probably  get  you  your  money. 
Naturally  it  is  exceedingly  hard  to 
prove  it,  so  the  law  allows  his  in¬ 
tent  to  be  inferred  from  his  con¬ 
duct.  Here  are  some  examples  of 
what  would,  and  what  would  not, 
be  considered  fraud  in  such  a  case : 

The  mere  knowledge  by  the  debt¬ 
or  that  he  is  insolvent  when  he 
comes  in  to  buy  is  no  conclusive 
evidence  of  fraud. 

But  if  you  ask  him  what  his  as¬ 
sets  and  liabilities  are,  and  he  in¬ 
flates  the  assets  and  understates  the 
liabilities,  even  though  he  may 
have  at  the  same  time  an  honest 
intent  to  pay  the  bill,  the  law  holds 
that  he  has  shown  an  intent  to  de¬ 
fraud,  and  you  can  then  go  after 
him  on  that  basis.  The  law  is  very 
clear  that  if  his  representations 
were  false,  his  position  is  not 
helped  by  the  fact  that  he  may  have 
intended  to  pay. 

The  false  representations  need 
not  have  been  made  to  you  at  all. 
If  made  to  a  mercantile  agency,  for 
the  purpose  of  improving  his  finan¬ 
cial  standing  and  obtaining  credit — 
of  course  this  is  the  only  reason 
le  could  have  had  for  making- 
them — and  forwarded  by  the 
agency  to  you,  the  fraud  is  com¬ 
pletely  made  out. 

False  statements  of  this  kind 
must  have  been  wilfully  made,  must 
have  been  material,  and  the  credit¬ 
or  must  have  relied  on  them  in  the 
granting  of  the  credit,  or  the  mak¬ 
ing  of  the  loan.  Where  a  man  who 


has  a  large  stock  of  goods  which 
he  has  not  inventoried  for  some 
time,  estimates  it  to  be  worth  $10,- 
000  as  part  of  a  financial  statement, 
and  as  a  matter  of  fact  when  stock 
is  taken,  it  proves  to  be  worth  only 
$7,5°o,  and  this  $2,500  difference 
makes  the  difference  between  his 
solvency  and  insolvency,  the  debtor 
was  not  guilty  of  any  false  repre¬ 
sentation  ;  he  merely  guessed,  and 
though  his  guess  was  wrong,  it 
was  not  wilfully  wrong. 

An  intent  not  to  pay  a  debt  when 
it  is  contracted,  because  it  is  im¬ 
possible  to  prove  directly,  can  al¬ 
ways  be  inferred  by  surrounding 
circumstances — the  debtor’s  con¬ 
duct  at  the  time,  his  action  in  the 
case,  his  financial  condition  and  his 
method  of  dealing. 

A  debtor  will  very  seldom  be 
charged  with  the  fraudulent  mis¬ 
statements  of  an  agent  or  employee, 
unless  he  knew  of  them.  I  remem¬ 
ber  several  cases  in  which  this  prin-^ 
ciplc  was  the  controlling  one.  In 
one  an  agent,  in  another,  an  em¬ 
ployee  (department  buyer)  and  in 
a  third  the  debtor’s  minor  son, 
without  his  knowledge,  misrepre¬ 
sented  his  financial  condition  most 
fraudulently  in  order  to  obtain 
credit.  The  creditors  who  lost  by 
it  tried  to  pursue  the  debtor,  but 
the  court  held  that  as  there  was 
11c  evidence  that  he  knew  about  it, 
he  could  not  be  held  guilty.  ' 

I  always  believe  it  to  be  good 
policy,  where  the  question  of  credit 
arises,  to  compel  the  customer  who 
is  asking  for  it,  to  go  into  the  full¬ 
est  detail  as  to  his  assets  and  lia¬ 
bilities,  then  reduce  it  to  writing — 
in  his  presence  if  possible — and 
have  him  sign  it.  Such  black  and 
white  evidence  is  often  enormously 
useful. 

( Copyright ,  -February,  1913,  by 
Elton  J.  Buckley.) 

Question :  “W,”  Columbia,  Pa. — 
Please  publish  your  opinion  on  the 


following  question :  I  board  m 
horse  at  a  livery  and  boardin; 
stable  at  the  regular  rates.  Some 
time  in  the  night  the  horse  gets  ou 
of  his  accustomed  stall  and  goe 
into  one  which  has  been  condemns 
by  the  proprietor  of  the  stable,  an. 
he  breaks  through  the  floor  and  i 
injured  in  such  a  manner  that  h 
cannot  be  used  any  more  or  per 
haps  dies  from  the  results  of  sam< 

Can  I  collect  damages  from  any 
one,  the  stable  being  leased  by  th 
owners  to  another  man  who  con 
ducts  same? 

Answer. — The  money  that  yo 
pay  for  the  board  of  your  hors 
not  only  includes  food  and  lodging 
but  reasonable  safe-keeping.  Th 
stableman  is  under  a  duty  to  se 
that  your  horse  does  not  leave  hi 
stall  at  night,  and  if  he  violates  tha 
duty  and  the  animal  is  injured,  es 
pedal ly  by  falling  through  a  con 
demned  floor  which  should  hav- 
been  repaired,  he  is  liable  to  you  fo 
ail  damages. 

Note. — Requests  for  informa 
tion  in  this  Department  shoul< 
tersely  set  out  in  full  all  the  fact 
bearing  on  the  case,  and  all  ques 
tions  should  be  carefully  frame< 
to  avoid  misconstn  tion.  Writ 
on  one  side  of  the  sheet  only 
Letters  should  be  received  at  thi 
office  not  later  than  Tuesday  o 
each  week  to  ensure  an  answe 
in  the  Monday’s  issue  following 
The  signature  and  address  of  th. 
writer  must  accompany  all  in 
quiries,  and  will  be  published  un 
less  there  is  a  request  not  to  d< 
so.  All  inquiries  received  will  b 
answered  without  charge.  Ad 
dress  all  communications  to  Lega 
Editor  “Grocery  World  and  Gen 
eral  Merchant.” 


Coffee  Trust  Bill  Passes  United  State 
Senate  and  Will  Become  a  Law. 

The  United  States  Senate  01 
Tuesday  last,  without  a  roll  call 
and  practically  without  debate 
passed  the  Norris  bill,  which  is  ex 
pected  to  enable  the  Department  0 
Justice  to  seize  at  once  Braziliai 
coffee  which  is  brought  to  thi: 
country,  provided  any  further  effor 
is  made  to  corner  or  control  th< 
supply.  The  bill  does  not  mentioi 
coffee  valorization,  and  is  in  gen 
eral  terms  an  amendment  of  two  0 
the  sections  of  the  Wilson  tariff  ac 
that  remain  in  force.  It  simply  ex 
tends  the  Federal  Government’: 
right  to  seizure  to  trust  controllec 
articles  imported  into  the  countr) 
in  the  same  way  that  the  powei 
now  exists  in  regard  to  domestic 
articles.  The  bill  has  alread) 
passed  the  House. 
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Brooklyn,  N.  Y.,  Jan.  3,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Please  improve  on 
circular.  Respectfully, 

J.  Greenfield, 

314  Covert  Avenue. 

The  circular  sent  with  this  meas- 
ired  10  x  13  inches,  and  was 
irinted  in  black  on  paper  of  not  a 
rery  good  grade.  The  reduced  re- 
iroduction  is  as  follows  : — 


whatever  has  been  used  in  the  com¬ 
bination  of  different  styles  of  type 
— evidently  the  workman  who  set 
this  up  has  jumbled  in  the  type  that 
was  nearest  to  his  hand,  without 
regard  to  whether  it  was  best  for 
the  purpose.  These  points  are  not 
farfetched  or  aesthetic — they  have 
a  direct  and  positive  bearing  on 
the  results  of  advertising. 


SPECIAL  SALE 

•mm  FOR  THIS  FRIDAY  AND  SATURDAY  *M. 


J  GREENFIELDS 

314  COVERT  AVL  Cor.  Lindim  SI. 


4  A  A  STAMPS  FREE 
wilh  this  Combination  Sale 


}  lb  best  Mixed  or  Black  Tea  25c 

J  lb  black  Pepper  or  any  other  Spices  lOe 

1  package  Lees  No  Rub  lOc 

1  "  Duryeas  Clino  Starch  lOc 

1  "  “  Com  “  lOc 

1  can  White  Rose  Cocoa  large  size  19c 

12-in-l  Shoe  Polish  lOe 

1  can  Vegetables  lOc 

_ All  for  $1.04 

r>SPECIAL  IN  DRIED  OOODS^r* 

3  lbs  very  best  Rice  26c 

3  lbs  best  Carolina  Rice  19c 

I  lb  best  German  Lentils  6c 

1  lb  fine  Barley  7c  1  lb  Medium  Barley  6c 

1  lb  Coarse  Barley  6c 

1  lb  green  split  Peas  8c 

1  lb  yellow  split  Peas  7c 

1  lb  whole  green  Peas,  7c . 

1  lb  best  California  Lima  Beans  8c 

1  lb  Marrow  Beans  7c 

1  lb  Pea  Beans  6c 

Pine  California  PruneB  lb  7c 


Best  Oregon  Prunes  lb 

lOe 

r>SPECIAL  IN  CANNED  Q00DS<"* 

3  cans  Lion  or  Stnr  Milk 

39c 

«  C 

4ns  Evaporated  Milk 

26c 

3 

“  Corn  extra  fine  quality 

28c 

3 

“  Maine  Corn 

25c 

8 

“  White  Rose  Corn  small 

25c 

3 

“  Campbells  Beans  or  Soups 

25c 

3 

“  Karo  Corn  Syrnp 

26c 

3 

**  Portio  Lima  Beans 

36s 

19c 

2 

**  Savoy  "Peas  small 

2 

“  White  Rose  Corn 

23c 

3 

“  small  Tomatoes 

20c 

3 

**  best  Imported  Oil  Sardines 

25e 

6 

“  Domestic  Oil  Sardines 

25c 

8 

**  Pink  Salmon 

28c 

3 

“  Strained  Tomatoes 

14C 

8  packages  D.  &  C.  Flour 

see 

3 

“  Heck  era  Self  Raising  or  Buckwheat 

26c 

3 

“  Mother*  or  Quakers  Oats 

26  c 

3 

”  Jello  Powaer 

25c 

8  bottles  Buffalo  Ammon  ia 

25c 

8 

“  Eddye  Sauce 

36c 

3 

“  Campbells  Catsup 

£5C 

3 

“  Vanilla  Extract 

85c 

5  lbs  (Sranulateb  Sugar  24c 

31  *  “  “  17c 


GOLD  MEDAt  FLOUR  244  IDS  69C  7  IDS  2IC  l\  IDS  lit 

34  POUNDS  LOOSE  FLOUR  10  CENTS 

^^sButter  and  Egg3  at  the  Very  Lowest  Market  Price-^^ 


BORDERS  CALLED  FOR  AND  DELIVERED  PKOMPTLY-T* 

},  GREENFIELD,  314  Covert  Ave.,  cor  Linden  St. 

ULLER,  PRINTER.  1629  GATES  AVENUE.  NEAR  MYRTLE  AVENUE.  BROOKLYN,  N.  Y. 


This  is  a  pretty  badly  printed 
circular;  the  printer  has  given  it  a 
cheap  look.  A  good  deal  of  his 
type  is  dirty  and  old.  He  has  been 
too  ready  with  his  rules  and  orna¬ 
ments;  too  many  of  those  always 
detract  from  the  neatness  and  easy 
readability  of  printing.  No  taste 


This  circular  doesn’t  look  like 
careful  advertising  to  me.  The  cut 
prices,  however,  probably  got  some 
business,  though  Mr.  Greenfield  is 
the  best  judge  as  to  whether  it  was 
the  best  kind  or  not.  Assuming  all 
these  prices  to  be  cut  prices — and 
if  they  weren’t  cut  then  of  course 


they  have  no  force  at  all — my  judg¬ 
ment  is  that  it  isn’t  necessary  or 
profitable  to  cut  so  many  things  at 
once.  I  would  offer  half  as  many 
drives  and  push  them  harder — say 
more  about  them.  You  wouldn’t 
have  the  profit  cut  out  of  so  many 
things,  and  you  would  have  room 
to  make  a  stronger  argument  for 
the  bargains  that  you  did  offer. 

*  *  * 

I  should  never  use  a  head  in 
which  the  name  was  larger  than 
the  main  point — “special  sale.” 
As  a  matter  of  fact,  a  much 
stronger  head  would  have  been 
“xoo  Stamps  Free  With  This  Com¬ 
bination.” 

*  *  * 

Lancaster,  Pa.,  Jan.  29,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — The  “Grocery  World 
and  General  Merchant”  is  a  very 
good  weekly  paper  for  a  beginner 
in  business.  It  has  helped  me  a 
lot  and  will  help  other  beginners. 

It  is  a  long  time  since  I  had 
any  circulars  printed  and  put  them 
at  the  doors  of  my  district.  I  am 
on  the  outskirts  of  town  and  I 
have  tried  circular  advertising  and 
found  out  it  did  not  do  much  good 
and  I  stopped  it  altogether,  but  in 
the  near  future  I  may  start  it  again 
and  see  what  the  results  are. 

Yours  truly, 

J.  A.  Beck. 

902  N.  Queen  Street. 

I  am  sure  that  if  I  were  Mr. 
Beck  I  would  feel  more  as  if  I  were 
living  up  to  my  possibilities  if  I 
did  some  kind  of  advertising.  It 
is  hard  for  a  dealer  living  on  the 
outskirts  of  a  city  to  get  much  out 
of  newspaper  advertising,  unless 
there  is  a  suburban  paper  that  cir¬ 
culates  pretty  generally  through 
his  territory,  but  if  he  can’t  use 
newspapers  he  can  certainly  use 
something  else — some  form  of  cir¬ 
culars  or  a  little  store  paper.  Some 
advertising  expert  said  once  that 
for  every  merchant  in  business, 
no  matter  what  his  line  was  or  what 
his  circumstances,  there  was  some 
form  of  advertising  that,  properly 
done,  would  help  him. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 


of  new  1  advertising  ideae  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Pennsylvania  Legislative  Notes. 

A  Summary  of  Introduction  and  Prog¬ 
ress  of  Proposed  Laws  Which  Affect 

Retail  Grocer  and  General  Merchant. 

Special  Correspondence  of  “Grocery  World 

and  General  Merchant.” 

Harrisburg,  Pa.,  Feb.  7,  1913. 

Everything  points  to  some  legis¬ 
lation  at  this  session  regulating  the 
manner  of  selling  food  products 
that  have  been  in  cold  storage.  Al¬ 
ready  a  handful  of  bills  to  that  end 
have  been  introduced  in  the  House 
and  Senate,  and  two  of  them  have 
already  been  reported  by  the  House 
Committee  with  a  favorable  recom¬ 
mendation.  The  latter,  however, 
were  recommitted  to  the  Commit¬ 
tee  on  Health  and  Sanitation  so 
that  those  opposed  to  them  could  be 
given  a  hearing.  Of  the  cold  stor¬ 
age  bills  now  pending,  the  Gans 
bill  fixes  a  definite  time  in  which 
food  may  be  held  in  storage,  the 
period  being  specified  for  each 
commodity  in  ordinary  use.  It 
also  permits  county  commissioners 
to  name  inspectors.  The  Wutbank 
and  Dunn  bills  are  duplicates  and 
what  is  objected  to  in  them  is  a 
provision  that  the  Secretary  of  Ag¬ 
riculture  may  extend  the  time  in 
which  goods  may  be  held.  Some 
members  will  attack  the  inspection 
feature,  some  being  for  State  in¬ 
spection  and  others  for  the  county 
system.  The  Senate  hill  simply  re¬ 
quires  everything  put  in  cold  stor¬ 
age  to  be  so  marked,  so  that  the 
consumer  may  knQw  what  he  is 
buying.  This  bill  was  drafted  by 
Food  Commissioner  James  Foust. 
In  addition  to  the  above  proposed 
legislation,  Senator  Kline,  of  Pitts¬ 
burgh,  has  introduced  a  joint  reso¬ 
lution  calling  for  the  appointment 
of  a  commission  from  Senate  and 
House  to  investigate  the  cold  stor¬ 
age  plants  of  the  State,  as  well  as 
the  effect  of  cold  storage  on  food. 
If  this  resolution  passes  it  would 
prevent  the  passage  of  any  of  the 
pending  bills,  as  the  commission 
could  not  report  until  at  the  next 
session,  two  years  hence. 

There  will  be  no  repeal  of  the 
mercantile  tax  law  at  this  session  if 


II 
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the  Ways  and  Means  Committee’s 
recommendations  are  affirmed. 
After  hearing  representatives  of  all 
the  interests  affected  last  Tuesday, 
the  committee  decided  not  to  recom¬ 
mend  an  appeal.  At  the  hearing 
the  organizations  represented,  who 
were  in  favor  of  the  repeal,  were 
the  Pennsylvania  Retail  Merchants’ 
Association,  represented  by  Presi¬ 
dent  O’Neill  and  Secretary  Howes; 
Northwest  Business  Men’s  Associ¬ 
ation,  and  the  Market  Street  Busi¬ 
ness  Men’s  Association,  both  of 
Philadelphia ;  the  Coal  Exchange 
and  others.  All  argued  that  the  tax 
is  unwarranted,,  a  hardship  on  mer¬ 
chants,  and  that  when  the  cost  of 
collection  is  deducted,  the  result  is 
not  large  enough  to  justify  the  dis¬ 
advantages.  Counsel  for  the  Phila¬ 
delphia  Board  of  Mercantile  Ap¬ 
praisers  argued  that  the  mercantile 
tax  was  the  only  way  of  imposing 
part  of  the  cost  of  government 
upon  owners  of  stocks  of  goods  in 
stores.  The  attitude  of  the  com¬ 
mittee  against  the  repealer  will  al¬ 
most  certainly  mean  no  repeal  at 
this  session,  as  the  Legislature  will 
hardly  go  against  the  committee’s 
recommendation,  particularly  when 
it  is  supported  by  the  entire  State 
Government. 


STROLLER'S 

COLUMN 


Gee  whiz,  but  wouldn’t  it  be 
great  if  all  us  business  people  coulc 
say  just  what  we  thought  for  one 
day  without  losing  anything  by  it? 

Holy  smoke,  but  I’d  come  back 
from  the  dead  to  get  a  chance  like 
that ! 

Nobody  says  just  what  he  thinks 
now,  to  his  customers,  I  mean — 
he’s  afraid  of  losing  business  by  it 
and  he’s  sure  got  to  be.  He  would 
lose  business  by  it. 

I  f  my  scheme  went  through  there 
would  have  to  be  a  law  that  no  cus 
tomer  could  take  his  trade  away 
because  of  what  he  got  said  to  him 
Getting  that  law  through  can  be 
my  part  of  it.  That’ll  be  one  of  the 
little  things  I’ll  tend  to  when  I  go 
to  Congress. 

I’m  going  to  Congress  before  I’m 
dead  if  I  have  to  take  a  job  to  clean 
the  spittoons  there. 

I’m  talking  serious  about  this 
thing.  I  think  it  would  be  the 
greatest  thing  that  ever  happened- 
Radway’s  Ready  Relief  wouldn’t  be 
in  it  with  the  way  one  day  of  that 
would  ease  up  all  of  our  feelings. 

When  that  boarding  house  mad¬ 
am  comes  in  your  store  to  buy  stuff. 
She  keeps  a  sloppy  house  and  she 
keeps  a  sloppy  body.  Her  hands 
ain’t  clean  and  her  hair’s  been  slept 
in.  What  do  you  do  now  when  she 
puts  her  paws  all  over  stuff  you  ex- 
•pect  to  sell  to  other  people  to  eat? 
Nothing — if  you  kicked  she’d  get 

A  bill  was  introduced  on  Friday  sore-  Just  suPPose  you  could  say: 

“Take  your  filthy  paws  off  that 
cheese,  you  old  rip !  Think  any¬ 
body  wants  to  eat  stuff  after  you’ve 
glommed  all  over  it?” 

With  a  law  that  no  matter  what 
you  said  to  her,  she  couldn’t  take 
her  trade  away!  Oh  gee,  oh  joy! 

You  see  she  wouldn’t  care,  for 
she  could  vamoose  right  back  and 
take  it  out  of  the  boarder  who  has 
been  getting  on  her  nerves  for  six 
months !  She  could  call  him  a  hog 
and  a  skunk  and  if  he  left  he’d 
break  the  law  and  could  be  arrested. 


The  bill  fathered  by  the  Pennsyl¬ 
vania  Dairy  and  Food  Department 
to  establish  standards  for  con¬ 
densed  milk  and  other  milk  prod¬ 
ucts  has  been  favorably  reported 
from  committee.  Also  the  bill  to 
treat  rotten  eggs  with  kerosene  for 
selling  for  any  purpose. 

A  bill  is  now  pending  against 
dishonest  advertising. 

On  Thursday  the  first  trading 
stamp  bill  of  the  session  was  intro¬ 
duced  by  Representative  Bergey,  of 
Montgomery  County.  It  requires 
all  trading  stamps  to  bear  the  cash 
surrender  value. 


by  Mr.  Frey,  of  York  County, 
which  will  strike  a  blow  at  install¬ 
ment  houses.  At  present  these 
concerns  merely  “lease”  the  goods 
they  sell,  and  if  even  a  dollar  re¬ 
mains  unpaid  they  can  take  them 
back.  The  F'rey  bill  would  compel 
the  installment  house  to  give  credit 
for  the  amount  paid. 

R.  C. 

Florida  tangerines  are  ranging 
from  $3  to  $4  per  strap,  demand 
moderate. 


One  Day  to  Tell  Everybody  What  We 

You  fellows  have  all  got  women 
that  buy  three  eggs  and  a  quarter 
pound  of  coffee  at  a  time.  When 
one  of  ’em  gets  off  that  old  bluff 
about  “thinking  things  were 
fresher  when  she  bought  ’em  that 
way,”  you  could  open  up  for  the 
first  time  in  your  whole  lives.  Why 
it  would  be  like  going  to  Heaven ! 

“I  don’t  think  that’s  your  reason 
at  all,  Mrs.  Smith,”  you  could  say 
to  her,  “I  think  it’s  because  you’re 
too  pison  mean  to  buy  decent.” 

Just  think  of  getting  that  off 
your  chest ! 

Not  long  ago  I  was  standing  in 
a  customer’s  store — a  big  place 


kept  by  a  big,  honest  fellow.  A 
woman  was  in  there  buying  vege¬ 
tables  and  the  boss  was  waiting  on 
her.  I  heard  her  say  to  another 
woman : — 

“Oh,  yes,  I  have  to  watch  Mr. 
So-and-so ;  that’s  the  only  way  I 
can  get  things  fit  to  eat.  If  I  didn’t 
watch  him  he’d  put  any  old  stuff 
off  on  me.” 

She  said  it  with  a  laugh,  but  it 
was  nasty  all  the  same.  What  did 
the  boss  do?  Smiled  as  if  she  had 
handed  him  a  compliment  on  his 
shape.  Did  he  feel  smiley?  He 
did  not;  he  was  afraid  of  showing 
what  he  really  felt,  for  he’d  have 
lost  her  trade  and  been  sued  for 
assault  and  battery  and  slander. 

Just  suppose  the  old  man  could 
have  got  this  off : — 

“You  don’t  watch  me  any  worse 
than  I  watch  you,  Mrs.  Jackson. 
If  I  didn’t,  you’d  steal  about  one- 
third  more  than  you  pay  for.  As 
a  matter  of  fact,  you’re  the  biggest 
hog  outside  of  a  pen  !” 

Oh,  lulu,  but  what  a  joy  to  be 
able  to  get  rid  of  that,  that’s  been 
pushing  to  be  said  for  five  years! 
There  ain’t  anything  in  all  the 
world  in  the  way  of  precious 
moments  that  would  be  in  it  for  a 
second. 

I’d  hand  a  few  over  myself.  I 
lave  a  customer  that  I’ve  been  sell- 


Think. 

ing  goods  to  for  about  three  years. 
He  buys  a  good  bit  of  stuff,  and  his 
store  is  handy,  and  that’s  the  reason 
I  keep  on  going  there.  The  house 
never  made  a  dollar  on  him.  There 
ain’t  ever  one  shipment  that  he 
don  t  make  a  claim  on,  and  our 
credit  man  fights  with  him  all  the 
time  over  grabbing  discounts  that 
he  ain’t  entitled  to.  We’ve  caught 
him  in  crooked  little  deals,  but  no¬ 
body  ever  said  anything.  Why? 
Because  business  makes  cowards  of 
us  all,  I  guess. 

If  I  could  go  into  that  fellow’s 
store  some  day,  and  feel  sure  that 
he’d  have  to  go  on  buying  goods  of 
me  no  matter  what  I  said,  I  would 
hand  that  gent  something  that 
would  warm  his  hide  till  it  fried. 

I  would  call  him  just  what  I 
think  he  is — know  he  is,  I  mean — 
and  I  would  call  it  to  him  in  four 
languages. 

And  then  I’d  knock  off  work  for 
the  day  and  go  sit  somewheres  and 
just  smile  to  myself. 

The  Stroller. 


SUGGEST 

MAPLEINE 

To  your  customers  as 
a  change  of  “Flavor.” 
It  can  be  used  like 
lemon  or  vanilla. 

It  makes  delicious  table 
syrup  wheu  added  to  white 
sugar  and  water. 

Order  from  your  j  obber  or 
Frank  A.  Smith  &  Co. 
105  S.  Front  St., 
Philadelphia,  Pa. 


Crescent  Mfg.  Co. 
Seattle,  Wash. 


The  One  Pure  Sugar  Syrup 

Lyle’s  ©olden  Syrup  —  perfectly 
dear,  s  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  lira 
in  it.  absolutely  free  from  press r- 
vativee.  A  product  which  every  one 
httpt  having.  If  you  want  to  please 
yonr  trade  tell  them  about  It. 

2 6*  PROFIT 

■art  ealea  and  pleated  cast  out  era. 

H.  Kellogg  &  Sons 

Philadelphia 
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Two  Lenten  Windows 


No.  i. 

The  fish  display  is  arranged  as  follows :  First  cover  the  bottom 
he  window  with  green  cheese  cloth,  arranging  it  in  little  tufts  to 
ate  waves.  Along  the  front  place  three  platters,  on  which  display 
salmon,  mackerel  and  herring.  Back  of  the  platters  place  small 
imids  of  the  canned  fish  and  between  the  platters  place  pyramids 


anned  lobster.  In  the  centre,  a  little  towards  one  side,  build  a  boat 
anned  salmon.  Place  a  nice,  round  stick  in  the  centre  for  a  mast — 
ire  nail  or  two  will  hold  it  firm  at  the  bottom  of  the  window — and 
:e  three  smaller  sticks  from  this.  Make  the  sails  of  pure  white 
pping  paper  or  muslin,  as  you  prefer,  and  letter  as  illustrated  in 
:k.  Place  an  American  flag  on  top. 

In  the  right  hand  corner  place  a  small  box  and  lay  a  few  bags 
and  it  to  represent  a  bank  or  mound  of  earth.  Cover  with  small 
es  of  imported  sardines.  Make  a  lighthouse  of  canned  salmon, 
ke  the  top  out  of  heavy  paper  or  pasteboard.  Place  an  electric 


light  globe  in  it,  which  shows  up  fine  at  night.  Across  the  rear  place 
irregular  rows  of  canned  salmon  or  shrimps.  Place  dark  blue  crepe 
paper  all  over  the  rear  to  form  a  background. 

No.  2. 

The  display  of  fruit  and  vegetables  is  arranged  as  follows :  First 
cover  the  bottom  of  the  window  with  green  crepe  paper.  In  the 
centre,  in  front,  place  a  large,  neat  sign  card,  with  lettering  like  in  cut. 
At  each  side  place  a  nice  little  pyramid  of  lettuce  and  spinach.  In  the 
centre,  at  the  rear,  place  a  box  and  around  this  place  bags  to  form  a 
slant  and  solid  enough  to  hold  fruit.  At  the  bottom  of  it  place  a  row 


of  choice,  large  grapefruit,  then  fill  it  with  choice  fruits,  such  as 
grapes,  apples,  bananas,  oranges,  lemons,  etc.  Place  a  nice,  large  stalk 
of  celery  as  illustrated.  In  each  corner  place  a  pyramid  of  vegetables, 
such  as  cabbage,  sweets,  turnips,  carrots,  etc.,  and  place  a  large  stalk 
of  celery  on  top.  Place  green  crepe  paper  all  over  the  window  at  the 
rear  for  a  background. 


frozen  Fruit  to  be  Considered 
Adulterated. 

he  Food  and  Drug  Board  has 
ed  the  following  decision  re- 1 
ding  the  sale  of  frozen  fruit : —  j 

frozen  citrus  fruit. 

It  has  come  to  the  attention  of 
e  Board  of  Food  and  Drug  In¬ 
action  that,  as  a  result  of  a  re¬ 


cent  freeze,  citrus  fruit  that  has 
been  badly  damaged  by  frost  is  be¬ 
ing  placed  on  the  market. 

Citrus  fruit  is  injured  in  flavor 
by  freezing  and  soon  becomes  dry 
and  unfit  for  food.  The  damage 
is  evidenced  at  first  by  a  more  or 
less  bitter  flavor,  followed  by  a 
marked  decrease  in  sugar,  and  es¬ 
pecially  in  acid  content.  Fruit  which 


has  been  materially  damaged  by 
freezing  is  inferior  and  decom¬ 
posed  within  the  meaning  of  the 
Food  and  Drugs  Act. 

For  the  guidance  of  those  en¬ 
gaged  in  shipping  citrus  fruit,  it  is 
announced  that,  pending  further  in¬ 
vestigation,  the  following  princi¬ 
ples  will  be  observed  in  enforcing 
the  Food  and  Drugs  Act : — 


Citrus  fruit  will  be  deemed  adul¬ 
terated  within  the  meaning  of  the 
Food  and  Drugs  Act  if  the  con¬ 
tents  of  any  package  found  in  inter¬ 
state  commerce  contains  15  per  cent, 
or  more  of  citrus  fruit  which,  on 
a  transverse  section  through  the 
center,  shows  a  marked  drying  in 
20  per  cent,  or  more  of  the  ex¬ 
posed  pulp. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 

Auwen  to  Want  Advertisements  inserted  in  this  department  may  be  addressed  to  the  "  Grocery  World 
and  General  Merchant”  when  desired,  provided  the  advertisement  is  accompanied  by  xo  cents  in  postage  to 
pay  fer  remaihng  the  same.  The  price  of  each  insertion  is  two  cents  per  word  in  advance. 

FOR  SALE. 

at  a  very  low  figure,  $4,500.  The  dwelling 
contains  eight  rooms,  bath  and  all  conven¬ 
iences.  The  above  figure  includes  an  ad¬ 
joining  lot  18x60  feet.  17 

FOR  SALE. — Or  exchange  for  grocery 
business,  no  acre  farm.  High  state  of  cul¬ 
tivation.  Charles  E.  Allinson,  Burlington, 
N.  J.  6 

FOR  SALE. — On  account  of  sickness  will 
sell  stock  and  fixtures  of  an  old-established 
delicatessen  store  with  steady  trade.  To 
sell  at  once  will  accept  the  low  figure  of 
$1  950.  Rent,  $40  per  month.  Location, 
Sixtieth  Street,  south  of  Market,  West  Phil¬ 
adelphia.  Address  “Groceiy  World  and 
General  Merchant,”  927  Arch  Street,  Phila¬ 
delphia,  Pa.  17 

FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new  stock  recently  put  in.  Best 
Lcation  in  the  town,  with  600  population. 
Good  shipping  point  for  country  produce. 
Doing  good  business.  Best  of  reasons  for 
selling.  Moderate  investment.  Address, 
Box  14',  Beaver  Springs.  Pa.  6 

FOR  SALE. — Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  Ai 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — Grocery,  cigars  and  confec 
tionery.  Excellent  stand  for  delicatessen. 
Ten  rooms,  all  rented,  at  subway  and  ele¬ 
vated.  Cause  for  sale,  sickness.  If  sold 
now  will  sell  for  $950.  Apply  B.  W.,  “  Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
$1,150,  if  sold  at  once.  Rent  $11  per  month. 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa.  9 

FOR  SALE. — Stock  and  fixtures  of  an  old 
comer  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen. 
Will  sell  to  a  quick  buyer  for  $525.  Rent, 
$35  per  month  ;  8  rooms.  1801  N.  Twenty- 
seventh  St.,  Philadelphia,  Pa.  9 

FOR  SALE.— Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  $8,500.  Cor.  Firth  and 
Twenty-third  Sts.,  Philadelphia,  Pa.  8 

AGENTS  WANTED. 

WANTED. — Salesmen.  Easy  money  made 
at  spare  moments  selling  fruits,  nuts  and 
vegetables  on  commission  basis  for  the 
“  best  house  in  Philadelphia,”  and  not 
interfere  with  your  regular  position.  Write 
quick  for  full  particulars.  Representative 
wanted  in  every  town  in  Pennsylvania. 
Address,  Edgar  J.  Thomas,  250  S.  Front  St., 
Philadelphia,  Pa.  tf 

FOR  SALE. — Stock  and  fixtures  of  a  gro¬ 
cery  and  provision  store.  Has  a  good  trade 
in  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  sell  to  a  quick  buyer  for 
$1,200.  Rent,  $35  per  month.  N.  E.  cor. 
Sixth  and  Porter  Sts.,  Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
figure,  $675,  if  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  $25  per  month. 
Cor.  Washington  and  Alden  Sts.,  West 
Philadelphia,  Pa.  8 

WANTED. 

WANTED. — Wholesale  grocery  account  or 
grocery  specialties,  coffees,  teas,  etc.  Es¬ 
tablished  trade  in  Eastern  Pennsylvania. 
Address  X,  “Grocery  World  and  General 
Merchant,”  927  Arch  Street,  Philadelphia, 
Pa.  11 

FOR  SALE. — Old  established  store  and 
stock,  large  storehouse,  two-story  ware¬ 
house,  nine-room  dwelling,  large  barn,  eight 
acres  good  land.  General  merchandise 
stock  at  inventory,  about  $6,000.  Town  of 
300  inhabitants,  besides  large  farming  com¬ 
munity  surrounding.  Large  cigar  factory 
source  of  employment  to  townspeople. 
Investigation  invited  from  anybody  looking 
for  money-making  proposition.  Reason  for 
selling,  other  business.  John  D.  Landis, 
Tylersport,  Pa.  7 

PATENTS 

and  Trade-markt  procured  promptly  and 
pro  parly  la  ail  ao  nutria  a. 

Osils  &  Bnis,  WashlDftea,  D.  0. 

FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in. 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454, 
Slatington,  Pa.  8 

MANY  GROCERS 

Find  It  pays  than  to  read  the 
"good  Btnff"  In 

The  Advertising  World 

Col  on  boa,  Ohio 

Saatpla  traa,  or  fear  noatfca'  trial  far  10  aaaio 

FOR  SALE. — Stock  and  fixtures  of  estab¬ 
lished  grocery  and  provision  store.  Will 
sell  to  a  quick  buyer  for  $650.  Corner  Sum¬ 
mer  and  Vodges  Streets,  between  Fifty-fifth 
and  Fifty-sixth.  Vine  and  Race  Streets, 
Philadelphia.  The  propel  ty  can  be  bought 

— 
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Reasons  Why  “Private 
Estate”  Coffee  is  Differ¬ 
ent  from  Other  Coffee 
and  Will  Sell  Better 

—  INo.  I  = 

It’s  packed  differently.  Instead  of 
tame  bag  or  carton,  it  is  packed  in 
clever  burlap  bags  holding  one  pound. 
If  the  customer  prefers  it,  it  is  also 
packed  in  one  and  three-pound  tins. 

The  burlap  bags  give  PRIVATE 
ESTATE  Coffee  an  indescribable  class. 
A  window  full  of  them  is  sure  to  at¬ 
tract  attention  ;  they  look  different — 
imported,  oriental.  Such  merchandise 
always  sells.  Naturally,  the  burlap 
bag  won’t  sell  it  more  than  once,  but 
the  contents  of  the  bag  will. 

Sells  to  you  at  28  cents  a  pound.  You  get  what  you 
like  for  it. 

Private  Estate  Coffee  Company 

Successors  to  F.  A.  CAUChOIS  &  CO. 

21=33=25  FULTON  STREET 
ruuoN  mills  New  'V ork 


WORRY 

over  bookkeeping  ?  Sell  them  a  Ten 
Dollar  or  any  other  size  of  FORBES 

\mu  coupon  books 

and  have  only  one  entry  where  you 
have  dozens  now. 

We  have  sold  millions  of  them.  Why  worry  about 
forgotten  charges,  disputes,  over-running  accounts, 
losses,  etc.,  when  our  books  will  cure  these  evils? 
Simplest  and  best  system  devised.  For  cash  or  credit. 
All  sizes.  F.  O.  B.  your  express  office  or  by  mail 
when  necessary.  Why  worry? 

Ask  us  for  free  samples. 

•J-  P.  FORBES,  Boldin*,  Coshocton,  Ohio 


UHOUf STIDKM THE  FINEST  COFFEE  COMING  T0TH1S MARJtfT. 
CARErUlLYROASTEO&BLENOEDSOASlOSUlTIHEPOPlILAfiTASTE 

^PRIVATE 

ESTATEii 

COFFEE 

f.  A.CAUCHOIS&CO.-THE  FULTON  MILLS  ’ 
NfWVORK-PHILAOELPHIA- CHICAGO. 


ESTABLISHED  1851. 


WHY 


UNSOLICITED 


praise  and  testimony  for  the  Fels-N&ptha-w&y  of  washing  have  done  much  to 
increase  its  popularity. 

The  retail  grocers  have  been  generous  with  recommendation  of  Fels-Naptha 
soap.  They  know  its  merit.  Daily  contact  with  consumer,  and  the  experi¬ 
ence  with  their  family  proved  Fels-Naptha  to  them. 
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Government  Says  Southern  Wholesale 
Grocers  Have  Not  Obeyed 
Anti-Trust  Decree 


Begins  Prosecution  for  Contempt  Against  Association  and  Fifty- 
four  Individual  Jobbers.  Charge  is  Continuing  to  Harass 
Manufacturers  Who  Sell  Retailers  and  Cutters,  After  Being 
Ordered  by  the  Court  Oct.  17th,  1911,  to  Cease.  Clabaugh 
Asks  Trade  Everywhere  for  Evidence. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Birmingham,  Ala., 

February  io,  1913. 

Suddenly  and  much  to  their  sur¬ 
prise,  the  Southern  Wholesale 
Grocers’  Association  and  fifty-four 
individual  jobbers  who  are  mem¬ 
bers  of  it,  including  several  of  the 
largest  wholesale  grocers  in  the 
South,  have  been  taken  into  the 
United  States  Court  here  during 
the  past  week  for  alleged  contempt 
of  court.  The  charge  is  that  the 
defendants  have  not  obeyed  the  or¬ 
der  of  the  court  of  October  17, 
1911,  to  cease  interfering  with 
manufacturers  and  retailers  who 
wanted  to  do  business  direct  and 
not  through  jobbers. 

In  its  bill  of  complaint,  the  Gov¬ 
ernment  declares  that  the  defend¬ 
ants  have  employed  coercion, 
threats,  intimidation  and  persua¬ 
sion  to  prevent  manufacturers, 
wholesalers  and  retailers  from  re¬ 
ducing  prices.  It  is  charged  they 
have  sought  to  coerce  and  compel 
manufacturer  and  producer  to  mar¬ 
ket  his  product  through  the  medium 
of  the  wholesaler  and  have  con¬ 
spired  to  prevent  direct  transactions 
from  producer  to  retailer  or  con¬ 
sumer. 

These  are  things  forbidden  by 
the  decree  and  the  court  here, 
which  entered  it  October  17,  1911, 
is  asked  by  Attorney-General 
Wickersham  to  make  an  order  re¬ 
quiring  the  defendants  to  show 
cause  why  they  should  not  be  at¬ 
tached  and  punished  for  contempt 
of  court.  If  convicted  the  defend¬ 
ants  will  undoubtedly  go  to  prison. 
It  has  been  given  out  here  that  the 
Government  has  been  quietly  work¬ 
ing  for  several  months,  and  that 
its  agents  have  obtained  a  great 
mass  of  evidence  showing  that  the 
jobbers  have  still  boycotted  manu¬ 
facturers  who  sold  retailers  direct, 
and  that  they  have  also  taken  steps 
to  punish  other  jobbers  who  re¬ 
fused  to  maintain  prices. 


The  Government  charges  that 
the  defendants  have  published  two 
editions — in  December,  1911,  and 
August,  1912 — of  what  is  known 
as  the  “green  book”  containing  a 
list  of  persons  doing  an  exclusive 
wholesale  business.  The  purpose 
and  effect  of  this  book,  it  is 

0 

charged,  is  to  delay  and  prevent  re¬ 
tail  dealers  and  consumers  from 
buying  directly  from  manufac¬ 
turer  and  producer. 

The  petition  cites  three  letters, 
said  to  have  been  written  by  Presi¬ 
dent  McLaurin,  of  the  association, 
to  show  the  alleged  purpose  of  the 
defendants  to  prevent  manufactur¬ 
ers,  wholesalers  and  retailers  from 
reducing  prices  on  certain  commod¬ 
ities.  Nine  other  letters  written  by 
Mr.  McLaurin  are  incorporated  in 
the  petition  with  the  purpose  of 
showing  that  commerce  between 
producer  and  retailer  or  consumer 
is  being  restrained  in  violation  of 
the  decree.  Each  of  these  letters 
is  declared  to  be  a  specific  act  of 
contempt. 

R.  O.  Eastman. 

The  first  jobber  that  the  South¬ 
ern  Association  forced  out  of  busi¬ 
ness  was  Hinton  G.Clabaugh,  of  At¬ 
lanta,  Ga.  Mr.  Clabaugh  sued  the 
association  and  got  heavy  damages, 
besides  getting  a  court  decree  or¬ 
dering  the  association  to  cease  the 
practices  which  had  been  operated 
against  him.  Later  Mr.  Clabaugh 
entered  the  employ  of  the  United 
States  Department  of  Justice,  and 
has  been  working  up  the  evidence 
in  the  case  now  reopened  against 
the  Southern  organization.  Mr. 
Clabaugh  has  sent  this  journal  a 
copy  of  the  inquiries  the  Govern¬ 
ment  has  circulated  among  the 
trade  all  through  the  Eastern  trade, 
both  North  and  South.  They  are 
as  follows : — 

February  8,  1913. 

Dear  Sir : — In  connection  with 
the  matter  pending  in  the  District 
Court  of  the  United  States  for  the 
Northern  District  of  Alabama,  the 
Department  of  Justice  is  desirous 
of  knowing  just  what  your  expe¬ 
rience  has  been  in  purchasing  goods 
directly  from  manufacturers  mar¬ 
keting  their  products  in  Southern 
territory,  and  who  are  alleged  to  be 


working  in  harmony  with  the 
Southern  Wholesale  Grocers’  Asso¬ 
ciation,  or  local  association. 

It  is  not  desired  to  unnecessarily 
inconvenience  you  by  reason  of  this 
letter  of  inquiry,  but  it  will  be  high¬ 
ly  appreciated  if  you  will  answer 
the  inquiries  and  comply  fully  with 
the  following  requests  : — 

No.  1.  Have  you  had  any  trou¬ 
ble  purchasing  goods  direct  from 
manufacturers,  or  others,  SINCE 
OCTOBER  17,  1911,  and,  if  so, 
please  answer  in  such  detail  as  is 
practicable,  giving  the  names  of 
those  from  whom  you  were  or  are 
unable  to  obtain  goods  direct. 

No.  2.  Have  any  representatives 
of  manufacturers,  or  others,  men¬ 
tioned  the  Wholesale  Grocers’  As¬ 
sociation — either  local  or  Southern 
— as  an  obstacle  in  the  way  of  their 
real  desire  to  sell  you  direct,  and, 
if  so,  please  answer  in  sudh  detail 
as  is  practicable. 

No.  3.  Please  forward  any  and 
all  correspondence  you  have  iiad 
SINCE  OCTOBER  17,  1911,  with 


Harrisburg,  Pa.,  Feb.  14,  1913. 
Everything  points  to  the  passage 
of  a  law  against  dishonest  advertis¬ 
ing  at  this  session.  The  House 
took  up  House  Bill  2 77  during  the 
week  and  passed  it  on  second  read¬ 
ing,  passing  it  finally  on  the  follow¬ 
ing  days.  It  has  now  gone  to  the 
Senate,  where  it  is  also  expected  to 
pass.  The  bill  is  severe  and  is  in¬ 
tended  to  cover  every  possible  mis¬ 
representation  that  a  man  can  make 
about  his  goods  in  his  advertising: 
as  to  quantity,  quality,  method  or 
cost  of  production,  or  manner  or 
source  of  purchase,  and  so  on.  The 
text  of  the  bill  is  as  follows : — 

AN  ACT 

To  prohibit  the  making  or  dissem¬ 
ination  of  false  or  misleading 
statements  or  assertions  concern¬ 
ing  any  merchandise,  securities  or 
services,  and  providing  penalties 
for  the  violation  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  that  who¬ 
ever  in  a  newspaper,  periodical,  cir¬ 
cular  form  letter  or  other  publica¬ 
tion  published,  distributed  or  cir¬ 
culated  in  this  Commonwealth,  or 
in  any  advertisement  in  this  Com¬ 
monwealth  knowingly  makes  or  dis¬ 
seminates,  or  causes  to  be  made  or 
disseminated,  any  statement  or  as¬ 
sertion  concerning  the  quantity,  the 
quality,  the  value,  the  merit,  the 
use,  the  present  or  former  price, 
the  cost,  the  reason  for  the  price  or 
the  motive  or  purpose  of  a  sale  of 
any  merchandise,  securities  or  serv- 


any  one  relating,  directly  or  indi¬ 
rectly,  to  purchasing  goods  direct, 
or  which  relates  to  any  wholesale 
grocers’  association. 

No.  4.  Please  set  out  the  names 
of  any  so-called  wholesale  grocers 
who  sell  any  of  your  customers 
or  who  sell  to  consumers,  to  any 
extent,  directly  or  indirectly,  or  whc 
are  in  any  way  interested  in  or  con¬ 
nected  with  a  retail  establishment 

No.  5.  Please  give  the  names  o: 
a  number  of  the  more  prominen 
manufactures  from  whom  you  pur 
chase  direct. 

No.  6.  Please  state  approximate 
ly  the  annual  amount  of  business 
done  by  your  firm  or  company. 

No.  7.  Use  of  the  inclosed  self 
addressed  envelope  is  suggested  a 
a  matter  of  convenience  to  you  fo 
your  reply,  and  it  requires  no  stamp 
If  the  papers  forwarded  by  you  an 
too  bulky  to  inclose,  it  is  suggestei 
that  you  simply  wrap  same  an< 
paste  the  addressed  envelope  on  th. 
top  of  the  bundle — mailing  in  th< 
usual  way. 


ices,  or  concerning  the  method  0 
cost  of  production  or  manufactur 
of  such  merchandise,  or  the  posses 
sion  of  rewards,  prizes  or  distinc 
tions  conferred  on  account  of  sue 
merchandise,  or  the  manner  c 
source  of  purchase  of  such  mei 
chandise  or  securities  which  is  ur 
true  or  calculated  to  mislead,  sha 
be  guilty  of  a  misdemeanor,  and  o 
conviction  be  sentenced  to  pay  a  fin  1 
of  not  less  than  $100  nor  more  tha 
$1,000,  or  by  imprisonment  in  th 
county  jail  not  exceeding  sixt 
days,  or  by  both  such  fine  and  irr 
prisonment. 

*  *  * 

One  of  the  largest  hearig: 
given  so  far  this  session  by  £.} 
committee  as  to  a  pending  bill  vis 
held  in  the  Senate  chamber  hi 
Tuesday  afternoon  from  2.45  t(C 
o’clock.  It  was  held  before  ie 
Senate  Committee  on  Health  id 
Sanitation,  and  was  supposed!® 
consider  the  proposed  new  geneil 
food  law  as  well  as  the  propod 
soft  drink  law.  So  much  time  us 
taken  over  the  general  food  hi, 
however,  that  the  hearing  on  ie 
soft  drink  bill  was  postponed  1- 
til  further  notice. 

There  were  over  200  persus 
present,  nearly  all  of  the  tra;s 
affected  by  the  bill,  and  many  )f 
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m  from  Philadelphia.  The 
iladelphia  Grocers’  and  Import- 
’  Exchange  was  represented 
h  about  forty  members,  and 
re  was  a  large  delegation  from 
Philadelphia  Retail  Grocers’ 
sociation,  led  by  Reno  Schoch, 
retary.  The  confectionery,  bak- 
powder  and  soft  drink  people 
re  also  represented.  * 
i.  G.  Kurtz,  of  Reading,  acted 
a  sort  of  chairman  of  the  job¬ 
s’  interests,  for  which  F.  S.  Ed- 
nds  appeared  as  counsel.  Mr. 
monds  first  protested  against 
r  change  in  the  law,  as  none  was 
:ded,  and  then  presented  eight 
ections  to  the  bill  as  drawn. 
Inly  these  were  points  that 
uld  put  Pennsylvania  out  of 
ch  with  the  regulations  of  the 
ieral  Government  and  of  other 
ites. 

"red.  Drake,  of  Easton,  Pa.,  de¬ 
fied  the  use  of  sulphur  dioxide 
dried  fruits,  contending  that  all 
ites  and  the  Federal  Govern- 
nt  permitted  it.  He  was  some- 
at  flabbergasted  when  Dr.  C.  H. 
wall.  State  chemist,  read  a  list 
several  States  that  forbade  sul- 
ir.  Later  it  developed,  however, 
t  several  of  these  States  did  not 
bid  it  by  law  but  only  under 
)artment  rulings. 

A.  representative  of  P.  Duff  & 
ns,  Pittsburgh  molasses  manu- 
turers,  defended  the  use  of  sul- 
ur  in  molasses.  He  said  that  no 
•lasses  was  made  in  the  LTnited 
ites  without  it  and  could  not 
Dperly  or  satisfactorily  be  made, 
.rbadoes  molasses  did  not  contain 
but  there  was  so  little  of  that 
didn’t  make  any  difference. 
Frank  Halpen,  of  Philadelphia, 
id  about  thirty  letters  from  hos- 
als  and  public  institutions  which 
jularly  used  bleached  dried  fruit 
r  years  without  a  case  of  illness 
)m  it. 

Secretary  Reno  Schoch  read  a 
l  r  e  f  u  1 1  y  prepared  argument 
ainst  the  elimination  of  the  re- 
iler’s  guarantee  clause  and  in 
vor  of  giving  dealers  some  chance 
dispose  of  goods  previously 
iught,  before  the  law  went  into 
feet. 

An  attorney  for  the  Corn  Prod- 
:ts  Co.  asked  that  glucose  and 
•rn  syrup  be  inserted  in  the  bill 
ith  the  names  of  other  permitted 
gredients.  These  were  in  the  act 
1909,  but  for  some  reason  have 
;en  omitted  from  the  new  bill. 
Lyman  D.  Gilbert,  Esq.,  counsel 
>r  the  H.  J.  Heinz  Co.,  asked  that 


sucrose  be  inserted  among  the  list 
of  permitted  ingredients  and  the 
Department  representatives  agreed 
to  do  this. 

Several  other  speakers,  among 
them  F.  Butler  Reeves,  of  Philadel¬ 
phia;  E.  R.  Jenkins,  of  Pittsburgh; 
Ralph  Gould,  of  California,  and 
others,  protested  against  the  pas¬ 
sage  of  any  new  legislation  on  the 
ground  that  the  present  bill  was  ac¬ 
complishing  everything  desired. 
They  also  defended  sulphur  diox¬ 
ide. 

A.  C.  Keely,  William  Chapman 
and  William  Rosskam,  of  Philadel¬ 
phia,  and  George  H.  Calvert,  of 
Pittsburgh,  appeared  for  the  con¬ 
fectionery  interests.  They  asked 
that  confectioners  be  allowed  to  use 
the  seven  coal-tar  dyes  that  the 
Federal  Government  had  found  to 
be  harmless,  and  there  seemed  to 
be  no  opposition  to  this  and  it  will 
probably  be  done. 

During  the  hearing  Chairman 
Jones  asked  whether  natural  rice, 
that  is,  rice  not  coated  with  glucose 
and  talc,  could  be  preserved  from 
weevils  by  storing  in  cold  storage. 
Nobody  knew  and  the  question 
went  unanswered. 

Practically  none  of  the  speakers 
against  the  bill  touched  on  benzo¬ 
ate  of  soda,  and  it  looked  as  if  the 
trade  interests  had  decided  to  let 
that  question  go  by  the  board.  No 
speaker  touched  at  any  length  on 
the  alum  baking  powder  question, 
either. 

The  Dairy  and  Food  Department 
was  represented  by  Commissioner 
James  Foust,  Col.  A.  H.  Wood¬ 
ward,  of  Clearfield,  Pa.,  general 
counsel,  and  Drs.  Lawall  and 
Frear,  both  State  chemists.  Dr. 
Lawall  was  the  chief  chemical 
speaker  and  argued  that  the  in¬ 
gredients  which  the  new  bill  for¬ 
bade  were  deleterious  to  health. 
He  did  not  present  any  evidence, 
however,  of  cases  of  illness  which 
he  could  personally  vouch  for. 

Col.  vVoodward  talked  about  the 
measure  being  framed  in  the  inter¬ 
est  of  the  people,  and  dwelt  a 
great  deal  on  benzoate  of  soda.  He 
defended  the  elimination  of  the  re¬ 
tailer’s  guarantee  clause  on  the 
ground  that  unprincipled  manufac¬ 
turers  from  outside  the  State  sold 
goods  to  Pennsylvania  retailers 
with  a  false  guarantee.  This  let 
the  retailer  free  and  made  it  im¬ 
possible  to  punish  anybody.  All  of 
the  Department  speakers  were 
heckled  a  good  deal,  and  did  not 
appear  to  make  a  very  strong  im- 


Nos.  1211-13-15  N.  Second  Street 
PHILADELPHIA,  PA. 


We  will  quote  you  on  receipt  of  your  request  prices  on 
Wilbur’s  Cocoa,  Argo  Starch  and  Babbitt's  Soap, 
that  may  save  you  some  money.  In  6-box  lots  Bab¬ 
bitt’s  Soap  will  be  delivered  free  of  freight  to  your 
Btation. 

Horseshoe  Salmon,  4  doz.  cases,  per  doz .  $1.76 

Fancy  Maine  Corn,  while  lot  lasts,  per  doz.  ........  1G7# 

As  fine  goods  as  Maine  packs  ;  labeled  with  wrapper  label. 

Good  New  No.  3  Barley,  100  lbs .  2.26 

The  American  Preserve  Company’s  Pure  Jellies,  2  doz. 

10-cent  tumblers,  assorted,  in  case,  per  doz .  .76 

The  Corn  Products  Refinery  Company  will  allow  you  10 
cents  per  case  on  6  cases,  11  cents  on  10  cases,  for  a 
window  or  counter  display.  Get  cur  price  on  6  or  1C- 
case  lots. 

Don’t  forget  the  No.  1  Quality,  Double-dipped,  Full  Count, 

Full  Length  600  Matches,  per  gross .  3.30 

You  buy  always  with  this  guarantee  :  Freight  back  if  they  don’t 

please  your  trade. 

Our  Norway  Mackerel  are  selected  by  one  of  the  best 
experts  in  Philadelphia.  We  guarantee  barrels  200 
lbs.,  half-barrels  100  lbs.,  quarter-barrels  60  lbs.,  full 
weight  Fancy  Fat  White  Norway  Mackerel.  When 
you  want  Mackerel  that  will  advertise  your  business 
by  their  quality,  get  our  prices,  THEY  WILL  SURELY 
PLEASE  YOU. 

We  will  send  on  request  samples  of  any  of  the  following 
goods.  Our  samples  are  exactly  like  the  goods  they 
represent: — 

A  Good  Head  Rice,  100-lb.  bags .  6.38 

A  Good,  Sweet,  Drinking  Coffee  at  a  low  price,  100-lb. 

bags . 18^ 

The  Finest  Cloudy  Syrup  made,  barrels .  .23 

Half-barrels . .  -26 

Madagascar  Lima  Beans,  they  look  exactly  like  Califor¬ 
nia  Lima  Beans,  could  be  sold  for  them,  they  000k 
well  and  eat  well,  about  80-lb.  bags,  per  lb .  .00# 

Send  cash  with  order  or  reference  and  goods 
will  be  shipped  and  you  can  mail  check  after 
you  have  received  goods.  The  business  of 
prompt  paying  trade  solicited  ::  ::  ::  :: 


William  C.  Young 
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pression  on  the  committee.  After 
the  hearing  one  of  the  most  in¬ 
fluential  members  of  the  committee 
stated  that  in  all  probability  the 
committee  would  recommend  a 
bill,  but  said  that  it  would  prob¬ 
ably  be  fair  to  all  interests. 

On  Tuesday  Representative 
Richards,  Allegheny  County,  in¬ 
troduced  a  bill  allowing  the  use  of 
coloring  matter  in  oleomargarine, 
and  reducing  license  fees  to  $18  for 
a  retailer,  $10  for  a  hotel,  and  $6 
for  a  boarding  house.  Another  bill 
lias  been  introduced  by  a  Philadel¬ 
phia  member  revoking  all  licenses 
except  manufacturer  and  whole¬ 
saler. 

Another  cold  storage  bill  ap¬ 
peared  on  Wednesday — from  Rep¬ 
resentative  Letzkus,  of  Allegheny 
County.  It  places  all  cold  storage 
warehouses  under  the  control  of  the 
Secretary  of  Agriculture,  and  pro¬ 
hibits  the  keeping  of  food  in  stor¬ 
age  to  twrelve  months.  The  cold 


The  average  grocer  is  apt  to  con¬ 
sider  that  he  sells  tea  and  coffee  as 
a  matter  of  course.  He  overlooks 
the  fact  that  this  is  one  of  the  best¬ 
paying  branches  of  his  business  and 
in  consequence  does  not  see  the  ad¬ 
vantage  there  would  be  in  making 
this  a  real  live  department.  He 
knows  very  little  about  coffee.  He 
does  not  understand  the  quotations 
as  they  appear  in  the  various 
papers.  He  rarely  tries  to  sell  cof¬ 
fee  or  any  particular  brand  of 
coffee,  merely  weighing  it  out  when 
called  for.  He  does  not  know  how 
the  profits  on  coffee  and  tea  com¬ 
pare  with  other  merchandise  he 
handles.  He  has  thought  very  lit¬ 
tle  as  to  displaying  coffee  or  tea 
and  less  as  to  advertising  his 
brands. 

First  he  needs  education  and  the 
only  medium  through  which  this  is 
obtainable  is  the  trade  press. 
There  are  no  text  books  on  coffee 
and  tea  that  the  average  grocer  can 
obtain  and  he  would  have  very  lit¬ 
tle  time  or  inclination  to  study 


storage  situation  was  changed  on 
Wednesday,  when  a  special  com¬ 
mittee  was  appointed  by  the  House 
to  consider  all' the  cold  storage  bills 
so  far  introduced  and  recommend  a 
compromise  measure.  The  com¬ 
mittee  consists  of  W.  H.  Wilson, 
Philadelphia;  McNichol,  Gans 
Malie,  Roney,  Blair,  O’Neill  anc 
Richards,  as  pretty  a  bunch  of  poli¬ 
ticians  as  one  could  find.  Wilson, 
the  chairman,  is  counsel  for  the 
notorious  Eastern  Provision  Co. 
gang  that  recently  came  before  the 
public  in  Philadelphia  in  the  rot¬ 
ten  egg  business. 

The  bill  to  treat  all  rotten  eggs 
with  kerosene  oil  before  selling 
them  even  for  tanning  purposes, 
passed  the  Senate  finally  on  Mon¬ 
day  last  and  was  sent  at  once  to  the 
House,  where  it  will  also  pass. 
This  is  the  first  law  to  be  finally 
passed  by  either  house  at  this  ses¬ 
sion.  There  is  no  question  that  it 
will  become  a  law. 


them  even  if  he  could  get  them. 
On  the  other  hand  almost  every 
grocer  takes  one  or  more  trade 
papers  which  he  reads  more  or  less 
thoroughly. 

Among  the  many  coffee  salesmen 
calling  each  day,  and  their  name  is 
legion,  there  is  usually  the  regular 
man.  He  calls  the  dealer  by  his 
first  name,  walks  behind  the  coun¬ 
ter,  runs  his  hand  into  the  various 
bins  and  says  “well,  I’ll  send  you 
ioo  Santos,  50  No.  1  and  50  Plan¬ 
tation.”  He  has  been  putting  out 
these  coffees  for  some  time.  His 
trade  is  apparently  satisfied.  He 
sells  about  the  same  amount  each 
month  and  so  keeps  in  the  same  old 
rut.  He  was  once  induced  to  pur¬ 
chase  a  coffee  from  another  sales¬ 
man,  but  his  customers  complained, 
so  he  never  tried  it  again.  He  for¬ 
gets  that  he  tried  this  other  coffee, 
not  because  the  brand  was  appar¬ 
ently  better,  but  for  the  reason  that 
the  price  was  half  a  cent  less.  Such 
conditions  can  only  be  improved  by 
interesting  the  grocer  in  the  sub¬ 


ects  of  coffee  and  tea  so  that  he 
will  see  the  advantage  there  is  in 
knowing  exactly  what  it  is  he  is 
buying  and  therefore  place  more 
reliance  upon  his  own  .judgment. 

The  trade  paper  should  call  atten¬ 
tion  to  the  care  of  coffee  and  tea 
after  it  has  been  received.  Coffee 
takes  up  moisture  very  readily  and 
if  permitted  to  stand  in  a  burlap 
bag  where  it  is  damp  it  loses  its 
crispness  and  becomes  tough.  It  is 
very  susceptible  to  foreign  odors 
such  as  oil,  fish  and  cheese  and 
should  be  kept  away  from  such 
commodities. 

I  once  visited  a  store  where  the 
dealer  had  placed  his  roaster  next 
to  his  fish  counter.  The  smell  of 
the  fish  not  only  affected  the  fresh 
roasted  coffee,  but  was  objection¬ 
able  to  customers  who  were  inter¬ 
ested  in  the  process  of  roasting  and 
who  w’ould  have  been  influenced  by 
the  pleasant  aroma  of  roasting 
coffee.  This  oversight  counter¬ 
acted  all  the  advertising  he  ob¬ 
tained  by  having  such  a  machine  in 
his  store.  It  does  not  often  occur 
to  the  grocer  that  he  should  empty 
his  coffee  before  dumping  the  fresh 
coffee  in  placing  what  has  been 
taken  out  on  top  so  as  to  be  used 
first.  This  is  vital  in  connection 
with  a  tea  canister,  except  those 
that  feed  from  the  bottom,  on  ac¬ 
count  of  the  amount  of  breakage 
in  the  leaf. 

Again  there  is  a  display.  How 
many  grocers  make  any  attempt  at 
a  display  of  coffees  and  teas?  A 
customer  is  always  attracted  by 
something  out  of  the  ordinary,  and 
where  you  command  the  attention 
you  can  frequently  make  a  sale. 
Only  recently  we  packed  a  blend  of 
coffee  in  a  very  attractive  package. 
As  soon  as  the  first  shipment  was 
received  the  dealer  did  not  proceed 
to  stack  the  packages  on  his  shelves, 
to  be  lost  in  the  general  display. 
Instead  he  gave  this  coffee  a  prom¬ 
inent  place  in  his  store,  surrounding 
it  with  other  articles  in  contrast. 
A  customer  came  in  and  remarked 
“what  a  handsome  package,  I  must 
try  that.”  She  did  and  is  using  the 
3rand  to-day.  The  coffee  suits,  but 
the  display  started  it. 

The  exclusive  tea  store  under¬ 
stands  this  and  builds  up  its  trade 
3V  means  of  an  attractive  display. 
The  average  grocer  is  content  to 
have  on  his  shelves  an  array  of  cof¬ 
fee  and  tea  cans  together  with  such 
package  goods  as  lie  is  forced  to 
carry. 

Quotations  should  receive  some 


attention  and  some  method  divised 
whereby  correct  figures  may  be 
given  out  if  given  out  at  all.  At 
present  the  prices  appearing  in  col¬ 
umns  of  many  trade  papers  are  im¬ 
port  prices,  cost  and  freight  figures 
or  exchange  quotations.  These 
have  very  little  to  do  with  the  aver¬ 
age  retail  grocer  except  as  a  basis 
for  arriving  at  about  the  price  to  be 
paid. 

The  possible  profits  in  connection 
with  the  coffee  and  tea  departments 
should  be  made  clear  to  the  retail 
dealer.  Profits  are  often  lost  sight 
of  botlr  as  to  the  lack  of  them  in 
connection  with  low  grade  goods 
and  as  to  the  proper  percentage  to 
add  in  connection  with  high  grade 
coffees  and  teas.  The  dealer  spends 
too  much  effort  in  trying  to  build 
up  his  business  by  selling  cheap 
coffee  and  tea  and  not  enough  in 
trying  to  sell  the  customers  an  arti¬ 
cle  of  real  worth.  The  dealer  that 
is  trying  to  make  a  run  on  25-cent 
coffee  which  is  costing  him  22 
cents,  is  losing  time.  He  should  get 
28  cents  at  least.  Where  in  certain 
cases  he  considered  it  necessary  to 
sell  for  25  cents  he  could  do  so,  but 
only  when  forced  to  it.  Attention 
should  be  called  to  the  profit  in 
high  grade  goods  and  the  profit  that 
a  properly  run  department  should 
net.  Incidents  of  successful  stores 
or  the  growth  of  coffee  and  tea  de¬ 
partments  should  be  secured  and 
quoted  so  as  to  stimulate  the  dealer 
to  secure  similar  results. 

Quality  should  be  preached 
throughout  the  whole  series.  Grade 
is  the  one  thing  that  holds  the 
trade.  The  dealer  should  have  not 
the  lowest-priced  goods,  but  the 
best  grades  at  fair  values.  These 
grades  once  established  should  be  I 
kept  uniform.  If  prices  advance 
the  dealer  should  advance.  If  the  1 
customer  does  not  want  to  pay 
more,  preach  quality,  and  if  the 
quality  is  there  he  is  bound  to  come  j 
back  when  he  leaves  on  account  of  ' 
price. 

Advertising.  The  dealer  should  ij 
be  shown  simple  methods  of  adver¬ 
tising.  He  should  have  attractive 
bags  for  both  coffee  and  tea.  They 
cost  but  little,  can  be  tastefully 
printed  and  are  always  to  be  pre-  ' 
ferred  to  the  common  manilla  bags.  . 
They  give  his  coffee  and  tea  de¬ 
partment  a  tone  that  is  noticed  at  1 
once  by  the  purchaser.  Occasion-  j 
ally  a  small  card  slipped  in  with 
other  packages  calling  attention  to  j 
a  special  sales  of  coffees  helps,  or  a  J 
small  sign  at  the  front  of  the  store  1 


R.  C. 


Helping  the  Grocer  Build  Up  a  Paying 
Tea  and  Coffee  Department 

William  B.  Harris,  New  York  Tea  and  Coffee  Jobber  and  Coffee 
Expert  to  United  States  Department  of  Agriculture,  Points 
Again  to  Splendid  Profits  Possible  From  Such  a  Depart¬ 
ment,  and  Suggests  How  They  Can  be  Realized. 
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ill  induce  a  customer  to  try  a 
■and  of  coffee  when  she  had  in- 
nded  making  this  purchase  else- 
here. 

The  dealer  should  be  shown  that 
Ivertised  brands  are  worth  hand- 
ig.  Not  that  they  should  be  kept 
ider  protest  and  only  sold  when 
died  for.  The  fact  that  a  dealer 
irries  an  advertised  brand  of  cof- 
■e  or  tea  which  nets  him  a  good 


profit  indicates  that  he  is  alive  to 
the  requirements  of  his  customers. 
The  advertising  does  him  good. 
He  is  making  his  profit  and  it  is 
the  customer  who  in  reality  pays 
for  the  publicity.  The  more  adver¬ 
tised  brands  he  sells  the  better,  pro¬ 
vided  they  turn  promptly  enough. 

William  B.  Harris. 

New  York,  N.  Y., 

February  io,  1913. 


ritten  for  the  “Grocery  World  and  General  Merchant” 

lays  a  5-10-25  Cent  Department  is  Best 
Cure  for  Cutting  on  Regular  Goods 

his  Contributor  Says  $50  Will  Stock  a  Department  of  Low- 
Priced  Trade  Bringers  Which  Will  Allow  All  the  Cutting 
a  Retailer  Wants  to  Do. 


mum  cost,  so  that  it  will  have  a 
very  wide  appeal  for  your  trade. 

Properly  speaking,  such  a  de¬ 
partment  is  also  a  feature  that 
makes  it  easy  to  spend  money  in 
your  store.  Why  ?  Because  it 
features  only  those  prices  that  in¬ 
volve  little  or  no  hesitation  on  the 
part  of  the  buyer. 

A  properly  displayed  line  of  5, 
10  and.25-cent  goods  is  a  tonic  that 
will  bolster  up  and  stimulate  any 
sort  of  grocery  store. 

And  the  initial  cost  is  very  low. 

We  have  been  informed  that  a 
fair  assortment  of  5,  10  an<i  25-cent 
goods  may  be  purchased  for  $50, 
while  a  little  more  lavish  assort 
ment,  with  tables  and  fixtures  to 
display  it,  would  cost  approximate¬ 
ly  $100.  A.  Pace. 

Chicago,  Ill.,  Feb.  3,  1913. 


That’s  what  one  of  the  best- 
lown  grocers  in  the  United  States 
lid  about  a  department  of  5,  10 
id  25-cent  goods.  And  he  meant 
/ery  word  of  it.  If  you  want  to 
ear  his  reasons,  here  they  are : 

A  department  of  such  goods 
■ould  do  more  to  save  the  grocer 
:om  those  terrific  losses  that  re¬ 
lit  from  price-slashed  staples  than 
nything  I  have  ever  heard  of. 
'hey  would  give  him  a  weapon 
nth  which  to  fight  the  syndicate, 
nd  their  popular  prices  would  help 
onvince  his  trade  that  he  is  not  a 
iighwayman  and  a  pirate. 

And  here  is  an  extract  from  a 
peech  delivered  before  a  conven- 
ion  of  grocers  by  one  of  the  most 
)rominent  association  men  in  the 
:ountry : — 

“I  contend,  gentlemen,  that  the 
salvation  of  the  retail  grocer  will 
;ome  from  the  adding  of  a  new  de¬ 
partment  to  his  business.  To  my 
vay  of  thinking,  we  should  all  add 
1  line  of  tinware,  enameled  ware 
ind  home  goods,  and  then  when  we 
want  to  do  some  advertising  we  can 
slash  the  price  of  the  new  lines  if 
we  feel  disposed  to  cut  prices. 
Thus  we  are  using  a  commodity  to 
bring  business  to  our  stores  that 
does  not  in  any  way  interfere  with 
the  sales  or  profits  of  our  original 
lines,  which  are  foodstuffs.” 

At  the  present  writing  there  are 
10,000  grocers  who  are  using  5,  10 
and  25-cent  goods  to  save  their 
staples  from  the  chopping  block. 
And  these  same  10,000  are  finding 
a  department  of  these  goods  a  bet¬ 
ter  advertisement  for  them  than 
any  price-cut  on  staples  that  they 
ever  made. 


No  place  on  earth  is  more  appro¬ 
priate  for  a  department  of  5,  10  and 
25-cent  merchandise  than  a  grocery 
store.  They  fit  in  as  snugly  and 
smoothly  as  if  they  were  foodstuffs. 
And  they  are  second  cousins  to 
foodstuffs. 

I  would  like  to  know  where  a 
stew  pan  could  be  more  suitable 
than  in  the  very  store  where  the 
fruits  cooked  in  stew  pans  are  dis¬ 
played  ? 

Where  is  there  a  better  place  to 
sell  lamps  and  lamp  goods  than  in 
the  establishment  where  kerosene  is 
vended  ? 

And  if  a  grocery  sells  the  goods 
that  are  transformed  into  food  in 
the  kitchens  of  a  neighborhood, 
why  shouldn’t  that  same  store  sell 
the  kitchen  utensils  that  are  used 
to  prepare  these  foods? 

A  table,  a  counter,  a  department, 
of  5,  10  and  25-cent  goods  in  a  gro 
eery  store  helps  push  groceries, 
and  groceries  help  to  push  them 
The  two  lines  pull  together.  Each 
makes  the  other  easier  to  sell,  and 
each  helps  the  other  make  a  better 
profit  for  the  grocer. 

A  department  store  succeeds  be¬ 
cause  it  carries  enough  different 
lines  of  merchandise  to  enable 
shoppers  to  buy  everything  under 
one  roof,  and  the  shoppers  of  this 
country  are  trained  in  this  habit. 

They  prefer  to  buy  everything  in 
one  place  if  that  is  possible.  By  ad¬ 
ding  a  line  of  5,  10  and  25-cent 
goods  you  merely  cater  to  the  ten¬ 
dency  that  every  day  grows 
stronger. 

Furthermore,  a  department  of  5, 
10  and  25-cent  goods  is  designed  to 
give  you  maximum  variety  at  mini- 


Pennsylvania  Food  Department 
Consents  to  Continued  Use  of 
Sulphur  Dioxide  in  Dried 
Fruits  and  Molasses. 


f  pure  phosptun 
teotam  «n«r  or  •<<£ 


or* 


The  Pennsylvania  Dairy  and 
Food  Department  has  agreed  to  a 
compromise  of  some  of  the  differ¬ 
ences  between  itself  and  various 
trade  interests  over  the  proposed 
passage  of  new  food  bills,  and  Dr 
Charles  H.  Lawall,  one  of  the  de 
partment  chemists,  wrote  to  Sena 
tor  Jones,  chairman  of  the  Health 
and  Sanitation  Committee,  on  Fri¬ 
day,  agreeing  on  behalf  of  the  De¬ 
partment  to  allow  35-1,000  of  1  per 
cent,  of  sulphur  dioxide  in  dried 
fruit  and  molasses,  and  also  allow¬ 
ing  alum  in  baking  powder  but  not 
in  pickles. 

No  Florida  cucumbers  are  avail¬ 
able.  Hothouse  cues  range  from 
$1.50  to  $2  per  dozen  for  fancy 
stock,  and  are  selling  well. 


It  may  not  sound  modest, 
but  we  nevertheless  say  that 
Rumford  Powders  are  the 

best  baking  powders  in  the 
world.  There  never  has  been 
such  a  Havener  as  phos¬ 
phates,  in  combination  with 
starch  and  soda.  And  all 
three  are  foods — they  actu¬ 
ally  nourish  the  body.  Splen¬ 
did,  clean,  healthful  baking 
powders  ! 

And  profitable.  Rumford 
Powders  have  always  paid 
the  grocer  a  good  profit,  and 
they  always  will. 

Rumford 
Chemical  Works 


Florida  peppers,  though  of  good 
quality,  are  dull  at  $2  per  crate. 


SUGGEST 

MAPLEINE 

To  your  customers  as 
a  change  of  “Flavor.” 
It  can  be  used  like 
lemon  or  vanilla. 

It  makes  delicious  table 
syrup  when  added  to  white 
sugar  and  water. 

Order  from  your  jobber  or 
Frank  A.  Smith  &  Co. 
105  S.  Front  St., 
Philadelphia,  Fa. 

Crescent  Mfg.  Co. 
Seattle,  Walk. 
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At  first  glance  the  bill  pending 
in  the  New  York  Legislature  com¬ 
pelling  all  com- 

Making  Commission  mission  meil  to  get 

Merchants  Pot 

Up  a  Bond.  a  license  and  file 
a  bond  before  do¬ 
ing  business,  seems  a  piece  of  harsh 
and  revolutionary  legislation.  In 
reality  it  is  a  good  and  sorely 
needed  measure,  which  will  not 
hurt  the  honest  commission  mer¬ 
chant,  but  will  completely  rob  the 
thieving  one  of  his  power  to  steal. 

No  department  of  the  food  busi¬ 
ness  contains  more  rascals  than  the 
commission  business.  A  man  of 
little  or  no  capital  opens  a  store  and 
announces  himself  as  a  commission 
merchant.  Usually  he  needs  but 
nominal  capital,  because  all  his 
stock  is  consigned  to  him  and  his 
fixtures  run  into  very  little  money. 
Often  he  runs  his  business  under 
some  “company”  name,  and  if  his 
representations  to  growers  or  pro¬ 
ducers  are  sufficiently  rosy,  he  will 
always  find  men  to  send  him  all  the 
butter,  eggs,  fruit  and  vegetables  he 
can  get  in  his  place.  There  is  one 
birth  rate  which  never  falls  off,  and 
that  is  the  rate  of  one  sucker  per 
minute.  Many  of  them,  it  seems, 
are  born  farmers  or  dairymen. 
There  is  always  somebody  to  send 
stuff  to  any  commission  merchant, 
no  matter  how  naked  the  latter 
may  be  of  credit  or  the  right  to 
credit. 

Selling  goods  is  the  easiest  task 
of  a  commission  merchant  of  this 
type.  He  can  always  get  rid  of  his 
goods,  at  a  price,  and  he  either  re¬ 
turns  his  principal  some  trifling 
sum  with  some  lie  about  market 
conditions,  or  returns  him  nothing 
at  all.  If  the  consignor  comes  to 
town  and  sues,  he  finds  nothing, 
often,  but  an  empty  store,  or  if  the 
place  is  still  running,  a  clerk  ap¬ 
pears  who  “don’t  know  when  Mr. 
So-and-so  will  be  in,  and  don’t 
know  where  he  can  be  found.”  If 
suit  is  entered,  it  is  a  scramble  to 
find  the  real  owner  of  the  business, 
or  to  prove  anything  on  him  after 
he  is  found.  Most  victims  lie  down 
and  take  what  comes. 

Not  by  any  means  all  commis¬ 
sion  merchants  are  like  this.  The 
majority  are  as  honest  as  the  sun. 
But  we  say  again  that  there  are 


more  bad  ones  out  of  a  hundred 
than  in  any  other  line  of  business 
we  know  of,  and  any  law  that  will 
reduce  this  percentage  without 
working  unreasonable  hardship  on 
the  honest  men,  is  a  good  thing. 
Every  State  should  pass  such  a  law. 


From  all  appearances  the  honest 
Pennsylvania  merchant  will  this 
year  have  cause 

The  Coming  Law  grateful  tO 

Against  Dishonest 

Advertising.  the  Pennsylvania 
Legislature,  for 
all  signs  point  to  the  passage  of  a 
law  at  this  session  against  dishon¬ 
est  advertising.  The  text  of  this 
measure  appears  in  another  col¬ 
umn.  It  was  one  of  the  first  bills 
to  be  introduced  and  passed  the 
House  without  opposition.  It  now 
goes  to  the  Senate,  where  it  may  or 
may  not  pass.  No  opposition  has 
publicly  appeared  as  yet,  but  the 
department  store  interests  are 
against  the  bill  and  will  kill  it  se¬ 
cretly  if  they  can. 

The  statement  that  the  depart¬ 
ment  stores  are  against  an  honest 
advertising  law  is  not  carelessly  or 
viciously  made ;  it  is  .the  calm  state¬ 
ment  of  a  fact,  established  bv  the 
writer’s  personal  experience.  In 
1911,  when  the  Pennsylvania  Leg¬ 
islature  met  before,  the  writer  was 
counsel  for  a  local  business  organ¬ 
ization,  among  whose  members 
were  representatives  of  every  large 
department  store  in  Philadelphia. 
A  movement  was  put  through  to 
present  a  bill  against  dishonest  ad¬ 
vertising  to  the  Legislature  and  ask 
for  passage.  The  writer  was  di¬ 
rected  to  frame  such  a  bill,  did  so, 
and  the  draft,  after  certain 
changes,  was  adopted. 

Up  to  this  time  no  opposition 
had  developed,  but  from  this  on 


the  progress  of  the  campaign  was 
obstructed  by  various  devices 
which  were  all  traced  to  the  de¬ 
partment  store  representatives. 
They  approved  the  bill,  except  this 
one  point,  but  when  that  was 
changed  to  suit  them  they  had  dis¬ 
covered  another  “fault,”  and  this 
process  continued  finally  worried 
the  movement  to  death. 

So  far  the  department  stores 
have  not  appeared  against  the  pres¬ 
ent  bill,  and  they  will  not  dare  to 
appear  against  it  openly.  Prob¬ 
ably  every  one  of  them  would  pub¬ 
licly  profess  the  warmest  desire 
that  the  bill  should  pass,  while 
strenuously  working  for  its  defeat 
behind  the  scenes.  It  is  believed 
and  hoped,  however,  that  their  op¬ 
position  will  not  succeed.  Probably 
half  of  all  the  advertising  done  in 
Pennsylvania  to-day  is  untrue  or 
exa&§’erate(L  No  law  was  ever 
more  sorely  needed  than  the  one 
under  discussion.  If  honestly  en¬ 
forced,  it  will  forever  end  the  pres¬ 
ent  carnival  of  lies  as  to  the  quality 
of  merchandise,  the  conditions 
which  allowed  its  sale  “at  a  half  or 
a  third  of  its  value,”  and  so  on. 


The  organized  wholesale  grocers 
of  the  South  are  in  trouble  with 
the  Government 
Does  This  again.  On  Oc- 
Meanjail?  tober  17,  I9II, 

the  United  States 
Court,  after  a  lengthy  trial,  ordered 
the  Southern  Wholesale  Grocers’ 
Association  and  all  its  members  to 
stop  interfering  with  manufactur¬ 
ers  who  wished  to  sell  retailers  di¬ 
rect,  and  with  jobbers  who  wished 
to  cut  prices.  The  court  decree 
came  as  the  climax  to  a  suit  in 
which  the  Southern  Association 
had  been  very  roughly  handled, 


and  which  one  would  think  would 
constitute  an  unforgettable  lesson. 

The  Government  has  now  taken 
the  Southern  jobbers  into  court 
again,  charging  violation  of  the 
court’s  order.  If  the  Government’s 
charges  are  true,  the  decree  got 
very  little  attention :  the  association 
jobbers  went  right  along  just  the 
same,  boycotting  manufacturers 
who  wouldn’t  deal  with  them  ex¬ 
clusively,  and  who  wouldn’t  aid 
them  in  preventing  other  jobbers 
from  cutting  prices. 

Contempt  of  court,  especially 
under  such  aggravated  conditions 
as  exist  here,  is  usually  a  prison 
offense,  and  it  is  by  no  means  un¬ 
likely  that  some  of  the  Southern 
wholesalers  may  find  themselves  in 
jail  before  they  are  through. 

Why  can’t  they  content  them¬ 
selves  with  the  power  that  the  law 
gives  them  ?  There  is  no  law  which 
can  compel  them  or  any  of  them 
to  continue  to  buy  goods  of  a  man¬ 
ufacturer  whom  they  deem  un¬ 
friendly.  This  is  power  enough  to 
do  almost  anything  with,  if  it  was 
only  used  properly.  Instead  oi 
using  it  properly  they  persist  in 
going  way  beyond  it  and  setting  up, 
in  the  public  square,  a  complete, 
perfect  and  illegal  boycott. 


The  Government’s 
Idea  of  Proper 
Corn  Flakes’ Profit. 

Toasted  Corn 


J. 


J.  DONNELLY  &  BRO. 

Groceries  and  Provisions 
274  S.  1st  Av.»d«  OOATESVILLE,  PA. 

Coatesville,  Pa.,  February  1 1,  1913 
Grocery  World  Publication  Co. 

Philadelphia,  Pa. 

Gentlemen : — Enclosed  you  will  please  find  check  for 
three  ($3)  dollars  for  one  year’s  subscription  to  the  “  Grocery 
World  and  General  Merchant.”  We  find  your  paper  very 
helpful  and  think  it  is  worth  twice  the  amount  of  the 
subscription.  Yours  very  truly,  J.  J.  Donnelly  &  Bro. 

Per  W.  E.  D. 


This  journal  has  just  received  a 
copy  of  the  bill  of  complaint  which 
the  United  States 
Government  re¬ 
cently  filed  against 
the  Kellogg 
Flakes  Co.  It 
charged,  as  may  be  remembered, 
that  the  Kellogg  Co.,  by  enforcing 
a  uniform  price  from  jobber  to  re¬ 
tailer  and  from  retailer  to  con¬ 
sumer,  was  restraining  trade  and 
conducting  a  monopoly. 

The  writer  has  been  greatly  in¬ 
terested  in  looking  over  this  bill, 
partly  because  none  just  like  it  has 
ever  been  encountered  before.  One 
part  of  it  is  especially  interesting, 
as  showing  how  .far  the  Govern¬ 
ment  believes  it  has  a  right  to  con¬ 
trol  the  profit  that  even  the  ordi¬ 
nary  private  seller,  not  a  public 
service  corporation  like  a  railroad, 
has  a  right  to  make  out  of  his  busi¬ 
ness.  I11  this  bill  the  Government 
says  calmly  that  the  jobber  could 
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1  Kellogg’s  Toasted  Corn  Flakes 
•  less  than  $2.80  and  make 
)ugh  profit;  so  could  the  retailer 
1  it  profitably  below  10  cents. 
:re  are  the  Government’s  views 
that  subject : — 

The  difference  in  the  retail, 
,-holesale  and  manufacturer's  prices 
f  toasted  corn  flakes  leaves  ample 
largin  for  the  play  of  competition 
etween  both  the  jobbers  and  the 
etailers,  as  by  the  exercise  of  busi- 
ess  economy  the  price  to  the  con- 
umer  and  also  to  the  retailer  could 
e  very  materially  reduced  and  yet 
ealers  realize  a  reasonable  prodt 
>1  handling  the  goods.  But  as  a 
esult  of  the  selling  and  distribut- 
ig  plan  thus  adopted  and  enforced 
y  defendants,  except  in  rare  in- 
tances  where  dealers  violate  their 
greements,  the  price  of  toasted 
orn  flakes  exacted  by  all  jobbers 
i  designated  sections  is  uniform, 
s  is  also  the  price  charged  by  the 
etailers  to  the  consumers ;  and 
here  is  no  competition  between  job- 
ers  which  can  affect  the  price  of 
he  article  to  the  retailer,  nor  is 
here  any  competition  between 
ither  the  jobbers  or  retailers  which 
an  benefit  the  consumers  by  re- 
ucing  the  price  to  them. 

What  possibilities  of  paternalism, 
irernment  ownership,  Socialism 
1  what  not  this  introduces!  If 
are' obliged  to  limit  the  profits 
our  private  business  enterprises 
the  figure  the  Government  thinks 
lit,  then  may  God  have  mercy  on 
r  souls ! 


Written  for  the  “Grocery  World  and  General  Merchant.” 

Progress  of  Campaign  for  Big  Sales  in 
“Canned  Foods  Week” 


Tons  of  Literature  Designed  to  Interest  Consumers  in  Canned 
Foods  Are  Being  Sent  Out  from  Chicago  Headquarters. 
Daily  Papers  and  Trade  Papers  Join  in  Campaign. 


Assuming  that  the  readers  of  the 
“Grocery  World  and  General  Mer¬ 
chant”  are  interested  in  what  is 
being  done  by  the  central  commit¬ 
tee  in  the  interest  of  “Canned 
Foods  Week,”  which  is  the  first 
week  in  April,  I  present  the  fol¬ 
lowing  data  as  to  the  literature 
which  is  being  prepared  for  publi¬ 
cation  all  over  the  United  States, 
the  object  of  which  is  to  interest 
consumers  in  canned  goods,  so  that 
when  the  trade  unite  in  pushing 
them  during  the  first  week  in  April, 
the  public  will  be  prepared  and  re¬ 
ceptive. 

Many  leaflets  or  pamphlets  for 
distribution  are  now  ready  and  are 
being  shipped  out  prepaid  by  the 
hundreds  of  thousands  to  all  parts 
of  the  United  States.  There  are 
three  styles  of  leaflets  all  for  en¬ 


closure  in  envelopes,  being  distribu¬ 
ted  as  follows,  viz  : — 

Leaflet  No.  1  A. — This  is  an 
“Appeal  to  Retail  Grocers.”^  It  is 
a  four-page  folder,  6  x  3j4,  and 
tells  them  how  to  co-operate  and 
how  to  push  the  sale  of  canned 
foods  during  the  first  week  in 
April.  One  of  these  for  each  retail 
grocer  is  enough. 

Leaflet  No.  2  A. — This  is  a  6  x 
four-page  folder  and  is  called 
“The  Low  Cost  of  Good  Living,” 
and  is  intended  to  be  distributed  by 
retailers  to  consumers.  It  has  been 
pronounced  a  most  complete  and 
yet  a  most  concise  description  of 
the  origin  and  merits  and  progress 
of  the  canned  foods  industry. 

Leaflets  Series  No.  X. — There 
are  ten  leaflets  in  this  series  6  x 
y/2,  printed  on  paper  of  assorted 


colors  on  one  side  of  the  paper, 
single  sheets.  These  will  serve 
most  anywhere.  To  educate  con¬ 
sumers,  to  inform  retailers,  or  to 
refresh  the  memory  of  commercial 
travelers  or  jobbers.  They  contain 
in  briefly  worded  crisp  statements 
the  kernel  of  canned  food  informa¬ 
tion  and  arguments,  and  are  snap¬ 
py  and  have  got  a  “bite”  to  them 
which  catches  readers. 

There  is  also  what  we  call  “The 
News  Bouquet.”  This  is  a  collec¬ 
tion  of  canned  foods  descriptive 
stories,  written  by  famous  canning 
and  scientific  experts  of  the  United 
States.  They  are  printed  on  one 
side  of  two  seven-column  news¬ 
paper  pages  and  are  intended  to  be 
used  by  those  who  can  influence 
their  local  newspapers  to  print  in¬ 
teresting  and  instructive  stories 
about  canned  foods  for  the  infor¬ 
mation  of  consumers.  These  stor¬ 
ies  are  printed  on  one  side  of  the 
paper  so  that  they  can  be  cut  out 
and  presented  to  various  news¬ 
papers  or  to  the  same  paper  at  dif¬ 
ferent  times.  To  give  an  idea  of 
what  the  “Bouquet”  consists  of, 
here  are  some  of  the  articles : — 

“Change  of  Mind,”  by  Marion 

Harland  (Mrs.  Terhune). 

“Canned  Pumpkin,”  by  Clyde  B. 

Wilson. 


— 


The  Purchasing  Power  of  $75 


$75  invested  in  a  Michigan  No.  6  Total  Adding  Cash  Register 
equals  $100  paid  for  a  register  of  the  same  class  of  any  other  make 

Consider  the  above  statement.  It  means  a  saving 
of  $25  to  you. 

You  do  not  need  to  pay  the  “long  price.’’ 

Every  day  brings  words  of  praise  from  merchants 
who  have  profited  by  the  purchase  of  a  Michigan  No.  6 
Total  Adder. 

They  saved  $25  on  the  first  cost  of  their  registers 
while  the  daily  saving  in  petty  losses  is  returning  to 
them  the  price  of  the  register  itself. 

You  owe  it  to  yourself  and  your  business  to  save 
this  $25  in  buying  a  cash  register. 

The  Michigan  No.  6  Total  Adder  is  perfect  in  every 
detail,  and  is  guaranteed  for  two  years. 

It  has  proved  a  success  in  thousands  of  stores  and 
in  separate  departments  of  large  firms. 

You  can  buy  a  Michigan  Cash  Register  from  your  jobber  or  his  salesmen. 

If  they  can’t  supply  you  write  us  direct,  enclosing  the  name  of  the  salesman  you  buy  from,  and 
ask  for  our  new  catalog  E  2  showing  our  complete  line. 


Michigan  Cash  Register  Company  -  -  -  Detroit,  Mich. 
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“Sockeye  Salmon,”  by  Frank  L. 
Deming. 

‘‘Canned  Tomatoes,”  by  W.  O. 
Hoffecker. 

“Canned  Foods,”  by  Dr.  Harvey 
W.  Wiley. 

“Indiana  Tomatoes,”  by  Grafton 
Johnson. 

“Canned  Foods  in  War,”  by  Brig. 
Henry  G.  Sharpe. 

“Economy,  Convenience  and 
Cleanliness  of  Canned  Foods,”  by 
J.  A.  Lee. 

“The  Low  Cost  of  Good  Living,” 
by  J.  A.  Lee. 

“Maine  Corn,”  by  Gov.  Bert  M. 
Fernald. 

“Wisconsin  Peas,”  by  Frank  A. 
Stare. 

“Wholesomeness  of  Canned 
Foods,”  by  Frank  N.  Barrett. 

“Short  Talks  About  Canned 
Foods,”  by  Stephen  Hart. 

“Canned  Foods  Are  Fresh 
Foods,”  by  C.  T.  Sdhubarth. 

“Canned  String  Beans,”  by  Chas. 

E.  Wilcox. 

“Pacific  Coast  Canned  Products,” 
by  Jos.  Durney. 

There  will  be  ready,  about  Feb¬ 
ruary  20th  to  March  ist,  or  possi¬ 
bly  sooner,  some  beautifully  litho¬ 
graphed  6  x  3 Yi  four-page  leaflets 
made  and  presented  to  the  com¬ 
mittee  and  the  cause  by  the  Calvert 
Lithographing  Co.,  Detroit,  Mich. 
They  portray  in  colors  two  beauti¬ 
ful  canned  foods  window  displays, 
simple  to  arrange,  but  elegant  and 
attractive  in  appearance*  These 
are  intended  to  present  to  retail 
grocers  to  suggest  to  them  the 
latest  word  in  window  displays. 
Those  who  want  them  should  send 
in  requests  at  once.  First  come, 
first  served.  The  Calvert  Litho¬ 
graphing  Co.  donated  100,000  of 
these. 

Advertisements  will  appear  dur¬ 
ing  February  and  March  in  about 
40  grocery  trade  papers,  calling  the 
attention  of  retail  grocers  to  the 
occasion  of  Canned  Foods  Week. 

A  letter  is  being  mailed  this 
week  signed  by  John  W.  Lux, 
president,  and  John  A.  Green,  sec¬ 
retary,  of  the  National  Association 
of  Retail  Grocers  to  two  thousand 
State  and  local  secretaries  of  retail 
grocers’  associations  in  the  United 
States  asking  and  urging  them  to 
influence  their  members  to  co-oper¬ 
ate  in  pushing  forward  Canned 
Foods  Week,  the  first  week  in 
April,  1913. 

A  slogan  has  been  adopted  by  the 

National  Canned  Foods  Week 

Committee,  consisting  of  four  cuts 

or  pictures  of  cans,  reading:  “Get 

Ready  for  Canned  Foods  Week, 

March  31  to  April  6,  1913.” 

The  reading  above  is  the  same  on 

all  the  cuts  but  the  lower  line  is 

different  on  each  of  the  four  cuts 

and  makes  a  climax  as  follows : — 

SELL  HER  A  CASE, 

SELL  HER  AN  ASSORTMENT, 
MAKE  THE  PRICE  RIGHT, 

AND  KEEP  HER  TRADE. 


These  cuts  will  be  used  in  all  the 
advertising  intended  for  deal¬ 
ers. 

On  advertisements  in  the  daily 
papers  intended  for  consumers,  the 
cuts  will  read :  “Buy  a  Case — Buy 
An  Assortment — Get  the  Right 
Price — Best  Food  at  Low  Cost.” 

Many  trade  papers  are  getting 
up  special  “Canned  Foods  Week” 
editions,  and  are  inducing  all  the 
wholesale  grocers  and  many  can- 
ners  to  advertise  their  own  brands 
at  that  time. 


Special  Correspondence  of  ‘‘Grocery  World 

and  General  Merchant.” 

New  York,  Feb.  13,  1913. 

Now  comes  a  proposition  to  es¬ 
tablish  a  Division  of  Maikets  in 
the  Department  of  Agriculture. 
This  movement  is  likely  to  be 
pushed  here  and  elsewhere  as  the 
result  of  a  report  sent  out  from 
Washington  by  the  Flouse  Com¬ 
mittee  of-  Agriculture. 

In  this  report,  as  received  here, 
were  figures  purporting  to  give  a 
comparison  of  the  amounts  of 
m.oney  paid  in  New  York  City  in 
the  past  year  for  several  kinds  of 
food  products  and  the  amounts 
which  the  farmers  received  for 
this  identical  food. 

According  to  the  comparison, 
New  York  paid  close  to  $29,000,- 
oco  for  eggs  and  the  farmers  got 
only  $17,000,000  for  the  same 
eggs. 

The  consumers  of  the  city  paid 
upward  of  $9,000,000  for  cab¬ 
bages,  for  which  the  farmer  got 
less  than  $2,000,000. 

Farmers  received  close  to  $23, 
000,000  for  the  milk  they  sent 
here,  but  double  that  figure  was 
paid  by  the  consumers. 

Potatoes  increased  from  $8,- 
000,000  to  $60,000,000  in  round 
numbers  in  the  same  movement 
between  the  farmers  and  the  con¬ 
sumers. 

Various  other  similar  instances 
were  given.  Taking  the  entire 
food  crops  of  last  year,  it  was 
stated  that  the  farmers  will  re¬ 
ceive  altogether  a  total  of  $6,000,- 
000,000,  but  the  consumers  will 
ultimately  pay  fully  $13,000,- 
000,000. 


A  number  of  the  big  daily  papers 
are  preparing  to  get  out  “Canned 
Foods  Sections,”  with  illustrations, 
during  “Canned  Foods  Week.” 
One  Chicago  paper  has  already 
filled  its  section  and  thinks  of  put¬ 
ting  on  another.  It  will  circulate 
300,000  papers.  Most  of  the  whole¬ 
sale  grocers  are  taking  space  for 
their  private  brands. 

John  A.  Lee, 

Chairman  Central  Canned  Foods 
Committee. 

Chicago,  111.,  February  10,  1913. 


The  committee  concludes  that 
the  cost  of  living  is  made  high 
by  extravagance  and  distribution, 
since  it  costs  more  to  distribute 
than  to  produce  the  crops.  It 
says  that  up  to  this  time  the  De¬ 
partment  of  Agriculture  has  been 
occupied  mainly  with  matters  of 
production,  but  that  the  time  has 
now  come  for  it  to  turn  its  atten¬ 
tion  also  to  the  distribution  of 
food  products,  so  as  to  give  the 
same  encouragement  in  this  work 
that  it  has  for  years  been  giving 
to  the  farmers  in  their  producing 
labors. 

The  committee  is  certain  that 
the  results  will  be  beneficial  in  re¬ 
lation  to  distribution,  as  they 
have  already  proved  as  to  pro¬ 
duction.  In  fact,  it  says  that  the 
work  will  not  be  an  experiment, 
as  the  Department  has  already 
demonstrated  what  can  be  done 
in  facilitating  distribution  of  the 
tobacco  and  cotton  crops.  The 
committee  outlines  in  defail  plans 
for  bringing  producers  and  con¬ 
sumers  closer  together  by  means 
of  information  as  to  market  and 
other  conditions  to  be  circulated. 
It  is  proposed  to  put  all  this  work, 
so  outlined  in  a  broad  way,  in 
care  of  the  proposed  new  division 
of  the  Department  of  Agricul¬ 
ture. 

During  the  week  a  semi-humor¬ 
ous  bulletin  was  issued  by  the 
Publicity  Committee  of  the  Fruit 
and  Produce  Association  and  the 
National  League  of  Commission 
Merchants  in  the  form  of  a  letter 
addressed  to  “Eli  Limabean  Tit- 
tier.”  In  this  letter  Eli  is  ad¬ 


dressed  familiarly  and  an  effor 
made  to  poke  fun  at  him. 

The  letter  was  intended  to  off 
set  statements  made  by  a  Lon; 
Island  producer  about  his  lim 
beans  being  sold  at  retail  at  2 
cents  a  quart,  although  he  ha' 
sold  them  through  the  commit 
sion  dealers  at  50  or  60  cents 
bushel. 

The  producer  based  on  thes 
figures  a  claim  that  the  cost  of  th 
beans  had  been  boosted  unduly  b 
the  middlemen,  standing  betwee 
the  farmer  and  the  retail  groce 

In  this  bulletin,  or  answer,  th 
committee  ridicules  “Eli”  as 
producer  wdiose  beans  did  11c 
bring  as  high  prices  as  the  bear 
of  'other  producers.  The  con 
mittee  declared  that  there  ai 
very  great  differences  in  the  qua 
ity  and  in  the  prices  paid  in  th 
wholesale  market  for  lima  bean 

The  producer  in  this  case  lat< 
got  back  at  the  committee,  in 
hearing  at  Albany,  by  declarin 
that  the  committee  simply  beggf 
the  question.  He  said  that  tl 
differences  in  the  wholesale  ar 
retail  prices  have  been  gener 
and  applied  to  the  beans  of  tl 
farmers  generally;  that  his  ca 
was  not  at  all  exceptional,  as  th 
committee  had  tried  to  insinuat 

This  was  part  of  the  controve- 
sy  over  the  Roosevelt  Bill  for  jl] 
censing  the  commission  me¬ 
diants. 

Another  development  was  1 
letter  put  out  by  the  committi 
of  the  West  Side  wholesale  trac, 
which  is  fighting  the  measure.  1 
this  letter  it  was  stated  that  1 
large  part  of  the  fruit  trade  f 
this  city  would  go  to  Boston  a  1 
Philadelphia  if  the  bill  became  1 
law. 

The  delays  made  necessary  V 
the  system  of  inspection  and  r.l 
tape  under  the  proposed  kv 
would  make  it  impossible,  it  ws 
argued,  for  the  trade  to  hante 
such  imported  products  at  B>- 
muda  produce,  Havana  pine:  - 
pies,  Almeria  grapes  and  orangs 
and  lemons  in  the  present  *quan- 
ties.  As  a  result,  it  was  addd. 
New  York  would  be  put  in  te 
position,  under  such  a  law,  >f 
buying  its  supplies  from  otl  r 
cities,  instead  of  having  the  c'- 
goes  brought  direct  to  this  city 
*  *  * 

The  New  York  Association 
Manufacturers’  Representativs 
held  its  fifth  annual  meeting  St- 
urday  evening  in  the  Frankh- 
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;udson  Building.  At  the  elec- 
on  A.  R.  Rodway  was  re-elected 
resident,  M.  Englander,  vice- 
-esident,  and  W.  S.  Corbett,  sec¬ 
tary  and  treasurer.  The  Exec- 
:ive  Committee  chosen  consists 
r  R.  A.  Warner,  E.  M.  Murphy, 

.  F.  Amos,  D.  O.  Everhard,  E. 

.  Muns  and  J.  P.  Davenport. 

In  the  evening  about  fifty  mem- 
;rs  and  guests  enjoyed  a  ban- 
jet  in  the  Wool  Club.  The 
lastmaster  was  R.  A.  Warner, 
here  were  a  number  of  addresses 
1  scientific  selling  and  allied 
lbjects.  The  speakers  included 
.  S.  Gold,  Philip  C.  Staib,  in- 
oduced  as  the  Chauncey  Depew 
:  the  grocery  trade ;  Robert 
ursk,  president  of  the  Tri-State 
/holesale  Grocers’  Association ; 

.  C.  Monagle,  the  secretary  of 
le  American  Specialty  Manufac- 
irers’  Association;  T.  H.  Hill- 
lan,  the  president  of  the  New 
ngland  Association  of  Manufac- 
lrers’  Representatives,  and  H. 

.  Flint,  the  president  of  the 
hiladelphia  Association. 

Among  those  present  were  G. 

.  Gold,  H.  G.  Flint,  J.  F.  Car¬ 
er,  Nelson  Gray,  Robert  Bursk, 

.  C.  Staib,  G.  F.  Tremelling, 

..  C.  Monagle,  Carl  Shuster,  R.  B. 
hamberlain,  J.  F.  Morrow,- Henry 
ggers,  Herman  Rohrs,  C.  A. 
hayer,  I.  Seeman,  G.  Boehm  and 
ds.  R.  Mills ;  C.  H.  Green,  San 
rancisco,  a  director  of  the  Panama 
Exposition;  W.  B.  Okie,  of  Wyo- 
ling ;  E.  E.  Booth,  Oklahoma, 
nd  J.  B.  Curry,  the  Philadelphia 
gent  of  Kellogg  &  Co. 

*  *  * 

Wholesale  markets,  with  retail 
ections  or  annexes,  are  advo- 
ated  in  a  communication  ad- 
ressed  to  the  City  Market  Com- 
lission  by  Carl  A.  Koelsch,  the 
•resident  of  the  Washington 
darket  Merchants’  Association. 
Ie  urges  in  his  letter  that  in 
ach  of  the  city’s  five  boroughs 
here  should  be  markets  of  this 
and,  conveniently  located  in  re- 
ation  to  the  shipping  terminals. 

Retailers  will  be  especially  in- 
erested  in  the  reasons  that  he 
pves  for  favoring  retail  sections 
>r  annexes  of  the  proposed 
vholesale  markets.  He  says  that 
it  present  a  large  part  of  the 
>roduce  that  comes  to  New  York 
lecays  before  it  can  be  distrib¬ 
uted  or  moved  into  consumption, 
fions  of  food  are  thus  wasted 
ivery  year  at  the  same  time  that 

(Continued  on  page  14  ) 


Editor  “Science  of  Advertising.” 

Dear  Sir : — What  is  your  idea  of 
the  effectiveness  of  this  little  book¬ 
let,  issued  monthly,  and  generally 
containing  a  list  of  new  goods  ar¬ 
riving  during  the  month. 

Yours  truly, 

The  Kuhn  Co. 

The  little  store  paper  enclosed 
was  about  the  smallest  I  ever  saw ; 
it  measured  4x5  inches  and  had 
four  pages.  The  idea  of  devoting 
it  to  the  announcement  and  exploi¬ 
tation  of  new  goods  received  dur¬ 
ing  the  month  is  good.  The  more 
real  news  an  advertiser  puts  into 
his  store  paper  the  more  interest¬ 
ing  it  will  be,  the  more  eagerly  it 
will  be  read  and  the  better  results 
it  should  get.  It  doesn’t  appear, 
however,  from  this  issue,  that  this 
idea  has  been  carried  out  in  this 
number — it  appears  to  be  simply 
a  list  of  specials,  which  may  or  may 
not  be  attractive.  Naturally  I 
cannot  tell  without  knowing  what 
the  regular  prices  were.  I  am  dead 
against  holding  'special  sales  with¬ 
out  giving  the  reason.  Here  are 
some  “Dried  Fruits  Specially 
priced  for  January.”  Why  spe¬ 
cially  priced  for  January?  There 
must  be  a  reason  of  course.  Either 
you  are  overstocked,  or  you  have 


Store  News 


:Publiihed  Monthly  by: 


Believing  that  every  well-ordered  household  tries 
to  economize  and  keep  down  expenditures  during  this 
month,  we  have  listed  on  the  following  pages  a  great 
many  items  that  will  help  you  to  keep  down  the  cost 
of  high  living. 

The  prices  quoted  are  in  nearly  every  case  special 
for  January  only. 

{fl  We  do  not  claim  to  sell  anything  below  cost  but 
any  one  familiar  with  prices  can  see  that  we  have  cut 
our  profit  to  a  very  small  margin  and  that  the  goods 
are  genuine  bargains. 


been  able  to  pick  up  some  bargains 
yourself,  or  business  is  dull  and 
you  are  cutting  to  cost  to  breeze 
things  up  a  bit — certainly  there  is 
some  reason  why  you  are  selling 


lower  now  than  you  usually  sell. 
The  attitude  of  the  average  mind 
toward  special  sales  to-day  can 
probably  be  described  as  skeptical. 


Dried  Fruits 

Jpecially  Priced  for  January 


Apricot*,  extra-fancy,  lb .  20c 

Cherries,  sour  pitted,  !b., .  45c 

Currants,  extra-fancy,  clean,  lb .  15c 

Figs,  dean  pulled,  lb .  1 8c 

Dates,  Golden,  lb., .  I2jc 

Dates,  fancy  Fard,  lb . 15c 

Prunes,  extra-fancy.  5  lb.  box. . .  85c 

Prunes,  extra-fancy,  1 0  lb.  box, . $  1 .25 

Prunes,  extra-fancy,  30s,  lb .  1 8c 

Prunes,  extra-fancy,  40s,  lb., .  ...  15c 

Prunes,  extra-far.cy,  50s,  lb .  12ic 

Ruby  Prunes,  extra-fancy,  lb . .  15c 

Peaches,  fancy  Jumbos,  lb .  15c 

Peaches.)  fancy  peeled,  lb., .  23c 

Pears,  fancy  Bartlett,  lb., .  I  7c 

Raspberries,  fancy  evaporated,  .  35c 

Raisins,  fancy  seeded,  box  .  12ic 

Raisins,  fancy  seedless,  box  . . .  ..  I  5c 

Raisir.s,  fancy  Sultana,  box  .  25c 


I  should  be  extremely  careful,  in 
advertising  special  sales,  to  disarm 
this  skepticism  if  I  could,  and  it  is 
not  hard  to  do  it,  for  people  are 
always  easy  to  convince  that  their 
bargain  is  a  real  one.  Another 
lack,  as  I  see  it,  in  this  paper,  is 
that  regular  prices  are  not  given. 
On  the  first  page  the  statement  is 


SPECIALS 

Two  Days  Only 

Monday  and  Tuesday 
Jan.  6th  and  7th 


Napoleon  Flour,  sack,  . 

$1.50 

25  lb.  Granulated  Sugar  . 

1.40 

1 0  bars  Ivory  Soap,  .  . 

42c 

1 0  bars  Lenox  Soap,  .  . 

33c 

5  cans  Dutch  Cleanser,  . 

40c 

Baker’s  Chocolate,  cake,  . 

17c 

Baker’s  Cocoa,  box,  .  . 

20c 

Campbell’s  Soup,  3  cans  . 

25c 

Warco  Corn,  doz., 

95c 

Maryland  Tomatoes,  '“S  . 

1 21c 

made  that  “any  one  familiar  with 
prices  can  see  that  we  have  cut  our 
profit  to  a  very  small  margin  and 
that  the  goods  are  genuine  bar¬ 
gains.”  I  shouldn’t  depend  on  “any¬ 


body  being  able  to  see”;  I  should 
poke  the  fact  right  under  people’s 
noses  and  tell  them  and  tell  them 
and  tell  them,  that  the  apricots  I 


Dried  Vegetables 


Com,  tender  and  sweet,  lb., .  22c 

Beans,  neyv  Navy,  lb., .  6c 

Beans,  new  Lima,  lb. .  10c 

Lentils,  new .  1 0c 

Peas,  whole  green, .  7c 

Peas,  green  split,  package, .  ..  15c 

Peas,  yellow  split,  package .  15c 

Rke,  unpolished .  1 0c 


Bulk  Pickles,  Olives,  Etc. 

We  have  juU  enlarged  thie  department  and  added  several  new  tanetie*. 
These  goods  are  sold  from  the  latest  approved  sanitary  containers  and 
priced  very  low  for  such  high  quality. 


Pickles 


Sweet,  Midgets . 

Sweet,  Medium . 

Sous, . 

Sweet  Relish, . 

Melon  Mangoes,  stuffed, . . 

. .  7c  doz.  4  for  25c 
.  lOcdoz.  3  for  25c 

.  i  pint,  1 0c  pint.  20c 

Olivet 

Extra  large  Queen . 

California  Ripe, . 

|  P«t  Pint 

.  15c  25c 

.  15c  26c 

.  16c 

Sauer  Kraut . 

was  offering  at  20  cents  had  always 
been  sold  at  24  cents. 

*  *  * 

The  typographical  appearance  of 
this  little  paper  is  exceedingly 
good.  The  paper  is  heavy  cream 
and  the  type  and  arrangement  are 
all  right.  I  am  reproducing  all 
four  pages,  the  second  and  third 
being  photographed  together,  and 
the  first  and  fourth. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  idea*  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  b« 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  b« 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Florida  strawberries  have  been 
very  cheap,  by  reason  of  large  re¬ 
ceipts.  The  best  fruit  has  ranged 
from  20  to  30  cents,  and  large 
quantities  of  fruit  have  been  sold 
as  low  as  10  cents. 
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W*  would  be  pleased  to  have  for  publicatioa  ia  this  columa  the  ideas  ef  ear  readers  upoa  trade  topics 
It  being  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  aot 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  be  noticed  In  this  department. 


Many  Food  Bills  Roasted. 


New  York,  Feb.  n,  1913. 
To  the  Editor. 

Dear  Sir: — We  call  your  atten¬ 
tion  to  a  number  of  bills  which 
have  been  offered  in  the  respective 
States,  and  which  effect  the  inter¬ 
ests  of  the  retail  and  wholesale 
trade  as  well  as  manufacturers, 
and  we  know  that  you  are  inter¬ 
ested  in  having  undesirable  legisla¬ 
tion  rrjodified  or  defeated. 

Pennsylvania  Senate  Bill  No.  5 
should  by  all  means  be  defeated  in 
its  present  shape.  It  is  defective 
throughout.  It  does  not  permit  the 
use  in  any  preparation  any  coal-tar 
dyes,  although  they  be  harmless. 
The  United  States  Government  al¬ 
lows  the  use  of  seven  of  these  dyes, 
and  we  can  see  no  reason  why  from 
the  standpoint  of  health  or  expedi¬ 
ence,  harmless  colors  should  not  be 
allowed. 

This  bill  also  requires  that  the 
names  of  the  ingredients  entered 
into  the  mixtures  of  the  compound 
be  mentioned.  It  also  provides  for 
the  imprints  of  the  net  weight  or 
volume.  It  does  not  provide  for 
variations  or  tolerances,  as  does  the 
present  Gould  bill  now  in  the 
United  States  Senate,  nor  does  it 
exempt  small  packages  from  the 
law. 

Pennsylvania  Senate  Bill  No.  7 
should  be  defeated.  It  is  bad  in 
nearly  every  particular.  It  does 
not  permit  the  use  of  any  coal-tar 
dyes  or  artificial  flavor,  artificial 
ether  or  artificial  ester  to  be  used 
in  non-alcoholic  drinks.  There  is 
no  reason  why  the  seven  permitted 
colors  allowed  by  the  Government 
should  not  be  used  in  these  bever¬ 
ages,  and  there  is  certainly  no  rea¬ 
son  why  imitation  flavors,  that  is 
imitation  (under  the  Government 
definition)  should  not  be  allowed. 
Some  of  the  most  delicious  of  the 
non-alcoholic  drinks  have  to  be 
flavored  with  artificial  flavors,  be¬ 
cause  raspberry,  pineapple,  straw¬ 
berry,  peach,  apple,  blackberry  and 
banana  flavors  and  some  others 
cannot  be  made  from  the  natural 
fruit  themselves  and  have  to  be 
made  from  the  ethers,  aldehydes 
and  esters. 

Pennsylvania  Senate  Bill  No.  10 
would  be  all  right,  provided  that 
on  page  4,  line  30  after  the  word 
“warrant”  there  were  inserted  the 
words,  “at  reasonable  hours,”  be¬ 
cause  the  bill  in  its  present  shape 
could  be  twisted  by  over-enthusi¬ 


astic  inspectors  in  such  a  way  as  to 
subject  citizens  to  much  embarass- 
ment  and  humiliation. 

Oklahoma  House  Bill  No.  336 
is  objectionable  and  should  not 
pass.  It  is  along  the  lines  of  the 
Pennsylvania  Senate  Bill  No.  7 
and  is  open  to  the  same  objection. 

Oregon  House  Bill  No.  166  is  a 
weight  and  measure  bill.  It  al¬ 
lows  no  variations  or  tolerances 
and  makes  no  exemption  of  small 
packages,  and  hence  is  not  in  line 
with  the  laws  of  other  States,  and 
will  not  be  in  line  with  the  forecast 
of  the  National  laws. 

Massachusetts  Senate  Bill  No. 
164  is  a  food  bill  and  should  be  op¬ 
posed  in  its  present  shape. 

Texas  House  Bill  No.  205  pre¬ 
vents  the  use  of  benzoate  of  soda 
and  saccharin.  This  bill  is  highly 
objectionable  and  should  be  op¬ 
posed. 

Ohio  House  Bill  No.  - ,  by 

Kramer,  is  an  amendment  to  the 
food  law.  It  is  objectionable  and 
should  be  opposed  in  its  present 
shape. 

Minnesota  House  Bill  No.  319  is 
a  weight  and  measure  bill.  Is  ob¬ 
jectionable  jn  its  present  shape,  be¬ 
cause  it  makes  no  allowance  for 
variations  and  tolerances  and  does 
not  exempt  small  packages. 

Rhode  Island  House  Bill  No.  24 
should  be  defeated  in  its  present 
shape.  It  contains  weight  and 
measure  provisions,  and  makes  no 
allowances  for  variations  or  toler¬ 
ances  nor  small  packages,  and  it 
provides  that  it  shall  go  into  effect 
September  1,  1913,  which  is  en¬ 
tirely  too  short  a  time. 

Yours  very  sincerely, 

R. 

*  *  * 

Two  Questions. 

Natick,  Mass.,  Feb.  8,  1913. 

To  the  Editor. 

Dear  Sir : — I  have  been  referred 
to  you  by  the  bookkeeper  in  refer¬ 
ence  to  the  proper  system  of  book¬ 
keeping  for  a  retail  grocery  and 
provision  store,  goods  part  sold  for 
cash,  balance  weekly  credit.  Also 
information  about  the  so-called 
“Rockdale  system”  of  co-operation 
used  in  England. 

Whatever  information  you  give 
will  be  thankfully  received. 

Yours  truly, 

G.  P.  Holbrook. 

As  to  the  best  system  of  book¬ 
keeping  for  a  retail  grocery  store, 


that  depends  much  on  the  sort  of 
business  done,  and  the  conditions 
under  which  it  has  to  be  done.  We 
suggest  that  this  correspondent 
write  the  American  Salesbook  Co., 
Elmira,  N.  Y. ;  they  have  a  number 
of  bookkeeping  systems  for  almost 
every  need. 

For  information  regarding  the 
Rockdale  co-operative  system,  we 
suggest  writing  Secretary  John  A. 
Green,  of  the  National  Retail  Gro¬ 
cers’  Association,  Cleveland,  Ohio. 
*  *  * 

A  Personal  Experience  With  a  Co-op¬ 
erative  Buying  Organization. 

- ,  N.  Y.,  Feb.  11,  1913. 

To  the  Editor. 

Dear  Sir : — As  a  member  of  the 
“Grocery  World  and  General  Mer¬ 
chant”  family,  I  beg  to  contribute 
the  details  of  a  personal  experience 
with  the  United  Grocers’  Co.  of 
Brooklyn,  N.  Y.,  which  nearly  two 
years  ago  launched  itself  as  a  co¬ 
operative  buying  concern  for  retail 
grocers. 

About  one  and  a  half  years  ago 
I  was  induced  by  a  representative 
of  “The  United  Grocers’  Co.,”  of 
Brooklyn,  N.  Y.,  to  subscribe  to 
some  of  its  stock.  Twenty-five 
shares,  $250  worth,  of  which 
amount  I  paid  $100  in  two  install¬ 
ments.  The  arguments  in  favor  of 
the  scheme  were  the  usual  ones 
that  the  retailers  could  sell  the 
goods  to  themselves  and  reap  the 
profits  of  the  jobber. 

I  soon  found,  however,  that  the 
management  did  not  seem  to  be  big 
enough  for  the  job.  Shipments 
were  not  made  as  promptly  as  I 
was  accustomed  to.  Orders  seemed 
to  get  lost  in  the  office  of  the  com¬ 
pany,  and  I  came  to  the  conclusion 
that  what  little  I  might  gain  in 
rebates  or  dividends  I  stood  to 
lose  by  failing  to  get  my  goods 
promptly,  and  sometimes  not  at  all 
after  ordering  them. 

Respectfully  yours, 

*  *  *' 

This  correspondent  sends  some 
data  along  the  line  of  his  letter 
which  inspires  the  inquiry  “why 
are  so  many  co-operative  enter¬ 
prises  killed  in  the  houses  of  their 
friends  by  loose  and  careless  man¬ 
agement?”  Among  the  data  sent  is 
a  letter  to  the  subscriber  from  the 
president  of  the  company,  apologiz¬ 
ing  for  not  sooner  acknowledging 
the  receipt  of  $25  on  account  of  the 
subscription;  another  letter,  as  to 
another  payment,  saying  that  the 
subscriber’s  check  was  received 
“about  two  weeks  ago,  but  we  are 
unable  to  find  any  trace  of  letter  or 
order  which  you  inquire  about” ; 
also  another  letter  saying  “we  are 
very  sorry  to  inform  you  that  after 
investigation  I  find  that  your  order 
of  September  19th  was  never 


shipped;  *  *  *  it  became  lost  in 
the  shuffle.” 

*  *  * 

A  Complaint. 

Philadelphia,  Pa., 

February  13,  1913. 

To  the  Editor. 

Dear  Sir: — Some  time  ago  I  had 
something  to  sell  and  I  gave  it  to 
an  agent  to  sell  for  me.  The  agree¬ 
ment  was  $5  down  and  3  per  cent, 
to  be  paid  on  the  balance  when 
sold,  and  if  not  sold  to  any  buyer- 
that  they  had  on  hand  they  were  to 
use  the  money  for  advertising. 
Now  I  have  never  heard  or  seen 
anything  of  them  or  advertising, 
and  I  would  like  to  know  if  I  could 
make  them  come  across  with  the 
money  or  what  I  could  do  in  the 
matter. 

Yours  truly, 

F.  G.  Haegele. 

If  your  clear  and  distinct  con¬ 
tract  was  that  the  $5  cash  should 
be  spent  in  advertising,  you  can 
compel  the  agent  to  do  the  adver¬ 
tising  or  give  you  your  money  back. 


THE  NEW  YORK  LETTER 

(Continued  from  page  13.) 

large  numbers  of  people  in  the 
city  are  actually  hungry  for  food 
and  unable  to  get  any. 

Mr.  Ivoelsch  says  that  the  push 
carts  serve  a  useful  purpose  in  re¬ 
lation  to  a  portion  of  the  public 
by  disposing  of  food  products, 
some  of  which  otherwise  would 
not  be  distributed  in  time  for  con¬ 
sumption  and  would,  without 
such  carts,  be  added  to  the 
amount  of  food  that  is  actually 
wasted. 

The  retail  annexes  of  the  mar¬ 
kets,  he  says,  may  ultimately  be¬ 
come  the  selling  places  of  the  j 
present  class  of  push-cart  men. 
This  would  solve  the  problem  of 
the  unsanitary  and  troublesome 
ways  of  the  push-cart  business. 
The  retail  markets  would  provide 
a  place  where  people  who  desire 
to  do  so  can  go  and  buy  food 
which  they  will  carry  home  and 
thus  practice  economy. 

Mr.  Koelsch  argued  with  much 
feeling  that  the  business  men 
must  find  a  means  of  avoiding  the 
present  waste  in  food  products 
and  thus  assist  in  lowering  the 
cost  of  living.  He  believed  that 
the  market  plan  which  he  advo¬ 
cates  will  assist  in  solving  the 
problem. 

*  *  * 

The  market  question  is  also 
treated  at  length  in  a  letter  sent 
to  the  City  Market  Committee  by 
L.  J.  Lippmann,  the  secretary  of 
the  New  York  branch  of  the 
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Commission  Merchants'  League. 
-Ie  favors  retail  as  well  as  whole- 
ale  markets.  He  says  that  the 
ity  cannot  conduct  such  work  as 
ood  distribution  as  cheaply  as 
irivate  enterprise,  but  the  public 
etail  markets  would  act  as  a 
heck  on  any  possible  tendency 
>f  the  regular  dealers  to  advance 
heir  prices  unduly. 

*  *  * 

New  incorporations  include  : — 

The  National  Grocers’  Supply 
Co.,  Inc.,  New  York;  capital, 
>25,000;  incorporators,  B.  Bloom, 
r.  Alper,  H.  Weiss,  New  York. 

The  Charles  Freihofer  Baking 
lo.,  general  baking ;  capital, 
>150,000  ;  incorporators,  C.  F.  Frei- 
lofer,  Philadelphia,  Pa. ;  C.  C. 
Creihofer,  E.  H.  Freihofer,  Troy. 

The  Scheuer  Co.,  Orange,  N.  J., 
:o  deal  in  groceries ;  capital, 
j>ioo,ooo;  incorporators,  L.  Frie- 
rer,  I.  S.  Forehlich,  T.  Scheuer, 
Newark,  N.  J. 

*  *  * 

A  petition  in  bankrutpcy  has 
ieen  filed  this  week  against  Hugh 
Harte,  a  retail  grocer  at  99  Ninth 
ivenue,  by  three  of  the  jobbing 
louses.  His  liabilities  are  placed 
it  $4,000,  with  no  assets.  It  is 
illeged  that  within  the  last  two 
veeks  he  sold  his  stock  at  auction. 

George  D.  Greenwood,  a  whole¬ 
sale  fruit  dealer  at  328  Washing¬ 
ton  street,  filed  this  week  a  volun¬ 
tary  petition  in  bankruptcy.  Lia¬ 
bilities  are  placed  close  to  $45,- 
doo.  of  which  $28,500  is  secured; 
assets  less  than  $2,000.  He  has 
been  in  the  business  twenty- 
seven  years. 


At  the  hearing  at  Albany  on 
the  Roosevelt  Bill  for  licensing 
commission  merchants,  there  was 
a  big  attendance  of  representa¬ 
tives  of  the  West  Side  wholesale 
trade,  including  members  of  var¬ 
ious  associations  of  fruit,  produce 
and  butter  and  egg  dealers. 

It  was  stated  at  the  hearing 
that  the  bill  will  be  modified  so 
as  to  cut  out  the  bonding  require¬ 
ment  and  also  so  that  the  ship¬ 
pers  cannot  obtain  the  name  of 
the  commission  merchant’s  cus¬ 
tomers  except  when  valid  reason 
is  shown. 

Even  with  these  modifications, 
however,  the  bill  was  opposed  by 
the  representatives  of  the  various 
associations.  They  argued  that 
the  entire  subject  should  be  con¬ 
sidered  with  care  by  proper  com¬ 
mittees  before  a  bill  could  be 
drafted  of  a  suitable  and  practi¬ 
cable  character.  They  invited  the 
legislators  to  provide  for  an  im¬ 
partial  investigation  of  the  entire 
subject. 

Senator  Roosevelt,  it  is  said, 
will  push  the  bill  and  try  to  have 
it  enacted  at  the  present  legisla¬ 
tive  session. 

*  *  * 

The  new  Tea  Board,  appointed 
by  the  Secretary  of  the  Treasury, 
has  been  in  session  here  for  sev¬ 
eral  days  selecting  samples  that 
are  to  be  used  as  standards  dur¬ 
ing  the  coming  year. 

Summarized  Market  Con¬ 
ditions. 

Spot  coffee  continues  quiet,  as 
the  country  is  buying  only  for  re¬ 


quirements,  pending  develop¬ 
ments  in  options.  Prices  are 
nominally  unchanged,  with  Rio 
7s  at  13 y2  cents  and  Santos  4s  at 
15^  cents. 

Teas  are  quiet  and  steady.  Dis¬ 
tributors  are  buying  both  blacks 
and  greens  in  fair  volume,  as  they 
were  evidently  in  need  of  supplies 
to  make  up  deficiencies.  The 
trade  is  closely  watching  the  tar¬ 
iff  developments,  in  the  hope  of 
getting  a  line  on  the  action  to  be 
taken. 

Refined  sugar  was  cut  during 
the  week,  rather  to  the  surprise 
of  distributors.  The  Arbuckles 
are  now  asking  4.30  cents  for  the 
daily  production,  while  other  in¬ 
terests  are  asking  five  points 
more  on  all  orders.  The  with¬ 
drawals  are  fairly  large  to  cover 
actual  requirements.  It  is  said 
that  the  local  refiners  now  have 
sufficient  business  to  keep  them 
occupied  for  some  time  ahead,  so 


no  further  cutting  for  the  present 
is  at  all  likely. 

In  the  canned  goods  trade  the 
interest  centers  this  week  in  the 
Louisville  convention,  which  will 
take  up  the  time  and  attention  of 
the  canners  and  distributors.  The 
convention  gives  an  opportunity 
for  buyers  and  sellers  to  get  to¬ 
gether  and  exchange  views  so 
that  the  effect  may  be  seen  in  a 
better  understanding  on  various 
subjects.  Most  of  the  actual 
business  this  week  is  of  a  job¬ 
bing  kind  and  to  piece  out  sup¬ 
plies.  Canned  tomatoes  appear 
to  be  steady  on  the  basis  of  80 
cents  f.  o.  b.,  Baltimore,  for  No. 
3s,  although  most  of  the  packers 
are  asking  2^2  cents  more.  The 
packers  are  not  exerting  any  sell¬ 
ing  pressure.  Corn,  peas  and 
other  vegetables  are  quiet. 

In  canned  fruit  the  business  is 
of  a  piecing  character.  There  is 


(Continued  on  pa^e  20.) 


You  Can’t  Possibly 
Lose 

Probably  the  most  important  thing 
to  you  about  Wheatena  is  the  fact  that 
you  can’t  possibly  lose  on  it — we 
guarantee  it  in  anybody’s  hands. 

Any  manufacturer  who  gives  a 
guarantee  as  wide  as  that  must  cer¬ 
tainly  be  pretty  sure  of  his  goods. 

We  are  sure.  We  know  Wheatena 
is  the  most  delightful  wheat  cereal 
made  (the  hearts  of  selected  wheat) 
and  the  greatest  repeater  of  the 
cereal  line,  bar  none. 

The  Wheatena  Co.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 


i 


208  (DELAWARE  AYE 


209  N. WATER  ST. 


Going!  Going!  Almost  Gone! 

February,  the  shortest  month  of  the  year,  half  gone.  There  is  still  time  for  you  to 
get  some  of  the  bargains  being  offered  this  month.  Send  us  your  full  list  of  wants 
and  you  will  be  agreeably  surprised  at  the  prices  ;  we  want  your  business  ::  ::  :: 


208  (DELAWARE  AVE. 

AND' 

209  N.  WATER  ^T. 


SYRUPS-The  market  is  higher  on  all  mixed  Syrups ;  don’t  forget  prices  have  been  low,  and  we  are  liable  to  see  somewhat  higher  prices  ;  we  will 
favor  you  all  we  can  on  any  orders  you  may  send  us.  Our  brands  are  well  known  and  popular,  always  up  to  standard  and  iun  uniform  in  quality ; 
ROYAL  TABLE  SYRUP,  a  leading  favorite,  bright  and  clear  and  fine  flavor;  CHALLENGE  TABLE  SYKUP  is  another  favorite.  Our  brands  include  GILT 
EDGE,  KING  “B”  DRIPS,  WHITE  CLOVER  SYRUP,  EX.  AMBER  SYRUP,  CRESCENT,  extra  fancy,  cloudy;  QUAKER  CITY  SYRUP,  and  others. 
Also  carry  a  full  line  of  Sugar  Syrups  and  New  Orleans  Molasses.  Send  us  your  orders. 

_ »  _ 

GOLDEN  WAX  BEANS— Here  is  an  opportunity  to  buy  high-grade  goods  at  bargain  prices.  We  offer  for  this  week  only  our  celebrated  CRUISER 
BRAND  N.  Y.  Stringless  Golden  Wax  Beans  at  $1.10  per  dozen,  regular  price,  $1.25  ;  no  one  more  than  five  cases. 

BROOMS— A  large  purchase  enables  us  to  sell  you  brooms  at  greatly  reduced  prices:  No.  200  Four-tie  Parlor  Brooms,  well  made,  substantial  and  strong, 
$2.25  per  dozen;  No.  6  Four-tie  Parlor  Brooms,  good  and  well  made,  regular  $2.30  grade,  at  $2.10  per  dozen;  No.  9  Three-tie,  a  special  drive,  at  $1.90 
per  dozen.  Include  order  for  Hand  Scrubs. 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

GROCERS 


NORTH  WATER 

PHILADELPHIA  -  PS 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


CXCIV.— A  Warning  to  Business  Men  Who  May  be  Asked  to  Sign  Stock  Subscriptions. 


I  believe  a  suggestion  of  mine  as 
to  one  phase  of  corporation  law, 
may  save  some  reader  of  these 
articles  a  disagreeable  surprise  or 
a  loss.  Two  cases  arising  recently 
in  my  own  experience  have  brought 
the  point  to  my  attention. 

The  text  of  this  article  is  that  no 
man  should  sign  a  subscription  to 
the  stock  of  a  corporation  without 
first  learning  exactly  what  liability 
he  is  thereby  assuming.  Very  fre¬ 
quently  the  liability  he  is  assuming 
is  several  times  what  he  thought  it 
was. 

Several  months  ago  a  co-opera¬ 
tive  buying  organization  of  retail¬ 
ers  was  started  in  New  York  City. 
It  obtained  a  charter  with  a  large 
capital  under  the  laws  of  New 
York  State,  and  started  under 
rather  rosy  auspices.  The  plan  was 
like  that  of  most  co-operative  enter¬ 
prises:  to  buy  in  large  quantities 
direct  from  the  manufacturer,  and 
distribute  to  the  members  without 
profit.  There  is  of  course  no  rea¬ 
son  why  every  such  plan  should 
not  succeed,  provided  first  it  can 
buy  its  goods  on  a  proper  basis, 
and  second,  that  it  can  be  economi¬ 
cally  managed. 

A  retail  dealer  some  distance 
from  New  York  invested  several 
hundred  dollars  in  the  stock  of  this 
corporation,  his  main  reason  being 
so  that  he  could  buy  goods  there. 
The  subscription  contract  which  he 
signed  was  the  usual  form  of  an  in¬ 
stallment  contract,  providing  for 
regular  payments  at  certain  inter¬ 
vals. 

He  made  several  payments,  and 
also  tried  to  buy  some  goods.  His 
efforts  in  the  latter  direction  were 
not  very  successful.  The  company 
was  very  badly  managed,  orders 
went  astray,  or  were  delayed,  and 
in  the  end  he  decided  that  the  com¬ 
pany  could  do  him  no  good,  and  he 
would  drop  out.  He  still  owed  a 
considerable  sum  on  his  stock  sub¬ 
scription,  however,  and  also  owed 


some  money  for  goods  bought.  So 
he  offered  the  corporation  its 
choice  of  two  propositions :  First,  to 
accept  what  he  had  already  paid  on 
account  of  stock  and  let  him  off  as 
to  the  balance,  or  second,  credit  his 
merchandise  account  with  the 
money  he  had  paid  on  account  of 
stock,  whereupon  he  would  pay  the 
balance,  if  there  was  any.  The  cor¬ 
poration  declined  both  offers  and 
served  notice  that  he  must  pay  what 
he  owed  for  merchandise,  and  also 
the  balance  on  his  stock,  otherwise 
suit  would  be  entered. 

What  chance  he  has  of  escape  I 
will  discuss  in  a  moment. 

In  another  case  a  certain  business 
man  signed  a  subscription  for  a 
number  of  shares  in  a  corporation, 
and  paid  io  per  cent,  of  their  price, 
as  he  was  obliged  to  do  under  the 
laws  of  his  State.  The  corporation 
started  to  go  ahead  and  incurred 
debts  of  over  $2,000.  None  of  the 
stockholders  paid  any  more  in,  and 
the  concern  simply  laid  down  and 
expired. 

The  heaviest  of  the  company’s 
creditors  were  stockholders,  and  on 
account  of  this  they  did  not  pro¬ 
ceed  against  it  to  recover  their 
claims  for  over  two  years.  Then 
the  subject  arose  one  day  and  the 
largest  creditor,  on  advice  of  his 
counsel,  demanded  payment  of  his 
account.  Of  course  there  was  no 
money,  and  the  creditor  then  de¬ 
manded  that  the  company  collect 
from  all  stockholders  the  balance 
remaining  unpaid  upon  their  sub¬ 
scriptions.  To  make  a  long  story 
short,  my  friend  was  obliged  to  pay 
considerably  over  a  thousand  dol¬ 
lars  to  an  enterprise  that  was  al¬ 
ready  dead.  It  is  fundamental  that 
a  subscriber  to  the  stock  of  an  in¬ 
solvent  corporation,  who  has  only 
paid  a  part  of  his  indebtedness,  can 
be  compelled  to  pay  the  balance,  in 
order  that  funds  may  be  raised  to 
pay  its  debts. 

Now  what  protection  can  be  had 


against  possibilities  like  these?  In 
the  average  case  there  is  no  protec¬ 
tion.  The  man  who  signs  a  stock 
subscription  is  in  the  ordinary  case 
liable  for  the  entire  amount  named 
therein,  even  though  the  company 
has  failed,  and  paying  his  money  is 
like  pouring  it  into  the  seas.  He  is 
liable  even  though  the  whole  enter¬ 
prise  has  been  abandoned. 

There  is  no  way  in  which  this 
can  be  avoided  in  the  ordinary  case. 
I  have  many  times  had  difficulty 
in  convincing  partly-paid  stockhold¬ 
ers  in  a  co-operative  corporation 
which  had  failed,  and  who  also 
owed  the  company  money  for 
goods,  that  they  could  not  balance 
the  money  they  had  paid  for  stock 
against  the  money  that  they  owed 
for  merchandise.  Naturally  they 
felt  that  as  the  corporation  had  the 
money  they  had  paid  for  stock, 
which  now  that  the  enterprise  had 
failed,  they  would  get  no  return 
from,  it  should  not  ask  them  to  pay 
the  debt  for  merchandise.  Noth¬ 
ing,  however,  is  better  settled  than 
that  in  such  a  case  the  corporation 
can  collect  both  the  balance  due 
on  stock  and  the  sum  due  on  mer¬ 
chandise  as  well.  The  two  are  sep¬ 
arate  and  distinct  obligations. 

The  above  applies  to  the  average 
case.  Occasionally  a  condition 
arises  in  which  the  stockholder, 
asked  to  pay  the  balance  of  his  sub¬ 
scription,  can  escape.  Generally 
speaking,  where  the  facts  allow  it, 
he  can  make  any  of  four  defenses : 

First. — That  the  whole  character 
of  the  enterprise  has  been  materi¬ 
ally  and  radically  changed  without 
his  knowledge,  consent  or  affirma¬ 
tion. 

Second. — That  certain  conditions 
to  which  his  subscription  was  sub¬ 
ject,  have  not  been  performed. 

Third. — That  fraud  or  false  rep¬ 
resentations  were  used  in  procuring 
his  subscription. 

Fourth. — That  the  purpose  of  the 
company  is  illegal  or  illegitimate. 


There  are  a  number  of  variations 
upon  these,  but  generally  speaking, 
if  the  facts  of  the  case  do  not  allow 
the  making  of  any  of  these  de¬ 
fenses,  the  subscriber  may  as  well1 
pay  first  as  last,  for  if  he  is  not  ex¬ 
ecution-proof  he  will  be  obliged  to 
in  the  end. 

( Copyright ,  February,  1913,  by 
Elton  J.  Buckley.) 

Question :  W.  L.  Benedict,  Wells- 
ville,  N.  Y. — Earl  D.  Jones,  an  un¬ 
dertaker  of  this  place,  owes  me 
$16.10  for  groceries  and  cigars.  I 
have  it  in  the  form  of  a  judgment. 

Is  there  any  way  of  getting  this 
money  when  he  has  a  funeral,  or 
would  it  be  unlawful  to  advertise  it 
for  sale? 

Answer. — You  should  be  able  to 
recover  this  money  very  easily. 
The  next  time  Jones  is  employed 
as  an  undertaker,  and  before  he  has 
collected  his  money,  issue  an  at¬ 
tachment  execution  under  your 
judgment  against  the  fund  in  the 
hands  of  Jones’  customer.  '  Prob¬ 
ably  if  you  tell  him  you  propose  to 
do  this  he  will  pay  without  further 
trouble. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstn  tion.  Writ* 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following 
The  signature  and  address  of  th« 
writer  must  accompany  all  innl 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  dc 
so.  All  inquiries  received  will  b< 
answered  without  charge.  Ad-1 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Pennsylvania  News  Items. 

At  the  monthly  meeting  of  the 
Pittsburgh  Retail  Grocers’  Protec¬ 
tive  Union  definite  action  was  taker 
towards  several  bills  before  the 
present  session  of  the  Legislature 
C.  A.  Bell,  secretary  of  the  organi¬ 
zation,  was  instructed  to  communi¬ 
cate  with  the  law  makers,  asking 
them  to  favor  the  passage  of  the 
following  measures :  The  repeal  ol 
the  mercantile  tax  law;  the  bill  tc 
prohibit  fraudulent  advertising 
the  bill  for  the  attachment,  gar¬ 
nishee  or  collection  law,  now  in  ful 
force  in  many  of  the  States,  and  ? 
bill  to  regulate  the  sale  of  grocer¬ 
ies,  produce  and  the  like,  botl 
wholesale  and  retail,  by  weight. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


Shift  Things.— Display  shows  life, 
fe  attracts  business.  Dead  stores 
rived  in  the  6o’s — we’ve  passed 
;  dead  age.  To  be  a  success  you 
1st  shift  things.  That  display  of 
rn  looked  good  a  month  ago. 
ike  it  away.  It’s  far  too  old  a 
)ry  now.  Your  advertiser  doesn’t 
e  the  same  stuff  every  week, 
me  argument.  You’re  an  adver- 
er.  You  use  the  original — right 
the  ground  floor.  He  puts  it  on 
per.  He  does  the  inviting.  You 
•  the  clinching.  Oh  the  power  of 
splay. ! 

Wasting  store  space  is  just  as 
d  as  wasting  newspaper  space. 
A  good  clerk  studies  his  floor  and 
5  counter  space  and  figures  how 
itch  he  can  get  out  of  both.  You 
ttle  back  and  imagine  that  your 
3rk  is  just  passing  goods  over  the 
unter  to  people,  simply  that  kind 
work.  Good  and  all  as  it  is  it 
ill  never  get  you  up  the  ladder, 
’hat  did  that  fellow  that  was  pro- 
oted  last  have  on  you?  Size  up 
>th  men  honestly  just  as  though 
mi  were  going  to  hire  one  of  them 
mrself.  . 

*  *  * 

Butterine  Talk. — “Firsts”  crearn- 
y  is  soaring  around  the  40-cent 
>st  mark  and  renovated  of  course 
based  on  the  “Elgin  Board” 
'ice.  People  can’t  stand  these 
"ices,  and  by  people  is  meant  the 
orking  class.  The  writer  makes  a 
ature  of  displaying  print  butter- 
e  in  original  cases  piled  up  four 
five  high  On  the  counter  with  a 
gn  4  x  8  on  each  case.  Not  only 
lat,  but  clerks  are  instructed  to 
ilk  it  and  the  talk  goes  something 
ke  this :  “Do  you  know  what  we 
re  having  great  success  with? 
)ur  Creamery  butterine.  It  isn’t 
t  all  what  people  a  few  years  ago 
lought  it  was.  It  hasn’t  that  ran- 
id  nor  that  tarry  taste  that  poor 
utter  has.  It  is  very  cleanly  made, 
erfectly  wholesome,  and  we  are 
filing  it  at  about  half  the  price  we 
an  afford  to  sell  best  butter  at.  I 
rant  you  to  try  some  to-day  on  my 
ecommendation,  but  don’t  let  on  to 
re  folks  at  home  that  it  is  butter¬ 


ine  until  it  has  been  served  several 
times.” 

Heart-to-heart  talk  like  that  will 
hold  your  butter  trade  and  at  the 
same  time  you  will  be  doing  a  good 
educational  work. 

*  *  * 

Pushing  Potatoes.— “A  display  of 
potatoes  on  the  grocery  counter 
wouldn’t  look  just  right”  you  say. 
But  that  not  “looking  just  right” 
is  just  the  game,  sir.  We  might 
paraphrase  “A  thing  well  bought 
is  half  sold” — “A  thing  out  of  place 
is  half  sold.”  It  immediately  at¬ 
tracts  attention.  Being  where  they 
belong  doesn't  strike  anybody — no 
more  than  glass  goods  in  a  window 
strike  anybody.  Remove  the  glass 
goods  and  put  turnips  in  there  and 
watch  the  effect. 

In  addition  to  this  counter  potato 
show  get  someone  to  cook  a  peck 
of  them  with  the  jackets  on. 

In  other  words,  gentlemen,  do 
things  that  the  other  fellow  doesn’t 
do  and  that  he  would  consider 
crazy  nonsense. 

*  *  * 

In  Selling  Peas  use  tact.  A 
woman  may  think  she  wants  the 
best  when  she  really  doesn’t. 
Twenty  cents  might  scare  her  and 
spoil  your  sale,  whereas  12  cents 
will  hit  her  just  right.  Yet  there 
are  people  who  are  apparently  pea 
extravagant  and  who  will  turn 
down  even  a  sifted  15-cent  Early 
June.  Get  a  line  on  their  price  and 
you  can  talk. 

One  thing  you  will  observe  in 
pea  selling — the  woman  that  has 
used  the  tiny  peas  will  come  again 
for  them  and  gladly  pay  the  price. 
She  may  use  a  big  lima  bean  or  a 
cheap  string  bean,  but  it  seems 
hard  to  go  back  to  the  standard 
pea. 

Florida  eggplants  range  from  $2 
to  $2.25  per  crate,  and  are  wanted 
in  moderate  quantity.  The  quality 
is  good. 

Michigan  rhubarb  is  cheap — 40 
to  50  cents  per  bunch.  The  de¬ 
mand  is  light. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES:  why?  First,  because 
of  quality,  of  course,  but  second,  because  ws 
guarantee  both  the  sale  and  your  profit. 

Watson  Oo. 


SOLE  PROPRIETORS  “Skipper”  Sardines. 
IOII  Chestnut  Street,  Philadelphia,  Pa. 

Branch  of  Angus  Watson  &  Co.,  Newcastle-upon-Tyne,  England 


Tea  M  Coffee  Canisters 

I  Make  a  Full  Line. 

Spice  Cans  to  Match 

Fine  line  shown  in  my  catalog. 


Grocers’  Tinware  to  Order 


H.  F.  HEACOCK 

51  N.  Second  Street 
PHILA.,  PA. 


How  to  Play  Safe  on  Butter 

<Jf  Gurnse  butter  gives  more  value  for  the  money  to¬ 
day  than  any  other  brand  or  grade  of  butter  sold. 
Considering  the  state  of  the  market,  Gurnse  ought  to 
command  a  much  higher  premium  over  the  cost  of 
ordinary  butter  than  it  does. 

C[f  Gurnse  butter  is  guaranteed  to  be  the  finest  dairy 
butter  possible  to  make.  It  is  also  guaranteed  to 
satisfy  the  most  exacting  of  your  customers;  if  it 
doesn’t,  refund  the  money  and  ask  us  for  it. 

The  grocer  who  would  like  to  be  relieved  of  all  the 
bother  and  uncertainties  of  his  butter  department 
needs  only  to  stock  Gurnse  and  feature  it. 

Packed  in  20. 30  and  50-pound  boxes  —  pounds  and  half  pounds  —  cents 
Prices  subject  to  market  changes. 

p.  f.  brown  &  co . 

_ _ — _ — 
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No  Poetry  in  My  Kind  of  a  Salesman’s  Business. 


You  know,  our  business  ain’t  a 
bit  like  a  lot  of  other  businesses ; 
in  one  thing,  anyway. 

You  can’t  put  over  any  bunk 
schemes  of  getting  a  hearing  like 
the  other  fellows  can.  When  I  go 
into  a  man’s  store  to  sell  goods, 
I’ve  got  to  tell  him  right  off  the 
bat  what  I’m  there  for,  or  me  for 
the  cold  and  snowy  sidewalk.  No 
nonsense  wanted,  believe  me. 

I  sometimes  wish  I  was  in  the 
book  business — that’s  where  they 
put  over  the  foxy  schemes  to  get  a 
customer  hungry  before  they  put 
over  their  proposition.  I  know  a 
lot  of  book  salesmen — I  meet  ’em 
on  the  road,  and  take  it  from  me, 
they  are  the  real  blue  foxes  with 
white  tips  on  their  tails. 

Here’s  what  I  mean :  I  was  home 
a  couple  of  days  last  week  and 
while  I  was  loafing  in  the  store  one 
day  a  book  man  came  in  selling 
a  cyclopedia.  I  didn’t  know  him; 
neither  did  anybody  else. 

He  came  in  the  office  and  asked 
for  the  boss.  The  first  thing  he 
shot  at  him  was  this : — 

“Mr.  Jones,  my  firm  sent  me 
down  here  to  ask  you  for  your 
opinion  about  a  matter,  and  they’ve 
commissioned  me  to  give  you  a  set 
of  their  new  encyclopedias  for  giv¬ 
ing  it  to  me.” 

Wasn’t  that  a  peach?  No  mat¬ 
ter  whether  the  boss  wanted  any 
books  or  not,  he’d  sit  up  and  take 
notice  at  that,  sure. 

He  did,  too,  and  you  could  see 
he  was  plumb  tickled  at  being 
asked  for  his  opinion. 

“Why  do  you  people  want  my 
opinion?”  he  said. 

“You’re  a  well  known  man  and  a 
man  of  affairs,”  the  book  man  said 
as  glib  as  a  barker  at  a  circus.  The 
boss  loosened  up  some  more. 

Then  the  book  man  undid  his 
samples.  The  cyclopedia  had  ten 
volumes  and  looked  like  some 
books. 

“If  you’ll  agree  to  the  plan,” 
said  the  book  man,  “we’ll  deliver' 


you  the  ten  volumes  to-morrow. 
You  look  them  over  at  your  con¬ 
venience  and  give  us  your  honest 
opinion  of  them.  It  don’t  need  to 
be  a  flattering  opinion ;  we  don’t 
ask  for  that;  all  we  want  is  the 
truth.” 

“And  for  only  doing  that  you’ll 
make  me  a  present  of  the  ten 
books?”  said  the  boss. 

“Exactly.” 

Now  I’ve  been  up  against  book 
men  so  often  that  I  knew  there  was 
some  bunk  in  there  somewhere,  and 
I  was  waiting  for  it  to  come  out. 

“Well,”  said  the  boss,  “I  don’t 
see  why  I  should  object  to  your 
giving  me  a  set  of  books.  Do  you, 
Bill?”  he  asked  me. 

“Sure  not,”  I  said,  “if  that’s 
really  what  they  intend  to  do.  Ain’t 
there  any  string  to  the  thing  at 
all?”  I  asked  the  book  man. 

“No  string  whatever,”  he  said. 
“Mr.  Jones  gives  us  his  opinion 
and  we  give  him  the  books.  His 
opinion  will  be  worth  the  cost  of 
the  books  to  us.” 

“Don’t  he  have  to  pay  any  money 
anywhere  in  the  thing?”  I  asked. 

“Not  for  the  books,”  he  said, 
“we  simply  make  a  nominal  charge 
for  keeping  them  up  to  date.  That 
we  do  by  getting  out  a  supplement 
once  a  year  for  ten  years.” 

“I  see  the  end  of  the  string, 
boss,”  I  said.  “What’s  the  tax  for 
keeping  it  up-to-date  ?”I  asked. 

“Merely  $25,”  he  said. 

“There  it  is !”  I  said  to  the  boss, 
“I  knew  we’d  get  it  after  a  while.” 

We  had  some  more  talk,  and  be¬ 
fore  the  book  man  left  we  found 
out  that  $25  was  the  real  price  if 
his  whole  scheme — the  ten  books 
and  the  yearly  additions  to  it,  and 
the  giving  ’em  away  was  all  bunk. 

But  wasn’t  it  a  peach  of  a  bunk 
for  getting  past  a  man’s  guard? 

When  the  thing  was  turned  in¬ 
side  out  the  boss  changed  his  mind 
and  the  book  man  went  out  to  hunt 
somebody  else  to  give  ten  books  to. 

Now  just  try  to  imagine  a  sales¬ 


man  in  my  line  trying  to  get  a 
thing  like  that  over.  I  wonder 
how  it  would  go,  anyway.  Sup¬ 
pose  you  go  out  to  sell  dried 
peaches  at  10  cents  a  pound  and 
prunes  at  9. 

“Old  man,”  I  say  to  a  grocer, 
“my  boss  wants  your  opinion  on  a 
new  lot  of  prunes  he’s  just  got  in, 
and  he’s  sent  me  out  here  to  offer 
you  a  50-pound  box  if  you’ll  give 
it  to  him.” 

The  first  thing  “old  man”  would 
do  would  be  to  call  the  dog,  and  if 
dog  wasn’t  around  he’d  squirt 
kerosene  on  me.  If  he  was  easy 
and  was  willing  to  talk  to  me  about 
it,  I’d  tell  him,  when  the  time  came, 
that  there  wasn’t  any  string  to  it 
— except  that  we  expected  him  to 
order  a  box  of  peaches  at  the  same 
time,  because  the  prunes  were  so 
delicate  they  got  lonely  if  they 
didn’t  have  peaches  along  with 
’em. 

“What’s  your  price  for  the 
peaches?”  he  would  say. 

“Only  nineteen  cents  a  pound  in 
50-pound  boxes,”  I  would  say,  and 
then  me  for  the  ambulance. 

It’s  a  darned  shame  there  ain’t 
more  poetry  in  our  line.  I  saw  a 
magazine  salesman  walk  into  the 
store  of  a  customer  of  mine  a  week 
or  so  ago  and  lay  down  a  peachy- 
looking  little  clock  on  the  counter. 

“I’m  going  to  give  you  that,”  he 
said. 

Just  as  the  grocer  was  about  to 
swipe  it  in  he  let  out  that  it  was 
free  with  a  year’s  subscription  to 
the  “Nursing  Mother’s  Friend,”  or 
something  like  that.  But  he  got 
the  grocer  interested  right  from  the 
start,  don’t  you  see?  Nope,  he 
didn’t  get  the  order,  but  he  might 
have. 

I've  always  had  an  idea  for  a 
scheme  to  sell  goods.  Some  day 
I’ll  try  it.  It’s  to  go  in  a  store 
where  I  ain’t  known  and  throw  a 
fit  on  the  floor.  None  of  these 
lady-like  fits — a  real  howler.  In  a 
minute  I’d  come  to  and  say  that 


>an  order  was  the  only  thing  th; 
would  keep  me  from  having  ar 
other  worse  one. 

The  Stroller. 


OBITUARY 

Ynley  Acker. 

Finley  Acker,  one  of  the  be 
known  retail  grocers  in  the  Unite 
States,  and  the  president  of  tl 
Finley  Acker  Co.,  operating  thri 
successful  stores  in  Philadelphi 
and  one  in  Atlantic  City,  died  c 
Wednesday  last  at  his  resident 
4943  Rubicam  avenue,  Gerntai 
town,  after  an  illness  of  only  thr< 
weeks  from  kidney  trouble.  I 
was  only  fifty-six  years  old. 

Mr.  Acker  was  the  founder  < 
the  Finley  Acker  business,  but  h; 
been  aided  almost  from  the  begii 
ning  by  his  two  brothers,  A.  Lit 
coin  Acker,  general  manager  of  tl 
Acker  business  and  now  sheriff  < 
the  county,  and  Durbin  S.  Acke 
the  financial  manager.  Finlt 
Acker  also  had  extensive  interes 
in  the  Pratt  Food  Co,  and  in  tl 
Midland  Pennsylvania  Railro; 
Company,  a  branch  line  which  rui 
through  the  Lykens  Valley,  Pa. 

The  first  store  established  was 
No.  121  North  Eighth  street,  ai 
the  next  was  at  Twelfth  and  Ma 
ket  streets,  under  the  Readir 
Terminal.  The  last  was  the  Ack 
Quality  Shop  at  Twelfth  ai 
Chestnut  streets,  which  was  Fi 
ley  Acker’s  own  idea  and  was  n: 
expected  to  succeed  by  most  of  t!: 
trade.  From  the  start,  howevt, 
it  is  believed  to  have  been  the  me: 
profitable  of  the  Acker  enterprise 
including  the  restaurant  which  ; 
run  in  connection  with  it. 

Perhaps  the  best  known  succe; 
ever  won  by  the  Acker  Co.  w; 
their  39  cent  bonbons,  which  a: 
still  sold  all  over  the  United  State 

Finley  Acker  was  as  well  knovi 
as  a  public  man  as  he  was  a  gr- 
cer.  He  was  president  of  the  Phil- 
delphia  Chamber  of  Conimen, 
had  been  president  of  the  first  N 
tional  Pure  Food  Commissii 
many  years  ago,  and  was  pron- 
nent  in  all  local  public  movemen 
All  his  life  he  has  been  a  groo, 
starting  for  himself  at  the  age  i 
twenty-one,  after  serving  as  erra  1 
boy,  clerk  and  salesman  for  Curwi 
Stoddard  &  Bro.  and  other  firm 
He  was  the  son  of  a  clergyman  a  1 
originally  came  from  Lehi.i 
County.  A  widow  survives  him. 
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THE  GROCERY  MARKETS 


Te*. 

There  has  been  no  change  in  the 
a  market  during  the  week.  The 
anand  is  very  quiet,  all  buyers 
king  stock  as  they  need  it  for 
tual  and  immediate  consumption, 
rices  throughout  are  unchanged 
id  steady. 

Coffee 

The  market  for  Rio  and  Santos 
iffee  is  easier,  probably  l/&  cent 
:r  pound.  The  dullness  of  the 
imand  and  coffee  failures  abroad 
ive  contributed  to  the  weakness, 
ild  grades  are  unchanged  and  in 
oderate  request.  The  resumption 
revolutionary  conditions  in 
Mexico  seems  reasonably  sure  to 
feet  the  market  for  Mexicans, 
ougli  it  has  hardly  done  so  yet. 
iva  and  Mocha  are  quiet  and  un- 
langed. 

Sugar. 

The  sugar  market  has  been  some- 
hat  uncertain  during  the  week, 
id  there  have  been  a  few  slight 
ward  fluctuations.  At  this  writ- 
g  the  quotation  on  granulated 
tgar  is  4.30  to  4.35  cents,  with 
iparently  no  prospect  of  any  111a- 
irially  higher  prices,  as  Cuba  is 
reducing  a  lot  of  sugar.  The  con- 
unptive  demand  for  refined  sugar 
quiet. 

Syrup  and  Molasses. 

Cducose  is  unchanged,  though 
lere  was  some  expectation  of  an 
dvance,  owing  to  the  strong  corn 
filiation.  Compound  syrup  has 
een  stimulated  somewhat  by  the 
old  weather,  but  sugar  syrup  and 
lolasses  are  both  quiet  and  un¬ 
hanged  in  price. 

Fish. 

The  demand  for  mackerel  during 
le  past  week  has  been  somewhat 
etter  and  holders  are  feeling  a  lit¬ 
he  stronger  in  their  ideas.  There 
1  no  special  keenness  to  the  de- 
land,  however.  Cod,  hake  and 
addock  are  fairly  active  at  ruling 
'rices.  Salmon  of  all  grades  dull 
nd  unchanged.  Imported  sardines 
earcc  and  firm.  Domestic  sardines 
|uiet  at  ruling  quotations. 

Canned  Goods. 

There  are  still  rumors  of  sales 
>f  spot  tomatoes  at  80  cents  deliv- 
red  in  a  large  way,  which  is 
quivalent  to  a  drop  of  2J/2  cents, 
ut  these  when  run  out,  seem  to 
>e  of  goods  not  quite  equal  to  stand¬ 


ard.  Actually  the  tomato  market 
is  unchanged  and  quiet.  Nobody 
is  taking  any  interest  in  future  to¬ 
matoes  except  for  some  fancy 
grades:  Corn  and  peas,  both  spot 
and  futures,  are  unchanged  and 
quiet.  Apples  dull  and  unchanged. 
California  canned  goods  are  in  fair 
consumptive  demand  at  unchanged 
prices.  Lemon  cling  peaches  are 
getting  scarce  on  the  coast,  but  the 
price  is  unchanged  as  yet.  Small 
Eastern  staple  canned  goods  are 
dull  at  ruling  quotations. 

,  Dried  Fruit*. 

Prunes  are  inclined  to  be  easy ; 
demand  light.  Peaches  and  apri¬ 
cots  are  dull  and  unchanged,  prices 
on  both,  however,  being  steady. 
Raisins  and  currants  are  both  in 
seasonable  demand,  prices  un¬ 
changed.  Other  dried  fruits  mod¬ 
erately  active  at  ruling  quotations. 

Beans  and  Peas. 

The  market  for  domestic  pea 
beans  is  somewhat  unsettled. 
There  have  been  rumors  of  sales 
as  low  as  $2.25,  but  the  Eastern 
market  is  a  fraction  higher  than 
that.  Marrows  are  also  somewhat 
uncertain,  with  rumors  of  varying 
prices,  but  first-class  stock  is  bring¬ 
ing  as  high  as  $3.35  per  bushel  in 
a  large  way.  California  limas  are 
unchanged  and  fairly  active. 
Scotch  peas,  because  of  the  inroads 
made  by  imported  peas,  and  various 
other  reasons,  are  selling  low  in 
spite  of  the  small  crop — $2.25  per 
luishel  in  a  large  way. 

Butter. 

The  consumptive  demand  for 
butter  continues  very  active,  and  all 
receipts  are  absorbed  on  arrival. 
The  market  is  firm  at  an  advance  of 
1  cept  per  pound  on  all  grades. 
Present  receipts  are  light  and  the 
situation  is  firm  and  healthy. 

Cheese. 

The  cheese  market  remains  about 
the  same.  The  consumptive  de¬ 
mand  is  only  fair  and  the  compara¬ 
tively  light  stocks  arc  stiil  large 
enough  to  go  round.  The  demand 
is  likely  to  improve  in  the  near  fu¬ 
ture,  but  prices  are  already  high 
and  will  likely  not  advance.  Under 
grades  are  slow  and  draggy. 

Eggs. 

The  receipts  of  new  laid  eggs 
continue  very  liberal.  There  is, 


however,  an  active  consumptive  de¬ 
mand  and  the  receipts  clean  up 
every  day.  The  market  is  firm  on 
the  present  basis,  and  continued 
cold  weather  would  likely  cause  an 
advance.  From  now  on  it  is  a 
weather  market.  Stocks  in  storage 
are  still  excessive  and  the  light  de¬ 
mand  makes  but  little  impression. 

Provisions. 

Everything  in  smoked  meats  is 
firm  and  in  moderate  consumptive 
demand.  The  firmness  is  due  to 
the  high  cost  of  hogs,  and  this 
may  cause  an  advance  in  all  cuts  in 
the  near  future.  Pure  lard  is  firm 
at  an  advance  of  Y\  to  cent  over 
a  week  ago,  and  with  a  good  con¬ 
sumptive  demand.  Compound  lard 
is  firm  with  a  better  consumptive 
demand.  Dried  beef,  barrelled 
pork  and  canned  meats  are  un¬ 
changed  and  in  moderate  demand. 


INDIVIDUAL  MARKET  REPORTS. 


Spices. 

The  market  is  active,  demand 
being  most  satisfactory.  Ours  is 
the  cheapest  of  the  world’s  markets 
on  most  articles  in  the  spice  line. 
Stocks  are  very  narrow  and  small, 
and  considering  the  prices  in 
Europe  are  so  much  higher  than  in 
effect  here,  it  would  not  surprise 
us  to  see  advances  throughout  the 
list. 

Pepper  in  good  demand.  For¬ 
eign  markets  are  higher  than  spot 
prices  here.  Lampong  is  reported 
scarce  on  spot,  with  very  iittle  en- 
route.  All  grades  are  firm. 

Red  peppers  in  good  demand. 
Cheaper  grades  very  scarce. 

Cloves. — The  demand  here  is 
good.  Prices  are  higher  abroad. 

Pimento  (Allspice)  quite  steady; 
in  fair  demand,  but  unchanged  in 
price. 

Mace  exceedingly  scarce,  espe¬ 
cially  the  better  grades,  and  firm  in 
price. 

Nutmegs  in  better  demand. 
There  has  been  some  large  trading 
during  the  week  and  prices  are 
some  little  higher.  We  expect  to 
see  further  advances  during  the 
coming  month. 

Cassias. — All  grades  in  fair  de¬ 
mand  at  steady  prices.  Ceylon 
cinnamon  is  very  firm  and  higher 
prices  probable. 

Gingers  firmer  for  all  grades. 
Spot  demand  is  active. 

Tapiocas  steady  and  in  fair  de¬ 
mand. 

Paprikas. — Hungarian  steady, 
but  unchanged.  Spanish  active  at 
generally  unchanged  prices. 


Seeds,  Herbs,  Etc. — Canary 
much  higher  on  account  of  scarcity. 
Celery  firmer.  Caraway  in  better 
demand  at  slightly  higher  prices. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Standard  Canned  Goods. 

No.  1 

All  in  all,  it  was  a  dull  market  for 
canned  goods  last  week,  and  even 
the  small  daily  orders  for  little 
lots  of  assorted  goods  were  fewer 
than  in  the  week  previous.  There 
was,  however,  some  further  buying 
of  spot  tomatoes  in  small  lots,  and 
the  holders  of  that  article  take  the 
view  that  nothing  worse  than  has 
already  happened  can  occur  in  the 
market  between  now  and  the  next 
canning  season.  The  remarkably 
open  weather  has  helped  the  sales 
of  tomatoes  very  much,  and  a  long 
spring  season  would  add  that  much 
more  time  in  which  to  market  the 
goods.  With  six  months  to  come 
before  the  next  crop  will  be  ready 
for  canning,  some  of  them  the  heav¬ 
iest  consumptive  months  of  the 


The  One  Pure  Sugar  Syrup 

Lyle's  ©sides  Syrup  — perfectly 
clear,  a  beaatlfal  golden  color,  so 
aeutral  micro-organisms  can’t  lira 
In  it.  Abaolately  free  from  praoer- 
▼a tiros.  A  product  wkich  every  one 
b—ps  buying.  If  yon  want  to  please 
your  trade  tell  them  about  It. 

2S*  PROFIT 

Sara  solas  and  pleased  customers. 

He  Kellogg  &  Sons 

Philadelphia 


IMPORTANT 

Retail  Grocers 

who  wish  to  please 
their  customers  should 
be  sure  to  supply  them 
with  the  genuine 

Baker’s 
Cocoa  and 
Chocolate 

with  the  trade-mark 
Registered  on  the  packages. 

U.S.  Pat.  off 

They  are  staple  goods,  the 
standards  of  the  world  for  purity 
and  excellence. 

MADE  ONLY  BY 

W alter  Baker  £?  Co.  Limited 
DORCHESTER.  MASS. 

Established  1780 
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year,  it  is  reasonable  to  assume ! 
that  some  improvement  in  the 
prices  is  possible  and  even  prob¬ 
able. 

There  is  a  firm  undertone  to  the 
market  for  future  tomatoes,  and 
the  country  canners  in  this  section 
are  not  at  ah  inclined  to  push  the 
sale  of  them  at  to-day’s  quotations. 
They  are  accepting  orders  for  lots 
of,  say,  one  to  three  or  four  cars,  [ 
but  offers  of  large  size  orders  at  a 
shade  under  their  prices  don’t 
tempt  them  to  do  business.  The 
canners  located  in  Baltimore  will 
not  accept  any  orders  at  the  coun¬ 
try  canners’  prices,  and,  as  a  matter 
of  fact,  very  few  of  the  city  can¬ 
ners  will  accept  any  orders  at  our 
quotations  for  delivery  f.  o.  b. 
Baltimore.  It  is  accepted  that  the 
advance  in  the  cost  of  cans,  cases, 
etc.,  has  come  to  stay  through  the 
season,  and  that  makes  the  pur¬ 
chase  of  futures  look  to  be  safe, 
with  the  added  chance  of  a  higher 
cost  for  the  crop  of  1913.  There 
appears  to  be  little  risk  to  the  job¬ 
ber  in  buying  future  tomatoes  con¬ 
servatively  at  to-day’s  prices. 

Sweet  potatoes  was  the  one  other 
article  in  the  line  of  spot  vege¬ 
tables  that  showed  any  life  last 
week,  though  only  in  a  small  way. 
A  reaction  from  the  low  prices  for 
that  article  is  overdue.  String 
beans,'  lima  beans,  kraut  and  soaked 
peas  moved  out  in  little  lots.  Corn 
and  peas  are  resting  quietly. 

The  stocks  of  pineapples  here  are 
certainly  very  small,  and  they  were 
reduced  a  little  bit  more  last  week. 
Pears  and  apples  were  fairly  active 
in  a  small  way.  Outside  of  those 
three  items  no  fruits  changed  own¬ 
ers  last  week.  Not  a  single  inquiry 
for  futures  in  any  line  of  fruits 
received  as  yet,  notwithstanding  the 
fruit  killer  is  abroad.  According 
to  the  newspaper  reports  the  warm 
winter  means  a  fruit  famine  next 
season. 

Cove  oysters  are  strong,  but  less 
active  and  the  prices  are  un¬ 
changed. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

No.  2 

There  is  a  better  inquiry  for  spot 
goods  and  particularly  for  the  bet¬ 
ter  quality.  While  it  is  stated  that 
3s  standards  can  be  bought  at  77)4 
to  80  cents,  it  has  been  found  that 
upon  examination  of  samples  that 
the  quality  is  poor. 

Just  stop  and  think — there  are 
eight  months  ahead  of  us  and  pos¬ 
sibly  not  more  than  enough  goods 
to  go  around,  even  taking  into  con¬ 
sideration  these  so-called  standard 
tomatoes. 

There  have  been  large  quantities  \ 
of  corn  marketed,  even  though  only 
four  months  of  the  season  have 
gone  by.  On  account  of  the  mar¬ 
ket  price  at  which  corn  was  being  I 
offered,  it  has  meant  that  the  can¬ 
ners  who  possessed  better  quality 
either  had  to  meet  the  market  or 
hold  on  to  same  awaiting  for  this  j 
off  grade  and  cheap  corn  to  be  got- . 


ten  out  of  the  way,  and  there  is  not 
a  doubt  but  what  a  great  deal  of 
it  has. 

Good  and  fancy  corn  can  be 
bought  on  a  most  reasonable  basis 
at  the  present  time,  and  we  think 
those  who  need  to  replenish  these 
stocks  would  do  well  to  pick  up 
some  of  the  offerings  that  are 
being  made  now. 

There  is  a  tendency  on  the  part 
of  all  the  packers  to  reduce  their 
1913  acreage  (it  is  reported  in 
some  instances  that  it  will  be  cut  in 
half),  and  this  means  a  curtailment 
of  the  pack,  and  we  cannot  help 
but  feel  that  this  article  is  bound 
to  do  better  in  the  next  few  months. 
Almost  every  day  there  are  or¬ 
ders  coming  to  hand  and  we  find 
that  it  is  not  so  easy  to  pick  up 
these  bargains  as  it  was  a  few 
weeks  ago. 

W 1  eli am  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Imported  Fish  Specialties. 

Holland  Herring. — The  market 
in  Holland  is  very  firm  and  higher. 
The  market  here  has  been  stimu¬ 
lated  by  the  colder  weather  and 
Holland  herring  are  now  moving 
more  freely,  but  prices  are  practi¬ 
cally  unchanged. 

Norway  Mackerel. — The  Lenten 
trade  had  some  effect  on  the  mar¬ 
ket  for  Norway  mackerel.  They 
are  selling  more  freely  and  while 
prices  do  not  show  a  perceptible 
advance,  on  the  whole  demand  is 
decidedly  better  and  prices  very 
much  firmer. 

Imported  Oil  Sardines. — Demand 
continues  very  satisfactory.  The 
small  stocks  of  French  sardines 
are  gradually  being  cleared  and 
will  soon  be  out  of  the  market.  A 
number  of  brands  of  French  sar¬ 
dines  for  which  there  is  a  steady 
good  demand  are  entirely  out  of  the 
market. 

In  Norway  the  catch  has  been  so 
unsatisfactory  of  late  that  most  of 
the  fishermen  have  given  up  the 
catch  of  sardines  and  are  now  pre¬ 
paring  to  go  out  for  the  spring 
herring  fisheries.  The  winter  sea¬ 
son  in  Norway  has  been  we  believe 
the  poorest  on  record  and  fewer 
sardines  have  been  packed  than 
ever  before.  Naturally  this  is 
gradually  showing  its  effect  on  the 
market.  With  very  few  exceptions 
the  prices  for  Norway  smoked  sar¬ 
dines  have  been  advanced  and 
stocks  are  diminishing.  When 
present  stocks  are  exhausted,  prices 
are  Dound  to  be  advanced  all  along 
the  line,  provided  that  the  Nor¬ 
wegian  canners  adhere  to  their 
present  agreement  and  hold  firmly 
at  the  selling  price  which  the  com¬ 
bination  has  fixed.  They  are 
likely  to  stick  to  their  agreement 
because  if  they  don’t  they  will  be 
obliged  to  pay  heavy  fines.  For 
several  years  past  the  packers  of 
Norway  sardines  have  complained 
that  they  have  been  working  at  a 
loss,  and  for  this  reason  they  claim 
they  were  obliged  to  enter  into  this 
selling  combination.  The  large  im¬ 


porters  in  this  country  are  in  per¬ 
fect  harmony  with  this  agreement, 
because  they  also  have  been  work¬ 
ing  the  Norway  sardine  business  at 
little  or  no  profit  of  late. 

Strohmeyer  &  Arpe  Co. 

New  York. 


MARKET  NOTES. 

Florida  beans  are  a  little  high — 
$3  to  $3.25  per  one-third  barrel. 
The  demand  takes  all  available 
stock. 

Hothouse  radishes  are  plenty  and 
cheap — $1.50  to  $2  per  100.  The 
demand  is  fair. 

Red  beets  are  coming  from  New 
Orleans  and  range  from  2)4  cents 
per  bunch  down.  The  demand  is 

slow. 

Florida  tomatoes  are  still  rather 
high — $2.50  to  $3  per  crate,  de¬ 
mand  fair.  Fancy  hothouse  toma¬ 
toes  average  40  cents  per  pound. 

New  Bermuda  potatoes  range 
from  $5  to  $6.50  per  barrel,  accord¬ 
ing  to  size.  The  demand  is  slack. 

Florida  oranges  and  grapefruit 
are  both  in  regular  receipt  and  in 
fair  seasonable  demand  at  un¬ 
changed  prices. 


THE  NEW  YORK  LETTER 

(Continued  from  page  15.) 

buying  here  and  there  of  the 
more  popular  grades  of  Califor¬ 
nia  fruits,  with  some  activity  in 
Southern  pears  and  peaches. 

Dull  conditions  prevail  in  dried 
fruits.  The  mild  winter,  compe¬ 
tition  of  fresh  fruits,  and  espec¬ 
ially  of  cheap  apples,  are  said  to 
have  kept  down  the  consumption 
below  the  normal  for  the  season. 
It  is  also  said  that  the  retail  trade 
and  wholesale,  too,  are  not  in¬ 
clined  to  dispose  of  products  on 
the  basis  of  the  present  wholesale 
market  quotations,  but  base  their 
selling  prices  on  what  they  paid. 
This  is  natural  enough  for  dis¬ 
tributors  and  retailers,  who  do 
not  care  to  take  the  burden  when 
the  market  falls,  not  even  to  oblige 
their  good  friends,  the  brokers. 
California  prunes,  out  of  store. 
New  York,  are  moving  slowly  on 
small  jobbing  orders.  Reports 
from  the  coast  are  that  the  pack¬ 
ers  are  now  offering  concessions  in 
prices.  Spot  faisins  and  currants 
are  easy  in  tone. 

The  local  flour  market  is  still 
waiting  for  the  absorption  of  the 
heavy  stocks  that  accumulated. 


Prices  have  not  gone  down,  how- 
evet~  because  of  the  surplus  stocks. 
The  best  prices  that  the  buyers  can 
get  from  the  mills  is  $4.40  for 
spring  wheat  patents  in  jute.  This 
is  15  cents  higher  than  the  bottom 
of  the  market,  reached  several 
weeks  ago. 

After  advancing  a  little  last 
week,  butter  has  continued  firm. 
The  fresh  creamery  extras  are  sell- 
ing  at  3714  to  38  cents,  with  a 
fraction  more  paid  for  some  special 
marks.  There  is  a  good  demand 
for  high  grades  in  the  firsts,  which 
range  from  34  to  3634  cents.  There 
is  also  a  fair  amount  of  activity  in 
the  cheaper  grades  of  fresh  cream¬ 
ery,  ranging  from  29  to  33)4- 
Held  butter  is  quiet  with  a  range 
°f  3T  t°  35  cents  on  held  firsts  and 
extras.  Process  butter  is  a  little 
firmer,  with  a  top  price  of  27  cents 
for  extras. 

Eggs  are  quiet  and  prices  of 
fresh  gathered  supplies  are  barely 
steady.  Some  of  the  holders  are 

expecting  that  the  cold  weather  of 
the  last  few  days  will  give  the  mar¬ 
ket  a  stronger  tone.  The  best 
grades  of  the  Western  fresh  gath¬ 
ered  eggs  are  sold  at  2534  to  28 
cents.  There  are  other  grade- 

ranging  down  to  20  cents  anc 

lower.  Storage  eggs  are  steady  al 
18/2  to  21  cents  for  the  best  grades 
Nearby  eggs  are  plentiful.  A 

much  as  30  to  32  cents  are  paid  fo 
fancy  large  white  nearby  eggs,  bu 
the  quality  must  be  choice  to  gei 
these  top  prices. 

Fred.  A.  McGill. 


AMONG  THE  TRADE. 

J.  Alpheus  Vansant,  a  formei 
member  and  one  of  the  founder: 
of  the  wholesale  coffee  house  0 
Sutton  &  Vansant,  died  in  Califor 
nia  last  week  where  he  had  goni 
in  search  of  health.  Mr.  Vansan 
had  been  active  in  reform  politic: 
in  New  Jersey  but  for  the  last  few 
years  of  his  life  had  been  incapaci 
tated  for  everything  by  reason  0 
illness.  Frederick  Sutton,  the  othe: 
founder,  died  on  the  steamer  Ti 
tanic  last  year. 

The  American  Home  Supply  Co. 
a  combination  premium  and  trad 
ing  stamp  concern  at  204  Soutl 
Fifth  street,  working  mostly  01 
furniture,  went  into  bankruptcy  ' 
during'  the  week,  and  was  almos  : 
mobbed  by  1.500  women  who  hat 
paid  in  money  which  yielded  nc 
|  results  except  stamps. 
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Two  More  Lenten  Displays 


No.  i. 

The  cheese  display  is  arranged  as  follows :  First  cover  the  bottom 
:he  window  with  white  crepe  paper.  In  the  centre,  in  front,  place  a 
amid  of  limburger  cheese  in  one  pound  tin  foil  packages  and  at 
h  side  place  a  plate,  on  which  display  brick  and  hand  cheese.  Back 
:hese,  at  each  side,  make  a  pyramid  of  cheese  in  jars.  In  the  centre 
:he  rear  place  two  empty  cheese  boxes  and  place  boards  around 
m  to  form  a  slant.  About  the  centre  make  a  little  shelf, to  reach  all 


und.  This  done,  cover  it  with  white  crepe  paper  and  on  top  place 
ice,  cleaned  cream  cheese  with  a  generous  slice  cut  out.  On  top 
ce  a  large  piece  of  imported  Switzer  cheese.  Place  Dutch  and 
eapple  cheese  alternately  on  the  little  shelf  and  along  the  bottom 
ppy  cheese  in  tin  foil.  Garnish  the  pyramid  all  around  with  artifi- 
i  srnilax.  At  the  rear  place  white  crepe  paper  for  a  background  and 
ilax  around  the  edges  to  finish.  Suspend  a  neat  sign  card  with 
rding  as  illustrated. 


No.  2. 

The  display  of  sour  goods  is  arranged  as  follows :  First  cover  the 
bottom  of  the  window  with  white  crepe  paper.  In  the  centre,  in  front, 
place  a  neat  sign  card  with  black  lettering  like  in  cut.  On  a  platter  in 
the  centre  display  a  large,  cleaned  fish,  garnished  with  slices  of  lemon 
and  with  lettuce  or  celery  tops,  and  in  two  deep  dishes  some  choice 
oysters  and  clams  on  the  half  shell  on  cracked  ice.  Arrange  two  long 


rows  of  pickled  onions  from  the  corners  of  the  window  towards  the 
center  at  the  rear,  where  mixed  sour  pickles  are  arranged  in  a  large 
pyramid.  The  round  pieces  on  which  the  bottles  rest  are  lids 
of  buckets  or  small  barrels  covered  with  white  crepe  paper.  At  each 
side  place  a  large  one  gallon  jar  of  pickled  cabbage  and  mustard  chow 
on  a  corn  box  covered  with  white  crepe  paper  and  lettered  in  black. 
At  the  rear  place  some  of  the  white  crepe  paper  curtain  effect.  Sell 
the  bulk  goods  from  the  window,  if  convenient. 


epartment  Stores  to  Combine  to 
Bay  Cheaper. 

Announcement  was  made  last 
ek  that  department  stores  in  sev- 
•1  large  cities  have  organized  the 
lerican  Department  Stores  Cor- 
'ation  to  consolidate  their  pur¬ 


chases  and  get  low  prices  from 
manufacturers.  The  wholesaler  is 
to  be  eliminated.  The  concerns  in 
the  new  company  have  an  aggre¬ 
gate  purchasing  power  of  more 
than  $75,000,000  annually.  J.  B. 


Shea,  of  Pittsburgh,  has  been 
elected  president  of  the  corporation, 
which  will  be  capitalized  at  a  nomi¬ 
nal  amount  and  chartered  in  New 
York.  Among  the  cities  that  have 
representation  in  the  corporation 


are  St.  Louis,  San  Francisco,  Bos¬ 
ton  and  Pittsburgh.  Negotiations 
are  in  progress  for  the  admission 
of  Chicago  and  New  York  estab¬ 
lishments  and  later  stores  in  small 
cities  will  be  taken. 
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WANT  DEPARTMENT 

An»n  to  Want  AdvertiaemanU  inacrtad  in  this  department  may  be  addraaaed  to  tha  "  Orocary  World 
and  GoaaraJ  Merchant”  when  deaired,  provided  tha  adrertleetnent  ia  accompanied  by  to  canta  in  postage  to 
pay  for  ramailing  the  aame.  The  price  of  each  inaertion  ia  two  corns  per  word  in  adranca. 


FOR  SALE. 


FOR  SALE. — Five  hundred  pounds  nice 
dried  apples.  Will  sell  part  or  all.  S.  A. 
Bierly,  Rebersburg,  Pa.  7 

FOR  SALE. — Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Sheer  in  Ai 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — Stock  and  fixtures  of  an  old 
established  grocery  store.  Will  sell  for 
$  1,150,  if  sold  at  once.  Rent  |u  per  month. 
5113  Lancaster  Ave.,  West  Philadelphia, 
Pa. _ 9 

FOR  SALE.— Stock,  fixtures  and  property 
of  a  butcher  and  provision  store  doing  a 
good  business.  Owner  wishes  to  move  to 
.he  country.  To  a  quick  buyer  will  sell  for 
the  low  figure  of  {8,500.  Cor.  Firth  and 
Twenty-third  Sts.,  Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  a  gro¬ 
cery  and  provision  store.  Has  a  good  trade 
in  cigars  and  tobacco.  Would  be  a  good 
place  for  fresh  meats.  Large,  roomy  house 
and  cellar.  Will  sell  to  a  quick  buyer  for 
{1,200.  Rent,  I35  per  month.  N.  E.  cor. 
Sixth  and  Porter  Sts.,  Philadelphia,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  Would  make  good 
stand  for  fresh  meats.  Will  sell  at  a  low 
figure,  $675,  if  sold  at  once.  Seven  rooms 
and  all  conveniences.  Rent,  {25  per  month. 
Cor.  Washington',  and  Alden  Sts.,  West 
Philadelphia.  Pa.  8 

FOR  SALE. — Old  established  store  and 
stock,  large  storehouse,  two-story  ware¬ 
house,  nine-room  dwelling,  large  barn,  eight 
acres  good  land.  General  merchandise 
stock  at  inventory,  about  $6,000.  Town  of 
300  inhabitants,  besides  large  farming  com¬ 
munity  surrounding.  Large  cigar  factory 
source  of  employment  to  townspeople. 
Investigation  invited  from  anybody  looking 
for  money-making  proposition.  Reason  for 
sel'ing,  other  business.  John  D.*  Landis, 
Tylersport,  Pa.  7 

FOR  SALE. — Stock  and  fixtures  of  general 
store.  All  new,  just  recently  put  in. 
Located  in  the  best  business  place  of  Slat- 
ington.  Doing  a  nice  business.  Best  of 
reasons  for  selling.  Address  P.  O.  Box  454, 
Slatington,  Pa.  8 

FOR  SALE. — Stock  and  fixtures  of  estab¬ 
lished  grocery  and  provision  store.  Will 
sell  to  a  quick  buyer  for  $650.  Corner  Sum¬ 
mer  and  Vodges  Streets,  between  Fifty-fifth 
and  Fifty-sixth.  Vine  and  Race  Streets, 
Philadelph'a.  The  property  can  be  bought 
at  a  very  low  figure,  {4,500.  The  dwelling 
contains  eight  rooms,  bath  and  all  conven¬ 
iences.  The  above  figure  includes  an  ad¬ 
joining  lot  18x60  feet.  17 

FOR  SALE.— On  account  of  sickness  will 
sell  stock  and  fixtures  of  an  old-established 
delicatessen  store  with  steady  trade.  To 


sell  at  once  will  accept  the  low  figure  of 
ji  950.  Rent,  {40  per  month.  Location, 
Sixtieth  Street,  south  of  Market,  West  Phil¬ 
adelphia.  Address  “Grocery  World  and 
General  Merchant,"  927  Arch  Street,  Phila- 
delphia,  Pa. _  17 

FOR  SALE. — Grocery,  cigars  and  confer 
tionery.  Excellent  stand  for  delicatessen. 
Ten  rooms,  all  rented,  at  subway  and  ele¬ 
vated.  Cause  for  sale,  sickness.  If  sold 
now  will  sell  for  I950.  Apply  B.  W.,  “  Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St,,  Philadelphia,  Pa. _ 9 

FOR  SALE. — Stock  and  fixtures  of  an  old 
comer  grocery  and  provision  store.  Would 
do  well  with  fresh  meats  and  delicatessen. 
Will  sell  to  a  quick  buyer  for  {525.  Rent, 
$35  Per  month  ;  8  rooms.  1801  N.  Twenty- 
seventh  St.,  Philadelphia,  Pa.  9 


AGENTS  WANTED. 


WANTED. — Salesmen.  Easy  money  made 
at  spare  moments  selling  fruits,  nuts  and 
vegetables  on  commission  basis  for  the 
“best  house  in  Philadelphia,”  and  not 
interfere  with  your  regular  position.  Write 
quick  for  full  particulars.  Representative 
wa  ited  in  every  town  in  Pennsylvania. 
Address,  Edgar  J.  Thomas,  250  S.  Front  St., 
Philadelphia,  Pa  tf 


WANTED. 


WANTED. — Wholesale  grocery  account  or 
grocery  specialties,  coffees,  teas,  etc.  Es¬ 
tablished  trade  in  Eastern  Pennsylvania. 
Address  X,  “Grocery  World  and  General 
Merchant,”  927  Arch  Street,  Philadelphia, 
Pa.  11 


These  trade 


Kidney  and  Liver 

and  ills 

Rich  in  Pi 


try  package 

IET  FOR 
DIABETICS 

leamatism, Obesity 

Uric  Acid 

sician.’Xj-eading  grocer*. 

I.Y..U.S.A. 


If  All  Grocers 

knew  the  increased  profit  to  them 
in  Fleischmann’s  Yeast,  through 
the  sale  of  flour  and  other  grocer¬ 
ies,  there  would  be  more  interest 
taken  in  the  sale  of  this  household 
necessity.  The  use  of  Yeast  re¬ 
quires  the  use  of  flour,  et  cetera. 
Women  generally  buy  these  articles 
where  they  buy  Fleischmann’s 
Yeast.  Aside  from  this,  there  is  a 
fair  profit  in  Fleischmann’s  Yeast 
and  absolutely  no  loss. 

Think  it  over  you  who  are  look¬ 
ing  for  increased  business. 

The  Fleischmann  Co. 


MANY  OROCERS 

Find  it  ptyi  tkun  to  read  the 
"food  tto*”  la 

The  Advertising  World 

Col  an  hue,  Ohio 

•swfis  tree,  w  fear  trial  ter  fmmU 


PATENTS 

tad  Tradt-warks  prttsitd  promptly  tad 
properly  la  all  eeaatriea. 

Dailst  Davis,  Wiskli(tnlD.e. 


The  “Premium” 
Brand  on  Ham 


WE  must  make  EVERY 
ham  that  bears  “SWIFT’S 
PREMIUM’’  brand  give  satis¬ 
faction,  or  the  brand  would 
cease  to  mean  anything. 

And  you  should  have  that 
ham  if  you  want  to  satisfy 
your  trade  and  build  up  a 
good  ham  business. 

SWIFT’S  PREMIUM 
HAMS  are  always  tender,  de¬ 
liciously  flavored,  properly 
cured.  What  we  tell  you 
about  them  you  can  tell  your 
customers  with  confidence. 

PREMIUM  HAMS  we  keep 
well  advertised,  and  that 
makes  it  easy  for  you  to  sell 
them.  -> 

Swift  &  Company,  U.  S.  A. 


WHY  WORRY 


over  bookkeeping  ?  Sell  them  a  Ten 
Dollar  or  any  other  size  of  FORBES 

MeM  Coupon  Books 

and  have  only  one  entry  where  you 
have  dozens  now. 

We  have  sold  millions  of  them.  Why  worry  about 
forgotten  charges,  disputes,  over-running  accounts' 
losses,  etc.,  when  our  books  will  cure  these  evils? 
Simplest  and  best  system  devised.  For  cash  or  credit. 
All  sizes.  F.  O.  B.  your  express  office  or  by  mail 
when  necessary.  Why  worry? 

Ask  us  for  free  samples. 


•J*  FORBES,  Coshocton,  Ohio 


Chocolate  and  Cocoa  Preparations 


United  States  Serial  No.  0367 

Ouaruteed  Under  the  Food  ud  Drug,  Aet,  due  M,  1MM 
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R.  G.  A.  Will  Appeal  to  Consumers  to 
Aid  “Canned  Foods  Week” 


ter  Prepared  for  Insertion  in  Daily  Press  All  Over  Country. 
Chicago  Grocers  Hand  Associated  Women  Some  Good 
Advice  on  Reducing  Cost  of  Living.  The  Status  of  the 
Bleached  Flour  Case. 


ial  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Cleveland,  Ohio, 

February  13,  1913. 

n  order  to  aid  the  interests 
ch  are  arranging  for  “Canned 
)ds  Week,”  which  begins  April 
1913,  during  which  retailers 
rywhere  will  be  asked  to  push 
ned  goods  with  especial  force, 
association  has  prepared  the 
owing  letter  for  circulation 
Hugh  the  daily  press  of  the  coun- 

0  Our  Friends,  the  Consumers  of 
the  United  States : — 

The  National  Association  of  Re- 
il  Grocers  of  the  United  States, 
gether  with  the  packers  of  canned 
>ods,  are  contemplating  a  sale  of 
inned  foods  during  the  week  of 
pril  1st. 

The  intent  of  this  plan  is  to 
ioroughly  demonstrate  the  value 
E  canned  foods  to  the  consumer 
id  to  give  them  the  privilege  of 
irehasing  an  assortment  of  these 
■uits  and  foods  at  a  cost  that  will 
:  an  incentive  to  purchase  the  as- 
jrtment. 

One  of  the  objects  sought  to  be 
tained  is  to  demonstrate  th  sani- 
ition  and  healthfulness  of  canned 
iods  and  to  prove  by  demonstra- 
on  the  economy  in  the  use  of  these 
jods  as  compared  with  winter 
;ored  fruits  and  vegetables.  The 
se  of  canned  foods  if  used  freely 
ill  materially  reduce  the  cost  of 
ving.  It  is  to  bring  these  facts 
)  your  direct  attention  that  we 
ave  set  aside  this  week  and  to 
pecially  educate  the  consuming 
ublic  to  these  facts. 

We  will  guarantee  all  foods 
ought  during  this  sale  to  be  pure, 
holesome  and  up  to  the  standard 
squired  by  the  Pure  Food  Law. 
he  grocer  will  willingly  return  to 
ou  your  money  in  any  case  when 
le  goods  are  not  to  your  entire 
itisfaction. 

The  canned  foods  of  to-day  are 
ut  up  in  air-tight  packages  and  are 
uaranteed  by  the  National  Retail 
rocers’  Association. 

We  trust  that  the  consuming  pub- 
c  will  watch  the  coming  canned 
ood  week  and  be  prepared  to  give 
lis  effort  the  support  it  deserves. 

John  A.  Green, 

Secretary. 

3HN  W.  LUX, 

President. 

*  *  * 

ro  Mr.  Sol.  Westerfeld  and  his 
ociates,  Wm.  J.  Minter,  presi- 
't  of  the  Grocers’  and  Butchers’ 
mciation,  Chicago;  Oscar  M. 
ng,  president  of  the  Illinois  Re- 
Merchants’  Association,  and 
ne  others  belong  the  honor  for 
beginning  of  a  campaign  which 


is  to  bring  the  consumer  and  the 
retail  dealer  into  closer  co-oper¬ 
ation,  the  object  being  to  thor¬ 
oughly  understand  each  other  and 
work  together  for  a  solution  of  the 
great  problem,  the  high  cost  of  liv¬ 
ing. 

These  gentlemen  met  the  Feder¬ 
ation  of  Women’s  Clubs  of  Chicago 
and  after  a  continued  session  of 
several  hours  it  was  agreed  that 
they  should  work  co-operatively 
along  certain  lines  and  that  from 
time  to  time  special  sales  should 
be  made  on  certain  commodities 
and  the  advertising  should  be  done 
by  the  women’s  clubs.  It  was  con¬ 
ceded  by  the  retailer  that  the 
women  were  in  a  better  position  to 
advertise  the  retail  grocer  and  any 
commodity  on  which  they  would 
agree  for  special  sales  than  any 
other  medium  that  could  be  thought 
of. 

Mr.  Westerfeld  in  his  contention 
was  fortified  with  facts  and  statis¬ 
tics  which  when  presented  was  a 
revelation  to  the  ladies  present.  He 
discussed  with  them  the  recent 
sale  of  eggs  and  showed  them  that 
the  benefit  which  they  claimed  they 
had  derived  from  the  sale  was  very 
questionable.  Mr.  Westerfeld  pre¬ 
sented  the  ladies  with  the  follow¬ 
ing  advice : — 

1.  Do  not  make  your  grocer  and 
your  butcher  deliver  goods  two  or 
three  times  a  day  when  one  delivery 
would  suffice. 

2.  Do  not  telephone  your  orders; 
go  to  the  store  and  see  what  you 
are  buying. 

3.  Pay  cash;  long  extensions  of 
credits  and  frequent  losses  help 
boost  the  prices  of  food  products. 

4.  Do  not  buy  in  small  quanti¬ 
ties  when  you  can  buy  in  larger 
quantities. 

5.  Do  not  always  demand  the 
choicest  cuts  of  meat.  Plain  cuts 
often  are  just  as  good,  and  they 
are  much  cheaper. 

At  a  meeting  of  the  board  of  di¬ 
rectors  of  the  Cleveland  Retail 
Grocers’  Association,  recently  held, 
a  motion  was  made  that  the  secre¬ 
tary  write  all  women’s  organiza¬ 
tions,  inviting  them  to  a  confer¬ 
ence  which  shall  have  for  its  object 
the  same  as  that  of  the  Chicago 
woman’s  clubs,  and  the  Chicago 
Retail  Grocers’  Association.  A 


number  of  other  cities  have  signi¬ 
fied  their  intention  of  doing  so. 

*  *  * 

Following  is  a  short  review  by 
a  well  known  attorney  of  the  recent 
bleached  flour  case,  in  which  the 
Government  unsuccessfully  sought 
to  show  that  bleached  flour  was  in¬ 
jurious  to  health.  The  lower  court 
decided  in  favor  of  the  Govern¬ 
ment,  but  the  Court  of  Appeals  re¬ 
versed  it  and  sent  it  back  to  be  re¬ 
tried.  Following  is  the  summary 
of  the  case : — 

In  construing  the  decision  of  the 
Court  of  Appeals  in  the  bleached 
flour  case,  it  is  first  to  be  borne  in 
mind  Chat  the  case  tried  was  con¬ 
sidered  by  the  Government  the 
strongest  case  to  support  its  con¬ 
tention.  It  was  deliberately  selected 
by  the  Government  for  trial  out  of 
some  fifteen  or  more  cases  which  it 
might  have  tried.  If  the  Govern¬ 
ment  could  not  sustain  iL  conten¬ 
tions  in  this  case  it  would  seem 
to  follow  as  a  logical  consequence 
that  it  will  never  be  able  to  sustain 
them.  Moreover,  the  case  was 
tacitly  understood  by  all  parties  to 
be  a  test  case,  and  while  legally  in¬ 
volving  only  the  flour  seized,  it,  by 
implication,  involved  the  legality  of 
the  electrical  bleaching  process. 
The  main  contention  was  as  to  the 
instruction  of  the  trial  court  to  the 
jury  that  the  Government  need  not 
prove  the  flour  was  harmful  to  the 
consumer,  and  that  the  character, 
not  the  quantity,  of  the  added  sub¬ 
stance,  must  determine  the  case. 
The  court’s  ruling  unequivocally 
sustains  the  position  that  a  trace  of 
nitrite  in  flour  must  be  found  as 
a  fact  to  render  the  flour  injurious 
to  health  before  the  flour  can  be 
held  to  violate  the  law.  The  deci¬ 
sion  is,  in  effect,  a  direct  contra¬ 
diction  of  the  Wiley  theory  urged 
in  the  benzoate  of  soda  and  sacchar¬ 
ine  cases  that  substances  known  to 
be  harmful  in  large  quantities  are 
proportionately  harmful  in  less 
quantities.  The  Government,  with 
the  strongest  array  of  expert  wit¬ 
nesses  possibly  ever  brought  to¬ 
gether  in  court,  and  after  months 
of  experimentation,  did  not,  and 
could  not,  offer  the  slightest  evi¬ 
dence  that  the  flour  seized  was 
harmful. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


ASSOCIATION  NEWS 


Paterson,  N.  J. 

The  Paterson  (N.  J.)  Business 
Men’s  Association  is  preparing  for 
a  relentless  war  on  a  list  of  some 
300  dead  beats.  Suits  are  to  be 
entered  in  many  cases  against  de¬ 
linquent  customers  and  the  judg¬ 
ments  will  be  advertised  for  sale 
when  obtained. 


San  Antonio,  Tex. 

The  first  food  show  ever  held  in 
San  Antonio,  Texas,  will  be  held 
within  the  next  few  weeks  under 
the  auspices  of  the  Retail  Mer¬ 
chants’  Association. 


Here’s  the  Second 
Reason  Why  “Pri¬ 
vate  Estate”  Cof¬ 
fee  is  Different  and 
Will  Sell  Better 

-  INfo.  2— 

It’s  a  blended  coffee  in 
which  Mexican  coffee  pre¬ 
dominates,  and  has  a 
much  better  body  and 
richer  flavor  than  the 
average  coffee  you  will  be 
offered  to  sell  again. 

PRIVATE  ESTATE  is 
just  what  its  name  im¬ 
plies — the  product  of 
carefully  tended  planta¬ 
tions  in  the  richest  cof¬ 
fee  country  in  the  world. 
Everybody  who  drinks  it 
once  will  want  it  again, 
if  they  know  and  like 
real  coffee. 

Packed  in  distinctive 
one-pound  burlap  bags, 
also  in  one  and  three- 
pound  tins.  Twenty- 
eight  cents  to  you,  what¬ 
ever  you  like  to  your 
customer. 


Private  Estate 
Coffee  Co. 

Successors  to  F.  A.  CAUCHOIS  &  CO. 

FULTON  MILLS 
21-23-25  Fulton  Street 
NEW  YORK  CITY 
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COL. 

Ammonia  .  x 

COL. 

Eggs . . .  12 

Baking  Powder .  2 

Flour .  13 

Bluing — Dry .  3 

Fresh  Fish .  16 

Butchers'  Sundries .  21 

Butter .  4 

Horseradish .  17 

Honey  .  27 

Candles .  4 

Canned  Goods .  5 

Tars  and  Jar  Rubbers .  4 

Ketchup .  4 

Cereal  Specialties .  14 

Cheese . 12 

Chewing  Gum .  23 

Chocolate  and  Cocoa .  8 

Cider  . .  23 

Clams .  16 

Cocoanut .  17 

Com  Starch . 26 

Lye  and  Potash . 18 

Lard  and  Compounds .  20 

Live  Poultry .  2x 

Laundry  Soaps .  25 

Laundry  Starch .  26 

Macaroni . 15 

Mapleine .  23 

Matches .  x8 

Cottolene  .  12 

Coffee  Essence  and  Chicory .  3 

Maple  Syrup .  28 

Mustard .  26 

Dried  Fruits .  x6 

Dressed  Meats .  20 

Dressed  Poultry . 21 

Druei .  22 

Oysters . 16 

Olive* .  19 

Package  Coffee .  j 

COL. 

Pure  Olive  Oil .  19 

Peanut  Butter .  19 

Pickled  Meats  and  Fish .  19 

Pickles .  20 

Popping  Corn .  15 

Provisions .  20 

Smoking  Tobacco . 

Plum  Pudding .  24 

Preserves,  Jellies,  Jams  and  Marmalades .  21 

Poli'hing  and  Cleaning  Compounds .  25 

Prunes .  17 

Roasted  Coffee  in  Bulk .  3 

Toilet  Soaps . 

Tobacco— Plug . 

Vinegar . 

Wood  and  Willow  Ware . T 

Refined  Molasses  and  Syrups . 27 

Rope,  Tie  Yam,  etc .  27 

Raisins  .  17 

ADVANCES. 

Butter . . . 

Shoe  Dressing .  2 

Fresh  Fish . 

Provisions . 

Soups . 7 

Smoked  Kish,  Codfish  and  Mackerel .  15 

Sauer  Kraut .  24 

Salt .  34 

Salad  Dressing .  24 

Sal  Soda .  34 

Sauces— .  24 

Seeds .  16 

Soda — Bi-Carb .  34 

Soft  Drinks .  24 

Soap  Powder . 25 

Specialties . 26 

DECLINES. 

ADDITIONS. 

— i — 


SUGAR. 

Barrels. 

Cut  Loaf .  5-3° 

Eagle  Tablets .  5.80 

Crystal  Dominoes,  24  s-lb.  pkgs .  7.15 

“  60  a-lb.  pkgs .  7.65 

latent  Cubes .  4-75 

Confectioners  Lozenge .  4.65 

Powdered  .  4.60 

Fruit  Powdered .  4.50 

Granulated,  fine  or  standard,  McCahan. .  4-55 

“  "  Franklin .  4.55 

"  special  fine .  4.50 

“  fine,  2-lb  bags .  4.80 

“  “  5-lb.  bags .  4.7s 

“  “  10  10  lb.  bags .  4.65 

“  “  as-lb.  bags .  4.55 

“  “  100-lb.  bags .  4.50 

"  coarse .  4.60 

Confectioners  Crystal  A . .  4.50 

A  Confectioners . . .  4.35 

A  No.  . .  4.25 

A  No.  s .  4.20 

Franklin  B.„ .  4.05 

Extra  C .  3  80 

C .  365 


TEA. 

Formosa —  Per  lb. 

Extra  choicest,  54  and  5{  chests . 40  -.45 

Choice,  54  and  54  chests . 35  -.38 

Finest,  54  and  U  chests . 30  -.32 

Fine,  54  and  54  chests . 22  -.25 

Oolong,  Black — 

Extra  choice,  54  and  54  chest* . 30  -.35 

Choice,  54  and  54  chests . 25  -.28 

Finest,  54  and  54  chests . 22  -.24 

Superior,  >4  and  54  chests . 15  -.18 

English  Breakfast,  Black — 

First  Picking,  54  and  54  chests. . . 30  -.35 

Choicest,  5s  and  54  chests . 20  -.25 

Good  to  Superior,  54  chests . 15  -.17 

First  Crop,  about  *8-Ib.  original  boxes..  .  20 

Gunpowder,  Green — 

Extra  Firsts,  54  chests .  .45 

Firsts, 34  chests., .  .35 

Extra  Seconds,  5{  chests .  .30 

Seconds,  new,  54  chests .  .22 

Imperial,  Green — 

Firsts,  54  and  54  cheats .  .45 

Seconds,  54  chests .  .27 

Japan,  Green — 

May  Pickings,  54  chests . 38  -.40 

First  Crop,  54  and  54  chests . 30  -.35 

Second  Crop,  54  *ud  54  cheats . 28  -.30 

Basket  Fire,  uncolored,  needle  leaf,  54 

chests . . . . . 30  -.35 

Young  Hvson,  Green — 

Extra  Firsts,  54  chests . 40  -.  45 

Firsts,  54  and  54  chests . . .  .40 

Seconds,  54  and  54  chests .  .35 

Hyson,  Green — 

Extra  Firsts,  54  chest* . 35  -.40 

Firsts,  54  chests . 28  -.32 

Seconds,  54  cheats . 25  -.27 

Ass^m,  Black — 

Choice,  54  chests .  .28 

Fine,  54  chests . . .  .26 

Tetley's  India  and  Ceylon,  Black — 

25-ln.  boxes .  .26 

54  or  54-lb.  tin  foil  pkgs .  .47 


AMMONIA. 


Per  doz. 

Victoria,  2  dor . 90 

Pincua.  3  doz . 9° 

Oakdale,  2  doz... . 75 

O.  K,  3  doz . 45 

Violet,  z  dor .  z.oo 


— 3 — 


Parsons,  2  doz.  pints . .  1.55 

•'  Dime,  a  doz . 95 

Banner  Dry  Ammonia . case  of  50s  3.70 

"  . case  of  25s  r.8254 

"  . 1  doz.  .95 


AXLE  GREASE 

Frazer's.  15-lb.  palls . per  doz.  .80 

Mica,  54  gross . per  gross  9.00 


BAKING  POWDER. 

Rumford  Yeast  Powdor —  Per  dor. 

4-oz.  glass,  2  doz . 82 % 

6-oz  glass,  2  doz  . .  1.07J4 

6-oz.  glass,  6  doz .  x.03 

6-oz.,  x  gross  in  bbl . . .  x.02 

Rumford  Baking  Powder — 

5c.  tins,  4  doz . 45 

ioc.  tins,  2  doz . 90 

^-lb.  cans,  2  doz .  x  .35 

x-lb.  cans,  x  doz .  a. 50 

Sea  Foam — 

54  lb.,  4  doz . 95 

]A  lb. ,  3  doz . . .  x.75 

x  lb.,  x  doz . 3.40 

Davis'  O.  K.— 

54  lb.,  4  doz . 45 

Yi  lb.,  3  doz . . . 90 

1  lb.,  2  doz .  x.65 

5  lb.,  y  doz .  7.20 

Cleveland's — 

ioc.  size,  4  doz . 84 

%  lb.,  4  doz .  1.23 

Leslie’s — 

yK- lb.  cans,  4  doz.,  4  cans  ree.M . 45 

%-\b.  cans,  s  doz.,  a  cans  free... . 90 

1 -lb.  cans,  x  doz.,  x  can  free .  x.65 

5  lb.  cans,  doz .  7.20 

Sea  Gull,  6-oz.  tin,  4  doz . 45 

Parrot  and  Monkey,  4  doz . 45 

Royal — 

xoc.  size,  4  doz....* . 86 

%  lb.,  4 doz . x.30 

%  lb.,  2  doz .  2.40 

x  lb.,  x  doz .  4.65 


BLACKING— Shoe. 

Per  gross 

Mason's,  No.  x,  X  gross .  2.70 

"  No.  2,  X  gross .  3.00 

"  No.  3,  X  gross .  3.30 

wx,  “  No.  4,  X  gr<*s .  5.40 

Blackola,  xoc.  size . 6.80 

T.  M.,  French .  xa.oo 

Shinola,  3  doz .  9.00 


SHOE  DRESSING. 

Mason's — 

Black  Dressing,  medium . 

“  regular . . . 

White  Dressing,  medium . 

Combination  Black . 

14  Russet . 

Black  Shine,  No.  2 . . . 

0  No.  3 . 

Tan  Shine,  No.  2 . 

“  No.  3 . 

Acme,  1  doz . * .  x 

Bixby’s  Royal  Polish,  x  doz . .. 

“  Jet  Oil  Polish . 

Brown's  Shoe  Dressing,  x  doz . 

44  Army  and  Nary,  x  doz . . . 

Boyer’s  French  Dressing . 

0  011  Polish . 


Per  doz. 
85 

75 
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Easy  Bright,  ladles . 83 

“  waterproof .  1.25 

Admiral  Russet  Combination . 70 

“  Shoe  Dressing . 70 


GREEN  COFFEE. 

Per  lb. 

lava,  extra  fancy ,  genuine . 22 

Mocha,  genuine,  finest,  %  and  X  bales . 21^ 

Mocha  Seed  Santos,  fancy,  choice . 18^ 

Caracas,  fancy,  washed . 20X 

Maracaibo,  strictly  fancy,  mild,  choice . 19 

Santos,  Peaberry,  extra  fancy . x§)£ 

Santos,  fancy . 18 

Rio,  Golden,  fancy . i8}£ 

Rio,  Prime . 16 


ROASTED  COFFEE  IN  BULK. 

Java,  extra  fancy,  genuine . 27 

java,  fancy,  50  lb.  Tots . 2654 

Mocha,  finest . 2754 

Mocha  Seed  Santos . 2254 

Caracas,  extra  fancy,  washed . 25 

Maracaibo,  extra  fancy . *4 

Santos,  Peaberry,  extra  fancy . 2354 

Santos,  extra  fancy . 22  54 

Rio,  Golden,  extra  fancy . 2254 

Rio,  prime . . . 2054 


PACKAGE  COFFEE. 

too  lbs. 

Ariosa . 

Lion . 1*54 

Seven  Day . at 


60  lbs. 
•  22  J4 


COFFEE  ESSENCE 
CHICORY. 


AND 


Pfeiffer  &  Diller's  "Kosyr,"  50  tins  In  box, 

per  box 

Hummel’s,  all  tin,  X  grow .  . per  gross 

44  improved,  X  grots .  44 

Floto's,  improved,  X  gross .  4i 


3-95 

2.85 

*•15 

2.35 


BLUING— Dry. 

Per  gross 

Barlow’s,  small,  4  doz .  3.75 

44  large,  3  doz .  5.40 

Sawyer’s,  No.  x,6doz .  x.50 

*'  No.  3,  3  doz . 4.00 

Colburn's,  No.  x,  4  doz . x.6o 

44  No.  3,  3  doz .  2.50 

44  A,  No.  6,  x2-oz.  boxes,  1  oz.  free...  4.80 

4*  Ball  Blue,  No.  x,  3  doz... .  2.60 

44  44  No.  3.  3  doz... .  4.80 

Reckitt's,  5c.  and  ioc.  asst.,  8  lbs.. . per  box  2.30 


BLUING— Liquid. 

Per  gross 

Boyer's  Bengal,  No.  8,  X  gross .  3.85 

French  Laundry,  large,  %  gross  in  bbl .  2.  xo 

Admiral,  4  oz .  4.00 

44  8  oz . . .  6.50 

44  16  oz. .  9.50 


—A— 

BUTTER. 

Tub  Butter —  Per 

Creamery,  extra,  60  lb.  tubs . 

“  first,  "  . 

"  second,  "  . 

"  third,  "  . 

"  dairy,  extra,  bakers'  use,  30- 

60  lbs . 36- 

"  5  and  10-lb.  rolls,  60  and  100- 

lb.  boxes . 38- 

Print  Butter — 

Star  or  S.  D.,  1  lb.,  *0-50  lb.  boxes . 

B.  B.,  E.  D.,  20-50  lb.  boxes . 

J.  J..  C.  V.,  Gilt  Edge,  Gold  Medal,  eo- 

50  lb.  boxes . 

Sheaf  (‘‘400"),  Elgin,  20-50  lb.  boxes . 

Sheaf. . 38- 

Awltru . . . 

Milhen  Farm,  lbs.  and  54  lbs . 

Gurnse,  lbs.  and  54  lbs  . . 

Honebe . 

Panse . 

White  Rock . 


CANDLES. 


Per  . 


P.  &  G.,  8s,  30  lbs . ,f: 

“  16s,  30  ibs . . . If 

Paraffine,  4s,  6s,  8s,  cartons,  36-lb.  cases . ci 

Searchlight,  hotel,  i6s,  30  lbs . cj 

Peerless,  hotel,  16s,  30  lbs . . . 

B*ight  Light,  1 6s,  30  lbs . per  box  t.c4 

Pearl,  16s,  30  lbs . . 


JARS  AND  JAR  RUBBERS. 

Mason's —  Per  g  s 

Half  gallons .  j.c 

Quarts . 4,( 

Pints .  4.< 

Economy,  wide  mouth — 

Half  gallons .  13.1 

Quarts .  10.' 

Pints . 8.1 

Jar  Rubbers —  Pen. 

Double  lip,  wide,  x  doz.  cartons. ...per  gross 

Single  lip,  wide,  x  doz.  cartons .  *• 

Acme,  wide,  x  doz.  cartons,  5  grots  boxes, 

per  gross 

Acme,  medium,  x  doz.  cartons,  5  gross  boxes, 

per  gross 

Lightning,  pure  rubber,  bulk . . . 

Reliable,  white  rubber,  wide . :<£ 

44  44  medium  . . .  *jl $ 

Black  rubber,  medium . 1 

35-lb.  lots  x  cent  per  lb.  less. 

Jar  Tops —  Per  gw 

%-gross  boxes,  no  rubbers .  1. 

5-gross  lots . x.; 

Jelly  Glasses,  fluted,  bbls.  31  doz . per  doz. 


CATSUP. 

Campbell's —  Per 

Tomato,  xoc.  size . 

Tobasco,  xoc.  size . •  - 

Snider's — 

Half-pints,  2  doz .  1. 

Pints,  2  doz . i-'% 

Beechnut — 

Pints .  *• 

Half-pints .  z . 


KETCHUP. 

Curtice’s  44  Blue  Label,’'  Tomato—  P«*  ** 

Small . 

Medium . . .  4* 

Large .  3* 
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Some  Advertising  Frauds  That  a  New 
York  Campaign  Killed 

New  York  State  Has  an  Honest  Advertising  Law  Similar  to 
That  About  to  be  Passed  in  Pennsylvania.  Some  Experi¬ 
ences  of  the  Associated  Advertising  Clubs,  Which  Works 
to  Enforce  the  New  York  Law. 


Apropos  of  the  strong  prospect,  reported  last  week,  of  the  passage 
of  a  law  by  the  Pennsylvania  Legislature  against  dishonest  and  ex¬ 
aggerated  advertising,  the  following  article  has  been  obtained  from  the 
Vigilance  Committee  of  the  Advertising  Men’s  League  of  New  York. 
New  York  has  a  law  against  dishonest  advertising,  and  the  League 
has  done  considerable  work  along  the  line  of  enforcing  it.  A  descrip¬ 
tion  of  this  follows. 


The  National  Vigilance  Commit¬ 
tee  of  the  Associated  Advertising 
Clubs  of  America  is  at  war  with 
dishonest  advertising. 

Co-operating  with  the  National 
Committee  are  local  committees  in 
various  sections  of  the  country. 

The  co-operation  of  all  advertis¬ 
ing  organizations  and  individuals, 
whether  members  of  the  Associated 
Clubs  or  not,  is  earnestly  desired. 

In  all  ninety-two  cases  of  al¬ 
leged  dishonest  advertising  have 
been  investigated,  with  the  follow¬ 
ing  results : — 

Fourteen  dropped  for  lack  of 
sufficient  evidence. 

Thirty  referred  to  National  Com¬ 
mittee  for  further  investigation  and 
action  by  other  clubs. 

Six  in  hands  of  legal  section  with 
power  to  act. 

Eight  to  be  bulletined  to  publish¬ 
ers  and  others. 

Twelve  objectionable 'features  of 
advertising  corrected  voluntarily  by 
offending  advertisers  at  committee’s 
suggestion. 

Twenty-two  still  under  consider¬ 
ation. 

Thirty-two  new  cases  are  now  on 
hand  for  investigation. 

As  a  result  of  the  committee’s  ac¬ 
tivities,  a  large  amount  of  educa¬ 
tional  publicity  on  dishonest  adver¬ 
tising  has  been  published ;  many 
publishers  have  exercised  a  more 
vigorous  censorship ;  many  copy 
writers  have  exercised  more  care 
to  keep  their  statements  within  the 
facts ;  mkny  advertising  managers 
have  refused  to  use  certain  publi¬ 
cations  carrying  a  volume  of  dis¬ 
honest  advertising,  and  several 
large  advertisers  either  entirely 
eliminated  objectionable  features 
from  their  advertising  or  took 
steps  to  prevent  incorrect  state¬ 
ments  in  the  future. 

Here  are  some  instances  of  ad¬ 
vertising  frauds  which  were 
stopped : — 


Case  9. — A  polished  rice  was  ad¬ 
vertised  as  “Unpolished  Natural 
Rice.”  The  committee’s  attention 
to  the  case  led  to  the  Department  of 
Agriculture  compelling  the  manu¬ 
facturer  to  withdraw  the  products 
thus  fraudulently  labeled  and  dis¬ 
tributed  and  to  put  on  new  labels 
conforming  to  the  facts. 

Case  22. — A  retailer  who  made 
misleading  comparative  values,  “be¬ 
cause  his  competitors  did,”  prom¬ 
ised  to  be  truthful  in  the  future  and 
to  help  the  committee  in  similar 
cases. 

Case  28. — A  catalogue  house  sell¬ 
ing  dress  fabrics,  upon  being  ac¬ 
quainted  with  a  complaint  filed  with 
the  committee,  voluntarily  investi¬ 
gated  the  purity  of  certain  classes 
of  fabrics  and  finding  some  ground 
for  the  complaint,  although  the 
adulteration  was  slight  and  far  be¬ 
low  that  regarded  as  commercially 
permissible,  withdrew  all  state¬ 
ments  to  which  the  committee  ob¬ 
jected. 

Case  40. — A  flour  manufacturer 
eliminated  from  his  advertising 
statements  which  the  committee 
contended  were  misleading. 

Case  43. — A  popular  soda  foun¬ 
tain  drink  was  advertised  in  a  mis¬ 
leading  manner.  As  a  result  of  the 
committee’s  efforts  the  misleading 
statements  were  eliminated. 

Case  47. — A  retail  jeweler  was 
induced  to  greatly  modify  his  copy 
upon  representations  from  the  com¬ 
mittee. 

The  foregoing  indicate  the  re¬ 
sults  in  twelve  cases  where  the  dis¬ 
honesty  was  not  fundamental  but 
merely  incidental,  and  the  commit¬ 
tee’s  attitude  in  these  cases  and  the 
results  obtained  clearly  demonstrate 
the  constructive  nature  of  the  com¬ 
mittee’s  work. 

In  cases  involving  serious  fraud, 
particularly  where  the  intent  to  de¬ 
fraud  is  obvious,  and  more  particu¬ 
larly  where  the  article  advertised 


is  without  merit,  the  committee 
considers  that  drastic  measures  con¬ 
stitute  the  only  constructive  action 
possible.  There  are  several  such 
cases  before  .the  committee  at  the 
present  time. 

Harry  D.  Robbins, 
Chairman  The  Vigilance  Com¬ 
mittee,  Associated  Advertising 
Clubs  of  America. 

New  York,  February  18,  1913. 


Salmon  Interests  Start  Cam¬ 
paign  to  Increase  Con¬ 
sumption. 

Will  Circulate  Printed  Matter  Among 
Consumers  to  Show  Importance  of 
Salmon  Industry  as  Well  as  to  Show 
New  Ways  to  Cook  It. 


The  Salmon  Canners’  Associa¬ 
tion  of  Seattle,  Wash.,  have  inaugu¬ 
rated  a  campaign  to  interest  con¬ 
sumers  in  salmon  as  a  food  and 
thus  increase  its  consumption. 
Considerable  printed  matter  has 
been  prepared  for  general  distribu¬ 
tion,  and  some  of  this  has  been  sent 
to  this  journal.  A  part  of  the  con¬ 
tents  is  educational,  consisting  of 
some  facts  and  figures  regarding 
the  salmon  industry,  sums  of  money 
involved  in  it,  food  value  of  salm¬ 
on,  and  relative  cost  as  compared 


with  steaks,  chops,  pork,  and  so  on 
There  is  also  some  interesting  mat 
ter  describing  the  different  grade 
of  salmon,  Columbia  River,  sock 
eye  and  Alaska. 

Perhaps  the  most  valuable  matte 
appears  under  the  head  “Speck 
Recipes  for  Preparing  Salmon, 
the  sub-headings  being  “How  t 
Heat  a  Can  of  Salmon,”  “How  t 
Open  the  Can,”  and  then  a  larg 
number  of  recipes,  as  follows 
“Four  Kinds  of  Sauces,”  “A  Sain 
on  Breakfast,”  “Breakfast  Salmo 
Omelet,”  “Salmon  Stuffed  He 
Rolls,”  “Long  Salmon  Croquettes 
“Salmon  Fritters,”  “Salmon  Loaf 
“Salmon  Salad,”  “Stuffed  Eg$ 
with  Salmon  Filling.” 

It  is  understood  that  millions  •: 
these  circulars  will  be  scattered,  a 
over  the  United  States. 

According  to  the  Canners’  As;- 
ciation  salmon  is  far  and  away  tl 
cheapest  meat  food  on  the  markt 
The  following  figures  are  given 

RELATIVE  FOOD  COST  OF  CANNED 
SALMON,  MARKET  REPORTS,- 
1912. 

Porterhouse  steak  ..  .28  to  30  cents. 

Sirloin  . 18  to  25  cents 

Lamb  chops  . 16  to  25  cents 

Veal  chops  . 18  to  25  cents 

Pork  chops  .  22  to  25  cents 

Bacon  . 16  to  30  cents 

Round  steak . 16  to  30  cents 

Chicken  . 18  to  22  cents 

Pink  Salmon,  i-lb.  can...  10  cents 


Here  Is  Another  Mail  Order  House  to  t: 

Reckoned  With 


W.  &  H.  Walker,  of  Pittsburgh,  Pa.,  Former  Soap  Manufacture;, 
Are  Now  in  the  General  Mail  Order  Business  and  Sd, 
Among  Other  Things,  a  Full  Line  of  Groceries.  Sore 
Sample  Grocery  Prices. 


A  new  mail-order  house  is  push¬ 
ing  itself  to  the  front — the  house  of 
W.  &  H.  Walker,  of  Pittsburgh, 
Pa.  The  “Grocery  World  and 
General  Merchant”  has  obtained  a 
copy  of  its  enormous  catalogue  dur¬ 
ing  the  week.  It  contains  five  hun¬ 
dred  and  fourteen  pages  and  weighs 
several  pounds.  The  Walker  con¬ 
cern  used  to  make  soap,  but  busi¬ 
ness  was  slow  and  it  went  into  the 
soap  premium  business  exactly  like 
the  Larkin  Co.  This  must  have 
paid,  because  the  house  has  now 
gone  into  the  general  mail-order 
business  and  now  practically  sells 
everything  by  mail,  including  a  full 
line  of  groceries.  This  is  the  plat¬ 
form  on  which  the  concern  stands. 
It  is  taken  from  the  first  page  of 
its  catalogue: — 


You  get  nothing  for  a  fourth  t 
a  half  of  your  money  in  buy  in 
from  dealers.  Every  cent  of  th;  .- 
profits,  losses  and  expenses  of  com 
mission  men,  wholesalers  and  re 
tailers  comes  out  of  your  pocke 
when  buying  from  stores.  Whe 
you  deal  with  us  you  avoid  this  los 
and  keep  the  saving  for  your  ow 
uses  instead  of  presenting  it  to  th 
middlemen. 

Whether  the  unwary  consunr 
who  buys  groceries  from  W.  &  I. 
Walker  saves  “a  fourth  to  a  ha^” 
of  his  or  her  money,  the  retail 
who  reads  the  following  prices  <.n 
judge.  There  are  about  thirty  pa  '' 
of  grocery  quotations,  and  at  n- 
dom  from  these  the  following  -e 
taken : — 

Sugar,  25  lbs . $i-< 

(When  included  as  part  of  a 
$10  grocery  order.) 

Walker  Rolled  Oats,  4  lb.  pkgs. 
Shredded  Wheat  Biscuit,  3 
pkgs . ; 
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Written  for  the  "Grocery  World  and  General  Merchant.” 

Says  it  Would  be  Expensive,  Unnecessary 
and  Unfair  to  Make  Produce  Commis¬ 
sion  Merchants  Take  Out  License 
and  Deposit  Bond 

An  Answer  to  this  Journal’s  Observation  that  the  Bill  Now 
Pending  in  New  York  State  is  Good.  New  York  Merchants’ 
Association  Opposes  Measure  Because  it  Would  Exclude 
Many  Merchants  from  Business  and  Greatly  Increase 
Expenses. 


Walker  Corn  Flakes,  3  pkgs.. .  .20 

Shredded  Wheat  Biscuit,  case..  3.58 

Grape  Nuts,  3  pkgs . 36 

Grape  Nuts,  24  pkgs .  2.70 

Puffed  Rice,  3  pkgs . 37 

Puffed  Rice,  case  . 4-25 

Cream  of  Wheat,  3  pkgs . 39 

Cream  of  Wheat,  case . 4-45 

Compound  Vanilla  Extract, 

2l/\-oz.  bottle . 17 

Walker  Cocoa,  J4-Ib.  can......  .17 

Walker  Black  Pepper,  J4-Ib.  tin,  .13 
Walker  Cinnamon,  yGlb.  tin...  .23 

Walker  Ginger,  i-lb.  tin . 31 

Royal  Baking  Powder,  i-lb. 

can  . 41 

Magic  Yeast  . . 15 

Arm  and  Hammer  Soda,  3  i-lb. 

pkgs . 15 

California  Prunes,  70s,  5  lbs...  .38 
California  Prunes,  50s,  5  lbs...  .43 
California  Prunes,  40s,  5  lbs.. .  .50 

Fancy  Evaporated  Peaches,  2 

lbs.  . 20 

Seeded  Raisins,  Fancy,  3  i-lb. 

pkgs.  . 23 

California  Lemon  Cling 

Peaches,  per  can . 22 

Hawaiian  Sliced  Pineapple,  per 

can  . 18 

No.  3  Tomatoes,  3  cans . 30 

Sifted  Early  June  Peas,  2  cans,  .47 

Standard  Corn,  3  cans . 22 

Fancy  Maine  Style  Corn,  3 

cans  . 31 

Domestic  Quarter  Oil  Sardines, 

3  tins  . .14 

Burnham  &  Morrill  Fish 

Flakes  (small),  3  tins . 25 

Red  Alaska  Salmon,  3  No.  1 

tall  cans  . 43 

Burnham  Clam  Bouillon,  7- oz. 

bottle,  per  bottle . 20 

Beardsley’s  Shredded  Codfish, 

3  pkgs . 25 

No.  1  Bloaters  (100-115  count), 

10-lb.  pail  .  1.90 

Potted  Ham,  3  No.  cans...  .53 

Walker  Ketchup,  3  bottles . 57 

Cider  Vinegar,  5-gal.  keg .  1.35 

Fancy  Head  Rice,  10- lb.  sack. .  .60 

California  Lima  Beans,  5-lb. 


pkg . 36 

Walker  Flour,  49-lb.  sack .  1.32 

Walker  Apple  Butter,  per  can,  .20 
Walker  Fig  Newtons,  5-lb. 

pkg . 45 

Open  Kettle  New  Orleans  Mo¬ 
lasses,  3  No.  2 y2  cans . 48 

Evaporated  Milk,  3  tall  cans..  .27 
Walker  Gasoline  Borax  Soap, 

30  io-oz.  cakes . 98 

Brooms  (22  pounds  to  dozen), 
per  bundle  of  3 . 68 


As  will  be  seen,  the  major  part 
>f  the  goods  have  their  quality 
md  their  comparative  price  con- 
:ealed  under  the  Walker  private 
>rand.  If  the  bill  now  pending  in 
he  Pennsylvania  Legislature  be- 
:omes  a  law,  the  Walker  concern 
vill  have  to  state  on  its  labels  the 
lames  of  the  manufacturers  who 
lack  its  goods. 

There  appears  to  be  a  strong  dis- 
nclination  among  the  retail  trade  at 
iresent  to  throw  much  trade  to 
manufacturers  who  are  helping  the 
greedy  mail-order  houses  steal 
trade  all  over  the  country. 

Contrary  to  the  impression  W. 
&  H.  Walker  are  endeavoring  to 
create,  they  are  not  first  hands  as 
to  most  of  their  products,  because 
in  their  catalogue  they  admit  that 
many  goods  they  do  not  make,  but 
have  made  for  them.  Of  course 
this  makes  them  one  of  the  very 
middlemen  they  slur. 


Touching  the  bill  now  pending 
in  the  Legislature  of  New  York 
State,  which  would  compel  a  pro¬ 
duce  commission  merchant  to  ob¬ 
tain  a  license  from  the  Secretary  of 
Agriculture  and  to  deposit  a  $10,- 
000  bond  with  the  State  before  be¬ 
ginning  business,  which  bill  the 
“Grocery  World  and  General  Mer¬ 
chant”  commends  in  its  last  issue, 
the  Committee  on  Commercial  Law 
of  the  Merchants’  Association  of 
New  York,  of  which  I  have  the 
honor  to  be  chairman,  composed  of 
representative  merchants  drawn 
from  some  eighteen  different 
branches  of  trade,  has  unanimously 
agreed  that  this  bill  should  be  op¬ 
posed  by  the  Merchants’  Associa¬ 
tion  of  New  York,  and  for  these 
reasons : — 

The  effect  of  such  legislation,  if 
passed,  would  in  our  judgment  be 
to  drive  out  of  the  produce  com¬ 
mission  business  all  houses  who 
had  a  less  capital  than  $30,000,  for 
none  others  could  procure  from  sat¬ 
isfactory  sureties  the  bond  of  $10,- 
000  provided  for  in  Sections  284 
and  285.  The  first  effect  of  this 
would  be  that  a  large  part  of  the 
capital  of  the  merchant,  instead  of 
being  employed  in  its  normal  func¬ 
tion  of  financing  the  sales  of  farm 
produce  which  he  was  making, 
would  have  to  be  tied  up  in  negoti¬ 
able  securities  deposited  by  him 
with  his  bondsman.  The  nature  of 
the  produce  commission  business  in 
the  City  of  New  York  is  such,  being 
mainly  transacted  between  the 
hours  of  2  and  6  A.  M.,  that  per¬ 
sons  of  large  means  are  not  attrac¬ 
ted  into  it.  It  is  therefore  mainly 
in  the  hands  of  people  of  modest 
wealth,  so  that  it  is  conservatively 
estimated  that  at  least  half  of  those 
now  engaged  in  it  would  be  alto¬ 
gether  unable  to  furnish  the  bond 
required.  That  this  would  be  ad¬ 
vantageous  to  those  who  were  left 
in  business  is  undoubted.  At  one 


stroke  they  wo’dd  be  relieved  of  half 
of  their  competitors  and  they  would 
therefore  be  able  to  buy  cheaper 
and  sell  dearer.  But  this,  we  con¬ 
tend,  is  neither  to  the  advantage  of 
the  farmer  nor  of  those  who  con¬ 
sume  farm  products ;  and  is  an  en¬ 
tirely  unwarranted  contribution  to 
the  already  high  cost  of  living  in 
this  State. 

The  provisions  of  Section  289 
impose,  in  our  judgment,  an 
amount  of  detailed  bookkeeping 
and  of  frequency  of  reports  of 
petty  sales  entirely  out  of  propor¬ 
tion  to  either  the  necessities  or  the 
magnitudes  of  the  business.  Take 


for  instance  a  barrel  of  apples.  It 
is  worth  about  $2.50.  At  5  per 
cent,  the  commission  merchant  gets 
12^2  cents  out  of  the  transaction. 
For  this  he  has  to  furnish  storage, 
labor  of  handling,  and  clerk  hire. 
The  cost  of  postage  alone  for  the 
immediate  report  required  by  Sec¬ 
tion  289  would  take  away  one-sixth 
of  the  merchant’s  present  margin, 
to  say  nothing  of  the  additional  cost 
of  making  the  required  duplicates 
every  other  day  during  the  rush  of 
business. 

Such  requirements  would  in¬ 
crease  greatly  the  cost  of  doing  the 
business.  Somebody  would  have  to 
pay  that  cost.  As  far  as  we  can 
judge  it  would  come  out  of  the 
pocket  of  all  farmers  consigning 
merchandise ;  if  not,  it  would  be 
paid  by  the  consumer.  Is  either  of 
these  results  advantageous  to  the 
community  ? 

The  best  estimate  we  can  obtain 
of  the  number  of  separate  packages 
affected  by  this  legislation  is  an 
average  of  500,000  per  day,  or  150,- 
000,000  every  year.  Is  it  believed 
that  the  grievances  of  the  farmers 
amount  to  50,000  per  annum  ?  Is  it 
not  probably  nearer  5,000?  Taking 
the  larger  figure  as  a  basis,  this  bill 
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No  Charge  for 
This  Salesman 

The  man  who  contends  that  window  displays 
won’t  sell  goods  is  fearfully  mistaken.  Probably  his 
experience  has  been  with  the  wrong 
sort  of  displays. 

Window  displays  will  sell  even 
so  conventional  a  staple  as  coffee, 
But  they  must  be  distinctive,  which 
very  few  coffee  displays  are. 

Private  Estate  Coffee 

will  allow  such  a  display,  for  it  is 
packed  in  one-pound  burlap  bags, 
totally  unlike  everything  else  on  the 
market.  A  window  of  these,  with 
a  placard  saying  that  Private 

_  Estate  Coffee  is  also  different 

because  it  is  largely  Mexican,  will  make  sales  as 
sure  as  fate. 

Also  packed  in  one  and  three-pound  tins. 
Price  to  you  28  cents. 

Private  Estate  Coffee  Company 

Successors  to  F.  A.  CAUCMOIS  &  CO. 
21=23=25  FULTON  STREET 

FULTON  MILLS  NeW  YOf*tC 


^PRIVATE 

lESTATE© 

coffee! 
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Bill  Introduced  in  Pennsylvania  to  License 
Persons  Purchasing  or  Preparing 
Food  for  Public  Use 

Full  Text  is  Not  Available,  as  Bill  is  in  Printer’s  Hands,  But  it 
Looks  Radical.  Other  Pending  Bills  of  Trade  Interest. 
New  Distilled  Vinegar  Measure.  All  Employers  Must  Pay 
for  Overtime.  Old  Bread  Bill  to  be  Repealed. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


would  throw  an  increased  cost  on 
99-06  per  cent,  of  all  transactions 
in  farm  produce  for  the  sake  of 
protecting  a  maximum  grievance 
with  respect  to  .04  of  1  per  cent,  of 
the  total.  This,  I  admit,  is  impor¬ 
tant  to  those  affected  by  the  prac¬ 
tices  complained  of,  but  it  looks 
very  much  like  a  foolish  waste 
when  applied  to  the  interest  of  the 
community  at  large. 

Edward  D.  Page, 

Chairman  Commercial  Law  Com¬ 
mittee  Merchants’  Association 
of  New  York. 

New  York,  N.  Y., 

February  18,  1913. 

Note. — The  bill  referred  to  above 
was  discussed  to  some  extent  in  the 
last  issue.  It  is  intended  to  cure 
the  frauds  and  dishonesties  which 
are  practiced  by  some  commission 
merchants  in  their  relations  with 
those  who  ship  them  merchandise. 
It  is  most  radical  legislation.  The 
bill  gives  the  Commissioner  of  Ag¬ 
riculture  and  his  assistants  sweep¬ 
ing  powers  to  investigate,  either 
upon  complaint  or  upon  their  own 
motion,  all  transactions  involving 
the  receipt,  transportation  and  sale 
of  farm  products,  including  all  ex¬ 
penses  charged  by  the  commission 
dealer,  and  the  Commissioner  of 
Agriculture  may  revoke  licenses. 
Provision  is  made  for  ascertaining 
the  condition  and  grade  of  goods 
immediately  upon  their  reception, 
and  for  settling  disputes  between 
the  purchaser  and  the  commission 
merchant. 

Any  commission  merchant  in 
farm  produce  who  makes  false 
charges,  fails  to  make  settlements 
therefor,  fails  to  account  for  pro¬ 
duce  or  with  intent  to  defraud, 
makes  false  statements  of  market 
conditions  with  intent  to  deceive, 
enters  into  any  combination  to  fix 
prices,  purchases  goods  for  his  own 
account  without  authority  from  the 
consignor,  and  any  person  handling 
food  products  who  makes  false 
statements  as  to  the  grade,  condi¬ 
tion,  quality  or  quantity  of  a  ship¬ 
ment  with  intend  to  deceive,  is  de¬ 
clared  by  the  bill  to  be  guilty  of  a 
misdemeanor. — Ed. 


General  Store  Failures  Decrease, 
Grocery  Failures  Increase. 

The  report  of  January  failures 
show  a  decided  falling  off  in  gen¬ 
eral  store  failures,  but  an  increase 
in  grocery  failures.  The  figures 
are  are  follows : — 

General  Stores — January,  1913, 
215;  liabilities,  $1,957,968;  Janu¬ 
ary,  1912,  268;  liabilities,  $1,722,- 
1 94- 

Grocery— January,  1913,  330; 

liabilities,  $1,491,114;  January, 
1912,  263;  liabilities,  $1,029,171. 


Harrisburg,  Pa., 

February  21,  1913. 

A  bill  which  from  its  title  appears 
most  radical  is  House  Bill  No.  448, 
introduced  by  Mr.  Steele  during 
the  week.  It  is  entitled  “An  Act 
to  protect  the  public  health  and  pro¬ 
viding  for  the  examination  and  li¬ 
censing  of  persons  engaged  in  the 
purchase  or  preparation  of  food  for 
public  use  or  consumption,  and  pro¬ 
viding  for  penalties  for  violation  of 
this  act.”  The  bill  has  not  yet  come 
from  the  printer!  and  icannot  be 
presented  here  in  full.  Mr.  Steele 
told  your  correspondent,  however, 
that  the  bill  might  be  amended  to 
cover  only  such  people  as  cooks. 

*  *  * 

A  bill  has  been  introduced  in  the 
House  and  referred  to  the  Commit¬ 
tee  on  Public  Health  and  Sanitation 
which  regulates  the  manufacture 
and  sale  of  distilled  and  fermented 
vinegar  and  prescribes  standards 
of  purity  and  strength.  The  bill 
will  be  reproduced  in  full  as  soon 
as  it  is  printed. 

*  *  * 

Several  bills  have  been  intro¬ 
duced  in  the  interest  of  organized 
labor  during  the  current  session, 
some  of  which  .will  affect  the  or¬ 
dinary  storekeeper.  For  instance 
House  Bill  No.  175,  which  has  al¬ 
ready  passed  the  House  finally  and 
is  now  in  the  Senate.  This  bill 
“provides  for  payment  for  overtime 
worked  by  employees  in  mercantile 
establishments  and  makes  it  unlaw¬ 
ful  to  compel  such  employees  to  do 
extra  service  by  threat  of  dis¬ 
charge.”  The  measure  goes  into 
effect,  if  it  passes,  January  1,  1914, 
and  forbids  all  mercantile  establish¬ 
ments,  no  matter  of  what  character, 
from  compelling  employees  to  work 
overtime  without  paying  them. 
“The  term  overtime  shall  mean  all 
extra  service  rendered  outside  the 
period  of  hours  constituting  the 
average  day  of  labor  of  the  em¬ 
ployee,  such  average  to  be  deter¬ 
mined  by  a  calculation  based  upon 


the  number  of  hours  in  a  fully 
worked  week  of  six  days.” 

*  *  * 

The  enemies  of  the  mercantile 
tax  law,  who  failed  to  convince  the 
committee  that  it  should  be  re¬ 
pealed,  won  a  point  last  Monday 
when  they  succeeded  in  getting  the 
bill  to  repeal  put  on  the  Plouse  cal¬ 
endar  for  action  in  spite  of  the 
committee’s  unfavorable  report. 
The  House  voted  to  put  on  the  cal¬ 
endar  by  a  -vote  of  122  ayes  to  70 
nays,  which  is  not,  however,  con¬ 
sidered  indicative  of  the  feeling  in 
the  House  toward  the  repeal  of  the 
law. 

*  *  * 

During  the  past  week  the  House 
of  Representatives  has  finally 
passed  a  bill  which  should  have 
been  passed  long  ago — a  bill  to  re¬ 
peal  the  ancient  law  of  1797,  which 
required  all  bread  sold  within  the 
State  to  be  sold  by  the  pound.  The 
law  lias  probably  not  been  enforced 
for  fifty  years.  Everybody  who 
made  and  sold  bread  ignored  it,  and 
bread  is  now  uniformly  sold  by  the 
loaf,  no:  two  loaves  agreeing  in 
size.  The  passage  of  the  repealer 
bill  will  have  no  practical  effect  ex¬ 
cept  to  clean  the  books  of  one  dead 
letter  law.  It  is  expected  to  pass 
the  Senate  and  become  a  law. 

*  *  * 

During  the  week  a  bill  was  in¬ 
troduced  in  the  House  (House  Bill 
No.  512)  “making  it  a  misde¬ 
meanor  to  make  or  use  a  false 
statement  in  writing  for  the  purpose 
of  obtaining  money,  credit  or  the 
extension  of  credit.” 

*  *  * 

The  House  Committee  on  Health 
and  Sanitation  has  agreed  upon  an 
entirely  new  cold  storage  food 
bill,  which  is  supposed  to  take  the 
place  of  the  several  bills  that  have 
been  introduced  and  referred. 
The  new  bill  has  been  referred  to 
the  House  with  a  favorable  recom¬ 
mendation.  Its  chief  provisions  re¬ 
garding  the  length  of  time  which 
foods  may  be  kept  in  storage  are: 
Whole  carcasses  of  beef  or  any 


parts  thereof,  six  months;  whol< 
carcasses  of  pork  or  any  park 
thereof,  six  months;  whole  carcas 
ses  of  sheep  or  any  parts  thereof 
six  months ;  whole  carcasses  o 
lamb  or  any  parts  thereof,  si> 
months ;  whole  carcasses  of  veal  oi 
any  parts  thereof,  three  months 
dressed  poultry,  five  months;  un¬ 
drawn  poultry,  six  months;  eggs 
eight  months ;  butter,  eight  months 
and  fish,  nine  months. 

It  is  provided  that  in  the  even 
of  a  transfer  or  such  foods  fron 
one  cold  storage  warehouse  to  an 
other,  the  total  time  in  which  sucl 
foods  shall  remain  in  cold  storagt 
shall  not  exceed  those  periods.  I 
also  provides  that  such  foods  kep' 
in  cold  storage  in  a  place  outside 
of  the  State  of  Pennsylvania  foi 
longer  periods  than  those  specified 
shall  not  be  sold  or  offered  for  sak 
within  the  State  of  Pennsylvania 
and  that  it  shall  be  unlawful  tc 
place  in  cold  storage  diseased 
tainted  or  unwholsome  food.  Ii 
provides  that  cold  storage  ware¬ 
houses  and  foods  contained  thereir 
shall  be  subjected  to  inspection  anc 
if  necessary  shall  be  closed  up,  anc 
if  not  rendered  sanitary  within  1 
reasonable  time,  license  shall  be 
revoked;  that  such  foods  shall  be 
marked  with  the  date  of  placing  ir 
and  removing  from  cold  storage 
and  quarterly  reports  shall  be  made 
as  to  what  foods  remain  in  cole 
storage :  that  all  such  foods  sold  01 
offered  for  sale  shall  be  marked  or 
the  container  in  a  conspicuous 
place  “wholesome  cold  storage 
food,”  and  when  an  open  containei 
is  used  the  same  guarantee  shall 
appear  in  a  conspicuous  place,  anc! 
when  sold  at  retail  the  outside 
wrapper  shall  contain  the  same 
guarantee  together  with  the  elate 
that  such  food  was  first  placed  in 
cold  storage. 

*  *  * 

Senate  Bill  No.  323,  which  was 
introduced  during* the  week,  will 
interest  all  merchants  who  sell  tc 
wage-earners.  The  bill  is  fathered 
by  Mr.  Miller,  and  allows  “wages, 
debts,  earnings,  salary,  income  from 
trust  funds,-  and  from  profits  due 
and  owing,”  to  be  attached  over 
and  above  $12  per  week. 

R.  C. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Law 

643-648  Land  Title  Building 
Philadelphia,  Pa. 
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eath  of  F.  W.  Hannahs.  Tea  Test  Question  Still  Unsettled. 
Bills  Pending  Before  New  York  Legislature.  Market 
Summary. 


;cial  Correspondence  of  “Grocery  World  and 

General  Merchant/* 

New  York, 

February  20,  1913. 

Fred.  W.  Hannahs,  one  of  the 
:st-known  and  most  popular 
en  in  the  wholesale  grocery 
ade,  died  suddenly  Sunday  as 
;  was  leaving  church.  Although 
;  had  been  apparently  in  fail- 
g  health  for  a  year  or  so,  yet 
lere  was  no  suspicion  of  any  ser- 
us  illness,  and  his  death  was  a 
■eat  shock  to  the  trade.  He  had 
mtinued  active  to  the  last  and 
tters  that  he  had  mailed  on  Sat- 
-day  to  people  in  the  trade  were 
divered  Monday,  after  the  an- 
mncement  of  his  death. 

Mr.  Hannahs  was  a  leader  in 
le  movements  to  organize  the 
ade  and  he  had  stood  for  the 
snefits  of  organization  in  many 
nportant  ways.  He  was  one  of 
le  founders  of  the  New  York 
tate  Wholesaler  Grocers’  Asso- 1 
lation,  of  which  he  was  the 
resident  for  a  dozen  years  or  so 
nd  up  to  1910,  when  he  insisted 
n  laying  aside  the  duties  of  the 
osition.  He  was  also  one  of  the 
sunders  of  the  National  Asso- 
iation  of  Wholesale  Grocers,  but 
eclined  to  take  the  position  of 
resident,  being  content  to  assist 
a  its  work  as  vice-president. 

All  who  ever  heard  Mr.  Han- 
lahs  speak  at  the  various  meet- 
ngs  knew  the  character  of  the 
nan  as  a  rugged,  sturdy  upholder 
f  the  best  principles  of  business. 
'0  hear  him  was  to  admire  him 
nd  to  rank  him  as  a  friend.  He 
vas  essentially  one  of  the  men 
/ho  make  friends  in  all  of  the  rela- 
ions  of  life. 

Mr.  Hannahs  was  vice-presi- 
lent  of  Wilkinson,  Gaddis  &  Co., 
Newark,  N.  J.  He  entered  the 
anploy  of  the  firm  as  a  boy,  when 
t  was  in  control  of  the  predeces¬ 
sors  of  the  present  firm,  and  for 
wo  generations  his  force  of  char- 
icter  and  ability  were  a  dominat- 
ng  influence  in  shaping  its  poli¬ 
ces. 

The  funeral  took  place  Wed¬ 
nesday  at  his  home  in  Newark 
md  was  largely  attended  by  rep¬ 
resentatives  of  the  trade  from 
this  city. 


The  tea  trade  has  been  notified 
from  Washington  that  the  Read 
tea  test  will  be  modified  by  the 
Secretary  of  the  Treasury  so  as 
to  meet  the  wishes  expressed  by 
the  trade.  Under  the  modified 
plan  the  test  sheets  obtained  by 
means  of  the  Read  test  will  be 
submitted  to  chemical  analysis, 
under  specified  conditions,  to  de¬ 
termine  the  amount  of  coloring 
material  on  such  sheets.  This  is 
to  meet  the  objection  that  the 
Read  test  does  not  show  the 
quantity  of  the  coloring  material. 

However,  a  new  question  is 
now  raised  in  the  trade.  Some 
brokers  and  others  say  that  the 
chemical  analysis  should  be  made 
of  the  tea  itself  and  not  of  the 
test  sheets.  The  test  sheets  in¬ 
clude  the  deposits  of  color  made 
during  the  Read  test.  Those  who 
object  to  this  plan  think  that  it 
would  be  better  when  the  Read 
test  brings  suspicion  upon  a  ship¬ 
ment  of  tea,  to  obtain  new  sam¬ 
ples  then  for  the  chemical  analy¬ 
sis  and  conduct  the  latter  inde¬ 
pendently  of  the  Read  test  and 
the  test  sheets. 

The  Secretary  of  the  Treasury 
made  his  announcement  after  re¬ 
ceiving  the  report  of  the  Tea 
Board,  which  had  been  in  session 
in  this  city  for  a  couple  of  weeks, 
fixing  the  new  standards.  It  is 
said  that  these  new  standards  are 
higher  than  had  generally  been 
expected. 

The  Tea  Association  of  the 
United  States  made  public  this 
week  a  letter  which  it  sent  to  the 
Secretary  of  the  Treasury,  giving 
its  ideas  as  to  how  the  Read  test 
should  be  modified  or  supple¬ 
mented.  The  association  regards 
the  Read  test  as  very  imperfect, 
but  took  the  ground  that  if  it  is 
to  be  retained  it  should  at  least 
have  the  modifications  suggested. 
On  this  subject  the  association 
said  in  its  letter : — • 

After  the  standards  have  been  se¬ 
lected,  say,  thirty  tests  under  the 
Read  test  are  to  be  made  of  each 
standard,  the  test  to  be  made,  say, 
of  six  samples  each,  from  five  dif¬ 
ferent  original  packages  of  the  tea. 
Twelve  specimens  of  these  tests, 
showing  the  greatest  amount  of  col¬ 
oring,  facing  or  foreign  matter,  are 
to  be  retained  under  glass  by  the 
Board  of  General  Appraisers,  and 


are  to  be  used  by  them  for  com¬ 
parison  with  any  rejected  tea  that 
is  brought  before  them  on  appeal, 
and  if  the  tea  which  is  offered  for 
importation  does  not  show,  in  the 
opinion  of  the  Board  of  General 
Appraisers,  a  greater  amount  of 
coloring  or  facing  matter  than  the 
above-mentioned  test  sheets  of  the 
standards,  it  is  to  be  admitted.  If 
the  tea  does  show  a  greater  amount 
of  coloring  or  facing  matter  than 
these  test  sheets,  then  the  entire 
tea  (not  the  specks  of  color  or 
facing  on  the  test  paper),  is  to  be 
subjected  to  some  chemical  test,  and 
the  tea  is  not  to  be  finally  rejected 
unless  this  chemical  test  proves  that 
the  tea  contains  a  greater  amount 
of  coloring  matter  than  the  stand¬ 
ard. 

The  chemical  test  to  be  given  out 
in  the  regulations,  so  that  buyers 
in  the  Orient,  in  case  they  are  not 
positive  after  using  the  Read  test 
whether  the  lots  come  up  to  the 
standard  or  not,  can  have  the  entire 
tea  analyzed  chemically,  as  per  this 
formula,  for  their  protection. 

Before  rejection  by  the  examiner, 
or  final  rejection  by  the  board,  of 
any  tea  showing  color  or  facing, 
samples  should  be  examined  from 
at  least  three  different  original 
packages  to  determine  whether  or 
not  the  color  or  facing  occurred  ac¬ 
cidently  in  one  package,  or  appears 
throughout  the  lot. 

*  *  * 

A  verdict  of  guilty  was  given 
Monday  in  the  case  of  the  Ger- 
man-American  Specialty  Co.,  ac¬ 
cused  of  selling  an  egg  custard 
that  was  adulterated.  The  spe¬ 
cific  charge  was  that  a  pulverized 
skimmed  milk  had  been  used  in 
making  the  custard,  which  is  sold 
largely  to  bakers  for  the  making 
of  pies  and  confections. 

The  trial  took  place  before 
Judge  Martin  and  a  jury  in  the 
United  States  District  Court. 

*  *  * 

A  hearing  was  given  Tuesday 
at  Albany  on  a  number  of  child 
labor  laws,  including  the  one  re¬ 
lating  to  canneries.  There  was 
considerable  discussion  of  this 
measure.  Committees  appeared 
from  a  number  of  associations  in 
favor  of  the  bill.  They  had  an 
opinion  from  Col.  Roosevelt,  de¬ 
nouncing  the  court  decision  un¬ 
der  which  work  in  cannery  sheds 
was  held  to  be  an  agricultural 
and  not  an  industrial  occupation, 
and  declaring  that  a  law  should 
be  passed  to  reverse  the  efifect  of 
such  a  decision. 

John  F.  Connor,  Mt.  Morris, 
N.  Y.,  and  others,  in  behalf  of  the 
New  York  Canners’  Association, 
opposed  some  of  the  features  of 
the  bill. 

*  *  * 

The  valorization  methods  and 
the  recent  sales  continue  the  sub¬ 
jects  of  severe  criticisms  in  let¬ 
ters  sent  out  by  various  firms  and 
individuals  in  the  coffee  trade. 
One  firm  in  a  letter  argues  that 


the  present  conditions  show  that 
in  the  long  run  the  law  of  supply 
and  demand  must  assert  itself 
and  cannot  be  eliminated  by  spec¬ 
ulators.  This  company  argues 
that  the  release  of  the  valoriza¬ 
tion  coffee  is  gradually  flooding 
the  market,  and  that  the  pros¬ 
pects  are  for  big  crops.  The 
breaking  down  of  the  valorization 
schemes,  the  firm  believes,  will 
mean  a  highly  unsettled  condi¬ 
tion,  so  that  the  sdfe  plan  is  for 
the  trade  to  buy  only  for  actual 
requirements  and  thus  to  balk  all 
efforts  of  the  speculative  group  to 
bull  the  market. 

*  *  * 

The  business  of  Godillot  &  Co., 
the  old-established  fancy  grocery 
importing  house,  has  been  bought 
by  R.  U.  Delapenha  &  Co.  The 
president  of  the  latter  company, 
R.  U.  Delapenha,  received  his 
education  in  the  fancy  grocery 
trade  in  the  old  house  which  his 
firm  now  takes  over.  He  was  in 
the  employ  of  Godillot  &  Co.  un¬ 
til  1897,  when  he  left  to  enter 
business  on  his  own  account. 
Delapenha  &  Co.  have  enjoyed  a 
rapid  growth  in  business,  both  in 
importing  and  in  manufacturing. 
Its  city  quarters  are  at  17  Jay 
street  and  it  has  big  factories  and  a 
model  village,  named  Rudoo,  four 
miles  south  of  Poughkeepsie,  on 
the  Hudson. 

*  *  * 

A  petiton  in  bankruptcy  has 
been  filed  during  the  week 
against  Rosen  &  Kalotkin,  whole¬ 
sale  dealers  in  butter  and  eggs 
at  129  Henry  street.  A  receiver 
was  appointed.  It  is  said  that  the 
liabilities  are  $10,000  and  assets 
$1,000.  The  firm  has  been  in 
business  for  eighteen  years. 


Summarized  Market  Con¬ 
ditions. 

Spot  coffee  declined  sharply 
during  the  week,  presumably  as 
the  result  of  the  recent  valoriza¬ 
tion  sales.  The  country  seems 
indifferent,  however,  to  the  offer- 
ings,  so  that  there  is  not  much 
activity  in  the  market.  Rio  7s 
are  now  held  at  12J4  cents;  San¬ 
tos  4s  at  14J4  cents.  Mild  grades 
are  quiet,  in  sympathy  with 
Brazils. 

Green  teas  are  slightly  firmer 
than  they  were  a  week  or  two 
ago,  but  the  market  is  still  quiet. 
The  distributors  are  buying  only 
for  requirements,  and  this  may 

(Continued  on  p«*t  17  ) 
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Attention  is  directed  to  the  article 
in  another  column  describing  a 
method  which  the 

A  Lesson  From  the  Salmon  Canners’ 

Salmon  People.  Association  has 

adopted  to  in¬ 
crease  the  consumption  of  its  mem¬ 
bers’  product.  Millions  of  leaflets 
have  been  printed  containing  new 
recipes  for  preparing  salmon  and 
they  will  be  issued  to  consumers  in 
all  sections  of  the  country. 

Given  the  task  of  increasing  the 
consumption  of  a  food  product,  it 
is  of  course  very  well  to  work  to  get 
people  interested  in  it  who  have 
never  been  interested  before.  But 
a  much  easier  route  to  the  same 
end  is  to  arouse  more  interest  in  the 
minds  of  people  who  feel  some  in¬ 
terest  already.  Take  a  woman  who 
is  using  salmon,  but  irregularly  and 
in  the  usual  conventional  way. 
Teach  her  three  new  ways  of  serv¬ 
ing  it  and  you  have  the  foundation 
instantly  laid  for  doubling  and  treb¬ 
ling  your  business  with  her.  She 
already  knows  about  salmon,  and  is 
using  it — the  first  thick  ice  is 
broken — and  getting  her  to  use  it 
more  variously  is  probably  five 
times  as  easy  as  getting  a  woman  to 
start  who  lias  never  used  salmon  at 
all.  It  is  the  old  principle  of  pro¬ 
ceeding  along  the  line  of  least  re¬ 
sistance. 

This  journal  believes  food  manu¬ 
facturers  and  producers  are  perhaps 
too  prone  to  forget  this.  They  con¬ 
centrate  their  main  force  on  getting 
new  people  instead  of  on  getting 
more  results  from  the  old. 

Those  who  are  interested  in  mail¬ 
order  business — and  who  is  not? — 
will  read  with 

Three  Million  greatest  avidity 
Customers  i  some  figures 

which  this  journal 
is  about  to  present.  They  are  ob¬ 
tained  from  an  advertisement  of 
Montgomery  Ward  &  Co.,  who  are 
offering  $5,000,000  worth  of  their 
preferred  stock  for  sale,  presumably 
for  the  purpose  of  establishing  a 
branch  in  New  York  City  to  take 
advantage  of  the  parcels  post 
law. 

The  advertisement  in  question 
sets  forth  a  number  of  facts  and 
figures  concerning  Montgomery 
Ward  &  Co’s  mail-order  business, 


which  are  without  doubt  true,  for 
in  stock-selling  propositions  the 
company  must  be  ready  at  a 
moment’s  notice  to  open  its  books 
to  prospective  purchasers.  The 
following  points  will  prove  gener¬ 
ally  interesting: — 

Montgomery  Ward  &  Co.  were 
established  in  1872,  which  marks 
the  beginning  of  the  widespread 
mail-order  business  in  the  United 
States. 

Since  1872  their  volume  of  busi¬ 
ness  and  the  territory  throughout 
which  they  sold  goods  have  stead¬ 
ily  increased,  until  at  present  they 
have  about  3, 000, 000  customers! 

They  sell  goods  in  every  State  of 
the  Union,  in  Canada,  and  in  many 
foreign  countries,  the  gross  volume 
of  business  in  1912  amounting  to 
more  than  $35,000,000! 

Their  net  earnings  for  the  past 
four  years  have  averaged  $1,725,- 
000  per  year. 

The  net  earnings  in  1912  were 
$2,347,605. 

These  are  stupendous  figures,  but 
they  can  probably  be  matched  by 
Sears,  Roebuck  &  Co.,  of  Chicago, 
and  perhaps  by  one  New  York 
house.  A  striking  thought  is  that 
probably  little  or  none  of  this  $35,- 
000,000  of  sales  were  made  locally, 
in  the  concern’s  own  territory,  but 
were  practically  all  filched  from 
other  merchants’  territories. 


A  carefully-written  article  which 
completely  answers  the  loose  and 
reckless  state- 

The  Grocery  Business  mentS  of  NIrS. 
in  Philadelphia.  Derr,  O  f  the 

Housewives’ 
League,  as  to  the  retail  grocery 
trade  of  Philadelphia  being  con¬ 
trolled  by  a  trust,  has  been  contrib¬ 
uted  to  the  “Public  Ledger”  by  Dr. 
Ernest  M.  Patterson,  of  the  Whar¬ 
ton  School  of  Finance  and  Com¬ 
merce.  The  writer  is  somewhat 
familiar  with  the  facts  of  the  case, 
and  believes  the  article  to  be  true 
from  beginning  to  end,  a  thing  one 
can  very  rarely  say  of  newspaper 
articles  dealing  with  the  grocery 
trade. 

Dr.  Paterson  finds  that  there  are 
462  chain  stores  in  Philadelphia, 
and  700  association  stores,  includ¬ 
ing  the  Frankford  branch.  The 
balance  are  unattached  and  uncon-. 


trolled,  yet  Mrs.  Derr  is  still  telling 
anybody  who  will  listen  that  90  per 
cent,  of  the  retail  grocery  trade  of 
Philadelphia  is  controlled  by  the 
chain  stores  and  the  Retail  Grocers’ 
Association.  The  facts  are  that  8 
per  cent,  are  chain  stores,  13  per 
cent,  are  association  stores,  and  78 
per  cent,  are  independent. 

All  told,  there  are  5,331  Philadel¬ 
phia  stores  that  sell  groceries,  or 
one  store  to  every  290  persons, 
equivalent  to  58  families.  This  the 
author  correctly  intimates  is  too 
many.  He  thus  describes  the  pinch 
of  the  retail  grocery  business : — 

The  most  careful  estimates  show 
that  the  grocer  must  make  an  aver¬ 
age  gross  profit  of  about  20  per 
cent,  on  all  the  goods  he  handles. 
This  is  due  to  the  heavy  expenses, 
which  ordinarily  consume  17  or  18 
per  cent,  of  his  gross  profits,  leav¬ 
ing  a  margin  of  only  2  or  3  per 
cent.  The  only  way  in  which  he 
can  secure  a  fair  return  on  his  in¬ 
vestment  and  for  his  own  expendi¬ 
ture  of  time  and  effort  is  to  keep 
this  stock  constantly  moving.  Only 
by  a  careful,  intelligent  study  of 
market  conditions  is  this  possible. 

The  situation  is  rendered  still 
more  difficult  by  competition  in 
many  lines  of  goods,  from  the  del¬ 
icatessen  stores,  variety  stores,  5- 
and-10-cent  stores  and  department 
stores.  They  carry  many  articles, 
such  as  soap  and  matches,  as  well 
as  the  ordinary  package  goods,  as 
an  addition  to  their  main  line  of 
business.  With  them  a  smaller 
price  is  acceptable,  since  overhead 
charges  are  met  in  other  ways  and 
everything  gained  from  the  sale  of 
groceries  is  pure  profit.  As  a  re¬ 
sult  there  are  a  large  number  of 
the  regular  grocers  who  barely 
make  a  living.  Each  year  many 
fail  and  each  year  many  more  en¬ 
ter  the  field,  'lbe  personnel  of  the 
business  is  constantly  changing. 
Those  who  are  dependent  on  groc¬ 
eries  alone  for  a  livelihood  are  al¬ 
ways  struggling  against  heavy  odds. 
One  store  for  less  than  fifty-eight 
families  means  that  the  smaller 
concerns  have  much  less  than  that 
number  of  patrons.  As  package 
goods  are  a  large  part  of  the  trade 
and  in  most  cases  may  not  be  sold 
below  a  fixed  minimum,  while  cus¬ 
tom  or  the  manufacturers’  orders 
prescribes  the  maximum,  the  grocer 
is  constantly  tempted  to  increase  his 
profits  by  increasing  his  margin  of 
gain  on  other  lines  of  goods 
wherever  possible.  This  he  may  do 
either  by  raising  the  price  for  the 
articles  sold  or  by  lowering  it  in  the 
hope  of  selling  enough  to  offset 
the  small  gain  on  each  unit  or  by 
outright  deceit  as  to  the  quantity  or 
quality  of  the  goods. 

Dr.  Patterson  draws  the  follow¬ 
ing  conclusions  regarding  the  fu¬ 
ture  of  the  ordinary  retail  grocery 
store : — 

First. — The  retail  grocery  store  is 
a  factor  of  importance  in  the  com¬ 
munity  and  will  continue  to  exist. 

It  is  a  general  convenience. 


Second. — There  is  at  present  no 
monopoly  in  the  retail  grocery  busi¬ 
ness  of  Philadelphia.  The  chain 
stores,  through  the  greater  efficiency 
of  their  managements,  are  often 
able  to  succeed  where  others  fail. 
The  charge  that  they  have  frequent¬ 
ly  used  unfair  methods  to  drive  out 
competition  may  or  may  not  be 
true,  but  they  are  not  yet  so  numer¬ 
ous  that  they  have  any  general  con¬ 
trol  over  the  retail  grocery  business 
of  the  city.  The  same  statements 
are  true  of  the  association  stores. 
Perhaps  both  groups  would  be  glad 
if  they  could  maintain  prices  at 
what  they  consider  a  fair  level,  but 
as  yet  such  control  is  impossible. 

Third. — There  is  much  waste  and 
inefficiency  in  the  present  methods 
of  getting  goods  from  the  producer 
to  the  consumer.  The  chain  stores 
and  association  stores  have  elim¬ 
inated  much  of  that  waste,  but  have 
for  the  most  part  retained  the  re¬ 
sulting  benefit  for  themselves.  The 
competition  of  the  independent  gro¬ 
cer  has  not  compelled  them,  except 
in  a  very  few  instances,  to  share 
with  tire  consumer  the  advantages 
of  their  improved  methods  of  do¬ 
ing  business. 

Fourth. — Many  other  factors  be¬ 
sides  the  management  of  retail 
stores  enter  into  the  high  prices  of 
groceries.  But  in  so  far  as  the  re¬ 
tailer  is  responsible,  the  remedy  lies 
first  in  the  encouragement  of  any 
and  all  methods  of  distribution  that 
eliminate  waste  and,  second,  in 
making  sure  that  the  savings  thus 
effected  cannot  be  unduly  appro¬ 
priated  by  the  chain  stores,  the  as¬ 
sociation  stores  or  any  other  group 
of  dealers.  The  methods  by  which 
this  may  be  accomplished  are  not 
a  part  of  this  article,  which  has 
aimed  merely  to  state  the  situation 
as  it  is  to-day. 

It  is  most  refreshing  to  read  1 
article  discussing  the  sale  of  foe 
products,  and  the  profits  of  the  gn 
cer,  which  is  so  fair  and  dispassioi 
ate  as  this  one.  The  writer  alt 
notes  with  appreciation  that  tl 
author  agrees  with  the  oft-e: 
pressed  opinion  of  this  journal,  th 
the  main  cause  of  the  low  conditic 
of  the  retail  grocery  business  in  ce 
tain  quarters  is  the  presence  of  t< 
many  stores. 


Legislatures  waste  a  lot  of  tin 
discussing  and  passing  laws  of  n- 
the  slightest  coi 
sequence  or  vain 

Foolish  Legislation. 

For  instance  tv 
sessions  ago  tl 
Pennsylvania  Legislature  passed 
law  making  it  a  penal  offense  f< 
employers  -to  give  their  employei 
less  than  a  full  hour  for  lunc 
This  affected  thousands  of  mam 
facturers,  and  wholesale  and  reta 
dealers,  whose  lunch  hour  to  en 
ployees  had  been  less  than  an  hou 
How  did  they  get  around  ii 
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erely  by  the  easy  formality  of 
iving  their  employees  sign  a 
aiver  of  their  right  to  insist  on 
e  full  hour  lunch  time.  The  law 
erely  created  a  personal  right  in 
e  employee,  which  could  be  de- 
anded  or  waived.  If  demanded, 
e  employer  could  discharge  the 
nployee  in  question,  with  or  with- 
it  a  reason.  If  waived  the  em- 
oyer  and  employee  could  arrange 
e  lunch  hour  to  suit  themselves, 
id  the  law  would  not  have  even 
look-in.  It  was  a  foolish,  mean- 
gless  and  utterly  worthless  piece 
legislation. 

There  is  another  bill  much  like 
pending  in  the  present  Pennsyl- 
mia  Legislature.  It  provides  that 
>  employer  shall  cause  an  em- 
ovee  to  work  overtime  “without 
iving  arranged  with  such  em- 
oyee  for  payment  to  him  or  her 
such  sum  as  may  be  agreed  upon 


in  compensation  for  such  overtime 
or  extra  service.”  This  will  be  as 
meaningless  as  the  other,  for  it  can 
be  instantly  defeated  by  the  em¬ 
ployee’s  agreement  to  work  over¬ 
time  without  extra  pay.  No  law 
can  compel  payment  for  overtime  if 
the  employer  and  the  employee 
agree  that  it  should  not  be  paid  for. 
The  bill  becomes  even  more  foolish 
when  it  fobids  employers  to  compel 
employees  to  work  overtime  “by 
threats  of  discharge.”  No  threat  of 
discharge  may  be  made,  and  yet  the 
employee  knows  perfectly  well  that 
if  he  doesn’t  accede  to  his  employ¬ 
er’s  demands  he  will  lose  his  place. 
All  such  legislation  is  useless, 
though  it  means  well  enough.  It 
is  useless  because  it  purports  to 
give  to  employees  rights  which  they 
can  instantly  waive  and  practically 
always  will  waive,  in  order  to  hold 
their  positions. 


W«  would  be  pleased  to  havs  for  publication  la  this  column  the  ideas  ef  ear  readers  upon  trade  topics 
!»ing  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com- 
mlcations  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  food  faith,  but  not 
:easarily  far  publication.  All  Inquiries  within  our  power  to  answer  will  also  bo  noticed  in  this  department. 


Bayers  of  Baled  Waste  Paper. 

Pitman,  Pa.,  Feb.  13,  1913. 

0  the  Editor. 

Dear  Sir: — Kindly  let  me  know, 
irough  the  columns  of  your  paper, 
ie  names  and  addresses  of  several 
rms  who  buy  baled  waste  gaper. 
Yours  respectfully, 

W.  W.  Romberger. 

Get  in  touch  with  John  Simmons 
Son,  28  South  Marshall  street; 
1.  Lenheart,  246  North  Delaware 
k'enue;  W.  Hemingway,  241  El- 
3w  Lane,  all  of  Philadelphia. 

*  *  * 

Wide  Trade  Ioterest  in  Canned 
Foods  Week. 

Chicago,  Ill.,  Feb.  17,  1913. 

0  the  Editor. 

Dear  Sir: — In  order  to  show  the 
eneral  character  of  interest  in  Na- 
onal  Canned  Foods  Week,  March 
1,  to  April  6,  1913,  we  present  be- 
>w  a  few  requests  for  literature 
rid  information  as  follows : — 
Letts  Parker  Grocery  Co.,  St. 
aseph,  Mo. :  “We  would  like  to 
ave  twenty  thousand  pieces  of 
anned  Foods  Week  literature  for 
istribution  and  could  probably  use 
lore.  Send  immediately.” 

Tucker  Mercantile  Co.,  Florence, 
.ansas:  “We  note  in  the  ‘Mer- 
liants’  Journal’  advertisement  on 


Canned  Foods  Week.  Kindly  send 
us  whatever  literature  you  suggest 
or  deem  necessary  for  us  to  make 
this  a  successful  advertising  week.” 

Riggs  Co.,  East  Liverpool,  Ohio  : 
“Send  us  ten  thousand  pieces  of 
literature  for  distribution  among 
our  customers.  If  we  need  more 
we  will  advise  you  promptly.” 

Webster  &  Hauke,  Gibbon,  Neb. : 
“Send  us  five  hundred  pieces  of 
literature  on  Canned  Foods  Week 
immediately.” 

Hoffer  &  Kelly,  Otterbein,  Ind. : 
“Please  send  us  literature  on 
Canned  Foods  Week.” 

Newell  &  Truesdell  Co.,  Bing¬ 
hamton,  N.  Y. :  “Send  us  copies  of 
design  for  window  and  counter  dis¬ 
plays  as  soon  as  ready  so  that  we 
will  be  able  to  distribute  them  to 
our  customers  and  feature  Canned 
Foods  Week.” 

C.  B.  and  S.  D.  Mangus,  Vesuvi¬ 
us,  Va. :  “Please  send  us  five  hun¬ 
dred  leaflets  on  Canned  Foods 
Week.” 

Stoddart,  Gilbert  &  Co.,  New 
Haven,  Conn. :  “Kindly  send  us  one 
thousand  circulars  No.  1  A,  one 
thousand  No.  2  A,  and  an  assort¬ 
ment  of  the  X  assorted  leaflets,  as 
we  desire  to  make  use  of  these  for 
Canned  Foods  Week.” 

Union  Specialty  Co.,  Lancaster, 
Pa.:  “We  are  opening  a  first-class 


Waste  No 

More  Time  Nor  Trade 

^[Nobody  can  find  any  better  butter  than  Gurnse,  and  hunt¬ 
ing  for  butter  as  good  will  cost  you  time  and  money— and 
may  cost  you  trade. 

•JWhy  not  stock  Gurnse  now  and  get  the  benefit  of  the 
strongest  and  most  sweeping  guarantee  ever  given  for  butter  ? 
The  only  money-back  guarantee  of  quality  ever  given  for 
butter,  so  far  as  we  know. 

<IGurnse  butter  is  the  finest  dairy  butter  made  and  runs 
absolutely  uniform  from  one  year  to  another.  Wrapped  in 
brine-dipped  parchment  and  sealed  in  cartons. 


Packed  in  20, 30 and  50-pound  boxes  —  pounds  and  half  pounds  — 42  cents. 

Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO.  ™1Z2!S,2r,rUT 


In  every  city  and 
town  of  this  country  we 
tell  the  story  of  HEINZ 
QUALITY  through  the 
STREET  CARS  as 
well  as  through  various 
other  advertising  mediums. 


It  will  be  to  your  advantage 
ALWAYS  to  have  a  good  assortment 
of  HEINZ  PRODUCTS  in  your  store 
to  meet  the  steady,  increasing  demand 
created  by  our  advertising. 

A  good  HEINZ  display  means 
quick,  steady  sales. 


H.  J.  HEINZ  COMPANY 

PITTSBURGH,  PA. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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grocery  store  in  March.  Can  use 
to  good  advantage  several  hundred 
of  the  Canned  Foods  W eek  leaflets. 
Please  send  them  immediately.” 

Letter  from  Mr.  James  Hewitt, 
of  H.  Kellogg  &  Sons,  Philadel¬ 
phia,  who  is  chairman  of  a  local 
committee  on  Canned  Foods  Week, 
dated  February  12th,  says: — 

“In  our  judgment  there  are  at 
least  two  thousand  stores  in  Phila¬ 
delphia  that  will  display  an  interest 
in  Canned  Foods  Week.  As  for 
the  territory  surrounding  Philadel¬ 
phia,  we  are  advising  jobbers  in 
different  districts  to  make  requisi¬ 
tions  upon  you  direct  for  litera¬ 
ture.” 

Frank  F.  Rose,  Thiells,  New 
York:  “Please  mail  me  five  hundred 
of  your  leaflets  as  per  advertise¬ 
ment  in  the  ‘Grocery  World  and 
General  Merchant.’  I  am  greatly 
in  favor  of  this  Canned  Foods  cam¬ 
paign,  and  am  willing  to  do  all  in 
my  power  to  make  it  a  success.” 

Wm.  M.  Traver  Co.,  Hartford, 
Mich. :  “Please  send  us  five  hun¬ 
dred  No.  1  A  and  five  hundred  No. 
2  A,  also  your  X  series  of  leaflets. 
Also  send  us  articles  for  newspaper 
write-up.  W e  will  try  and  do  what 
we  can  to  help  the  good  cause 
along.” 

C.  W.  Antrim  &  Sons,  Richmond, 
Va. :  “We  are  taking  this  matter  up 
with  our  salesmen  and  trade  gen¬ 
erally.  We  would  thank  you  to 
let  us  have  the  supplies  as  early  as 
convenient.  Have  sent  you  under 
separate  cover  February  issue  of 
our  Price  Current,  in  which  we  are 
bringing  this  matter  forcibly  be¬ 
fore  the  trade.  This  paper  of  ours 
goes  to  about  three  thousand  re¬ 
tailers.” 

Boren-Stewart  Co.,  Dallas,  Tex. : 
“Send  us  two  thousand  leaflets.  We 
will  distribute  them  where  they  will 
do  good.  Kindly  advise  if  we  can 
be  of  use  in  any  other  way.” 

Southern  California  Wholesale 
Grocers’  Association,  Los  Angeles, 
Cal. :  “Members  of  this  association 
want  to  know  all  about  Canned 
Foods  Week.  Let  us  have  the  in¬ 
formation  quickly.” 

Eldridge,  Baker  Co.,  Boston, 
Mass. :  “Send  us  about  ten  thou¬ 
sand  leaflets.  Find  our  subscrip¬ 
tion  enclosed  toward  the  expense 
of  Canned  Foods  Week.” 

Wm.  Edwards  Co.,  Cleveland, 
Ohio :  “Please  send  us  five  thousand 
circulars  No.  1  A  to  distribute  with 
our  customers.” 

Gorton-Pew  Fisheries  Co.,  Glou¬ 
cester,  Mass. :  “Would  be  very  glad 
to  distribute  ten  or  fifteen  thousand 
of  the  leaflets  advertising  Canned 
Foods  Week.” 

Greenhu  t-Seigel-Cooper  Co., 
New  York  City:  “We  are  planning 
a  special  campaign  on  canned  foods 
beginning  near  the  end  of  March 
and  continuing  through  the  month 
of  April.  We  are  of  the  opinion  that 
the  use  of  canned  foods  can  be  al¬ 
most  doubled  by  bringing  their 
wholesomeness  and  economy  to  the 
attention  of  the  people.  Send  us 
whatever  advertising  matter  you 


have  for  distribution  that  will 
help.” 

These  are  merely  a  number  of 
letters  grabbed  at  random  off  the 
desk  as  they  came  in  and  are  being 
checked  up,  but  it  shows  wide  in¬ 
terest  and  enthusiasm.  Any  canner, 
wholesale  grocer  or  retail  grocer 
who  fails  to  come  up  on  the  firing 
line  and  push  Canned  Foods  Week 
should  be  ashamed  of  himself. 

John  A.  Lee, 

Chairman  Central  Canned  Foods 
Committee. 

*  *  * 

A  Paper  Baling  Machine. 

Greensburg,  Pa.,  Feb.  17,  1913. 

To  the  Editor. 

Dear  Sir : — In  your  weekly  paper 
I  saw  an  advertisement  of  a  firm 
who  sell  machines  to  press  old 
papers  in  order  to  sell  them. 

1  lost  the  paper  that  had  it  in  so 
I  thought  you  people  could  give  it 
to  me. 

Enclosed  you  will  find  a  stamped 
envelope  for  reutrn. 

Yours  very  truly, 

G.  P.  Gardell. 

The  Buckeye  Baler  Co.,  Findlay, 
Ohio. 

*  *  * 

The  Plan  to  Take  Spices  Off  the  Free 

List  and  Tax  Them  50  Per  Cent. 

Baltimore,  Md.,  Feb.  11,  1913. 
To  the  Editor. 

Dear  Sir : — Spices  have  been  on 
the  free  list  on  each  succeeding  tar¬ 
iff  adopted  by  Congress  for  a  gen¬ 
eration.  That  they  were  first  so 
listed  by  the  exponents  of  the  ultra- 
protective  tariff  theory  seems  quite 
conclusive  evidence  that  they  were 
then  accepted  and  classed  as  non¬ 
competitive  necessities,  rather  than 
luxuries  as  claimed  by  Mr.  Gibson, 
the  attorney  from  New  York,  who 
so  volubly  pleads  for  heavy  duties, 
and  who  succeeded  in  at  least  giv¬ 
ing  reasonable  ground  for  the  pre¬ 
sumption  that  he  holds  a  brief  from 
some  of  the  shrewd  speculating  im¬ 
porters,  who  see  immediate  profits 
by  realizing  on  their  stocks  if  his 
advice  be  accepted. 

That  spices  were  considered  ne¬ 
cessities  is  further  evidenced  by  the 
fact  that  all  crude  and  unground 
spices  were  put  on  the  free  list,  ex¬ 
cept  cayenne  or  red  peppers  and 
sage  leaves.  These  exceptions  were 
unquestionably  made  to  foster  the 
domestic  cultivation  of  the  only 
spices  of  all  the  list  which  have  had 
or  have  now  any  chance  of  being 
grown  to  the  advantage  of  the 
American  farmer. 

The  spice  importing  trade,  as 
well  as  the  consumers,  are  a  unit 
in  requesting  that  the  Ways  and 
Means  Committee  recommend  that 
those  spices  in  the  unground  state 
now  on  the  free  list  be  allowed  to 
so  remain  and  also  that  cayenne 
and  red  peppers  in  the  unground 
state  be  included. 

Contrary  to  Mr.  Gibson’s  asser¬ 
tion,  I  am  sure  that  more  than  80 
per  cent,  of  all  spices  going  to  the 
consuming  trade  are  ground  in 


mills  of  those  who  make  it  a  busi¬ 
ness  and  in  that  state  are  distribu¬ 
ted  to  the  consumer,  reaching,  him 
through  the  retail  grocer  at  prices 
ranging  from  2 J4  to  y/2  cents  per 
ounce  instead  of  5  to  10  cents  per 
ounce  as  stated  by  him.  Of  course 
this  does  not  apply  to  such  articles 
as  Saigon  Cassia,  or  cinnamon 
costing  to  import  in  quantities  40 
cents  per  pound,  or  mace  costing 
from  50  to  65  cents  per  pound,  de¬ 
pending  upon  variety  and  quality. 
Ground  spices  usually  reach  the 
consumer  in  packages,  designed  to 
sell  at  5  and  10  cents  respectively. 
A  duty  of  1  cent  per  pound  will  in¬ 
crease  the  cost  of  these  packages 
approximately  15  to  18  cents  per 
gross  for  the  5-cent  packages,  and 
30  to  36  cents  per  gross  for  the  10- 
cent  packages.  If  Mr.  Gibson’s 
suggestion,  that  duties  of  6  cents 
per  pound  prevail,  the  cost  would 
be  increased  90  cents  to  $1.20  per 
gross  for  the  5-cent  and  $1.80  to 
$2.15  for  the  10-cent  packages.  If 
you  make  spices  dutiable,  the  con¬ 
sumer  will  continue  to  purchase  10 
cent,  and  possibly  in  a  few  instan¬ 
ces  5-cent  packages,  but  the  con¬ 
tents  will  be  proportionately  less, 
for  the  margin  in  the  business  is  so 
small  that  this  increased  cost  must 
inevitably  be  passed  along  to  him. 
The  changed  conditions  will,  how¬ 
ever,  cause  the  importer  and  packer 
great  loss  in  adjusting  his  cartons, 
containers  and  other  expenses  made 
necessary.  That  importing  and 
dealing  in  spices  is  a  business  of 
great  risk  and  hazard  should  be 
considered. 

Owing  to  crop  failures,  incident 
to  droughts  and  other  causes,  alter¬ 
nating  with  seasons  of  heavy  pro¬ 
duction,  and  artificial  advances  or 
decline  forced  on  the  American  im¬ 
porter  by  the  great  syndicates 
formed  in  Europe  for  manipulation 
of  prices,  import  costs  fluctuate  vio¬ 
lently.  Cloves  within  a  year  have 
advanced  from  13  to  19  cents;  re¬ 
acted  to  10 %  cents  and  now  stand 
at  21^2  cents  per  pound  for  import 
cost. 

Gingers  have  fluctuated  between 
8 y2  and  5  cents  per  pound. 

Allspice  from  63/2  to  4  cents. 

Nutmegs  from  10  to  16  cents. 

Pepper  from  9  to  11  cents. 

Celery  seed  from  8  to  35  cents. 

French  marjoram  from  7  to  14 
cents. 

German  marjoram  from  14  to  32 
cents. 

Many  other  similar  instances 
could  be  cited. 

If  the  Ways  and  Means  Com¬ 
mittee  decide  to  recommend  a  duty 
on  whole  spices,  in  setting  upon  the 
rate,  due  consideration  should  be 
given  to  the  large  loss  in  weight  by 
evaporation  of  the  natural  mosit- 
ure. 

Black  and  white  peppers  will 
lose  2  to  5  per  cent. 

Gingers  5  to  15  per  cent. 

Cloves  7  to  20  per  cent. 

Nutmegs  2  to  7  per  cent. 

Red  peppers  6  to  10  per  cent. 

Allspice  5  to  10  per  cent. 


Cassias  5  to  8  per  cent. 

And  other  spices  in  proportion. 

It  is  evident  that  if  a  duty  be 
levied,  the  importer  and  packer  will 
pay  the  extra  duty  on  water  in  pro¬ 
portion  to  the  loss  in  weight,  which 
he  must  stand  when  invoicing  ' to 
the  trade,  for  most  of  this  loss  will 
occur  within  60  days  after  landing 
and  the  importing  manufacturer 
and  packer  in  that  time  cannot  pass 
his  goods  on  to  other  hands  who 
would  then  stand  the  loss.  The 
condition  is  similar  to  that  affect¬ 
ing  grain — I  find  it  gives  better  re¬ 
turns  to  sell  my  wheat  soon  after 
harvest  at  90  cents  rather  than  hold 
it  for  three  months  with  the  al¬ 
most  certainty  of  getting  $1.05  per 
bushel. 

Changing  spices  from  the  free  to 
the  dutiable  list  will  be  a  factor 
small,  it  is  true,  but  nevertheless 
appreciable  in  raising  the  cost  of 
living. 

Summarizing  our  position  as 
manufacturers  is  that  ground 
leaves,  etc.,  Section  20,  Tariff 
1909,  be  made  dutiable  at  30  per 
cent,  advalorem  in  addition  to  any 
duty  that  may  be  imposed  on  the 
unground  product; 

That  all  ground  spices,  including 
red  peppers,  cayenne  pepper  and 
sage  leaves  be  made  dutiable  at  the 
specific  rate  of  3  cents  per  pound  in 
addition  to  any  specific  or  ad  valor¬ 
em  duty  put  on  them  in  the  un¬ 
ground  state,  excepting  ground 
mustard,  which  should  be  continued 
under  the  present  duty  of  10  cenfi 
per  pound ; 

That  all  spices  unground  now  01 
the  free  list  be  retained  on  thai 
list :  and 

That  vanilla  beans  and  oil  0 
lemon  be  continued  on  the  free  list 
and  that  Section  99,  H.  R.  20,18; 
be  incorporated  in  any  tariff  ac 
you  recommend  to  Congress. 

V ery  respectfully, 
McCormick  &  Co. 


Well-known  Jobber  Dead. 

Fred.  W.  Hannahs,  of  Newark 
N.  J.,  known  throughout  the  lengtl 
and  breadth  of  the  country  as  “tlr 
old  warhorse”  of  the  wholesal 
grocery  trade  organization  move 
ment,  died  suddenly  last  Sunday  a 
he  was  leaving  church  in  Newark 
N.  J.  He  was  in  his  sixty-thin 
year.  Mr.  Hannahs  spent  practi 
cally  his  whole  life  in  connectio 
with  the  well  known  wholesale  grc 
eery  house  of  Wilkinson,  Gaddis  i 
Co.,  of  Newark,  entering  its  emplo 
when  it  was  operated  by  the  prt 
decessor  of  the  present  firm,  and  rt 
maining  as  one  of  its  chief  factor 
through  two  generations.  He  wa 
vice-president  of  the  corporation  1 
the  time  of  his  death.  By  shee 
force  of  character  and  ability  1‘ 
worked  his  way  upward  till  he  don 
inated  the  house  and  its  policies  fc 
many  years. 
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^  Woman’s  Story  of  Retail 
Grocery  Abuses. 

gages  as  Clerk  in  Large  and  Small 
stores  and  Tells  What  She  Finds. 
3ig  Stores  Dishonest  and  Small 
Dnes  Old-fashioned.  Sharp  Tricks  of 
rrade  Which  She  Says  She  Found. 

Here  is  a  portion  of  an  article 
licit  will  be  read  with  interest, 
not  belief,  by  every  large  and 
lall  grocer  in  the  business.  It 
rports  to  be  the  truthful  recital 
the  experiences  of  a  woman  who 
*ed  out  as  clerk  in  both  large  and 
tail  grqcery  stores  in  order  to  see 
w  the  business  was  conducted. 
ie  contributed  her  story  to  the 
Hitlook”  and  extracts  from  this 

2  here  presented : — 

My  first  position  was  that  of 
;alesgirl  in  one  of  the  largest  gro- 
:ery  and  provision  stores  of  the 
;ountry.  The  firm  was  rated  “A  i” 

>y  Bradstreet,  and  the  State  Fac- 
ory  Inspector  also  passed  it  as  sat- 
sfactory.  It  employed  nearly  500 
nen  and  women  and  did  a  strictly 
:ash  business  in  meats  and  groceries 
inly.  Its  annual  trade  was  over 
>5,000,000.  It  was  a  partnership. 

I  worked  with  this  concern  from 
[une  until  October.  My  hours  were 
:rom  7  A.  M.  to  6.45  P.  M.,  and  I 
vas  paid  $5  a  week.  From  October 
intil  the  following  June  I  worked 
here  part  of  the  time,  i.  e.,  from 

3  to  6.45  P.  M. 

Afterwards  I  worked  in  three 
ather  cities  in  small  stores  and  mar- 
<ets.  Most  of  the  facts  which  I 
present  here  came  under  my  per¬ 
sonal  notice;  others  I  gained  from 
investigation  and  inquiries  in  other 
establishments. 

These  large  stores,  with  their 
auto  deliveries,  electric  conveyers, 
pneumatic  tubes,  modern  methods  of 
charging  and  taking  orders,  and 
their  division  of  labor,  could  and 
did  cover  every  section  of  the  city 
with  swiftness  and  accuracy,  giv¬ 
ing  some  wards  a  delivery  every 
hour  in  the  day.  In  the  large  stores 
and  markets  division  of  labor  was 
carried  to  the  extreme.  For  in¬ 
stance,  one  boy  was  engaged  in  put¬ 
ting  potatoes  in  bags.  From  week¬ 
end  to  week-end  he  did  nothing  but 
fill  and  empty  a  peck  measure,  and 
carry  the  filled  bags  from  the  dark 
cellar  to  the  store  and  the  shipping 
room.  Another  boy  all  day  long 
measured  beans,  another  weighed 
sugar,  another  rice ;  another  greased 
bakery  pans  and  did  nothing  else. 
Another  washed  at  a  sink  all  day. 
One  man  mixed  tea  in  a  dusty  room 
day  after  day.  In  the  meat  room 
one  man  cut  chops  only,  another 
steak,  another  ham.  One  man  gutted 
fish,  another  sliced  and  another 
washed  them.  The  salesmen,  as  in 
the  dry  goods  stores,  were  fixed  in 
the’r  places.  One  sold  lard,  but  not 
butter,  thougfh  it  was  within  five 
feet  of  him ;  another  lemons,  but 
not  oranges,  though  they  were  only 
a  few  feet  away. 

Remarkable  results  are  gained  by 
this  means.  Astonishing  accuracy 
and  speed  are  inevitable.  I  know 
by  sight  and  by  name  men  who  thus 
perform  marvelous  feats  for  a  con¬ 
siderable  length  of  time,  although, 
one  by  one,  they  are  forced  out  of 
the  ranks  by  early  exhaustion.  I 
know  a  meat  cutter  who  on  a  Satur¬ 
day  has  had  to  cut,  without  help,  over 
100  backs  of  .beef,  i.  e.,  fifty  cattle 
sawed  into  roasts  by  the  muscle  in 
one  man’s  arms;  a  peeler  at  the 


ovens  in  the  bakery  who,  unaided, 
in  one  night  has  baked  6,000  loaves 
of  bread ;  and  a  salesman  at  a 
counter  who  has  made  1,500  sales 
from  3  P.  M.  until  closing  tifne. 

I  was  placed  at  work  on  the  bak¬ 
ery  counter. 

On  Saturday  all  the  broken  cakes, 
cookies,  buns,  etc.,  were  mixed  into 
the  brown  bread.  During  the  week, 
if  stale  pastry  accumulated,  all  the 
odds  and  ends  were  mixed  into  one 
miass  with  blackstrap  molasses  and 
baked  into  tarts  or  squares  between 
two  layers  of  crust.  All  broken 
bits  of  crackers  were  added  to  the 
stale  pastry  barrel  until  needed. 

Moldy  prunes  were  steamed;  su¬ 
gared  raisins  and  currants  cleaned ; 
damp  flour,  which  is  as  good  as  dry 
for  immediate  use,  was  not  allowed 
to  mold ;  rancid  butter  was  re¬ 
worked  and  washed  until  it  was 
sweet  and  in  good  condition ;  sour 
milk  was  not  wasted,  nor  the  sugar 
that  settled  in  the  bottoms  of  the 
molasses  and  syrup  barrels.  A  sur¬ 
plus  of  fish  was  used  to  advantage 
by  selling  great  platters  of  fried 
fish.  A  soda  fountain  took  in  for 
fruit  juices  any  surplus  stock  of 
raspberries,  etc.,  etc.  All  these 
economies  were  possible  because  the 
store  was  a  large  one  and  could 
sell  anything  at  any  time,  which 
small  stores  could  not  do. 

The  work  in  the  store  was  fright¬ 
fully  hard.  There  were  never  any 
dull  seasons.  On  stormy  days  we 
worked  harder  than  ever,  sent  from 
one  counter  to  another,  counting, 
dusting  and  arranging  the  great 
stock.  The  employees  stayed  with 
this  firm  on  an  average  just  seven¬ 
teen  weeks.  A  nucleus  of  old  well- 
paid  employees  was  retained  to  in¬ 
struct  the  ever-changing  throng  of 
new  employees.  Boys  and  girls  and 
new  help  were  always  in  demand, 
because  they  were  able  to  do  all 
that  was  required  and  they  would 
work  cheap. 

As  a  rule,  the  large,  well-managed 
stores  sell  at  lower  prices  than  the 
smaller  ones.  But  the  advantages 
gained  by  all  the  efficiency  and 
economy  are  largely  offset  by  cer¬ 
tain  elements  of  waste,  one  of 
which  arises  from  a  lack  of  loyalty, 
morale  and  interest  on  the  part  of 
employees,  caused  by  a  greedy  and 
selfish  management.  The  whole  at¬ 
mosphere  is  one  of  “profit  regard¬ 
less.”  The  human  element  is  lack¬ 
ing.  The  dollar  motive  is  supreme. 
For  instance,  it  was  known  that  the 
horses  of  the  firm  were  never  over¬ 
loaded,  overdriven  or  worked  more 
than  half  a  day  at  a  time,  because 
horses  can  be  spoiled  by  too  hard 
work.  But*  the  employees  were 
rushed  to  the  limit  of  endurance 
for  a  long  day.  It  was  known  that 
the  head  stableman  received  more 
salary  than  the  heads  of  depart¬ 
ments  or  the  superintendent  who 
hired  the  employees  and  adjusted 
the  relations  of  customers  and 
clerks. 

But  a  still  more  serious  element 
of  waste  arises  from  downright 
dishonesty.  The  management  cheats 
the  public  through  the  employees, 
and  logically  the  employees  turn 
about  and  cheat  the  management, 
and  in  either  event  the  public  pays 
the  bills. 

A  cheese  is  cut  into  pieces  weigh¬ 
ing  about  a  pound  each,  and  all 
are  sold  within  an  hour  under  four 
different  names  and  at  four  differ¬ 
ent  prices.  Canned  peas  which  cost 
90  cents  a  dozen  are  sold  at  9,  10 
11,  12,  13  and  15  cents  a  can — all 
the  same  grade.  The  jobber  was 
willing  to  put  different  labels  on 
the  same  goods  because  he  had  an 
order  for  two  carloads. 

Fred,  who  had  charge  of  the  dried 
fruit,  explained  to  me  that  I  had 
better  see  him  when  I  wanted  to 
buy  anything,  as  he  had  fixed  things 


in  his  department  so  “slick”  that  I 
would  get  trimmed  if  I  ordered  as 
they  were  offered  to  the  trade. 

“Now,”  said  he,  “that  15-cent 
evaporated  peach  and  that  12-cent 
are  out  of  the  same  box.  The  15- 
cent  looks  the  best,  because  I  have 
rubbed  molasses  into  them.  Fif¬ 
teen  cents  a  pound  for  molasses  and 
water  is  pretty  good,  isn’t  it?  And 
the  funny  thing  is  that  they  sell 
three  times  as  fast  as  those  offered 
at  a  lower  price.  See  those  canned 
goods  marked  ‘Special  value,  11 
cents  a  can’?”  continued  he.  “Well, 
they  are  all  tomatoes,  every  bloom¬ 
ing  one,  with  the  labels  pulled  of. 
I  advertise  them  as  a  mixed  lot  of 
peaches,  tomatoes,  pears,  etc.,  and, 
do  you  know,”  he  chuckled,  “I  can 
sell  off  forty  or  fifty  dozen  cheap 
tomatoes  with  a  few  cans  of  old 
fruit.  One  day  I  kept  a  boy  busy 
all  day  pulling  off  wrappers  from 
some  soap,  which  I  sold  as  a  week¬ 
end  bargain,  and  got  more  for  it 
than  the  regular  price.” 

In  one  large  store  where  I 
worked,  the  proprietor,  who,  by  the 
way,  was  prominent  in  church  af¬ 
fairs,  got  around  the  State  law, 
which  required  vinegar  to  be  of  a 
certain  standard,  in  this  way:  Fie 
would  have  seven  or  eight  casks 
tapped  at  the  same  time,  tele¬ 
phone  the  inspector,  have  the  con¬ 
tents  O.  K.’d,  and  later  on  would 
say  to  his  counter  man,  “This  last 
lot  of  vinegar  is  too  sharp;  it  will 
give  better  satisfaction  if  we  tone 
it  down  with  water  30  to  40  per 
cent”  He  was  also  in  the  beef  busi¬ 
ness,  and  it  was  his  practice  illegally 
to  use  preservaline  on  his  meats. 
Rancid,  tainted  meats  bathed  in 
preservaline  were  converted  into  in¬ 
nocent-appearing  articles.  Ducks, 
geese,  turkeys,  chickens,  when  they 
became  unfit  for  sale,  were  soaked 
in  soda  and  water,  given  a  last 
chance  to  go  into  the  hands  of 
boarding  house  keepers,  and  then, 
if  they  still  remained,  were  sent  to 
the  bakery,  to  appear  later  gar¬ 
nished  and  brown  on  the  delicates¬ 
sen  counter. 

Furthermore,  sharp  practice  on 
the  part  of  employees  is  encouraged 
in  order  that  the  department  may 
make  a  better  showing,  and  the  con¬ 
sumer  does  not  benefit  by  it. 


The  One  Pure  Sugar  Syrup 

Lyle'i  Golden  Syrup  — perfectly 
clear,  a  beaatlfal  golden  color,  so 
neutral  micro-organisms  can’t  lire 
In  It.  Abeolntely  free  from  praoer- 
ts tires.  A  product  which  every  one 
kteps  baring.  If  you  want  to  please 
your  trade  tell  them  about  it. 

2f$  PROFIT 

Bara  salee  and  pleaeed  customers 

He  Kellogg  &  Sons 

Philadelphia 


SUGGEST 

MAPLEINE 

To  your  customers  as 
a  change  of  “Flavor.” 
It  can  be  used  like 
lemon  or  vanilla. 

It  makes  delicious  table 
syrup  when  added  to  white 
sugar  and  water. 

Order  from  your  j  obber  or 
Frank  A.  Smith  &  Co. 
105  S.  Front  St., 
Philadelphia,  Pa. 

Creecent  Mfg.  Co. 
Seattle,  Wash. 


(Ill  YOU  DO  IS 


May  we  have  a  sample 
of  one  of  your  teas  to 
estimate  on,  to  show  you 
how  and  why  we  can 
sell  teas  cheaper  by  mail 
than  through  salesmen  ? 

We  take  all  the  risk  of 
this  estimate ;  you  take 
none.  If  our  price  is 
less  than  you’ve  been 
paying,  we  shall  hope  to 
get  some  business  from 
you,  though  no  law  will 
compel  you  to  give  it  to 
us.  If  our  price  is  as 
high  or  higher,  then 
we’ve  simply  fallen  down , 
that’s  all. 

All  you  do  is  send  us 
the  sample. 


Duryee&Barwise 

Roasters  and  Packers 
TEAS  AND  COFFEES 

89  front  St.,  NEW  YORK 

■8TABLIBBID  1807 


Electric 
Light  Value 


•J  Nowadays  there  are 
very  few  merchants  who 
do  not  understand  that 
a  light,  bright  store 
means  more  trade  with 
the  public  and  better 
work  from  the  employe. 

If  you  use  Electric  Light 
in  your  Grocery  Store 
you  not  only  employ  the 
most  efficient  method  of 
illumination,  but  you 
also  receive  good  adver¬ 
tising  value.  Tungsten 
lamps  have  cut  the  cost 
of  Electricity  more  than 
one-half. 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 
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Harris,  who  had  charge  of  the 
fruit  and  vegetable  departments,  in 
which  twenty  men  worked,  told  me 
gleefully  of  the  profits  he  had  made 
one  morning.  “We  have  been  buy¬ 
ing  fifty  to  sixty  boxes  of  lettuce 
a  day  at  30  cents  a  box  of  eighteen 
heads,”  said  he.  “That  price  just 
about  pays  a  farmer  for  washing  it 
and  bringing  it  to  the  city.  Fifty 
cents  is  the  regular  price  this  time 
of  the  year.  Well,  I  have  been 
buying  all  my  lettuce  from  Jones — 
fifty  boxes  a  day.  To-day  I  passed 
Jones  without  giving  him  my  order. 

I  bought  a  little  elsewhere  at  40 
cents  to  fill  my  early  orders,  and 
then,  about  9  o’clock,  I  went  down 
to  the  square  to  see  how  Jones  was 
selling  out.  He  had  nearly  fifty 
boxes  on  his  wagon  which  he  had 
not  sold,  so  I  bid  him  10  cents  a 
box  to  clean  him  up  and  he  took  it, 
as  he  said  he  must  get  his  team 
back  to  the  farm.” 

“What  did  you  sell  the  lettuce 
for?”  I  asked. 

“Oh,  the  regular  price— 5,  8  and 
10  cents  a  head.  It  averaged  me 
$1.40  a  box.” 

“Can  you  work  that  very  often?” 

I  inquired. 

“Sure,  if  there  is  plenty  of  stuff 
growing.  Why,  I  caught  a  straw¬ 
berry  grower  that  way  this  spring 
and  took  his  two-horse  load  of  ber¬ 
ries  at  4  cents  a  quart.  The  chump 
had  been  selling  me  all  his  berries 
in  one  lot  day  after  day,  and  had 
refused  small  bidders,  holding  his 
stock  for  me.  Gee,  I  didn’t  do  a 
thing  to  him!  Good  berries  they 
were,  too.  I  sold  them  for  from 
10  to  20  cents  a  quart.” 

My  experience  and  investigations 
among  the  small  stores  and  markets 
confirmed  the  impression  that  their 
methods  are  largely  those  of  the 
seventeenth  century.  Their  equip¬ 
ment  is  limited,  their  facilities  for 
storing  and  handling  food  are  un¬ 
sanitary,  and  their  limited  sales 
make  it  impossible  to  avoid  a  large 
percentage  of  waste  in  perishable 
goods.  The  clerk  may  be  called 
upon  to  rub  off  a  horse  one  minute, 
wash  the  fish  the  next,  cut  butter 
the  next  and  make  change  or  an 
entry  on  the  charge  book  next. 
Such  methods  are  hopelessly  un¬ 
clean  and  uneconomic.  Some  im¬ 
provement  has  been  made  by  chains 
of  stores  under  one  management, 
but  the  stores,  as  a  rule,  are  small, 
the  stock  and  variety  small  and  the 
number  of  employees  in  each  is 
small.  The  problem  of  a  nice  divi¬ 
sion  of  labor  and  economic  distri¬ 
bution  or  delivery  is  not  seriously 
attempted,  nor  do  any  of  these 
stores  possess  efficient  labor-saving 
machinery. 

All  the  foregoing  facts  would 
seem  to  confirm  the  growing  con¬ 
viction  that  one  of  the  great  prob¬ 
lems  of  to-day  is  the  proper  dis¬ 
tribution  of  our  food  supply,  and 
that  the  next  step  in  its  solution 
must  be  the  displacement  of  tens  of 
thousands  of  the  small,  unsanitary, 
unscientific  and  inefficient  stores 
and  markets  by  large,  fully  equipped 
markets  with  all  the  improvements 
which  science,  invention,  capital  and 
intelligence  can  alone  supply. 


Egg  Carrier  Litigation  Ended. 

The  long  litigation  in  which  the 
Star  Egg  Carrier  and  Tray  Manu¬ 
facturing  Co.,  of  Rochester,  N.  Y., 
has  been  engaged  in  order  to  pro¬ 
tect  its  trade  name  and  patents,  has 
reached  its  end.  The  United 
States  Circuit  Court  of  Appeals  sit¬ 
ting  in  New  York  City  has  just 
rendered  a  decision  in  their  favor, 


and  reversing  the  decision  of  Judge 
Hazel  rendered  last  summer  in 
favor  of  the  Rochester  Egg  Carrier 
Co.,  of  Rochester,  N.  Y.  About 
two  years  ago  the  Star  concern 
brought  suit  against  the  Rochester 
Egg  Carrier  Co.  in  the  State  Court 
to  prevent  that  company  from  using 
the  name  '‘Rochester  Egg  Carrier 
and  Tray  Manufacturing  Co.,” 
which  was  claimed  to  infringe  upon 
the  trade  name  “Star  Egg  Carrier 
and  Tray  Manufacturing  Co.,”  and 
Judge  Sutherland  rendered  a  deci¬ 
sion  in  the  Star  Co’s  favor  and  en¬ 
joined  the  defendant  company  from 
adding  the  words  “and  Tray  Man¬ 
ufacturing  Company”  to  its  corpor¬ 
ate  name.  No  appeal  from  this  de¬ 
cision  has  been  perfected,  and  the 
decision  of  the  Court  of  Appeals 
in  the  patent  case  prevents  the  de¬ 
fendant  company  from  manufactur¬ 
ing  and  selling  its  product. 


More  Federal  Adulteration  and 
Misbranding  Cases. 

Department  of  Agriculture  Certifies 
Facts  of  More  Cases  to  This  Journal. 

Following  appear  the  facts  of 
several  more  adulteration  and  mis¬ 
branding  cases  under  the  Federal 
Food  and  Drug  Law,  which  have 
been  concluded  by  the  United 
States  Government,  and  certified  to 
this  paper : — 

Judgment  No.  1,922 — Adulteration 
and  Misbranding  of  So-Called 
Atlas  Carbonated  Soda. 

The  United  States  Attorney  for 
the  Western  District  of  Pennsyl¬ 
vania  filed  in  the  District  Court  of 
the  United  States  for  said  district 
a  libel  for  the  seizure  and  condem¬ 
nation  of  two  barrels,  each  con¬ 
taining  120  bottles  of  so-called 
Atlas  Carbonated  Soda,  in  posses¬ 
sion  of  L.  Shoemaker,  North  Van- 
degrift,  Pa.,  alleging  that  the 
product  had  been  shipped  by  the 
Wheeling  Specialty  Co.,  Wheeling, 
W.  Va.,  and  transported  from  West 
Virginia  into  Pennsylvania,  and 
charging  adulteration  and  misbrand¬ 
ing  in  violation  of  the  Food  and 
Drugs  Act.  The  product  was  la¬ 
beled  :  “To  L.  Shoemaker,  Vande- 
grift,  Pa.  From  The  Wheeling 
Specialty  Co.,  Manufacturers’  and 
Jobbers’  Specialties.  Twentieth 
Street,  Wheeling,  W.  Va.  This  bbl. 
contains  10  doz.  pints  carbonated 
soda  similar  to  Temperance  Beer.” 

Adulteration  of  the  product  was 
alleged  for  the  reason  that  a  cer¬ 
tain  substance,  to  wit,  beer,  had 
been  substituted  wholly  or  in  part 
for  carbonated  soda. 

No  claimant  having  appeared  for 
the  property,  judgment  of  condem¬ 
nation  and  forfeiture  was  entered, 
and  it  was  further  ordered  that  the 
product  should  be  destroyed  by  the 
United  States  marshal. 

Judgment  No.  1,919— Adulteration 
of  Maple  Syrup. 

The  United  States  Attorney  for 
the  Northern  District  of  New  York 


filed  in  the  District  Court  of  the 
United  States  for  said  district  an 
information  against  W.  L.  Baker, 
Blodgett  Mills,  N.  Y.,  alleging  ship¬ 
ment  by  him,  in  violation  of  the 
Food  and  Drugs  Act,  from  New 
York  into  New  Jersey  of  a  quantity 
of  maple  syrup  which  was  adul¬ 
terated.  The  product  was  labeled : 
“York  State  Maple  Syrup  Guar¬ 
anteed  Pure.  Prepared  for  and 
Distributed  by  W.  L.  Baker;  Blod¬ 
gett  Mills,  New  York.” 

Adulteration  was  alleged  in  the 
information,  for  the  reason  that 
water  and  cane  sugar  had  been,  in 
part,  substituted  for  and  added  to 
said  product  so  as  to  reduce,  lower 
and  injuriously  affect  its  quality  and 
strength. 

On  June  14,  1912,  the  defendant 
entered  a  plea  of  guilty  to  the  in¬ 
formation  and  the  court  suspended 
sentence  during  good  behavior. 

Judgment  No.  1,916 — Misbranding 
of  Tea. 

The  United  States  Attorney  for 
the  Middle  District  of  Tennessee 
filed  in  the  District  Court  of  the 
United  States  for  said  district  a 
libel  for  the  seizure  and  condem¬ 
nation  of  ten  cases,  each  containing 
100  retail  packages  of  tea,  in  pos¬ 
session  of  Orr,  Jackson  &  Co.,  a 
partnership,  Nashville,  Tenn.,  alleg¬ 
ing  that  the  product  had  been 
shipped  by  Arbuckle  Bros.,  Chicago, 
Ill.,  and  transported  from  Illinois 
into  Tennessee,  and  charging  mis¬ 
branding  in  violation  of  the  Food 
and  Drugs  Act.  The  product  was 
labeled:  “Shangai  Natural  Leaf 
Mixed  Tea.  Arbuckle  Bros.,  Chi¬ 
cago.” 

Misbranding  was  alleged  in  the 
libel  for  the  reason  that  the  product 
was  labeled  so  as  to  deceive  and 
mislead  purchasers,  in  that  the 
statement  upon  the  labels  that  the 
tea  consisted  of  natural  leaf,  when 
it  was  in  fact  artificially  colored, 
was  false  and  misleading. 

The  claimant  gave  bond. 

Judgment  No.  1,871 — Misbranding 
of  Raspberry  Vinegar. 

The  United  States  Attorney  for 
the  Eastern  District  of  Pennsyl¬ 
vania  filed  in  the  District  Court  of 
the  United  States  for  said  district 
a  libel  for  the  seizure  and  condem¬ 
nation  of  twenty-five  cases,  each 
containing  twenty-four  so-called 
pint  bottles  of  raspberry  vinegar, 
and  in  possession  of  the  Pennsyl¬ 
vania  Railroad  Co.,  at  Philadelphia, 
Pa.,  alleging  that  the  product  had 
been  shipped  by  the  Crown  Cordial 
and  Extract  Co.,  and  transported 
from  New  York  into  Pennsylvania, 
and  charging  misbranding.  The 
product  was  labeled:  (On  cases) 
“Two  Dozen  Pints  Raspberry  Vin¬ 
egar.”  (On  bottles)  “H.  G.  Brand 
Raspberry  Vinegar.” 

Misbranding  was  alleged,  for  the 
reason  that  the  statement  on  the 
label  was  false  and  misleading  in 
that  it  purported  to  state  in  terms 
of  measure  the  contents  of  each  of 
the  cases,  to  wit,  two  dozen  pints 
raspberry  vinegar,  which  said  state¬ 
ment  did  not  correctly  state  the  con¬ 
tents  of  the  cases,  in  that  each  of 
the  two  dozen  bottles  contained  in 
each  of  the  cases  did  not  contain 
one  pint  of  the  product,  but  on  the 
contrary  contained  from  334  to  380 
cubic  centimeters. 

The  claimant  gave  bonds  to  sell 
in  conformity  with  law. 

Judgment  No.  1,869 — Misbranding 
of  Succotash. 

The  United  States  Attorney  for 
the  District  of  New  Jersey  filed  in 
the  District  Court  of  the  United 
States  for  said  district  libels  for 
the  seizure  and  condemnation  of 
150  cases,  each  containing  two 


dozen  cans  of  succotash,  remaining 
unsold  in  the  original  packages  and 
in  possession  of  Wilkinson,  Gaddis 
&  Co.,  Newark,  N.  J.,  alleging  that 
the  product  had  been  shipped  by 
the  Burnham  &  Morrill  Co.,  Port¬ 
land,  Me.,  and  transported  from 
Maine  into  New  Jersey,  and  charg¬ 
ing  misbranding.  The  cans  in  100 
cases  of  the  product  were  labeled: 
“Paris  Succotash.  Burnham  and 
Morrill  Co.,  Portland,  Me.,  net  wt. 
20  ozs.  Paris  Succotash  Extra 
Quality  Guaranteed  by  Burnham 
and  Morrill  Co.  under  the  Food 
and  Drugs  Act.,  June  30,  1906, 
Serial  No.  13107.  This  is  a  com¬ 
bination  of  Paris  brand  corn  and 
lima  beans  soaked.  Packed  in 
Maine,  U.  S.  A.” 

Misbranding  was  alleged  in  the 
libel,  for  the  reason  that  the  product 
had  been  prepared  from  soaked 
lima  beans,  and  while  the  label 
thereon  contained  an  announcement 
to  the  effect  in  connection  with  the 
guaranty  legend  thereon,  it  was  so 
inconspicuously  placed  as  to  escape 
ordinary  observation,  and  in  that 
the  product  was  labeled  “Extra 
Quality,”  as  stated  on  the  label, 
and  the  principal  face  of  the  labels 
contained  pictorial  representations 
fresh  corn  and  fresh  lima  beans  so 
arranged  that  the  same  were  calcu¬ 
lated  to  convey  the  impression  that 
all  the  constituents  of  the  product 
were  fresh  and  not  soaked,  whereas 
the  product  was  so  labeled  as  to 
deceive  and  mislead  the  purchaser. 

Nobody  claimed  the  goods  and 
they  were  sold  at  auction. 


Gould-Mann  Net  Weight  B 
Now  Passed  Both  Houses 
of  Congress. 

Passes  Senate  Finally  on  Thursd 
After  Passing  House.  Slight  Diffii- 
ences  Must  Be  Eliminated  in  (De¬ 
ference.  Bill  Regarded  Certain  : 
Pass. 


Special  Correspondence  of  “Grocery  Wcc 
and  General  Merchant.” 

Washington,  D.  C., 

February  21,  1913. 

The  Gould-iMann  net  weigt 
bill  passed  the  Senate  finally  .1 
Thursday.  It  passed  the  Hotf 
some  days  before,  but  there  te 
slight  differences  between  U 
two  measures,  and  to  elimime 
these  the  bills  will  have  to  go  c 
conference.  That  it  will  pas 
and  probably  very  soon,  is  la 
lieved  to  be  certain,  and  the  Prs- 
ident  will  surely  sign  it. 

The  law  would  require  the  ;:l 
weight  and  measure  of  the  fed 
product  to  be  conspicuously  <s- 
played  on  the  outside  of  e:  h 
package,  but  would  not  aff:t 
package  goods  sold  for  eightrr 
months  after  the  law  becomes  f 
fective.  A  provision  added  >) 
the  Senate  would  give  the  Se<e 
tary  of  Agriculture  authorityte 
establish  rules  for  the  recognitu 
of  certain  variations  in  weightoi 
certain  package  goods  selling  01 
more  than  6  cents. 

Hol' 
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It 


Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


A  Grocery  Man  Should  Know  that 
filling  an  ordinary  size  bag  he 
.ou Id  hold  the  bottom  of  the  bag 
the  open  left  hand.  That  in  tak- 
g  an  order  he  should  never  lean 
i  the  counter.  That  instead  of 
ying  “anything  else?”  it  should 
;  “what  next,  please?”  That  in 
eighing  a  piece  of  meat  he 
louldn’t  say  five  pounds  and  seven 
inces,  but  “not  quite  5l/2  pounds.” 
hat  the  bill  should  be  figured  up 
id  the  amount  given  instead  of 
iking  “shall  I  send  it  C.  O.  D.  ?” 
hat  in  answering  a  ’phone  call  he 
lould  mention  the  name  of  the 
rm  instead  of  saying  “hello.” 
'hat  packages  should  be  wrapped 
igether  when  they’re  to  be  carried 
onie  before  the  customer  makes 
le  request.  That  children  should 
e  waited  upon  in  regular  form, 
md  that  a  scoop  should  never  be 
fft  in  a  bin  or  drawer. 

*  *  * 

The  Truth  Habit. — After  all  it 
iays  to  tell  things  straight.  Some- 
inies  it  grates  on  a  fellow.  Some- 
imes  it  seems  as  though  it  were 
joing  to  land  him  in  trouble.  But 
vhen  you’re  faced  with  a  direct 
juestion  give  it  direct  and  give  it 
ruthfully.  The  man  that’s  trusted 
s  the  man  that  isn’t  afraid.  Out 
vith  it.  There’s  no  sense  in  lying. 
\nybodythat  has  had  anything  to  do 
vith  human  nature  and  human  af- 
"airs  knows  that  it  isn’t  even  good 
lusiness.  A  lie  always  rebounds, 
rhat's  the  nature  of  the  thing. 
When  it  comes  back  it  hits  hard, 
rhe  thing  to  do  is  to  stick  to  God’s 
;ruth  and  then  you’re  not  afraid  of 

iny  man.  Get  the  “truth  habit.” 

*  *  * 

“Can  Do  Anything.”— That  isn’t  a 
good  recommendation.  The  fellow 
that  can  “do  anything”  isn’t  the 
man  that  a  modern  business  needs. 
It  needs  men  that  know  one  thing 
and  know  it  well.  Learn  all  there 
is  to  be  learned  in  your  capacity. 
Know  the  ins  and  outs  of  things. 
Never  mind  about  the  boiler  or  the 
plumbing  or  the  electric  arrange¬ 
ment.  What  you  want  to  do  is  to 
fit  yourself  for  a  first-class  gro- 


ceryman  and  be  able  to  take  a  po¬ 
sition  worthy  the  name. 

*  *  * 

“Settling  Down.”— Whatever  you 
believe  you’re  going  to  settle  down 
to — you’ll  settle  down  to.  But  a 
boy  of  25  has  no  business  “settling 
down.”  Nor  a  man  of  40  nor  a 
man  of  50  or  60.  There  shouldn’t 
be  any  such  thing  as  “settling- 
down” — in  business.  Once  you  do 
that  you’re  a  back  number.  Fit 
yourself  .for  something  better  every 
day.  The  biggest  mistake  that  the 
average  grocery  clerk  makes  to-day 
is  the  mistake  of  thinking  there  is 
nothing  ahead  of  him.  Who  are 
the  fellows  that  fill  the  positions  of 
manager  and  floor  men  and  receiv¬ 
ing  clerks  and  are  at  the  head  of 
the  big  retail  shipping  depart¬ 
ments?  They  aren’t  the  settling 
down  kind.  They’re  the  men  that 
fit  themselves  for  these  positions 
by  downright  study  and  hard  work 
and  the  fight  against  the  “settling- 
down”  idea. 

*  *  * 

“The  Little  Man.”— The  little 
man  does  what  he’s  told  to,  then 
stops  and  waits  for  orders.  The 
big  man  does  what  he’s  told  to  do 
and  twice  as  much.  The  little  man 
writes  down  neatly  and  correctly 
what  the  customer  orders.  The  big 
man  does  the  same  and  then  starts 
in  to  sell  her  goods.  The  little 
man  believes  in  letting  well  enough 
alone.  The  big  man  says  nothing’s 
well  enough  in  business.  The 
thing  is  are  you  the  little  or  big- 
man?  You  can  be  either.  Every 
fellow  has  his  choice  in  the  matter. 
It’s  easier,  maybe,  to  be  the  little 
one.  Things  run  smoother,  salary 
runs  smaller  and  life  generally  is 
delightfully  unruffled. 

*  *  * 

Business  Is  Business.— Talking 
foolish  isn’t  business.  Talking 
your  private  troubles  or  your  fun 
isn’t  business  and  you  have  no 
right  to  bring  such  things  into  your 
work.  Every  hour  of  your  time, 
sir,  is  being  paid  for  and  every  hour 
of  that  time  should  be  honestly  ac¬ 
counted  for.  To  me  nothing  re¬ 


flects  worse  taste  or  is  more  exas¬ 
perating  to  the  customer  than  an 
audible  gossip  between  clerks  of  a 
personal  nature  that  is  entirely  for¬ 
eign  to  the  business.  Let  nothing 
enter  into  your  business  life  but 
business.  You’re  back  of  that 
counter  to  make  the  best  of  your¬ 
self — you’re  there  or  should  be 
there  to  qualify  for  something  big¬ 
ger  and  better,  but  rest  assured  you 
will  never  get  there  unless  mind 
and  heart  and  tongue  are  given  up 
to  the  work  right  before  you. 


Butter  and  Egg  Swindle  Partly 
Prevented  by  Quick  Action. 

Illinois  Corporation  Buys  $15,000  Worth 
of  Butter  and  Eggs  in  One  Week 
and  Ships  Them  to  Pittsburgh  After 
Night.  Creditors  Immediately  Get 
the  Scent  and  Throw  Concern  Into 
Bankruptcy,  Arrest  the  Absconding 
Officers  in  Pennsylvania  and  Send 
Them  Back  to  Illinois. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Pittsburgh,  Pa., 

February  19,  1913. 
How  quick  and  energetic  the 
business  interests  are  to-day  to  get 
after  frauds  is  demonstrated  by  the 
details  of  a  case  which  were  given 
to  your  correspondent  during  the 
week.  Recently  a  number  of  busi¬ 
ness  men  began  to  make  inquiry  re¬ 
garding  the  affairs  of  the  H.  R. 
Waszko  Co.,  of  which  the  president, 
James  J.  Jelich,  secretary  and  treas¬ 
urer,  Victor  L.  Waszko,  and  a 
salesman,  Phil.  Leub,  it  was  re¬ 
ported,  had  suddenly  left  the  State 
of  Illinois,  where  they  had  been 
doing  a  butter  and  egg  business, 
turning  the  keys  of  the  store  over 
to  the  office  boy  with  directions  to 
open  the  store  the  following  morn¬ 
ing.  The  creditors  found  that  the 
store  had  been  entirely  emptied  of 
merchandise  and  there  was  no  trace 
of  books  of  accounts  or  records. 
From  a  driver  it  had  been  learned 
that  a  shipment  of  a  large  number 
of  cases  of  eggs  had  been  taken 
to  the  freight  depot,  and  during  the 
previous  week  several  carloads  of 
butter  and  eggs  had  been  shipped 
to  Pittsburgh  with  the  names  of 
the  three  men  and  two  Pittsburgh 
parties  as  shippers  and  consignees. 

Several  creditors  of  the  concern 
got  busy,  a  petition  in  bankruptcy 
was  prepared  and  filed  and  receiver 
appointed  in  both  Pittsburgh  and 
Illinois ;  also,  at  Pittsburgh  $500  in 
cash  was  found  on  the  person  of 
one  of  the  prisoners,  as  well  as  a 
check  for  $1,450  for  a  carload  of 


eggs,  part  of  which  had  been  deliv¬ 
ered.  Four  cars  of  butter  and  eggs 
were  seized  at  Pittsburgh  and  two 
cars  were  loaded  at  McKeesport. 
Extradition  papers  were  prepared 
and  the  three  men,  who  had  been 
arrested  at  Pittsburgh,  were  taken 
back  to  Illinois,  where  the  bank¬ 
ruptcy  proceedings  are  still  pend¬ 
ing.  It  has  already  been  learned 
that  the  concern  bought  about  $15,- 
000  worth  of  butter  and  eggs  in  one 
week,  obtaining  credit  on  the 
strength  of  the  fact  that  one  of  the 
officers  of  the  company  conducted 
a  business  of  his  own  and  had  a 
good  rating. 

E.  R.  A. 

AMONG  THE  TRADE. 

Showell  &  Fryer  are  to  move  to 
1517  Chestnut  street. 

The  United  States  Government 
recently  brought  suit  in  Philadel¬ 
phia  against  the  Philadelphia  Job¬ 
bing  Confectioners’  Association, 
charging  maintenance  of  an  illegal 
combination  in  restraint  of  trade. 
On  Monday  last  all  the  defendants 
went  into  court  and  consented  to 
the  granting  of  a  permanent  in¬ 
junction  against  them.  The  de¬ 
fendants  named  were  the  Philadel¬ 
phia  Jobbing  Confectioners’  Asso¬ 
ciation  and  its  officers  and  direct¬ 
ors,  who  are :  Andrew  C.  Keeley, 
John  M.  Miller,  William  Engel, 
’Charles  Schaefer,  William  F. 
Haun,  George  Eaton,  Christopher 
Pflaum,  Joseph  Casani,  Louis  Weg- 
lein,  E.  C.  Frey,  J.  H.  Petrie,  H. 
T.  Whitehead,  Louis  Neuhoff,  W. 
C.  '  Gerhard,  George  Reichel  and 
David  Dekyane.  The  Government 
charged  that  the  association  main¬ 
tained  a  “black  list”  and  that  mem¬ 
bers  were  ordered  not  to  buy  any 
candy  from  manufacturers  who  did 
not  recognize  the  association,  but 
who  came  into  the  association’s 
territory  and  sold  their  products 
direct  to  retailers.  It  was  also  al¬ 
leged  that  manufacturers  who  did 
business  direct  with  the  retailer 
were  told  by  the  defendants  that 
they  would  be  blacklisted  if  they 
sold  their  product  to  any  but  job¬ 
bers  affiliated  with  the  association. 
The  defendants  were  also  accused 
of  sending  communications  to 
manufacturers,  asking  them  to  re¬ 
fuse  orders  from  jobbers  not  con¬ 
nected  with  the  association. 


Southern  beets  are  moving  freely 
at  $3  to  $3.50  per  100. 


I 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  very  dull,  anc 
if  the  supply  was  larger  there 
would  undoubtedly  be  a  slump.  As 
it  is  the  market  is  inclined  to  be 
easy  and  on  anything  large  is  in 
buyer’s  favor.  Prices  are  nominally 
unchanged. 

Coffee 

The  market  for  Rio  and  Santos 
coffee  is  decidedly  easier,  and  as 
compared  with  a  few  weeks  ago 
shows  a  decline  of  probably  I  cent 
per  pound.  The  marketing  of  the 
valorization  coffee  and  various  spec¬ 
ulative  elements  have  caused  the 
decline,  and  the  market  is  not  in  a 
satisfactory  condition  to  large  hold¬ 
ers.  The  demand  is  very  light. 
Mild  coffees  have  felt  the  weakness 
in  Brazils  to  some  extent  and  are 
easier.  Java  and  Mocha  are  un¬ 
changed  and  dull. 

Sugar. 

The  sugar  market  is  unchanged 
from  a  week  ago.  Raws  are  about 
on  the  same  basis,  and  quotations 
on  all  grades  of  refined  sugar  re¬ 
main  the  same,  with  a  light  demand. 

Syrup  and  Molasses. 

Glucose  is  unchanged  and  so  is 
compound  syrup,  with  a  light  de¬ 
mand.  Sugar  syrup  is  dull  and  un¬ 
changed,  and  so  is  molasses. 

Fish. 

Mackerel  of  all  grades  is  moving 
fairly  well,  owing  to  the  Lenten  de¬ 
mand,  and  prices  show  no  quotable 
change,  except  that  No.  i  Nor  ways 
are  a  trifle  firmer.  Cod,  hake  and 
haddock  are  unchanged  and  in  fair 
demand;  prices  steady.  Domestic 
sardines  dull,  unchanged  and  easy; 
imported  sardines  scarce  and  firm. 
Salmon  of  all  grades  in  seasonable 
demand  at  ruling  prices. 

Canned  Goods. 

Tomatoes  are  absolutely  holding 
their  own,  and  quotations  for  stand¬ 
ards  are  unchanged;  demand  very 
light.  Corn  and  peas  are  dull  and 
unchanged,  this  referring  both  to 
spot  and  future.  Apples  quiet  at 
ruling  quotations.  California 
canned  goods  are  in  fair  consump¬ 
tive  demand  at  unchanged  quota¬ 
tions.  Small  staple  canned  goods 
are  in  seasonable  demand  at  un¬ 
changed  prices. 

Dried  Fruits. 

Prunes  are  decidedly  easier  and 
can  be  quoted  probably  a  cent  a 


pound  cheaper  on  the  four  sizes 
than  a  month  ago.  A  smaller  pre¬ 
mium  is  also  being  asked  for  large 
sizes.  Lack  of  demand  appears  to 
be  the  main  reason.  Peaches  and 
apricots  are  in  small  demand  at  un¬ 
changed  prices.  Raisins  are  dull 
but  unchanged,  the  market  being  in 
buyer’s  favor.  Hallowii  dates  are 
unusually  cheap,  the  quotation  in 
a  large  way  now  being  around  4 
cents  per  pound.  Currants  are  un¬ 
changed  and  in  fair  seasonable  de¬ 
mand. 

Beans  and  Peas. 

Domestic  pea  beans  are  quoted 
at  $2.40  in  a  large  way,  but  quota¬ 
tions  to  come  forward  are  slightly 
lower  than  this.  The  demand  is 
moderate.  Marrows  are  unchanged 
and  fairly  active.  California  limas 
are  about  %  cent  cheaper,  due 
largely  to  brisk  competition  among 
the  holders.  Green  and  Scotch 
peas  are  quiet  and  in  spite  of  short 
crop,  Scotch  are  easy  and  show  a 
declining  tendency. 

Butter. 

The  consumptive  demand  for  but¬ 
ter  is  normal  for  the  season,  and 
the  quality  arriving  shows  more  or 
less  winter  defect.  The  percentage 
of  strictly  fancy  butter  is  light  and 
stocks  in  storage  are  being  depleted 
as  much  as  can  be  expected.  The 
market  is  steady  at  ruling  prices. 

Eggs. 

The  receipts  of  fresh  eggs  are  in¬ 
creasing  as  is  the  consumptive  de¬ 
mand.  The  receipts  are  in  fact  ab¬ 
sorbed  on  arrival,  and  conditions 
are  exactly  the  same  as  a  week  ago. 
Storage  eggs  are  being  pushed  for 
sale  at  2  to  3  cents  below  prices  of 
a  week  ago.  The  outlook  is  for  a 
good  demand,  with  fluctuations  of 
a  cent  or  two  either  way. 

Cheese. 

The  consumptive  demand  for 
cheese  is  increasing,  and  the  market 
has  advanced  54  cent  during  the 
week  at  country  points.  The  local 
trade  shows  increased  outlet,  and 
it  looks  now  as  if  any  change  would 
be  an  advance. 

Provisions. 

Everything  in  smoked  meats  re¬ 
mains  firm  at  an  advance  of  54 
cent,  due  to  the  higher  cost  of  hogs. 
The  consumptive  demand  is  about 
normal  for  the  season.  Pure  lard 
is  firm  at  an  advance  of  Vz  cent, 


and  with  a  good  consumptive  de¬ 
mand.  Compound  lard  is  steady 
and  unchanged.  Barreled  pork  is 
firm  and  unchanged,  with  a  fair 
consumptive  demand.  Dried  beef 
shows  an  advance  of  cent. 
Canned  meats  firm  and  moderately 
active. 


INDIVIDUAL  MARKET  REPORTS. 


Evaporated  Apples,  Etc. 

The  evaporated  apple  situation 
locally  is  very  quiet  with  very  little 
business  coming  from  European 
or  domestic  markets.  The  bulk  o  : 
the  trading  has  been  confined  to 
speculators. 

Good  quality  apples  in  50-pounc 
boxes  are  obtainable  at- from  554  to 
6  cents  per  pound  f.  o.  b.,  with  car¬ 
tons  J4  cent  per  pound  higher. 
Some  business  has  been  done  on 
1913  crop  for  October-November 
shipment  at  6j4  to  6j4  cents  f.  o.  b. 
shipping  point. 

Raspberries  are  meeting  with 
slow  sale,  but  prices  are  steadily 
held  at  16  to  1654  cents. 

C.  G.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

Holland  Herring. — The  demand 
for  Holland  herring  has  been  quite 
lively  of  late  and  stocks  here  are 
pretty  well  cleared.  Ordinary 
quality  of  mixed  and  milker  Hol¬ 
land  herring  in  kegs  is  rather  scarce 
here  and  is  likely  to  remain  so,  as 
very  few  importers  here  will  take 
over  very  many  more  herring  be¬ 
fore  the  close  of  the  season.  Prices 
therefore  are  firmer. 

Scotch  Herring. — We  refer  to 
the  real  Scotch.  Summer  fish  are 
practically  out  of  the  market,  and 
the  few  barrels  one  has  on  hand 
here  and  there  bring  exorbitant  and 
fancy  prices.  Herring  which  are 
coming  over  now  are  mostly  poor 
and  thin  winter  fish  and  not  liked 
by  the  trade. 

Norway  herring,  especially  Ice- 
lands,  are  getting  quite  scarce  and 
will  soon  be  out  of  the  market. 
Some  Sloe  herring  are  now  on  the 
way  and  they  will  be  of  fine  quality. 
The  price  of  those  has  advanced  in 
Norway. 

Sardines. — Very  few  French  are 
to  be  had,  and  in  Portugal  there  is 
quite  a  scarcity  of  boneless  and 
skinless  and  boneless  kind.  Catch 
having  stopped,  and  we  may  not 
look  for  new  catch  now  before  May 
or  June,  consequently  the  market 
is  very  firm  and  boneless  sardines 
very  scarce. 

Norwegian  sardines  continue  in 
excellent  demand,  but  stocks  are  in¬ 
sufficient  to  cover  the  demand. 


Practically  all  the  packers  in  Nor¬ 
way  have  been  unable  to  fill  their 
contracts  and  most  of  them  have 
been  unable  to  fill  even  a  small 
part  of  their  contracts.  This  is 
bound  to  reflect  on  our  market  and 
when  present  stocks,  which  are 
very  moderate,  will  be  exhausted, 
which  will  be  before  long,  prices  are 
bound  to  take  an  upward  turn. 

Norway  mackerel  are  in  some¬ 
what  better  demand  and  No.  2s  are 
rather  scarce.  The  other  grades 
are  firmer  in  price. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Standard  Canned  Goods. 

The  annual  convention  of  the 
National  Canners’  and  Brokers’  As¬ 
sociation  at  Louisville  last  week  is 
written  down  as  the  best  ever,  and 
the  returning  Baltimore  contingent 
declares  that  the  developments  were 
of  a  most  encouraging  character 
concerning  the  outlook  for  the 
business  in  1913.  If  some  of  their 
enthusiasm  can  be  injected  into  the 
market  there  will  be  rejoicing  all 
along  the  line,  for  a  tonic  of  some 
sort  is  certainly  needed  to  lift  the 
dullness  that  has  prevailed  since  the 
first  of  the  year.  In  this  section 
there  was  a  stillness  that  made  the 
week  just  ending  one  to  be  remem¬ 
bered  when  dull  periods  are,  here¬ 
after  recalled  by  the  fellow"  with 
a  grouch  and  a  sallow  complexion. 

Spot  tomatoes  moved  out  in 
small  lots  during  last  week,  and  the 
intrinsic  value  of  the  goods  was 
demonstrated  by  the  firmness  of  the 
prices  in  the  face  of  the  light  de¬ 
mand  for  them.  The  weak  sellers 
of  the  past  month  appear  to  have 
realized  sufficiently  to  meet  matur¬ 
ing  obligations,  and  show  no 
anxiety  to  push  sales  at  present. 
For  future  delivery  the  general  con¬ 
ditions  and  outlook  continue  to 
favor  a  stronger  market  in  the 
coming  season  for  tomatoes,  with 
an  upward  rather  than  a  lower 
trend  to  the  market  prices,  for  the 
reasons  stated  in  our  previous  ad¬ 
vices.  The  growers  and  the  can¬ 
ners  have  not  yet  reached  an  un¬ 
derstanding  about  the  price  to  be 
paid  for  the  coming  crop,  and  the 
canners  appear  to  be  taking  a  long 
chance  of  finding  a  profit  at  to¬ 
day’s  quotations  when  the  canning 
season  rolls  around. 

In  the  general  line  of  vegetables 
there  was  nothing  doing  outside  of 
the  small  orders  coming  in  daily 
for  those  articles  that  are  usually 
in  demand  during  the  winter 
months.  Sweet  potatoes,  string 
jeans,  baked  beans,  spinach,  kraut 
and  soaked  peas  attracted  most  at¬ 
tention  because  of  the  low  prices 
for  them,  but  they  were  far  from 
being  active.  The  very  low  prices 
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spot  corn  must  soon  cause  some 
rvement  in  that  article  in  large 
mtities.  Peas  are  asleep,  except- 
;  soaks. 

Pineapples  and  apples  were  fairly 
ive  again,  especially  No.  io 
des,  which  was  the  only  item 
it  sold  in  straight  car  lots,  and 
sed  at  a  shade  higher  than  they 
re  at  the  first  of  the  week.  The 
nainder  of  the  list  of  fruits  was 
ctive  and  stayed  in  the  canneries, 
r  the  first  time  this  winter  there 
s  cold,  freezing  weather  through- 
;  this  s°ction  last  week,  and  the 
Derts  on  the  subject  say  it  has 
yed  the  rise  of  the  sap  in  the 
lit  trees,  which  means  the  salva- 
n  of  the  crops  next  season.  Be- 
e  last  week  the  calamity  howlers 
idicted  a  fruit  famine  next  sum- 
r. 

Hove  oysters  were  strong  before 
s  cold  snap  came  on,  and  now 
:  raw  stock  is  scarcer  and  higher, 

:  the  prices  for  the  canned  arti- 
3  are  unchanged  as  yet. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

Rice. 

rhe  demand  has  kept  quite  up 
the  average  and  prices  firm. 
Dan  certainly  is  having  an  in- 
:ased  call  on  accourtt  of  its  con- 
ued  relative  cheapness,  as  corn- 
red  with  equal  prices  in  the 
mduras.  It  is  reported  from 
iw  Orleans  that  about  25,000 
:ks  of  Japan  were  shipped  to 
tmburg  at  the  end  of  last  week, 
be  followed  by  further  consid- 
ible  shipments  to  the  same 
rt,  which  would  indicate  that 
r  prices  are  at  least  on  a  parity 
th  the  “real”  Japan,  if  not  a 
fle  lower  in  cost.  If  this  be 
le,  the  natural  result  Avould  be 
higher  level  in  all  our  home 
irkets  for  the  home  product. 
Advices  from  the  South,  along 
e  Atlantic  coast,  report  the  de- 
and  for  the  past  week  as  “dis- 
istingly  slow,”  though  it  is  an¬ 
imated  that  once  the  holiday 
riod  is  passed,  business  will 
ow  decidedly  increased  activ- 
r.  At  New  Orleans  the  demand 
quiet,  though  prices  are  fairly 
:11  sustained.  There  has  been 
me  disposition  towards  crowd- 
l  prices  a  little,  but  no  special 
siness  has  been  put  through  at 
y  real  concession. 

In  the  Interior — -Southwest 
misiana,  Texas  and  Arkansas — 
£  mills  are  hugging  their  hold- 
?s  close  to  their  former  limits, 
d  there  is  some  “swapping”  be- 
?  done,  principally  in  the  Hon- 
ras  style,  but  at  full  figures, 
pan  is  perhaps  being  pressed 
trifle,  and  yet  renewed  strength 
being  exhibited,  feeling  that 
th  a  continuance  of  the  ship- 
mts  abroad  there  is  every  rea- 
n  for  a  very  strong  situation. 
ie  planters,  having  cleaned  out 
their  holdings  of  rough,  are 
w  giving  their  special  attention 
the  preparation  of  their  lands 


for  seeding,  the  season  for  which 
at  the  present  time  is  most  pro¬ 
pitious.  The  success  of  the  plant¬ 
er  has  been  quite  unprecedented 
this  year,  and  a  much  larger  acre¬ 
age  is  expected. 

Cables  and  correspondence  from 
abroad  note  rough  rice  market 
steady  after  a  large  business  at 
the  decline;  “spot  cleaned”  flat; 
“forward  Burma,”  steady  at  the 
decline. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Spices. 

The  market  is  fairly  active, 
but  with  few  changes  during  the 
week.  Foreign  markets  are  re¬ 
ported  generally  steady,  with 
rather  higher  prices  than  here. 

Pepper. — Generally  unchanged, 
but  with  a  steady  and  strong  un¬ 
dertone.  Spot  stocks  are  unus¬ 
ually  small. 

Cloves. — Steady  and  in  good 
spot  demand.  Foreign  markets 
continue  firm  and  it  is  probable 
that  an  advance  may  occur  at  any 
time. 

Pimento  (Allspice).  —  Fairly 
steady  and  firm,  but  unchanged 
in  price.  Demand  very  satisfac¬ 
tory. 

Mace. — Exceedingly  scarce  and 
firm.  The  demand  is  better. 

Nutmegs. — In  good  demand. 
The  market  is  unusually  steady 
and  we  find  there  is  a  great  scar¬ 
city  of  grinding  grades.  Supplies 
in  the  East  are  reported  small 
and  offerings  scarce  and  well 
above  market  prices  here. 

Gingers. — Fairly  steady,  but 
unchanged. 

Paprika.  —  Hungarian  steady 
and  unchanged.  Spanish  in  good 
jobbing  demand. 

Seeds,  Herbs,  etc..— The  feat¬ 
ure  of  the  week  has  been  a  sharp 
advance  in  coriander,  due  to  high¬ 
er  prices  for  shipment  and  some 
speculative  buying.  Canary  is 
slightly  easier.  Celery  unusually 
firm  and  likely  to  go  higher. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Because  of  much  lighter  receipts 
Florida  oranges  have  advanced 
about  50  cents  per  box  during  the 
week.  Hardly  half  the  oranges  are 
coming  North  that  came  a  short 
time  ago.  Average  fruit  ranges 
from  $2.50  to  $3,  and  fancy  from 
$3  to  $4.50. 

Florida  grapefriut  is  stiff  and 
slightly  higher — $3  to  $4.  The  de¬ 
mand  is  good. 

Florida  strawberries  range  from 
30  to  40  cents  per  quart.  They  are 
plentiful  and  good. 

Florida  tomatoes  are  on  a  very 
moderate  basis — $2.25  to  $2.50  per 


crate,  demand  good.  Hothouse  to¬ 
matoes  show  a  decline  and  are  now 
25  to  35  cents  per  pound.  The  de¬ 
mand  is  fair. 

Florida  peppers  range  from  $1.75 
to  $2  per  crate,  and  are  in  very 
moderate  demand. 

Florida  salad  is  actively  wanted 
at  $1.25  to  $1.75  per  hamper. 

Florida  eggplants  range  from 
$1.75  to  $2  per  crate,  and  are  not 
wanted.  Much  of  the  receipts  are 
unripe. 

New  Bermuda  potatoes,  No.  1, 
range  from  $6  to  $6.25,  and  No.  2 
from  $5  to  $5.25.  The  demand  is 
no  more  than  fair. 

Michigan  rhubarb  is  slow  at  50 
to  60  cents  per  bunch. 


THE  NEW  YORK  LETTER 

CContinued  from  page  9.) 

continue  until  the  tariff  situation 
is  better  understood.  Black  teas 
are  steady,  with  moderate  stocks 
and  holders  not  pressing  supplies. 

A  moderate  business,  mostly  in 
withdrawals,  is  reported  at  the 
sugar  refineries.  The  Federal  is 
asking  4.25  cents  for  standard 
granulated  for  immediate  ship¬ 
ment,  and  the  others  are  asking 
five  points  more,  being  oversold 
in  some  instances. 

In  canned  vegetables  specula¬ 
tive  activity  seems  to  have  ended 
for  the  time  being  and  the  de¬ 
mand  for  current  requirements  is 
of  a  hand-to-mouth  kind.  Some 
jobbers  here  and  in  other  cities 
have  been  reselling  their  peas  in 
order  to  realize  on  surplus  stocks, 
but  it  is  said  that  supplies  thus 
sold  have  been  of  the  cheaper 
grades.  Slight  concessions  were 
made  on  some  of  these  resales. 
The  fancy  grades  seem  to  be 
scarce,  however,  and  command 
full  prices.  Tomatoes  are  selling 
in  a  jobbing  way.  Holders  are 
not  willing  to  accept  less  than  80 
cents  for  standard  No.  3  Mary- 
lands,  or  less  than  60  cents  for 
No.  2s,  the  prices  being  f.  o.  b. 
Baltimore.  There  is  no  activity 
in  futures.  Corn,  both  spot  and 
future,  is  quiet.  In  other  lines 
trade  is  generally  dull,  with 
prices  in  some  instances  favoring 
the  buyers. 

The  canned  fruit  trade  is  con¬ 
fined  within  jobbing  limits  and  is 
steady  in  tone,  but  the  volume  of 
trading  is  not  heavy. 


Local  jobbers  are  taking  little 
interest  in  California  dried  prunes 
and  seem  indifferent  to  the  coast 
reports  of  a  firmer  market,  due  to 
export  demand  and  other  causes. 
The  prices,  out  of  store  New 
York,  seem  a  trifle  firmer,  how¬ 
ever.  The  straight  50s  appear  to 
be  scarce.  California  raisins  of 
all  kinds  are  dull  and  weak. 
Some  business  is  reported  in 
apricots  and  stocks  appear  to  be 
in  small  compass.  Peaches  are 
not  active  and  prices  are  nominal. 
Opening  prices  have  been  made  on 
the  1913  crop  of  California  figs 
by  the  packers. 

In  canned  fish,  a  feature  is  the 
brisk  demand  for  domestic  sar¬ 
dines,  prices  of  which  have  an  up¬ 
ward  tendency.  Salmon  is  quiet, 
but  there  is  a  firmer  undertone, 
especially  in  pinks,  as  the  weak 
sellers  seem  to  have  been  elimi¬ 
nated  from  the  offerings. 

Flour  is  dull.  In  some  circles 
there  is  said  to  be  an  improve¬ 
ment  in  shipping  directions,  but 
the  gain  is  not  general.  There  is 
some  reselling,  which  competes 
with  the  millers’  direct  sales. 
The  spring  wheat  patents  are 
quoted  from  $4.60  to  $4.80  per 
barrel  in  wood. 

Butter  is  quiet  and  the  tone  of 
the  market  is  barely  steady.  The 
fresh  creamery  extras  are  to  be 
had  at  36  cents,  and  only  for  the 
very  highest  marks  is  a  half  cent 
more  paid.  Firsts  range  from  33 
to  35  cents.  The  lower  grades 
have  cleaned  up  moderately  and 
are  now  fairly  steady  at  quota¬ 
tions. 

The  egg  market  is  easier.  Ar¬ 
rivals  are  liberal  and  there  is  not 
much  speculative  support.  The 
best  grades  of  the  fresh-gathered 
Western  eggs  bring  from  iqjA  to 
22  cents.  The  top  prices  of  the 
fancy  nearby  eggs  are  from  25  to 
26  cents.  Storage  eggs  are  ur¬ 
gently  offered  and  are  weak,  most 
of  the  sales  being  from  16  cents 
down.  Fred.  A.  McGill. 


$2,000,000  Paid  for 
Waste  Paper  in  Penn¬ 
sylvania  Last  Year 

How  much  of  it  did  you 
set  ?  There  is  ready  sale 
for  all  your  Waste  Paper. 
Pasteboard  Boxes,  etc.,  if 
baled. 

THE  BUCKEYE 
PAPER  PRESS 

does  the  work  perfectly. 
Write  for  catalog.  Dept.  A 

Buckeye  Baler  Co. 

FIXDLAT,  OHIO 
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This  letter,  from  New  York 
State,  will  be  of  general  interest : — 

Albany,  N.  Y.,  Feb.  17,  1913. 
Elton  J.  Buckley,  Esq. 

Dear  Sir : — We  wish  your  advice 
on  a  matter  that  is  troubling  us 
considerably,  as  it  involves  a  con¬ 
siderable  sum  of  money.  About  two 
years  ago  we  decided  to  buy  the 
property  in  which  our  store  is  lo¬ 
cated,  after  having  rented  it  for 
over  ten  years.  We  did  not  find  it 
convenient  to  have  the  title  in¬ 
sured,  but  we  employed  a  lawyer  to 
look  up  the  title,  and  he  went  back 
about  thirty  years  and  then  reported 
that  it  was  all  right.  There  were 
two  encumbrances  against  it,  a  first 
mortgage  and  a  small  judgment, 
which  we  settled.  The  deal  took 
about  all  the  ready  money  we  could 
raise,  and  we  were  just  beginning 
to  get  over  it  and  feel  comfortable, 
when  last  month  we  received  a  let¬ 
ter  from  a  lawyer,  vho  said  he  rep¬ 
resented  a  woman  who  had  a  one- 
sixth  interest  in  the  property. 

I  believe  that  the  trouble  was  in  the 
settling  of  some  estate,  all  inter¬ 
ests  not  having  been  represented  or 
something  like  that.  We  took  the 
letter  to  our  lawyer  who  had  made 
the  search,  and  he  is  now  looking 
the  matter  up.  If  he  finds  the  claim 
is  good,  we  will  have  to  stand  good 
for  about  $2,000  more.  In  such 
a  case  what  can  we  do?  If  the  case 
should  take  such  a  turn  that  we 
found  our  title  was  not  good,  it 
would  ruin  our  business,  as  there  is 
absolutely  no  other  location  that  we 
could  use.  If  you  publish  this,  do 
not  use  our  name. 

Respectfully  yours, 

N.  &  R. 

Let  me  use  this  as  a  text  for 
something  on  buying  real  estate 
without  proper  protection.  At  the 
beginning  I  will  say  to  this  corre¬ 
spondent  that  his  lawyer  should 
have  found  this  one-sixth  inter¬ 
est  when  he  made  the  search.  If 
it  was  there,  not  deeply  hidden  in 
any  way,  and  you  are  obliged  to 
pay  it,  you  can  recover  the  amount 
from  him  on  the  ground  that  he 
was  negligent.  But  you  cannot 
compel  the  holder  of  the  one- 
sixth  to  sell  to  you  because  she 
did  not  agreed  to,  and  you  will 
simply  be  in  the  position  of  owning 
five-sixths  of  the  property. 

The  steps  in  the  acquisition  of 
real  estate  are  few,  but  each  one 
is  of  the  utmost  importance.  If 
anything,  they  are  more  important 


when  real  estate  is  to  be  acquired 
for  business  purposes,  for  the  de¬ 
struction  or  impairment  of  one’s 
entire  business  may  be  involved, 
while  if  it  is  real  estate  to  be  used 
for  a  dwelling,  the  loser  can  usually 
turn  himself. 

First  should  always  come  an 
agreement  of  sale,  and  whether 
you  are  the  seller  or  the  buyer, 
you  should  not  approve  this  or 
sign  it  until  it  has  been  passed  upon 
by  a  good  lawyer.  The  agreement 
should  bind  the  seller  to  convey 
the  full  and  complete  title  to  the 
property,  not  merely  his  interest, 
but  the  whole  thing.  If  this  corre¬ 
spondent  had  that  kind  of  an  agree¬ 
ment  of  sale,  he  will  have  an  advan¬ 
tage  in  the  controversy  that  he  is 
now  facing,  though  he  might  not 
wish  to  act  upon  it,  as  it  would  in¬ 
volve  turning  the  property  back  on 
the  seller,  on  the  ground  that  he 
had  contracted  to  deliver  a  full 
title,  but  had  delivered  only  a  five- 
sixths  interest. 

Next,  the  agreement  of  sale 
should  recite  what  encumbrances 
are  against  the  property,  state  the 
terms,  the  price,  the  date  of  settle¬ 
ment,  and  what  is  to  become  of  the 
money  paid  on  account  in  case  the 
deal  falls  through. 

Second,  the  protection  of  the 
title.  There  should  always  be  title 
insurance  where  there  can  be,  no 
matter  what  it  costs.  It  is  the  only 
way  to  comfortably  and  safely  buy 
a  property.  If  title  insurance  is  not 
practicable,  the  best  and  most  ex¬ 
perienced  lawyer  on  real  estate 
titles  should  be  employed  to  run 
a  search  back  for  at  least  thirty 
years.  Of  course  your  protection 
here  will  rise  no  higher  than  the 
ability  and  the  keenness  of  your 
lawyer.  The  man  who  economizes 
at  such  a  time  is  playing  with  fate. 

In  a  recent  case  the  buyer  of  a 
piece  of  real  estate  had  no  agree¬ 
ment  of  sale  except  a  verbal  one, 
and  not  even  a  search  of  title.  He 


merely  took  a  search  that  the  seller 
had  obtained  for  himself  five  years 
before,  and  accepted  the  seller’s 
word  that  nothing  had  happened  in 
the  way  of  liens  and  judgments 
since  that.  In  this  case  nothing 
may  happen,  but  there  are  so  many 
chances  for  loss  that  the  buyer’s 
only  comfort  lies  in  his  ignorance 
of  the  possibilities. 

Third,  the  deed.  It  is  usually 
customary  for  the  buyer  to  prepare 
the  deed,  so  as  to  assure  his  getting 
the  sort  he  wants.  If  there  is  to  be 
title  insurance,  the  company  will 
pass  on  the  deed,  but  if  there  is  not, 
it  should  be  passed  on  by  a  lawyer 
familiar  with  all  details  of  the 
transaction.  Many  a  deed  has 
proven  an  empty  husk — after  the 
money  had  been  paid  for  it. 

The  deed  should  be  promptly  re¬ 
corded  or  it  won’t  pass  title  as 
against  the  seller’s  creditors.  This 
the  title  insurance  company  will 
attend  to  if  there  is  title  insurance. 
If  not,  see  to  it  yourself;  d'on’t  en¬ 
trust  it  to  anybody. 

Speaking  of  the  need  of  the  deed 
being  closely  supervised,  especially 
where  there  is  no  title  insurance, 
the  case  books  are  full  of  cases 
where  the  failure  to  do  this  prop¬ 
erly  has  bred  litigation  and  loss. 
Not  long  ago,  a  man  who  was  buy¬ 
ing  a  property — this  was  also  a 
store  property — and  who  thought 
himself  competent  to  manage  the 
transaction  without  advice,  found 
aftenmrd  that  he  had  paid  his 
money  for  a  deed  that  lacked  the 
signature  of  the  seller’s  wife.  They 
had  lived  apart  for  some  years,  but 
she  was  still  legally  his  wife  and 
his  idea  that  he  did  not  need  to  get 
her  signature  was  wrong. 

The  buyer  therefore  had  a  prop¬ 
erty  which  was  subject  to  the  wife’s 
dower  right. 

Cases  of  this  sort  or  where  the 
settling  of  an  estate  is  involved, 
and  where  all  the  needed  signatures 
were  not  obtained,  are  constantly 


occurring.  The  right  kind  oi 
supervision  can  almost  always  pre¬ 
vent  them. 

( Copyright ,  February,  1913,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  shoulc 
tersely  set  out  in  full  all  the  fact 
bearing  on  the  case,  and  all  ques 
tions  should  be  carefully  framec 
to  avoid  misconstri  tion.  Writ< 
on  one  side  of  the  sheet  only 
Letters  should  be  received  at  thi 
office  not  later  than  Tuesday  0 
each  week  to  ensure  an  answe 
in  the  Monday’s  issue  following 
The  signature  and  address  of  th< 
writer  must  accompany  all  in 
quiries,  and  will  be  published  un 
less  there  is  a  request  not  to  di 
so.  All  inquiries  received  will  b 
answered  without  charge.  Ad 
dress  all  communications  to  Lega 
Editor  “Grocery  World  and  Gen 
eral  Merchant.” 


Possible  Receiver  for  Big  Paper 
Bag  Co. 

The  New  Jerlsey  courts,  upoi 
petition  of  stockholders,  has  fixe 
March  8th  for  a  hearing  upon 
petition  of  applicants  for  the  ap 
pointment  of  a  receiver  for  th 
Union  Bag  and  Paper  Co.,  a  Ne' 
Jersey  corporation,  with  $27,000 
000  of  authorized  capital  stock,  er 
gaged  in  the  business  of  the  mam 
facture  and  sale  of  paper  bag 
paper  and  pulp  and  wood,  wit 
branches  in  various  sections  of  th 
country  and  Canada.  The  petitic 
does  not  allege  insolvency,  bt 
charges  that  the  company  is  bein 
mismanaged  through  incompetent 
on  the  part  of  its  directors,  and 
is  further  charged  that  the  asse 
of  the  company,  by  reason  of  i 
mismanagement,  are  gradually  d 
minishing.  It  is  charged  that  Ei 
ward  T.  Barrett,  president  of  tl 
company,  has  had  no  practic. 
training  qualifying  him  for  the  p 
sition  he  holds,  and  that,  throup 
the  establishment  of  sales  agenci 
and  the  payment  to  these  agenci 
of  commissions,  the  company  ; 
sacrificing  large  dividends  and  s 
suffering  to  such  an  extent,  throuu 
mismanagement,  that  it  is  no  long' 
able  to  pay  dividends  upon  its  pr- 
f erred  stock.  Further,  it  is  chargl 
that  “from  its  conception  the  d- 
fendant  company  has  been  managl 
upon  an  improper,  fraudulent  pri- 
ciple  and  its  business  has  been  co¬ 
ducted  for  the  benefit  of  its  dire<- 
ors,  or  some  of  them,  at  the  e- 
pense  of  the  company  itself.” 


Florida  beans  range  from  $2  3 
$2.50  per  crate;  demand  fair. 
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I  icrea5ing%^^# 

ABAMs  fifie  Grocers  ~T " 

«EVER  BURST"  |  „  . 1  ° 

Profit  on 


OLD 

STYLE 


PAPER 


flour 


FL0UR.J  bag 


1 


Keeps  flour  dry. 

Keeps  out  odors. 

Keeps  flour  from  sifting  out  and  so 
insures  full  weight. 

Costs  less  than  the  cotton  flour 
bag  and  gives  the  grocer  a  larger 
profit. 

Because  it  will  pay  you  and  be¬ 
cause  your  customers  will  be  better 
pleased,  be  absolutely  certain  to  or¬ 
der  your  flour  in  quarters,  eighths 
and  smaller  sizes  packed  in  Adams 
“Never-Burst”  Paper  Flour  Sacks. 

“Never-Burst”  Paper  is  a  combina¬ 
tion  of  New  Manilla  Hemp  stock  with 
used  rope  stock  in  the  right  scientific 
proportions  to  assure  the  greatest 
tensile  strength  without  affecting 
the  pliability  of  the  paper. 


Lets  flour  get  damp. 

Lets  in  odors. 

Lets  flour  sift  out  causing  short 
weight. 

Costs  more  than  the  Adams 
“Never-Burst”  Paper  Flour  Sack 
and  leaves  the  grocer  a  smaller 
profit. 

Stop  buying  and  selling  flour  packed 
in  cotton  bags  because  you  make  less 
on  it,  because  it  is  affected  by  dirt, 
dampness  and  odors,  and  cannot  give 
your  customers  the  same  satisfaction 
as  flour  packed  in  Adams  “Never- 
Burst”  Paper  Flour  Sacks. 


jNEVERBBURST 

The  Adams  Bag  Co. 

CLEVELAND,  OHIO. 
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You  know  I’ve  often  gotten  off 
stuff  about  fellows  being  in  the 
grocery  business  that  ought  never 
to  be  there — fellows  that  looked  like 
30  cents  as  grocers  but  that  could 
have  made  a  ten-strike  as  some¬ 
thing  else. 

Something  happened  to  me  up  in 
Altoona,  Pa.,  last  week  that  fills  me 
up  with  more  stuff  to  say  about 
that. 

I  was  standing  in  the  station 
waiting  to  get  a  local  out,  when 
somebody  yelled  at  me  and  came 
over  with  a  big  paw  held  out.  He 
was  a  good-looking  fellow  and  he 
had  some  glad  rags  on  that  made 
me  feel  like  a  hostler. 

I  didn’t  know  him  at  first,  but  it 
came  back  who  he  was  as  soon  as 
he  told  me  his  name.  I  had  twenty 
minutes  to  wait  and  he  had  thirty, 
and  we  hobnobbed  there  till  my 
train  pulled  out.  He  was  in  the 
electrical  business  up  in  Schenec¬ 
tady,  N.  Y. — I  think  he  said  con¬ 
sulting  engineer  or  something — and 
said  he  was  making  out  big.  I 
know  he  was,  too,  or  he  was  put¬ 
ting  up  the  finest  bluff  ever,  for 
clothes  like  his  don’t  come  without 
money,  and  just  before  I  left,  a 
couple  of  his  kids  came  out  to  look 
him  up  and  they  had  a  darkey  nurse 
with  ’em  that  had  on  better  duds 
than  I  can  afford  to  buy  my  wife. 

That  fellow  used  to  be  the  dumb¬ 
est  grocer  I  ever  knew.  He  was  so 
fat-headed  and  dumb  that  he 
couldn’t  see  his  way  in  a  lighted 
room. 

Ten  years  ago  that  must  have 
been,  maybe  fifteen ;  everything 
hurries  on  so  you  can’t  keep  track. 
I  sold  him  goods.  How  he  got  in 
the  grocery  business  was  this:  His 
father  had  a  store  not  far  from  Al¬ 
toona  and  this  boy  worked  in  it. 
One  day  a  stroke  of  paralysis  hit 
the  old  man  and  he  had  to  turn  the 
thing  over  to  the  son.  Son  took 
about  as  much  interest  in  it  as  I 
would  in  making  pants  for  prize 
chickens.  He  worked  at  it  hard 


How  About  This  Case? 

enough,  but  he  couldn’t  catch  on — 
he  didn’t  seem  to  have  any  sense 
about  trusting  out  and  collecting, 
and  any  crack  salesman  who  was 
cold-blooded  enough  could  talk  him 
into  buying  anything.  As  a  grocer 
he  was  a  mutt,  and  he  would  have 
been  a  mutt  in  any  kind  of  retail 
business. 

I  remember  having  a  talk  one  day 
with  another  road  man,  who  cov¬ 
ered  the  same  territory,  and  we  put 
it  up  to  each  other  to  think  of  the 
bummest  business  man  we  called 
on.  I  wrote  the  name  on  a  piece  of 
paper  and  so  did  he,  and  when  it 
came  to  a  show-down  both  of  us 
had  picked  out  this  boy. 

“Ain’t  he  the  limit,  though  ?”  the 
other  salesman  asked  me.  “He 
don’t  know  any  more  about  business 
than  he  does  about  raising  gold  fish. 
I  told  him  the  other  day  he  ought 
to  get  out;  if  he  didn’t  he’d  run  the 
store  into  the  ground,  and  it’s  too 
good  a  store  to  do  that  with.” 

“What  did  he  say?”  I  asked. 

“Said  he  didn’t  see  how  he  could 
get  out  with  his  father  sick,  but  he 
owned  up  that  he  hated  it.  I  asked 
him  then  if  there  wasn’t  some  other 
line  he’d  rather  be  in,  and  he  said 
electricity  was  his  choice.” 

Well,  the  good  Lord  let  father 
get  well  and  he  went  back  in  the 
store.  One  of  the  clerks  told  me 
he  cried  like  a  baby  when  he  saw 
the  state  things  were  in.  The  boy 
got  out  and  went  to  school  some¬ 
where  and  studied  electricity  and 
I’ve  already  told  you  what  kind  of 
a  hit  he  made  in  it. 

Now,  suppose  father  hadn’t  come 
back.  Son  would  have  stayed  on 
there  as  long  as  the  store  lasted, 
which  probably  wouldn’t  have  been 
very  long.  A  business  is  the  easiest 
thing  I  know  of  to  kill.  Then  may¬ 
be  he  would  have  been  married,  all 
his  money  would  have  been  eat  up, 
he  couldn’t  go  to  school  and  he 
would  have  kicked  around,  making 
stabs  at  bum  jobs  all  his  life. 

Never  getting  within  a  mile  of 


the  good  clothes  or  the  darkey 
nurse. 

The  Lord  sure  did  a  good  stunt 
that  day  he  let  father  come  back. 
But  take  it  from  me,  I  don’t  sym¬ 
pathize  a  little  bit  with  father  on 
account  of  the  state  he  found  his 
business  in.  The  whole  thing  was 
his  fault.  He  ought  never  to  have 
put  a  square  peg  in  a  round  hole. 
Fathers  are  awful  foolish  that  way. 
They  have  a  boy  and  nothing’ll  do 
except  that  he  must  go  in  the  store, 
“to  take  some  of  the  load  off  me.” 
A  lot  of  times  nobody  stops  to  think 
whether  the  boy’s  any  good  in  the 
store;  he’s  got  to  go  in  any  way 
“to  take  some  of  the  load  off  me.” 
“I  guess  what’s  good  enough  for 
me  is  good  enough  for  him.” 

I  believe  that’s  pretty  close  to  a 
crime,  if  you  ask  me.  I  don’t  think 
a  man  who  does  that  has  any  right 
to  have  a  boy. 

He  ought  to  keep  a  dog. 

The  Stroller. 


This  Decision  Says  Even  the  Manu¬ 
facturer  of  a  Patented  Article 
Can't  Fix  the  Resale  Price. 

The  United  States  District 
Court  for  the  New  York  District 
last  Monday  denied  to  owners  of 
patents  the  right  to  fix  resale 
prices  on  their  patented  articles. 
Judge  Ray,  who  rendered  the  deci¬ 
sion,  held  that  the  dealer  who  as¬ 
sents  to  fixed  prices,  as  demanded 
by  the  patentee,  becomems  a  party 
to  an  illegal  combination  in  restraint 
of  trade.  In  this  respect,  the  deci¬ 
sion  carries  out  the  purpose  of  a  bill 
now  before  Congress.  Action  was 
brought  by  the  Waltham  Watch 
Company,  of  Waltham,  Mass., 
against  Charles  A.  Keene,  a  New 
York  jeweler,  to  restrain  him  from 
selling  for  less  than  a  fixed  price 
Waltham  watch  movements.  Every 
watch  contained  a  notice  that  the 
retailer  bound  himself  to  regard  the 
price  agreement.  Mr.  Keene  held 
that  after  purchase  the  watches  be¬ 
came  his  property  to  sell  for  what¬ 


ever  he  wished  in  spite  of  the  fac 
that  it  was  patented.  In  sustain 
ing  him  Jude  Ray  declared  that  thi: 
case  had  no  parallel  in  the  Henn 
versus  Dick  case,  where  the  Su 
preme  Court  held  that  the  patents 
was  entitled  to  make  certain  restric 
tions  regarding  the  use  of  his  ma 
chines. 


Commissioner  Ladd  Points  t< 
Particularly  Mean  Food  Fake. 

Calls  Attention  to  “  Heintz  Gluten  an 
Health  Biscuit,”  Made  in  Chicagi 
Which  Mr.  Ladd  Says  Perpetrate 
Two  Frauds  on  the  Sick. 

Food  Commissioner  E.  F.  Lade 
of  North  Dakota,  has  called  th 
attention  of  this  journal  to  wha 
appears  to  be  a  particularly  mea 
food  fake.  It  concerns  “Heint 
Gluten  and  Health  Biscuits,”  an 
the  Commissioner’s  statement  0 
the  subject  is  as  follows: — 

These  products  are  put  out  by  the 
Heintz  Food  Co.,  208  N.  Wabash 
avenue,  Chicago.  A  sample  of  the 
Heintz  Gluten  Biscuit,  No.  9.272, 
was  brought  to  the  laboratory  by  a 
representative  of  this  firm ;  also,  a 
sample  Qf  the  Heintz  Health  Bis¬ 
cuit,  No.  9,277.  The  products  were 
analyzed,  with  results  as  follows: 
Heintz  Gluten  Biscuit: — 

Per  Cent. 


Nitrogen  .  2.14 

Proteids  and  gluten  .  13.14 


Therefore  this  product  contains 
not  as  much  gluten  or  total  protein 
as  is  found  in  whole  wheat,  not 
more  than  is  found  in  some  of  the 
flours,  and  to  put  this  product  upon 
the  market  for  the  use  of  those  who 
need  a  gluten  food  is  nothing  less 
than  criminal. 

Heintz  Health  Biscuit  claims  to 
be  a  natural  laxative.  Analysis  of 
this  product  showed  the  following: 

Per  Cent. 

Water  .  5-32 

Ash  .  2.86 

Fat  . .  11.38 

Protein  .  6.06 

Carbohydrates  .  74-38 


Total  . 100.00 

Examination  showed  this  prod¬ 
uct  to  contain  phenolphthalein, 
which  was  added  to  give  the  laxative 
property.  The  product  is  not, 
therefore,  as  represented,  since  there 
is  added  to  the  product  a  drug  to 
produce  the  laxative  effect. 

Mr.  Ladd  points  out  that  t: 
fraud  was  really  two-fold,  and  1 
both  cases  was  perpetrated  on  t; 
sick.  First  the  Gluten  Biscuit  w; 
exploited  as  being  a  gluten  biscu, 
where  as  a  matter  of  fact,  it  cc- 
tained  less  gluten  than  ordinal 
whole  wheat. 

Second,  the  Health  Biscuit  hi 
no  natural  laxative  quality  at 
but  had  a  laxative  effect  only  1- 
cause  a  cathartic  had  been  addd 
to  it  to  produce  that  effect.  '0 
course  the  purchaser  could  hae 
gotten  the  laxative  effect  withet 
eating  the  biscuit. 
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Your  customers 

steadily  cling  to  Fels-Naptha 
because  it  not  only  does  just 
what  its  makers  claim,  when 
directions  are  followed,  but 
its  high  Quality  has  always 
been  carefully  kept  strictly 
uniform.  Women  know  they 
may  depend  on  the 
Fels-Naptha  way. 


PHILADELPHIA 


WHERE  the 
GLASS  JAR 
COMES  IN 


The  glass  jar  in  which 

Croft’s  Swiss  Milk  Cocoa— 

and  that  only — is  packed 
offers  the  entering  wedge 
to  a  sale,  because  it  is  un¬ 
usual. 

No  woman  ever  saw 
cocoa  packed  in  glass  be¬ 
fore  ;  the  sight  is  novel  ; 
she  asks  about  it,  and  if 
you  help  a  little,  she  buys. 

Bought  once,  Croft’s 
Swiss  Milk  Cocoa  will 

always  be  bought  again, 
for  it  has  a  flavor  which 
has  never  been  successfully 
imitated.  Our  exclusive 
making  process  removes 
the  bad,  develops  the 
good,  and  the  result  is  the 
smoothest,  most  delicious 
drinking  cocoa  on  the 
market. 


Croft  &  Allen  Co. 

PHILADELPHIA,  PENN  A. 


BURK'S 


u 


BUTTERNUT 


v 


(Trade-Mark  Reg.  U.  S.  Pat.  Off.) 

Among  the  many  brands  on  the  market,  this  Bacon 
is  a  distinct  favorite,  being  selected  from  prime  corn- 
fed  pigs.  It  is  mild,  sweet  and  of  exquisite  flavor, 
specially  cured  with  granulated  sugar. 

It  is  not  sold  sliced  or  in  jars,  but  is  put  up  in  narrow 
strips,  cut  absolutely  square,  strung  with  white  cord, 
making  any  waste  impossible;  wrapped  in  high  glazed 
and  parchment  paper  and  embellished  on  two  sides 
with  an  attractive  label  of  alternate  blue  and  white  dia¬ 
gonal  bars  bearing  the  words  Burk’s  Butternut  Bone¬ 
less  Breakfast  Bacon.  A  red  seal  is  also  attached  to 
the  cord,  stating  the  specific  merits  of  this  product. 

The  package  makes  an  attractive  window  display 
and  because  of  its  distinctive  label  is  readily  recog¬ 
nized  at  a  distance. 

“Butternut  Bacon”  is  the  best  for  family  use. 


BURK'S 

PASTRY  LARD 

IN  ONE-POUND  PRINTS 

This  lard  is  open  kettle  rendered,  absolutely  pure 
and  prepared  in  the  most  careful  manner  from  the  fat 
of  young  corn-fed  pork.  It  contains  no  stiffening  and 
as  none  of  its  original  properties  have  been  extracted, 
it  is  rich  in  oil  and  especially  adapted  for  fine  pastry. 

Wrapped  in  parchment  paper,  resembling  in  size 
and  shape  a  pound  print  of  butter,  making  a  clean, 

sanitary  and  ever  ready  package. 

• 

Economical  for  the  dealer,  as  it  saves  all  draughts 
and  possible  overweight  during  a  rush  or  through  the 
indifference  of  clerks,  and  makes  unnecessary  the  use 
of  wooden  trays  and  similar  contrivances. 

Made  additionally  attractive  by  the  use  of  the  blue 
and  white  label  which  makes  Burk’s  products  so  dis¬ 
tinctive  wherever  displayed. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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ADVERTISING 


Pittsburgh,  Pa.,  Feb.  6,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir  : — Inclosed  please  find 
copy  of  our  weekly  ad.  Would  like 
v^ry  much  for  you  to  show  up  all 
the  weak  places. 

Respectfully, 

Huey  &  Matthews. 


The  circular  enclosed  measured 
12  x  18  inches  and  is  reproduced 
below  in  miniature : — 


used  is  heavy  enough,  but  is  rather 
a  cheap  grade,  and  its  cheapness 
shows  in  its  muddy  gray  color.  A 
very  small  sum  added  to  the  cost 
of  these  circulars  will  improve  the 
paper  very  much. 

*  *  * 

I  personally  dislike  this  cut-price- 
stamp  style  of  advertising,  but  it 


Best 


r 

Bag  Blue  | 
^^3  boxes  IQc^l 


AT  ALL  OUR  STORES 


WHERE  QUALITY  COUNTS 


I*  Best 
Toilet  Paper 
^  Marge  rolls  Ilk  ^ 


Cutting  Prices  and  Maintaining  the  Highest  Quality 

Has  put  us  to  the  point  where  we  can  handle  goods  in  such  quantities  that  enables  us  to  protect  you  against  a 
rising  market.  The  reputation  our  stores  enjoy  throughout  the  city,  reflect  credit  on  the  housewife  who 

deals  with  us. 

Best  American  Granulated  Sug?r,  this  week  . 

Now  is  the  time  to  buy  bemQkll.e  price  advances. 

5c  lb 

GREAT  FLOUR  BARGAIN  THIS  WEEK 

Big  Diamond.  Gold  Medal  or  Plllsbury's  Best,  large  49  lb  sack 

!4  sack.  24'/,  lbs.  70c 

This  price  good  for  balance  of  week  only 

$1.40 

Lenox  Soap  or  Swift’s  Pride  Soap  ....... 

Best  Loose  Lump  Starch  ....... 

8  bars  25c 

3  lbs  10c 

10  stamps  with  each  3  lbs  Besl  Long  Cul  Sauer  Kraut,  this  week 

10c 

.1  large  cans  Best  Tomatoes 
2  small  cans  Best  Tomatoes 

2  cans  Webb's  Best  Corn 

3  cans  Bridal  Sugar  Corn 
2  cans  good  Crushed  Corn 
2  cans  fancy  Sifted  Peas 

2  cans  Stringless  Beans 

2  cans  fancy  Spinach  . 

3  cans  Kidney  Beans 

3  cans  Alice  Baked  Beans 
3  cans  Lima  Beans 


28c 

10  stamps  with  each 

ISc 

25c 

2Sc 

Gas  Mantle 

10c 

10  stamps  with  each  can 

15c 

25c 

25c 

Red  Beets 

10c 

10  stamps  with  each  can 

25c 

25c 

25c 

Peas  .  .... 

15c 

10  stamps  with  each  package 

25c 

Seeded  Raisins 

10c 

Best  Lima  Beans 
Best  Navy  Beans 
Best  Yellow  Split  Peas 
Best  Greenness 
Best  Kidi.e;  Beans 
Best  White  Hominy 
Best  Head  Rice 
Good  Japan  Rico 
Best  Pearl  Barley 
Best  Lentils 
Best  Fine  Oat  Meal 


14c  qt 
12c  qt 
12c  qt 
12c  qt 
13c  qt 
Sc  qt 
10c  lb 
7c  Ih 
Sc  lb 
7c  lb 
Sc  lb 


60  stamps  with  each  pound 

Diamond  Tea  .  60c 


j  30  stamps  with  each  bait  pound 

Diamond  Tea  .  30c 


50  stamp*  with  each  pound 

Hama  Blend  Tea  40c 


25  stamps  with  each  hall  pound 

fluma  Blend  Tea  20c 


25  stamps  with  each  pound 

Golden  Blend  Codec  35c 


20  stamps  with  each  pound 

Hama  Blend  Codec  32c 


1 5  stamps  with  each  pound 

Special  Blend  Codee  28c 


15  stamps  with  each  can 

Wilbur’s  Cocoa  .  10c 


FRUIT  SPECIALS  FOR  THIS  WEEK 

Large  Glass  Jar  Fancy  Pears,  10c  jar;  3  for  25c,  .  .  I  doz  jars  O^C 

This  is  the  greatest  bargain  ever  offered  in  Pears.  On  sale  in  all  our  stores.  Ask  to  see  a  jar.  Packed  1  doz  to  case.  ~  vW 


Best  California  Peaches 
F.xlra  Choice  California  Peaches 
Fancy  California  Pca-hes 
Best  Hawaiian  Pineapple 
Best  California  Cherries 
Good  California  Cheiries 


20c  can 
17c  can 
15c  can 
20c  can 
2Sc 
22c 


Best  Evaporated  Peaches 
Fancy  Evaporated  Peaches 
Best  Evaporated  Apricots 
Best  California  Prunes,  large  size 
Choice  California  Prunes 
Best  California  Seedless  Raisins 


2  lbs  2 Sc 

3  lbs  25c 

ISc  lb 
2  lbs  2 Sc 
3  lbs  25c 

10c  pkg 


Rub-No-More  Soap 
W  hite  Laundry  Soap 
Sunny  Monday  Soap 
Ivory  Soap 
Fairy  Soap  .  . 
Star  Soap 

Rub-No-More  Powder 
Star  Naptha  Powder 
Soapine  Washing  Wax 
Washing  Gas 
Mother’s  Cleanser 
Borax  Powder 


6  bars  25c 
6  bars  25c 
6  bars  25c 
6  bars  25c 
6  bars  25c 
6  bars  25c 
6  pkgs  2Sc 
6  pkgs  25c 
6  pkgs  25c 
6  pkgs  25c 
6  pkgs  25c 
6  pkgs  25c 


5c  loaf 
Sc  loaf 


Our  Large  Loaf  Home  Made  Bread.  7c  Family  size 

5  stamps  with  each  Loaf  Best  Graham  Bread,  this  week  _ . 

OUR  BAKERY  SPECIALS  FOR  SATURDAY  ONLY 

10c  Cinnamon  Cakes,  French  or  German  style,  7c _ Raisin  Bread,  great  value,  5c 

2D  stamps  with  each  quart  bottle  Best  Log  Cabin  Syrup  .....  45c 

10  stamps  with  each  pint  bottle  Best  Log  Cabin  Syrup  ....  25c 


Our  Bakery  Special  for  Wednesday.  Thursday  and  Friday  Only 

Raisin  or  Apricot  Pies,  large  and  well  tilled  .... 

Try  one  today  and  be  convinced  of  the  huh  quality  of  our  pie»  Baked  in  our  own  thop  Where  Quality  Count*. 


10c 


HUEY  &  MATHEWS, 


CASH  GROCERS 


1369  Lincoln  Avenue 

bill  Pboni  9130-1  hit, no 


Lang  Avenue  and  Monticello  Street,  sou  n,i„«.  r «  a.  »» n 
323  Brushton  Avenue  6532  Fraokstown  Avenue 


Sell  Phone  1043-W  Willms 


Ml  Phone  9S27-J  Hllind 


5805  Penn  Avenue 

P.  4  A.  Phone  HU-X 


My  experience  has  been  that  this 
is  a  little  large  for  a  circular.  It  is 
hard  to  get  it  distributed  and  a  little 
unwieldy  to  handle.  The  paper 


cannot  be  denied  that  it  often  gets 
results.  There  is  very  little  to  dis¬ 
cuss  or  criticise  about  it,  because  it 
is  absolutely  elementary — merely 


the  offer  of  certain  goods  at  a  cer¬ 
tain  price,  accompanied  by  so  many 
stamps.  It  really  isn’t  advertising 
in  the  ordinary  sense  at  all.  The 
only  thing  one  can  say  about  it  is 
that  if  the  prices  are  obviously  low, 
the  advertisement  will  undoubtedly 
obtain  business,  if  properly  circu¬ 
lated  to  the  right  kind  of  people.  I 
do  not  believe,  however,  and  never 
have,  that  this  is  the  best  kind  of 
advertising  or  the  kind  calculated 
to-  bring  the  most  lasting  benefit. 
If  I  stand  in  front  of  my  store  and 
offer  singing  canary  birds  for  io 
cents  each,  there  will  probably  be  no 
limit  to  the  business  I  will  do,  but 
will  any  of  my  customers  come 
back?  Undoubtedly  they  will — to 
see  if  there  are  more  bargains,  but 
if  there  aren’t  any,  most  of  them 


will  go  away  again.  In  other 


words,  business  obtained  by  cutting 
prices  and  giving  stamps,  without 
any  persuasion  as  to  quality,  is 
usually  temporary  and  transient 
business,  and  needs  to  be  solicited 
anew  with  every  order.  On  the 
other  hand,  if  you  persuade  a 
woman,  either  by  word  of  mouth  or 
by  advertising,  that  you  have  a 
blend  of  coffee  at  35  cents  which  is 
quite  the  best  thing  in  town  for  the 
money,  and  she  tries  it  and  likes  it, 
then  you  will  probably  have  her 
coming  voluntarily  to  your  store  for 
other  things,  because  she  will  argue 
that  as  she  was  suited  so  well  in  one 
thing  she  can  probably  be  in  others. 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  1  advertising  idea*  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Cucumbers  range  from  $3  to  $4 
and  the  supply  appears  to  be  un¬ 
equal  to  the  demand. 


Supposing  to-night 

FIRE 


DESTROYS  YOUR  STORE 


and  with  it  your  day  book,  journal  and 
ledger,  or  credit  account  system. 


What  would  you  do 

TO-MORROW? 


WHAT  COULD  YOU  DO? 


The  “CHAMPION 

FIRE-PROOF 


We  back  this  statement  with  a 

$500.00 

Guaranty  Gold  Bond 


to  the  merchant.  No  insurance  com¬ 
pany  will  protect  your  accounts— WE 
WILL. 


Open— A  desk,  money  drawer,  recorder 
filing;  system  and  credit  register. 


You  are  not  only  protected  against 
fire,  but  also : 


You  know  every  cent  you  pay  out  or 
take  in. 


You  can  instantly  tell  what  every  per¬ 
son  owes. 


You  save  all  bookkeeping. 


Your  accounts  are  always  posted  up  to 
the  minute. 


You  know  how  much  each  clerk  sells. 
You  prevent  disputed  accounts,  rebates 
and  forgotten  charges. 


You  have  your  finger  constantly  on  the 
pulse  of  your  business. 


Closed— A  substantial,  fire-proof  safe. 

The 

Champion  Register  Co. 

Society  for  Savings  Building 
CLEVELAND,  OHIO 

Use  the  coupon  to-day— be  protected 

CHAMPION  REGISTER  CO. 

Please  send  me  information  about  th< 
Champion  Complete  Accountant  (Fire 
proof  J. 

Name . . . 

Address . 

Business . v... 

No.  Accts . 
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'Extra  rime 


Standard  of  Puril 
u  FRANKLIN 


of  Puril  V 

€!§?» 


omn«u,  j  ol  pJrt 


Si.md.jrd  of  Puril)’ • 

TRANKUN 
SfcMR  RtriMSG  CO. 


Standard  of  Pm 


Franklin  Carton  Sugars  Include 
All  Active  Selling  Grades 


And  are  packed  in  24,  48  and  60-lb.  containers 


—a - a£ - 


y 

!; 

$ 

(y 

ggi 

> 

■ 

Stoidardo!  Putty. 

/ 

FRANKLIN  CARTONS  save  time,  prevent  loss  by  overweight,  save  bags  and  string.  \\  e 
do  the  “factory  work”  of  packaging  the  sugar — you  do  the  “store  work”  of  selling  it.  The 
saving  of  time,  overweight  and  string  enables  you  to  make  a  positive  profit  on  sugar  instead 
of  a  loss.  You  can  sell  any  grade  of  sugar  your  customers  want  in  the  convenient,  sanitary 
carton  ;  the  capacity  of  the  containers  enables  you  to  buy  in  the  most  convenient  quantities. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia,  Pa. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR” 

l  II IMPMIIIU  H I  ■!>  II  111— BSB— — WMBBSMSW— 


It’s  a  Pleasure  to  Sell  Daniel  Webster  Flour 

When  you  offer  DANIEL  WEBSTER  FLOUR  to  a  customer  tell  her  it’s  better  flour  than  she  ever  had  before ; 
tell  her  you’ r  proud  to  sell  it ;  tell  her  it  will  make  a  bigger  loaf  of  bread  per  quantity  used,  that  the  bread  will  keep  iresli 
longer — tell  her  that  she’ll  find  it  a  splendid  flour  for  cake  and  pastry  as  well  as  bread.  DANIEL  W  EBSTER  FLOt  R 
will  back  up  your  strongest  recommendations,  it  has  the  baking  quality  and  the  uniformity  that  will  please  customers  and 
bring  them  back.  Extensive  magazine  and  newspaper  advertising  has  created  wide  demand  foi  DANIEL  WEBSTER 
FLOUR,  and  our  dealer  helps  will  enable  you  to  turn  this  demand  into  sales.  Write  for  our  proposition  to  dealeis. 

Eagle  Roller  Mill  Company,  New  Ulm,  Minn. 
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Two  More  Lenten  Suggestions 


Two  more  Lenten  suggestions.  They  are  both  very  simple,  yet 
attractive,  and  will  take  very  little  time  to  arrange. 


card,  with  lettering  as  illustrated,  with  price  and  total  amount  of  article 
displayed. 


No.  i. 


No.  2. 


The  lunch  window  is  arranged  as  follows :  First  cover  the  bottom 
of  the  window  with  light  green  crepe  paper  and  spread  a  linen  doily 
or  small  table  cloth  in  the  centre.  Set  places  for  two,  using  fine,  dainty 
china  and  silver  knives  and  forks.  In  the  centre,  on  a  little  platter, 
place  the  contents  of  a  small  can  of  red  salmon,  and  around  it  in  suit¬ 


able  dishes  place  some  prepared  lettuce,  cleaned  celery,  a  small  piece 
of  butter,  olives  and  some  small,  dainty  cakes  and  a  loaf  of  bread. 
Run  some  of  the  pale  green  paper  across  the  window  at  the  rear  and 
finish  with  a  twisted  strip  of  white,  as  illustrated.  Place  a  large  sign 


A  corn  meal  sale  is  O.  K.  at  this  season.  This  one  is  simple,  bu 
sure  to  please.  To  arrange,  first  cover  the  bottom  of  the  window  wit 
corn  color  or  pale  yellow  crepe  paper,  also  the  sides  of  a  very  larg 
flat  box.  Letter  it  in  black — stove  polish  will  answer  for  paint.  Put  i 
on  with  a  flat  brush  of  soft  camel’s  hair  or  cut  the  letters  out  of  blac! 


paper  and  paste  them  on.  Fill  the  top  of  the  box  with  corn  meal  an 
place  a  small  sign  card  on  top  stating  sale  price,  which  is  made  to  su 
yourself.  Cover  the  entire  rear  of  the  window  with  twisted  strip 
of  the  yellow  crepe  paper.  Tack  them  about  two  inches  apart. 


New  Patents  and  Trade-marks  In  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
Patent  Attorneys,  report,  this  week ,  the 
grant  of  the  following  patents: — 

Washington,  D.  C.,  Feb.  4,  1913. 

1,051,868.  Display  attachment  for 
barrels.  J.  W.  Duffee,  Washington 
Court  House,  Ohio. 

1,052,187.  Advertising  display  device. 
J.  Stranders,  New  York,  N.  Y. 

Washington,  D.  C.,  Feb.  11,  1913. 

1,052,484.  Drawer  or  bin.  C.  F.  Kade, 
Sheboygan,  Wis. 


TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  59,442.  “Jay-Zee”  for  coffee. 
J.  Zinsmeister  &  Sons,  Louisville,  Ky. 

Ser.  No.  65,310.  “Nimbus”  for  can¬ 
dies  and  chocolates.  Wallace  &  Co., 
Brooklyn,  N.  Y. 

Ser.  No.  66,207.  “White  Rose”  for 
coffee.  Seeman  Bros.,  New  York,  N.  Y. 

Ser.  No.  67,231.  “Fry”  for  chocolate 
and  cocoa.  J.  S.  Fry  &  Sons,  Ltd., 
Bristol,  England. 

1,052,607.  Merchandise  vending  ma¬ 
chine.  J.  C.  McBride  and  T.  A.  Blair, 
Boulder,  Col. 


1,052,519.  Candy  machine.  P.  H. 
Schabacker  and  P.  H.  Smith,  Buffalo. 

Ser.  No.  67,302.  “Virginia  Belles” 
for  candy.  Powell’s,  New  York,  N.  Y. 

Ser.  No.  67,358.  “Powell’s”  for 
candy.  Powell’s,  New  York,  N.  Y. 

1,052,616.  Chaff  separator  for  coffee 
mills.  B.  Nordin-Bergland,  *  Ontario, 
Canada. 

Ser.  No.  67,152.  “Over-sea”  for 
canned  goods.  Consolidated  Grocery 
Co.,  Tampa,  Fla. 

Ser.  No.  67,416.  “Bon  Ton”  for 
canned  goods.  N.  Scharff  &  Sons  Gro¬ 
cery  Co.,  St.  Louis,  Mo. 


‘ 


1,052,492.  Measuring  apparatus.  I 
M.  Lindsay,  Lenoir  City,  Tenn. 

1,1 052, 594.  Package  of  commodit; 
J.  O.  E.  Krohn,  Chicago,  Ill. 

1,053,015.  Coffee  pot  attachment.  I 
Darlington,  Vaughan,  W.  Va. 

Ser.  No.  67,221.  “Wisteria”  fc 
canned  goods.  Gordon,  Sewall  &  Cc 
Houston,  Texas. 

Ser.  No.  67,530.  “Bazaar”  for  biscui 
National  Biscuit  Co.,  Jersey  City,  N.  . 
Also  the  following  names :  “Cartwheels 
“Bouquet,”  “Willie  Winkle,”  “Donora 
“Evangeline,”  “Citrola,”  “Pantheon 


“Pioneer,”  “Bunty”  and  “Lorna  Doolie 
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Chicago  Co-operative  Apple  Sale  Con¬ 
ducted  by  Wholesaler,  Retailer  and 
Consumer  in  Combination 

Helped  Everybody  and  Grocers  Made  Seventy-five  Cents  a 
Barrel  and  Sold  One  Hundred  and  Thirty-one  Barrels. 
Status  of  Federal  Net  Weight  Legislation.  Thinks  Retailers 
Should  Concentrate  Their  Purchases  in  Few  Hands. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Cleveland,  Ohio, 

February  27,  1913. 

According  to  e  x-p  resident 
Thomas  P.  Sullivan,  the  co-oper¬ 
ative  apple  sale  which  was  recently 
held  in  Chicago  by  the  organized 
women  in  collaboration  with  the 
grocers,  was  a  huge  success.  The 
apple  sale,  participated  in  really  by 
the  wholesaler,  retailer  and  con¬ 
sumer,  was  a  success  beyond  any¬ 
one’s  conception.  Mr.  Westerfeld, 
a  well  known  Chicago  grocer,  re¬ 
ports  a  sale  of  68  barrels  of  Bald¬ 
win  apples  and  63  boxes  of  West¬ 
ern  apples,  and  many  other  grocers 
report  sales  proportionately  large. 

The  aggregate  result  was  that 
over  30,000  barrels  of  apples  were 
sold  at  ten  pounds  for  25  cents,  or 
about  $1.25  per  bushel.  The  con¬ 
sumers  were  pleased,  the  retailers 
made  75  cents  per  barrel,  the  pro¬ 
ducers  moved  their  goods  at  fair 
prices,  thus  proving  that  proper 
co-operation  is  the  solution. 

The  Chicago  retailers  have  now 
appointed  a  permanent  committee 
consisting  of  the  following  mem¬ 
bers:  Sol.  Westerfeld,  W.  A. 
Marose,  Robert  Miller,  W.  Preis, 
W.  J.  Minter,  L.  L.  Schmall,  C.  A. 
Burrows  and  Frank  Beaud,  to  con¬ 
fer  with  the  ladies’  food  clubs  of 
this  city,  and  are  now  taking  up  the 
proposition  of  another  sale  in  the 
near  future. 

It  would  be  well  for  the  retail 
grocers  of  our  Eastern  cities,  where 
there  seems  to  be  a  degree  of  bit¬ 
terness  displayed  by  the  women’s 
clubs  and  their  advocates  toward 
the  retail  grocer,  to  adopt  the  plan 
put  into  force  here  in  Chicago,  and 
meet  with  the  women’s  clubs  and 
discuss  the  various  phases  of  the 
question. 

*  *  * 

In  these  days  of  close  competi¬ 
tion  it  is  best  that  we  seize  every 
opportunity  to  secure  our  goods  to 
the  very  best  advantage  and  at  the 
lowest  cost,  so  that  we  get  the  best 
results. 


A  short  time  since  I  stepped  into 
one  of  our  stores  and  while  talking 
with  the  proprietor,  three  traveling 
salesmen,  all  handling  the  same 
kind  of  goods,  came  in  one  after 
the  other,  and  so  closely  did  they 
follow  that  the  first  had  just  gone 
when  the  third  arrived.  How 
many  more  came  at  other  times  I 
do  not  know. 

Knowing  the  gentleman  well.  I 
inquired  about  his  affairs  and  found 
that  he  owed  each  an  account,  and 
was  just  holding  onto  the  business 
from  month  to  month.  I  tried  to 
advise  him  but  found  that  he  was 
so  far  gone  that  he  could  not  make 
good. 


There  is  as  yet  no  way  of  pre¬ 
dicting  what  the  Pennsylvania 
Legislature  will  do  at  the  present 
session  with  food  legislation.  The 
proposed  new  general  food  law, 
forbidding  benzoate  of  soda,  sul¬ 
phur  dioxide,  alum  in  baking  pow¬ 
der  and  pickles,  the  retailer’s  guar¬ 
antee  clause,  and  providing  for  the 
labeling  of  net  weight,  is  still  being 
discussed  by  the  various  interests 
■affected.  Further  hearings  have 
been  held,  and  the  Senate  Commit¬ 
tee  on  Health  and  Sanitation,  which 
has  the  bill  in  charge,  had  a  meet¬ 
ing  to  consider  it  last  Tuesday,  but 
reached  no  conclusion  what  to  rec¬ 
ommend. 

Curtice  Bros.,  of  Rochester,  N. 
Y.,  who  have  always  been  among 
the  foremost  advocates  of  the 
harmlessness  of  benzoate  of  soda, 
gave  a  novel  and  striking  demon¬ 
stration  to  the  committee  during 


One  of  the  greatest  mistakes 
made  by  our  retailers  is  that  they 
trade  with  too  many  salesmen  and 
do  not  Concentrate  their  business 
dealings.  It  is  best  to  encourage 
competition,  but  never  should  he 
deal  with  more  than  two  houses  in 
the  same  line. 

When  the  trade  is  divided  be¬ 
tween  a  number  it  is  not  an  in¬ 
centive  to  any  one  of  them.  You 
have  only  to  think  of  this  question 
from  your  own  standpoint. 

The  salesman  who  is  sure  of 
your  trade  does  not  try  to  overload 
you.  He  will  give  you  the  inside 
figure.  And  let  me  assure  you 
there  are  inside  figures. 

He  will  tell  you  of  a  contem¬ 
plated  rise  or  fall  in  the  market. 
He  will  tell  you  of  bargains.  In 
fact,  he  will  take  an  interest  in 
your  business  to  the  extent  of  help¬ 
ing  you  increase  your  trade,  and 
at  the  same  time  make  better  busi¬ 
ness  for  himself. 

Concentrate  your  trade,  try  it  for 
one  year  and  you  will  find  that  you 
have  made  a  greater  per  cent,  in 
doing  so  than  in  selling  and  buy¬ 
ing  under  the  old  methofl. 


the  week.  Unfortunately  it  was 
late  at  night  and  only  a  few  mem¬ 
bers  were  present.  The  demon¬ 
stration  was  intended  to  show  that 
vinegar  and  spices  were  much  more 
effective  in  concealing  rottenness  in 
tomatoes,  for  instance,  than  benzo¬ 
ate  of  soda.  The  representative  of 
Curtice  Bros,  showed  a  sample  of 
rotten  tomatoes,  and  treated  it  re¬ 
spectively  with  benzoate  and  with 
vinegar  and  spices.  One  member 
of  the  committee  is  reported  to  have 
subsequently  expressed  himself  as 
being  very  strongly  impressed. 

Meanwhile  other  interests  have 
rallied  to  the  interest  of  benzoate 
of  soda.  The  American  Preserve 
Co.,  of  Philadelphia,  and  several 
other  concerns  have  filed  briefs 
with  the  committee  urging  that  no 
ban  be  placed  upon  it,  and  the 
Philadelphia  Grocers’  and  Import¬ 
ers’  Exchange  also  filed  one  last 


I  have  given  this  question  mu< 
thought  and  a  personal  trial  at 
do  not  guess  as  to  results. 

Buy  what  you  need — no  more. 
*  *  * 

The  net  weight  bill  which  pass' 
the  National  House  of  Represent 
tives  last  summer  has  been  recoi 
mended  to  the  Senate  by  the  coi 
mittee  having  it  in  charge.  T 
amendment  provides  that  all  pac 
ages  sold  for  6  cents  or  less  sh 
be  exempt  from  the  provisions 
the  bill.  The  bill  passed  the  Hoc 
with  the  provision  inserted  allowi 
for  reasonable  variations.  T 
recommendation  by  the  commit! 
is  that  the  Department  of  Agrici 
ture  shall  make  rulings  for  reg 
lating  reasonable  variations,  and  . 
quires  the  department  to  keep 
record  of  all  variations  allowi 
As  there  is  very  little  difference 
the  bill  as  it  stands  and  the  bill 
it  passed  the  House  it  is  very  prc 
able  that  the  bill  will  become  a  1 
and  be  signed  by  the  President  ii 
very  few  days. 

John  A.  Green 

Secretary  National  Retail  G 
cers’  Association. 


Thursday  in  which  an  argumi 
was  made  against  forbidding  bi 
zoate.  The  Philadelphia  Exchar 
appears  to  be  taking  a  more  proii 
nent  part  in  fighting  against  1 
proposed  legislation  than  any  ot': 
trade  organization.  The  brief  fin 
on  Thursday  argues  against 
change  in  the  present  law,  on  1 
ground  first  that  it  has  proven  sf 
ficient,  and  second  that  the  coil 
have  construed  it  and  the  trade  '' 
beginning  to  know  where  they  '< 
under  it.  The  brief  next  atta: 
the  proposed  bill  on  a  doi 
grounds,  all  of  which  have  b  r 
published.  The  Exchange  also  ac: 
that  corn  syrup  and  glucose  be  1 
serted  as  legal  ingredients  of  f”( 
products. 

Nothing  has  as  yet  come  of  if 
alleged  agreement  between  i< 
trade  interests  and  the  Dairy 
Food  Department  to  the  effect  tal 
35-1,000  of  1  per  cent,  of  sulpn 
dioxide  should  be  allowed  by  if 
bill. 

The  Committee  on  Health  if 
Sanitation  will  hold  another  Hid¬ 
ing  to  consider  food  legislation'! 
March  nth,  and  it  is  expected  la' 
further  witnesses  will  be  examD 
as  to  the  status  of  benzoate  and  il- 
phur  in  food.  It  is  almost  cer  in 
that  a  compromise  bill  will  be 
passed. 


Pennsylvania  Food  Law  Prospects  Still 

Unsettled 


Curtice  Bros.  Gives  Benzoate  Demonstration  to  Legislative 
Committee.  Some  Sentiment  Gathering  for  Benzoate. 
Philadelphia  Grocers’  and  Importers’  Exchange  Files 
Brief. 
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Announcement  is  Made  of 


The  Annual  Puffed  Rice  and  Puffed  Wheat 
_ Coupon  Sampling  Plan _ 


It  will  be  three  and  one-half  times  as  great  as  in 
previous  years. 

Seven  million,  six  hundred  thousand  of  the  coupons 
will  call  for  a  package  of  Puffed  Rice  or  Puffed 
Wheat  absolutely  free. 

You'll  get  your  full  profit  on  every  coupon . 

We  redeem  from  you  in  cash  at  the  regular  retail 
price.  22,000,000  Magazines  will  present  this  gift 
to  women.  Here  is  the  list  of  magazines  in  which 
the  coupon  will  soon  appear. 


Saturday  Evening  Post 
Ladies’  Home  Journal 
Woman’s  Home  Companion 
McCall’s 

People’s  Home  Journal 

Pictorial  Review 

Youth’s  Companion 

Uncle  Remus’  Home  Magazine 

Modern  Priscilla 

Literary  Digest 

Outlook 

Vogue 

Canadian  Magazine 
Canadian  Home  Journal 
Woman’s  World 
Delineator 
Designer 

Woman’s  Magazine 
Ladies’  World 
Home  Life 

People’s  Popular  Monthly 
Housewife 
Mother’s  Magazine 
Leslie’s  Weekly 


Christian  Herald 
American  Boy 
Holland’s  Magazine 
Harper’s  Bazaar 
Canada  Monthly 
Canadian  Pictorial 
Western  Home  Monthly 
McLean’s  Magazine 
Sunday  Magazine  of 
Chicago  Record-Herald 
St.  Louis  Republic 
Philadelphia  Press 
Pittsburgh  Post 
Hew  York  Tribune 
Boston  Post 
Washington  Star 
Minneapolis  Journal 
Buffalo  Courier 
Detroit  News-Tribune 
Baltimore  Sun 
Pittsburgh  Gazette-Times 
Minneapolis  Tribune 
Louisville  Courier- Journal 
New  Orleans  Picayune 


Rochester  Democrat  and  Chronicle 

Philadelphia  North  American 

Richmond  Times-Dispatch 

Omaha  World-Herald 

Buffalo  Times 

Boston  Herald 

Pittsburgh  Dispatch 

Detroit  Free  Press 

Milwaukee  Sentinel 

Columbus  Dispatch 

Denver  Republican 

Worcester  Telegram 

Providence  Tribune 

New  York  Sun 

Boston  Globe 

San  Francisco  Call 

Washington  Post 

Omaha  Bee 

Chicago  Tribune 

St.  Louis  Globe-Democrat 

Cincinnati  Enquirer 

Memphis  Commercial  Appeal 

Denver  Rocky  Mountain  News 

Des  Moines  Register  and  Leader 


This  is  a  chance  to  get  new  trade.  Get  women  started  by  redeeming  their 
coupons. 

UOe  guarantee  the  sale  on  goods  you  purchase  to  take  care  of  the  business 
sure  to  follow  this  offer.  Buy  two  cases  each  Puffed  Rice  and  Puffed  Wheat,  and 
should  any  part  remain  on  August  ist,  we  will  relieve  you  of  the  surplus  on  request. 

_ INSTANT  ACTION  NECESSARY _ 


The  Quaker  Qats  'Qmparvy 


CHICAGO 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT’ 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  think¬ 
ing  along  a  line  which  was  given  some  discussion  several  months  ago, 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod¬ 
ucts  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  the  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  and  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all, 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling, 
demonstrating,  etc.] 

March. 


Good  Housekeeping:. 

Baker’s  Cocoa,  one  page. 

Royal  Baking  Powder,  one  page. 
Shredded  Wheat,  one  page. 

Old  Dutch  Cleanser,  one  page. 
Armour’s  Simon  Pure  Leaf  Lard, 
one  page. 

Wesson  Snowdrift  Oil,  one  page. 
Crisco,  one  page. 

Campbell  Soup,  one  page. 

Cox’s  Gelatine,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  one  page. 

Kitchen  Bouquet  Flavoring  Ex¬ 
tract,  one  page. 

Nosco  Onion  Salt,  one  page. 
Heinz  Baked  Beans,  one  page. 
Jell-O,  one  page. 

Sunshine  Specialties,  one  page. 
Eagle  Brand  Condensed  Milk,  one 
page.  . 

Welch’s  Grape  Juice,  one  page. 
Burnham  &  Morrill's  Fish  Flakes, 
one  page.: 

Meadow  Gold  Butter,  one  page. 
Minute  Tapioca,  one  page. 
Nesnah  Dessert,  one  page. 

G.  Washington’s  Cpffee,  one  page. 
Ivins’  Cakes,  Crackers  and  Cook¬ 
ies,  one  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Snow  Flake  Soap,  half  page. 

Ivory  Soap,  one  page. 

Occident  Flour,  one  page. 

Bon  Ami,  one  page. 

Cresca  Delicacies,  two  inches. 
U-All-No  Mints,  two  inches. 
Wheatena,  two  inches. 

White  House  Coffee  and  Tea, 
half  page. 

Kornlet,  quarter  page. 

Burnett’s  Vanilla,  half  page. 
Hunt’s  California  Fruits,  half 
page.  . 

Three-in-One  Oil,  quarter  page. 
Cando  Silver  Polish,  quarter 
page. 

Electro  Silicon  Silver  Polish, 
quarter  page. 

None  Such  Mince  Meat,  half 
page. 

Educator  Crackers,  half  page. 
Vitralite  White  Enamel,  one  page. 
Valspar  Varnish,  one  page. 
Elastica  Floor  Varnish,  one  page. 
Liquid  Veneer,  one  page. 

Peter’s  Chocolate,  one  page. 
Ralston  Wheat  Food,  one  page. 
Knox  Gelatine,  one  page. 
Beech-Nut  Peanut  Butter,  one 
page. 

Worcester  Salt,  one  page. 

Van  Camp’s  Pork  and  Beans, 
one  page. 

Sherwin-Williams  Paints  and 
Varnishes,  one  page. 

Ladles’  World. 

Welch  Grape  Juice,  eighth  page. 
Lea  &  Perrin’s  Sauce,  four 
inches. 

Ivory  Soap,  one  page. 


Royal  Baking  Powder,  quarter 
page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Burnett’s  Vanilla,  eighth  page. 

Instant  Postum,  quarter  page. 

Snider’s  Catsup,  half  page. 

Grape  Nuts,  quarter  page. 

Jell-O,  quarter  page. 

Electro  Silicon  Silver  Polish,  two 
inches. 

None  Such  Mince  Meat,  eighth 
page. 

Mapleine,  three  inches. 

Heinz  Baked  Beans,  half  page. 

Knox  Gelatine,  two  inches. 

Post  Tavern  Special,  quarter 
page. 

Sapolio,  quarter  page. 

Three-in-One  Oil,  four  inches. 

Whittemore  Shoe  Polishes,  four 
inches. 

Sunshine  Specialties,  eighth  page. 

Gold  Dust  Washing  Powder,  four 
inches. 

Puffed  Wheat  and  Rice,  half 
page. 

Occident  Flour,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Bon  Ami,  one  page. 

MoCall’s  Magazine. 

Ivory  Soap,  one  page. 

Campbell’s  Soup,  half  page. 

Post  Tavern  Special,  third  page. 

Instant  Postum,  third  page. 

Grape  Nuts,  third  page. 

Sapolio,  third  page. 

Van  Camp’s  Pork  and  Beans, 
third  page. 

Liquid  Veneer,  half  page. 

Burnham  &  Morrill  Fish  Flakes, 
quarter  page. 

Jello-O,  half  page. 

Crisco,  half  page. 

Three-in-One  Oil,  quarter  page. 

Lea  &  Perrin’s  Sauce,  four 
inches. 

Jap-a-Lac,  four  ipches. 

Heinz  57  Varieties,  two-thirds 
page. 

Knox  Gelatine,  one  page. 

Delineator. 

Snider  Pork  and  Beans,  one  page. 

Gold  Medal  Flour. 

Ivory  Soap,  one  page. 

Instant  Postum,  quarter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Post  Tavern  Special,  quarter 
page. 

Royal  Baking  Powder,  quarter 
page. 

Crystal  Domino  Sugar,  quarter 
page. 

Blue  Label  Ketchup,  ten  inches. 

Mapleine,  four  inches. 

Crisco,  quarter  page. 

Ralston  Wheat  Food,  quarter 
page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 


Grape  Nuts,  quarter  page. 

Puffed  Wheat  and  Rice,  quarter 
page. 

Armour  &  Co.’s  Products,  half 
page. 

Yacht  Club  Salad  Dressing,  two 
inches. 

Jap-a-Lac,  eight  inches. 
Three-in-One  Oil,  two  inches. 
Quaker  Oats,  half  page. 

Hunt's  California  Fruits,  eighth 
page. 

Steero  Bouillon  Cubes,  eighth 
page. 

Electro  Silicon  Silver  Polish, 
two  inches. 

Jell-O,  quarter  page. 

Sapolio,  quarter  page. 

Knox  Gelatine,  quarter  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

G.  Washington’s  Instant  Coffee, 
quarter  page. 

Liquid  Veneer,  quarter  page. 
Welch  Grape  Juice,  eighth  page. 
Old  Dutch  Cleanser,  one  page. 

The  Woman’s  Magazine. 

Snider  Pork  and  Beans,  one  page. 
Gold  Medal  Flour. 

Ivory  Soap. 

Post  Tavern  Special,  quarter 
page. 

Crisco,  quarter  page. 

Royal  Baking  Powder,  quarter 
page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Grape  Nuts,  quarter  page. 

Instant  Postum,  quarter  page. 
Mapleine,  four  inches. 

Steero  Bouillon  Cubes,  eighth 
page. 

Puffed  Wheat  and  Rice,  half 
page. 

Quaker  Oats,  half  page. 

Armour’s  Products,  half  page. 
Three-in-One  Oil,  two  inches. 
Liquid  Veneer,  quarter  page. 
Sapolio,  quarter  page. 

G.  Washington’s  Coffee,  quarter 
page. 

Jell-O,  quarter  page. 

Blue  Label  Ketchup,  ten  inches. 
Welch  Grape  Juice,  eighth  page. 
Jap-a-Lac,  eighth  page. 

Knox  Gelatine,  quarter  page. 

Old  Dutch  Cleanser,  one  page. 
Dailgoar. 

Snider  Pork  and  Beans,  one  page. 
Gold  Medal  Flour,  one  page. 

Ivory  Soap,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Royal  Baking  Powder,  quarter 
page. 

Crisco,  quarter  page. 
Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Instant  Postum,  quarter  page. 

Blue  Label  Ketchup,  ten  .inches. 
Grape  Nuts,  quarter  page. 

Welch’s  Grape  Juice,  eighth  page. 
Jap-a-Lac,  eighth  page. 

Post  Tavern  Special,  quarter 
page. 

Puffed  Wheat  and  Rice,  half 
page. 

Armour’s  Products. 

Quaker  Oats,  half  page. 

Steero  Bouillon  Cubes,  eighth 
page. 

Mapleine,  four  inches. 

Mother's  Oats,  quarter  page. 
Jell-O,  quarter  page. 

Liquid  Veneer,  quarter  page. 
Sapolio,  quarter  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

G.  Washington's  Coffee,  quarter 
page. 

Knox  Gelatine,  quarter  page. 

Old  Dutch  Cleanser,  one  page. 

Everybody’!  Magazine. 

Cream  of  Wheat,  one  page. 

Jones’  Dairy  Farm  Sausage,  quar¬ 
ter  page. 

Grape  Nuts,  one  page. 

Campbell’s  Soup,  one  page. 


Peter’s  Chocolate,  one  page. 
Dromedary  Dates,  half  page. 
Snider’s  Catsup,  third  page. 
Blooker’s  Cocoa,  two  inches. 
Fairy  Soap,  one  page. 

Welch’s  Grape  Juice,  one  page. 
Ivory  Soap,  one  page. 

Old  Dutch  Cleanser,  one  page. 

The  American  Magazine. 

Fairy  Soap,  one  page. 

Blooker’s  Cocoa,  two  inches. 

Blue  Label  Ketchup,  third  page. 
Peter's  Chocolate,  one  page. 
Shredded  Wheat  Biscuit,  two- 
thirds  page. 

Welch’s  Grape  Juice,  two-thirds 
page. 

Snider's  Porks  and  Beans  and 
Catsup,  third  page. 

Heinz  Baked  Beans,  three-quar- 
teis  page. 

Ivory  Soap,  one  page. 

McClare'f . 

Ivory  Soap,  one  page. 

Bon  Ami,  one  page. 

Sunshine  Biscuit,  half  page. 

Grape  Nuts,  one  page. 

Snider  Pork  and  Beans,  one  page. 
Dromedary  Dates,  half  page. 
Crystal'  Domino  Sugar,  one  page. 
Cresca  Foreign  Delicacies,  two 
inches. 

Blue  Label  Ketchup,  half  page. 
Fairy  Soap,  one  page. 

Cream  of  Wheat,  one  page. 
Shredded  Wheat  Biscuit,  one 
page. 

The  Outlook. 

Ivory  Soap,  one  page. 

Sunshine  Specialties,  half  page. 
Quaker  Oats  Co.,  one  page. 
Maillard’s  Cocoa,  quarter  page. 
Whitman’s  Chocolate,  half  page. 
Heinz  Baked  Beans,  one  page. 
Three-in-One  Oil,  half  page. 
Egyptian  Deodorizer,  quarter 
page. 

Wrigley’s  Spearmint,  one  page. 
Ladles’  Home  Journal. 

Fairy  Soap,  one  page. 

Ivory  Soap,  one  page. 

Royal  Baking  Powder,  quarter 
page. 

Instant  Postum,  quarter  page.  H 
Sherwin-Williams  Paints  and 
Varnishes,  quarter  page, 

Crisco,  one  page. 

Post  Tavern  Special,  quarter 
page. 

Meadow  Gold  Butter,  quarter 
page. 

Ralston  Wheat  Food,  quarter 
page. 

Grape  Nuts,  quarter  page. 
Burnett’s  Vanilla,  eighth  page. 
Occident  Flour,  quarter  page. 
Yacht  Club  Salad  Dressing,  two 
inches. 

Electro  Silicon,  two  inches. 
Hormel’s  Liams  and  Bacon, 
eighth  page. 

Welch’s  Grape  Juice,  half  page. 
Hunt’s  California  Fruits,  eighth 
page. 

Puffed  Wheat  and  Rice,  half 
page.  _ 

Three-in-One  Oil,  four  inches. 
Kornlet,  six  inches. 

Quaker  Oats,  half  page. 

Mother’s  Oats,  quarter  page. 
Sunshine  Specialties,  quarter 
page. 

Horlick’s  Malted  Milk,  two  inches. 
Jap-a-Lac,  eighth  page. 
Whittemore’s  Shoe  Polishes,  four 
inches. 

Educator  Crackers,  eighth  page. 
Snider’s  Pork  and  Beans,  four 
inches. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

G.  Washington’s  Coffee,  quarter 
page. 

Emery’s  Deviled  Sardines,  four 
inches. 

Jell-O,  quarter  page. 

Beech-Nut  Peanut  Butter,  quarter 
page. 

(Continued  on  page  16  ) 
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Supposing  to-night 

FIRE 

DESTROYS  YOUR  STORE 

and  with  it  your  day  book,  journal  and 
edger,  or  credit  account  system. 

What  would  you  do 

TO-MORROW? 
WHAT  COULD  YOU  DO? 

rhe  “CHAMPION” 

FIRE-PROOF 

We  back  this  statement  with  a 

$500.00 

Guaranty  Gold  Bond 

:o  the  merchant.  No  insurance  com- 
aany  will  protect  your  accounts— WE 

WILL. 


Open— A  desk,  money  drawer,  recorder, 
filing  system  and  credit  register. 


You  are  not  only  protected  against 

are,  but  also : 

Ifou  know  every  cent  you  pay  out  or 
take  in. 

you  can  instantly  tell  what  every  per¬ 
son  owes. 

you  save  all  bookkeeping. 

Your  accounts  are  always  posted  up  to 
the  minute. 

You  know  how  much  each  clerk  sells. 

You  prevent  disputed  accounts,  rebates 
and  forgotten  charges. 

You  have  your  finger  constantly  on  the 
pulse  of  your  business. 


Closed— A  substantial,  fire-proof  safe. 


The 

Champion  Register  Co. 

Society  for  Savings  Building 
CLEVELAND,  OHIO 

Use  the  coupon  to-day — be  protected 


CHAMPION  REGISTER  CO. 

Please  send  me  information  about  the 
Champion  Complete  Accountant  (Fire¬ 
proof;. 


Name 


Address 


Business 


No.  Accts. 


Nos.  1211-13-15  N.  Second  Street 
PHILADELPHIA,  PA. 


Granulated  Sugar  (bms.  « bags)  $4.25 

Less  1  Per  Cent. 

There  is  on  the  way  now  a  oarload  of  Toasted  Corn 
Flakes  “Honey  Crisp”  Brand,  3  dozen  to  the  oase, 
with  ooupons  for  cereal  spoons  in  the  paokages.  The 
regular  price  on  these  goods  is  from  $1.46  to  $1.60  per 

oase.  Our  special  price  this  week  is  per  case .  $1.30 

Ring  Bottle  Stuffed  Olives,  fine  10-cent  package,  best 

quality,  4  dozen,  cases .  .82  % 

These  contain  no  seconds  ;  packed  by  one  of  the  best  packers  and 
are  fine  goods. 

Good  Hyson  Tea,  will  comply  with  Pure  Food  Laws  of 

all  States,  half-chests .  .17 

Less  4  per  cent.  Good  leaf,  good  color,  good  drink  ;  a  19  to  20-cent 
Tea. 

Have  just  received  shipment  of  Medium  Head  Ricejand 

offer  it  at .  -Oty^ 

5'Ac.  would  be  below  what  most  houses  ask  for  these  goods  and  at 
5*^c.  it  means  a  saving  from  regular  prices  of  1 2}4  c.  on  a  bag. 

We  are  shipping  Norway  Mackerel  in  perfect  condition. 

The  finest  that  go  out  of  the  city,  selected  by  one  of 
the  best  buyers.  They  are  the  top  of  the  market.  We 
have  lower  priced  goods  and  are  glad  to  sell  them 
any  time  you  need  that  grade,  but  these  are  trade 

winners.  No.  1 . 34.60 

No.  2 . 23.00 

No.  3 .  18.60 

No.  4 .  13.76 

We  pack  in  all  size  packages  down  to  10-lb.  kits.  These  fish,  on  ac¬ 
count  of  quality,  are  bringing  repeat  orders  from  as  far  as  the  Island  of 
Jamaica.  The  trade  who  have  ordered  have  written  expressing  their 
satisfaction  with  quality. 

We  offer  the  best  Red  Alaska  Salmon  packed  at  per  doz.,  1.66 

The  best  grade  Pink  Salmon,  per  doz .  -80 

Pure  Cod,  packed  in  20-lb.  boxes .  .08^ 

It  is  packed  in  these  small  packages  on  account  of  having  no  pre¬ 
servative;  can  be  sold  without  any  labeling. 

The  best  grade  Five-oent  Threaded  Fish,  2  dozen,  cases 

per  doz .  -86 

Fancy  Apricots,  26  boxes . . .  •  •  •  A1 

These  are  12  to  13-cent  goods  and  are  as  described,  Fancy  quality, 

Fancy  60-60  Prunes,  26-lb.  boxes,  new,  perfect  fruit, 

per  lb . 07^ 

Star  Brand  Baked  Beans,  No.  3  cans,  per  doz . 90 

These  are  packed  from  domestic  beans,  a  good  tomato  sauce  and 
plenty  of  it  used,  and  they  cut  equal  to  brands  selling  at  $1  per  dozen. 

Corner  Scrubs,  good  Tampico  stock,  regular  76-cent 

goods,  3  dozen  lots,  per  doz . . 6° 

These  are  good  sellers  ;  cost  you,  freight  added,  little  over  5c.  each. 

You  could  make  a  run  on  them  at  8c. 

Don’t  overlook  the  Fancy  Cloudy  Syrup  we  are  selling  at 
23c  per  gallon.  It  is  the  best  our  Philadelphia  Syrup 
Refineries  turn  out,  or  the  Full  Standard  6O0s 
Matches  at  $3.30  per  gross.  They  run  full  oount,  full 
length  etioks,  best  quality. 

Yellow  Granulated  Corn  Meal,  per  100  lbs .  1.40 

Send  cash  with  order  or  reference  and  goods 
will  be  shipped  and  you  can  mail  check  after 
you  have  received  goods.  The  business  of 
prompt  paying  trade  solicited  ::  ::  ::  :: 


The 

Coffee 

Drinker’s 

Difficulty 

As  between  many  varie¬ 
ties,  coffee  is  just  coffee, 
and  the  consumer  who  wants 
some  new  flavor  seeks  long 
before  she  finds  it. 

Private  Estate  Coffee  will 
give  it  to  her,  for  it  consists 
very  largely  of  Mexican 
coffee,  a  grade  which  isn’t 
found  in  most  package  cof¬ 
fees.  Private  Estate  Coffee 
is  a  rich,  smooth,  heavy¬ 
bodied  drink.  Distinctive 
and  satisfying  to  the  last 
drop. 

This  is  a  strong  talking 
point — another  is  the  strik¬ 
ing  one-pound  burlap  bags 
in  which  Private  Estate 
Coffee  is  packed.  It  looks 
so  much  more  like  the  real 
thing  than  tin  or  pasteboard, 
that  consumers  are  always 
attracted  by  it. 

Price  to  you,  28  cents  per 
pound.  Also  packed  in  one 
and  three-pound  tins. 


Private  Estate 
Coffee  Co. 

Successors  to  F.  A.  CAUCM0IS  &  CO. 

FULTON  MILLS 
21-23-25  Fulton  Street 
NEW  YORK  CITY 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WITH  THE  EDITOR 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  yields  to  no  one 
in  admiration  of 

How  a  Childs’  store  business  enter- 
Came  Back.  prise,  no  matter 

what  the  source. 
The  Childs  Grocery  Co.,  owner 
of  a  long  chain  of  retail  grocery 
stores,  recovered  last  week  from 
what  to  many  would  have  been 
fatal  misfortune,  with  a  brilliance 
of  accomplishment  which  the  writer 
proposes  to  cite  as  one  of  the  best 
examples  he  has  ever  known  of 
how  to  come  back. 

Last  Wednesday,  February  26th, 
the  town  of  Collingswood,  N.  J., 
had  a  disastrous  fire.  Before  it 
was  quenched,  it  had  eaten  the 
heart  out  of  the  central  business 
section  and  so  completely  consumed 
a  Childs  grocery  store  that  not  a 
shred  of  anything  remained. 

The  fire  reached  the  Childs 
store  around  one  o’clock  in  the 
afternoon  and  it  was  nearly  two  be¬ 
fore  it  was  gone.  By  four  o’clock, 
the  first  order  of  truck  for  a  new 
store  was  on  the  spot,  by  ten 
o’clock  the  same  evening  a  new 
store  had  been  obtained,  completely 
renovated  by  new  paperhanging 
and  fitted  completely  with  stock  and 
fixtures. 

At  seven  o’clock  the  following 
morning,  less  than  half  of  one 
working  day  after  complete  annihi¬ 
lation,  the  store  resumed  business 
as  fully  equipped  as  before.  There 
was  no  miracle  about  this,  because 
a  new  store  was  at  hand  and  the 
seat  of  supplies  was  close.  Never¬ 
theless  it  was  a  splendid  achieve¬ 
ment  and  worthy  of  the  highest 
compliment. 


An  enormous  amount  of  advertis¬ 
ing  money  is  wasted  because  the 
advertiser'  leaves 
Some  More  Refiec-  the  important  part 

tions  on  Advertising.  0f  fog  story  Un- 

told.  He  deprives 
the  reader  of  his  advertising  of 
information  without  which  he  or 
she  cannot  conveniently  buy  his 
goods,  and  then  wonders  why  the 
advertising  doesn’t  seem  to  be  mak¬ 
ing  any  impression. 

Many  hundreds  of  times  during 
the  past  winter  the  writer,  who  is  a 
suburban  commuter,  has  glanced 


out  of  the  car  window  and  .  seen 
the  sign  of  a  certain  sausage  and 
scrapple,  made,  according  to  the 
signboard,  in  Bucks  County,  Pa. 
Whether  the  products  are  on  sale 
in  Philadelphia,  however,  and  if  so, 
where,  it  is  impossible  to  form  an 
idea,  for  the  signboard  is  silent 
upon  the  point,  evidently  believing 
it  to  be  none  of  the  public’s  busi¬ 
ness. 

How  many  sausage  and  scrap¬ 
ple  eaters  will  be  sufficiently  im¬ 
pressed  with  that  sign  to  begin  a 
weary  canvass  of  the  5,000  Phila¬ 
delphia  grocery  stores  to  see  where 
they  can  be  bought? 

In  the  Philadelphia  street  cars 
for  some  months  the  following  card 
has  appeared : — 

Pure  olive  oil  isn’t  a  medicine, 
but — it  often  saves  the  need  of 
medicine. 

A  teaspoonful  twice  a  day  helps 
growing  children  and  invalids. 

Not  a  word  as  to  the  special 
merits  of  the  oil  whose  advertise¬ 
ment  this  was ;  the  brand  appeared 
only  in  a  picture  of  the  can  and 
the  manufacturer’s  name  at  the 
bottom.  The  advertisement  might 
have  been  inserted  by  the  combined 
olive  oil  interests,  to  aid  the  cause 
of  olive  oil  as  a  general  article  of 
merchandise. 

In  this  case,  too,  not  the  slightest 
clue  appeared  as  to  where  to  get 
the  oil.  Assuming  that  the  adver¬ 
tisement  was  persuasive  enough  to 
inspire  some  reader  to  use  it,  who 
sells  it?  There  was  not  even  the 
time-honored  “At  all  grocers.” 

Applying  to  the  subject  the  fun¬ 
damental  principles  of  common 
sense,  the  way  to  write  successful 
advertising  would  appear  to  be  to 
say  something  calculated  to  make 
people  want  to  try  your  goods,  and 
then  give  them  some  idea  where  to 
get  them. 


The  North  Dakota  Legislature 
is  considering  another  of  those 
mercantile  d  i  s- 
More  Foolish  Leeisia-  crimination  bills 
‘ion.  which  aim  to  do 

so  much,  but 
which  often  mean  so  little.  The 
bill  aims  to  “prohibit  unfair  dis¬ 
crimination  in  the  buying  of  milk, 
cream  or  butter  fat,”  and  provides 
in  substance  that  it  shall  be  a  mis¬ 
demeanor,  if  done  “with  the  inten¬ 


tion  to  create  a  monopoly  or  de¬ 
stroy  the  business  of  a  competitor, 
to  discriminate  between  different 
sections,  localities,  communities  or 
cities  of  this  State,  by  purchasing 
milk,  cream  or  butter  fat  at  a  higher 
price  or  rate  in  one  locality  than  is 
paid  for  the  same  commodity  by 
said  person,  etc.,  in  another  local¬ 
ity.”  Such  a  thing  is  called  unfair 
discrimination,  and  there  is  a  fine 
not  exceeding  $500  or  a  prison  sen¬ 
tence  not  exceeding  six  months. 

Now  the  reason  such  legislation 
is  foolish  is  this :  It  is  an  elemen¬ 
tary,  constitutional  right  to  buy  or¬ 
dinary  merchandise  where  one  will, 
and  to  pay  such  price  for  it  as  one 
believes  it  profitable  to  pay.  All 
these  discrimination  laws  admit 
this,  and  forbid  it  only  when,  as  in 
the  above  case,  the  intent  is  to  “cre¬ 
ate  a  monopoly  and  destroy  the 
business  of  a  competitor.”  That, 
after  all,  is  the  chief  absurdity  of 
all,  for  as  long  as  competition  is 
left  unbridled,  its  object  is  always 
to  create  a  monopoly — that  is  to  get 
all  the  business,  if  possible,  for 
one’s  self — and  to  “destroy  the 
business  of  a  competitor,”  which 
will  inevitably  follow  getting  all  the 
business.  The  whole  idea  is  impos¬ 
sible — it  sets  too  high  a  standard 
and  interferes  with  the  right  of 
private  contract. 

This,  also,  must  be  remembered : 
If  by  combination  the  buyers  of 
milk,  cream  or  butter  fat  made  uni¬ 
form  the  buying  price  for  those 
commodities,  the  Government 
would  probably  want  to  stop  that. 


There  will  be  an  interesting  and 
almost  new  question  presented  in 
Pittsburgh,  Pa., 

What  1.  the  Answer  within  the  next 
to  This  Problem?  few  days,  if  it  has 

not  been  presented 
by  the  time  these  words  see  print: 

“  Can  the  private  holder  of  a  large 
stock  of  fruits  and  vegetables,  the  mar¬ 
ket  price  of  which  is  so  low  as  to  pay 
him  no  profit,  and  who  is  holding  his 
stock  until  the  market  price  improves, 
be  compelled  to  keep  his  own  market 
broken  by  selling  the  goods  at  once,  on 
the  theory  that  holding  is  against  pub¬ 
lic  interest  ?  ” 

The  question  includes  the  whole 
subject  of  holding  goods  for  a 
better  price,  and  it  will  be  pre¬ 
sented  in  Pittsburgh  in  as  clear-cut 
a  fashion  as  would  seem  possible. 


Some  six  hundred  cars  of  produc 
had  been  standing  in  the  Pittsburj 
freight  yards.  There  was  no  mar 
ket  at  the  moment,  therefore  th 
owners  used  the  familiar  and  ele 
mentary  plan  of  holding  their  stoc! 
until  there  was  a  market.  Mean 
while  retail  prices  held  up  prett 
well,  and  the  Housewives’  Leagu 
came  forward  and  said  the  stul 
ought  to  be  sold.  The  questio 
therefore  is :  Can  its  sale  be  forced 
Under  past  standards,  it  could  nc 
have  been,  and  no  one  would  hav 
dreamed  of  trying  it.  Certainly  nc 
outside  of  some  such  case  as  na 
tional  monopoly.  But  preser 
standards  are  vastly  different,  an 
their  exact  limit  has  yet  to  b 
marked.  Almost  surely  there  is  n 
present  law  which  will  prevent 
local  holder  of  food  from  holdin 
it  for  a  higher  market.  It  is  hi: 
he  can  do  what  he  will  with  it,  an 
the  fact  that  holding  it  may  caus 
some  consumer  to  pay  highe 
prices,  or  to  go  without,  has  nc 
up  to  this  time  been  considered  in 
portant.  At  least,  we  repeat,  11c 
outside  of  cases  of  national  cornc 
or  monopoly. 

That  new  legislation  will  coni' 
however,  preventing  this  thin 
which  has  been  done  ever  sine 
trading  began,  is  almost  as  sui 
as  any  future  event  can  be.  Thei 
is  an  element  in  the  holding  of  foo 
products  which  will  enter  into  th 
case — their  perishability.  Wha 
ever  one’s  private  rights  may  b 
we  believe  he  has  no  right  do  1< 
food  spoil  while  he  waits  for 
price  to  advance.  Very  likely  thei 
will  sometime  be  a  law  compellin 
a  holder  of  perishable  merchandis 
rather  than  let  it  perish,  to  sell 
to  a  municipal  market. 


AMONG  THE  TRADE. 

William  E.  Heyl,  of  Heyl  Bros 
wholesale  dealers  in  syrup  and  me 
lasses,  died  suddenly  on  Tuesda 
morning  of  heart  disease. 


There  is  no  asparjagus  on  th 
Philadelphia  market,  but  there  he 
been  a  little  in  New  York  at  $2 
per  box  of  a  dozen  bunches.  It 
all  from  California  and  is  natural! 
limited  by  the  price. 
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A  Widely-known  Successful  Grocer 

said  to  a  recent  convention  of  grocers  that 

“  The  salvation  of  the  retail  grocer  wili  come 
from  adding  a  department  of  five,  ten  and 
twenty-five  cent  goods,  which  bring  to  the  store 
good  business  that  in  no  way  interferes  with  the 
sales  or  profits  of  our  original  lines,  which  are 
foodstuffs/’ 

. 

H-i' 

r  • 

And  the  best  thing  about  these  goods  is  the  almost  negligibly  small 
investment  they  demand. 

H  ow  much  will  they  cost  ? 

A  letter  to  our  nearest  headquarters  will  bring  you  a  free  circular 
of  information. 

Don’t  forget  that  it  pays  to  be  the  first  in  your  district  to  handle 
these  lines. 

— 

BUTLER  BROTHERS 

Exclusive  Wholesalers  of  General  Merchandise 

NEW  YORK  CHICAGO  ST.  LOUIS  MINNEAPOLIS  DALLAS 

CINCINNATI  KANSAS  CITY  MILWAUKEE  OMAHA  SEATTLE  CLEVELAND  PORTLAND  PHILADELPHIA 
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W«  would  be  pleased  to  ha ea  for  publicatioa  la  this  column  the  ideas  af  ear  readers  apoa  trade  topics 
k  being  understood  that  we  do  sot  hold  ourselves  responsible  for  any  views  expressed  therein.  AU  com¬ 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  ef  good  faith,  bat  not 
aecessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  be  noticed  in  this  department. 


To  Bay  Glass  Show  Cases. 


Bangor,  Pa.,  Feb.  24,  1913. 
To  the  Editor. 

Dear  Sir : — Please  tell  me  where 
I  can  obtain  glass  show  cases. 

Yours  truly, 

W.  H.  Strunk. 

H.  F.  Heacock,  51  North  Sec¬ 
ond  street,  Philadelphia. 

^  ;1{ 

Easter  Novelties. 

Johnsonburg,  Pa.,  Feb.  T9,  1913. 
To  the  Editor. 

Dear  Sir : — Will  you  kindly  give 
me  the  names  of  firms  who  have 
up-to-date  Easter  novelties.  Do 
not  mean  Butler  Bros,  or  Baltimore 
Bargain  Flouse. 

Thanking  you  for  the  trouble. 
Yours  truly, 

J.  Meehan. 

George  E.  Mousley,  515  Market 
street,  Philadelphia. 

*  *  * 

Jobbers  in  Lunch  Boxes, 

Mount  Carmel,  Pa., 

February  21,  1913. 
To  the  Editor. 

Dear  Sir : — Can  you  give  us  the 
name  and  address  of  a  reliable  firm 
who  makes  or  handles  different 
grades  and  prices  of  good  lunch 
boxes?  We  will  appreciate  any  in¬ 
formation  you  can  give.  We  are 
subscribers  to  your  publication. 

Respectfully, 

S.  C.  Johnson  &  Co. 

Edwards  Folding  Box  Co.,  27 
North  Sixth  street,  Philadelphia. 

:k 

A  Peculiar  Error. 

Battle  Creek,  Mich., 

February  20,  1913. 
To  the  Editor. 

Dear  Sir : — We  have  before  11s 
your  issue  of  February  17th,  and 
note  on  page  6  an  article  from 
Birmingham,  Ala.,  special  corre¬ 
spondence  to  you,  with  reference 
to  the  Government  suit  against  the 
Southern  Wholesale  Grocers’  As¬ 
sociation.  This  special  corre¬ 
spondence  is  signed  R.  O.  Eastman, 
which  is  the  name  of  the  head  of 
our  advertising  deparment.  We 
have  never  heard  of  anyone  else  of 
the  same  name  in  connection  with 
the  trade  press  or  the  grocery  trade, 
and  we  are  sure  that  we  are  cor¬ 
rect  in  feeling  that  there  might  be 
a  serious  misunderstanding  owing 


to  the  use  of  Mr.  Eastman’s  name 
under  these  conditions,  as  it  ap¬ 
pears  on  page  6. 

We  will  thank  you  to  make  a 
suitable  correction  at  the  earliest 
possible  moment,  and  we  would  be 
very  much  interested  indeed  to  hear 
how  the  error  came  about.  Mis¬ 
takes  simply  have  a  way  of  creeping 
into  publications  and  very  often  it 
is  amusing  and  enlightening  to 
know  just  what  brought  them 
about,  even  if  the  greatest  possible 
care  could  not  prevent  them. 

We  will  be  glad  to  hear  from  you 
about  this. 

Very  truly  yours, 

Kellogg  Toasted  Corn  Flake 
Company, 

J.  L.  Meyer,  Assistant,  Advertis¬ 
ing  Department. 

This  was  a  most  peculiar  error. 
The  name  of  the  “Grocery  World 
and  General  Merchant’s”  Birming¬ 
ham  correspondent  was  R.  O.  Fast- 
man,  and  somebody  in  this  office, 
editor,  copy  reader,  printer  or 
proofreader,  used  an  “e”  for  an 
“f”  and  caused  the  whole  trouble. 

We  assure  the  trade  at  large 
that  Mr.  R.  O.  Eastman,  advertis¬ 
ing  manager  of  the  Kellogg  Toast¬ 
ed  Corn  Flakes  Co.,  is  not  the 
“Grocery  World  and  General 
Merchant’s”  Brimingham  corre¬ 
spondent,  and  did  not  write  the 
dispatch  referred  to. 

H* *  5j<  J|J 

Conference  Called  on  Reducing 
Prices  on  Farm  Produce  and  at 
the  Same  Time  Improving 
Farmers’  Condition. 

Chicago,  Ill., 

February  27,  1913. 
To  the  Editor. 

Dear  Sir : — While  the  people  are 
complaining  of  the  high  cost  of 
living  many  farmers  are  finding 
that  their  business  does  not  yield 
profitable  returns  on  labor  and  in¬ 
vestment. 

We  believe  these  defects  come 
from  a  crude  organization  of  he 
farmers’  way  of  doing  business. 
The  losses  occurring  yearly  amount 
to  millions  and  affect  producers, 
transportation  lines  and  many  busi¬ 
ness  interests.  This  waste  not  only 
makes  for  exorbitant  retail  prices 
of  foodstuffs,  but  also  makes  im¬ 
possible  a  healthy  growth  of  the 
farming  industry. 


Our  investigations  have  led  us  to 
believe  that  conditions,  such  as  w£ 
have  described,  can  be  improved 
with  the  least  delay  by  co-operation 
with  farm  producers  from  others 
interested  in  the  growing  and  dis¬ 
tribution  of  farm  products,  and  by 
the  creation  of  a  bureau  of  mar¬ 
kets  in  the  United  States  Depart¬ 
ment  of  Agriculture. 

Therefore,  acting  upon  the  au¬ 
thority  delegated  us,  we  call  a  con¬ 
ference  of  all  people  interested  to 
meet  in  Chicago,  April  8,  9  and  10, 
1913,  to  counsel  together  and  de¬ 
vise  some  acceptable  plan  of  action. 

This  conference  will  be  open  to 
a  full,  free  and  frank  discussion  of 
such  subjects,  as  how  to  organize 
the  producing  interests  for  better 
methods  of  distributing  and  market¬ 
ing  farm  products  and  how  farmers 
may  unite  to  secure  credit  and  other 
matters  of  direct  relation  to  the 
producing  and  distributing  interests 
of  the  nation. 

After  the  discussion  the  delegates 
to  the  conference  will  take  such  ac¬ 
tion  as  they  may  deem  fit  leading 
to  the  correction  of  these  evils. 

Respectfully  yours, 

Frank  P.  Holland, 

Dallas,  Texas. 
Ben  F.  Biliter, 

Huntington,  Ind. 
Frank  E.  Long, 

Chicago,  Ill. 

Chas.  W.  Holman,  Secretary, 

1408  Steger  Bldg,  Chicago,  Ill. 

%  #  >jc 

Florida  Fruit  and  Produce  Growers 
Want  to  Co-operate. 

Detroit,  Fla.,  Feb.  22,  1913. 
To  the  Editor. 

Dear  Sir : — The  Growers’  Asso¬ 
ciation  of  Detroit,  Fla.,  desires  to 
co-operate  with  concerns  doing 
business  in  our  line. 

Our  association  members  grow 
tomatoes,  potatoes  green  beans, 
peppers,  eggplant  and  other  vege¬ 
tables  ;  also  grapefruit  and  other 
citrus  fruit. 

Being  the  farthest  south  town  on 
the  mainland  of  the  United  States, 
and  never  having  had  our  winter 
truck  or  fruit  frozen,  we  are  in  po¬ 
sition  to  furnish  supplies  in  this 
line  when  very  little  is  produced 
or  can  be  delivered  elsewhere. 
Tours  truly, 

James  M.  Powers, 
Corresponding  Secy. 
*  *  * 

A  Plan  for  the  Retailer’s  Defense. 

Chicago,  Ill.,  Feb.  22,  1913. 

To  the  Editor. 

Dear  Sir : — The  extremely  bitter 
attacks  which  magazines  are  mak¬ 
ing  on  the  retailers  have  literally 
forced  us  into  doing  something  to 
oppose  this  mud  slinging.  Within 
the  past  two  or  three  weeks  we 
have  seen  a  number  of  clippings 
calling  the  retailer  everything  from 
a  parasite  to  a  highwayman  and 
since  no  one  seems  to  be  fighting 
very  hard  on  the  side  of  the  retailer, 
we  have  felt  that  we  ought  to  take 
up  a  cudgel  in  his  behalf. 


The  enclosed  Home  Trade  Edi¬ 
torial  is  a  sample  of  the  matter  that 
we  are  sending  now  to  readers 
throughout  the  country  for  repro¬ 
duction  as  editorials  in  their  local 
newspapers.  Local  newspaper  pub¬ 
lishers  have  seemed  very  willing 
to  handle  this  matter  gratuitously 
for  their  local  retailers  so  that  the 
chief  difficulty  connected  with  the 
plan  is  the  matter  of  circulation. 

I  will  gladly  supply  to  any  of  your 
subscribers  periodic  copies  of  this 
matter  for  featuring  in  their  local 
papers.  Yours  very  truly, 

A.  Pace, 
Butler  Bros. 

This  is  the  plan  which  the  “Gro¬ 
cery  W orld  and  General  Merchant" 
has  suggested  many,  many  times 
since  it  became  the  fashion  to  abuse 
retail  grocers  in  print  for  their  sup¬ 
posed  enormous  profits,  and  their 
falsely  alleged  disposition  to  sell  im¬ 
pure  goods.  The  suggestion  sent 
by  Mr.  Pace  was  too  long  to  re¬ 
produce  in  full,  but  enough  of  it 
is  presented  to  show  the  drift: — 

Some  farm  journals  and  several 
of  the  more  prominent  National 
magazines  find  great  amusement  in 
setting  up  the  retail  merchant  as  • 
a  target  for  the  most  bitter  sort  of  : 
denunciation. 

Their  object  is  very  hard  to  find,  j 
unless  at  be  that  som;e  of  their  :• 
readers  delight  in  hearing  some  1 
one  blamed  for  the  high  cost  of  ; 
living,  and  look  upon  the  retailer 
as  a  legitimate  mark  to  shoot  at. 

Now,  we  have  no  axe  to  grind,  V ! 
but  as  a  newspaper  that  likes  to  i 
be  fair,  we  cannot  refrain  from 
repeating  a  few  facts,  and  letting 
you  make  your  own  conclusions.  J 

Doesn’t  it  seem  strange  to  you 
that  a  system  of  distribution  that  - 
takes  care  of  about  97  per  cent,  f 
of  the  merchandise  bought  and  sold, * 
not  only  in  America,  but  in  coun-  '< 
tries  as  old  as  France,  Germany 
and  England,  should  be  as  rotten  as 
some  folks  would  have  you  believe? 

Personally,  we  feel  that  there  is 
a  place  in  this  world  for  every  le-.  t 
gitimate  sort  of  business,  and  that 
we  shall  always  have  room  for  tile 
city  department  store,  the  retail 
mail  order  house  and  the  ordinary 
retailer.  Each  one  of  these  institu¬ 
tions  serves  a  good  end,  and  none 
of  them  are  going  to  die  off. 

They  are  all  retailers,  and  while 
their  methods  may  vary,  each  one 
has  a  work  to  do.  That’s  why  we 
don’t  like  to  hear  any  of  them 
called  robbers,  highwaymen  or  cut 
throats. 

In  the  first  place,  the  prices 
quoted  by  any  one  of  them  do  not 
differ  much  from  the  quotations  of 
the  rest.  Each  system  has  its  own 
peculiar  economies,  and  each  one 
suffers  from  its  own  peculiar  sort 
of  waste. 

The  department  store  may  be  able 
to  buy  in  larger  quantities  than  the 
ordinary  retailer,  but  the  running 
expenses  of  the  latter  are  so  much 
lower  than  those  of  the  city  estab¬ 
lishment  that  things  come  out  even 
in  the  end. 

The  statement  is  still  true  when 
we  compare  the  retail  mail  order 
house  and  the  ordinary  merchant. 

The  latter  has  lower  light,  heat, 
living  expenses,  rent  and  insurance, 
and  is  not  compelled  to  employ  so 
many  clerks  per  customer  as  the  big 
mail  order  house,  and  so  again  the 
balance  is  just  about  even. 
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SUED  BY  THE  fiOVERNIHENT 


We  are  being  sued  by  the  United  States  Government  for  protecting  the 
retail  price  on  Kellogg’s  Toasted  Corn  Flakes. 

The  Government  seeks,  in  this  test  case,  to  compel  us  to  countenance 
ruinous  price  cutting  on  our  goods. 

A  greater  injustice  to  you  and  to  us  could  scarcely  be  conceived. 

Should  the  Government  prevail  in  this  suit  it  would  rob  us  and  hundreds 
of  other  reputable  manufacturers  of  our  most  valuable  and  sacred  rights — the  right  to 
protect  our  business  from  destruction  and  the  name  and  reputation  of  our  goods  from 
piracy  at  the  hands  of  trade  anarchists. 

Should  the  Government  prevail  it  will  mean  the  placing  of  a  still  keener  weapon 
in  the  hands  of  the  monopolistic  mail  order,  chain  store  and  department  store  interests 
to  turn  against  the  small  dealer. 

If  the  Government  succeeds  in  smashing  the  protected  price,  it  is  not  unlikely  that 
thousands  of  small  retailers  will  be  forced  out  of  business  by  the  increased  advantage 
given  these  big  competitors. 

This  is  your  fight  as  much  as  it  is  ours. 

With  the  trade  of  this  country  behind  us,  we  will  carry  the  fight  with  the 
Government,  if  need  be,  to  the  Supreme  Court. 

Will  YOU  give  us  the  sort  of  backing  we  need  in  order  to  win? 

It  is  a  big  task  to  fight  the  Government. 

It  is  a  task  which  in  all  probability  will  occupy  the  next  three  years  at  least. 

During  all  this  time  we  need  behind  us  a  big,  successful  business  to  back  us  up  in 
such  a  tremendous  undertaking. 

If  you  desire  to  contribute  to  the  defense  of  this  important  suit  you  can  do  so 
only  by  contributing  to  the  success  of  our  business. 

That  means—  sell  more  Corn  Flakes.  And,  sell  KELLOGG’S  Corn  Flakes. 

Protect  the  manufacturer  who  is  protecting  you. 

Is  this  too  much  for  us  to  ask  ? 

When  the  Jobber’s  Salesman  comes  around  this  week  order  an  extra  case  or 
two  and  sell  them  this  week  as  your  immediate  contribution  to  the  defense  of  the 
price  protection  suit. 

KELLOGG  TOASTED  CORN  FLAKE  CO. 
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Of  course  the  retailer  can’t  carry 
so  many  goods  as  the  bigger  fel¬ 
lows,  but  you  can  examine  and 
handle  the  goods  he  does  carry  with 
perfect  ease.  * 

Parcels  post  will  increase  the  ease 
with  which  you  can  shop  at  home, 
so  that  the  home  merchant  will  be 
still  better  able  to  balance  off  the 
advantages  of  his  big  competitors. 


Now,  we  don’t  pretend  to  think 
that  any  home  merchant  has  a  right 
to  your  trade  unless  he  gives  good 
service,  good  value  and  fair  prices. 
But  neither  do  we  believe  that  a 
distant  establishment  that  has  no 
personal  interest  in  your  welfare 
should  draw  your  business  away 
from  home  simply  because  they  are 
out-of-town  enterprises. 


The  New  York  Letter 


More  Net  Weight  Regulations.  Gossip  About  J.  T.  Austin  and 
the  United  Stores  Association.  Various  Trade  Items  and 
Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.’’ 

New  York,  February  27,  1913. 

A  preliminary  set  of  tentative 
regulations  has  been  prepared  in 
accordance  with  the  powers  con¬ 
ferred  by  the  new  Brooks  net 
weight  law.  These  regulations 
were  announced  in  the  last  week 
by  F.  Reichmann,  the  State  Super¬ 
intendent  of  Weights  and  Meas¬ 
ures,  who  prepared  them  in  col¬ 
laboration  with  the  officials  of  the 
larger  cities  of  the  State. 

The  object  of  announcing  the 
regulations  in  a  tentative  form  at 
this  time  is  to  give  food  manufac¬ 
turers  and  dealers  generally  an  op¬ 
portunity  to  offer  criticisms  and 
suggest  amendments  before  the 
law  goes  into  effect.  The  State 
Superintendent  is  desirous  of  ob¬ 
taining  a  full  discussion  of  the  sub¬ 
ject  so  that  the  enforcement  of  the 
law  will  not  prove  harsh  to  any 
honest  manufacturer  or  dealer. 

The  law  will  go  into  effect  June 
1st,  except  as  to  certain  lines,  in¬ 
cluding  package  and  bottled  goods, 
which  will  not  be  affected  until 
February  1st  of  next  year. 

The  trade  has  not  had  time  as 
yet  to  study  the  new  regulations 
and  they  are  likely  to  be  the  subject 
of  much  consideration  and  discus¬ 
sion  in  the  next  few  weeks. 

*  *  * 

There  has  been  some  controversy 
as  to  the  real  causes  of  the  differ¬ 
ences  which  led  J.  T.  Austin  to 
give  up  the  management  of  the 
United  Grocers  Co.,  of  which  he 
was  the  founder.  The  Board  of 
Directors  have  issued  a  statement 
in  which  they  deny  that  the  trouble 
was  due  to  the  same  causes  that  so 
often  lead  to  trouble  in  co-operative 
enterprises. 

According  to  the  directors  there 
was  a  fundamental  difference  as  to 
the  policy.  They  claim  that  Mr. 
Austin  was  really  conducting  the 


business  at  a  loss  instead  of  on  a 
profitable  basis  as  he  had  supposed. 
This  fact  was  disclosed,  they  say, 
by  the  examination  of  the  books  by 
a  certified  public  accountant. 

The  directors  say  that  while  Mr. 
Austin  was  in  charge  he  had  full 
control  and  conducted  the  business 
as  a  one  man  affair.  They  now  de¬ 
sire  to  have  it  conducted  along  the 
same  lines  as  any  other  wholesale 
grocery  business,  although  with 
some  co-operative  features. 

The  directors  say  that  the  condi¬ 
tions  of  the  company  were  discov¬ 
ered  in  time  to  prevent  any  disas¬ 
trous  effects  and  that  the  business 
is  now  being  placed  upon  a  solid 
foundation.  They  say  that  there 
have  been  no  cliques  in  the  board 
and  that  on  the  question  at  issue 
with  Mr.  Austin  all  of  the  directors 
except  one  voted  against  a  contin¬ 
uance  of  his  policy. 

One  of  the  factors  not  openly 
mentioned  by  either  of  the  parties 
in  the  discussion  was  explained 
some  time  ago  to  your  correspond¬ 
ent  by  a  couple  of  the  stockhold¬ 
ers.  They  had  bought  their  sup¬ 
plies  through  one  of  the  regular 
buying  exchanges  before  the  organ¬ 
ization  of  the  United  Company. 
Accordingly  they  compared  the 
prices  and  the  services  they  got 
from  the  company  with  what  they 
formerly  obtained  through  the  buy¬ 
ing  exchange.  The  comparison 
was  sometimes  favorable  to  the  old 
way. 

It  seems  the  experience  of  these 
men  was  duplicated  by  that  of 
others.  So  that  a  number  of  these 
men  were  not  convinced  when  this 
trouble  began  that  the  advantages 
of  belonging  to  the  company  fully 
compensated  them  for  what  they 
lost  in  taking  their  business  from 
the  buying  exchanges.  Of  course, 
the  expected  compensation  would 
be  in  the  form  of  rebates  or  divi¬ 
dends  on  the  stock.  It  may  be  that 


the  new  management  may  give 
a  stronger  demonstration  of  the  ad¬ 
vantages  of  the  company  over  the 
exchanges. 

*  *  * 

Delegations  from  the  New  York 
Produce  Exchange,  the  Flour  Club 
and  from  several  associations  of 
bakers  went  to  Albany  in  the  last 
week  to  oppose  the  Jackson-Wag- 
ner  bill  aimed  at  cellar  bakeshops. 
The  bill  would  also  require  certifi¬ 
cates  of  cleanliness  as  to  shops  and 
employees. 

At  the  hearing  the  delegations 
argued  that  the  bill  would  be  unfair 
to  the  small  bakers,  many  of  whom 
would  be  forced  out  of  business. 
The  sanitary  regulations,  especially 
as  to  certificates,  it  was  argued, 
would  become  an  instrument  of 
petty  grafting  by  inspectors. 

*  *  * 

Upward  of  10,000  pounds  of  but¬ 
ter  were  seized  this  week  by  the 
Government  on  board  the  steam¬ 
ship  Carolyn,  lying  at  Pier  7,  East 
River.  The  butter  was  consigned 
to  San  Juan,  Porto  Rico. 

The  seizure  was  made  in  accord¬ 
ance  with  aii  order  received  from 
the  Department  of  Agriculture  at 
Washington.  It  is  claimed  that 
the  butter  is  decomposed  and  unfit 
for  food. 

*  *  * 

A  petition  in  bankruptcy  was 
filed  Monday  against  Betsie  Rubin, 
grocer,  at  9  Bayard  street,  charg¬ 
ing  that  she  is  insolvent  and  has 
made  an  assignment.  A  petition 
was  filed  against  her  four  years 
ago  and  she  settled  at  25  cents  on 
the  dollar.  The  present  assets  are 
estimated  at  $500. 

A  bankruptcy  petition  was  filed 
during  the  week  against  Alfred 
Mayer;  who  has  been  in  the  butter 
and  egg  business  in  the  Fulton  mar¬ 
ket  for  14  years.  The  liabilities 
are  placed  at  $5,000  and  assets  at 
$2,000. 

Summarized  Market  Con¬ 
ditions. 

Speculative  manipulations  in 
coffee  options  in  the  last  week  have 

not  increased  the  interest  of  the 

% 

distributors  and  roasters  in  the  spot 
supplies.  There  is  little  activity  in 
spot  supplies  and  prices  are  nomi¬ 
nal.  The  mild  grades  are  dull  in 
sympathy  with  Brazils.  There  is 
some  jobbing  inquiry  for  the  mild 
grades,  however,  and  sales  are 
made  at  concessions,. 

A  quiet  demand  for  the  general 
list  of  teas  is  reported.  The  coun¬ 


try  is  not  inclined,  however,  to  an¬ 
ticipate.  Apparent  efforts  to  stim¬ 
ulate  interest  by  talking  of  a  posj 
sibility  of  a  duty  being  imposed  in 
the  new  tariff  measure  have  been 
met  with  indifference  on  the  part  of 
buyers.  It  is  now  said  that  the  new 
tea  standards  are  lower  than  those 
of  last  year. 

Refined  sugar  is  quiet.  Most  of 
the  refiners  are  asking  4.30  cents 
on  delayed  contracts.  The  Federal 
is  trying  to  move  its  accumulated 
supplies  by  offers  of  4.20  cents  for 
fine  granulated  in  bags  and  4.25 
in  barrels. 

Spot  tomatoes  are  a  little  firmer, 
but  80  cents  remains  the  general 
quotations  for  No.  3  Mary  lands 
and  60  cents  for  No.  2s,  the  figures 
being  f.  o.  b.  Baltimore.  Future 
tomatoes  are  dull.  Packers  are  not 
trying  to  force  sales  at  less  than  80 
cents  f.  0.  b.  factory,  with  the  14 
cents  freight  rate.  Some  business 
is  reported  in  Maine  future  corn  at 
873/2  to  90  cents,  according  to 
brand.  The  offerings  at  these 
prices  are  light.  Other  future  corn 
is  quiet  and  steady.  Prices  of  spot 
corn  favor  the  buyers  and  the  de¬ 
mand  is  limited  to  the  requirements 


(Continued  on  page  22.) 


Electric 
Light  Value 


<1  Nowadays  there  are 
very  few  merchants  who 
do  not  understand  that 
a  light,  bright  store 
means  more  trade  with 
the  public  and  better 
work  from  the  employe. 
If  you  use  Electric  Light 
in  your  Grocery  Store 
you  not  only  employ  the 
most  efficient  method  of 
illumination,  but  you 
also  receive  good  adver¬ 
tising  value.  Tungsten 
lamps  have  cut  the  cost 
of  Electricity  more  than 
one-half. 


The  Philadelphia  Electric 
Company 


TENTH  AND  CHESTNUT  STS. 
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Why  Throw  Away  Your  Profit  on 

$250  Business  ? 


Buy  a  Michigan  No.  6  Total  Adding  Cash  Register  at  $75  and 
save  $25 — the  actual  net  profit  on  $250  worth  of  business.  Also 
insure  the  profits  on  all  your  business. 

Do  you  realize  that  10  per  cent,  is  all  that  you  actually  get 
out  of  every  dollar’s  worth  of  business  you  do? 

Seventy-five  cents  of  that  dollar  goes  back  to  buy  stock — 
Fifteen  cents  goes  to  pay  your  running  expenses. 

That  last  dime — and  that  only — must  feed,  clothe  and  take  care 
of  you  and  your  family. 

Can  you  afford  to  take  a  chance  on  getting  that  dime  ?  A 
Michigan  Cash  Register  will  protect  it. 

Can  you  afford  to  throw  away  your  profits  by  paying  a  high 
price  for  the  register  ?  A  Michigan  No.  6  Total  Adder  at  $75  will 
give  you  the  same  value  and  efficient  service  as  any  $100  cash 
register  of  any  other  make.  And  you  save  $25  in  actual  money. 

Thousands  of  business  men  have  saved  this  $25  by  buying  a 
Michigan  No.  6  Total  Adding  Cash  Register.  At  the  same  time 
they  have  protected  against  mistakes  and  leaks  the  daily  profits  of 
their  business. 

Ask  your  jobber  or  his  salesman  about  the  profit-saving  and  profit-protecting  Michigan  Cash  Registers. 

If  they  can’t  give  you  the  information  you  want,  write  us  direct,  giving  the  name  of  the  salesman  you  buy  from.  We 
will  gladly  send  you  our  new  catalogue  E  3,  showing  our  complete  line  of  cash  registers. 


Why  Risk  the  Profits  on  All  Your  Business  ? 


Michigan  Cash  Register  Company  -  -  -  Detroit,  Mich. 


Welch’s  Increases  Trade 

producing-  Grape  Juice  of  the  highest  quality  and  by  liberally  advertising  the  fact,  we  have  created  a  demand 
or  Welch’s  that  benefits  the  dealer.  We  make  you  a  partner  in  the  sharing  of  the  profits  resulting  from  its 
merited  favor  and  the  wide-spread  publicity  that  we  secure  for 


Reich’s 

Grape  Juice 


)ur  whole  attention  is  given  to  the  production  of  Welch’s. 

Ye  make  no  other  brands  and  we  furnish  no  product  to  be  distributed  under  private  labels. 

Jake  your  store  a  distributing  point  for  Welch’s  and  thus  share  the  advantage  created  by  our 
.dvertising. 

rhe  family  trade  in  Welch’s  is  constantly  increasing.  You  cannot  afford  to  let  your  customers  go 
lsewhere  for  Welch’s  Grape  Juice.  You  cannot  afford  to  neglect  the  opportunity  Welch’s  offers 
or  securing  new  customers. 

Ye  will  send  free  window  and  store  display  material  if  you  desire  to  make  Welch’s  a  specialty, 
iet  into  the  Prosperity  Procession  by  Pushing  Welch’s. 

5old  by  all  Jobbers. 

THE  WELCH  GRAPE  JUICE  COMPANY 
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CXCVI.— The  Legal  Ounce  of  Prevention 

I  feel  like  calling  the  particular  I  casks  had  been  sold  when  the  re- 
attention  of  the  readers  of  these  ceiver  was  appointed,  so  that  these 
articles  to  the  great  advantage  of  three  casks  were  in  the  receiver’s 
the  ounce  of  prevention  in  business  possession.  They  did  not  belong  to 
matters  which  may — if  not  pre-  the  bankrupt  estate,  for  as  they  had 
vented— culminate  in  litigation  merely  been  sent  on  consignment, 
that,  if  gone  into,  will  likely  cost  they  remained  the  property  of  the 
more  than  it  comes  to,  and  if  not  consignor. 

gone  into,  will  cause  loss  anyway.  The  latter  promptly  gave  notice 
L  nder  our  present  method  of  of  his  ownership  to  the  receiver, 
pursuing  legal  remedies,  it  seldom  who  acknowledged  receipt.  In  spite 
or  never  pays  a  man  to  go  after  of  this,  lie  sold  them  practically  at 
small  things.  If  some  principle  is  once,  at  a  fraction  of  their  value, 
involved,  all  right;  in  that  case  dol-  The  consignor  placed  the  matter 
lars  and  cents  are  lost  sight  of  and  in  the  hands  of  his  attorney,  who 
nut  weighed  in  the  balance.  If  no  reported  in  substance  that  the  re¬ 
special  principle  is  involved,  then  ceiver  had  not  had  the  smallest 
it  is  always  a  case  of  weighing  the  right  to  sell  the  three  casks,  and 
probable  cost  against  the  probable  that  an  action  brought  against  him 
result,  and  the  answer  in  practically  as  an  individual  would  probably  re- 
all  small  cases  is  that  it  will  be  suit  in  a  judgment,  not  for  the 
cheaper  to  pocket  the  loss  already  amount  received  by  the  receiver 

ma<le;  .  for  the  goods,  but  for  their  full 

This  is  a  serious  error  in  our  value.  He  was  compelled  to  advise, 
legal  system  which  will  sometime  however,  that  no  action  be  brought, 
be  corrected.  If  I  have  a  good  because  the  full  value  of  the  goods 
claim  against  B,  I  should  be  per-  represented  such  a  small  sum  that 
nutted,  if  I  take  it  to  court  and  it  would  be  much  more  than  con- 
\\  in  it,  to  go  scot  free  of  any  cost  sumed  by  the  expense  of  bringing 
whatever.  I  can  already  collect  the  a  lawsuit  in  a  distant  city, 
legal  costs  from  the  loser,  but  I  The  only  thing  that  remained  for 
should  also  be  permitted  to  collect  the  consignor  was  to  present  an 
the  counsel  fee,  which  can  now  be  ordinary  claim  in  bankruptcy,  from 
done  only  in  exceptional  cases,  and  which  he  will  receive  probably  an 
the  loser  should  also  be  compelled  infinitesimal  dividend, 
to  compensate  me  for  my  loss  of  Now  where  was  the  ounce  of 
time  and  my  trouble  in  going  to  prevention  that  would  have  avoided 
court.  This  would  mean  a  revolu-  this  loss  ?  It  is  almost  always  pres- 
tion  as  compared  with  the  present  ent  in  such  cases,  and  it  is  present 
method,  but  it  is  sure  to  come,  in  here.  The  consignor  had  been  neg- 
m\  judgment,  probably  at  no  dis-  ligent  in  not  compelling  the  com- 
tant  da\ .  .  mission  house  to  account  promptly 

Let  me  cite  a  case  or  two  to  show  for  the  sale.  He  had  written  sev- 
"  hat  I  have  called  the  advantage  eral  letters  asking  for  an  account- 
of  the  ounce  of  prevention.  ing,  but  only  excuses  were  received, 

A  few  weeks  ago  a  wholesale  and  the  matter  was  allowed  to  drag.' 
gi  ocery  commission  house  went  Had  he  said  “ship  back  the  goods 
into  the  hands  of  a  receiver.  Some  at  once  or  account  for  them  in 
months  before  that  the  owner  of  money,”  the  reasonable  chance  is 
certain  goods  in  another  city  had  that  the  whole  loss  would  have  been 
sent  them  to  the  commission  house,  avoided. 

on  consignment,  to  be  sold  for  the  Another  case  has  just  transpired 
consignor’s  account.  All  but  three  |  in  my  own  experience  almost  ex¬ 


in  Business. 


actly  like  this.  Goods  were  con¬ 
signed  to  a  small  wholesale  gro¬ 
cery  house,  upon  an  agreement  that 
the  consignee  should  sell  what  he 
could  and  return  the  balance. 
They  were  seasonable  goods,  and 
when  the  season  ended  the  con¬ 
signee  had  about  $45  worth  left. 
The  consignor  wrote  and  tele¬ 
phoned  him — both  were  in  the  same 
city — to  return  the  balance,  and  the 
consignee  repeatedly  promised  to 
do  it,  but  never  did,  and  they  were 
in  his  possession  when  he  went  into 
bankruptcy.  The  real  owner  at 
once  filed  a  claim  for  them  with  the 
receiver,  who  turned  it  over  to  his 
counsel.  In  spite  of  this  they  were 
sold  shortly  after  that,  with  the 
goods  of  the  bankrupt,  for  a  nomi¬ 
nal,  sum.  When  the  receiver’s 
counsel  was  asked  about  it,  he  ad¬ 
mitted  receiving  the  notice,  but 
somehow  it  slipped  his  memory.” 
He  had  no  more  right  to  sell  those 
goods  than  he  had  to  sell  my  over¬ 
coat,  and  he  practically  admitted  it, 
shrewdly  suggesting  that  the  con¬ 
signor  file  a  petition  in  the  Bank¬ 
ruptcy  Court,  and  have  the  matter 
heard.  Of  course  nobody  could  af¬ 
ford  such  a  proceeding  to  recover 
$45>  and  the  consignor  had  to' stand 
his  loss.  He  will  file  a  claim  in 
bankruptcy  and  get  probably  5  per 
cent. 

I  he  ounce  of  prevention  here 
would  have  been  more  diligence  in 
compelling  the  return  of  the  bal¬ 
ance  of  the  consigment  after  the 
season  was  over.  The  consignee 
had  tlie  goods  in  his  store — it  was 
simply  a  matter  of  getting  him  at 
it.  Every  cent  of  the  loss  could 
have  been  saved  had  this  been  done. 

The  world  is  full  of  wise  people 
who  are  constantly  taking  advan¬ 
tage  of  this  situation ;  who  will  take 
small  sums  from  you  in  various 
ways,  realizing  that  you  will  do 
nothing  because  of  the  prohibitive 
expense.  Almost  every  such  situ¬ 
ation  can  be  avoided,  merely  by  re¬ 


membering  that  matters  of  this 
sort,  neglected,  are  very  likely  to 
run  into  litigation  or  loss. 

( Copyright ,  March,  1913,  by 
Elton  J.  Buckle }.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


GOODS  THAT  ARE  BEING 
ADVERTISED  TO  YOUR 
CUSTOMERS 

(Continued  from  page  8.) 

Liquid  Veneer,  quarter  page. 
Sapolio,  quarter  page. 

Liebig  Extract  of  Beef,  eighth 
page. 

Knox  Gelatine,  quarter  page. 

Steero  Bouillon  Cubes,  eighth 
page. 

Dromedary  Dates,  eigth  page. 
Campbell’s  Soup,  quarter  page. 
Underwood  Deviled  Ham,  quar¬ 
ter  page. 

Burnham  &  Morrill  Fish  Flakes, 
quarter  page. 

Gold  Dust,  eighth  page. 

Nosco  Onion  Salt,  quarter  page. 
Kellogg  Toasted  Corn  Flakes, 
one  page. 

Old  Dutch  Cleanser,  one  page. 

Collier's. 

Huyler's  Products,  eighth  page. 
Occident  Flour,  quarter  page. 
Shefford  Snappy  Cheese,  three 
inches. 

Heinz  57  Varieties,  half  page. 
Sunshine  Biscuits,  quarter  page. 
Puffed  Wheat  and  Rice,  half 
page. 

Bull  Durham  Tobacco,  one  page. 
Crisco,  quarter  page. 

1  hree-in-One  Oil,  quarter  page. 
Educator  Crackers,  eighth  page. 
Welch  Grape  Juice,  quarter  page. 
Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Mapleine,  four  inches. 

Wrigley’s  Spearmint,  one  page. 
Campbell’s  Soup,  half  page. 

Karo  and  Kingsford’s  Corn 
Starch,  half  page. 

Pictorial  Review. 

Cream  of  Wheat,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Campbell’s  Tomato  Soup,  quarter 
page. 

Craps  Nuts,  quarter  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Royal  Baking  Powder,*  quarter 
page. 

Old  Dutch  Cleanser,  quarter  page. 

Post  Tavern  Special,  quarter 
page. 

Liquid  Veneer,  six  inches. 

Occident  Flour,  quarter  page. 

None  Such  Mince  Meat,  eighth 
page. 

Snider  Tomato  Catsup,  six  inches. 
Puffed  Wheat  and  Rice,  half 
page. 
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Mother's  Oats,  quarter  page. 
Jell-O,  quarter  page. 

Heinz  Baked  Beans,  half  page. 
Crisco,  quarter  page. 

Steero,  four  inches. 

Yacht  Club  Salad  Dressing,  two 

ches.  .  ,  , 

Knox  Gelatine,  one  and  a  halt 

ches. 

Karo  Syrup  and  Kingsford  s  Corn 
arch,  half  page. 

Three-in-One  Oil,  two  inches. 
Quaker  Oats,  half  page. 

Instant  Postum,  one  page. 

The  Century  Magazine. 

Shredded  Wheat,  one  page. 
Murphy  Varnish,  one  page. 

White  House  Coffee  and  Tea, 
ilf  page. 

Occident  Flour,  one  page. 

Swift’s  Premium  Bacon  and 
am,  one  page. 

Ivory  Soap,  one  page. 

Libby's  Strawberries,  one  page. 
Instant  Postum,  one  page. 

Woman’s  Home  Companion. 
Nosco  Onion  Salt,  quarter  page. 
Ivory  Soap,  one  page. 

Instant  Postum,  quarter  page. 
Crisco,  quarter  page. 

Snider  Pork  and  Beans,  half 
ige. 

Huyler’s  Cocoa,  eighth  page. 
Dromedary  Dates,  eighth  page. 
Campbell's  Soup,  quarter  page. 
Heinz  Baked  Beans,  half  page. 
Puffed  Wheat  and  Rice,  half 
ige. 

Van  Camp’s  Pork  and  Beans, 
ghth  page.  , 

Hunt’s  California  Fruits,  eighth 
ige. 

Lea  &  Perrin's  Sauce,  four  inches. 
Welch  Grape  Juice,  eighth  page. 
U- All-No  Mints,  two  inches. 

Post  Tavern  Special,  quarter 

jorg. 

Steero  Bouillon  Cubes,  eighth 

ige. 

Grape  Nuts,  quarter  page. 
Shredded  Wheat,  quarter  page. 
Sherwin-Williams  Paints  and 
'arnishes,  quarter  page. 

Meadow  Gold  Butter,  quarter 
age. 

Bon  Ami,  quarter  page. 

Liquid  Veneer,  quarter  page. 
Kitchen  Bouquet,  quarter  page. 
Knox  Gelatine,  quarter  page. 
Cresca  Delicacies,  two  inches. 
Beech-Nut  Peanut  Butter,  quar- 
:r  page. 

Electro  Silicon,  two  inches. 
Burnham  &  Morrill  Fish  Flakes, 
uarter  page. 

Horlick’s  Malted  Milk,  two  inches. 
Snider’s  Pork  and  Beans,  four 
aches. 

Jell-O,  one  page. 

Swift’s  Premium  Bacon,  quarter 

age. 

Jap-a-Lac,  eighth  page. 

Procter  &  Gamble’s  White  Naph- 
ha  Soap,  quarter  page. 


Occident  Flour,  quarter  page. 
Mother’s  Oats,  quarter  page. 
Ralston  Wheat  Food,  quarter 
page. 

Old  Dutch  Cleanser. 

Saturday  Irenlng  Poit. 

Ivory  Soap,  one  page. 

Welch  Grape  Juice,  half  page. 
Campbell’s  Soups,  half  page. 
U-All-No  Mints,  two  inches. 

Sterro  Bouillon  Cubes,  eighth 
page.  .  , 

Horlick’s  Malted  Mdk,  two  inches. 
Beech-Nut  Peanut  Butter,  quar¬ 
ter  page. 

Crystal  Domino  Sugar,  eighth 
page. 

Knox  Gelatine,  quarter  page. 

Old  Dutch  Cleanser,  one  page. 
Crisco,  one  page. 

Meadow  Gold  Butter,  quarter 
page. 

Whitman’s  Chocolates,  quarter 
page. 

Bull  Durham  Tobacco,  two  pages. 
Grape  Nuts,  quarter  page. 

Snider's  Catsup,  half  page. 
Occident  Flour,  quarter  page. 
Sunshine  Biscuits,  quarter  page. 
Armour's  Bouillon  Cubes,  quar¬ 
ter  page. 

Blue  Label  Ketchup,  quarter  page. 
Instant  Postum,  quarter  page. 
Towle’s  Log  Cabin  Syrup,  eighth 
page. 

Kellogg  Toasted  Corn  Flakes, 
quarter  page. 

Cream  of  Wheat,  one  page. 
Puffed  Rice  and  Wheat,  half 
page. 

Post  Tavern  Special,  quarter 
page. 

Wrigley’s  Spearmint,  two  pages. 
Nosco  Onion  Salt,  quarter  page. 
“61”  Floor  Varnish,  quarter  page. 

Harper’s  Magazine. 

White  House  Coffee,  half  page. 
Ivory  Soap,  one  page. 

Royal  Baking  Powder,  quarter 
page. 

Baker  s  Cocoa,  quarter  page. 
Instant  Postum,  quarter  page. 

Scribner’s  Magazine. 

Swift’s  Premium  Bacon  and 
Ham,  one  page. 

Campbell’s  Soup,  one  page. 
Jell-O,  one  page. 

Knorr  Consomme  Cubes,  quar¬ 
ter  page.  .  . 

Cresca  Delicacies,  two  inches. 
White  House  Coffee  and  Tea, 
half  page. 

Ivory  Soap,  one  page. 

Baker’s  Cocoa,  quarter  page. 
Royal  Baking  Powder,  quarter 
page. 

Instant  Postum,  quarter  page. 

Ths  Atlantic  Monthly. 

Baker’s  Cocoa,  one  page. 

White  House  Coffee  and  Tea, 
half  page. 

Bensdorp’s  Cocoa,  half  page. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 
Sardines  that  come  to  this  conntry,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
aauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES  t  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Wat  son  <Ss  Oo. 


SOLE  PROPRIETORS  " Skipper  ”  Sardines. 
lOU  ChMtnut  Str**t,  Philadelphia,  Pa. 

Branch  of  Angus  Watson  &.  Co.,  Newcastle-upon-Tyne,  England 


ma  and  coffee  Canisters 

I  Make  a  Full  Line. 

Spice  Cans  to  Match 

Fine  line  shown  in  my  catalog. 


Grocers’  Tinware  to  Order 


H.  F.  HEACOCK 

51  N.  Second  Street 
PHILA.,  PA. 


WHY  WORRY 


IdIiM  Coupon  loot! 

and  have  only  one  entry  where  you 
have  dozens  now. 

We  have  sold  millions  of  them.  Why  worry  about 
forgotten  charges,  disputes,  over-running  accounts* 
losses,  etc.,  when  our  books  will  cure  these  evils? 
Simplest  and  best  system  devised.  For  cash  or  credit. 
All  sizes.  F.  O.  B.  your  express  office  or  by  mail 
when  necessary.  Why  worry  ? 

Ask  us  for  free  samples. 

J.  P.  FORBES,  jJXiSTS.  Coshocton,  Ohio 


over  bookkeeping  ?  Sell  them  a  Ten 
Dollar  or  any  other  size  of  FORBES 


llUi-iiiltaBl 


“ Rumf or d’s  and  No  Other” 

Every  grocer  sells  baking;  powder,  and  the  percentage  that  have 
come  to  sell  Rumford  Powders  and  no  other  except,  possibly,  one  or 
two  brands  for  low-priced  trade,  is  astonishing-.  Rumford  Powders 
wear  well.  They  are  composed  of  three  food  substances— phosphate, 
soda  and  starch,  whose  leavening  power,  combined  as  we  combine 
them,  is  incomparable. 

Rumford  Powders  have  always  paid  the  retailer  an  acceptable 
profit. 

Rumford  Chemical  Works  -  -  Providence,  R.  I. 


I 
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IfYou  Are  One  of  the  Few 


<Jf  If  you  are  one  of  the  few  who  are  not 
selling  WHEATENA,  we  say  to  you  that 
you  will  probably  get  a  surprise  if  you  will 
put  a  little  in  and  display  it  where  people 
can  see  it. 


A  remarkable  thing  about  WHEATENA 
is  the  number  of  people  who  have  heard  of 
it  somewhere — and  who  would  be  inspired 
to  buy  it  if  they  could  see  it. 

<|  Guaranteed,  remarkably  packed,  and 
paying  a  splendid  retail  profit. 


THE  WHEATENA  GO.,  Rahway,  N.  J. 


Member  of  the  American  Specialty  Manufacturers’  Association 


WITHOUT 

FieiscfimaoD’s  Yeast 


Any  Grocery  Is  Incomplete 


As  soon  think  of  not  carrying 
flour,  sugar,  butter,  salt  or 
eggs,  as  to  omit  Fleischmann’ s 
Yeast  from  your  stock.  Be¬ 
cause  whenever  Fleischmann’ s 
Yeast  is  used  three  or  more  of 
the  other  products  named  are 
used  too.  See  the  added  sales 
Fleischmann’ s  Yeast  makes  ? 


THE  FLEISCHMANN  CO. 


Your  customers 


will  like 


MAPLEINE 


Recommend  it  to  them 
with  a  money-back  guar¬ 
antee  for  a  "Flavour 
that  is  dainty  and  differ¬ 
ent — 

Or  to  make  table  syrup 
by  adding  to  white  sugar 
and  water. 

Order  from  your  j  obber  or 
Frank  A.  Smith  &  Co. 

105  S.  Front  St.. 

Philadelphia,  Pa. 


Crescent  Mfg.  Co. 
Seattle,  Wash. 


HERE  IS  YOUR 
QUESTION  ANSWERED 


Why  put  in  Croft’s  Swiss 
Milk  Cocoa  when  you  are  sell¬ 
ing  five  brands  now  ?  Well, 
because  it  is  different  from  the 
rest,  for  one  reason.  It  is  the 
only  cocoa  packed  in  glass.  It 
stands  alone,  and  you  know 
how  novelty  helps  a  thing  to 
sell.  The  grocer  who  infuses 
a  little  novelty  into  his  business 
is  the  grocer  who  succeeds. 

Another  thing,  Croft's  Swiss 
Milk  Cocoa  is  better  than  the 
rest.  That  isn’t  a  bluff,  hon¬ 
estly.  We  take  out  of  our 
cocoa,  in  the  making,  a  sub¬ 
stance  which  other  manufac¬ 
turers  allow  in,  greatly  to  the 
injury  of  the  flavor  of  their 
goods. 

Now  do  'you  know  why  you 
should  sell  it  ? 


Will  uou  mention  the  **  Grocery 


World”  when  you  write? 


40  cents  a  pound 


Packed  in  K-lb.  jars,  6  and  12-lb. 
boxes 


CROFT  &  ALLEN  CO. 


Written  for  the  "Grocery  World  and  General  Merchant.” 

Jobber  Has  Worries  as  Well  as  Retailer: 


Philadelphia  Wholesale  Grocer  Answers  Retailer’s  Delusio 
That  Jobbers’  Life  is  All  Cream.  Cites  Three  Worryin 
Experiences,  All  Happening  Within  One  Week. 


The  writer  has  occasionally  met 
a  feeling  among  the  retail  trade 
that  all  the  cream  of  the  grocery 
business  was  being  lapped  up  by' 
the  jobber,  that  the  jobber  had  a 
much  easier  time  of  it  than  the 
retailer  and  made  a  good  deal  more 
money.  A  retail  grocer  asserted 
the  other  day  in  our  place  of  busi¬ 
ness  that  he  believed  almost  every 
wholesale  grocer  in  business  was 
rich  enough  to  keep  an  automo¬ 
bile. 

Just  to  show  that  the  jobber  has 
his  worries  like  a  retailer,  and  that 
they  are  apt  to  be  bigger  and  more 
important,  the  writer  wishes  to  cite 
one  or  two  experiences  which  have 
happened  to  one  house  during  the 
last  week.  It  is  certain  that  every 
other  wholesale  house,  even  those 
that  sell  for  what  they  call  cash, 
is  having  similar  experiences  every 
day.  The  writer  ■  believes  the 
credit  houses  have  the  most  of  such 
experiences,  because  their  custom¬ 
ers  will  simply  arbitrarily  make  de¬ 
ductions  from  their  bills,  and  it  is 
incumbent  on  the  jobber  to  either 


begin  a  lawsuit  or  swallow  the  loss. 


One  day  during  the  week  a  re¬ 
tailer  to  whom  we  had  sold  three 
lalf  chests  of  tea  sent  them  all 
jack,  after  keeping  them  several 
weeks,  writing  simply  that  “his 
trade  didn’t  like  it.”  Inquiry  from 
the  salesman  who  had  taken  his 
order  showed  that  they  had  been 
jought  outright,  without  any  string 
to  it,  which  meant  that  the  retailer 
owed  the  price.  This  is  one  of  the 
obber’s  worries.  If  we  tamely  take 
those  teas  back,  and  take  other 
goods  back  under  similar  condi¬ 
tions,  there  is  no  end  to  the  muss 
we  would  be  in.  Goods  could 
never  be  considered  sold  under 
such  conditions. 

If  on  the  other  hand  we  refuse 
to  take  them  back,  but  take  up  the 
matter  with  the  customer,  we  have 
long  and  worrying  correspond¬ 
ence  on  our  hands  whch  will  prob¬ 
ably  never  get  any  nearer  to  solu¬ 
tion  ;  if  we  return  the  teas  to  him 
le  will  refuse  to  accept  them  from 
the  railroad  company  and  there  is 
more  trouble  there.  If  we  sue  him 
that  means  trouble.  In  the  end  we 
will  likely  lose  him  as  a  customer, 


because  he  is  of  course  firmly  se- 
tied  in  his  opinion  that  we  shoul 
take  the  teas  back,  and  will  not  t 
convinced  of  the  justice  of  our  pc 
sition. 

On  the  next  day  another  cu; 
tomer  returned  a  box  of  canne 
soused  mackerel,  which  he  ha 
bought  several  weeks  ago.  H 
“couldn’t  sell  them.”  Now  if  i 
this  case  the  salesman  had  ser 
them  on  any  contract  to  “let  m 
send  them  to  you,  and  if  you  can 
sell  them  we’ll  take  them  back, 
then  of  course  the  retailer  is  rig! 
in  sending  them  back.  There  wa 
no  such  arrangement,  however- 
the  sale  was  a  straightforward  on 
and  the  retailer  should  not  hav 
held  us  responsible  for  his  ba 
judgment  in  buying  goods. 

Two  days  after  this  a  third  cu.‘ 
tomer  sent  to  us  to  call  at  his  stor 
and  take  canned  goods  swells  awa’ 
We  went  and  he  gave  our  drive 
three  cases  of  goods,  in  whic 
there  were  three  bad  cans!  Th 
rest  were  as  good  as  the  day  the 
were  packed.  He  had  simply  go 
ten  tired  of  the  brand,  or  had  bee 
able  to  buy  something  else  cheape 
so  he  returns  to  us  nearly  thre 
cases  of  good  canned  goods  an 
claims  deduction  on  the  price.  Ar 
other  wrangle  at  once  occurs,  i 
which,  like  most  of  the  others,  rigl 
is  on  one  side  and  business  polic 
on  the  other. 

Any  jobber  will  bear  me  out  ii] 
the  statement  that  the  conditions  cl 
the  wholesale  business  have  gotte 
to  be  such  that  to  maintain  yoi 
rights  and  avoid  being  imposed  oil 
and  at  the  same  time  hold  your  cu 
tomers,  keeps  a  man’s  gray  matte 

pretty  well  tied  up  in  knots. 

*  *  *  *  T 

Philadelphia,  Pa., 

February  27,  1913. 


Florida  salad  is  ruling  on  a  mot 
erate  basis — $1.50  to  $2;  demar 
good. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant** 

Attorney  and  Counselorat  Lai 
643-648  Land  Title  Building 

Philadelphia.  Pa. 

Telephones  { 
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Won  Its  Favor 
Without  a  Flavor 


“PURITY 

THAT  SATISFIES’ 


“QUALITY 

THAT  GRATIFIES” 


Next  to  the  fact  that  it  is  made  of  the 

whole  wheat  and  in  biscuit  form  the  strongest 

.  •  * 


talking  point  about 

Shredded  Wheat  Biscuit 


is  the  fact  that  it  is  not  flavored,  seasoned, 
treated  or  compounded  with  anything.  It  is 
a  natural,  elemental  food,  made  in  such  a  way 
that  the  consumer  may  flavor  it  or  season  it  to 
suit  his  own  taste.  Flavored  cereals  usually 
deteriorate  in  the  market.  Being  made  of 
nothing  but  the  whole  wheat  grain,  nothing 
added,  nothing  taken  away,  Shredded  Wheat 
will  keep  fresh  in  any  clime  for 
any  length  of  time. 


BRAND 


EXTRACTS  and  SPICES 


Shredded  Wheat  is  packed  in  neat,  substan¬ 
tial  wooden  cases.  The  empty  cases  are  sold 
by  enterprising  grocers  for  10  or  15  cents 
each,  thereby  adding  to  their  profits  on 
Shredded  Wheat. 


MADE  ONLY  BY 


The  Shredded  Wheat  Company 


NIAGARA  FALLS,  N.  Y. 


What  Do  You  Lose  by  Forgetting  to  Charge? 


ou  may  be  losing  hundreds  or  thousands  of  dollars 

year  by  forgetting  to  charge  for  goods  sold  in  rush  hours. 

3U  cannot  blame  yourself  nor  your  clerks  for  this. 

,  ,  ,  .  J  t  r  _ i  i..  i Ln..i  tn  efnn  thic 

nember  everything 


'oursen  no.  you.  - . -  The  human  mind  cannot 

If  you  want  to  learn  how  to  stop  this  drain  on  your  business,  ask  us  to 


ell  you  about 


With  Only 
One  Wiling 


The  End  of 
Drudgery 


By  preventing  forgetting  to  charge, 
rhe  McCaskey  System  will  put  hundreds  of  dollars 

f  Profit  in  your  pocket  every  year.  It  saves  money  in  other 
vays.  too,  Here  are  some  of  the  ways  it  saves  and  earns  real 


n. 

[t  cuts  out  useless  bookkeeping,  gives 

i  more  time  for  the  important  ends  of  your 


!t  prevents  mistakes  and  misunder- 

idings  with  customers  that  follow. 

[t  ends  rebating  to  customers  when  they 
jute  an  account — because  there  can  be  no  mis- 
record  as  you  and  in  the  same 


_  -they  have  the  same 
dwriting. 

it  collects  money  faster  than  any  human 
lector  can  bring  it  in.  It  furnishes  a  statement 
ill  with  every  purchase. 

It  prevents  overbuying 
and  overselling :  steers  you 
away  from  business  wreck. 

It  will  prove  your  loss 

to  the  insurance  companies  in 
case  of  fire. 

A  hundred  thousand 
I  merchants  in  all  lines  of  busi- 
'  ness  use  The  McCaskeySystem. 

Will  you  let  us  tell  you  what  it 
will  do  for  you.  in  figures  based 
on  your  own  business  ? 


Write  to-day.  before  you  forget. 


R  A.  Alouf  F.  A.  Alouf 

A  ALOUF  &  SONS 
General  Merchandise 
308-310  Park  Street,  N.  W., 
Roanoke,  Va. 

February  9, 1912. 
McCaskey  Register  Co.. 
Alliance.  Ohio. 

Dear  Sirs:— We  have  been 
using  one  of  your  latest  model 
registers  for  over  a  year,  and 
think  we  have  had  sufficient 
experience  with  it  to  be  able  to 
assure  you  it  is  the  most  valua¬ 
ble  fixture  any  merchant  can 
place  in  his  store.  We  have 
used  several  different  simplified 
accounting  systems,  including 
the  separate  book  idea,  and  find 
the  McCaskey  far  ahead  of  any¬ 
thing  we  have  seen  or  had 
demonstrated  to  us.  The  cus¬ 
tomers  like  the  slip  holders, 
and  want  their  slips  with  each 
purchase,  as  they  are  then  sat¬ 
isfied  they  are  getting  a  square 
deal.  It  is  the  best  protection 
against  mistakes .  disputes  and 
forgotten  charges  we  have  ever 
seen,  as  well  as  helping  us  to 
easier  and  quicker  collections. 
and  we  would  not  part  with  it 
under  any  consideration  if  we 
could  not  get  another.  You  are 
at  liberty  to  refer  anyone  to  me 
as  to  the  merits  of  yoursystem. 
Yours  truly.  „ 

A.  ALOUF  &  SONS. 

By  R  A  Alou/. 


The  McCaskey  Register  Co.,  Alliance,  Ohio 

[ranches: — New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memp  is, 
Atlanta,  Kansas  City,  San  Francisco,  Seattle  ;  Dominion  Register 
Company, Ltd.,  Toronto,  Canada;  Manchester,  England. 

The  Largest  Manufacturers  of  Carbon  Coated  Salesbooks  in  the  World 


J 


Awarded  Gold  Medal,  Jamestown 


Attractively  cartoned  and  labeled  in  white, 
blue  and  gold. 


Ask  for  prices 


PHILADELPHIA  OFFICE,  27  South  Front  Street 


C.  SHOEMAKER,  Manager 

I 


If  it’s  BEE  BRAND 
It’s  the  BEST  BRAND 


H‘Cr 


$  5  • 


McCORMICK  &.  CO 


MAIN  OFFICE  AND  PLANT 

BALTIMORE,  MD. 


Cf  QURNSE  butter  always  seems  to  show  a  little  added 
boom  at  times  when  the  butter  market  is  high.  It  appears 
as  if  people  were  particularly  careful  then  to  see  that  if 
they  had  to  pay  high  prices,  they  should  get  tull  value  tor 

their  money. 

CT  Here  comes  an  extreme  statement No  consumer,  so 
far  as  we  know,  has  ever  been  dissappointed  in  GURNSb 
butter.  It  is  wholly  impossible  that  he  could  be,  for  it 
touches  the  very  highest  possible  grade  of  fancy  dairy 
butter,  and  the  quality  is  kept  uniform  throughout  the 
year  at  an  enormous  expense  of  care  and  watchfulness. 

C|  No  better  butter  is  or  can  be  made.  Wrapped  in 
brine-dipped  parchment,  and  sealed  in  carton. 


Packed  in  20.30 and  50-pound  boxes  — pounds  and  half  pounds  42  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-4 3  SOUTH  FRONT  STREET 
PHILADELPHIA.  PA. 
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Tea. 


The  tea  market  shows  no  change 
for  the  week.  The  demand  is  cer 
tainly  no  more  than  fair,  thong 
it  could  hardly  be  expected  to  be 
at  this  season.  Prices  are  un 
changed  throughout,  the  light  de 
mand. causing  the  market  on  most 
grades  to  be  in  buyer’s  favor. 


Coffee 

The  coffee  market  is  dull  anc 
weak.  Within  a  month  Rio  anc 
Santos  have  declined  almost  ip2 
cents  per  pound  and  may  go  lower 
before  the  bottom  is  reached.  The 
trade  are  buying  for  immediate 
wants  only,  through  fear  of  further 
slump,  and  the  general  situation  is 
decidedly  unsatisfactory  from  the 
large  holder’s  standpoint.  Only 
speculative  support  can  restore  the 
former  prices.  Mild  coffees  have 
declined  slightly  in  sympathy  with 
Brazils,  but  not  so  much.  The  de 
mand  is  moderate.  Java  anc 
Mocha  quiet  and  unchanged. 


Sugar. 

The  sugar  market  is  slightly 
weaker,  and  sales  of  refined  have 
been  made  during  the  week  at  4.25 
cents  list  for  granulated,  which  is 
5  points  off.  The  Federal  Refin 
.  ery  has  even  sold  at  4.20.  Raws 
are  also  inclined  to  be  easy.  The 
demand  for  sugar  is  poor. 


Syrup  and  Molasses. 

Glucose  shows  no  change  for  the 
week,  nor  does  compound  syrup. 
The  demand  for  the  latter  has  not 
been  more  than  fair  during  the  en¬ 
tire  season.  Sugar  syrup  is  dull  at 
ruling  prices.  Molasses  quiet  and 


unchanged. 


Fish. 


The  demand  for  mackerel  is  dull 
and  the  market  is  inclined  to  be  in 
buyer’s  favor.  The  Lenten  move¬ 
ment  is  not  very  satisfactory.  Cod, 
hake  and  haddock  steady  at  ruling 
prices.  Salmon  of  all  grades  quiet 
and  unchanged.  Domestic  sardines 
steady  and  in  light  request.  Im¬ 
ported  sardines  scarce  and  firm. 


Dried  Fruits. 

Prunes  are  about  the  same  as  last 
report,  being  still  easy,  with  prices 
ranging  about  a  cent  a  pound 
cheaper  on  the  four  sizes  than  they 
were  a  month  ago.  For  the  larger 


sizes  a  small  premium  is  being 
asked.  Demand  is  still  light.  The 
demand  for  peaches  and  apricots 
is  still  small  and  prices  remain  un¬ 
changed.  The  market  for  raisins 
is  still  dull  and  unchanged.  Plal- 
lowii  dates  are  still  cheap,  the  quo¬ 
tations  in  a  large  way  being  around 
4  cents  per  pound.  There  is  a  sea¬ 
sonable  demand  for  currants  and 
prices  remain  unchanged. 


Canned  Goods. 

The  demand  for  tomatoes  is  still 
very  light.  Quotations  for  stand¬ 
ards  are  unchanged.  Corn  and  peas, 
both  spot  and  future,  are  dull  and 
unchanged.  Apples  quiet  at  ruling 
quotations.  California  canned 
goods  are  still  in  fair  consumptive 
demand  at  unchanged  quotations. 
Prices  are  unchanged  for  small 
Eastern  staple  canned  goods  and 
there  is  a  seasonable  demand. 


Beans  and  Peas. 

The  demand  for  domestic  pea 
beans  is  moderate  and  prices  quoted 
at  $2.40  in  a  large  way,  but  quo¬ 
tations  to  come  forward  are  slightly 
lower  than  this.  Marrows  are  un¬ 
changed  and  fairly  active.  Califor¬ 
nia  limas  are  about  the  same  as 
last  report.  Green  and  Scotch  peas 
are  quiet. 

Provisions. 

The  whole  line  of  provisions  is 
firm  and  shows  advances.  All  cuts 
of  smoked  meats  are  firm  at  to 
J2  cent  per  pound  advance  over  a 
week  ago.  This  is  due  to  the  high 
cost  of  pickled  meats.  The  demand 
for  smoked  meats  is  only  moderate. 
Pure  lard  is  firm  at  J4  cent  ad¬ 
vance,  and  with  a  good  consump¬ 
tive  demand.  Compound  shows  a 
moderate  consumptive  demand  at 
lA  cent  advance.  Dried  beef,  bar¬ 
reled  pork  and  canned  meats  are 
all  quiet  at  ruling  prices,  canned 
meats  being  strong. 


the  market  for  that  grade,  as  we 
as  for  fresh,  is  firm.  From  pres¬ 
ent  outlook,  if  there  is  any  change 
it  will  be  a  slight  advance.  This 
applies  to  solids  and  prints  and  to 
nearby  and  Western. 

Eg*«. 

The  recent  cold  weather  has  cur 
tailed  the  production  of  eggs  con¬ 
siderably  and  the  market  is  firm  at 
1  cent  per  dozen  higher.  The  con¬ 
sumptive  demand  for  eggs  is  very 
good,  and  the  quality  of  the  pres¬ 
ent  receipts  is  very  fine.  Some 
storage  eggs  are  left  and  holders 
are  selling  at  the  best  possible 
price,  ranging  from  6  to  8  cents  be¬ 
low  the  price  of  fresh.  Probably 
all  the  storage  eggs  will  be  sold, 
but  it  will  be  at  a  very  low  price, 
and  at  a  fearful  loss. 


INDIVIDUAL  MARKET  REPORTS. 


Cheese. 

There  is  some  increase  in  the 
consumptive  demand  for  cheese, 
but  stocks  are  still  ample,  and  the 
market  is  steady  and  unchanged. 


Butter. 

The  consumptive  demand  for 
butter  is  absorbing  all  fresh  receipts 
on  arrival  at  ruling  prices.  Stocks 
in  storage  are  rapidly  reducing  and 


Evaporated  Apples,  Etc. 

Trading  in  evaporated  apples 
the  past  week  has  been  at  almost  a 
complete  standstill.  There  is  no 
change  in  prices,  the  holders  not 
showing  any  willingness  at  all  to 
Shade  prices.  Both  the  makers, 
who  have  stock  on  hand,  as  wel 
as  the  dealers,  figure  at  present 
prices  that  they  are  perfectly  safe 
in  carrying  the  stock  over  into  next 
year  if  necessary. 

Good  quality  apples  in  50-lb. 
boxes  are  obtainable  at  5 to  6 
cents  per  pound,  with  cartons 
cent  per  pound  higher.  There  is 
also  a  good  demand  for  new  crop 
goods,  October-November  ship¬ 
ments,  at  6y&  to  6j/2  cents  f.  o.  b. 
in  boxes. 

Raspberries  are  quiet  here  with 
stock  firmly  held  at  16  to  1 6*4 
cents  f.  o.  b.  in  barrels. 

C.  C.  Hall. 

Rochester,  N.  Y. 


Imported  Fish  Specialties. 

Holland  Herring. — The  market 
has  taken  a  turn  and  with  increased 
demand  the  stocks  of  Holland  her- 
ring  particularly  in  kegs,  have  been 
very  well  cleared  up.  Very  few 
shipments  are  now  on  the  way,  as 
most  importers  think  it  is  rather 
late  to  take  over  new  shipments. 
Prices  have  therefore  advanced  and 
kegs  of  Holland  herring  are  scarce 
at  this  moment. 

Scotch  Herring. — The  real  fine 
qualities  are  very  scarce  and  al¬ 
most  unobtainable.  A  lot  of  winter 
packed  fish  has  come  over  which  is 
not  at  all  satisfactory  in  quality 
and  naturally  fetched  only  in¬ 
different  prices. 


Norway  Herring. — All  the  satis 
factory  qualities  are  practicall 
cleared.  Very  few  remain.  De 
mand  continues  good. 

The  market  for  Sloe  herring 
which  had  been  rather  weak  fo 
some  time,  has  now  again  hard 
ened  and  prices  are  taking  an  up 
ward  turn. 

Imported  Oil  Sardines. — Frenc 
are  very  scarce  and  very  few  to  b 
had. 

Portuguese  Sardines. — Deman 
is  very  good  and  stocks,  partici’ 
larly  of  boneless,  practicall 
cleared.  The  new  goods  cannot  b 
expected  before  the  beginning  c 
the  summer.  The  few  first  hand 
are  practically  sold  out  of  bone 
less  and  what  is  remaining  in  sec 
ond  hands  is  held  at  higher  price- 

Norwegian  sardines  are  gettin 
quite  scarce  and  the  trade  "begin 
to  realize  that  the  catch  has  reall 
been  a  failure  and  that  Norwegia 
sardines  are  scarce.  Prices  ar 
therefore  decidedly  higher  an 
market  very  firm  with  an  advanc 
ing  tendency. 

Strohmeyer  &  Arpe  Co. 
New  York. 


Standard  Canned  Goods. 


No.  1 

It  can  hardly  be  that  the  enthus 
asm  and  good  feeling  that  was  s 
contagious  at  the  canners’  annu; 
convention  at  Louisville  has  spreac 
so  soon  after  adjournment,  t 
markets  widely  separated  from  th? 
celebrated  region  which  produce 
a  well-known  beverage,  which,  : 
is  said,  makes  everything  withi 
the  range  of  human  vision  loo 
rosy.  All  the  same,  there  was 
noticeable  "improvement  in  th 
buying  of  canned  goods  that  wa 
not  confined  to  tomatoes  alone. 

Both  spot  and  future  tomatoe 
were  fairly  active  during  the  wee 
in  lots  ranging  from  one  to  four  0 
five  carloads,  and  the  undertone  t 
the  market  was  firmer  at  the  clo.' 
ing,  though  no  higher  as  to  price: 
The  canners  and  the  growers  hav 
not  yet  reached  any  agreement  a 
to  the  price  per  ton  for  next  sea 
son’s  crop,  and  an  advance  in  th 
market  for  the  canned  article  at  thi 
time  would  strengthen  the  grower 
in  their  demand  for  an  advance  c 
$1  per  ton  over  the  contract  pric 
in  1912.  Consequently  the  canner 
are  between  two  fires,  namely,  j 
lope  for  higher  prices  for  the  spe 
goods,  and  a  desire  to  hold  dow 
the  cost  of  next  season’s  crop.  Th 
present  indications  favor  a  highe 
rather  than  a  lower  market  for  tc 
matoes. 

There  was  an  increase  in  th 
number  of  orders  for  the  other  line 
of  vegetables,  chiefly  for  sweet  pc 
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oes,  string  beans,  pole  lima 
ins,  baked  beans,  kraut  and 
iked  peas,  and  a  few  other  arti- 
s  that  have  been  inactive  all  win- 
•,  and  the  goods  were  widely 
ittered.  Possibly,  the  outlook  for 
longer  than  usual  spring  season 
s  something  to  do  with  the  in 
jased  buying.  Spot  corn  was 
irly  active  last  week  for  the  low 
;  priced  goods  obtainable,  and 
i^eral  good-sized  lots  went  into 
£  proper  channels  for  prompt 
nsumption.  Peas  continue  to 
unber. 

In  canned  fruits  No.  io  apples 
?re  bought  in  straight  car  lots, 
le  price  of  them  advanced  and 
ey  look  stronger  ahead  because 
the  small  holdings  here.  Not  in 
n  years  have  the  stocks  of  pine 
iples  in  Baltimore  been  so  small 
they  are  to-day,  especially  the 
fferent  grades  and  sizes  of  the 
iced  fruit.  Pears  are  going  out 
eadily  in  small  lots,  but  the  buy- 
g  of  the  other  fruits  is  very  light, 
/'ere  it  not  for  the  very  small 
ocks  of  berries  and  cherries  held 
;re,  except  blackberries,  the 
•ices  would  be  easier. 

Cove  oysters  were  fairly  active 
st  week  in  small  quantities  at  to- 
iy’s  prices.  The  cost  of  the  raw 
ock  continues  to  be  too  high  for 
<tensive  canning  operations. 

Thos.  J.  Meehan  &  Co 
Baltimore,  Md. 


not  be  flooded  with  a  lot  of  corn 
of  inferior  quality,  the  sales  of 
which  must  naturally  effect  the  bet¬ 
ter  grades,  and  which,  instead  of 
bringing  repeat  and  increased  busi¬ 
ness,  tend  to  lessen  consumption. 

Curtailment  and  quality  should 
be  the  watchwords  of  every  corn 
packer  for  1913,  and  we  believe 
that  a  large  proportion  have 
adopted  this  and  that  more  healthy 
conditions  will  follow.  While  there 
is  little  demand  for  the  ordinary 
grades  as  futures,  reliable  and  spe¬ 
cial  brands  are  receiving  attention 
on  the  basis  of  present  quotations ; 
many  are  still  withholding  prices 
until  raw  stock  conditions  become 
more  settled. 

William  Silver  &  Co.,  Inc. 
Aberdeen,  Md. 


'  MARKET  NOTES. 

Florida ‘oranges  are  still  rather 
stiff,  fancy  fruit  bringing  up  to  $4, 
and  the  regular  run  of  the  fruit  up 
to  $3  and  $3.25.  The  demand  is 
good. 

Florida  grapefruit  is  ruling  on 
the  same  comparatively  low  plane 
that  it  has  ruled  on  most  of  the 
season — $2  to  $3.50  per  box.  The 
demand  is  steady  and  good. 


No.  2 

The  demand  for  spot  tomatoes 
mains  quiet.  The  scarcity  of  the 
tter  grades  is  still  marked  and 
ose  possessing  same  are  firm  in 
eir  quotations.  The  80-cent  kind 
e  seldom  desirable.  Those  de¬ 
ring  reliable  quality,  especially  in 
ffabeled  goods,  find  such  goods 
-mly  held  at  85  cents  and  better 
>r  No.  3  cap  cans,  with  full  and 
ctra  standard  sanitaries  com- 
landing  proportionately  higher 
rices.  January  and  February  are 
enerally  dull  months  in  the  canned 
oods  business  and  when  the  spring 
ade  sets  in  there  js  every  reason 
)  believe  that  the  small  stocks  in 
rst  hands  will  be  readily  absorbed 
he  estimated  10  per  cent,  of  the 
ack  remaining  unsold  in  January 
nil  not  fill  a  very  large  gap. 

In  future  tomatoes  the  conserva- 
ive  packers  are  still  inclined  not  to 
00k  business  until  raw  stock  con- 
itions  are  more  settled. 

Good,  extra  and  fancy  corn  is 
till  in  demand  at  unchanged 
•rices,  and  the  cheaper  grades  have 
ecently  been  in  much  greater  de- 
nand,  and  while  the  prices  have 
>een  low  the  increased  demand  has 
)een  encouraging  holders,  showing 
hat  corn  was  going  into  consump- 
:ion — and  that  by  so  much  stocks 
,vere  being  decreased. 

Packers  should  realize  that  it  is 
:he  duty  of  each  one  to  curtail  his 
1913  pack  and  allow  the  market 
to  revive,  and  especially  should 
every  effort  be  made  to  pack  good 
corn  in  order  that  the  market  may 


Hothouse  radishes  range  from 
2^4  to  3F2  cents  per  bunch,  and 
Floridas  $1  to  $1.25  per  one-third 
barrel  basket.  The  demand  is  still 
a  little  quiet. 


“See  How  Easy  it  is,  Tilly?” 

The  new  girl  who  has  never  made  a  Jell-0  dessert 
needs  only  one  lesson.  After  that  she  too  is  a  film  friend 
of  Jell-O,  for  dessert  making  has  become  one  of  her  easy 
tasks. 


Florida  tomatoes  have  slumped, 
owing  to  a  combination  of  reduced 
receipts  and  poor  quality.  The 
present  range  is  $1.75  to  $2.  Fancy 
hothouse  tomatoes  are  worth  as 
high  as  50  cents  per  pound. 

Florida  grapefruit  rules  at  $2  to 
$2.25.  The  quality  is  fair  and  the 
demand  moderate. 

Florida  cucumbers  are  worth 
$3.25  to  $4  per  basket;  demand 
fair. 

Florida  beets  are  now  the  best 
on  the  market,  and  average  $3.50. 
New  Orleans  beets  range  from  2 
to  2/2  cents  per  bunch ;  demand 
fair. 

Florida  peas  are  very  scarce  and 
very  high — $4.50  to  $6;  quality 
good  and  demand  taking  all  the  re¬ 
ceipts. 

Florida  beans  range  from  $3.50 
to  $4,  which  is  fairly  high.  The 
demand  is  good. 


is  popular  with  women  because  it  helps  to  make  kitchen 
work  comfortable  and  it  satisfies  the  family  appetite  for 
something  fine  for  dessert. 

It  is  her  pleasant  experiences  with  Jell-0  that  send  the 
housewife  to  the  grocer’s  for  more  Jell-O.  It  is  the  house¬ 
wives  who  move  Jell-O  off  your  shelves. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn  t,  Jell-O 


Pennsylvania  News  Items. 

The  House  Committee  on  Health 
and  Sanitation  gave  a  hearing  to 
the  farming  and  butter  interests 
on  all  the  pending  oleo  bills  last 
Wednesday.  All  the  bills  would 
improve  the  position  of  oleomarga¬ 
rine  in  Pennsylvania.  At  the  hear¬ 
ing  protests  were  heard  from  the 
farming  and  labor  organizations  of 
the  State.  William  T.  Creasy, 
Master  of  the  State  Grange,  intro¬ 
duced  the  speakers  and  made  a 
speech  against  the  bill  as  detrimen¬ 
tal  to  the  extensive  dairying  inter¬ 
ests  of  the  State.  John  G.  Mc- 
Sparren,  of  Lancaster,  declared 
that  the  oleomargarine  interests 
were  spending  much  money  every 
year  to  put  through  legislation. 
James  H.  Maurer,  of  Reading,  rep¬ 
resenting  the  State  Federation  of 
Labor,  also  appeared  against  the 
bills. 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standard 

being  absolutely  pure, 
fulfilling  ALL  THE 
REQUIREMENTS  of 
the  Pure  Food  Laws. 
Grocers  assume  no  risk 
in  handling  these  goods 
as  the  demand  for  them 
Registered,  is  constant. 

0.  S.  Pat.  Off. 

MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltd. 

Established  1780 

DORCHESTER,  MASS. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN7  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


That  “Authority”  Business. — I  am 

in  receipt  of  quite  a  few  letters  re¬ 
cently  from  clerks  in  various  parts 

of  the  country.  The  majority  of 

#  • 

them  complain  about  not  having 
authority  to  do  things  that  are  laid 
out  in  “Straight  Talks.” 

As  stated  in  former  talks  these 
are  suggestions  largely  for  you  to 
suggest  to  your  superior — that  is 
where  any  radical  change  in  store 
management  is  talked  about. 

Every  progressive  manager  of 
the  modern  food  store  will  welcome 
ideas.  If  he  has  a  man  back  of  his 
counter  that  can  assist  him,  that 
man  is  valuable.  If  you  are  “that” 
man  keep  springing  your  sugges¬ 
tions.  If  nothing  comes  of  them 
depend  upon  it  that  in  time  you 
will,  if  you  are  in  earnest,  get  an 
opportunity  to  work  them  out  on 
your  own  account,  but  don’t  keep 
things  under  your  hat. 

It  was  Lowell  who  said:  “No 
man  is  born  into  the  world  whose 
work  is  not  born  with  him.” 

*  *  * 

Get  After  the  Stuff  That  Shows 
the  Profit. — One  of  the  things  in 
our  line  just  now  is  prunes.  Spread 
yourself  on  70-80  at  three  pounds 


for  25  cents.  The  time  is  ripe. 
Dump  them  in  the  window  anc 
slap  a  big  sign  on  them.  Let  your 
fancy  window  displays  go  hang; 
make  a  live  one.  Artistic  displays 
are  good  enough,  but  they  don’t 
bring  in  the  women  that  are  hold¬ 
ing  hard  and  fast  to  that  dollar  bill. 

Get  the  quick  dollar  bill  into  the 
cashier’s  desk.  That's  the  kind  of 
sales  that  gives  the  boss  a  chance 
to  discount  his  bills. 

Evaporated  peaches  are  cheap 
and  people  are  just  itching  to  buy 
I such  fruit,  and  they  will  buy  it 
from  the  fellow  that  knows  enough 
to  put  these  goods  to  the  front  at¬ 
tractively. 

. 

To  Be  a  Success  You  Must  Be  a 
Good  Storekeeper.— It  won’t  do  to 
let  things  lie  in  the  cellar  dead.  To 
be  sure  the  buyer  bought  them  and 
it  was  probably  a  good  '  purchase 
at  the  time,  but  it’s  up  to  you  to 
sell  ,  them  to-day.  Buyers  aren’t 
sellers.  They  do  their  part  at  the 
desk.  It  doesn’t  do  any  good  to 
1  say  it  was  a  bum  purchase.  That 
simply  means  that  you  aren’t  capa¬ 
ble  of  handling  the  purchase. 
Work  hand  and  glove  with  the 


buyer  and  let  him  see  that  his  isn’t 
all  the  brains  connected  with  the 
transaction. 

“What  we  have  to  learn  to  do 
We  learn  by  doing.” 


THE  NEW  YORK  LETTER 

(Continued  from  page  14.) 

of  present  consumption.  Peas, 
string  beans  and  other  staples  are 
quiet. 

California  fruits  are  selling  to  the 
jobbers  in  a  moderate  way.  South¬ 
ern  fruits  are  in  limited  supply,  but 
there  is  little  demand  so  prices 
may  be  said  to  be  more  or  less  nom¬ 
inal. 

Opening  prices  on  the  new  1913 
pack  of  lobster  have  been  an¬ 
nounced  in  the  last  week  by  sev¬ 
eral  of  the  Maine  packers  and  are 
slightly  higher  than  thTe  opening- 
figures  of  a  year  ago.  Spot  salmon 
is  selling  in  a  jobbing  way  for  im¬ 
mediate  requirements.  Domestic 
sardines  have  been  fairly  active  in 
anticipation  of  the  advance  of  10 
cents  a  case  on  both  oils  and  mus¬ 
tards,  which  becomes  effective  next 
Monday. 

The  general  trend  of  prices  of 
California  dried  prunes  seems  to  be 
in  the  buyer’s  favor.  There  is  a 
depressed  and  unsettled  feeling  in 
the  trade  on  the  part  of  holders. 
There  is  a  quiet  steady  demand  for 
dried  apricots.  Spot  dried  peaches 
are  dull  and  prices  nominal.  Cali¬ 
fornia  raisins  are  weak,  with  little 
interest  either  in  spot  or  for  for¬ 
ward  shipment  from  the  coast. 

Business  in  flour  continues  light. 
The  upward  trend  of  wheat  is  get¬ 
ting  attention  and  some  of  the  mills 


advanced  their  asking  prices.  The 
buyers  were  not  convinced,  how¬ 
ever,  that  prices  have  started  on 
any  permanent  upward  movement 
and  continue  indifferent,  as  a  rule. 
Many  of  them  have  still  large 
stocks  on  hand. 

Arrivals  of  Western  eggs  have 
been  a  little  lighter  in  the  last  week. 
There  are  still  weak  spots  in  the 
market,  however.  In  the  top 
grades  values  are  fairly  well  sus¬ 
tained,  but  medium  and  lower 
grades  are  weak.  The  supply  of 
nearby  eggs  seems  quite  adequate. 
The  top  grades  of  Western  eggs 
bring  from  21  to  24  cents;  the  fin¬ 
est  of  the  nearby  white  hennery 
eggs  bring  as  much  as  29  to  30 
cents.  There  is  a  moderate  demand 
for  storage  eggs  with  16  cents  at 
the  top  figure  for  refrigerator  firsts 
and  the  bulk  of  the  business  being: 
at  1 5  cents  downward  for  the  lower 
grades. 

Nearly  all  grades  of  butter  have 
been  getting  a  little  firmer.  The 
buyers  are  operating  more  freely 
and  stocks  are  passing  out  of  first 
hands  promptly,  as  a  rule.  The  ex¬ 
tra  fresh  creamery  is  bringing  35^ 
to  36  cents ;  firsts,  33  to  34^  ;  sec¬ 
onds,  31  to  3214.  The  best  grades 
of  held  butter  are  bringing  from 
31 Y2  to  34  cents.  There  is  a  brisk 
demand  for  acceptable  grades  of 
both  fresh  and  held  butter  at  33 
cents  or  less. 

Fred.  A.  McGill. 


Rhubarb  is  gradually  coming  : 
down  in  price ;  the  present  figure 
is  50  cents  per  bunch;  demand 

<>;ood. 


Grocers,  j 
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208  H.DIL  AWARE  AVI 


High=grade  goods  raise  the  standard  of  your  store,  bring  you 
a  better  class  of  trade,  increase  your  profits.  Why  not 
put  in  a  line  of  our  high=grade  canned  goods? 


g*6g|Rs. 


209  N. WATER  ST. 


CRUISER  BRAND 


208  N  DEL  AWARE  AVE. 


209  N.  WATER  5.T. 


Tomatoes 

Corn 

Succotash 

Small  Lima  Beans 


Small  Sifted  Peas 
Early  June  Peas 
Telephone  Peas 
White  Wax  Beans 


KIRK,  FOSTER  &  CO 


WHOLESALE 

GROCERS 


NORTH  WATER  STREET 
PHILADELPHIA  -  PEN  H8YLVANIA 
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Continental  Safety  Egg  Cartons  are  the 
Only  Practical  Egg  Cartons 


First :  They  prevent  breakage,  because  each  egg  is  firmly  gripped  in  a  cushion-like  nest,  and  this 
secures  your  full  profit. 

Second:  They  are  quickly  and  easily  filled  and  fastened. 

Third :  Each  carton  has  its  own  string  and  fastener  attached  to  it,  thus  saving  time  and  string. 

Packed  flat ,  250  to  the  case 
Ask  your  jobber  or  write  us  for  FREE  sample 


CONTINENTAL  PAPER  BAGS 


“  There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose,”  and  our  name  on  a  bag  carries  with  it  the  quality 
guarantee  of  the  biggest  paper  mills  in  the  world.  Let  us  quote  prices  on  the  grade  of  bags  you  are  now  using. 

COFFEE  BAGS  :  Let  us  show  you  how  to  make  a  reputation  for  your  coffee  and 
increase  your  sales  by  using  bags  that  will  retain  the  fresh  roasted  flavor  and  aroma. 

IVrite  us  for  samples  and  prices 


Continental  Paper  Ba&  Co. 

NEW  YORK 


WHITEHALL  BUILDING 
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Tiffi 


STROLLERS 

COLUMN 


I  was  home  over  last  Sunday. 
We  had  just  had  Saturday  night 
dinner  and  the  waiters  and  the 
powdered  butler  were  just  getting 
ready  to  leave  the  dining  room, 
when  I  says  to  the  powdered  butler, 
“Maggie,”  I  says,  “you  may  serve 
the  coffay  in  the  liberry,”  I  says. 
Then  me  and  my  wife  sailed  into 
the  liberry  while  Maggie,  the  pow¬ 
dered  butler,  brought  in  the  coffay 
and  another  of  my  lackeys  threw 
another  perfumed  log  on  the  im¬ 
ported  English  fire. 

Then  my  wife  sat  down  to  speak 
the  scandal  that  had  happened  in 
the  neighborhood  since  I  was  home 
the  week  before  last. 

“Did  you  hear  about  Mr.  Jones 
and  his  cashier?”  she  started 


in. 


It's  up  to  you  to  know  that  Mr. 
Jones  is  the  name  I’m  using  for 
the  gent  that  trusts  us  for  grocer¬ 
ies.  He’s  a  man  about  forty-five 
whose  wife  died  last  summer. 

“\ou  told  me  something  about 
it  last  time,”  I  said,  “but  it  hadn’t 
gone  very  far  then.  I  think  he’d 
only  kissed  her  once  then  behind 
the  refrigerator  or  something  like 
that.” 

“Well,  it’s  perfectly  scandalous 
now,”  she  said,  “everybody’s  talk¬ 
ing  about  it.  They  go  to  the  store 


Mr.  Jones  and  His  Cashier. 

every  evening  and  stay  till  all 
hours.  I’ve  been  thinking  about 
dealing  with  some  other  store.” 

“Well,  you  let  it  stop  with  think¬ 
ing,”  I  said  loudly,  smashing  her 
violently  in  the  head  with  a  lamp. 
(Sometimes  I  think  I  treat  my  wife 
too  rough.) 

“I  certainly  won’t  patronize  any 
store  that  goes  on  like  that,”  she 
said,  squeezing  the  kerosene  out  of 
her  hair. 

“Oh,  it’s  the  store  that’s  in  with 
the  cashier,  is  it?”  I  said,  “I 
thought  it  was  Jones.” 

“You  knew  what  -  I  mean,”  she 
said.  “If  he’s  going  to  get  himself 
talked  about,  I’m  going  somewhere 
else.  He’s  a  bad  man.” 

“He’s  a  good  enough  grocer, 
ain’t  he?”  I  asked. 

“I  suppose  he  is,”  she  said. 

“Well,  you  let  that  do  for  you,” 
I  said.  “As  long  as  his  mix-up 
with  his  cashier  don’t  mix  up  our 
orders,  we’ll  tend  to  our  own  busi¬ 
ness.” 

She  didn’t  say  any  more,  being 
deathly  afraid  of  being  hit  again, 
but  I  could  see  by  the  way  she  but¬ 
toned  her  mouth  up  that  Jones 
would  lose  our  large  and  profit¬ 
able  business  if  he  didn’t  watch 
out. 

Just  shows  how  the  women  carry 


outside  things  into  their  business. 
On  Sunday  the  subject  came  up 


again. 


“You  talk  about  my  not  caring 
what  Mr.  Jones  does  so  long  as  he 
pays  attention  to  his  business,”  she 
said,  “why  the  other  day  Jennie 
Baxter  stopped  dealing  with  Harp¬ 
ers  because  they  were  Catholics. 

“Jennie  Baxter’s  a  darn  fool 
then !”  I  said,  “a  dead  Catholic’s 
worth  a  heap  more  than  a  live  fool 
any  time !  By  gravy,  I’ll  write  the 
fool-killer  about  Jennie  to-morrow! 
Gee  whiz,  can  you  beat  that?” 

“I  think  that  was  foolish  myself,” 
said  my  wife,  ’’but  it’s  different  in 
a  case  like  Mr.  Jones.” 

“It  ain’t  any  different  at  all!”  I 
said,  “you  don’t  buy  stuff  of  Mr. 
Jones  because  you  like  his  whiskers 
or  the  shape  of  his  feet,  do  you? 
You  buy  it  because  you  get  the 
stuff  you  want  at  the  price  you 
want  to  pay.  Suppose  he  sent  you 
a  note  that  he  couldn’t  sell  you  any 
more  because  he  didn’t  like  your 
double  chin  ?  Of  course  a  double 
chin  ain  t  quite  so  bad  as  the  cash¬ 
ier  ♦  business,  although  he  might 
think  it  was.  Besides  that,  how  do 
you  know  what  he  goes  to  the 
store  at  nights  for?  Maybe  they’re 
going  over  the  books.” 

A  sniff  was  all  that  got. 


Now  I  ain’t  sticking  up  for  Jone 
I  ain’t  talking  about  him  and  h 
cashier  at  all.  I  don’t  consider 
any  of  my  business ;  I  ain’t  appoin 
ed  by  God  Almighty  to  keep  Jon< 
straight.  But  it  shows  how  careft 
a  fellow  has  to  be — especially  whe 
he's  in  a  business  where  he  has  I 
deal  with  women.  They  think 
they  spend  a  couple  of  dollars 
week  with  you  they’ve  got  a  rigl 
to  run  you,  and  if  you  do- or  sa 
anything  that  they  don’t  like,  they' 
take  their  little  orders  and  go  sonr 
where  else.  Honest,  a  fellow  i 
the  grocery  business  oughtn’t  I 
have  any  opinions  about  anythin; 
At  least,  he  oughtn’t  to  tell  ’em  l 
anybody.  It’ll  get  so  after  awhi 
that  he  can’t  even  show  any  r. 
ligion,  for  fear  it  won’t  suit  Jenn 
Baxter. 

The  Stroller. 


MAGAZINE  NOTES. 


The  March  issue  of  “Lippincott 
keeps  the  pace  set  by  recent  numbe: 
which  have  been  getting  no  end 
praise.  The  complete  novelette,  is 
Edgar  Jepson,  whose  “Pollyooly  and  t 
Lump”  has  proved  so  popular.  It 
entitled  “The  Changeable  Professoi 
and  in  it  are  adroitly  commingled  bo 
farce  and  melodrama,  as  in  one  of  t 
big  theatrical  successes  of  the  prese 
season.  The  Professor  is  a  scienti 
whose  arduous  labors  have  injured  1: 
health,  apparently  beyond  repair.  B 
he  discovers  a  strange  cure  for  l 
malady,  and  lives  to  confound  1 
brother  scientists  and  to  win  the  gi 
he  loves— and  she’s  well  worth  tl 
winning.  Vivisection — or  somethii 
akin  to  it — plays  an  important  part 
the  narrative,  which  “gets  busy”  fro 
the  start,  and  never  is  permitted  to  la 
The  short  stories  are  a  varied  lc 
“What  There  Was  of  It,”  is  by  An: 
Warwick;  “A  False  Aurora,”  by  Ali< 
MacGowan  and  Caroline  Wood  Mor 
son ;  “Held  Up,”  by  Thomas  L.  M; 
son ;  “The  Vacant  Forty,”  by  Paul  L 
Ellerbe;  "The  Little  House,”  by  Anne 
Thackwell  Johnson;  “The  Strategy 
Hezekiah  John,”  by  Clara  Odell  Lvo 
and  “Auntie  Jane’s  Reminiscences,”  3 
Dr.  Charles  C.  Abbott.  The  “She 
Story  Masterpiece”  is  “The  Snc 
Storm,”  by  Alexander  Pushkin,  f 
wonderful  Russian  writer.  As  usu; 
there  is  an  introduction  by  the  editor. 


W.  H,  BAKER®  WINCHESTER,  VA. 


W.  H.  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 


II  T*AOe  M4 

br-nm 


Chocolate  and  Cocoa  Preparations 
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National  Canned  Foods  Week 

I  ^  M  I  1  MARCH  31st  TO  APRIL  6th,  1913 


Room  1S17- 


Headquarters 
CHICAGO,  IEEINOIS 


-Masonic  Tempi© 


Mr'  i^youTrfparing  to  make  window  and  counter  displays  of  Canned  Foods  during  “  Canned  Foods  Week?" 
^‘ThrCommUteet'^ng  ^“me  ad 'vSSn^inte^ily  ^1=“  during  that  week.  Why  not  adapt  your  own 

PTUh,hfs*thiX»  for  the  week.  Sell  He,  .  C...-S.I,  He,  a.  M.oHnree.-Meke  .he 
,>r^C*kUke*a^iecial^?«nonstmUon  on  Canned  Foods  during  appropriate  ^^otaor^iteratvire^tod^stri^ute.  tt^wjll 

—  iU'ucVirioSfAs^S  -OS.  week-  the  hig8e,  thing  of  the  k,.d  that  ever 

happened  ^  ^  ^  i  i  ,  bffis  of  fare  during  that  period,  headed  ••  Canned  Toed.  Week. 

Induce  your  lockl  paper  to  print  interesting  articles  about  Canned  Foods. 

Write  us  and  we  will  send  the  articles  by  return  mail. 

Truly  yours,  ^  ||at|q||a|ii  CANNED  FOODS  WEEK  COMMITTEE 

INTERNATIONA^ 
MOTOR 
TRUCK- 


V 

Afford  it?  Of  conrse,  you  can  !  In  fact,  you  can’t  afford  to  be  without  it.  You  can’t  afford  to  lose  the  extra 

business  that  an  INTERNATIONAL  MOTOR  TRUCK  would  bring  you  INTERNATIONAL  MOTOR  TRUCK 
With  proper  care— such  care  as  you  can  easily  learn  to  give  ,  k  An  INTERNATIONAL 

costs  no  more  to  keep  than  a  horse  and  wagon,  but  it  wi  ®  ,  th  ore  promptly  and  better  than 

MOTOR  TRUCK  will  enable  you  to  serve  a  larger  number  of  customers  ,  to  serve  tnem  more  v  F 

you  can  with,  a  horse  and  wagon.  .  ,  ,  Tt  pver  pets  tired  or  sick 

It  is  a  good  advertisement  for  you,  for  it  shows  that  you  aie  a  progressive  ^  day  and  night  if  you  wish. 

as  a  horse  do<fs,  but  is  ready  at  all  times  to  meet  the  demands  * ^IN Ski TTO MUCKS  now  being 
Write  us  for  catalogue  and  literature  showing  pictures  of  J^TERNATION  L  delivery.  We  will  gladly 

hdp  you  soWe^ourdel^e^problMtTL^the  r^M^way^'Addr^s^youGetter  ( 

The  International  Harvester  Company  of  America,  Inc. 

504  Harvester  Building,  Chicago,  U.  S.  A. 
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Washington,  D.  C.,  Jan.  27,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Inclosed  you  will 
plase  find  a  postal  card  quotation, 
intended  for  the  retail  grocery 
trade,  hotels,  clubs,  etc. 

May  I  have  your  criticism  on 
same.  Yours  truly, 

Verling  Harris. 


The  postal  card  enclosed  was 
an  ordinary  Government  postal, 
printed  as  follows: — 


vertising.  As  I  understand  it,  this 
goes  from  jobber  to  retailer.  It  is 
merely  a  quotation.  The  retailer 
handling  these  goods  know.,  all 
about  qualities  and  it  therefore  isn’t 
so  necessary  to  harp  on  quality  as 
it  is  with  consumers.  I  see  this 
card  is  sent  out  by  a  St.  Louis  com¬ 
mission  house  to  a  retail  grocer  in 
Washington,  D.  C.  I  can’t  see 


Louis  that  the  Washington  retailer 
would  almost  certainly  patronize 
them,  rather  than  take  the  risk  of 
stuff  carrying  from  St.  Louis  and 
reaching  its  destination  in  salable 
condition.  So  that  I  don’t  judge 
the  value  of  this  postal  by  its  chance 
of  getting  business  in  Washington 
for  a  St.  Louis  house.  As  a  busi¬ 
ness-getter  nearer  home,  it  will 
probably  arouse  inquiries — if  the 
prices  are  attractive. 


I  discussed  what  I  think  was  the 
first  issue  of  the  Kuhn  Co’s  “Store 
News”  a  few  weeks  ago.  The 
number  they  send  me  now  is  much 
better  than  the  first.  My  recollec¬ 
tion  is  that  the  criticism  of  the  first 
issue  was  that  while  it  purported  to 
be  a  partial  list  of  the  new  goods 
arriving  during  the  month,”  it 
really  did  not  seem  to  be,  being 
apparently  an  ordinary  adver¬ 
tisement  for  anything.  In  the 
issue  sent  me  now  the  same 
idea — new  goods  arriving  during 
the  month — is  carried  out  better. 
Several  out-of-the-ordinary  goods 
are  featured — Bismark  herring, 
Channel  mackerel,  a  bargain  in  fine 
sardines,  Climax  paper  cleaner, 
some  English  specialties,  English 
biscuit,  imported  cheese,  a  special 
5-pound  box  of  prunes,  and  several 
other  things  a  little  apart  from  the 
ordinary  store  routine.  This  kind 
of  advertising  will  sell  goods  with¬ 
out  a  doubt. 


Strawberries,  Florida,  Fancy,  per  £)t.  40c.  Choice 
Cranberries,  Cape  Cod,  Howe’s,  per  Bbl.,  $8.50,  percrt.  . 

Imported  Endive,  per  pound  . 

Romaine,  per  hamper  (24  to  30)  . 1 

Head  Lettuce,  Extra  Fine,  per  hamper  (30  to  36) 

Head  Lettuce,  Choice,  per  hamper  (36  to  40) . 

Parsely,  N.  O.  Large  Bunches,  per  dozen  . . 

Pie  Plant,  Michigan  Hot  House,  per  bunch 
New  Potatoes,  per  Bbl  ,  %7  50,  per  bushel 
Hampers  of  Second  Growth  Potatoes,  75c.  to . . 


Phones: 
MAIN  848 
CENTRAL  2125 


25c 
......$2.50 

12c 
150 
2  00 
1.50 
40c 
40c 
2.75 
1.00 


BENTZEN  COM.  CO. 


Of  course  this  is  really  not  ad¬ 
vertising  at  all,  and  it  is  not  to  be 
judged  by  the  regular  rules  of  ad- 


much  business  coming  from  that. 
There  are  so  many  more  places  to 
buy  produce  near  home  than  St. 


Wilkinsburg,  Pa.,  Feb.  17,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir  :— We  wish  to  thank  you 
for  the  criticism  of  our  January 
"Store  News,”  which  appeared  in 
your  issue  of  February  17th. 

We  are  mailing  you  the  Feb¬ 
ruary  number,  which  more  clearly 
shows  our  idea  in  publishing  this 
paper.  We  do  not  expect  you  to 
make  a  public  criticism  of  this 
paper,  but  we  are  inclosing  a 
stamped  envelope  and  would  appre¬ 
ciate  any  suggestions  you  might 
make. 

Thanking  you  for  your  attention 
to  this  matter,  we  are, 

The  Kuhn  Co. 

W.  S.  Kuhn. 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


People  Are  Using  Cocoa  as 
Coffee  Substitute. 


High  Coffee  Prices  Are  Reason.  1912 
Coffee  Importations  Smaller  From 
Same  Reason,  But  Worth  More 
Money. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Washington,  D.  C., 

February  27,  1913. 

The  value  of  coffee  importations 
in  the  calendar  year  1912  was  the 
largest  on  record,  amounting  to 
130^2  million  dollars,  against  97 
million  in  1911,  and  74  million  in 
1910,  87  million  in  both  1909  and 
1904,  and  109  million  in  1892,  the 
former  high  record  year.  The 
quantity,  however,  imported  in 
1912  is  materially  less  than  in  1000 
or  1904,  the  number  of  pounds  im¬ 
ported  in  1912  being  943  million, 
against  1,140  million  in  1909,  and 
1,113  million  in  1904. 

The  average  price  per  pound  of 
the  coffee  imported  was,  in  1912, 


13.8  cents,  against  7.6  cents  in  1909, 
and  6.8  cents  in  1902.  These  fig¬ 
ures  represent  the  average  price  in 
the  country  from  which  exported  to 
the  United  States,  since  the  law 
designating  the  method  of  valuing 
the  merchandise  imported  into  the 
United  States  requires  that  the  sell¬ 
ing  price,  or  wholesale  market 
value,  of  the  merchandise  in  the 
country  from  which  exported  be 
accepted  as  the  stated  value  of  the 
merchandise  in  the  returns  made  to 
the  Statistical  Division  of  the  Bu¬ 
reau  of  Foreign  and  Domestic 
Commerce.  The  price  of  imported 
coffee  in  1912  was  higher  than  that 
of  recent  years,  though  in  the  fiscal 
years  1895  and  1896  it  averaged 
WA  cents  per  pound  and  in  1894 
163/2  cents. 

About  three-fourths  of  the  coffee 
imported  in  1912  came  from  Brazil, 
the  total  from  that  country  being 
676  million  pounds  valued  at  9334 
million  dollars,  against  2663^  mil¬ 
lion  pounds  valued  at  37  million 


dollars  from  all  other  countries. 
Next  to  Brazil  the  largest  impor¬ 
tations  were  8134  million  pounds 
valued  at  10  million  dollars  from 
Colombia;  513^  million  pounds  val¬ 
ued  at  y2/i  million  dollars  from 
Venezuela;  38  million  pounds  val¬ 
ued  at  43/3  million  dollars  from  the 
Central  American  States;  and  31  % 
million  pounds  valued  at  5  million 
dollars  from  Mexico ;  while  from 
Europe  as  a  whole  the  importations 
of  coffee  produced  in  Asia,  Africa 
and  other  countries  amounted  to 
4 2%  million  pounds,  valued  at  6j4 
million  dollars. 

The  high  price  of  imported  cof¬ 
fee  in  recent  years  has  been  ac¬ 
companied  by  a  marked  increase  in 
the  importations  of  cocoa.  The 
quantity  of  cocoa  imported  into  the 
United  States  in  the  calendar  year 
1912  was  153  million  pounds, 
against  134  million  in  1911,  116 
million  in  1910,  and  121  million  in 
1909,  the  first  year  in  which  the 
total  exceeded  100  million  pounds. 


The  value  of  the  cocoa  imports  ol 
1912  was  $16,917,356,  against  $14,- 
589>545  in  I911  and  $7,262,100  ii 
1902,  a  decade  ago,  in  which  year 
the  quantity  imported  was  56,744,- 
545  pounds.  Holt.  I 


PATENTS 


and  Trade-marks  procured  promptly  and 


properly  in  all  countries. 


Davis  &  Davis,  Washington,  D.C. 


These  trade-n 


icross 


every  packap 

PRCCn)  EJ  ill  I  it  1 DtET  for 

uncaum  rvtjuff  dyspeptics 

KIDNEY  HD  LIVE^R(3|leS  ind  OBESITY 

Makes  de^Kious^Ms  fon|yerybody. 

Onlike  other  a^ds.  For  book 

FARWELL  4  RHINfs,  Wa?teTow>n.  r.,  0.  s.  a, 


MANY  GROCERS 


Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 


Sample  free,  or  four  months’  trial  for  10  cents 
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DANIEL  WEBSTER 
FLOUR 

“Better  than  the  Best’ 


OTMBsaoa'i 


•  Bread  made  from  DANIEL  WEBSTER  FLOUR  not  only  rises  better  but  also 
retains  its  freshness  and  moisture  longer  than  bread  made  from  inferior  flour.  It  also 
takes  up  more  water  in  the  dough  and  makes  a  bigger  loaf  per  quantity  of  flour  used 
It  is  a  splendid  flour  for  cakes  and  pastry  as  well  as  bread.  Women  like  DANIEL 
WEBSTER  FLOUR  for  these  reasons  and  your  customers  will  be  pleased  with  you 
if  you  persuade  them  to  try  it.  You  can  recommend  it  with  confidence  because  our 
immense  facilities  for  storing  grain  enable  us  to  keep  its  quality  absolutely  uniform,  so 
the  trade  you  secure  on  it  will  b et  permanent  because  satisfied. 

We  help  the  grocer  who  sells  DANIEL  WEBSTER  FLOUR  to  secure  the^ 
sales  created  by  our  advertising.  Write  us  for  list  of  “ dealer  helps." 

EAGLE  ROLLER  MILL  COMPANY/ 

NEW  ULM,  MINNESOTA 
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is  made  in  an  abso¬ 

lutely  sanitary  factory 
meeting  all  Govern- 

ment  requirements 


MADE  AT 

WILLI  AMSVILLE,  N.  Y. 

BY 

JAMES  CHALMERS’  SONS 

H.  P.  TAYLOR,  JR.,  RICHMOND,  VA.,  SALES  AGENT 
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Two  More  Lenten  Windows 


Two  more  Lenten  suggestions,  both  very  simple,  yet  attractive. 

No.  i. 

Soup  is  always  a  popular  dish,  but  especially  during  the  cold 
weather.  Lent  is  a  good  time  to  make  a  window  display  of  it.  To 
arrange,  first  cover  the  bottom  of  the  window  with  white  crepe  paper. 
At  one  side  place  a  large,  neat  sign  card,  with  lettering  as  illustrated. 


In  the  centre  place  a  large  linen  napkin,  on  which  place  a  soup  tureen, 
a  salt  and  pepper  shaker  and  a  bowl  of  small  crackers.  At  the  rear 
build  small  pyramids  of  the  different  kinds  of  soup.  Run  some  of  the 
white  crepe  paper  across  the  rear  at  the  bottom  and  at  the  top.  Cut  some 
of  the  paper  in  three  inch  strips  and  twist  and  arrange  as  illustrated. 


No.  2. 

The  macaroni  display  is  arranged  in  the  following  manner :  First 
cover  a  three-cornered  pyramid  made  of  wood  with  red,  white  and 
green  Italian  colors.  The  bottom  or  largest  platform  cover  with  red 
crepe  paper,  the  next  white  and  the  smallest  or  top  one,  green.  Now 
cover  the  bottom  of  the  window  with  white  crepe  paper  and  place  the 
pyramid  in  the  centre  at  the  rear.  In  front  place  a  sign  card  in  the 
centre,  with  lettering  to  suit  your  display.  At  each  side  place  an 
opened  box  of  long  and  elbow  macaroni.  Pour  the  contents  on  a 


white  paper  napkin  and  build  a  pyramid  back  of  each  kind.  On  the 
pyramid  in  the  centre  arrange  paper  napkins,  on  which  display  all  kinds 
of  macaroni.  Run  some  of  the  white  crepe  paper  across  the  window 
at  the  bottom  for  a  background  and  arrange  the  crepe  paper  strips  as 
in  the  other  window ;  but  instead  of  having  them  white,  use  the  three 

I  /n  ^  J  ...  1-.  .  —  J  1  i i  1  '  I  '  *  i  1  4  1  1  .  .  1 


colors,  red,  white  and  green  alternately.  Tie  the  three  colors  together 


with  a  little  band  of  paper  made  of  the  three  colors. 


Government  Loses  Two  Interesting 
Coffee  Cases. 

Two  interesting  cases  brought 
recently  by  the  United  States  Gov¬ 
ernment,  involving  alleged  mis¬ 
branding  of  package  coffee,  have 
just  been  decided  in  the  West,  both 


in  favor  of  the  C.  F.  Blanke  Tea 
and  Coffee  Co.,  of  St.  Louis,  Mo., 
the  defendant  in  both  cases.  In 
one  of  the  cases  it  was  alleged  that 
the  branding  of  the  company’s 
‘Mojav”  blend  misled  the  public 
into  the  belief  that  the  product  was 


a  mixture  of  Mocha  and  Java  cof¬ 
fees.  In  another  it  was  alleged  that 
the  company’s  product  branded 
“Kafeka”  misled  purchasers  into 
the  belief  that  it  was  composed  of 
grains  and  cereals,  whereas,  it  was 
alleged,  it  contained  “about  io  per 


cent,  of  low  grade  coffee,  in¬ 
cluding  a  considerable  amount  of 
coffee  chaff  and  other  refuse.”  In 
the  Mojav  case  the  judge  instructed  i 
the  jury  to  find  for  defendant,  and 
the  other  the  jury  found  for  the 
defendant  without  instructions. 
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Honest  Advertising  Bill  Passes  Both  Houses 
Finally  and  Now  Coes  to  Governor 

House  Tentatively  Agrees  to  Bill  Regulating  Cold  Storage  Foods. 
Bill  Controlling  Rotten  Egg  Sale  Also  Soon  to  Pass,  But  Will 
be  First  Amended.  Other  Legislative  News.  ^ 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  March  7,  1913. 

The  honest  advertising  law  has 
now  passed  both  Houses  finally  and 
is  now  in  the  Governor’s  hands  for 
signature.  There  is  every  expecta¬ 
tion  that  he  will  sign  it : — 

AN  ACT 

To  prohibit  the  making  or  dissem¬ 
ination  of  false  or  misleading 
statements  or  assertions  concern¬ 
ing  any  merchandise,  securities  or 
services,  and  providing  penalties 
for  the  violation  thereof.  x 
Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  who¬ 
ever  in  a  newspaper,  periodical,  cir¬ 
cular,  form,  letter  or  other  publi¬ 
cation  published,  distributed  or  cir¬ 
culated  in  this  Commonmealth,  or 
in  any  advertisement  in  this  Com¬ 
monwealth  knowingly  makes  or  dis¬ 
seminates  or  causes  to  be  made  or 
disseminated  any  statement  or  as¬ 
sertion  concerning  the  quantity,  the 
quality,  the  value,  the  merit,  the 
use,  the  present  or  former  price, 
the  cost,  the  reason  for  the  price,  or 
the  motive  of  purpose  of  a  sale 
of  any  merchandise,  securities  or 
services,  or  concerning  the  method 
or  cost  of  production  or  manufac¬ 
ture  of  such  merchandise  or  the 
possession  of  rewards,  prizes  or  dis¬ 
tinctions  conferred  on  account  of 
such  merchandise,  or  the  manner  or 
source  of  purchase  of  such  mer¬ 
chandise  or  securities  which  is  un¬ 
true  or  calculated  to  mislead  shall 
be  guilty  of  a  misdemeanor,  and  on 
conviction  be  sentenced  to  pay  a 
fine  of  not  more  than  $1,000  or  by 
imprisonment  in  the  county  jail  not 
exceeding  sixty  days,  or  by  both 
such  fine  and  imprisonment. 

*  *  -M 

There  has  been  introduced  in  the 
House,  referred  to  the  Judiciary 
General  Committee  and  favorably 
reported  back  to  the  House  by  that 
body,  the  following  bill;  “An  act 
to  amend  an  act  entitled  ‘An  act  to 
provide  for  the  licensing  and  regu¬ 
lating  of  slaughter  houses,  shops, 
wagons,  and  places  where  meats, 
poultry,  fish,  game  and  shell  fish 
are  prepared  for  use  as  food,  or 
stored  or  exposed  for  sale,  in  cities 
of  the  first  class  in  this  Common-' 
wealth ;  and  providing  penalties  for 
any  violation  of  any  .regulation  gov¬ 
erning  the  same/  approved  the 
twenty-sixth  day  of  April,  Anno 
Domini  nineteen  hundred  and 
seven,  so  as  to  provide  that  licenses 
.shall  be  for  the  calendar  year  and 
that  licensees  continuing  in  business 
shall  annually  apply  for  new 


licenses.”  This  bill  came  up  for 
first  reading  and  was  tentatively 
agreed  to  by  the  House. 

This  bill  applies  only  to  Phila¬ 
delphia  and  would  compel  all  mer¬ 
chants  who  sell  meat,  poultry,  fish, 
game  and  shell  fish  to  take  out  the 
present  $1  license  every  year. 

:Jc  ;J< 

The  bill  providing  that  rotten 
eggs  shall  not  be  sold  for  any  pur¬ 
pose  until  they  are  treated  with 
kerosene  oil  is  in  sight  of  final 
passage.  The  Senate  passed  it 
finally  and  the  House  has  gotten 
it  as  far  as  second  reading.  It 
came  up  for  third  reading  and  final 
passage  during  the  week,  but  was 
postponed  at  the  request  of  Mr. 
Stein,  who  said  he  wished  to  make 
amendments  to  it. 

'5* 

The  House  had  passed  the 
new  bill  regulating  the  sale  of  cold 
storage  food  on  second  reading 
and  it  came  up  for  final  passage 
on  third  reading  a  few  days  ago. 
It  could  not  be  passed,  however, 
because  it  had  to  be  amended  in 
order  to  correct  some  eight  typo¬ 
graphical  errors.  The  bill  was 
laid  over  for  printing,  and  will 
come  up  again  in  a  few  days. 
This  bill  is  regarded  as  one  of 
the  bills  sure  to  be  passed  in 
some  form  at  the  current  session. 
The  original  title  of  the  bill  has 
been  amended.  It  was  at  first  “An 
act  regulating  the  sale  of  certain 
food  that  shall  have  been  kept  in 
cold  storage,  providing  for  in¬ 
spectors  to  enforce  this  act,  fixing 
their  salaries,  payable  by  the  proper 
county,  and  fixing  penalties  for 
the  violation  of  the  provisions 
thereof,”  but  as  amended  is  as  fol¬ 
lows  ;  “An  act  for  the  protection  of 
the  public  health  and  the  preven¬ 
tion  of  fraud  and  deception  by 
regulating  the  storage  and  sale  of 
cold  storage  foods.” 

The  bill  as  recommended  by  the 
committee  and  tentatively  agreed 
to  by  the  House,  is  as  follows: — 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth5  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  this  act 


shall  be  known  and  may  be  cited  as 
the  “Cold  Storage  Act  of  1913.” 

Sec.  2.  The  term  “cold  storage” 
as  used  in  this  act  shall  mean  the 
storage  of  food  at  or  below  a  tem¬ 
perature  of  40  degrees  Fahrenheit 
in  a  cold  storage  warehouse. 

Sec.  3.  The  term  “cold  storage 
warehouse”  as  used  in  this  act  shall 
mean  an  establishment  employing 
refrigerating  machinery  or  ice  for 
the  purpose  of  refrigeration  or  a 
place  otherwise  artificially  cooled  in 
which  articles  of  food  are  stored 
for  thirty  days  or  more  at  a  tem¬ 
perature  of  40  degrees  Fahrenheit 
or  under. 

Sec.  '4.  The  term  “food”  as  used 
in  this  act  shall  mean  the  fresh 
flesh  of  animals  and  fresh  products 
therefrom,  the  fresh  flesh  of  fowls, 
fresh  food,  fish,  eggs  and  butter 
which  have  been  stored  in  a  cold 
storage  warehouse. 

Sec.  5.  Ihe  word  “container”  as 
used  in  this  act  shall  be  taken  to 
mean  any  bag,  band,  barrel,  basket, 
bottle,  box,  caddy,  can,  canister, 
carton,  crate,  firkin,  hogshead,  jar, 
jug,  keg,  stopper,  vessel,  wrapper, 
frozen,  bulk  or  any  similar  or  anal¬ 
ogous  utensil,  receptacle,  band  or 
wrapper  in  which  food  may  be  kept, 
stored,  sold  or  offered  for  sale. 

Sec.  6.  The  word  “marked”  as 
used  in  this  act  shall  be  takui  to 
mean  written,  printed,  stamped  or 
painted  or  any  other  means  whereby 
words  or  figures  may  be  indicated 
in  or  on  a  container,  or  on  any 
cover  attached  thereto. 

Sec.  7.  The  term  “wholesome” 
as  used  in  this  act  shall  mean  fit  for 
human  food. 

Sec.  8.  No  person,  firm  or  cor¬ 
poration  shall  operate  a  cold  storage 
warehouse  without  a  license  issued 
by  the  Department  of  Agriculture, 
through  its  agent,  the  Dairy  and 
Food  Commissioner.  Such  license 
shall  be  issued  only  on  written  ap¬ 
plication,  stating  ’the  location  of 
such  warehouse.  Upon  receipt  of 
the  application,  said  Dairy  and 
Food  Commissioner  shall  cause  an 
examination  to  be  made  into  the 
sanitary  condition  of  such  ware¬ 
house:  If  it  be  found  to  be  in  a 
sanitary  condition  and  properly 
equipped  for  the  purpose  of  cold 
storage,  the  Dairy  and  Food  Com¬ 
missioner  shall  cause  a  license  to 
be  issued  authorizing  the  applicant 
to  operate  a  cold  storage  warehouse 
during  the  period  of  one  year  from 
the  date  of  such  license.  No  li¬ 
cense  shall  be  issued  until  the  ap¬ 
plicant  therefor  shall  have  paid  into 
the  Treasury  of  this  Commonwealth 
the  sum  of  $50  and  shall  have  ex¬ 
hibited  the  receipt  of  the  State 
Treasurer  therefor  to  the  proper 
official  in  the  Department  of  Agri¬ 
culture.  A  license  shall  be  required 
for  each  separate  warehouse  build¬ 
ing. 

Sec.  9.  Whenever  any  warehouse 
licensed  under  the  provisions  of  this 
act,  or  any  portion  of  such  ware¬ 
house,  shall  be  deemed  by  the  Dairy 
and  Food  Commissioner  to  be  in  an 
unsanitary  condition,  it  shall  be  the 
duty  of  the  Dairy  and  Food  Com¬ 
missioner  to  cause  such  warehouse, 
or  portion  thereof,  to  be  closed 
until  it  shall  be  put  in  a  sanitary 
condition.  If  such  changes  be  not 
made  within  a  reasonable  time,  the 
Dairy  and  Food  Commissioner  may 
suspend  or  revoke  the  license 
granted  for  the  operation  of  such 
warehouse.  It  shall  be  unlawful 
for  any  person,  firm  or  corporation 
to  operate  any  such  warehouse,  or 
portion  thereof,  when  the  same 
shall  be  closed  by  order  of  the 
Dairy  and  Food  Commissioner. 

Sec.  10.  It  shall  be  the  duty  of 
every  person,  firm  or  corporation 
that  shall  be  licensed  to  operate  a 
cold  storage  warehouse  to  keep  an 
accurate  record  of  .the  receipts  and  J 


withdrawal  of  food  therefrom 
The  agents  of  the  Dairy  and  Food 
Commissioner  shall  have  free  ac¬ 
cess  to  such  records  at  all  times.  It 
shall  be  the  duty  of  each  person, 
firm  or  corporation  licensed  to  op¬ 
erate  a  cold  storage  warehouse  to 
file  in  the  office  of  the  Dairy  and 
Food  Commissioner  on  or  before 
the  sixth  day  of  January,  April, 
July  and  October  of  each  year  a 
report  setting  forth  in  itemized 
particulars  the  kind  and  quantities 
of  food  products  held  in  cold  stor¬ 
age  in  such  warehouse.  The  report 
shall  be  made  on  printed  forms  pre¬ 
pared  and  supplied  by  the  Dairy 
and  Food  Commissioner.  If,  in  the 
judgment  of  the  Dairy  and  Food 
Commissioner,  it  shall  be  deemed 
better  in  enforcing  this  act  to  cause 
reports  to  be  made  at  more  frequent 
intervals  than  herein  required,  said 
Dairy  and  Food  Commissioner  may 
cause  such  reports  to  be  filed  in  ac¬ 
cordance  herewith. 

Sec.  11.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
place  in  any  cold  storage  ware¬ 
house,  to  keep  therein  or  to  seil, 
offer  or  expose  for  sale  any  dis¬ 
eased,  tainted  or  otherwise  unwhole¬ 
some  food. 

Sec.  12.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
place  in  any  cold  storage  warehouse 
any  slaughtered  animals,  or  parts 
thereof,  unless  the  entrails  and 
other  offensive  parts  have  been  first 
properly  removed. 

Sec.  13.  It  shall  be  the  duty  of 
the  Dairy  and  Food  Commissioner 
to  cause  to  be  made  a  careful  in¬ 
spection  of  all  cold  storage  foods, 
with  a  view  to  determining  whether 
the  same  are  wholesome.  Such  in¬ 
spection  shall  be  made  where  such 
food  is  stored,  and  each  package  of 
such  food  so  inspected  shall  bear 
the  marks,  stamps  or  other  devise 
for  identification  provided  for  in 
this  section. 

It  shall  be  the  duty  of  the  Dairy 
and  Food  Commissioner  to  make 
such  rules  and  regulations  as  he 
may  deem  proper  relating  to  such 
inspection  and  supervision  and  to 
the  cold  storage  of  food,  and  other¬ 
wise  to  secure  the  proper  enforce¬ 
ment  of  this  act.  Duly  authorized 
agents  of  the  Dairy  and  Food  Com¬ 
missioner  may  at  any  reasonable 
time  enter  in  such  warehouse  and 
inspect  the  same. 

Sec.  14.  All  food  when  deposited 
in  cold  storage  warehouses  shall 
have  plainly  marked  upon  the  con¬ 
tainer  the  date  that  such  food  shall 
be  placed  in  such  warehouse.  If 
such  foods  be  not  in  a  container, 
such  marking  shall  be  on  such  food 
or  on  a  tag  or  label,  securely  and 
permanently  attached  thereto. 

Such  food  or  the  container  there¬ 
of  shall  have  marked  plainly  there¬ 
on  the  date  of  withdrawal  of  such 
food  from  such  warehouses.  The 
marking  of  food  in  accordance  with 
the  terms  of  this  section  shall  be 
under  such  regulations  as  may  be 
prescribed  by  the  Dairy  and  Food  . 
Commissioner. 

Sec.  15.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation,  or 
any  agent  thereof,  to  sell  or  offer 
or  expose  for  sale,  or  have  in  pos¬ 
session  with  intent  to  sell  at  whole¬ 
sale,  any  food  which  is  not  marked 
and  distinguished  on  the  outside  of 
each  container  in  a  conspicuous 

(Continued  on  page  14.) 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant” 

Attorney  and  Counselorat  Law 

643-648  Land  Title  Building 

Philadelphia.  Pa. 

Telephones  { 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Announcement  is  Made  of 


The  Annual  Puffed  Rice  and  Puffed  Wheat 


Coupon  Sampling  Plan 


It  will  be  three  and  one-half  times  as  grea  as  in 


previous  years. 

Seven  million,  six  hundred  thousand  of  the  coupons 
will  call  for  a  package  of  Puffed  Rice  or  Puffed 

Wheat  absolutely  free. 

You’ll  zet  your  full  profit  on  every  coupon. 

We  redeem  from  you  in  cash  at  the  feguiar  retail 
orice.  22,000,000  Magazines  will  present  this  gift 
to  women.  Here  is  the  list  ot  magazines  in  which 
the  coupon  will  soon  appear. 


Saturday  Evening  Post 
Ladies’  Home  Journal 
Woman’s  Home  Companion 
McCall’s 

People’s  Home  Journal 

Pictorial  Review 

Youth’s  Companion 

Uncle  Remus’  Home  Magazine 

Modern  Priscilla 

Literary  Digest 

Outlook 

Vogue 

Canadian  Magazine 
Canadian  Home  Journal 
Woman's  World 
Delineator 
Designer 

Woman’s  Magazine 
Ladies’  World 
Home  Life 

People’s  Popular  Monthly 
Housewife 
Mother’s  Magazine 
Leslie’s  Weekly 


Christian  Herald 
American  Boy 
Holland’s  Magazine 
Harper’s  Bazaar 
Canada  Monthly 
Canadian  Pictorial 
Western  Home  Monthly 
McLean’s  Magazine 
Sunday  Magazine  of 
Chicago  Record-Herald 
St.  Louis  Republic 
Philadelphia  Press 
Pittsburgh  Post 
New  York  Tribune 
Boston  Post 
Washington  Star 
Minneapolis  Journal 
Buffalo  Courier 
Detroit  News-Tribune 
Baltimore  Sun 
Pittsburgh  Gazette-Times 
Minneapolis  Tribune 
Louisville  Courier-Journal 
New  Orleans  Picayune 


Rochester  Democrat  and  Chronicle 

Philadelphia  North  American 

Richmond  Times-Dispatch 

Omaha  World-Herald 

Buffalo  Times 

Boston  Herald 

Pittsburgh  Dispatch 

Detroit  Free  Press 

Milwaukee  Sentinel 

Columbus  Dispatch 

Denver  Republican 

Worcester  Telegram 

Providence  Tribune 

New  York  Sun 

Boston  Globe 

San  Francisco  Call 

Washington  Post 

Omaha  Bee 

Chicago  Tribune 

St.  Louis  Globe-Democrat 

Cincinnati  Enquirer 

Memphis  Commercial  Appeal 

Denver  Rocky  Mountain  News 

Des  Moines  Register  and  Leader 


Leslie  s  weeaiy  - -  -  .  ,  • 

This  is  a  chance  to  get  new  trade.  Get  women  started  by  re  eemmg 


coupons.  .  '  . 

Tlio  aunrantee  the  sale  on  goods  you  purchase  to  take  care  of  the  business 

*Buy  two  leases  Lh  Puffed  Rice  and  Puffed  Wheat,  and 

should  any  part  remain  on  August  i  st,  we  will  relieve  you  of  the  surplus  on  requ 


INSTANT  ACTION  NECESSARY 


The  Quaker  Qats  GmPaTvy 


CHICAGO 
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Contributed. 


Canned  Goods  Broker  Says  Retailers 
Curtail  Corn  Consumption  by  Charg 
ing  Too  Much  Per  Can 


William  Silver,  of  Aberdeen,  Md.,  Says  He  Has  Known  Retailers 
to  Try  to  Get  Eighteen  Cents  a  Can  for  Corn.  Others 
Want  One  Hundred  Per  Cent.  Profit  on  Cheap  Corn.  Asks 
Closer  Pricing  for  the  General  Trade  Good. 


If  the  cheaper  grades  of  canned 
com  were  retailed  to  the  consumer 
at  a  lower  price  the  consumption 
would  be  greatly  increased.  Some 
of  the  more  progressive  and  larger 
retailers  are  offering  this  cheap 
corn  to  their  customers  at  a  rea¬ 
sonable  profit  and  in  consequence 
moving  large  quantities,  but  inves¬ 
tigation  has  shown  that  a  large  pro¬ 
portion  of  the  retailers  are  selling 
corn  as  a  io-cent  article,  which  left 
the  manufacturer’s  hands  on  the  50- 
cent  basis.  This  does  not  give  the 
consumer  the  benefit  of  the  low 
price  and  instead  of  moving  stocks 
leaves  corn  on  the  retailers’  shelves 
unsold.  This  policy  of  small  sales 
and  large  profits  is  most  undesir¬ 
able  and  most  unfair  to  both  con¬ 


sumer  and  producer,  and  simply 
clogs  the  wheels  of  commerce  and 
is  one  of  the  most  potent  causes 
for  the  high  cost  of  living. 

We  have  recently  found  corn 
being  retailed  as  high  as  18  cents 
per  can.  The  average  consumer 
does  not  know  that  there  is  a  large 
surplus  of  corn,  and  on  account  of 
his  ignorance  is  willing  to  pay  the 
regular  price  which  he  is  accus 
tomed  to  paying  from  year  to  year, 
but  this  is  a  fearful  imposition  on 
his  good  nature  and  on  his  pocket 
book,  and  is  one  of  the  crying  evils 
of  the  times  and  one  of  the  chief 
reasons  why  overproduction  be 
comes  such  a  menace  to  the  indus¬ 
try.  We  have  often  found  that  re 
tailers  who  bought  these  cheap 


stocks  and  were  trying  to  make  a 
profit  of  upwards  of  100  per  cent, 
on  their  sales  could  not  understand 
why  they  did  not  sell  more  of  these 
goods. 

If  our  retail  friends  would  stop 
to  consider  the  unfairness  of  this 
policy  to  their  customers  we  believe 
they  could  not  help  but  change  their 
methods,  and  we  believe  it  to  be 
the  duty  of  all  interested  in  the 
business  and  interested  in  fair  play 
to  exert  their  influence  in  overcom¬ 
ing  this  trade  evil,  the  extent  of 
which  is  hard  to  estimate,  and  ap¬ 
plies  not  only  to  this,  but  to  many 
other  lines  of  business. 

We  realize  that  we  are  speaking 
frankly,  but  there  are  times  when 
it  becomes  necessary  to  be  frank  in 
order  to  overcome  long  established 
abuses  which  have  been  ruling  for 
years  and  which  have  not  been 
given  careful  and  serious  consider 
ation. 

We  believe  in  “living  and  letting 
live.”  We  do  not  believe  in  the 
manufacturer  being  compelled  to 
either  hold  his  goods  unsold  in 
warehouse  or  to  sacrifice  them  in 
order  that  those  engaged  in  one  of 
the  main  avenues  of  distribution 
may  make  abnormal  profits  and  the 


consumer  pay  abnormal  prices.  If 
the  present  holdings  of  corn  were 
marketed  at  a  fair  margin  of  profit 
by  the  retailer  we  believe  the  large 
stocks  now  held  would  be  much 
more  readily  absorbed  and  the  pack 
cleared  for  a  normal  corn  pack  of 

1913- 

The  packers  feel  the  necessity  of 
curtailment  of  the  product  in  <pr- 
der  that  the  market  may  recuper¬ 
ate.  We  wish  that  the  retailer 
would  feel  the  necessity  of  giving 
lis  customers  the  advantage  of 
present  low  prices  and  thus  do  his 
?art  in  assisting  to  put  the  indus¬ 
try  on  a  normal  footing,  clearing 
lis  shelves  of  present  stocks, 
thereby  preparing  the  way  for 
quicker  future  distribution. 

William  Silver.  - 
Aberdeen,  Md.,  March  5,  1913. 


Asparagus  has  now  commenced 
to  come  forward,  both  from  Cali¬ 
fornia  and  South  Carolina.  The 
California  stock  is  much  the  best, 
and  brings  about  $10  for  a  box  of 
a  dozen  bunches.  The  South 
Carolina  grass  is  poor,  but  brings 
75  cents.  The  demand  for  as¬ 
paragus  is  poor. 


“Depend  on  Grocers  Only  as  Last 

Resort” 


This  Advice  is  Given  Public  by  United  States  Department  of 
Agriculture  in  Teaching  How  to  Can  Tomatoes  and  Sell 
Them  in  Competition  With  Grocer  and  Packer. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant." 


Washington,  D.  C., 

March  6,  1913. 

The  United  States  Department  of 
Agriculture  has  just  issued  another 
piece  of  literature  the  effect  of 
which,  if  taken  literally,  would  be 
to  injure  the  interests  of  the  retail 
grocer,  and  in  this  case  the  canned 
goods  packer.  The  book  is  “Can- 
ning  Tomatoes  at  Home  and  in 
Club  Work,  and  it  not  only  con¬ 
tains  a  large  number  of  recipes,  but 
complete  instructions  how  to  pack 
tomatoes,  and  to  sell  them  after¬ 
wards.  The  selling  suggestions 
appear  under  the  heading  “Finding 
a  Market,  and  are  interesting : — 


FINDING  A  MARKET. 

After  the  tomatoes  have  been 
canned  and  the  pickle  and  catchups 
made,  an  important  part  of  the 
work  remains,  and  that  is  to  find  a 
good  market  for  the  product.  As 
a  result  of  the  pure  food  agitation 
of  the  last  few  years  people  are 


demanding  a  better  quality  of 
canned  goods  and  are  willing  to  pay 
a  better  price  for  them.  Start  out 
with  the  idea  that  there  is  a  good 
market  for  your  product  and  do  not 
lack  confidence  in  yourself  to  find  it. 
Only  as  a  last  resort  depend  upon 
the  grocery  stores  or  commission 
merchants.  (Italics  mine— Holt  ) 
The  very  best  people  are  most 
likely  to  want  your  products,  and 
these  are  the  ones  to  see.  Many 
housewives  living  in  the  city  who 
leave  home  for  the  country  during 
the  summer  months  would  gladly 
give  you  an  order  to  can  enough  to¬ 
matoes  to  last  them  all  winter. 
Dress  neatly  and  go  to  see  all  you 
can,  taking  with  you  samples  of 
your  products  put  up  in  an  attrac¬ 
tive  form.  Your  goods  are  worth 
more  than  the  ordinary  canned 
goods  and  you  do  not  have  to  com¬ 
pete  with  them.  You  never  see 
fancy"  goods  upon  a  bargain  coun¬ 
ter  ;  so  do  not  put  a  cheap  price 
upon  your  products.  Go  to  see  the 
managers  of  the  best  hotels  and  res¬ 
taurants  in  your  neighborhood,  the 
stewards  of  social  clubs  in  the 
cities  and  the  managers  of  railroad 
dining  cars.  Cater  to  a  good  trade, 
for  plenty  of  people  are  always  on 
the  lookout  for  the  best  products. 
Go  to  see  these  or  get  some  friend 
to  recommend  you  to  them.  If  you 


really  have  something  better  than 
ordinary  you  will  have  no  difficulty 
in  selling  it. 

No  matter  what  business  one 
goes  into  it  is  always  best  to  spec¬ 
ialize.  This  also  applies  to  canning 
at  home.  Some  excel  in  catchup 
making,  while  others  have  better 
success  with  pickles.  A  little  ex¬ 
perience  will  teach  you  wherein 
you  may  excel;  then  specialize  in 
that  line.  A  lady  in  Richmond,  Va., 
has  made  a  National  reputation 
with  her  “pin-money  pickles."  She 
began  a  few  years  ago  in  a  very 
modest  way,  and  now  her  products 
are  so  popular  that  they  can  be 
found  nearly  everywhere  in  the 
United  States.  A  lady  in  Wash¬ 
ington,  D.  C.,  has  built  up  quite  a 
business  making  chowchow.  She 
makes  this  for  the  social  clubs  in 
the  city  and  gets  $3  a  gallon  for  it. 
Work  up  your  market  as  you  go 
along  and  as  far  as  possible  take 
orders  ahead.  Do  not  go  into  can¬ 
ning  too  heavily  at  first.  Experi¬ 
ment  with  a  few  cans  and  see  how 
they  keep.  Canning  according  to 
the  instruction  of  this  bulletin  has 
been  successful  many  times,  and 
a  complete  failure  on  your  part  will 
mean  that  you  have  neglected  some 
important  detail  or  have  not  fol¬ 
lowed  directions.  Do  not  be  dis¬ 
couraged  on  account  of  a  few  fail¬ 
ures.  It  is  through  failures  that 
one  often  gets  good  experience, 
the  writers  of  this  bulletin  do  not 
ose  one  can  out  of  a  hundred. 
With  a  little  practice  you  can  do 
as  well. 


girl  canned  tomatoes  at  a  cost  of  4 
cents  a  can,  and  made  $25  profit, 
though  it  is  not  stated  what  she 
charged  for  her  product. 

Holt. 


The  pamphlet  also  contains  the 
details  of  a  number  of  instances  in 
which  club  girls  did  a  successful 
business  in  raising  and  canning  to¬ 
matoes.  In  one  case  a  Mississippi 


$500  Damages  for  Accusing  a 
Man  of  Selling  “No.  2  Hams.” 


Pittsburgh  (Pa.)  Meat  Jobber  Gets  Ver¬ 
dict  Against  Agent  of  Chicago  Packer 
on  the  Above  Ground.  Court  Said 
Words  Were  Liable  to  Injure  the 
Victim  in  His  Trade  or  Business. 


“Grocery  World 


Special  Correspondence  of 
and  General  Merchant." 

Pittsburgh,  Pa.,  March  6,  1913. 

The  trade  here  are  much  inter¬ 
ested  in  the  report  of  a  case 
brought  by  a  wholesale  meat  dealer 
here  against  the  local  manager  of 
one  of  the  large  Chicago  packers, 
which  though  decided  by  the  Penn¬ 
sylvania  Superior  Court  some  time 
ago,  is  just  beginning  to  be  noised 
about  the  trade. 

The  plaintiff  was  Charles  Herler, 
a  wholesale  meat  dealer,  and  the 
defendant  James  F.  Pierce.  Herler 
used  to  buy  his  meats  from  Pierce’s 
principal,  but  for  some  reason  left. 
After  he  had  left  he  accused 
ierce  of  talking  about  him.  He 
particularly  accused  Pierce  of  say- 
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publicly  that  “Charles  Herler 
and  sells  No.  2  hams.” 
ler  at  once  brought  suit  for 
jer,  alleging  that  the  trade  un- 
tood  No.  2  hams  to  mean 
ns  inferior  in  quality,  unsound, 
to  eat,  unmarketable  and 
;h  had  to  be  sold  contrary  to 
meat  inspection  laws.” 
he  case  was  tried  and  resulted 
verdict  of  $500  against  Pierce, 
ilication  for  new  trial  was  re¬ 
el  and  the  case  was  appealed  to 
Superior  Court,  which  upholds 
verdict.  Herler  did  not  prove 
he  had  suffered  actual  damage, 
the  court  said  he  didn  t  have  to 
ire  that ;  inasmuch  as  the  words 
:l  were  liable  to  injure  him  ih 
trade  or  business,  the  plaintiff 
sn’t  have  to  prove  that  they  ac- 
Hy  did  injure  him;  the  law  as- 
les  that  they  did,  and  will  make 
user  of  them  pay  anyway. 

»y  this  time  Pierce  has  probably 
:1  the  $500  and  the  incident  is 
>ed. 

*  *  * 

rhe  Retail  Protective  Union  of 
tsburgh  is  being  ousted  from  its 
ces  in  the  Lewis  Block  and  is 
ring  a  hard  time  in  selecting  new 
irters.  The  union  is  forced  to 
nove  from  its  headquarters  by 
ir’il  1st,  but  up  to  this  time  no 
v  home  has  been  found.  The  en 
e  block  in  which  the  Lewis 
hiding  is  located  is  to  be  razed 
make  way  for  an  immense  12 
>ry  department  store  to  be  erected 
the  Baer-Kaufmann  Co.,  and  all 
lants  have  been  notified  that 
3rk  on  the  destruction  of  the 
iilding  will  begin  April  1st. 

A  committee  from  the  Grocers’ 
nion  was  named  to  meet  with  a 
immittee  of  the  Butchers  organ- 
ation,  as  both  are  to  use  the  same 
fices.  It  is  here  where  the  hitch 
)iues  in,  as  the  committees  each 
ive  eyes  on  different  locations 
id  have  been  unable  to  agree. 

P.  I.  D.  C. 


^nnsylvania  Legislative  Notes. 

William  Stoddart,  aged  72,  died 
it  his  home  in  Wilkes-Barre,  Pa., 
ast  Sunday  of  general  debility. 
He  was  founder  and  president  of 
ihe  William  Stoddart  wholesale 
grocery  company,  also  a  charter 
member  of  the  Board  of  Directors 
of  the  Anthracite  Savings  Bank,  of 
the  original  gas  company  of  this 
city,  later  taken  over  by  the  W  ilkes- 
Barre  Gas  and  Electric  Co.,  now 
called  the  Wilkes-Barre  Company. 


You  can  sell  these  soaps  to 
customers  who  are  not  buy¬ 
ing  their  soap  from  you  now 

Lots  of  your  customers  “want  premiums’’  and  will  buy 
inferior  mail  order  soaps  to  get  them.  Result— you  lose 
their  soap  trade.  Stop  this  leak  of  profits  by  selling  them 

YOUNG’S  SOAPS. 

We  give  high-grade  gifts  in  exchange  for  our'  wrappers,  your 
customers  get  big  moneysworth  of  soaps  that  would  sell  on  quality 
alone,  the  sales  pass  through  your  hands  and  pay  you  good  profits. 
Young’s  Soaps  have  been  famous  for  over  35  years.  Wherever  intro¬ 
duced  they  keep  on  selling.  There’s  a  Young  Soap  for  every  purpose, 
and  it’s  a  good  soap.  Start  your  customers  buying  Young’s  Soaps 
because  it  will  mean  greater  satisfaction  to  them  as  well  as  additiona 

profits  to  you. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 


ESTABLISHED  1877 


jrcu?y 


PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

-You  will  find  YOUNG’S  SOAPS,  POWDER  AND  CLEANSER  all 

satisfactory.  They  are  fine  quality  and  big  moneysworth.  A^  ^  ^pper 
are  redeemable,  and  by  confining  your  purchases  to  this  celebrated  line  yo 
soon  get  enough  wrappers  to  secure  a  handsome  gilt. 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO 


10 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


WITH  THE  EDITOR 


When  one  reads  in  another  col 
umn  that  the  Procter  &  Gamble  Co. 

have  abandoned 
Tht  Procter  &  limited  prices  on 

Gamble  Sorprl.e.  Ivory  soap>  Jle 

may  well  conclude 
that  the  very  citadel  of  protected 
prices  has  fallen.  The  Procter  & 
Gamble  Co.  were  the  first  or  very 
near  the  first  American  concern  to 
insist  that  jobbers  should  resell 
their  products  at  a  price  fixed  for 
them.  Certainly  it  was  twenty 
years  ago,  if  not  more,  when  they 


began  to  do  this,  and  for  that 
period  at  least  they  have  spent  time 
and  money  holding  the  jobbers  up  to 
the  fixed  prices,  trailing  down  those 
who  broke  them  and  collecting  $50 
penalties  from  them  under  threat 
of  being  cut  off.  This  plan,  which 
is  now  abandoned,  was  indirectly 
beneficial  to  the  Procter  &  Gamble 
Co.,  but  more  directly  beneficial  to 
the  jobber,  to  whom  it  assured  a 
profit  of  a  dollar  a  box. 

The  reason  given  by  the  Procter 
&  Gamble  Co.  for  abandoning  lim¬ 
ited  prices  is  that  their  right  to 
continue  it  is  in  doubt,  and  until  the 
doubt  is  removed  they  will  give  the 
Government  the  benefit  of  it.  The 
soap  company  undoubtedly  had  this 
reason  in  mind,  and  was  actuated 
by  it  very  largely,  but  there  is  also 
reason  to  believe  that  they  had 
reached  the  conclusion  that  the  plan 
cost  more  than  it  came  to. 

Certainly  a  manufacturer’s  right 
to  sell  his  own  immediate  custom¬ 
ers  upon  condition  that  they  resell 
only  at  a  certain  price,  has  not  been 
put  in  doubt  by  any  court  decision 
up  to  the  present  time.  Nobody 
has  ever  successfully  impeached  a 
seller  s  right  to  sell  on  a  condition 
which  will  be  good  and  enforceable 
against  his  own  customers.  In 
fact  the  Supreme  Court  has  inti¬ 
mated,  though  not  directly  decided, 
that  a  manufacturer’s  power  to 
control  the  price  of  his  product 
failed  only  when  he  sought  to  use 
it  as  to  goods  in  the  hands  of  a 
third  person — in  other  words,  in 
the  hands  of  a  customer  of  his 
customer.  The  writer,  with  some 
knowledge  of  the  decisions,  believes 
that  the  Procter  &  Gamble  Co. 
would  never  have  been  disturbed  in 
their  practice  of  fixing  the  jobbing 
price,  but  perhaps  they  are  wise 


in  stopping  it  before  the  Govern¬ 
ment  takes  a  contrary  position. 


A  most  interesting  and  pregnant 
article  by  William  Silver,  the  well 
known  Aberdeen, 
Md- 

What  They  Mean,  operator,)  appears 
in  another  column.  | 
Mr.  Silver  discusses  the  present 
large  surplus  of  canned  corn  and 
contends  that  its  consumption  is 
being  curtailed  by  the  unduly  high 
retail  price.  He  says  he  has  known 
retailers  to  sell  corn  at  18  cents  a 
can,  which  is  $2.16  per  dozen. 
Other  retailers  to  his  knowledge 
have  sought  to  double  their  money 
on  cheap  grades. 

Of  course  iS  cents  a  can  and 
100  per  cent,  profit  are  excessive; 
that  can  be  admitted  at  the  start. 
That  is,  they  are  excessive  if  they 
are  simply  to  be  considered  as  the 
price  a  grocer  should  charge,  and 
the  profit  he  should  make,  on  corn 
alone.  When  the  fact  is  consid¬ 
ered,  however,  that  the  100  per  cent, 
apparent  profit  on  corn  included 
the  percentage  which  should  have 
been  made,  but  was  not,  on  sugar, 
flour,  soap  and  what  not,  it  takes 
on  another  color.  Somewhere  and 
somehow  the  grocer  must  get 
enough  aggregate  profit  out  of  his 
business  to  provide  his  living.  If 
sugar  won’t  pay  its  share,  then 
something  else  must  pay  it. 

Now  why  won’t  sugar,  flour, 
soap  and  several  other  things  pay 
their  share  of  a  grocer’s  living? 
Because  years  ago  a  chain  store,  or 
a  cutter,  made  a  leader  of  them  by 
cutting  prices  to  cost,  and  they 
have  never  got  back  to  where  they 
were  before.  Consumers,  of  whom 
Mr.  Silver  is  one,  have  always  ere 
ated  a  scene  when  any  effort  was 
made  to  put  them  back.  In  a  word, 
the  profit  which  a  grocer  must 
make  is  not  to-day  evenly  divided 
among  all  the  articles  of  his  stock, 
because  custom — which  mainly 
means  the  demands  of  consumers — 
requires  him  to  sell  some  things  at 
cost.  Consumers  certainly  can’t 
complain  because  he  sells  two 
things  at  cost  and  one  thing  at  100 
per  cent,  advance;  it  is  largely 
their  own  doing.  The  producers  of 
the  article  which  has  to  bear  the 
100  per  cent,  may  complain  at  hav¬ 


ing  to  bear  their  load  and  some¬ 
body  else  s  too,  but  if  it  wasn’t 
them  it  would  have  to  be  some 
body  else. 


Here  is  an  expression  from 
‘Printers’  Ink”  which  the  “Gro¬ 

cery  World  and 
“  Printtrs’  ink  ”  General  Mer- 

i.  Wrong.  chant”  does  not 

feel  like  letting 
pass  in  silence  : — 

The  “Grocery  World  and  General 
Merchant"  fusses  with  “Collier’s" 
about  the  Westfield  list,  taking  the 
ground  that  the  list  conveys  a  false 
impression  in  that  some  acknowl¬ 
edged  pure  foods  are  not  included 
in  the  list.  But  the  “Grocery  World 
and  General  Merchant”  carries  a 
Fels  soap  advertisement  in  which 
the  advertiser  asserts  that  Fels  soap 
is  the  only  naphtha  soap.  The 
editor  of  this  trade  journal  was 
asked  by  the  Schoolmaster  if  he 
didn’t  think  that  the  publication  of 
such  an  advertisement  gave  his 
readers  a  false  impression,  when 
Procter  &  Gamble  are  featuring  a 
naphtha  soap.  The  editor  replies 
that  the  matter  is  one  between  man¬ 
ufacturers,  that  Fels  &  Co.  may 
mean  to  deny  that  the  P.  &  G. 
article  is  a  real  naphtha,  and  that 
the  advertiser  has  a  perfect  right 
to  do  that  if  he  does  it  over  his 
own  signature.  The  distinction 
seems  to  be  one  without  a  differ¬ 
ence.  The  advertising  of  the  West- 
field  list  is  also  a  matter  between 
manufacturers,  and  at  the  most  the 
only  wrong  impression  is  an  in¬ 
ference.  In  the  Fels  advertisement 
a  direct  statement  is  made.  It 
usually  makes  a  little  difference 
when  your  own  ox  is  gored.  One 
of  the  National  magazines  recently 
required  an  advertiser  to  change 
“will  regret  buying  a  piano  with¬ 
out  an  inside  player”  to  "may  re¬ 
gret,”  on  the  ground  thaC  the 
stronger  statement  was  unfair  to 
certain  other  advertisers. 


M  e  say  again,  it  is  unfair  to  issu 
a  partial  list  of  anything  in  a  wa 
which  people  are  sure  to  take  as  ; 
full  list,  to  the  prejudice  of  thosi 
not  included  in  it. 

In  what  way  does  this  paralle 
the  fact  that  Fels  &  Co.,  soap  manu 
facturers,  are  saying  in  advertis 
ing  space  in  this  paper  that  the) 
make  “the  only  naphtha  soap”! 
The  “Grocery  World  and  Genera 
Merchant”  doesn’t  know  whethei 
they  make  the  only  naphtha  soat 
or  not,  but  Fels  &  Co.  oughi 
to  know,  and  since  they  make 
the  statement  on  their  own  re¬ 
sponsibility  and  sign  their  name 
to  it,  we  don’t  consider  that 
we  have  anything  to  do  with  it. 
Pi  inters  Ink  ’  should  remember 
that  the  statement  could  be  true; 
in  other  words,  the  fact  that  several 
other  manufacturers  are  claiming 
to  make  a  naphtha  soap  doesn’t 
make  it  true — there  may  be  a 
chemical  question  involved  and 
doubtless  is.  The  statement  is 
totally  different  from  such  a  state¬ 
ment  as  this  is  the  only  strictl) 
honest  house  in  the  business/ 
which  would  be  obviously  exagger¬ 
ated  and  false  and  which  no  care¬ 
ful  publication  would  print. 


This  is  a  weak  and  peculiar  ar¬ 
gument.  The  manner  in  which  the 
Collier- Westfield  list  of  pure  foods 
is  being  issued  is  not  in  the  least 
a  matter  between  manufacturers.” 
As  a  matter  of  fact,  manufacturers 
have  little  or  nothing  to  do  with  it. 

Collier  s  Weekly,”  as  an  advertis¬ 
ing  device  almost  pure  and  simple, 
have  induced  the  Westfield,  Mass., 
Board  of  Health,  which  made  a 
specialty  of  food  analyses,  to  give 
its  name  to  what  people  are  bound 
to  accept,  if  they  accept  it  at  all,  as 
a  directory  of  pure  foods,  and  a 
directory  doesn’t  mean  some,  but 
all.  To  be  sure,  the  book  itself — 
in  small  type — says  it  doesn’t  pre¬ 
tend  to  be  a  full  list,  but  notwith¬ 
standing  this,  it  will  pass  as  such 
f  it  has  any  effect  whatever. 


Trouble  and  bother  are  in  store 
for  the  canned  goods  packers  if 
the  New  York 
Probably  State  Weights 

Unnecesiary.  and  Measures  De¬ 

partment  enforces 
certain  regulations  regarding  the 
weight  of  canned  goods.  These  the 
department  has  had  printed  and 
sent  out  in  advance,  in  order  to  get 
the  opinion  of  the  trade  upon 
them;  if  adopted  they  do  not  be¬ 
come  operative  until  next  year:— 

(15)  Canned  Goods.  Canned 
goods  must  be  marked  in  one  of  the 
following  ways : — 

(a)  Weight  of  the  total  contents, 
fruit  or  vegetable  plus  syrup  or 
brine,  in  terms  of  pounds  or  ounces. 

(b)  Weight  of  the  fruit  or  vege¬ 
table  and  the  weight  of  the  immers¬ 
ing  fluid  separately,  both  being  ex¬ 
pressed  in  the  same  terms,  and  one 
immediately  under  the  other. 

(c)  Total  contents  in  terms  of 
gallons,  quarts,  pints,  one-half 
pints,  gills  or  fluid  ounces. 

In  each  case  letters  shall  be  bold¬ 
faced  type  letters  at  least  one-ninth 
inch  in  height  for  cans  where  the 
weight  of  contents  be  in  quarter- 
pound,  half-pound,  pound  or  mul¬ 
tiples  of  the  half-pound,  or  where 
the  contents  are  in  terms  of  gal- 
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ns,  quarts,  pints,  half-pints  or 
Us — otherwise  the  letters  shall  be 
, ld-faced  type  at  least  three-six- 
enths  of  an  inch  in  height.  The 
■erage  of  twelve  cans  shall  not 
iry  more  than  3  per  centum  from 
e  amount  stated  on  the  can. 

If  the  marking  is  stamped  in  an 
icovered  part  of  the  tin,  the  let- 
rs  must  be  at  least  three-eighths 
:  an  inch  in  height. 

Regulation  “b”  is  of  course 
ylly  impracticable.  No  packer, 
:r  his  cans  are  sealed,  can  say 
at  part  of  the  contents  is  fluid 
[  what  part  is  solid.  Regulation 
might  be  complied  with,  but 
ess  some  variations  are  allowed, 
idll  be  a  constant  and  very  fruit- 
cause  of  trouble.  So  will 
filiation  “c”  for  the  same  rea- 

jVhy  isn’t  a  regulation  sufficient 
ich  requires  a  can  to  be  full,  and 
its  the  percentage  of  water,  like 
recent  Federal  ruling?  Con¬ 
ners  do  not  buy  canned  goods 
aecting  to  get  3  pounds  or  2 
inds,  so  what  possible  reason  is 
:re  for  giving  them  notice  of  the 
ict  weight? 


Procter  &  Gamble  Co.  Abandon  Limited 
Prices— They  Were  Pioneers  in 
Fixed  Price  Plan 


Say  They  Want  to  Keep  Free  from  Government  Lawsuits  and 
Withdraw  Control.  All  Jobbers  Now  Free  to  Sell  Ivory  Soap 
at  Their  Own  Price,  Subject  to  Being  Cut  Off  if  They  Cut. 


Michigan  is  the  only  section  ship 
g  rhubarb  yet,  and  the  price  is 
ler — 75  cents  per  bunch.  The 
nand  is  very  fair. 


The  Procter  &  Gamble  Co.,  man¬ 
ufacturers  of  Ivory  and  other 
soaps,  and  pioneers  in  the  practice 
of  holding  limited  prices,  have  now 
finally  withdrawn  them  and  from 
now  on  any  jobber  who  wishes  to 
will  be  as  free  to  cut  Ivory  soap 
as  he  is  to  cut  prunes.  Subject, 
however,  to  the  chance  of  being- 
cut  oft  if  he  does. 

As  stated,  the  Procter  &  Gamble 
Co.  were  among  the  first  concerns 
in  the  United  States  to  adopt  the 
plan  of  compelling  their  customers 
to  resell  their  goods  at  a  certain 
figure.  They  sold  and  still  sell 
Ivory  soap  to  the  jobbers  at  $4  per 
box  for  the  small  size  and  $7  for 
the  large,  and  the  jobber  was  com¬ 
pelled  to  resell  to  retailers  at  $5 
and  $8.  This  gave  the  wholesaler 
a  handsome  profit. 


Keeping  the  fixed  prices  was  en¬ 
forced  by  a  penalty  of  $50,  which 
was  imposed  by  the  Procter  & 
Gamble  Co.  upon  any  jobber  who 
sold  below  the  list,  and  several  job¬ 
bers  have  paid  the  $50  since  the 
plan  went  into  effect,  rather  than  be 
cut  off.  As  a  result,  the  price  of 
Ivory  soap  has  probably  been  more 
closely  kept  than  by  far  the  great 
majority  of  limited  price  articles, 
although  it  has  been  well  known 
that  it  has  been  cut  to  some  extent. 
No  effort  has  ever  been  made  to 
maintain  the  retail  price. 

Last  Monday  the  Procter  & 
Gamble  Co.  sent  the  following 
notice  to  the  jobbing  trade: — 

The  right  of  a  manufacturer  to 
protect  his  brand  by  endeavoring  to 
regulate  the  prices  at  which  his 
product  may  be  sold  by  jobbers  is 
at  present  in  doubt,  and  we  hereby 


notify  you  that  pending  the  final 
decision  of  the  question,  the  respon¬ 
sibility  for  the  securing  of  reason¬ 
able  profits  to  compensate  you  for 
the  handling  of  our  brands  will  rest 
with  you. 

The  last  issues  of  our  price  list, 
now  in  your  hands,  are  still  in  ef¬ 
fect.  They  will  be  used  as  a  basis 
for  figuring  the  cost  of  our  prod¬ 
ucts  to  you,  and  these  costs  will  be 
the  same  as  heretofore  until  you 
are  notified  to  the  contrary. 

While  the  gist  of  this  notice  is 
that  the  Procter  &  Gamble  Co.  will 
no  longer  attempt  to  compel  job¬ 
bers  to  sell  Ivory  soap  at  $5  and  $8, 
there  is  much  reason  to  believe  that 
the  jobbers  who  act  on  their  new 
freedom  will  not  get  away  with  it. 
In  other  words,  it  is  expected  that 
jobbers  who  cut  the  price  will  be 
cut  off  just  as  quickly  as  before,  so 
that  the  same  result  will  be  attained 
without  exercising  any  visible  price 
control. 


Send  For  This;  It’s  Free. 

Send  to-day  to  the  California  Raisin 
Day  Committee,  Fresno,  Cal.,  for  the 
details  of  a  plan  by  which  you  can 
make  good,  hard  money  out  of  Raisin 
Day,  April  30th.  The  raisin  interests 
have  devised  a  splendid  plan  of  adver¬ 
tising,  window  displays,  stickers,  window 
cards,  posters,  etc.,  which  are  all  free 
for  the  asking,  together  with  the  plan 
itself.  It  costs  you  nothing  to  send, 
and  you  may  be  able  to  make  a  lot  of 
money  out  of  it. — Adv. 
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The  New  York  Letter 


Austin,  Nichols  &  Co.  Absorb  Clark,  Chapin  &  Bushnell. 
Brooklyn  Grocers’  Food  Show  Opens.  Various  Trade 
Items  and  Market  Summary. 


Special  Correspondence  of 
and  General  Merchant.” 


‘Grocery  World 


New  York,  March  6,  1913. 

An  authorized  announcement  is 
made  that  Austin,  Nichols  &  Co. 
have  bought  the  business  of  Clark, 
Chapin  &  Bushnell.  This  is  the 
first  definite  step  in  the  movement 
to  form  a  combination  of  big  gro¬ 
cery  jobbing  interests  in  this  city. 

The  announcement  was  made  by 
Lewis  E.  Pierson,  the  president  of 
Austin,  Nichols  &  Co.  He  says 
that  Ericsson  F.  Bushnell  will  be¬ 
come  an  officer  and  director  of  Aus¬ 
tin,  Nichols  &  Co.,  Inc.,  and  into 
this  organization  will  also  enter  the 
other  members  of  the  firm  of  Clark, 
Chapin  •&  Bushnell,  with  their 
salesmen  and  employees. 

It  is  understood  that  Clark, 
Chapin  &  Bushnell  will  retain  their 
organization  and  brands  under  the 
present  style  for  at  least  a  year  or 
so. 

It  will  be  recalled  that  when  Mr. 
Pierson,  who  had  been  in  the  bank¬ 
ing  business  with  which  he  is  still 
connected,  entered  the  corporation 
of  Austin,  Nichols  &  Co.,  last  year, 
it  was  predicted  that  he  would  be 
largely  instrumental  in  bringing 
about  the  consolidation  of  jobbing 
houses  about  which  there  had  long 
been  talk.  All  of  the  firms  that 
have  been  mentioned  as  likely  to 
enter  the  combination  have  denied 
that  they  were  at  all  likely  to  join 
the  proposed  consolidation  and  they 
have  denied  that  any  negotiations 


affecting  them  were  in  progress. 


The  fact  that  one  of  the  other  job¬ 
bing  houses  has  now  joined  forces 
with  Austin,  Nichols  &  Co.  will 
lead  many  people  to  believe  that 
the  giant  combination  of  interests  is 
sure  to  come  in  time.  The  houses 
mentioned  from  time  to  time  are 
likely  to  deny  reports  until  negoti¬ 
ations  are  completed,  and  so  the 
actual  extent  of  the  consolidation 
that  seems  to  be  coming  will  not 
be  known  for  the  present. 

The  houses  not  affected  by  the 
present  announcement  do  not  ex¬ 
press  any  anxiety  as  to  the  prospect 
of  competing  with  a  combination 
which  is  expected  to  obtain  a  num¬ 
ber  of  advantages  in  shipping, 
warehouse  and  distributing  facili¬ 
ties. 


Austin,  Nichols  &  Co.  have  ob¬ 
tained  land  and  dock  rights  in  the 
Greenpoint  section  of  Brooklyn,  on 
the  East  River.  It  is  said  that 
work  has  already  been  begun  on 
warehouse  buildings  and  dock  im¬ 
provements.  The  docks  will  have 
shipping  connections  with  all  rail¬ 
road  and  steamship  lines  entering 
New  York,  according  to  the  plans 
that  have  been  reported.  The  plans 
include  special  lighterage  service. 
The  low  rental  of  warehouse  facili¬ 
ties  and  land  in  Brooklyn,  as  com¬ 
pared  with  Manhattan  rentals,  and 
the  advantage  of  having  the  ware’ 
houses  directly  at  the  docks  are 
among  the  promising  features  of 
the  enterprise. 

In  some  quarters  it  is  said  that 
the  combination  is  not  at  all  likely 
ever  to  get  control  of  some  of  the 
large  jobbing  houses  that  have  been 
mentioned  in  connection  with  the 
enterprise.  Still,  there  are  those 
who  say  that  it  is  likely  that  the 
combination  will  get  enough  addi¬ 
tions,  including  perhaps  some  of  the 
smaller  houses,  to  give  the  enter¬ 
prise  great  significance. 

One  of  the  latest  reports  is  that 
the  combination  is  likely  to  include 
a  number  of  jobbing  houses  in 
New  England  and  up  State  in  New 
York,  and  possibly  in  other  States. 

It  is  claimed  that  the  comb: na¬ 
tion,  after  it  gets  in  working  order, 
will  do  much  toward  solving  the 
problem  of  the  economical  distribu¬ 
tion  of  food  products  which  has 
been  the  subject  of  endless  con¬ 
troversy  in  connection  with  the 
high  cost  of  living  in  New  York 
and  Brooklyn. 


The  city’s  Bureau  of  Weights 
and  Measures  has  an  exhibit  where 
deputy  commissioner  explains 


about  true  and  false  weights  and 
demonstrates  the  tricks  of  short- 
weight  dealers. 

The  Edison  exhibit  has  the  latest, 


*  *  * 


Brooklyn’s  food  show  opened 
Monday  with  an  immense  crowd  at 
the  Thirteenth  Regiment  Armory. 
The  show  is  under  the  auspices  of 
the  Retail  Grocers’  Association  of 
Brooklyn  and  is  managed  by 
Charles  H.  Green,  promoter,  with 
the  assistance  of  committees  made 
up  of  many  of  the  active  members 
of  the  association. 

There  are  close  to  100  exhibits 
by  food  manufacturers  and  others, 
including  a  number  of  local  con¬ 
cerns  in  various  lines  of  trade, 
nearly  all  of  which,  however,  have 
something  to  do  with  groceries. 


devices  for  cooking  food  by  elec¬ 
tricity,  besides  various  other  novel¬ 
ties.  including  the  new  machine 
which  produces  moving  pictures 
and  talks  at  the  same  time. 

All  of  the  exhibits  attract  much 
attention  and  are  admired.  There 
is  the  usual  demonstrations  and  dis¬ 
tribution  of  samples.  The  amuse¬ 
ments  are  diverse,  including  con¬ 
certs  by  the  regiment  band,  voting 
contests  for  the  prettiest  girl  in  at¬ 
tendance,  the  most  popular  school 
teacher  and  the  most  popular  retail 
grocer. 

Leo  Winckelmann,  the  chairman 
of  the  show  committee,  gave  some 
views  on  the  developments  in  the 
grocery  business,  as  indicated  by 
this  exhibit,  with  comments  on  the 
agitation  over  higher  living  costs, 
to  the  Brooklyn  papers  which  are 
devoting  much  space  to  the  exhibit 
and  thus  helping  to  make  it  the 
greatest  yet  held  in  Brooklyn. 

What  Mr.  Winckelmann  said  to 
the  reporters  will  be  of  interest  to 
grocers  elsewhere.  He  said: — 


years  thousands  of  new  food  prod¬ 
ucts  have  made  their  way  upon  the 
market,  it  will  be  seen  that  the  nec¬ 
essity  for  such  careful  discrimina¬ 
tion  is  urgent. 

1  he  increase  in  food  production, 
and  in  competition  among  the  man¬ 
ufacturers,  has  its  beneficial  side, 
and  that  prices  of  many  of  the 
commodities  are  not  higher  to-day 
is  due  to  the  fact  that  a  keen  rivalry 
exists  between  the  various  pro¬ 
ducers,  which  has  a  material  influ¬ 
ence  in  keeping  prices  at  a  low  ebb. 


Summarized  Market  Con¬ 
ditions. 


The  change  in  business  methods 
and  requirements  have  become  so 
extensive  within  recent  years  that 
there  may  be  in  the  change  a  partial 
solution,  at  least,  of  the  problem 
of  the  advanced  cost  of  living.  For 
example,  the  method  of  selling 
goods  in  bulk  that  obtained  in  for¬ 
mer  years  has  now  almost  entirely 
pased  out  of  vogue,  and  instead  we 
have  the  package  and  carton,  which 
permit  of  perfect  cleanliness  and 
sanitation. 

Bottled  goods,  that  were  formerly 
dispensed  by  measure,  are  now  to 
be  seen  prettily  arranged  about 
shelves,  neatly  packed  and  with 
flavor  preserved.  While  such  san¬ 
itary  methods  greatly  contribute  to 
safeguarding  the  general  health  of 
the  public,  they  must  necessarily 
involve  the  additional  expense  to  the 
manufacturer  and  packer,  and  nat¬ 
urally  the  prices  may  be  a  trifle 
higher. 

The  days  when  dust  and  dirt 
were  possible  in  a  grocery  or  other 
store  are  about  over,  and  the  up- 
to-date  merchant  must  have  recep¬ 
tacles  as  germ  proof  as  possible. 
Not  alone  in  sanitation,  but  also 
in  matters  relating  to  the  ingre¬ 
dients  that  go  to  make  up  various 
products,  consumers  are  showing  a 
growing  interest,  and  the  retailer 
finds  it  to  his  advantage  to  become 
thoroughly  familiar  with  food  laws 
and  regulations.  This  is  one  of  the 
reasons  why  the  matter  of  food 
shows  is  being  taken  up  with  such 
.general  interest  throughout  the 
country.  To  the  retailer  such  ex¬ 
hibits  are  practically  indispensable. 
Tt  affords  him  an  opportunity  to  in¬ 
spect  and  carefully  test  the  various 
products,  and  thus  to  insure  him¬ 
self  and  his  customers  future  losses 
from  spurious  imitations.  When  it 
is  realized  that  within  the  past  few 


firn 


of 


Sentiment  in  the  spot  cofft 
trade  has  improved  since  the  shar 
decline  in  options.  If  the  optior 
now  remain  steady  it  is  likely  thj 
roasters  will  soon  show  enoug 
confidence  in  the  market  to  ente 
for  requirements.  A  better  inquir 
from  the  country  seems  to  b 
starting.  Santos  4s  are  offere 
here  at  14  to  14.25  cents  with  sale 
of  small  lots  at  the  inside  figure 
Rio  7s  are  sold  at  12  to  12.15. 

Refined  sugar  has  been  active  ii 
the  last  week.  The  distributors  ap 
parently  reached  the  conclusion  tha 
sugar  is  cheap  at  present  prices  an< 
are  buying  for  the  spring  demand 
which  is  expected  to  start  soon 
The  heavy  business  was  on  th< 
basis  of  4.30  cents  for  fine  granu 
lated.  It  was  stimulated  to  sonn 
extent  bv  the  announcement  tha 
the  American  interests  will  soor 
put  their  quotations  on  a 
basis  of  4.35  cents. 

The  tea  market  continues 
routine  character  with  the  deman 
covering  the  entire  list.  There 
some  tendency  to  await  develoj 
ments  at  Washington.  It  is  sug 
Rested  that  the  new  administrate 
may  bring  about  more  uniforr 
methods  of  inspection  and  thu 
eliminate  one  of  the  chief  cause 
of  complaint  in  the  last  year.  Th 
question  as  to  the  right  of  the  col 
lector  of  the  port  to  seize  and  de 
stroy  2,200  packages  of  rejects 
teas  is  to  be  brought  into  court  Fri 
day  of  this  week.  The  teas  wer 
shipped  to  a  local  importer. 

The  demand  for  spices  is  qtiie 
and  prices  are  merely  steady  fo 
the  general  list. 

Cheap  corn  is  now  selling  in  con 
siderable  quantities.  There  is  < 
ready  market  for  all  lots  of  fail 
quality  that  can  be  sold  at  50  cent.' 
delivered  in  New  York.  This  corr 
is  promptly  put  on  the  retail  market 
and  sold  to  the  consumers  at  16 
cents  a  can,  the  low  price  stimulat¬ 
ing  consumption.  The  preference 
is  for  Southern  Maine  style  corn. 
Fancy  grades  of  corn  are  firmly 
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at  higher  prices.  There  is  no 
ity  in  future  corn,  as  the  pack- 
eem  to  have  booked  all  the  or- 
they  feel  safe  in  taking  at  this 
Spot  tomatoes  are  now  firm 
he  basis  of  80  cents  for  No.  3 
y  lands,  f.  o.  b.  Baltimore.  In 
res,  the  local  distributors  are 
placing  any  new  business,  but 
ers  say  that  there  is  an  active 
md  from  some  other  sections 
ie  country.  Spot  peas  are  go- 
into  consumption  slowly  and 
are  on  small  orders.  The  bulk 
ie  business  in  future  peas  has 
booked,  it  is  said.  Opening 
;s  on  the  new  pack  of  Belgian 
are  a  little  higher  than  those 
last  year.  Beans  are  quiet, 
es  of  asparagus  seem  to  favor 
buyers. 

jme  improvement  is  reported  in 
demand  for  spot  California 
i  prunes,  but  the  demand  is  al- 
t  entirely  for  the  larger  sizes, 
buying  is  said  to  be  for  im- 
iate  wants  and  there  appears  to 
n  absence  of  speculative  activ- 
The  market  on  40s  is  firm  at 
cents,  out  of  store  New  York, 
it  is  said  that  the  holders  pre- 
to  sell  in  small  lots  in  this  size 
rder  to  try  to  push  out  some  of 
smaller  sizes.  A  little  more  at- 
ion  is  accordingly  being  given 
os  and  even  60s.  The  general 
tation  on  50s  is  close  to  7  cents, 
some  sales  are  being  made  at 
cents.  There  are  sales  of  60s  in 
11  lots  at  5 54  cents.  Peaches 
selling  in  a  small  jobbing  way 
egular  prices.  The  jobbing  de- 
ld  for  apricots  shows  some 
ht  improvement.  California 
ins  are  dull,  as  distributors  seem 
1  supplied.  Currants  are  steady 
1  a  small  demand.  A  fair  out 
for  dates  is  reported.  Figs  are 
it  and  easy. 

'lour  is  moving  slowly  and  the 
:le  is  in  a  waiting  attitude,  which 
1  probably  continue  until  some  of 
big  stocks  in  hand  go  into  con 
lption  through  the  retail  chan 
s.  Quotations  on  spring  wheat 
ents  in  wood  range  from  $5.85 
$6.35. 

rop  grades  of  butter  are  slightly 
ier.  The  tendency  of  receipts  to 
simulate  causes  the  receivers  to 
dify  their  views  as  to  values, 
hough  there  is  reluctance  to 
ke  much  in  the  way  of  price  coll¬ 
isions.  The  extras  are  selling  at 
14  to  37  cents.  There  is  a  good 
irket  -for  all  fresh  creamery  to 
had  at  35  to  36  cents.  There 
:  lower  grades  of  fresh  creamery 


It  will  pay  you  to  push  the  sale  of  PRIZE  BUTTER 
because  you  can  depend  on  it  to  please  your  customers  and 
bring  them  back;  the  trade  you  win  on  PRIZE  BUTTER 
will  be  STEADY  trade,  because  SATISFIED. 


PRIZE  BUTTER  is  just  as  pure  as  it  can  be  made.  We  know 
how  to  make  butter  that  will  SELL  and  we’re  going;  to  make  PRIZE 
BUTTER  the  biggest  selling  butter  in  the  State  of  Pennsylvania.  Do  all 
you  can  to  secure  the  trade  on  PRIZE  BUTTER  from  the  start,  because 
it’s  going  to  be  big  trade.  We  pack  PRIZE  BUTTER  in  carton,  tub  or 
print,  and  salt  it  or  color  it  to  suit  your  trade.  Tell  your  clerks  about 
PRIZE  BUTTER  and  get  them  all  interested  in  helping  you  to  get  the 
big  butter  business  of  your  town. 


P.  F.  BROWN 

39,  41  and  43  South  Front  Street 


&  CO. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“Madame, -I  want  you  to  try  PRIZE  BUTTER,  a  pure,  rich, 
wholesome  butter  made  under  ideal  conditions  from  the  finest 
milk  in  Pennsylvania.  All  who’ve  tried  it  are  well  pleased  and 
I  know  you’ll  be.” 


His  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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PUSH  YOUR  OWN  BRAND  OF 

Peanut  Butter 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers;  also  Mason  jars, 
cans  or  pails. 

Iptiam,  Miller  Co. 

NEW  YORK 

Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America. 


Your  customers 
will  like 

MAPLEINE 


Recommend  it  to  them 
with  a  money-back  guar¬ 
antee  for  a  “Flavour” 
that  is  dainty  and  differ¬ 
ent— 

Or  to  make  table  syrup 
by  adding  to  white  sugar 
and  water. 

Order  from  your  j  obber  or 
Frank  A.  Smith  &  Co. 

105  S.  Front  St., 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
Seattle,  Wash. 


to  be  had  at  prices  ranging  down 
to  32V2  cents  for  seconds  and  30 
cents  for  thirds.  Storage  creamery 
ranges  from  31  to  35  cents,  for 
grades  above  the  thirds.  Process 
butter  ranges  from  20  cents  for 
thirds  up  to  26*4  to  27  cents  for 
extras. 

Eggs  are  fairly  steady,  but  in 
view  of  the  probability  of  larger 
receipts  in  the  near  future  receiv¬ 
ers  are  trying  to  keep  the  supplies 
cleaned  up  closely.  The  arrivals 
of  nearby  eggs  increased  so  much 
that  prices  have  declined,  and  the 
market  on  these  eggs  is  weak  and 
irregular.  It  takes  the  finest  large 
white  lots  of  nearby  eggs  to  bring 
as  much  as  28  cents  and  most  of 
the  arrivals  are  sold  nearer  to  26 
cents.  The  nearby  and  Pennsyl¬ 
vania  browns  and  mixed  colors 
range  from  21  to  25  cents.  The 
best  grades  of  Western  eggs  are 
sold  at  20  to  23  cents. 

Fred.  A.  McGill. 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  in  aU  countries. 

Davis  &  Davis,  Washington,  D.G. 


How  to  be 
Sure  of 
Good  Ham 

Just  see  that  it  is  SWIFT’S  PRE¬ 
MIUM  HAM.  That  is  all  you  need 
to  watch.  We  guarantee  every  ham 
that  bears  SWIFT’S  PREMIUM 
brand. 

That  is  mighty  important  to  you, 
BECAUSE  if  a  woman  gets  a  good 
ham  from  you  one  time,  and  a  poor 
one  next  time,  she  thinks  you  don’t 
know  your  business,  or  you  don’t  care 
whether  you  please  her  or  not. 

We  get  good  hogs,  selecting  them 
carefully,  cure  our  hams,  so  as  to 
make  them  uniformly  satisfactory, 
and  then  advertise  them  to  make  peo¬ 
ple’s  mouths  water  for  them.  You 
can  be  sure  a  PREMIUM  HAM  Is 
tender,  delicious  and  appetizing. 

Swift  &  Company,  U.  S.  A. 


HONEST  ADVERTISING  BILL 
PASSES  BOTH  HOUSES 
FINALLY  AND  NOW  GOES 
TO  GOVERNOR 

(Continued  from  page  6.) 

place  by  a  placard  with  the  words, 
“wholesome  cold  storage  food,’’ 
printed  thereon,  such  placard  to  be 
placed  in  a  conspicuous  position  in 
full  view  of  the  purchaser,  and  the 
said  words,  “wholesome  cold  stor¬ 
age  food,”  on  such  placard  shall  be 
printed  in  plain,  uncondensed  Gothic 
letters,  not  less  than  one-half  inch 
in  length,  and  in  addition  to  all 
such  food  shall  be  marked  with  the 
date  when  it  is  placed  in  any  such 
cold  storage  warehouse  and  with 
the  date  when  it  is  withdrawn  from 
such  cold  storage  warehouse. 

There  shall  also  be  displayed 
upon  every  open  container  contain¬ 
ing  such  food  in  the  same  manner 
in  a  conspicuous  position,  a  placard 
with  the  words,  “wholesome  cold 
storage  food,”  printed  thereon  in 
the  same  form  as  above  described 
in  this  section,  and  when  such  food 
is  sold  from  such  container,  or 
otherwise  at  retail,  before  being  de¬ 
livered  to  the  purchaser  it  shall  be 
wrapped  in  wrappers  plainly 
stamped  on  the  outside  thereof  with 
the  words,  “wholesome  cold  storage 
food,”  printed  or  stamped  thereon 
in  letters  one-fourth  inch  square, 
and  such  wrapper  shall  also  con¬ 
tain  the  date  of  first  placing  such 
food  in  cold  storage,  and  the  said 
words,  “wholesome  cold  storage 
food,”  and  the  date  of  first  placing 
such  food  in  cold  storage  so 
stamped  or  printed  on  said  wrap¬ 
per  shall  not  be  in  any  manner  con¬ 
cealed,  but  shall  be.  in  plain  view 
of  the  purchaser  at  the  time  of 
the  purchase. 

Sec.  16.  No  person,  firm  or  cor¬ 
poration  shall  sell,  offer  or  expose 
for  sale,  any  of  the  herein-named 
foods  which  shall  have  been  held 
for  a  longer  period  of  time  than 
herein  specified  in  a  cold  storage 
warehouse  or  warehouses,  to  wit: 
Whole  carcasses  of  beef,  or  any 
parts  thereof,  four  months.  Whole 
carcasses  of  pork,  or  any  parts 
thereof,  six  months.  Whole  car¬ 
casses  of  sheep,  or  any  parts  there¬ 


of,  six  months.  Whole  carcasses  of 
lamb,  or  any  parts  thereof,  six 
months.  Whole  carcasses  of  veal, 
or  any  parts  thereof,  three  months. 
Dressed  fowl,  drawn,  five  months. 
Dressed  fowl,  undrawn,  six  months. 
Eggs,  eight  months.  Butter,  eight 
months,  and  fish,  nine  months. 

Sec.  17.  After  food  has  been 
withdrawn  from  a  cold  storage 
warehouse  for  the  purpose  of  plac¬ 
ing  it  on  the  market  for  sale,  it 
shall  be  unlawful  for  any  person, 
firm  or  corporation  to  return  such 
food  or  any  portion  thereof  to  such 
warehouse  or  any  other  similar 
warehouse.  Subject  to  such  reg¬ 
ulations  as  shall  be  prescribed  by 
the  Dairy  and  Food  Commissioner, 
food  may  be  transferred  from  one 
cold  storage  warehouse  to  another; 
provided,  that  the  total  length  of 
time  such  food  shall  remain  in  cold 
storage  for  the  purpose  of  sale  shall 
not  exceed  the  time  specified  in 
Section  16  of  this  act. 

Sec.  18.  No  food  shall  be  sold 
or  offered  or  exposed  for  sale  in 
this  State  which  shall  have  been 
placed  or  stored  in  any  cold  stor¬ 
age  warehouse  outside  of  this  State, 
unless  it  first  shall  have  been 
marked  as  provided  for  in  Section  15 
of  this  act.  Provided,  however,  that 
no  such  food  shall  be  sold  or  of¬ 
fered  or  exposed  for  sale  in  this 
State  if  the  total  length  of  time 
that  such  food  has  remained  in  cold 
storage  shall  exceed  that  specified 
in  Section  16  of  this  act. 

Sec.  19.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
mark,  or  cause  to  be  marked,  any 
container  of  food  with  a  mark  or 
marks  other  than  those  required  by 
this  act  to  be  marked  on  such  food 
or  container.  It  shall  be  unlawful 
for  any  person,  firm  or  corporation 
to  change,  or  cause  to  be  changed, 
any  mark  or  marks  on  any  food  or 
container  after  such  mark  or  marks 
have  been  placed  thereon. 

Sec.  20.  Nothing  in  this  act 
shall  be  construed  to  prohibit  the 
shipping,  consigning  or  transporting 
of  fresh  food  in  properly  refriger¬ 
ated  cars  within  this  State  to  points 
of  destination,  nor  when  received 
to  prohibit  the  same  being  held  in 
a  cooling  room  for  a  period  of  for¬ 
ty-eight  hours;  and  provided  fur¬ 
ther,  that  nothing  in  this  act  shall 
be  construed  to  prohibit  the  keep¬ 
ing  of  fresh  food  in  ice  boxes  or 
refrigerators  in  retail  stores  while 
the  same  is  offered  or  exposed  for 
sale. 

Sec.  21.  It  shall  be  the  duty  of 
the  Department  of  Agriculture, 
through  its  Dairy  and  Food  Com¬ 
missioner,  to  enforce  all  of  the  pro¬ 
visions  of  this  act,  and  to  make  all 
rules  and  regulations  not  otherwise 
herein  provided  necessary  for  the 
enforcement  of  the  same,  but  any 
citizen  of  the  Commonwealth  hav¬ 
ing  knowledge  or  information  of  the 
violation  of  any  of  the  provisions 
of  this  act  may,  in  the  name  of 
the  Commonwealth,  begin  a  suit 
for  penalty  or  prosecution  for  mis¬ 
demeanor  in  accordance  with  the 
provisions  of  this  act,  and  may 
prosecute  to  final  judgment  any 
such  suit  or  prosecution,  giving 
notice  in  \yriting,  however,  to  the 
Dairy  and  Food  Commissioner  of 
the  commencement  of  such  suit  or 
prosecution  immediately  upon  the 
commencement  of  the  same,  stat¬ 
ing  the  nature  of  the  proceeding 
and  the  magistrate  before  whom 
commenced,  and  shall  in  like  man¬ 
ner  report  to  the  Dairy  and  Food 
Commissioner,  each  successive  step 
taken  in  such  suit  or  prosecution, 
and  such  citizen  shall,  upon  com¬ 
plying  with  the  provisions  of  this 
section,  be  entitled  to  receive  one- 
half  of  any  penalty  or  fine  which 
may  be  recovered  in  such  proceed¬ 


ing  and  paid  to  the  Dairy  and  Food 
Commissioner,  and  immediately 
upon  the  receipt  and  converting  into 
the  treasury  of  any  such  penalty 
or  fine  recovered  and  paid  in  any 
proceeding  commenced  by  a  citizen 
as  aforesaid,  the  Dairy  and  Food 
Commissioner  shall  pay  the  one- 
half  thereof  to  the  said  citizen  so 
commencing  the  said  proceedings 
and  complying  with  the  provisions 
of  this  section.  Such  citizen  shall 
also  be  entitled  to  recover  from  the 
defendant  his  witness  fees  and 
other  legal  costs,  as  fixed  by  law 
in  said  proceeding. 

Sec.  22.  That  -all  fines  and  pen¬ 
alties  imposed  and  recovered  for 
the  violation  of  any  of  the  provi¬ 
sions  of  this  act  shall  be  paid  to 
the  Dairy  and  Food  Commissioner 
or  his  agent,  and  when  so  collected 
and  paid,  shall  thereafter  be  by  the 
Dairy  and  Food  Commissioner  paid 
into  the  State  Treasury  for  the  use 
of  the  Commonwealth,  in  accord¬ 
ance  with  the  provisions  of  this  act. 

Sec.  23.  Any  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of 
the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  shall  be  sen¬ 
tenced  for  the  first  offense  to  pay 
a  fine  of  not  exceeding  $500,  and 
for  the  second  and  each  subsequent 
offense,  such  person,  firm  or  cor¬ 
poration  shall  be  sentenced  to  pay 
a  fine  of  not  less  than  $500,  nor 
more  than  $1,000,  and  in  addition 
thereto  such  person,  or  the  members 
of  such  firm,  or  the  officers  of  such 
corporation,  as  the  case  may  be, 
with  guilty  knowledge  of  the  fact, 
shall  be  sentenced  to  undergo  im¬ 
prisonment  in  the  jail  of  the  proper 
county  for  a  period  of  not  less  than 
thirty  nor  more  than  ninety  days. 

Sec.  24.  All  acts  and  parts  of 
acts  inconsistent  with  the  provisions 
of  this  act  are  repealed. 

Sec.  25.  This  law  shall  take 
effect  ninety  days  after  its  final 
passage. 

*  *  * 

The  Senate  Committee  on  Health 
and  Sanitation  has  reported  with  a 
favorable  recommendation  the  bill 
regtilating  the  manufacture  and 
sale  of  distilled  and  fermented 
vinegar. 

*  *  * 

House  Bill  No.  512,  making  it  a 
misdemeanor  to  make  or  use  a  false 
statement  or  statement  in  writing 
for  the  purpose  of  obtaining  prop¬ 
erty,  money,  credit  or  the  extension 
of  credit,  and  providing  penalties 
for  violation  thereof,  has  come  up 
in  the  House  and  been  approved 
first  reading. 

*  *  * 

A  bill  affecting  the  sealing  of 
weights  and  measures  was  intro-  i 
duced  in  the  House  on  Thursday  by 
Mr.  Geary,  of  Allegheny  County,  j 
The  bill  was  presented  under  the 
auspices  of  the  Pennsylvania  Asso-  I 
ciation  of  Sealers.  The  measure 
changes  the  name  of  the  State 
Sealer  to  Commissioner  of  Weights 
and  Measures,  and  raises  his  salary 
from  $2,500  annually  to  $4,000. 
His  term  is  made  four  years.  The 
bill  requires  the  County  Commis-  : 
sioners  of  every  county  in  the  State 
and  the  Mayor  or  Council  of  every 

i 
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:ity  to  appoint  a  sealer  or  sealers, 
rhe  minimum  salary  for  the  seal- 
;rs  is  made  $1,000  a  year,  and  all 
lecessary  expenses.  The  sealers 
ire  given  the  power  of  police  and 
ire  permitted  to  arrest  violators  of 
:he  weights  and  measures  law.  All 
:he  scales  and  measures  to  be  sold 
In  the  State  must  be  approved  by 
:he  State  Commissioner.  The 
poundage  for  more  than  90  com¬ 
modities,  such  as  potatoes,  wheat, 
etc.,  is  fixed  by  the  bill.  At  the 
present  time  the  State  law  fixes  the 
poundage  on  only  11.  A  uniform 
berry  box  has  been  fixed  in  this  bill, 
and  all  berries  must  be  sold  in  con¬ 
tainers  which  conform  to  the  meas¬ 
ure.  R.  C. 


AMONG  THE  TRADE. 

The  retail  grocery  firm  of 
Thompson  Bros  &  Co.,  Oak  Lane, 
held  a  meeting  of  their  creditors 
last  Wednesday  afternoon.  There 
are  said  to  be  about  $22,000  assets, 
some  of  which,  however,  are  not 
quick  assets,  and  $17,000  liabilities. 
The  store  is  still  running  and  a 
committee  of  creditors  will  en¬ 
deavor  to  devise  some  plan  by 
which  it  can  continue  to  run. 

In  the  case  brought  by  a  Phila¬ 
delphia  dressmaker  against  J. 
Joseph  Katz,  a  Germantown  gro¬ 
cer,  for  damages  due  to  the  explo¬ 
sion  of  a  can  of  “Dove”  molasses 
sold  her  by  Mr.  Katz,  the  Pennsyl¬ 
vania  Superior  Court  handed  down 
a  decision  on  Thursday  that  Mr. 
Katz  was  not  liable.  The  jury  in 
the  lower  court  gave  the  woman 
$75,  but  this  was  later  set  aside 
still  by  the  lower  court,  and  the  Ap¬ 
peal  Court  now  affirms  the  latter 
decision.  More  about  this  case  wil 
appear  in  the  next  issue. 


“Canned  Foods  Week”  and  “Raisin 
Day”  to  be  Preceded  by 
“Salmon  Day.” 

The  latest  addition  to  the  list  0 
special  commercial  days,  to  be 
known  as  “salmon  day,”  will  be 
observed  Friday,  March  14th 
There  have  been  other  days,  like 
apple  day,  raisin  day  and  others 
but  it  has  remained  for  the  salmon 
canners-of  the  Pacific  Coast  to  in 
stitute  this  innovation.  On  the  day 
specified  all  the  dining  cars  on  the 
various  railroads  throughout  the 
country  will  serve  special  menus  in 
which  salmon  will  play  a  conspicu¬ 
ous  part.  Some  of  the  large  hotels, 
principally  in  the  West,  have  signi¬ 
fied  their  intention  of  doing  the 
same  thing. 


This  is  the 


“Your  customers  know  that  FR.JtNK.LlN  CJtR'TON  SUGJtR  is  CLEJtN  sugar 


that  makes  it  possi¬ 
ble  for  you  to  make 
a  profit  on  sugar  in¬ 
stead  of  selling  it  at  a 
loss,  because  it  saves 
the  labor  and  time  of 
putting  sugar  in  bags, 
saves  you  the  cost  of 
bags  and  twine,  saves 
you  from  losing  by 
overweight. 

You  can  buy  all  fast 
selling1  grades  of  sugar  in 
FRANKLIN  CAR¬ 
TONS. 

FRANKLIN  CAR¬ 
TON  SUGAR  is  packed 
in  CONTAINERS  of 
24,  48,  60  and  120  lbs. 
capacity,  according  to  the 
grade. 

Ask  your  jobber  for 
further  information. 

The  Franklin  Sugar 
Refining  Company 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 


"This  is  the  famous  FRANKLIN  CARTON  SUGAR.  The  car¬ 
ton  keeps  the  sugar  clean  and  dry  and  won’t  burst  in  your  basket 
or  closet,  like  a  bag.  Notice  the  quality  and  purity  as  well  as 
the  convenient  CARTON.  I  know  you’ll  like  it.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


FRANKLIN  CARTON 
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CXCVII.  As  to  Manufacturers’  Helplessness  Against  Price  Cutters. 


Here  arises  again  a  familiar  but 
always  interesting  subject.  It 
comes  to  me  through  a  Chicago 
paper : — 


The  following  letter  was  received 
from  one  of  our  subscribers : — 

“The  cases  involved  about  fixing 
selling  price  of  commodities  are 
these : — 

“A  grocer  in  this  town  sells 
Missoula  flour  within  5  and  10 
cents  of  the  wholesale  price  set  by 
the  home  flour  mill.  The  mill  peo¬ 
ple  say  that  they  cannot  refuse  to 
sell  him  unless  he  maintains  the 
general  selling  retail  price.  They 
say  that  the  retailer  can  compel 
them  to  sell  him  irrespective  of  how 
he  retails  the  flour.  Both  flour  mill 
people  and  merchants  involved  are 
Montana  houses  and  all  business  in 
this  case  is  business  within  the 
State. 

“The  other  case  is  that  of  the 
coffee  house  of  Hills  Bros.,  of  San 
Francisco,  who  sell  to  Mr.  Burk¬ 
hart,  of  Missoula.  He  sells  their 
coffee  at  an  advance  of  x  cent  to 
1 V2  cents  a  pound.  Other  dealers 
using  that  coffee  do  not  propose  to 
stand  for  such  extreme  price  cut¬ 
ting.  It  is  of  course  our  privilege 
to  cease  buying  of  them.  Can  Mr. 
Burkhart  compel  Hills  Bros,  to  sell 
him  coffees? 

“The  point  we  wish  settled  is 
whethef  a  mercantile  house  can  re¬ 
fuse  to  sell  to  a  customer  who 
proffers  the  cash  according  to  their 
own  pleasure,  with  or  without  stat¬ 
ing  any  reason? 

“It  is  our  belief  that  a  firm  in 
private  business,  that  is,  not  a  pub¬ 
lic  service  company,  can  sell  or  re¬ 
fuse  to  sell  ‘any  one  without  or 
with  any  valid  reason.  We  say  that 
it  is  our  privilege  to  choose  our 
customers,  and  to  refuse  to  sell  to 
any  one  at  our  pleasure.  Is  this 
correct  ?” 

Several  years  ago,  in  writing 
upon  this  subject,  I  expressed  the 
opinion  that  manufacturers  wish¬ 
ing  to  hold  both  the  trade  of.  cut¬ 
ters  and  the  trade  of  non-cutters, 
though  professing  to  be  anxious  to 
cut  the  cutters  off,  deliberately  used 
the  argument  “we  would  like  to 
stop  selling  them,  but  we  can’t,”  in 
order  to  serve  their  own  selfish  pur¬ 
poses. 

Any  private  trader  can  be  abso¬ 
lutely  arbitrary  in  the  choice  of  his 
customers,  selling  the  dealer  on  one 
corner  and  refusing  to  sell  the 
dealer  on  the  other,  even  though 
the  latter  were  willing  to  pay  a 


higher  price.  So  far  as  selling  or  I  goods  somewhere  else  and  cut  the 
not  selling  is  concerned,  he  is  the  life  out  of  them.  Very  often  the 
absolute  master  of  his  own  busi-  manufacturer  pleads  helplessness 
ness,  and  neither  law  nor  court  has  saying  that  he  exhausted  all  his 
ever  attempted  to  interfere  with  remedies  when  he  cut  the  cutter  off, 

and  that  as  he  does  not  know  where 
Public  service  corporations  are  in  the  cutter  is  now  getting  his  sup- 
a  vastly  different  position.  No  plies,  he  can  do  no  more, 
railroad,  no  telegraph  or  telephone  I  have  had  for  years  a  theory 
company,  no  gas  or  electric  com-  as  to  how  a  manufacturer  coulc 
pany,  no  theatre  and  no  licensed  stop  such  cutting,  which  has  never, 
hotel,  can  refuse  to  accommodate  so  far  as  I  know,  been  tested  in 
anybody  who  proposes  to  patronize  court,  but  which  I  am  hopeful  wil 
it,  provided  its  reasonable  rules  and  be  tested  at  no  distant  day. 
regulations  are  complied  with.  The  My  plan  would  be  tried  in  cases 
reason  for  that  is  that  these  and  all  of  which  these  two  in  Missoula  are 
other  public  service  companies  are  pretty  fair  types,  except  that 
granted  valuable  privileges  by  the  would  not  try  it  until  the  manu- 
State,  either  licenses,  or  franchises,  facturer  had  cut  off  the  cutter, 
or  the  right  of  eminent  domain,  who  had  then  gotten  the  goods 
and  in  return  for  those  they  are  elsewhere  and  for  revenge  or  for 
expected  and  required  to  serve  the  some  other  reason,  was  cutting  the 
whole  public.  The  private  trader  |  price.  Suppose  the  Missoula^gro 
not  only  gets  no  special  privileges  j  cer  persisted  in  selling  this  brand  of 
from  the  State,  but  lie  is  taxed  to  flour  at  a  price  with  which  no  other 
the  limit  beside,  and  he  is  therefore  grocer  could  compete  and  make  a 
left  free  to  choose  his  own  custom-  profit.  In  consequence,  the  other 

ers‘  grocers  would  throw  the  brand  out, 

It  follows  that  the  Missoula  flour  and  the  manufacturer’s  ordinary 
people  can  cut  the  cut  grocer  off  channels  of  distribution  would  be 
the  instant  they  want  to,  and  if  he  choked,  with  resultant  loss, 
goes  into  court  to  compel  them  to  I  believe  and  always  have  be- 
f eH  to  him>  he  will  be  laughed  out  lieved  that  a  manufacturer  in  that 
in  five  minutes.  This  is  not  only  position  could  obtain  an  injunction 
so  in  Montana,  but  it  is  so  every-  against  a  cutter,  provided  the  lat- 
u  lici  t  else  in  the  civilized  world.  ter  was  not  merely  realizing  upon 
Hills  Bros.,  of  San  Francisco,  his  ability  to  buy  cheaper  and  there- 
Cal.,  are  in  the  same  position,  fore  to  sell  cheaper,  but  was  de- 
1  hey  can  cut  Mr.  Burkhart  off  in-  pressing  the  price  from  a  wanton 
stantly,  with  or  without  a  reason,  and  illegitimate  motive.  It  seems 
and  without  regard  to  whether  he  to  be  that  no  cutter  has  a  right  to 
proffers  the  cash  or  not.  so  injure  another  man’s  business, 

It  is  also  true  that  both  manufac-  and  I  believe  the  courts  would  so 
Hirers  may  legally  sell  to  other  hold. 


Can  they  do  so  in  this  State  to  am 
storekeeper?  Don’t  object  paying 

my  rent,  but  hate  like  h -  to  b<| 

forced  to  pay  on  any  certain  day 
Some  ten  years  ago  I  had  occasioi 
to  push  a  tenant  in  my  Halse) 
street  house.  I  took  them  to  cour 
and  the  judge  decided  that  I  coulc 
not  ask  or  collect  for  anything 
(rent)  that  was  not  due  and  that 
a  month’s  rent  was  not  due  unti 
the  last  day  of  the  month.  Now 
here  is  no  lease,  only  pay  fron 
month  to  month,  and  she  alway- 
fighting  to  be  paid  on  or  before  the 
3d- 

What  do  you  think?  What  ac¬ 
tion  should  or  could  she  take: 
Could  she  raise  my  rent  during  the 
year,  say,  from  May  to  May? 

Answer. — What  your  landlady 
can  do  depends  on  the  contract  be¬ 
tween  you.  You  say  there  is  no 
lease,  but  the  law  will  imply  a  ver¬ 
bal  lease  from  month  to  month.  If 
there  was  no  arrangement  to  pay 
in  advance,  and  you  have  never 
done  that,  she  cannot  compel  you 
to,  but  if  you  refuse  to  do  it  she 
can  of  course  order  you  out  by 
giving  one  month’s  notice.  Since 
the  lease  is  only  a  monthly  one,  she 
can  do  that  any  time  she  likes,  with 
or  without  a  reason.  My  advice  is 
to  get  at  least  one  year’s  lease,  and 
to  get  it  in  writing.  While  present 
conditions  exist,  she  can  raise  your 
rent  at  any  time,  merely  by  giving 
one  month’s  notice,  and  as  I  have 
explained,  she  can  also  oust  you. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
rearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un- 
ess  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
ditor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


dealers  on  the  express  condition 
that  they  shall  not  sell  the  Mis 
soula  cutters,  and  if  that  condition 
is  violated,  the  manufacturers  can 
also  cut  the  offenders  off. 

Let  me  carry  the  discussion  of 
these  cases  a  step  further.  In  such 


(Copyright,  March,  1913,  by 
Elton  J.  Buckley .) 


Question:  W.  S.  G.,  Brooklyn, 
N.  Y. — I  would  like  a  little  infor¬ 
mation  as  a  subscriber.  I  have  a 
store  and  the  landlady  is  always 

a  case  a  cutter,  refused  gobds  by  |  advance  on  or  before^thT^crofthe 
the  manufacturer,  will  often  get  the  |  month  that  she  will  dispossess  me. 


Burroughs  Adding  Machine  Co.  Sued 
a*  Trust  and  Immediately 
Capitulates. 

A  civil  anti-trust  suit  filed  in  De¬ 
troit,  Mich.,  last  week  by  order  of 
A  1 1  o  r  n  e  y-General  Wickersham, 
i  larging  the  Burroughs  Adding 
Machine  Co.  with  monopolizing 
interstate  and  foreign  trade  in  ad¬ 
ding  machines  and  appliances,  was 
followed  immediately  by  the  entry 
of  an  agreed  decree  terminating 
alleged  unfair  practices  to  stifle 
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jrapetition.  The  $5,500,000  com- 
any  was  ordered  to  instruct  its 
gents  in  writing  to  desist  from 
iterfering  with  competitors,  and  is 
rirbidden  to  acquire  a  controlling 
iterest  in  any  competing  concern 
ithout  the  consent  of  the  court, 
'ollowing  were  named  as  defend- 
nts:  The  Burroughs- Adding  Ma¬ 
rine  Co.,  .of  Michigan ;  the  Bur- 
jughs  Adding  Machine  Co.,  of 
lissouri;  Joseph  Boyer,  Benjamin 
r.  Chapman,  Claiborne  W.  Gooch, 
.Ivan  Macauley,  Emil  P.  Wenger, 
.ndrew  J.  Lauver,  Frank  IT. 
lodge,  Albert  S.  Herrman,  E.  St. 
Imo  Lewis,  James,  C.  Walker, 
.If red  J.  Doughty  and  Charles 
facklin,  all  of  Detroit;  Edward 
lector  and  Joseph  F.  Gillen,  of 
riicago;  Henry  Wood,  Gustavus 
Buder  and  Marcus  A.  Stith,  of 
t.  Louis;  Walter  B.  Manny, 
.archmont,  N.  Y. ;  Frank  S. 
Wheeler,  New  York  City;  Louis  A. 
lennick,  Boston ;  P.  K.  Russell, 
linneapolis ;  A.  W.  Saxe,  Pitts- 
itrgh,  and  Fred.  T.  Miller,  Okla- 
oma  City.  The  company  was  ac- 
jsecl  of  acquiring  and  suppressing 
le  Universal  and  Pike  Adding 
lachine  Companies  and  of  at- 
;mpting  to  acquire  and  suppress 
le  Addegraph  Manufacturing  and 
rider  Machine  Companies. 


ASSOCIATION  NEWS 


Wholesale  Grocers’  Association  of 
Pennsylvania,  New  Jersey 
and  Delaware. 

Following  is  the  official  pro- 
ramme  of  the  seventh  annual  con- 
ention  of  the  Wholesale  Grocers’ 
issociation  of  Pennsylvania,  New 
ersey  and  Delaware,  which  will 
e  held  at  the  Hotel  Du  Pont  in 
Vxlmington,  Del.,  next  Wednesday 
nd  Thursday,  March  12th  and 
3th : — 


Open  Session,  Wednesday,  March 
I2TH,  2.00  P..  M. 

Convention  called  to  order  by  the 
president. 

Invocation,  Rev.  Thomas  P.  Hal¬ 
loway,  D.  D. 

Address  of  Welcome,  Mayor 
Harrison  W.  Howell. 

Greetings  from  the  Wilmington 
Chamber  of  Commerce,  President 
Josiah  Marvel. 

Response,  Mr.  H.  G.  Kurtz. 

Roll  Call. 

Reading  of  the  Minutes. 

Annual  Address,  President  Rob¬ 
ert  G.  Bursk. 

Introduction  of  Visiting  Jobbers. 

Report  of  the  Secretary  and 
General  Manager. 

Report  of  the  Treasurer. 

Address,  “Value  of  State  and  Lo¬ 
cal  Association,”  Mr.  Alfred  H. 
Beckmann,  secretary  of  the  Na¬ 
tional  Wholesale  Grocers’  Associa¬ 
tion. 

Address,  Mr.  J.  E.  Linihan,  presi¬ 
dent  American  Specialty  Manufac¬ 
turers’  Association. 

Introduction  of  Manufacturers. 
(Responses  limited  to  five  minutes 
each.) 

Announcements,  Mr.  Wm.  D. 
Mullen,  chairman  local  Committee 
of  Arrangements. 

Wednesday  Evening,  8.00  P.  M. 

The  convention  and  its  friends 
will  be  the  guests  of  the  Wilming¬ 
ton  jobbers. 

Executive  Session,  Thursday, 
March  13TH,  9.30  A.  M. 

Subject,  “Broken  Packages,”  Mr. 
Arjay  Davies,  Easton,  Pa. 

Discussion. 

Subject,  “Bad  Debts — Is  Credit 
Too  Cheap?”  Mr.  A.  J.  Wellington, 
treasurer  National  Wholesale  Gro¬ 
cers’  Association. 

Discussion. 

Subject,  “Drayage,”  Mr.  F.  B. 
Reeves,  Jr.,  Philadelphia. 

Discussion. 

Subject,  “Sales  Efficiency,”  Mr. 
Sylvan  Stix,  of  Seeman  Bros.,  New 
York  City. 

Discussion. 

Subject,  “Salesmen’s  Vacation,” 
Mr.  Clement  Schneider,  Mount  Car¬ 
mel,  Pa. 

Discussion. 

Address,  Mr.  A.  Lincoln  Taylor, 
president  Wholesale  Grocers’  Sales¬ 
men’s  Association. 

Subject,  “The  Sugar  Question,” 
Mr.  Robert  G.  Bursk,  Philadelphia. 

New  Business. 

Open  Session,  Thursday  After¬ 
noon,  2.00  P.  M. 

Report  of  Legislative  Committee, 
Mr.  H.  G.  Kurtz,  chairman. 

Subject,  “Metric  System,”  Mr. 
Fred.  R.  Drake,  Easton,  Pa. 


Make 

Us 

Prove 

It 

■^^HY  don’t  you  try  us  out — just  once? 

Send  us  the  sample  of  Te&  to  match 
and  price,  that  we’ve  been  asking  for  so 
long,  and  make  us  prove  whether  we  can 
sell  Teas  cheaper  by  mail  than  through 
salesmen. 

We  say  we  can  because  we  don’t  have 
to  add  the  salesmen’s  salaries  to  cost.  Why 
not  make  us  prove  it  ? 

DTTDVEC  C.  D  ADU/TCC  roasters  and  packers  teas  and  coeeees 
IJlKlfct  dAKWIjL  89  Front  Street  :  New  York 

Why  We  Can 
Guarantee  Against 
Spoilage 

The  filthiest  thing  on  earth 
is  rennet  if  made  carelessly 
and  under  unclean  condi¬ 
tions. 

If  you  could  see  some  com¬ 
mercial  rennets  made  you 
wouldn’t  let  them  enter  your 
store. 

We  guarantee  to  the  abso¬ 
lute  limit  the  perfect  cleanli¬ 
ness  of  James  T.  Shinn’s 
Liquid  Rennet,  but  we  have 
other  proof  that  it’s  clean— 
we  guarantee  it  not  to  spoil. 

We  wouldn’t  dare  guarantee 
an  unclean  rennet  that  way. 

James  T.  Shinn’s  Liquid 
Rennet  will  also  coagulate 
milk  in  2 — 5  minutes,  and  in 
every  way  will  satisfy  your 
most  exacting  customer. 

Costs  you  $1.50,  sells  for 
$3.00.  Order  some  now,  be¬ 
fore  you  forget  it.  All 
jobbers. 

Shinn  &  Kirk 

1400  Spruce  St.,  Phila. 

Electric 
Light  Value 

•I  Nowadays  there  are 
very  few  merchants  who 
do  not  understand  that 
a  light,  bright  store 
means  more  trade  with 
the  public  and  better 
work  from  the  employe. 

If  you  use  Electric  Light 
in  your  Grocery  Store 
you  not  only  employ  the 
most  efficient  method  of 
illumination,  but  you 
also  receive  good  adver¬ 
tising  value.  Tungsten 
lamps  have  cut  the  cost 
of  Electricity  more  than 
one-half. 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 

One  retail  grocer  writes 

“We  are  handling  Fels  -  Naptha  soap  and  it  is  one 
of  our  very  best  sellers.  It  is  wonderful  how  easily  dirty 
clothes  are  made  clean  with  the  use  of  Fels-Naptha  soap. 
It  sells  without  pushing.” 
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The  Wessels’  Plan  to  Strengthen  Pennsyl¬ 
vania  Grocers’  Association  Is 
Now  Launched 

Starts  About  Simultaneously  With  this  Issue  of  this  Paper. 
Great  Aims  to  be  Accomplished.  Points  to  be  Watched. 


Subject,  “Some  of  the  Evils  of 
the  Trade,”  Mr.  A.  M.  Wilson, 
president  New  England  Wholesale 
Grocers’  Association. 

Discussion. 

Subject,  “Auto  Trucks,”  Mr.  J. 
Fred.  Haworth,  of  Haworth  & 
Dewhurst,  Pittsburgh,  Pa. 

Discussion. 

Address,  “Canned  Foods  Week,” 
Mr.  James  Hewitt,  of  H.  Kellogg 
&  Sons,  Philadelphia. 

Address,  Mr.  Andrew  Ross,  vice- 
president  and  general  manager,  Kel¬ 
logg  Toasted  Corn  Flake  Co.,  Battle 
Creek,  Mich. 

Report  of  Resolutions  Committee, 
Mr.  Fred.  R.  Drake,  chairman. 

Report  of  Committee  on  Nomina¬ 
tions,  Mr.  J.  H.  Blackwell,  chair¬ 
man. 

Elections. 

Introduction  of  New  Officers. 

Thursday  Evening,  Hotel  Dupont, 
6.30  P.  M. 

Banquet.  Speakers : — 

Governor  Charles  R.  Miller, 
Delaware. 

Mr.  George  E.  Lichty,  president 
National  Wholesale  Grocers’  Asso¬ 
ciation. 

Dr.  Carl  L.  Alsberg,  chief  of  Bu¬ 
reau  of  Chemistry,  Washington, 
D.  C. 

Ex-Governor  Bert  M.  Fernald, 
president  National  Canners’  Asso¬ 
ciation. 

Hon.  Levin  Irvin  Handy,  Wil¬ 
mington,  Del. 

Mr.  Fred.  Mason,  vice-president 
The  Shredded  Wheat  Co.,  Niagara 
Falls,  N.  Y. 

Mr.  A.  C.  Monagle,  secretary 
American  Specialty  Manufacturers’ . 
Association. 

Mr.  Samuel  M.  Clement,  Jr., 
counsel,  Philadelphia,  Pa. 

Toastmaster,  Mr.  Robert  G. 
Bursk. 


The  plan  about  to  be  launched 
by  the  C.  M.  Wessels  Co.,  to  im¬ 
prove  the  condition  of  grocers’  as¬ 
sociations  in  Pennsylvania,  really 
starts  with  the  appearance  in  this 
issue  of  the  “Grocery  World  and 
General  Merchant’’  of  some  special 
advertising  in  connection  with  the 
plan,  by  Charles  W.  Young  &  Co., 
soap  manufacturers;  the  Fianklin 
Sugar  Refining  Co.,  H.  O.  Wilbur 
&  Sons,  P.  F.  Brown  &  Co.  and  L. 
H.  Parke  &  Co.  All  these  manu¬ 
facturers  and  several  others  whose 
advertising  will  appear  in  forth¬ 
coming  issues,  have  affiliated  them¬ 
selves  with  the  plan  and  .will  work 
to  make  it  a  success. 

The  plan  is  expected  to  accom¬ 
plish  the  following  things : — 

First. — It  will  stimulate  interest 
in  the  State  association  on  the  part 


of  its  members,  because  each 
local  will  call  on  its  members  to 
help.  It  is  a  fact  which  cannot  be 
questioned  that  any  honorable 
means  of  stimulating  interest  in 
their  associations,  both  local  and 
State,  if  practical,  is  most  desirable, 
and  in  fact,  if  the  association  move¬ 
ment  is  to  grow,  imperatively  nec¬ 
essary. 

Second. — It  will  bring  many  new 
members  into  the  locals  because 
the  present  members  will  make  real 
efforts  to  increase  their  member¬ 
ship.  It  will  bring  many  locals  into 
the  State  association  for  the  same 
reason. 

Third. — This  plan  will  arm  or¬ 
ganizers  with  a  very  strong  argu¬ 
ment  to  induce  retailers  to  organize 
locally  and  join  the  State  associa¬ 
tion. 


The  plan  also  comprehends  in 
teresting  retail  grocers  throughoir 
Pennsylvania  in  the  sale  of  certair 
well  known  and  standard  products 
to  the  end  that  special  funds  may 
be  raised  thereby  and  applied  to  tin 
strengthening  of  the  local  and  State 
associations.  The  points  to  be 
watched  are  as  follows : — 

hirst. — The  greatest  increase  ii 
membership  before  August  1,  1913 
of  a  local  association  which  is  a 
member  of  the  State  association. 

Second. — The  greatest  apportion- 
ate  mileage  of  delegates  and  mem¬ 
bers  and  their  wives  attending  the 
next  State  convention  at  Warren. 
Pa.,  the  first  day,  August  5,  1913. 

Third. — The  comparative  sales 
on  12  to  15  standard  brands  oi 
goods  during  a  period  before  Au¬ 
gust  1,  1913. 

The  announcement  of  results  will 
be  made  at  the  August  convention. 

Florida  oranges  are  still  stiff  be¬ 
cause  of  scarcity,  and  anything 
good  to  fancy  ranges  from  $2.75  to 
$4  per  box.  Florida  oranges  of  all 
grades  are  wanted,  as  the  receipts 
are  hardly  a  third  of  what  they 
were  a  short  time  ago.  Another 
reason  for  the  firmness  is  the  ab¬ 
sence  of  California  oranges. 


DON’T 


Give  Away 
Your  Profits 


ON 


The  oil  wasted  by  the  old-fashioned  tank  cuts  down  your  profits  and  damages  other  goods.  The  price  of  the  oil  saved  by  the 


BOWSER  SAFE  SELF-MEASURING  OIL  TANK 


first  pays  for  the  BOWSER  outfit  and  then  goes  into  your  cash  drawer  as  extra  profits.  The  BOWSER  automatic  stop  cuts  off  the  oil  as 
soon  as  you  cease  to  pump,  and  prevents  dripping.  The  BOWSER  gauge  shows  how  much  to  charge  when  filling  odd  measures  such  as 
a  ijmp  or  oil  stove  tank,  and  shows  how  much  oil  you  have  left  in  the  tank.  It  does  away  with  the  nasty,  oily  measure  and  funnel 
There  are  over  750,000  BOWSER  tanks  in  use,  because  they  do  what  we  say  they’ll  do— SAVE  MONEY.  You  should  investigate’ 

Let  us  send  our  catalogue — FREE.  Write  to-day.  6 


S.  F.  BOWSER  &  CO.,  Inc.,  Home  Plant  and  General  Offices,  Box  2077,  FT.  WAYNE,  IND. 

DDANirurc  All-.!.  oeno _ i  . _  c*.  /-i  •  r..  .  «...  ~  ..  _  _  _ 


BRANCHES— Atlanta  :  250  Peachtree  St.  Chicago:  239  Fisher  Bldg  Dallas:  238  Lane  St.  Denver:  979  G.  &  E.  Bldg.  Minneapolis:  1133  Hennepin  Ave. 
New  York .  79  Church  St.  St.  Louis  :  1170  Olive  St.  San  Francisco  :  641  Howard  St.  Toronto  :  Box  A.  C.  G. 

Albany  :  577  Broadway.  Harrisburg  :  246  Federal  Square 
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If  Y ou  Care  to 

Pick  Bigger  Profits 

Plant 

Post  Tavern  Special 

The  New  Breakfast  Porridge 

It’s  a  hummer  to  grow,  and  the  profits  are  big  and  quick. 

It  is  wheat,  corn  and  rice  skilfully  blended  to  make  a  new  and  different 
breakfast  food.  Taste  it  hot  with  cream  and  sugar,  then  you  can  tell  about  its 
delightful  quality. 

Back  of  Post  Tavern  Special  is  heavy,  continuous  advertising,  and  the  sale 
is  guaranteed  to  the  last  package.  Begin,  and  you’ll  keep  on  selling  it,  so  that, 
like  Tom  Sawyer’s  apple  core,  there  won’t  be  “no  last”  package. 

Plant  Post  Tavern  Special  in  your  store  and  see  the  profits  grow. 

Post  Tavern  Special  comes  in  cases  of  2  doz.  15c.  packages,  or  3  doz.  10c. 
packages. 

Made  by  the  Pure  Food  Factories  of  Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich. 


ealers  and  Consumers  Recognize  Welch’s  as  the 

Standard  in  Grape  Juice 

There  are  two  reasons  why  Welch’s  is  the  standard.  The  first  is  that  we  have  always  insisted  on  the  highest  quality  and  the  utmost 
purity  in  its  production.  The  second  is  that  we  have  by  liberal  advertising  educated  the  public  with  regard  to  the  excellence  of 

Welch’s 

fjTfce  j\cv££oncil 


^hen  Grape  Juice  is  mentioned  Welch’s  at  once  suggests  itself.  It  has  a  permanent  place  in  public  favor.  The  moment 
ou  put  Welch’s  in  your  store  you  begin  to  get  your  share  of  the  benefit  of  our  advertising. 

It  always  pay  more  than  the  market  price  for  grapes.  Last  Fall  the  grapes  did  not  ripen  as  evenly  as  usual.  We  paid  $35 
sr  ton  for  our  grapes,  thus  securing  the  pick  of  the  crop.  This  was  $10  per  ton  more  than  was  paid  by  others  and  will 
icplain  why  we  are  justified  in  claiming  superior  quality  for  Welch’s. 

/e  create  the  demand  for  Welch’s.  It  will  be  to  your  interest  to  supply  it.  Your  old  customers  know  Welch’s  and  will  be 
lad  to  have  you  furnish  it.  Our  advertising  will  send  new  customers  to  you. 

^tractive  and  attention-compelling  display  advertising  will  be  supplied  to  dealers  who  are  pushing  Welch’s.  If  you  are 
ispensing  Welch’s,  mention  the  fact  to  us,  when  you  write. 

SEND  FOR  OUR  PROPOSITION 

THE  WELCH  GRAPE  JUICE  COMPANY 


WESTFIELD,  NEW  YORK 
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: 


THE  GROCERY  MARKETS 

. 


Tea. 

The  tea  market  is  unchangec 
and  still  inclined  to  be  quiet.  Prices 
are  unchanged  throughout.  The 
market  is  rather  remarkably  we 
sustained  in  view  of  the  prevailing 
dullness;  the  reason  is  the  com¬ 
paratively  small  stocks. 

Coffee 

The  market  for  Rio  and  Santos 
coffee  has  recovered  somewhat, 
speaking  now  of  options,  from  the 
slump  of  the  past  few  weeks.  Ac¬ 
tual  coffees  are  not  materially 
higher,  however,  but  will  be  if  op¬ 
tions  continue  strong  and  advanc¬ 
ing.  The  demand  for  Brazils  at 
the  moment  is  much  better  than  it 
has  been.  Mild  grades  are  fairly 
steady  at  ruling  quotations;  de¬ 
mand  moderate.  Java  and  Mocha 
are  unchanged. 

Sugar. 

The  sugar  market  has  shown  no 
material  change  during  the  week, 
although  a  slightly  firmer  feeling 
has  developed,  due  to  somewhat 
smaller  receipts  in  Cuba  than  were 
expected.  The  fluctuation,  how¬ 
ever,  has  hardly  amounted  to  more 
than  5  points,  and  there  has  not 
been  even  that  change  in  the  quota¬ 
tions.  Refined  sugar  can  still  be 
bought  at  the  old  figures.  The  de¬ 
mand  is  quiet. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for  the 
week.  Compound  syrup  is  dull  on 
account  of  the  warm  weather; 
prices  unchanged.  Sugar  syrup  is 
quiet  at  ruling  quotations.  Mo¬ 
lasses  dull  and  unchanged. 

Fish. 

There  has  been  a  heavy  slump  in 
certain  grades  of  salmon,  notably 
medium  reds,  amounting  to  at  least 
25  cents  per  dozen.  The  cause 
seems  to  be  lack  of  demand.  Other 
grades  of  salmon  are  unchanged 
and  quiet.  Mackerel  of  all  grades 
are  unchanged  for  the  week,  the 
market  still  being  rather  soft  and 
in  buyer’s  favor.  Cod,  hake  and 
haddock  in  small  request  at  steady 
prices.  Domestic  sardines  un¬ 
changed  and  dull;  imported  grades 
scarce  and  strongly  held. 

Canned  Goods. 

Standard  tomatoes  show  no 
change  whatever  from  the  basis  on 
which  they  have  ruled  for  several 
weeks;  demand  dull.  Very  little 


interest  is  being  taken  in  future  to¬ 
matoes,  although  they  are  selling 
at  about  what  authorities  on  the 
subject  say  will  be  the  1913  pack¬ 
ing  cost.  Corn  and  peas  are  about 
unchanged  on  spot,  as  are  futures. 
Standard  peas  on  spot  are  very 
cheap  as  compared  with  the  prices 
of  a  few  weeks  ago;  the  demand, 
however,  has  been  seriously  cur¬ 
tailed  by  the  high  prices,  and  most 
holders  seem  to  have  large  stocks. 
The  whole  situation  is  heavy. 
Apples  are  dull  and  unchanged. 
California  canned  goods  show  no 
change  and  light  demand.  Small 
Eastern  staple  canned  goods  are 
quiet  at  ruling  quotations. 

Dried  Fruits. 

Prunes  are  unchanged  from  a 
week  ago  and  dull.  Peaches  and 
apricots  are  selling  in  a  small  way 
at  steady  prices.  Raisins  are  dull 
and  unchanged.  Currants  and 
other  dried  fruits  in  seasonable  re¬ 
quest  at  unchanged  prices. 

Beans  and  Peas. 

Domestic  pea  beans  are  in  fair 
request  at  prices  which  for  good 
stock  are  unchanged.  Marrows  are 
also  unchanged  and  in  moderate 
request.  California  limas  have 
gone  somewhat  to  pieces,  and 
trices  are  at  least  %  cent  per 
x>und  off.  Active  competition 
among  sellers  is  the  reason. 

Butter. 

The  receipts  of  fancy  fresh  but¬ 
ter,  in  fact  all  grades,  continue  to 
De  very  light  and  meet  with  ready 
sale  on  arrival.  The  consumptive 
demand  is  very  good,  and  the  mar¬ 
ket  is  firm.  There  is  not  likely  to 
be  any  change  from  the  present 
condition  for  at  least  thirty  days. 

Eggs. 

The  egg  market  is  steady  at  a 
decline  of  1  cent  per  dozen  from 
ast  week.  The  decline  is  due  en¬ 
tirely  to  the  increased  production. 
The  market  is  steady  at  the  pres¬ 
ent  price  and  the  consumptive  de¬ 
mand  is  absorbing  the  receipts  upon 
arrival.  The  market  is  uncertain 
or  the  next  few  weeks,  depending 
entirely  on  weather  conditions. 
There  is  likely,  however,  to  be  but 
slight  change  in  price. 

Cheese. 

The  cheese  market  remains  prac¬ 
tically  the  same  as  it  has  for  the 
past  eight  weeks.  The  consump¬ 


tive  demand  is  fair  considering  the 
high  prices,  and  the  stocks  are  re¬ 
ducing  fairly  well.  There  is,  how¬ 
ever,  an  accumulation  of  late  made 
and  undergrade  cheese  that  are 
being  pressed  for  sale  at  prices  con- 
sinderably  under  the  market  price 
on  the  best  cheese.  No  change  is 
expected  in  the  immediate  future. 

Provisions. 

The  market  on  everything  in  the 
smoked  meat  line  remains  firm  with 
some  goods  about  J4  cent  per 
pound  higher.  The  stocks  are  re¬ 
ported  as  being  very  light,  and  the 
consumptive  demand  is  only  fair. 
Pure  lard  is  firm  with  a  good  con¬ 
sumptive  demand  at  the  recent  ad¬ 
vance,  while  compound  is  also  firm 
with  a  fair  consumptive  demand  at 
Ya  cent  per  pound  advance  over  last 
week.  Dried  beef  is  firm  with  an 
increased  consumptive  demand. 
Barreled  pork  and  canned  meats  re¬ 
main  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 

Rice. 

The  demand  shows  a  decided  im¬ 
provement  over  the  previous  week. 
There  is  more  disposition  on  the 
part  of  the  trade  to  do  a  bit  of 
“shopping,”  in  the  hope  of  securing 
duplicates  of  former  purchases  of 
equal  quality  and  price,  especially 
for  the  Honduras  sorts.  The  dif¬ 
ficulty  in  getting  the  desired  grades 
confirms  holders  in  asking  not  only 
full  figures,  but  in  demanding  the 
advanced  cost.  Japan  styles  are  re¬ 
ceiving  their  full  share  of  passing 
trade,  on  account  of  their  lower 
range  of  values.  The  trend  is 
therefore  towards  strong  conditions 
all  around.  It  is  reported  that  sev¬ 
eral  very  large  transactions  in 
Japan  have  been  affected  for  ship¬ 
ment  abroad,  and  also  to  South 
America,  thus  relieving  the  tense 
situation  in  this  style,  and  though 
there  have  been  some  few  parcels 
offered  for  home  distribution  at  a 
trifling  concession,  the  general 
market  rules  fairly  firm. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  note  quiet  con¬ 
ditions,  heavy  rains  not  only  inter¬ 
fering  with  business,  but  putting 
back  the  preparation  of  the  lands 
for  next  crop,  and  there  is  general 
complaint  that  collections  are  ex¬ 
tremely  slow,  which  also  hampers 
business.  At  New  Orleans  the  mar¬ 
ket  is  firm.  Some  of  the  mills  are 
slowing  down,  and  others  have 
closed  up  for  the  time  being  until 
they  can  ship  out  lots  sold,  leaving 
room  for  further  operation.  The 


demand  continues  light,  but  wit 
the  approach  of  spring  there  is 
general  feeling  that  there  will  fo 
low  a  season  of  much  greater  a( 
tivity. 

In  the  interior — Southwest  Loi 
isiana,  Texas  and  Arkansas — th 
demand  is  keeping  well  up.  Med 
um  grades  and  screenings  are  sti 
in  light  supply  from  the  mills,  an 
this  naturally  affects  the  genen 
situation  towards  a  strong  tom 
The  planters  are  improving  ever 
opportunity  to  get  their  lands  i 
shape  for  the  next  crop,  which  o 
account  of  the  increasing  acreage 
it  is  estimated  will  be  the  larger 
in  the  history  of  the  production  i 
this  country. 

Cables  and  correspondence  fror 
abroad  note  rough  rice  market  cor 
siderably  lower  and  a  large  bus: 
ness  done.  “Spot  cleaned”  flat 
“forward  Burma”  lower. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Evaporated  Apples,  Etc. 

Trading  in  evaporated  apple 
continues  to  be  at  almost  a  com 
plete  standstill  so  far  as  deman 
from  the  consuming  markets  i 
concerned.  There  has  been  a  littl 
more  speculative  buying  during  th 
past  week  on  a  basis  of  5  to  5R 
cents  in  boxes  for  carload  ship 
ments.  All  of  these  purchase 
were  made  for  storing  purposes 
Desirable  qualities  are  rather  har<  ' 
to  obtain  and  good  prime  qualit  j 
in  small  lots  is  quotable  at  5%  ti 
5  Vs  cents,  with  choice  6  to  6R  J 
cents.  Cartons  J4  cent  per  pourn 
ligher. 

Raspberries  are  a  shade  easier 
although  they  are  not  offered  ver 
freely.  They  are  quotable  at  15R 
to  16  cents  in  barrels. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Standard  Canned  Goods. 

No.  1 

Holders  of  spot  tomatoes  fee 
encouraged  by  the  developments  it  I 
the  market  for  that  article  during 
the  last  three  weeks,  chiefly  becaus< 
of  the  way  the  goods  have  beer 
widely  scattered  in  car  lots.  Nearlj 
every  State  east  of  the  Rockies  has 
drawn  on  this  market  for  supplies 
since  the  first  of  the  year,  in  1 
land-to-mouth  fashion,  until  th< 
middle  of  February,  when  the  or¬ 
ders  commenced  to  increase  in  size 
ranging  from  one  up  to  three  01 
four  carloads,  indicating  an  earliei 
than  usual  beginning  of  the  demand 
for  the  spring  trade.  In  anticipa¬ 
tion  of  the  opening  of  navigation  on 
the  great  lakes,  with  the  customary 
lower  freight  rates  by  the  lake  and 
rail  lines,  the  jobbers  located  in  the 
sections  reached  by  those  routes  ' 
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ve  begun  to  buy  canned  goods 
re  for  early  shipment.  The 
istern  markets  have  also  taken 
ot  tomatoes  recently  in  liberal 
.antities,  especially  those  markets 
rich  have  been  reported  all  along 
being  overstocked. 

Future  tomatoes  were  again 
irly  active  last  week,  not  in  any 
y  blocks,  but  a  steady  buying  of 
r  lots  and  upward  at  the  going 
ices.  It  is  more  than  gratifying 
see  many  of  the  buyers  coming 
ck  for  the  same  brands  that  gave 
em  satisfaction  last  season.  It 
ed  to  be  an  axiom  among  the 
nners  that  it  doesn’t  pay  to  pack 
•od  goods  because  the  jobbers,  as 
rule,  did  not  appreciate  quality, 
id  a  difference  of  2I/2  cents  per 
izen  in  the  price  threw  the  busi¬ 
es  to  the  other  fellow,  who  gen- 
ally  contrived  to  get  the  best  of 
losing  sale,  but  that  feeling  is 
ring  out  rapidly.  The  jobber, 
hile  seeking  the  low  price  in  a  fair 
?,y,  is  paying  more  attention  to 
e  man  behind  the  contract,  the 
an  who  delivers  ioo  per  cent,  of 
hat  he  sells  and  who  respects  his 
ntracts.  The  outlook  for  the  to- 
ato  business  in  1913  is  considered 
be  excellent,  and  well  selected 
ands  at  to-day’s  prices  will  not 
se  money  for  the  buyer. 

Some  lines  of  spot  vegetables, 
:sides  tomatoes,  were  fairly  active 
fain  last  week,  while  others  were 
ill  and  inactive.  Low-priced  corn, 
r  instance,  found  more  friends, 
id  some  good-sized  lots  were  pur- 
lased  and  placed  in  line  for  con- 
imption.  Soaked  peas  attracted 
ime  business  at  the  low  quota- 
ans.  A  few  of  the  better  grades 
i  green  peas  were  bought,  also 
veet  potatoes,  string  beans,  lima 
:ans  and  kraut,  usually  in  small 
ts.  The  spring  demand  always 
dps  the  general  lines  of  vege- 
ibles,  and  an  early  season  will  be 
iluable  to  the  canners. 

Apples  and  pineapples  were  ac- 
ve  again  last  week.  The  stocks  of 
io.  10  apples  are  small,  and  this 
larket  will  be  cleaned  up  in  the 
aring.  In  sliced  pineapples  every 
rade  in  No.  2  cans  between  $1  and 
1.30  are  sold  out,  and  even  the 
ighest  priced  fancy  sliced  at  $1.50 
)  $1.80  are  nearly  gone.  There 
re  some  grated  pineapples  of  each 
rade  left  unsold,  but  the  stocks  are 
growing  small  and  beautifully 
:ss.”  Pears  was  the  only  other 
rticle  in  canned  fruits  that  moved 
ut  last  week,  but  they  were  active 
'nly  in  a  small  way.  Berries  and 
berries  were  dull  and  unchanged. 

Cove  oysters  were  less  active 
han  they  were,  but  the  prices  are 
irm  because  the  cost  of  the  raw 
tock  continues  to  be  too  high. 

Thos.  J.  Meehan  &  L-o. 
Baltimore,  Md. 


No.  2. 

There  *is  a  better  feeling  indi¬ 
cted  in  the  spot  tomato  market, 
md  while  business  is  of  the  hand 
o-mouth  order,  prices  are  ranging 


WILBUR’S  COCOA 

Is  for  Baking  As  Well  As  Drinking 

WILBUR’S  COCOA  is  not  only  a  most  delicious 
drink,  but  it  is  also  a  food,  and  has  more  food  value  than 
meat,  eggs,  cheese  or  milk,  in  an  easily  digested  form.  Edu¬ 
cate  your  customers  to  use  it  in  cake  baking  and  you’ll  have  a 
cocoa  trade  that  will  surprise  you. 

WILBUR’S  COCOA  is  better  than  chocolate  for  icing  cakes  and  makes  delicious 
Desserts,  Puddings,  Pudding  Sauces,  Candies,  etc.  Our  booklet  “COOK  S  TOURS  THROUGH 
WILBURLAND”  contains  59  recipes  for  using  WILBUR’S  COCOA,  so  delicious  that  the 
woman  who  tries  one  wants  to  try  all  the  rest.  Every  recipe  gives  the  exact  amount  of  each 
ingredient  required,  and  has  been  thoroughly  tested.  If  you’ll  send  us  the  names  and  addresses 
of  some  of  your  customers,  we’ll  mail  each  a  copy  of  our  booklet  with  a  coupon  that  will  bring 
them  to  you  to  buy  WILBUR’S  COCOA.  When  you  get  your  customers  using  WILBUR’S 
COCOA  for  baking,  candy  making,  etc.,  they’ll  buy  pound  and  half-pound  cans  instead  of 
quarter-pound  cans,  and  they’ll  buy  OFTEN. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“If  you’ll  use  WILBUR’S  COCOA  for  icing  cakes,  instead  of 
chocolate,  you’ll  get  a  nice,  soft  icing  that  you  can  cut  through 
without  it  falling  off  the  cake  or  sticking  to  the  knife.’’ 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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from  2y2  to  5  cents  better.  This 
in  the  face  of  the  absolute  absence 
of  trading  during  the  last  two 
months  speaks  volumes. 

Those  who  bought  the  cheap 
goods  which  were  sold  around  80 
cents  found  upon  receipt  of  same 
that  they  were  nothing  but  seconds 
— and  scarcely  that — consequently 
the  trade  has  come  to  realize  that 
for  goods  of  reliable  quality  they 
must  pay  from  82^2  to  85  cents  and 
that  they  are  scarce  at  that.  There 
has  been  no  spring  buying  and  the 
quantity  of  goods  in  first  hands  is 
estimated  at  not  over  10  per  cent, 
of  the  pack.  It  therefore  looks  as 
if  all  spot  holdings  of  desirable 
quality  would  be  absorbed  at  pres¬ 
ent  quotations,  or  better,  between 
now  and  packing  season. 

The  future  game  is  still  most  un¬ 
settled.  Very  few  contracts  are 
being  made  for  raw  stock,  as  grow¬ 
ers  are  demanding  last  year’s  prices 
and  packers  do  not  feel  justified  in 
paying  same  under  present  market 
conditions.  A  cut  of  a  dollar  per 
ton  this  season  on  raw  stock  woulc 
not  quite  offset  the  advance  in  sup 
plies  and  would  leave  the  cost  of 
production  as  high  as  for  1912. 
Those  who  are  offering  futures  at 
80  cents  are  “swopping  dollars,”  as 
the  conservative  packer  who  packs 
a  good  article  in  the  cap  can  fig¬ 
ures  that  it  costs  him  80  cents  at 
nine  dollars  per  ton  for  tomatoes  to 
deliver  3s  standards  on  the  cars. 
There  must  be  a  “nigger  in  the 
wood  pile”  somewhere  on  the  80- 
cent  offerings,  and  the  buyer  who 
accepts  business  on  this  basis  would 
do  well  to  thoroughly  investigate 
the  responsibility  and  reliability  of 
his  seller.  As  the  prospective  cost 
for  1913  will  be  the  same  as  that  of 
1912,  many  conservative  packers 
have  as  yet  withheld  future  prices 
until  conditions  become  more  set¬ 
tled.  “The  laborer  is  worthy  of  his 
hire.”  The  packer  has  his  obliga¬ 
tions  to  meet  the  same  as  any  other 
business  man,  and  he  who  is  ready 
to  “swop  dollars”  or  offers  goods  on 
such  a  low  margin  of  profit  as 
might  be  wiped  out  in  a  few  days 
of  running  his  factory  under  ad¬ 
verse  conditions,  should  give  earn¬ 
est  thought  as  to  whether  or  not  he 
is  pursuing  a  sane,  business  policy. 
Conservative  packers  do  not  feel 
that  they  can  accept  business  on  the 
present  low  basis  under  the  un¬ 
certain  conditions  which  are  pre¬ 
vailing,  and  are  biding  their  time 
awaiting  developments. 

The  fancy  grades  of  corn  are 
still  scarce,  but  an  encouraging 
feature  of  the  market  is  that  the 
cheaper  grades  are  commanding 
more  attention  and  continue  to  be 
moved  in  good-sized  blocks. 

William  Silver  &  Co.,  Inc. 
Aberdeen,  Md. 


The  question  of  a  possible  duty  on 
whole  spices  is  unsettled.  Some 
think  a  duty  very  probable;  there¬ 
fore,  all  articles  in  the  list  are  more 
or  less  firm. 

Black  pepper  fairly  steady  here, 
though  it  is  reported  Europe  is 
quoting  slightly  lower  figures. 

White  peppers  are  active  and  in 
good  demand  at  steady  prices. 

Red  peppers  are  unchanged  but 
quite  firm.  Demand  fair. 

Cloves  are  firmer  and  in  better 
demand.  Stocks  abroad  are  re¬ 
ported  small  and  hardly  sufficient 
to  cover  the  consuming  demand  un¬ 
til  arrival  of  new  crop;  therefore, 
higher  prices  are  probable. 

Pimento  (Allspice)  in  moderate 
demand  at  steady  prices. 

Mace  very  scarce,  firm  and  in 
good  demand. 

Nutmegs  steady.  Our  market  is 
under  foreign  levels.  We  believe 
nutmegs  are  a  safe  buy  at  prevail¬ 
ing  prices. 

Cassias. — Saigon  and  Batavia 
continue  steady;  China  grades  are 
firm. 

Gingers  are  weak  with  tendency 
toward  lower  prices. 

Tapiocas  in  fair  demand  at  un¬ 
changed  prices. 

Paprika. — Hungarian  and  Span¬ 
ish  are  both  steady,  but  generally 
unchanged. 

Seeds,  herbs,  etc.,  steady;  celery 
somewhat  firmer.  Other  seeds  and 
herbs  unchanged. 

McCormick  &  Co. 

Baltimore,  Md. 


Spices. 

The  market  is  fairly  active,  with 
a  steady  tone.  The  consuming 
demand  is  most  satisfactory. 
Stocks  continue  exceedingly  small. 


Imported  Fish  Specialties. 

Holland  herring  are  quite  scarce. 
Arrivals  have  been  quite  small  and 
prices  for  kegs  have  advanced 
about  5  cents  per  keg. 

Scotch  Herring. — Most  of  the 
stock  here  is  of  indifferent  quality 
and  the  trade  is  not  pleased  with 
them.  Consequently  trade  is  buy¬ 
ing  now  from  hand  to  mouth. 

Norway  fat  herring  and  Iceland 
herring  are  practically  out  of  the 
market.  A  few  shipments  of  Sloe 
herring  have  arrived  and  are  of  fine 
quality,  but  prices  are  rather  high. 

Norway  mackerel  continues  in 
letter  hand-to-mouth  demand  and 
Mice  is  somewhat  firmer. 

Irish  mackerel  are  somewhat 
neglected.  Last  week’s  shipments 
amounted  to  1,682  barrels,  bringing 
the  total  shipment  of  Irish  Autumn 
mackerel  to  date  to  2,674  barrels. 

Imported  Oil  Sardines. — There 
leing  no  catch  of  course  nothing 
has  been  added  to  stocks,  which  are 
being  absorbed  quickly.  Demand 
for  all  sardines  continues  very 
good.  French  of  course  are  very 
scarce  and  Portuguese  are  getting 
to  be  quite  scarce  and  hardly  any 
p2  boneless  are  to  be  had  just  now. 
The  catch  in  Portugal  will  not  be¬ 
gin  again  before  next  May  or  June, 
which  means  June-July  arrival 
here,  consequently  prices  have  been 
advanced  for  the  remaining  stocks 
and  are  likely  to  go  still  higher. 

Strobmeyer  &  Arpe  Co. 

New  York,  N.  Y. 


New  Florida  cabbage  of  very  fine 
quality  is  coming  forward  and  is 
selling  at  $1  per  basket.  The  de¬ 
mand  is  moderate. 

Florida  tomatoes  are  mostly 
poor.  Prices  range  from  $1.50  to 
$2.50  per  crate,  and  the  demand  is 
slow,  on  account  of  the  quality. 

Florida  eggplants  range  from  $2 
to  $2.25,  and  are  selling  well. 

Florida  beans  are  still  rather 
high— $3.25  to  $3.50;  demand 
good. 

New  Bermuda  potatoes  are  about 
unchanged  and  wanted,  at  $6  to 
$6.50  per  barrel. 

Florida  salad  is  cheap,  largely 
by  reason  of  poor  quality.  The 
range  is  $1  to  $1.50;  demand  good 
for  good  stqck. 

Practically  all  the  radishes  now 
on  the  market  are  hothouse  stock, 
and  range  from  2  to  3  cents.  The 
demand  is  good. 

Florida  peppers  are  cheap— $2 
per  crate,  though  the  quality  is 
good.  The  demand  is  fair. 

Florida  cucumbers  range  from 
$3-5°  to  $4  and  are  wanted. 

Beets  are  draggy  at  2]/2  to  3 
cents  per  bunch.  The  quality  is 
fair. 

All  the  watercress  on  the  market 
is  from  Virginia  and  good  cress 
will  bring  3  cents  per  bunch. 


Gould-Mann  Net  Weight  Bill 
Just  Got  Through. 


Difference  in  Views  of  Senate  and 
House  Caused  Delay  Which  Prevented 
Passage  Until  Just  as  Congress 
Adjourned.  Main  Difference  Was  as 
to  Who  Should  Decide  What  Vari 
ances  in  Weight  Should  be  Exempt. 


by  the  House  was  slightly  differeiv 
from  the  bill  as  passed  by  the  Sen¬ 
ate,  and  this  condition  caused  the 
delay  which  held  the  bill  up  unti 
almost  too  late.  This  bill  as  it 
passed  the  House  amended  Sectior 
6  of  the  pure  food  and  drugs  act  ol 
1906  so  as  to  require  the  weights  0; 
the  contents  of  all  packages  of  fooc 
products  entering  into  interstate 
commerce  to  be  plainly  stated  or 
the  outside  of  the  package.  The 
bill  then  provided  that  reasonable 
variations  should  be  permitted  anc 
tolerances  established  by  rules  anc 
regulations  made  in  accordance 
with  the  provisions  of  the  pure 
food  and  drugs  act.  The  rules  anc 
regulations  would  be  made  unde: 
that  law  by  the  Secretary  of  the 
Treasury,  Secretary  of  Agriculture 
and  Secretary  of  Commerce  anei 
Labor. 

The  Senate  amended  the  bill  b> 
striking  out  that  proviso  and  au¬ 
thorizing  the  Secretary  of  Agri¬ 
culture  alone  to  establish  rules  and 
regulations  where,  in  his  judgment, 
exactness  in  the  weight  of  the  con¬ 
tents  of  the  package  is  impossible, 
and  providing  an  absolute  exemp¬ 
tion  for  all  articles  in  packages 
selling  at  retail  for  6  cents  or  less. 

1  he  effect  of  the  receding  by  the 
House  to  Senate  amendment  num¬ 
bered  2  is  simply  to  make  the  bill 
become  effective  six  months  later 
than  provided  in  the  House  bill. 

Holt. 


CORRESPONDENCE. 

A  Fruit  Rancher’s  Opinion  of 
Retailers. 

Moorpark,  Cal.,  Feb.  2?,  1914. 
To  the  Editor. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant. ” 

Washington,  D.  C., 

March  7,  1913. 

The  Gould-Mann  bill,  requiring 
the  printing  of  the  net  weight  on 
the  label  of  food  products,  just  got 
through  before  the  Congressional 
session  ended  and  now  awaits  the 
President’s  signature. 

As  previously  reported  in  this 
correspondence,  the  bill  as  passed 


Dear  Sir:— We  have  had  6V2 
inches  of  rainfall  in  the  past  48 
hours.  It  makes  us  ranchers  feel 
fine  and  rich.  Enclosed  please  find 
our  check  for  $3  for  subscription  to 
the  “Grocery  World  and  General 
Merchant,”  year  1913. 

It  may  look  funny  to  you — a 
rancher  reading  and  subscribing  to 
a  magazine  that  boosts  for  the  re¬ 
tailer.  They  all  want  the  earth 
and  a  fence  around  it,  but  we  like 
to  read  their  wants  and  doings. 

Yours  truly, 
Shekill  Brothers  Co., 

By  E.  C.  Shekill. 

*  *  * 

Second-hand  Show  Cases,  Etc.  . 

Palmyra,  Pa.,  Feb.  28,  1913. 

To  the  Editor. 

Dear  Sir: — Through  the  cour¬ 
tesy  of  Mr.  J.  F.  Lauck,  of  this 
place,  I  am  making  inquiry  of  you 
as  to  where  I  can  buy  some  sec¬ 
ond-hand  show  cases.  Please  re¬ 
fer  me  to  a  reliable  second-hand 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Via 


how  case  dealer,  and  also  to  a 
obber  or  dealer  handling  a  line  of 
eanut  roasters. 

Yours  truly, 

Chas.  B.  Neibert. 

H.  F.  Heacock,  51  North  Second 
treet,  Philadelphia,  sells  both. 


few  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
Jatent  Attorneys,  report,  this  week,  the 
jrant  of  the  following  patents: — 

Washington,  D.  C.,  February  18,  1913. 

1,053,159.  Display  rack.  F.  A.  Crush, 
.ouisville,  Ky. 

1,053,316.  Automatic  coffee  measure. 

.  H.  Psikal,  Kildare,  Okla. 

1,053,601.  Merchandise  receptacle.  J. 
r.  Hitchcock,  New  York,  N.  Y. 

1,053,711.  Display  box.  A.  H.  Crank- 
haw,  Lyndhurst,  N.  J. 

1,053,735.  Tea  or  coffee  pot.  G.  Le- 
evre,  Lawrence,  Mass. 

1,053,823.  Tea  strainer.  T.  W.  John- 
on,  North  Attleboro,  Mass. 

Washington,  D.  C.,  Feb.  25,  1913. 

1,054,083.  Tea  pot.  J.  Beecher, 

Newark,  N.  J. 

1,054,234.  Coffee  machine.  C.  Nel- 
;on,  Brooklyn,  N.  Y. 

1,054,252.  Display  device.  J.  Stran- 
lers,  New  York,  N.  Y. 

1,054,433.  Package  of  camembert 

:heese.  I.  Masse,  New  York,  N.  Y. 

1,054,486.  Percolator.  F.  E.  Aurand, 
Chicago,  Ill. 

1,054,487.  Container  and  display  de¬ 
vice.  W.  W.  Bagley,  New  York,  N.  Y. 

Washington,  D.  C.,  March  4,  1913- 

1,054,730.  Twine  holder.  P.  P.  Wil¬ 
iams,  Malvern,  Iowa. 

1,055,064.  Display  rack.  A.  E.  Miller, 
Baltimore,  Md. 

1,055,175.  Pulverized  cocoa  roaster. 
P.  G.  Hollstein,  Carlstadt,  N.  J. 

Design  43,671.  Tea  or  coffee  pot. 

G.  E.  Curtiss,  New  Britain,  Conn. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  60,639.  “Autosales”  for 
candy.  Autosales  Gum  and  Chocolate 
Co.,  New  York,  N.  Y. 

Ser.  No.  66,097.  “P.  C.  C.”  for 

spices,  canned  goods,  etc.  The  Pacific 
Commercial  Co.,  San  Francisco,  Cal. 

Ser.  No.  *67,200.  “Boulevard”  for 
candy,  coffee,  tea,  canned  goods,  etc. 

H.  Horner  &  Co.,  Chicago,  Ill. 

Ser.  No.  67,304.  “Uncle  Sam”  for 
candy.  Powells,  New  York,  N.  Y. 

Ser.  No.  65,347.  “Hotel  Astor”  for 
rice.  B.  Fischer  &  Co.,  New  York, 
N.  Y. 

Ser.  No.  65,874.  “Solitaire”  for 
canned  goods.  The  Morey  Mrecantile 
Co.,  Denver,  Col. 

Ser.  No.  66,802.  “Kairomel”  for 
fruit  preserves  and  jams.  Corn  Prod¬ 
ucts  Refining  Co.,  New  York,  N.  Y. 

Ser.  No.  67,629.  “Magic  Cup”  for 
blended  coffee.  H.  C.  Fisher,  San 
Francisco,  Cal. 

Ser.  No.  67,776.  “Cross  Vale”  for 
fancy  brick  cheese,  canned  goods,  butter, 
etc.  F.  W.  Schuster  &  Co.,  Pittsburgh, 


for  you  to  push  because  it  will  please  your  customers  and 
bring  them  back.  You  can  be  sure  of  a  steady  sale.  Packed 
in  neat,  handy  cartons  that  save  you  time  and  overweight, 
besides  retaining  the  delicious  flavor  and  aroma. 

Parke’s  Stamp  Line  Coffee  appeals  to  the  consumer  who  gets  the 
best  value  in  coffee  as  well  as  the  valuable  Parke  stamps,  which  are 
redeemable  for  hundreds  of  valuable  premiums. 

The  Stamp  Line  includes  Coffee,  Teas,  Baking  Powder,  Spices, 
Ammonia,  Blue,  etc.  The  whole  line  handled  as  a  proposition  will 
positively  increase  your  sales. 

L.  H.  PARKE  COMPANY 

232-234  Market  Street  638=640  Grant  Street 

PHILADELPHIA  PITTSBURGH,  PA. 


Pa. 

Ser.  No.  65,469.  “Pleasant  Valley” 
for  coffees  and  teas.  Royal  Valley  Cof¬ 
fee  Co.,  Detroit,  Mich. 

Ser.  No.  67,539.  “Apollo”  for  biscuit. 
National  Biscuit  Co.,  New  York,  N.  Y. 

Ser.  No.  67,862.  “Ambush”  for  candy. 
P.  F.  Beich  Co.,  Bloomington,  Ill. 

Ser.  No.  67,912.  “Kismet”  for 
Blended  coffee,  canned  goods,  etc.  Win¬ 
ston,  Harper,  Fisher  Co.,  Minneapolis, 
Minn. 

Ser.  No.  67,992.  “Woe-Tai”  for  tea. 
J.  T.  L.  Jones,  Baltimore,  Md. 

Ser.  No.  68,047.  “Santy”  for  bread. 
H.  B.  Ward,  New  Rochelle,  N.  Y. 

Ser.  No.  68,056.  “Woe-Tai”  for 
mixed  tea.  Harry  A.  Jones,  Baltimore, 
Md. 


WHAT  TO  TELL  CUSTOMERS 

“Madame,  here’s  a  coffee  we  can  guarantee,  PARKE’S  UN- 
MATCHABLE  COFFEE.  You’ll  be  pleased  with  its  flavor  and 
aroma,  and  you  get  a  fine  line  of  premiums  for  the  Parke  stamps 
that  come  with  it.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


22  b 


PURITY 

THAT  SATISFIES” 


QUALITY 

THAT  GRATIFIES' 


BRAND 


(TRACTS  and  SPICES 


Awarded  Gold  Medal,  Jamestown 


Attractively  cartoned  and  labeled  in  white, 
blue  and  gold. 


Ask  for  prices 


PHILADELPHIA  OFFICE,  27  South  Front  Street 
C.  SHOEMAKER.  Manager 


If  it’s  BEE  BRAND 
It’s  the  BEST  BRAND 


McCORMICK  &  CO 

MAIN  OFFICE  AND  PLANT 

BALTIMORE,  MD. 


Reasons  Why  “Private 
Estate”  Coffee  is  Differ¬ 
ent  from  Other  Coffee 
and  Will  Sell  Better 


mbiwuh  Fnsrcoiraoiwiiiwwan 
I  MWBOTtMmSlASIOSWKmWIKtt 

^PRIVATE 


ESTATE:^ 

COFFEE 


,  PRIVATE  ESTATE  COFFEE  CO.' 

I  T  HETlILTON  milltnew  york.usa 

f»£GiSTEREO 


INo.  1 


Sells  to  you 
like  for  it. 


It’s  packed  differently.  Instead  of 
tame  bag  or  carton,  it  is  packed  in 
clever  burlap  bags  holding  one  pound. 
If  the  customer  prefers  it,  it  is  also 
packed  in  one  and  three-pound  tins. 

The  burlap  bags  give  PRIVATE 
ESTATE  Coffee  an  indescribable  class. 
A  window  full  of  them  is  sure  to  at¬ 
tract  attention  ;  they  look  different— 
imported,  oriental.  Such  merchandise 
always  sells.  Naturally,  the  burlap 
bag  won’t  sell  it  more  than  once,  but 
the  contents  of  the  bag  will. 

at  28  cents  a  pound.  You  get  what  you 


Private  Estate  Coffee  Company 


Successors  to  F.  A.  CAUCHOIS  &  CO. 
21-33 -2S  EUETOIV  STREET 

FULTON  MILLS  INfeW  YOfk 


Selling  Talks  With  Clerks 


BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


Some  Things  We  Neglect.  -We 

neglect  to  show  up  loose  corn  meal 
and  loose  oat  meal.  You  may  say 
the  day  is  past  for  loose  stuff.  In 
a  sense  it  has  and  in  many  cases  it’s 
a  good  thing  it  has.  But  these  two 
things  are  “family”  things  and  the 
reason  we  lose  sales  on  them  is 
because  we  don’t  put  them  to  the 
front. 

We  think  washing  soda  is  too 
common  a  thing  to  display  and  that 
people  will  call  for  it  anyway.  But 
open  a  box  and  tag  it  and  put  it 
in  the  corner  where  it  belongs  and 
you’ll  see  the  difference  it  makes  on 
your  sal  soda  sales. 

We  handle  clothes  pins  and  in¬ 
stead  of  dumping  out  a  couple  of 
boxes  in  another  box  and  marking 
them  12  cents  a  hundred  and  in  that 
way  selling  500  dozen  where  we 
would  sell  100  we  keep  them  in  the 
rear.” 


*  *  * 


Shake  ’Em  Up. — Ever  notice  how 
dead  things  look  in  a  day’s  time? 
How  your  bin  of  coffee  slackens 
down  till  you  scoop  it  up?  How 
the  mackerel  on  top  of  an  open  kit 
get  dry  and  uninviting  till  you  re¬ 
place  the  layers? 

How  “settled  down”  looking  the 
potatoes  and  apples  and  turnips  ap¬ 
pear  till  they  are  “shaken  up”  and 
mixed  up  generally  with  the  live 
ones. 


I  sold  butter  to  a  woman  who  had 
never  bought  butter  before  in  our 
store.  I  corrected  one  of  the 
boys  when  I  saw  him  give  over¬ 
weight. 

When  a  man  back  of  the  counter 
can  truthfully  run  these  things  over 
in  his  mind  he  need  not  have  much 
fear  of  “opposition”  any  more  than 
the  store  that  makes  fair  prices 
gives  good  service,  good  goods  and 
keeps  a  clean  place. 

*  *  * 

Get  Posted  On  Efficiency. — You 

are  going  to  hear  a  let  about  it  in 
the  future.  In  simple  words  it 
means  “time  is  money,”  and  in  per¬ 
haps  less  simple  words  it  means 
that  every  hour  of  the  business  day 
commands  our  complete  mental  and 
physical  activity.  We’re  not 
efficient  when  we  kill  time  nor  are 
we  honest. 

We  are  efficient  when  we  live 
right  straight  up  to  the  full  duties 
that  are  required  of  us  by  our  em¬ 
ployer  and  our  friends  and  our  own 
divine  selves. 


It’s  great  to  be  efficient. 


*  *  * 


You,  Too,  Have  Opposition. — 

There’s  a  man  somewhere  ready  to 
take  your  job.  The  question  is, 
can  he  fill  the  position  as  well  as 
you’re  filling  it?  If  you  love  your 
work,  and  do  it  with  heart  interest, 
it’s  half  the  battle,  but  the  other 
half  is  completeness. 

I  have  arranged  these  bags  com¬ 
pletely.  I  have  removed  every 
string.  I  have  slapped  them  on 
the  counter  to  loosen  them  and  they 
are  evenly  put  there.  I  have 
wiped  off  the  shelf  and  put  the  new 
goods  back  of  the  old  ones.  I 
emptied  that  coffee  bin  before  I  put 
a  scoopful  of  the  new  roast  into  it. 

I  made  a  new  tea  customer  to-day. 


Big  Oleo  Suit  Compromised. 

The  Government’s  one  million 
dollar  claim  against  Chicago  pack¬ 
ers  and  others  for  taxes  alleged  due 
on  colored  oleomargarine  sold  as 
uncolored  was  compromised  by 
Secretary  MacVeagh  last  Tuesday 
for  $102,000.  A  spirited  contro¬ 
versy  surrounded  these  cases. 
United  States  District  Judge  Lan¬ 
dis  started  a  Grand  Jury  investiga¬ 
tion,  which  was  later  suspended 
pending  the  Treasury  Department’s 
action,  and  the  House  Committee 
on  Expenditures  in  the  Treasury 
Department  inquired  into  the  sub¬ 
ject.  The  compromise  was  made, 
it  is  explained,  because  the  Govern¬ 
ment  had  no  evidence  to  sustain  the 
one  million  dollar  claim. 


Florida  strawberries  are  coming 
very  poor.  The  range  in  price  is 
20  to  30  cents,  and  the  demand  is 
light. 


i 
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Satisfies  Both  the  Grocer  and  His  Customers 

It  holds  the  eggs  firmly  in  cushion-like  nests  and  prevents  breakage.  Is 
quickly  and  easily  filled.  Has  string  and  fastener  attached.  Is  complete 
in  one  piece — no  fillers  to  put  in. 

Packed  flat— 250  cartons  to  the  case 

Ask  your  jobber,  or  write  us  for  FREE  sample 

PAPER  BAGS 

“There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose.”  We  have  the  largest 
paper  mills  in  the  world  and  make  every  kind  of  staple  and  fancy  bag.  Let  us  quote  you. 

Take  advantage  of  our  enormous  facilities,  no  matter  whether  you  want  a  better  bag  or  a 
cheaper  bag  than  you  are  now  using.  Write  our  “Specialties  Department  for  suggestions 
on  COFFEE  BAGS  that  will  preserve  aroma  and  freshness  and  give  your  coffee  a  reputation. 

Ask  us  for  anything  in  the  way  of  ftafter  bags  and  we’ll  be  glad  to  serve  you. 
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SIBOUEKS 

COLUMN 


If  there  was  a  fool  killer  that 
was  on  his  job,  I  wonder  how  many 
of  us  would  last  over  night.  I 
know  a  lot  of  people  I’d  expect  to 
miss  the  next  morning,  and  I’m 
plumb  sure  maybe  a  bigger  lot 
would  expect  to  miss  me. 

The  fellow  we’d  all  expect  to 
miss  is  the  mutt  who  has  never  suc¬ 
ceeded  in  business  in  his  life,  but 
who  thinks  he  can  tell  everybody 
else  how  to  make  good. 

Why  some  of  ’em  set  up  as  pro¬ 
fessional  business  advisers ! 

One  of  my  customers  was  telling 
me  about  one  of  them  last  week. 
He  has  a  store  up  in  Wilkes-Barre, 
Pa.,  that  has  been  there  for  about 
thirty  years.  The  man  that  runs  it 
— my  customer — is  over  sixty,  but 
he’s  got  a  big  bunch  of  good  in  him 
yet,  and  he’s  as  keen  a  business  man 
as  he  ever  was.  Lately,  though, 
he’s  been  some  worried  about  busi¬ 
ness.  There  didn’t  seem  to  be  much 
reason  for  it,  but  things  have  been 
slack,  and  it’s  sort  of  gotten  on 
his  nerves.  Understand,  he’s  al¬ 
ways  made  a  good  living  out  of 
the  store  and  has  put  something  by. 
And  he’s  making  a  living  out  of  it 
yet,  though  maybe  not  as  good  a 
one  as  he  did  once. 

About  a  month  ago  this  man’s 
cousin  from  New  York  stopped  in 
to  see  him,  and  the  old  fellow 
opened  up  about  business.  It  was 
on  his  mind  a  good  deal  more  than 
there  was  any  reason  for,  and  as 
I  told  him,  he  made  himself  worse 
by  talking  about  it  all  the  time. 

Cousin  had  a  medicine  for  it 
right  away.  He  had  a  chum  in  New 
York  that  wrote  ads.  and  found 
sore  places  in  other  people’s  busi¬ 
nesses.  Nothing  would  do  but  that 
he  should  run  down  to  Wilkes- 
Barre  and  size  the  thing  up.  The 
old  man  is  all  hard  sense  and  he 
couldn  t  see  an  outsider  coming  in 
and  telling  him  how  to  run  the 
business  that  he  had  run  for  thirty 
years,  but  cousin  talked  him  down 


Where  One  $50  Went. 

and  the  New  York  man  came.  I 
got  what  happened  from  the  old 
fellow  himself. 

“He  was  a  young  fellow  of  about 
thirty,”  he  said,  “and  he  had  on  a 
pair  of  these  big  goggle-eyed  specs. 
Looked  something  like  a  mole 
peeking  out  of  a  window.  He 
stayed  half  a  day,  looking  around, 
and  then  he  opened  up  and  told 
what  he  thought  the  matter  was. 
He  said  I  was  in  the  wrong  place 
to  do  business,  and  even  if  I  was 
in  the  right  place,  I  was  on  the 
wrong  side  of  the  street.  ‘But,’  I 
said,  ‘I’ve  done  well  here  for  thirty 
years!’  Didn’t  make  any  differ¬ 
ence;  I  was  just  feeling  it  now. 
Then  he  said  the  store  was  fixed  up 
wrong.  I  ought  to  take  one  of 
those  front  counters  out  and  put 
it  at  the  back.  ‘But  that’s  the  way 
it’s  been  for  thirty  years,’  I  said, 
‘and  I’ve  never  had  any  trouble.’ 
That  had  nothing  to  do  with  it, 
he  said,  I’d  have  done  better  his 
way.  I  had  the  wrong  goods  on 
the  shelves.  The  stuff  I  had 
back  I  ought  to  put  front,  and 
the  stuff  I  had  front  I  ought 
to  put  back.  I  started  to  tell 
him  that’s  the  way  I  had  found 
was  best  in  thirty  years,  but  he  shut 
me  up  so  quick  his  specs  most  fell 
off.  The  thirty  years  didn’t  make 
a  mite  of  difference  and  he  didn’t 
want  to  hear  about  it.  I  asked  him 
if  he  thought  I  was  selling  the 
right  kind  of  goods,  and  he  said  no 
right  away — I  ought  to  sell  higher 
grade.  I  told  him  I  had  to  cater 
to  a  lot  of  working  people,  and  this 
was  the  sort  of  stuff  they  wanted, 
but  that  didn’t  make  any  difference 
either— he  said  I  ought  to  teach  ’em 
to  like  the  best.  Can  you  beat  it?” 

“No,  I  can’t,”  I  said,  “but  I’ll  bet 
if  I  had  his  head  in  a  bowl  I  could 
beat  that  with  a  good  egg  beater. 
Wouldn’t  make  good  cake,  though 
— it  would  be  addled.” 

“What  did  he  charge  you  ?”  I 
said. 


“Fifty  dollars.” 

“And  you  paid  it?”  I  said. 

“Sure — what  could  I  do?  He’d 
come  down  here,  and  that  was  his 
price.” 

What  d’ye  know  about  that?  I 
work  three  months  for  $50,  and  this 
boy  rides  in  a  parlor  car  down  from 
New  York  and  gets  $50  for  telling 
a  man  twice  his  age  that  he’s  wrong 
when  he  thinks  he’s  made  a  living 
for  thirty  years  running  his  store 
in  a  certain  way! 

Me  for  that  business  if  I  ever  lose 
me  mind  and  can’t  sell  goods! 

“Why  if  you  had  let  him  go  a 
little  bit  further,”  I  said,  “I’ll  bet  he 
would  have  told  you  you  only 
thought  you’d  been  in  business  for 
thirty  years.  Gee  whiz,  but  I  wish 
I’d  been  here  when  he  was.” 

“What  would  you  have  done?” 
said  the  old  man. 

“What  would  I  have  done?  I’d 
have  asked  him  how  he’d  earned 
the  right  to  tell  you  you  were  in 
wrong,”  I  said.  “Had  he  ever  run 


a  business  himself?  And  if  he  had 
why  wasn’t  he  running  it  now? 
What  happened  to  it? 

“There  ain’t  anything  but  liver 
trouble  the  matter  with  you,”  I 
said.  “Your  business  is  all  right. 
Every  business  has  slack  times.  As 
a  matter  of  fact  have  you  looked  up 
to  see  how  this  February  sized  up 
with  other  Februarys?  Why  I 
heard  my  own  boss  going  on  some¬ 
thing  fierce  last  month  about  how 
rotten  business  was,  and  his  son 
asked  him  why  he  didn’t  compare  it 
with  the  same  month  last  year.  He 
did  that,  and  by  George,  it  was  3 
per  cent,  better.” 

The  old  man  listened,  but  he 
didn’t  say  anything. 

“Will  you  pay  me  now  or  will 
I  send  a  bill?”  I  said. 

“What’s  that?” 

“My  charge  for  that  is  $50,”  I 
said.  “Being  as  I  ain’t  got  the 
specs  make  it  $45.” 

Every  time  I  think  of  that  good 


$50  going  to  waste  my  rheumatism 
breaks  out  again ! 

The  Stroller. 


Rigid  Restrictions  for  Packing 
Canned  Goods  in  Ohio. 

The  Pure  Food  Commissioner  of 
Ohio  has  drafted  new  regulations 
governing  all  fruit  and  vegetable 
canneries  which  will  go  into  effect 
with  the  1913  season.  Compliance 
with  these  regulations  will  be  com¬ 
pulsory  and  their  effect  will  be  to 
insure  the  public  strictly  pure  and 
wholesome  products  and  protect  the 
canning  industry  against  attack  of 
agitators  and  sensationalists.  In 
this  the  Food  Commissioner  is 
working  in  thorough  harmony  with 
canning  factory  owners,  who  have 
declared  the  proposed  regulations 
satisfactory  to  themselves  and  ex¬ 
pressed  their  intentipn  to  comply 
with  them  in  all  particulars.  The 
regulations  read : — 

The  floors  of  all  buildings  used 
for  canning  purposes  must  be  made 
impenetrable  and  connected  with 
drain  or  sewers  so  as  to  prevent 
juices  from  seeping  through  onto 
the  ground  below,  where  they  would 
become  stagnant  and  offensive. 

Litter  collected  in  and  around  the 
building  must  be  removed  daily  and 
the  plant  must  be  kept  in  a  clean 
and  sanitary  condition  at  all  times. 

All  machinery  used  must  be 
cleaned  daily  and  kept  •  in  a  clean 
and  sanitary  condition. 

Separate  toilet  rooms  must  be 
maintained  for  male  and  female  em¬ 
ployees  and  same  kept  in  a  clean 
and  sanitary  condition. 

Wash  basins  with  soap  and  towels 
must  be  maintained  at  convenient 
places  and  employees  compelled  to 
keep  themselves  clean  and  tidy. 

Employees  must  not  smoke  or  spit 
in  the  filling  department  where 
foods  are  being  prepared  for  can¬ 
ning.  Employees  must  not  spit 
upon  the  floor  or  walls  in  any  de¬ 
partment  connected  with  the  can¬ 
ning  factory. 

Male  employees  who  work  about 
the  foods  that  are  being  prepared 
for  canning  must  wear  clean 
washed  oversuits. 

Female  employees  who  work 
where  foods  are  being  prepared  for 
canneries  must  wear  clean  dresses 
or  aprons  made  of  washable  fabrics 
and  also  clean,  washable  caps  over 
the  hair. 

All  corn  being  prepared  for  can¬ 
ning  must  be  washed  before  going 
to  cutting  machine  and  tomatoes 
must  be  double  washed  before  going 
to  peelers. 


$2,000,000  Paid  for 
Waste  Paper  in  Penn¬ 
sylvania  Last  Year 

How  much  of  it  did  you 
get  ?  There  is  ready  sale 
for  all  your  Waste  Paper. 
Pasteboard  Boxes,  etc.,  if 
baled. 

THE  BUCKEYE 
PAPER  PRESS 

does  the  work  perfectly. 
Write  for  catalog.  Dept.  A 

Buckeye  Baler  Co. 

FINDLAT,  OHIO 
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This  Hasn’t  I 
Happened  Once  ’ 

Since  we  began  to  make  Gurnse  butter  nobody,  so  far 
as  we  know,  has  ever  sniffed  at  it,  called  it  strong,  and 
toted  it  back  to  you.  No  normal  person  with  a  proper 
sense  of  smell  or  taste  could  do  that. 


Gurnse  butter  satisfies  the  most  fastidious  person,  as 
is  inevitable,  for  it  is  the  cleanest,  richest,  fanciest  dairy 
butter  possible  to  make,  and  runs  uniform  the  whole  year 
through. 

You’ve  heard  that  we  authorize  money  back  to 
dissatisfied  customers,  haven’t  you  ? 


Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 43  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  South  Front  St. 

Philadelphia,  Pa. 


§,000  Names  of  Live  Grocers  Wanted  to  Par = 
tieipate  in  the  Observing  of 


California 
Raisin  Day 

WEDNESDAY,  APRIL  30th 


California  Raisin  Day  will  be  observed  on  a  more  extensive 
scale  this  year  than  ever  before.  It  will  be  observed  by  not  less 
than  5,000  grocers  and  bakers  throughout  the  country  and  the 
demand  for  raisins  will  be  immensely  stimulated.  Are  you 
ready  to  take  advantage  of  this  increased  demand  and  make  it 
benefit  you  ?  Those  who  joined  in  the  observing  of  Raisin  Day 
last  year  were  immensely  pleased  with  the  result. 

SEND  FOR  FREE  REAPS 

Send  your  name  at  once  for  the  free  plan  of  making  Raisin  Day 
benefit  you.  Be  one  of  the  live  5,000  who  are  doing  this.  The  free  plan 
includes  plan  for  advertising  and  making  attractive  window  displays. 
Beautiful  pennants,  striking  posters,  raisin  recipes,  stickers,  window 
cards,  etc.,  will  be  sent  free  along  with  this  plan,  so  you  can  dress 
your  windows  in  a  manner  to  impel  attention. 

IV RITE  V1T  ONCE  TO 

California  Raisin  Day  Committee 

E.  A.  BERG,  Director  of  Publicity  FRESNO,  CAL. 


BURK’S 

‘BDITEBHOr  BllllO)! 

(Trade-Mark  Reg.  U.  S.  Pat.  Off.) 

*7 

Among  the  many  brands  on  the  market,  this  Bacon 
is  a  distinct  favorite,  being  selected  from  prime  corn- 
fed  pigs.  It  is  mild,  sweet  and  of  exquisite  flavor, 
specially  cured  with  granulated  sugar. 

It  is  not  sold  sliced  or  in  jars,  but  is  put  up  in  narrow 
strips,  cut  absolutely  square,  strung  with  white  cord, 
making  any  waste  impossible;  wrapped  in  high  glazed 
and  parchment  paper  and  embellished  on  two  sides 
with  an  attractive  label  of  alternate  blue  and  white  dia¬ 
gonal  bars  bearing  the  words  Burk’s  Butternut  Bone¬ 
less  Breakfast  Bacon.  A  red  seal  is  also  attached  to 
the  cord,  stating  the  specific  merits  of  this  product. 

The  package  makes  an  attractive  window  display 
and  because  of  its*  distinctive  label  is  readily  recog¬ 
nized  at  a  distance. 

“Butternut  Bacon”  is  the  best  for  family  use. 


BURK'S 

PASTRY  LARD 


IN  ONE-POUND  PRINTS 

This  lard  is  open  kettle  rendered,  absolutely  pure 
and  prepared  in  the  most  careful  manner  from  the  fat 
of  young  corn-fed  pork.  It  contains  no  stiffening  and 
as  none  of  its  original  properties  have  been  extracted, 
it  is  rich  in  oil  and  especially  adapted  for  fine  pastry. 

Wrapped  in  parchment  paper,  resembling  in  size 
and  shape  a  pound  print  of  butter,  making  a  clean, 
sanitary  and  ever  ready  package. 

Economical  for  the  dealer,  as  it  saves  all  draughts 
and  possible  overweight  during  a  rush  or  through  the 
indifference  of  clerks,  and  makes  unnecessary  the  use 
of  wooden  trays  and  similar  contrivances. 

Made  additionally  attractive  by  the  use  of  the  blue 
and  white  label  which  makes  Burk’s  products  so  dis¬ 
tinctive  wherever  displayed. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 
PHILADELPHIA 
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Op, 


ADVERTISING 


Messrs.  L.  Lehman  &  Co., 
Dover,  N.  J.,  send  me  a  proof  of  a 
newspaper  advertisement  which 
they  used  locally.  It  measured 
eleven  inches  across  three  columns, 
and  must  have  presented  a  very 
striking  appearance  in  the  paper. 
Here  is  the  reduced  reproduction : 


This  is  a  good  advertisement  and 
probably  got  results.  But  it  could 
be  improved,  in  my  judgment.  I 
should  have  left  the  word  “Leh¬ 
man”  off  the  top — it  gets  in  the  way 
of  the  main  heading  and  doesn’t  do 
the  slightest  good.  To  prove  this, 


I  have  also  had  a  reduced  repro¬ 
duction  made  of  the  first  paragraph 
with  the  word  “Lehman’s”  left  off. 
I  leave  it  to  any  one  if  my  plan 
doesn’t  make  a  cleaner  looking  ad¬ 
vertisement.  It  stands  to  reason 
that  “Just  Tomatoes”  shows  off 
better  when  it  hasn’t  competition. 


There  is  only  one  other  thing 
that  I  don’t  like  about  this  adver¬ 
tisement,  and  that  is  that  the  text 
of  the  paragraphs  is  set  in  boldface 
type.  It  is  too  black  and  too  con¬ 
densed  to  read  easily.  Perhaps 
everybody  isn’t  affected  as  I  am, 


for  my  eyesight  isn’t  of  the  best, 
but  I  feel  a  sort  of  strain  when  I 
try  to  read  this  type — some  type 
faces  have  that  unfortunate  qual¬ 
ity.  I  should  have  used  a  less  con¬ 
densed  type  and  a  much  lighter 
face.  By  condensed  type  I  mean 
narrow  type.  For  instance,  here  is 
a  condensed  letter  a  ;  here  an  ordi¬ 
nary  letter  a ;  and  here  an  ex¬ 
tended  letter  «. 

*  *  * 

The  reading  matter  in  this  adver¬ 
tisement  is  exceedingly  good.  It  is 
illuminating,  explanatory  and  per¬ 
suasive.  It  might  have  been  well  to 
add — “See  the  four  cans  opened 
side  by  side  at  our  store.”  Or  in 
our  window.  As  a  matter  of  fact, 
a  copy  of  this  advertisement  pasted 
on  the  window  with  four  cans 
turned  out  in  dishes  immediately 
underneath,  the  empty  cans  stand¬ 
ing  behind  to  show  which  was 
which,  would  have  been  a  striking 
display,  and  should  have  aided  the 
advertising  very  much.  I  believe  in 
making  your  advertising  and  your 
windows  work  together.  For  in¬ 
stance,  you  advertise  a  specific 
thing  in  the  local  paper,  or  in  your 
own  store  paper.  Simultaneous 
with  the  appearance  of  the  adver¬ 
tisement  you  display  the  same  arti¬ 
cle  in  some  striking  way  in  the  win¬ 
dow,  and  put  with  it  a  placard 
“This  is  what  we  advertised  to¬ 
day.”  The  people  who  see  the  dis¬ 
play  get  two  suggestions  instead  of 
one,  if  they  have  seen  the  adver¬ 
tisement,  and  if  they  haven’t  seen 
the  advertisement,  they  get  one 
suggestion  where  otherwise  they 
would  get  none. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 


of  Advertising.  They  will  b< 
filed  in  their  order  and  taken  uj 
in  strict  rotation. 


Latest  Government  Suit  i 
Against  Corn  Products  Co. 


Allege  Making  of  Efforts  to  Monopo 
lize  Trade  and  Destroy  Competitior 
Many  Individual  Defendants.  Presi 
dent  Bedford  Says  Company  Onl 
Has  Its  Share. 


The  United  States  Governmen 
has  brought  another  of  its  trus 
suits  during  the  week,  this  tin* 
against  the  Corn  Products  Co.  o 
New  York,  glucose,  syrup,  starcl 
and  candy  manufacturers.  Th 
usual  charges  of  monopoly  and  re 
straint  of  trade  are  made.  Asid 
from  dissolution,  the  Governmen 
asks  for  an  injunction  prohibitin' 
the  alleged  restraint  of  trade. 

The  following  corporations,  offi 
cers  and  directors  are  named  as  de 
fendants:  Corn  Products  Refining 
Co.,  New  Jersey;  National  Starcl 
Co.,  New  Jersey;  St.  Louis  Syriq 
and  Preserving  Co.,  Missouri 
Novelty  Candy  Co.,  New  Jersey 
Penick  &  Ford,  Ltd.,  Louisiana 
Edward  T.  Bedford,  William  J 
Matheson,  Frederick  T.  Bedford 
A.  B.  Boardman,  Frederick  T 
Fisher,  C.  H.  Kelsey,  George  S 
Mahana,  George  M.  Moffett,  Wil 
Ham  H.  Nichols,  A.  A.  Smith 
James  Speyer,  E.  Beverly  Walden 
C.  M.  Warner,  R.  S.  Burns  am 
A.  M.  Watkins,  all  of  New  Yorl 
City  ;  Thomas  P.  Kingsford,  Os 
wego,  N.  Y. ;  C.  H.  Lorenz  an< 
Louis  Suss,  St.  Louis;  F.  A.  Loh 
meyer,  C.  W.  Lohmeyer  and  Ed 
ward  T.  Bedford,  2d,  of  Jerse; 
City,  N.  J. ;  Benjamin  Schneewind 
Chicago,  and  William  S.  Penick 
Jr.,  and  James  P.  Ford,  New  Or 
leans. 

The  Government  charges  that  th< 
company  has  acquired  control  of  6 1 
per  cent,  of  the  American  produc 
tion  of  starch  and  glucose,  and- 8c 
per  cent,  of  the  production  0 
syrup,  and  that  this  control  ha: 
been  gotten  by  buying  other  con 
cerns  in  and  closing  them,  and  bj 
depressing  its  own  prices  to  destro) 
competition.  Just  after  the  suit 
was  begun,  E.  T.  Bedford,  presi¬ 
dent  of  the  Corn  Products  Co. 
gave  out  a  statement  in  which  lu 
said  he  had  given  the  United  State- 
attorneys  full  access  to  all  the  booL 
and  papers  of  the  company.  He 
said  his  company  only  had  its  fail 
share  of  the  business  and  denied 
any  violation  of  law. 


JUST  TOMATOES 

We  don’t  bother  trying  to  sell  poor  Tom»toe»  and  we 
adv.se  you  not  to  bother  with  them  either.  Like  a  good 
many  other  cheap”  thing,,  they’re  dear  in  the  end. 

Fact  It  we’ve  given  up  handling  poor  canned  goods  of 
any  kind  not  hut  there  a  profit  enough  in  them  but  a  good 
name  is  better  than  great  profit. 

Regarding  Tomatoei,  we  have  four  kindi  that  you 
may  or  may  not  be  familiar  with. 

1 5  Cents 


JUST  TOMATOES 


We  don’t  bother  trying  to  sell  poor  Tomatoes  and  we 
advise  yon  not  to  bother  with  them  either.  Like  a  good 
many  other  “cheap”  things,  they’re  dear  in  the  end. 

Fact  is  we’ve  given  up  handling  poor  canned  goods  of 
any  kind  not  but  there’s  profit  enough  in  them  but  a  good 
name  is  better  than  great  profit. 

Regarding  Tomatoes,  we  have  four  kinds  that  you 
may  or  may  not  be  familiar  with. 

1  5  Cents 

At  ISc  you  get  what  ii  called  a  S  1-2  inch  can,  it 
holds  more  than  the  average  Tomato  can  and  is  called 
"Doverdel”  It  is  a  combination  word  from  Dover,  Del- 
eware,  and  the  fruit  was  packed  by  Richardson  &  Robbins. 
This  name  is  as  familiar  and  has  as  fine  a  reputation  for 
“Quality”  throughout  New  England  and  N.  Y.  State  as 
our  town  has  among  the  trade  for  high  grade  stoves. 

Packed  with  solid  ripe  fruit,  selected  for  flavor  with 
"greens”  and  skins  left  cut. 

1  Cents 

This  too  is  “DOVERDEL”  fruit,  the  only  difference 
being  in  the  size  of  the  can,  and  this  size  can  is  the  one  in 
popular  use.  You  will  find  these  Tomatoes  at  this  price 
far  cheaper  to  use  and  the  eating  qualities  far  more  satis* 
factory  then  the  average  goods  sold  elsewhere  at  this  prion. 

1  1  Cents 

Red  Bird  Tomatoes  sell  for  11c  a  can.  We  bought 
ihese  because  you  liked  them  so  well  last  year.  Maybe 
not  quite  as  solid  as  the  Doverdels  but  a  fine  eating  Toma¬ 
to  that  the  packers  say  contain  as  much  real  natural 
flavor  as  anv  brand  put  up  in  this  Country.  And  that’s 
saying  something. 

1 0  Cents 

10c  is  ch.eap  for  good  Tomatoes  at  just  this  time  of  the 
year  of  1913  and  instead  of  opening  a  can  of  watery  fruit 
yoa  will  find  in  this  **C.  E.  C.*’  brand  a  well  filled  lot  of  red, 
ripe,  clean,  bright,  good  eating  Tomatoes  fit  for  any  table. 


L.  LEHMAN  &  CO. 

of  New  Jersey 
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EXTENSIVE, 
ADVERTISING 
Leads  New 
Customers  to 

YOUR  STORE 


Daniel  Webster  Flour 

has  been  so  extensively  advertised  in  leading  magazines  and  newspapers  that  women  everywhere  know 
about  it.  Push  its  sale  and  you’ll  have  a  bigger  and  more  profitable  flour  trade.  It  not  only  repeats  because 
it  makes  such  splendid  bread,  but  women  who  use  it  do  more  baking  because  it  is  also  an  ideal  cake  and 
pastry  flour.  We  know  that  “y°ur  success  is  our  success ’’—that  we  cannot  have  sales  unless  you  have 
them,  so  we  make  a  very  interesting  and  helpful  arrangement  with  dealers.  It  will  pay  you  to  write  us 
for  full  particulars. 

EAGLE  ROLLER  MILL  CO.,  New  Ulm.,  Minn. 
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When  sugar  bags  burst  it  displeases  your  customers, 
but  before  they  get  a  chance  to  burst  they  cost  you  money,  the 
twine  costs  you  money,  so  does  the  overweight.  It’s  a 
waste  of  energy  to  put  sugar  in  bags— you  might  as  well 
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WEIGHT 


FRANKLIN 

GRANULATED 

SUGAR 


*  Standard  of  Purity* 

RtriNEO  rot 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


spend  your  time  canning  tomatoes.  Sell  FRANKLIIAf  CARA  OA(  SUGAR  and  use 
ffAff  the  time  you  save  to  arrange  a  display  of  it  on  your  counter.  The  neat  blue  cartons  sell 
on  sight.  FRANKLIN  CARTON  SUGARS  include  FRANKLIN  GRANULATED . 
FRANKLIN  POWDERED,  FRANKLIN  DESSERT  AIND  TABLE,  FRANKLIN  XXXX  CONFEC I  /US¬ 
ERS’  and  FRANKLIN  CUBE  SUGAR;  all  the  fast  selling  grades,  in  cartons  of  convenient  size  for  your 
customers,  packed  24,  48,  60  and  120  lbs.  to  the  container — all  for  your  convenience. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA,  PA. 

•‘Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  su*ar" 
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Two  St.  Patrick’s  Day  Trims 


No.  i. 

St.  Patrick  s  Day  will  soon  be  here  and  window  displays  for  this 
day  are  always  attractive.  To  arrange  the  harp  display,  first  make  a 
slant  of  boards  on  the  bottom  of  the  window  ;  it  should  be  at  least  two 
feet  high  in  the  rear.  Cover  the  slant  with  bright  green  crepe  paper. 
Next  make  the  harp,  cut  long  strips  of  pasteboard  about  two  inches 
wide  and  cover  them  with  bright  yellow  crepe  paper,  bend  them  to 
form  an  empty  harp.  What  I  mean  by  that  is,  leave  a  space  between 
the  upright  strips  of  pasteboard,  they  are  fastened  to  the  slant  with 
strong  pins,  forced  slanting  through  the  pasteboard  into  the  wood. 


Have  the  space  between  the  strips  large  enough  for  two  lemons.  The 
strings  are  of  the  yellow  crepe  paper  cut  in  narrow  strips  about  one-half 
inch  wide  and  fastened  with  pins.  Now  arrange  the  lemons  along  the 
bottom.  Place  two  rows  and  then  another  one  on  top.  Nail  narrow 
wood  strips  along  the  sides  and  top,  cover  them  with  green  crepe  paper. 
Arrange  lemons  along  the  top  and  sides  like  those  at  the  bottom,  the 
strips  are  to  prevent  them  from  rolling.  Across  the  entire  rear  of  the 
window,  place  twisted  strips  of  the  bright  green  crepe  paper,  thus  com¬ 
pleting  a  very  attractive  color  scheme. 

No.  2. 

The  potato  and  fish  display  is  arranged  as  follows : — first  cover 
the  bottom  of  the  window  with  bright  green  crepe  paper.  In  the 


center  place  a  large  pan  with  a  block  of  ice,  a  drain  pipe  should  b 
fastened  to  the  bottom  so  the  dripping  can  run  into  a  bucket  or  tu 
underneath  the  window.  If  this  is  not  convenient,  sponges  placei 
between  the  ice  and  the  pan  will  absorb  the  water  and  can  be  squeezed  ou 
as  often  as  necessary.  Hide  the  rim  of  the  pan  with  lettuce  or  spinach 


S£ec/Uf r  f 

and  on  the  ice  place  a  large  fresh  fish.  At  each  side,  on  platters,  dis¬ 
play  salted  salmon,  mackerel,  herring,  cleaned  herring  and  smoked 
bloaters.  At  the  rear  place  three  square  frames  of  wood,  in  them 
build  pyramids  of  lemons  and  potatoes,  place  the  potatoes  in  the  center 
and  the  lemons  at  each  side.  Place  a  large  head  of  choice  lettuce  on 
the  top  of  each  pyramid.  Garnish  the  platters  of  fish  with  celery  tops. 
Across  the  rear  make  a  low  background  of  the  green  crepe  paper. 
Suspend  two  very  large  salt  codfish  and  suspend  a  neat  sign  card  from 
them  with  lettering  as  illustrated. 

*  *  * 

The  other  day  I  saw  in  a  window  of  a  small  general  store  a  dis¬ 
play  advertising  a  brand  of  baked  beans  and  pickles.  The  floor  of  the 
window  was  covered  with  one  layer  of  dry  white  beans  except  where 
brown  beans  were  used  to  outline  a  large  pickle.  Inside  the  pickle 
the  name  of  the  manufacturer  was  written  with  brown  beans.  Jars  of 

pickles  and  cans  of  baked  beans  were  arranged  at  the  back  of  the 
window. 
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Jobbers  of  Pennsylvania,  New  Jersey  and 
Delaware  Hold  Seventh  Annual 
Convention  at  Wilmington 

Philadelphia  May  Get  it  Next  Year,  Scranton  a  Competitor. 
Many  Papers  on  Live  Topics,  Including  Auto  Delivery  and 
Its  Cost  and  Probable  Results.  Metric  System  for  the 
Grocery  Business.  Kurtz  the  New  President. 


The  seventh  annual  convention  of 
the  Pennsylvania,  New  Jersey  and 
Delaware  Wholesale  Grocers’  As¬ 
sociation  was  called  to  order  by 
President  Robert  G.  Bursk  at  2.30 
o’clock  at  the  Plotel  Dupont,  Wil¬ 
mington,  Del.,  on  Wednesday  last, 
March  12th,  and  was  opened  by 
an  invocation  by  the  Rev.  Thomas 
P.  Halloway,  after  which  the 
Mayor  of  Wilmington,  Harrison 
W.  Howell,  welcomed  the  members 
and  their  guests  and  gave  them  the 
freedom  of  the  city.  An  additional 
welcome  was  given  by  Josiah  Mar¬ 
vel,  president  of  the  Wilmington 
Chamber  of  Commerce.  H.  G. 
Kurtz,  of  Reading,  Pa.,  responded 
on  behalf  of  the  association  to  the 
greetings  extended. 

President  Robert  G.  Bursk  then 
read  his  annual  address,  this  being 
the  seventh  one  he  has  had  the 
honor  to  make : — 

Annual  Address  of  President 
Robert  G.  Bursk. 

In  reviewing  the  work  for  the 
past  seven  years  I  have  been  trying 
to  find  some  new  phase  or  thought 
of  association  work  to  present  to 
you.  The  theory  and  practice  of 
our  work  during  these  years  has 
largely  been  along  educational  lines. 

I  find  myself  to-day  again  going 
back  to  these  lines,  which  all  roads 
of  association  work  seem  to  lead  to, 
and  which  are  not  only  the  founda¬ 
tion,  but  the  whole  structure  from 
which  is  built  up  the  great  amount 
of  good  we  are  getting  out  of  our 
association  to-day.  This  education 
is  first  of  ourselves  in  the  princi¬ 
ples  and  objects  of  our  association, 
applied  by  us  individually  in  the 
conduct  of  our  business.  With  it 
goes  the  education  in  the  practical 
lines  of  knowing  our  business  in 
every  phase  and  part  of  it.  Our 
work  is  voluntary  and  co-operative. 
The  broad  principle  of  co-operation 
to-day  is  trying  to  help  each  other, 
helping  each  other  to  be  better  mer¬ 
chants,  and  therefore  better  com¬ 
petitors.  This  kind  if  co-operation 
is  bringing  more  results  than  any 
other  kind  of  association  work  to¬ 
day.  Have  you  noticed  how  this 
feeling  is  growing? 

Before  the  days  of  associations, 
most  jobbers  thought  they  had  a 
monopoly  in  the  conducting  of  their 
business.  How  different  is  the  feel¬ 
ing  to-day,  when  most  jobbers  are 
eager  and  willing  to  frankly  talk 
over  with  each  other  the  inside  and 
personal  parts  of  their  business,  try¬ 
ing  to  learn  from  each  other  some¬ 
thing  that  might  be  of  a  practical 
benefit  or  an  improvement  in  the 
conducting  of  their  own  business. 


This  is  education,  but  it  will  not 
help  the  jobber  who  has  not  time 
to  attend  his  association  meetings. 
No  man,  unless  he  is  past  learning, 
can  fail  in  attending  any  meeting  on 
learning  something  that  will  be  of 
value  in  conducting  his  own  busi¬ 
ness. 

IWIe  must  go  farther  in  the  work 
of  helping  each  other.  There  are 
three  parts  in  our  chain  of  distri¬ 
bution  ;  the  success  of  each  depen¬ 
dent  on  the  others,  the  jobber,  sales¬ 
man  and  the  retailer.  Our  lines  of 
educational  work  should  be  enlarged 
to  take  in  the  salesman  and  the 
retailer. 

One  of  the  subjects  that  has  been 
brought  up  at  our  meetings  several 
times  before  is  so  important  that 
I  am  going  to  refer  to  it  again  to¬ 
day.  It  is  that  on  the  cost  of  doing 
business  and  the  figuring  of  profits. 
There  are  many  jobbers  who  do 
not,  and  who  cannot,  see  any  good 
reason  why  they  should  figure 
profits. 

Competition  will  never  be  on  the 
broad  and  fair  basis  that  it  should 
be  until  every  jobber  does  business 
on  a  percentage  of  cost  and  an  av¬ 
erage  of  profit  basis.  Knowing 
what  the  percentage  of  cost  of  do¬ 
ing  business  is,  and  working  on  a 
percentage  of  profit  above  that  cost, 
is  the  only  safe  way  of  doing  busi¬ 
ness. 

How  many  jobbers  fool  them¬ 
selves  as  to  the  cost  of  doing  busi¬ 
ness,  or  seemingly  want  to,  for  fear 
of  making  that  cost  too  high. 
Some  do  not  charge  rent  to  that 
cost  because  they  own  their  own 
building,  others  do  not  charge  in¬ 
terest  on  their  money  invested  in 
their  business,  but  only  on  bor¬ 
rowed  money.  What  sort  of  a 
competitor  is  the  jobber  who  tries 
to  fool  himself  as  to  his  cost  of 
doing  business  for  the  jobber  who 
has  to  rent  his  building,  or  who  is 
less  fortunate  in  the  amount  of  his 
own  money  invested  in  his  business, 
but  who  knows  that  rent  and  inter¬ 
est  on  the  capital  invested,  his  own 
or  borrowed,  must  be  added  to  the 
cost  of  doing  business. 

Don’t  let  us  fool  ourselves  with 
this  cost  of  doing  business.  We 
can’t  get  away  from  it,  and  it  is  one 
of  the  parts  of  our  business  that 
seems  to  be  constantly  growing. 
There  is  only  one  way  to  get  ahead 
of  it,  and  that  is  to  know  the  per¬ 
centage  of  cost,  and  to  sell  on  a 
percentage  of  profit  above  that  cost. 
There  is  only  one  way  to  do  this, 
and  that  is  to  figure  the  profit  on 
every  item  so  as  to  know  what  per¬ 
centage  every  sale  pays,  what  per¬ 
centage  every  salesman  makes  and 
what  percentage  every  account  pays. 
It  is  the  only  way  you  can  keep  a 
check  on  your  business,  not  only  as 
to  whether  you  are  working  on  a 
paying  basis,  but  on  the  honesty  of 
your  force.  It  is  the  only  way  you 
can  tell  how  much  a  salesman  is 
making  for  you,  or  how  well  an 
account  pavs. 

One  of  the  reasons  given  by  some 
houses  who  do  not  figure  profits  is 
that  they  do  not  feel  thaf  their  busi¬ 


ness  is  large  enough  to  warrant  the 
expense  of  having  some  one  to  do 
it.  This  is  a  mistaken  idea.  Unless 
the  business  is  large,  it  is  not  nec¬ 
essary  to  have  any  one  devote  their 
entire  time  to  this  work.  It  is  a 
very  simple  matter  when  once 
started  right,  and  can  easily  be  car¬ 
ried  on  by  one  person  in  connec¬ 
tion  with  their  other  work. 

Our  salesmen  should  be  educated 
to  work  along  these  lines  also,  and 
should  be  taken  into  our  confidence. 
I  believe  that  he  should  know  the 
cost  of  doing  business,  and  should 
know  that  he  must  work  on  a  per¬ 
centage  of  profit  above  that  cost. 
Many  salesmen  get  the  idea  that  it 
is  volume  that  counts,  and  partic¬ 
ularly  so  if  he  is  working  on  a 
salary  and  a  selling  price  basis. 

Every  salesman  should  know  that 
it  is  necessary  for  him  to  get  a 
certain  percentage  of  profit,  and  in 
his  mind  should  always  be,  “What 
percentage  am  I  making?”  and  not 
how  much  per  dozen  or  per  pound. 
If  he  did,  he  would  not  be  so  apt 
to  sell,  as  he  very  often  does,  below 
the  cost  of  doingvbusiness,  because 
he  does  not  think  or  has  never  been 
taught  this  way. 

Salesmen’s  associations  should  be 
encouraged  and  should  receive  the 
support  and  backing  of  the  jobber. 
We  should  take  a  personal  interest 
in  them.  Practical  lines  of  educa¬ 
tion  can  be  made  an  important  part 
of  their  work  as  it  is  ours. 

What  applies  to  the  jobber  and 
salesman  in  working  along  these 
lines  of  knowing  his  cost  of  doing 
business  and  his  average  of  profit,  is 
equally  as  important  to  the  retailer. 
Statistics  show  that  80  per  cent,  of 
the  failures  in  business  in  1912  was 
due  to  faults  of  these  failing.  A 
large  percentage  of  these  is  due  to 
a  lack  of  knowledge  on  their  part 
of  these  points. 

The  retailer  must  have  some  idea 
of  his  percentage  of  cost  of  doing 
business,  and  must  know  how  to 
add  a  percentage  of  profit  above 
that  basis.  Wfe  should  encourage 
this  thought  amongst  our  trade,  and 
see  to  it  that  our  customers  know 
whether  they  are  working  on  a  safe 
basis  or  not.  We  should  take  more 
interest  in  the  welfare  of  our  cus¬ 
tomers.  Competition  is  making  it 
harder  for  them  every  day.  He 
must  be  awakened  and  shown  how 
to  meet  it.  We  should  help  him, 
and  when  we  are  doing  it  we  are 
helping  ourselves. 

For  the  manufacturer  we  have  a 
word  to  say  in  a  friendly  way.  We 
are  an  important  chain  in  his  distribu¬ 
tion,  not  altogether  for  unselfish 
reasons,  but  because  he  has  found 
the  jobber  the  most  economical 
method  of  distribution.  As  long  as 
he  has  selected  this  method,  we 
believe  that  we  are  entitled  to  a 
square  deal.  W.e  believe  also  that 
the  retailer  is  entitled  to  a  square 
deal,  and  that  85  per  cent,  of  them 
should  not  be  discriminated  against 
in  favor  of  a  preferred  class  of  15 
per  cent.  The  jobber,  salesman  and 
retailer  should  always  support  the 
square  deal  policy. 

As  distributors,  we  believe  that 
we  are  entitled  to  a  fair  margin  of 
profit  above  the  cost  of  distribu¬ 
tion,  and  it  is  surely  not  good  busi¬ 
ness  to  distribute  any  line  of  mer¬ 
chandise  that  does  not  pay  some¬ 
thing  above  that  cost. 

We  believe  the  jobber  should  be 
just  as  indifferent  in  the  market¬ 
ing  of  any  manufacturer’s  products 
as  that  manufacturer  is  indifferent 
in  protecting  the  majority  of  his 
distributors  from  unfair  competi¬ 
tion,  and  in  providing  a  reasonable 
compensation  for  his  services. 

It  is  just  this  kind  of  indifference 
that  encourages  jobbers’  private 
brands.  We  believe  that  the  jobber 
should  just  as  consistently  support 


any  manufacturer  as  that  manufac-  j 
turer  supports  him.  Our  work  is 
largely  educational  from  start  to 
finish.  We  should  not  need  educa-  ; 
tion  to  know  that  it  is  necessary  to 
get  something  above  the  cost  of  dis-  1 
tribution  to  exist,  but  it  does  seem 
to  be  the  case.  Competition  we 
will  always  have,  but  we  want  it 
intelligent,  not  ruinous.  To  have 
intelligent  competition,  every  man 
must  know  what  he  is  doing.  Then 
he  must  decide  himself  individually 
whether  he  is  going  to  distribute 
any  merchandise  at  less  than  his 
cost  of  distribution. 

His  address  was  followed  by  th 
report  of  the  secretary  and  gener; 
manager,  Mr.  Alvin  M.  Graves 

Annual  Report  of  Secretary  Alvin 
M.  Graves. 

Our  members  who  are  not  in  con¬ 
stant  touch  with  what  is  going  on 
can  hardly  appreciate  the  work  done 
in  your  secretary’s  office.  The  fact 
that  we  have  sent  out  14,884  pieces 
of  mailing  matter  in  the  last  year, 
received  hundreds  of  business  calls 
and  held  many  conferences  and 
committee  meetings  around  our 
table,  indicates  in  some  measure  the 
importance  of  the  work  done  in 
your  interest. 

W'e  wish  to  say  here,  and  to  have 
it  distinctly  understood,  that  your 
secretary  and  general  manager  holds 
no  conferences  of  comrrpttee  meet¬ 
ings  for  the  purpose  of  fixing  or 
maintaining  prices,  nor  does  any¬ 
thing  that  would  in  any  way  operate 
in  restraint  of  trade. 

In  pushing  forward  the  work  of 
the  association,  and  keeping  up  an 
active  interest  in  its  members,  it  is 
necessary  that  your  secretary  should 
cover  a  good  deal  of  territory. 
This  year  we  have  traveled  over 
14,000  miles  calling  on  members  and 
manufacturers  and  attending  local 
meetings  and  State  and  National 
conventions. 

Four  regular  meetings  of  the  Ex¬ 
ecutive  Committee  were  held  during 
the  year,  when  questions  of  import¬ 
ance  were  discussed  and  plans 
adopted  for  the  promotion  of  our 
work,  and  especially  has  this  been 
the  case  regarding  legislation. 

Eight  local  meetings  have  been 
held,  four  of  them  in  Philadelphia 
and  one  in  Reading,  Altoona, 
Wilkes-Barre  and  Scranton,  and  all 
were  well  attended  and  much  in¬ 
terest  manifested.  The  presence  of 
Mr.  Bursk  at  the  Altoona  and 
Scranton  meetings  and  Mr.  Strauss 
at  Wilkes-Barre  was  helpful  and 
appreciated  by  the  jobbers  present. 
These  local  gatherings  do  a  lot  of 
good  in  bringing  together  jobbers 
whose  trade  closely  overlap  for  a 
friendly  talk,  and,  incidentally,  they 
strengthen  the  hands  of  the  associa¬ 
tion  in  its  efforts  for  -the  good  of 
all.  We  cannot  urge  upon  you  too  \ 
strongly  the  advisability  and  neces-  I 
sity  of  maintaining  these  local 
meetings. 

The  Wholesale  Grocery  Sales¬ 
men’s  Association,  we  believe,  is  de-  1 
serving  of  your  co-operation.  Its 
purpose,  like  yours,  is  to  better  trade  j 
conditions.  Their  monthly  meet¬ 
ings  are  conducted  along  education¬ 
al  lines.  With  proper  support  we 
believe  they  could  successfully  aid 
in  eliminating  many  trade  abuses, 

(Continued  on  page  21.) 


ELTON  J.  BUCKLEY  , 

Editor  "Grocery  World  and  General  Merchant"  I 

Attorney  and  Counselorat  Law  1 

643-648  Land  Title  Building 
Philadelphia,  Pa. 

Telenhonea  /  Bel1’  Se™" 

Telephones  R#ct  m 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


7 


Announcement  is  Made  of 


The  Annual  Puffed  Rice  and  Puffed  Wheat 
_ Coupon  Sampling  Plan - 


It  will  be  three  and  one-half  times  as  great  as  in 
previous  years. 

Seven  million,  six  hundred  thousand  of  the  coupons 
will  call  for  a  package  of  Puffed  Rice  or  Puffed 

Wheat  absolutely  free. 

You’ll  get  your  full  profit  on  every  coupon. 

We  redeem  from  you  in  cash  at  the  regular  retail 
price.  22,000,000  Magazines  will  present  this  gift 
to  women.  Here  is  the  list  of  magazines  in  which 
the  coupon  will  soon  appear. 


Saturday  Evening'  Post 
Ladies’  Home  J ournal 
Woman’s  Home  Companion 
McCall’s 

People's  Home  Journal 

Pictorial  Review 

Youth’s  Companion 

Uncle  Remus’  Home  Magazine 

Modern  Priscilla 

Literary  Digest 

Outlook 

Vogue 

Canadian  Magazine 
Canadian  Home  Journal 
Woman’s  World 
Delineator 
Designer 

Woman’s  Magazine 
Ladies’  World 
Home  Life 

People’s  Popular  Monthly 
Housewife 
Mother’s  Magazine 
Leslie’s  Weekly 


Christian  Herald 
American  Boy 
Holland’s  Magazine 
Harper’s  Bazaar 
Canada  Monthly 
Canadian  Pictorial 
Western  Home  Monthly 
McLean's  Magazine 
Sunday  Magazine  of 
Chicago  Record-Herald 
St.  Louis  Republic 
Philadelphia  Press 
Pittsburgh  Post 
New  York  Tribune 
Boston  Post 
Washington  Star 
Minneapolis  Journal 
Buffalo  Courier 
Detroit  News-Tribune 
Baltimore  Sun 
Pittsburgh  Gazette-Times 
Minneapolis  Tribune 
Louisville  Courier-Journal 
New  Orleans  Picayune 


Rochester  Democrat  and  Chronicle 

Philadelphia  North  American 

Richmond  Times-Dispatch 

Omaha  World-Herald 

Buffalo  Times 

Boston  Herald 

Pittsburgh  Dispatch 

Detroit  Free  Press 

Milwaukee  Sentinel 

Columbus  Dispatch 

Denver  Republican 

Worcester  Telegram 

Providence  Tribune 

New  York  Sun 

Boston  Globe 

San  Francisco  Call 

Washington  Post 

Omaha  Bee 

Chicago  Tribune1 

St.  Louis  Globe-Democrat 

Cincinnati  Enquirer 

Memphis  Commercial  Appeal 

Denver  Rocky  Mountain  News 

Des  Moines  Register  and  Leader 


This  is  a  chance  to  get  new  trade.  Get  women  started  by  redeeming  their 
coupons. 

We  guarantee  the  sale  on  goods  you  purchase  to  take  care  of  the  business 
sure  to  follow  this  offer.  Buy  two  cases  each  Puffed  Rice  and  Puffed  Wheat,  and 
should  any  part  remain  on  August  ist,  we  will  relieve  you  of  the  surplus  on  request. 

_ INSTANT  ACTION  NECESSARY - 


TKe  Quaker  Qats  G>mPaTvy 


CHICAGO 


I 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Written  for  the  "Grocery  World  and  General  Merchant” 

What  Three  Years  of  Advertising  Quality 
Groceries  Have  Done  in  a  Small  Town 

The  Personal  Experience  of  a  Grocer  Who  First  Sold  Ordinary 
Goods,  But  Found  He  Was  on  the  Wrong  Track.  Began 
Talking,  Advertising  and  Demonstrating  Quality  and  Won 
Out.  Couldn’t  Sell  High  Grade  Goods  Before.  Holds 
Regular  Food  Shows  Twice  Yearly.  Made  Yearly  Adver¬ 
tising  Contract  and  Found  it  Paid. 


We  are  located  in  a  small  Ohio 
village  of  900  inhabitants,  sur¬ 
rounded  by  an  excellent  farming 
district,  which  furnishes  most  of 
the  labor  for  our  populace.  Our 


ROBERT  M.  FISHER. 


only  town  enterprise  is  a  saw 
mill.  Our  competition  is  confined 
to  four  other  stores,  three  of 
these  carry  general  stocks,  the 
other  strictly  groceries.  All  good 
competitors. 

In  the  early  spring  of  1910  we 
began  to  realize  that  we  were  not 
gettiing  our  share  of  the  business 
that  was  coming  to  town.  We 
got  our  heads  together  and  de¬ 
cided  to  start  something — a  qual¬ 
ity  food  campaign,  and  styled 
ourselves  “The  Quality  and  Hon¬ 
est  Price  Grocery.”  We  went  to 
the  editor  of  our  local  weekly 
paper  and  asked  him  to  give  us 
a  price  on  a  three-column  ad. 
(yearly  contract)  and  150  extra 
papers  each  issue.  His  terms 
were  suitable  and  we  started  our 
campaign  at  once. 

At  this  time  it  was  simply  im¬ 
possible  for  us  to  sell  our  custom¬ 
ers  corn  at  15  cents  per  can,  peas 
at  15  to  20  cents,  any  high-grade 
canned  fruit,  15-cent  baked  beans 
or,  in  fact,  any  food  product  of 
high  quality.  People  seemed  sat¬ 


isfied  with  the  cheapest  they 
could  buy.  We  started  to  adver¬ 
tise  such  lines  at  Heinz  5 7  Var¬ 
ieties,  Chef  brand  fancy  canned 
vegetables,  Hunt’s  fancy  canned 
fruits,  National  Biscuit  Co.’s 
package  cakes  and  crackers,  and 
several  other  good  quality  lines. 
We  peached  quality,  quality, 
quality,  and  in  a  few  weeks  we 


noticed  things  were  coming  our 
way.  People  who  had  not  been 
in  the  habit  of  dealing  with  us 
began  coming  in  once  in  a  while. 
At,  every  opportunity  we  would 
tell  them  something  of  the  differ¬ 
ence  between  the  cheaper  and 
better  quality  goods.  This  did 
not  always  satisfy,  some  people, 
you  know,  have  to  be  shown.  A 
nice  fancy  label  is  quite  a  help  in 
selling,  but  it  doesn’t  quite  tell 
the  tale,  so  we  decided  to  put  on 
a  Pure  Food  Show.  We  had  in¬ 
vitations  furnished  us  by  the 
firms  who  were  to  demonstrate, 
but  we  believed  it  would  have  a 
better  effect  if  we  would  have  our 
own  printed,  which  we  did,  and 
mailed  something  like  500  of 
them.  We  chose  the  last  Satur¬ 
day  in  April  for  the  day  and  it 
proved  to  be  ideal.  Here  is  a 
sample  of  the  invitation: — 


grades  of  canned  vegetables,  the) 
would  not  go  back  to  the  cheapei 
ones. 

We  are  selling  to-day  more  15- 
cent  corn  and  15  to  20-cent  peas 
than  the  cheap  ones.  Other  ar¬ 
ticles  likewise.  We  now  have 
our  demonstrations  both  spring 
and  fall. 

Another  hit  we  made  was  'ir 
the  strawberry  season.  We 
found -that  by  having  our  berries 
shipped  to  a  nearby  town,  onl) 
four  miles  distant,  we  could  gel 
them  fresher,  so  we  made  thal 
trip  every  morning  and  had  fine 
fresh  stock  for  our  trade,  at  leasl 
twelve  hours  fresher  stock  thar 
we  could  have  had  if  they  hac 
been  shipped  to  this  station.  Om 
Saturday  we  received  fourteer 
crates ;  they  cost  us  10  cents  z 
quart  and  we  put  out  a  sign  “i2l/2 
cents  a  quart.”  Our  competitoi 
received  two  crates  and  put  s 
large  sign  in  his  window,  “ic 
cents  a  quart,”  thinking  he  wouk 
bring  us  to  it.  Well,  we  had  the 
fancy  berries,  so  kept  the  price 
and  sold  every  one. 

If  you  have  the  right  kind  ol 
goods  you  don’t  have  to  cut  the 
price.  In  our  advertising  we  very 
seldom  cut  the  price;  about  once 
a  month  we  run  a  real  good  lead- ; 
er,  such  as  the  match  deal,  one 
dozen  boxes,  39  cents;  lump 
starch,  three  pounds,  10  cents, 
etc.  W e  lose  no  money  if  they 
are  bought  right,  and  it  gets  a  I 
certain  class  of  business.  Condi¬ 
tions  may  have  had  something  to 
do  with  our  success,  but  we  are 
still  keeping  up  our  newspaper 
advertising,  every  week  preach¬ 
ing  quality  and  fair  prices.  We 
watch  the  market  for  new  goods, 
find  out  all  we  can  about  them 
and  then  explain  to  our  trade 
their  merit.  Persistent  work 
along  these  lines  have  brought 
us  an  increase  in  three  years  of 
80  per  cent.  Quality  alone  will 
not  do  the  work.  You  must  have 
good  business  tactics. 

A  few  of  our  maxims : — 

Treat  every  customer  courte¬ 
ously. 

Learn  all  you  can  about  the 
goods  you  sell. 

Keep  on  the  good  side  of  the 
boys  and  girls;  they  are  your  best 
friends.  When  you  get  their 
custom  you  will  get  the  par¬ 
ents’. 

Make  your  shelving  look  at¬ 
tractive;  change  the  goods  < 
around  quite  often. 


Fourth  Annual  Pure  Food 

DEMONSTRATION 

.Sa'urd.iy  May  4.  Nineteen  hundred  and  twelve,  we  iimst  cordially  invite  you 
an*l  your  frirnds  to  -attend  our  demonstration  of  Pure  Fo-'d  Products.  Foods  which 
irr  reidy  for  immediate  se:vice  or  those  which  take  very  little  preparation  are  always 
ol  special  inti  rest. 

We  will  give  special  attention  to  demonstrating: 

Bakers  Chocolate  and  Cocoa 

Have  o  cup  of  Flot  Cocoa  and  the  Chocolate  Girl  will  give  you  a 
souvenier  plaie. 

Heinzes  57  Varieties 

t.vory  thing  tha;  Is  good  and  spicy. 

Chef  Brand  Fancy  Canned  Vegetables 

Best  by  test  CHLf  Extra  Babie  Com. 

Jello-The  Dainty  desert 

Just  see  the  good  things  you  caTT  make. 

National  Biscuit  Co., -Inner-Seal  Package  Cakes 

The  best  Cakes  and  Crackers. 

Crisco 

The  great  Butter  substitute  lor  cooking. 

Il  >ou  will  call  we  will  be  pleased  to  show  you  how  completely  these  products 
moei  vour  needs.  Carnations  for  the  Ladies. 

Yours  Truly. 

Fisher  &  Co.. 

North  Lewisburg,  Ohio. 


Our  store  was  arranged  in  the 
best  way  we  knew  how ;  here  and 
there  was  a  nice  bunch  of  carna¬ 
tions,  which  we  used  as  souvenirs 
for  the  ladies.  On  one  side  we 
built  a  long  booth,  and  in  this  we 
had  displayed  ail  of  our  best  food 
products.  Every  visitor  was 
given  a  sample  of  cakes,  baked 
beans,  tomato  soup,  relish,  Jell-O 
and  coffee.  Besides  sampling 
these,  we  had  numerous  cans  of 
other  goods  open  for  inspection. 
One  of  our  competitors  was  go¬ 
ing  to  hold  a  demonstration  the 
next  Saturday.  After  hearing  of 
the  one  we  put  on  he  wired  the 


coffee  and  cake  firms  to  cance 
the  dat.e,  confessing  he  could  not 
put  on  anything  equal  to  it 
Quite  a  weakness.  Never  give 
up,  look  at  the  other  fellows  and 
then  improve.  It  takes  work,  but 
you  will  get  results. 

The  day  proved  a  great  one  in 
every  way ;  we  found  we  were  on 
the  right  track  and  resolved  to 
push  with  our  best  efforts  Quality 
Foods.  Customers  who  used  to 
think  more  about  the  price  they 
were  paying  for  their  food  began 
talking  about  the  quality  they 
could  get  for  their  money.  Once 
they  started  using  our  better 
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rhe  window  display  is  a  great 

>et. 

Get  the  best  fixtures  you  can; 
;  trade  is  demanding  it. 

Get  the  exclusive  sales  of.  sev- 
d  good  lines ;  then  push  them 

rd. 

Most  of  these  are  not  new,  but 
s  wonderful  how  a  systematic  ob- 
-vance  of  them  does  the  work. 

R.  M.  Fisher. 
North  Lewisburg,  Ohio, 

March  io,  1913. 


AMONG  THE  TRADE. 

fosepli  M.  Craven,  who  ran  in 
ester  a  branch  of  the  notorious 
stern  Provision  Co.,  of  Philadel- 
ia,  was  convicted  in  the  United 
ites  Court  at  Philadelphia  on 
mrsday  of  shipping  oleo  to  this 
y  under  the  guise  of  butter.  He 
xed  butter  with  it,  colored  it  and 
d  it  as  butter  to  the  Independent 
ovision  Co.,  No.  5  N.  Water  St. 
le  case  was  worked  up  against 
aven  by  Pennsylvania  State 
rent  Robert  M.  Simmers,  who 
is  the  chief  witness  against  him. 
aven  is  a  brother  to  M.  F. 
■aven,  head  of  the  Eastern  Pro- 
sion  Co.,  who  is  under  several  in 
ctments  for  gross  violations  of 
e  food  law. 

A  foolish  error  crept  into  the 
st  issue  of  the  “Grocery  World 
id  General  Merchant,"  when  the 
•bber's  profit  on  Ivory  soap  was 
iven  at  $1  per  box.  As  a  matter 
t  fact,  it  is  nothing  like  that.  The  ] 
ibber  pays  $3.65  to  $3.70  per  box 
)r  the  small  size  and  sells  it  for 
4.  For  the  large  size  he  pays 
5.4234  to  $6.50  and  sells  it  for 


>w  Patents  and  Trade-marks  in  the  | 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
stent  Attorneys,  report,  this  week,  the 
•ant  of  the  following  patents: — 

Washington,  D.  C.,  Mar.  II,  1913. 
1,055,745.  Bag  holder.  G.  C.  Har- 
son,  Elyria,  Ohio. 

RADE-MARICS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  65,137.  “St.  Elmo”  for 
inned  goods.  Bollinger-Babbage  Co., 
.ouisville,  Ky.  , 

Ser.  No.  65,382.  “La  Favorita”  for  | 
rheat  flour.  Hecker-Jones-Tcwell  Mill- 
lg  Co.,  New  York,  N.  Y. 

Ser.  No.  66,027.  “World's  Fair”  for 
andies,  chocolates  and  bonbons.  P. 
largarella,  New  York,  N.  Y. 

Ser.  No.  66,932.  “Ward”  for  bread, 
oils,  cakes,  etc.  Ward  Baking  Co., 
lew  York,  N.  Y. 

Ser.  No.  67,529.  “Lily”  for  biscuits. 
National  Biscuit  Co.,  lersey  City,  N.  J. 
Ser.  No.  68,247.  “Gargoyle”  for  cof- 1 
ee.  O.  R.  Pieper,  Milwaukee,  Wis. 

IN  WRITING  TO 


Every  cake  a  full  pound — 16  honest 
ounces  of  hard,  white,  pure  soap 

Wherever  PEARL  BORAX  SOAP  has  been  intro¬ 
duced  women  have  decided  that  it  s  “  big  moneysworth. 

They  like  it  because  every  cake  is  a  full  pound,  and  because  it  w  ill 
thoroughly  cleanse  anything  from  a  lace  curtain  to  a  blanket  without 
injury  to  hands  or  clothes.  Grocers  like  to  sell  Pearl  Borax  Soap 
because  it  pleases  customers  and  sells  steadily.  Tell  your  customers  that 
we  give  high-grade  gifts  in  exchange  for  our  wrappers,  and  get  the  money 
they’ve  been  spending  for  mail  order  soaps.  They’ll  like  our  soap,  and 
you’ll  like  the  increased  sales  and  additional  profits. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“PEARL  BORAX  SOAP  costs  more  per  bar  but  less  per  pound  than 
other  soaps.  It’s  really  economical,  because  it's  such  good,  big  value  for  the 
money.  It  will  wash  anything  from  a  lace  curtain  to  a  blanket,  and  you  ge 
fine  gifts  in  exchange  for  the  wrappers.’ 


VcO\  V&HT1X?)  /«-nj 
A'./y  wGs.  1 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


Quite  a  number  of  State  Legis¬ 
latures,  the  nearest  one  that  of  New 
Jersey,  are  con- 
New  and  sidering  bills  pro- 
Pecuiiar  Laws.  hibiting  any  seller 

from  selling  mer¬ 
chandise  cheaper  in  one  section 
than  another,  “where  the  intent  is 
to  restrain  trade  or  obtain  a  monop¬ 
oly.”  The  bill  is  giving  some  con¬ 
cern  to  sellers  who  for  reasons  of 
competition,  expediency  or  credit, 
sell  goods  cheaper  in  one  place  than 
in  another.  The  bill  need  not 
worry  them  at  all,  for  it  has  noth¬ 
ing  to  do  with  such  practices.  It 
is  aimed  at  concerns  who,  like  the 
old  Standard  Oil  Co.,  used  to  send 
tank  wagons  to  places  where  a 
competitor  had  gotten  a  foothold 
and  by  selling  oil  for  nothing,  kill 
or  hopelessly  cripple  him  in  a  very 
short  time.  If  the  proposed  new 
law  is  effective,  this  practice  will 
henceforth  be  a  criminal  offense. 

The  Legislature  of  Colorado, 
however,  is  considering  a  bill  some¬ 
what  similar  to  the  one  discussed, 
which  will  affect  the  ordinary 
trader,  and  if  it  extends  to  other 
States  will  cause  a  revolution  in 
present  trading  methods.  Here  is 
its  text: — 


It  shall  be  unlawful  for  any 
dealer  to  charge  or  demand  or  ac¬ 
cept  or  receive  from  any  person 
any  greater  or  higher  price  or 
compensation,  per  pound  or  per 
pint  or  per  quart  or  per  gallon  or 
per  peck  or  per  bushel,  for  any 
food,  than  such  dealer  has  de¬ 
manded  or  accepted  or  received 
from  any  other  person  for  the  same 
kind  of  food  on  the  same  day. 

It  shall  be  unlawful  for  any  deal¬ 
er  to  refuse  to  sell  any  food  to  any 
person  at  the  same  price  per  pound 
or  per  pint  or  per  quart  or  per 
gallon  or  per  peck  or  per  bushel, 
for  cash,  that  such  dealer  has  sold 
either  for  cash  or  credit  the  same 
kind  of  food  to  any  other  person 
on  the  same  day. 

It  is  the  purpose  and  intent  of 
this  act  to  forbid  and  prevent  any 
discrimination  or  differences  in 
prices  by  dealers  in  the  sale  of  food 
to  persons  on  account  of  difference 
in  the  amount  or  quantity  of  food 
sold,  and  the  act  shall  be  so  con¬ 
strued  by  all  courts  in  which  cases 
thereunder  shall  be  tried;  but  no¬ 
thing  in  this  act  shall  be  so  con¬ 
strued  as  to  require  any  dealer  to 
sell  a  part  of  a  sack  of  flour  or 
meal,  or  a  part  of  a  can  of  canned 
meat,  or  a  part  of  a  can  or  bucket 
of  lard,  or  lard  compound,  or  a  part 
of  a  can  of  canned  fruit  or  vege¬ 
tables. 

Wholesale  grocers  would  be 
more  directly  subject  to  this  meas¬ 
ure  than  retailers.  Every  jobber 


in  business,  no  matter  where,  will 
sell  cheaper  to  a  buyer  who  buys 
largely  and  discounts  his  bills,  than 
to  a  small  buyer  who  takes  sixty 
days.  There  is  every  reason  why 
he  should.  ITe  could  not  do  it, 
however,  under  the  above  bill,  but 
would  have  to  sell  as  cheap  to  the 
second  buyer  as  to  the  first.  This 
would  inevitably  operate  against 
the  large  quick-paying  buyer  with¬ 
out  helping  the  small  slow  one,  for 
the  jobber  would  raise  his  close 
price  to  the  small  buyer’s  level 
rather  than  cut  the  higher  figure 
down  for  all  classes  of  trade.  It 
will  be  noted  that  the  bill  takes 
no  account  of  quantity;  in  fact  it 
abolishes  the  quantity  price,  as 
well  as  all  other  considerations 
which  make  one  buyer  more  desir¬ 
able  than  another. 

Very  likely  all  this  discussion  is 
superfluous,  for  almost  certainly 
the  measure  would  be  unconstitu¬ 
tional. 


Outrageous. 


The  Brooklyn,  N.  Y.,  grocer 
whose  letter  of  protest  appears  in 
another  column 
has  reason  to  com¬ 
plain.  He  handles 
oleomargarine  in 
one-pound  packages.  It  is  properly 
marked  and  apparently  all  legal 
requirements  are  complied  with. 
A  food  inspector — whether  State  or 
Federal  is  not  stated — went  into  his 
store  and  asked  for  a  half-pound  of 
oleomargarine.  A  green  clerk  told 
him  that  it  came  in  pounds  only, 
but  under  the  persuasion  of  the  in¬ 
spector  broke  a  pound  package  and 
sold  him  the  half  in  an  unmarked 
wrapper.  Promptly  the  grocer  was 
summoned  for  selling  a  broken 
package. 

Technically  the  grocer,  or  his 
employee,  which  is  the  same  thing, 
committed  a  misdemeanor  here. 
The  law  prescribes  certain  sizes  and 
styles  of  oleomargarine  packages, 
and  provides  that  they  shall  not  be 
broken  because  of  the  danger  of 
selling  without  proper  marking. 
But  in  this  case,  other  than  tech¬ 
nically,  there  was  not  the  smallest 
misdemeanor,  for  two  reasons : 
First,  what  was  done  was  under 
the  persuasion  of  the  inspector,  who 
laid  a  trap  for  an  inexperienced  em¬ 
ployee  and  coaxed  him  to  fall  into 


it.  Such  a  man  should  never  be 
entrusted  with  the  enforcement  of 
law :  he  should  be  kicked  out  of 
the  public  service  for  preying  upon 
people  whose  only  real  offense  is 
in  being  too  accommodating.  Any 
victims  that  he  entraps  should  be 
set  free  with  a  caution  to  be  less 
kind  next  time. 

Second,  there  was  no  deceit,  and 
the  fundamental  reason  for  all  oleo 
legislation  was  therefore  missingr. 
The  inspector  asked  for  oleomar¬ 
garine,  and  moreover  asked  for  it 
in  a  half-pound  package.  He  knew 
what  he  was  getting  and  got  what 
he  asked  for.  The  sale  of  the  half- 
pound  package  as  this  was  sold, 
while  unquestionably  a  technical 
offense,  had  no  deceiving  effect  in 
the  given  case,  for  the  inspector 
knew  all  about  it.  And  what  is 
more  important,  it  would  have  no 
deceiving  effect  in  any  case  where 
the  facts  were  the  same. 


1  here  will  probably  never 
come  a  time  when  the  well-told 
hard  luck  story 

The  Fate  of  a  has  llO  power  to 
Hard  Luck  Story.  stir,  even  w]len  it 

comes  after  very 
many  predecessors.  Not  long  ago 
a  Brooklyn,  N.  Y.,  subscriber  of 
this  paper  asked  us  to  aid  him  in 
collecting  some  old  accounts, 
among  them  a  claim  of  about  $12 
against  a  woman.  This  journal 
did  what  it  could,  and  received 
from  this  woman  the  following 
moving  letter: — 


Dear  Sir: — In  answer  to  your 
leter,  I  will  say  that  I  have  not 
refused  to  pay  the  bill  you  have 
referred  to,  but  have  not  been 
able,  as  I  was  left  a  widow  with 
eight  children,  all  small,  at  the  time, 
and  have  had  to  work  day  and  night 
to  try  and  live. 

I  will  pay  when  I  can.  I  have  had 
sickness  and  death  in  the  last  few 
years  and  children  out  of  work  for 
a  year  at  a  time.  If  you  think  you 
can  do  any  better  than  I  can,  all 
right.  Respectfully, 

The  sore  trouble  that  this  re¬ 
vealed,  and  its  flat  tone  of  hope¬ 
lessness,  so  worked  upon  the  feel¬ 
ings  of  the  st,aff  that  they  re¬ 
solved  to  raise  a  purse  and  re¬ 
lieve  the  widow  of  this  obliga¬ 
tion  at  least.  As  a  measure  of 
precaution,  a  letter  was  ad¬ 
dressed  to  the  grocer  whose 
claim  this  was,  repeating  the 
widow’s  statements  and  asking  if 
they  were  true.  The  answer  was 
as  follows: — 

Would  say  that  Mrs. 


.  ....  -  — ’s  bill 

is  $12.95,  and  that  she  has  had  no 
death  in  her  family  since  she  ran 
a  bill  with  me,  and  her  children  are 
about  all  grown.  One  of  the  boys 
was  going  to  throw  a  collector,  that 
I  sent  there  a  year  ago,  out  of  the 
door.  She  says  she  has  not  re¬ 
fused  to  pay,  but  she  has  not  paid 
a  cent  on  the  bill,  and  there  is  no 
reason  why  she  can’t,  as  she  has 
four  or  five  children  working. 

From  which  it  appears  that  the 
eight  children  of  a  widow  may 
be  a  millstone  or  a  life  preserver, 
as  the  case  may  be.  Of  course, 
in  the  clear  light  of  this  letter, 
sympathy  died,  and  the  widow’s 
story  was  filed  away  with  the 
reams  of  other  hard  luck  stories 
which  might  have  been  true,  but 
were  not. 


How  Oleo  Manufacturers  Have  Been  Able 
to  Make  Yellow  Oleo  and  Pay  Only 
the  Small  White  Oleo  Tax 

Settlement  of  the  Million  Suits  Against  Big  Manufacturers  to 
Recover  Unpaid  Tax  Brings  Statement  from  Former  Govern¬ 
ment  Official  Which  Makes  Whole  Matter  Plain. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C.,  Mar.  14,  1913. 

Something  has  been  said  in  this 
correspondence  from  time  to  time 
regarding  the  suits  which  the  Gov¬ 
ernment  some  time  ago  brought 
against  the  large  Chicago  oleo 


manufacturers,  to  recover  unpaid 
tax.  The  amount  claimed  ran  into 
several  hundred  thousand  dollars 
and  the  suit  was  based  on  the  con¬ 
tention  that  the  manufacturers  had 
paid  the  uncolored  oleo  tax  on  oleo 
that  was  colored.  The  manufactur¬ 
ers  claimed  it  was  not  artificially 
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[ored,  but  the  Government  said 
had  evidence  that  the  color  did 
t,  as  had  been  supposed,  come 
)m  a  natural  ingredient,  but  was 
artificially  produced  condition 
d  made  the  product  liable  to  the 
-cent  color  tax. 

Last  week  it  was  told  that  the 
wernment  had  settled  the  cases 
r  $123,000,  a  small  fraction  of 
2  amount  claimed.  This  has 
used  considerable  criticism  from 
Dse  who  believed  that  the  oleo 
mufacturers  should  be  tried, 
d  if  found  guilty,  sent  to  prison, 
le  former  Secretary  of  the  Treas- 
y,  Franklin  MacVeigh,  has  given 
t  the  following  interesting  ex- 
anation  of  the  whole  case  during 
e  week: — 

These  were  not  fraud  cases.  No 
fraud  was  charged  by  the  Govern¬ 
ment.  No  fraud  was  committed 
and  no  fraud  therefore  was  com¬ 
promised.  There  are  oleomarga¬ 
rine  cases  and  oleomargarine  cases. 
Those  of  which  the  public  ‘has 
heard  most  are  fraud  cases— cases 
in  which  the  oleomargarine  law  was 
fraudulently  evaded.  The  cases  in 
question,  however,  are  not  in  that 
category. 

The  outline  story  of  these  cases 
is  this:  The  manufacture  of  two 
kinds  of  oleomargarine  is  premitted 
by  law.  One  kind  may  be  artificially 
colored  as  butter  and  cheese  may. 
This  kind  must  pay  a  tax  of  10 
cents  a  pound.  The  other  kind,  and 
usual  kind,  is  taxed  at  a  quarter 
of  a  cent  a  pound  and  must  not 
be  artificially  colored.  It  may  be 
naturally  colored  by  the  colors  nat¬ 
urally  in  its  permitted  ingredients. 
There  is  constant  effort  to  obtain 
natural  color  in  the  permitted  in¬ 
gredients.  This  effort  is  of  course 
an  entirely  legitimate  enterprise  and 
within  the  law. 

It  happens  that  cottonseed  oil  is 
one  of  the  chief  ingredients  of  oleo¬ 
margarine  and  also  that  this  oil  in 
its  crude  state  is  colored.  In  the 
process  of  refining  cottonseed  oil, 
however,  for  use  in  oleomargarine, 
the  color  has  been  lost,  at  least  in 
any  process  not  too  expensive  to  be 
commercially  available.  Thus  the 
manufacturers  are  searching  for  a 
process  of  refining  cottonseed  oil  by 
an  economical  process  without  los¬ 
ing  its  color. 

Now,  an  Ohio  chemist  claims  to 
have  invented  a  method  that  solves 
the  problem.  An  oil  company  in 
Louisville — not  an  oleomargarine 
company — used  this  invention  and 
in  1911  produced  oil  with  some 
color  that  was  claimed  to  be  natural. 
This  oil  was  offered  to  oleomarga¬ 
rine  manufacturers. 

The  oleomargarine  people  brought 
the  oil  to  the  attention  of  the  Bu¬ 
reau  of  Internal  Revenue.  The  oil 
then  was  tested  throughout  many 
weeks  by  the  chemical  laboratory 
of  the  Bureau,  by  the  laboratories 
of  the  oleomargarine  manufacturers 
and  by  private  laboratories.  It  also 
was  tested  for  sulphur  continuously 
by  the  Bureau  of  Animal  Industry. 
No  one  could  find  any  artificial 
color. 

Finally  the  manufacturers  of 
oleomargarine  connected  with  these 
cases  became  apparently  so  certain 
of  the  legality  of  this  oil  that  they 
began  to  use  it  with  the  knowledge 
of  the  Bureau  of  Internal  Revenue, 
but  without  the  Bureau’s  final  de¬ 
cision. 


selling  line 


PARKES 

UNMATCHABLE 

COFFEE 

v 

Is  the  best 
of  Coffee  you 


can  handle 


Careful  blending  and 
roasting  gives  high 
cup  quality  and  fine 
flavor,  and  our  large 
facilities  insure  a  uni¬ 
formity  that  will 
please  your  custom¬ 
ers  and  make  them 
keep  on  buying  once 
you  get  them  started. 


The  Parke  Stamp  is 
packed  with  .Parke’s 
Coffee,  Tea,  Spices, 
Baking  Powder,  Am¬ 
monia,  Bluing,  etc. 
Tell  your  customers 
to  save  the  stamps, 
because  they  are  re¬ 
deemable  for  hun¬ 
dreds  of  valuable 
premiums. 


L.  H.  PARKE 
COMPANY 

232=234  Market  Street 
PHILADELPHIA 


638=640  Grant  Street 
PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“PARKE’S  COFFEES  are  best  value  at  the  price  and  no 
matter  whether  you  pay  32c.,  35c.,  38c.  or  40c.,  I’m  sure  you’ll 
be  pleased.  Besides  the  quality  of  the  coffee  the  stamps  are 
valuable;  don’t  forget  to  save  them.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Street  Railways  Open  Stores  to  Sell  Groceries  at  Cost  to 
Employees.  Grocers  Against  Sunday  Selling  of  Uncooked 
Meats.  Oleo  Contest  on  at  Albany  Again.  Mattlage  Dead 
at  Seventy-seven.  Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


The  Bureau  meant  still  to  keep 
its  mind  open,  but  was  at  the  end 
of  its  resources  at  the  time.  The 
oil  had  thus  been  openly  used  in 
larger  and  smaller  quantities  for 
some  months  when  the  Bureau,  by 
new  chemical  inquiries,  became  sat¬ 
isfied  that  the  oil,  after  all,  was  ar¬ 
tificially  colored  by  sulphur.  When 
this  was  announced  all  manufac¬ 
turers  of  oleomargarine  quit  using 
the  oil. 

It  must  be  understood  that  man¬ 
ufacturers  of  oleomargarine  were 
not  manufacturers  of  oil.  They 
were  merely  purchasers  of  it,  and 
knew  nothing  about  it  which  the 
Government  did  not  know.  It  also 
should  be -understood  that  the  Gov¬ 
ernment  contention  that  the  oil  is 
artificially  colored  is  disputed. 

The  question  between  the  oleo¬ 
margarine  manufacturer  and  the 
Bureau  of  Internal  Revenue  was 
not  one  of  fraud.  It  was  a  ques¬ 
tion  of  technical  liability. 

The  amounts  of  these  compro¬ 
mises,  totaling  $123,000,  were  pro¬ 
posed  by  the  parties  after  the  Bu¬ 
reau  had  decided  that  they  could 
not  be  released  from  tax  liabili¬ 
ties,  and  it  was  found  that  these 
amounts  were  all  the  Government’s 
evidence  would  enable  it  to  enforce, 
and  probably  more.  The  offers  were 
for  that  reason  accepted. 

The  reference  to  a  much  larger 
sum — say,  a  million  dollars — as  an 
amount  these  parties  might  have 
been  compelled  to  pay,  grew  prob¬ 
ably  out  of  the  pro  forma  claims. 
There  was  never  a  real  million  dol¬ 
lars  in  the  Bureau’s '  mind.  Pro 
forma  claims  are  like  figures  in 
suits  for  damages.  One  other  mis¬ 
taken  impression  is  that  the  action 
was  an  eleventh  hour  one.  The 
case  had  been  before  the  Depart¬ 
ment  for  a  number  of  months.  It 
reached  me  ready  for  approval  in 
November.  In  December,  when  I 
was  about  to  approve  the  settle¬ 
ments,  1  learned  that  Judge  Landis, 
in  the  Federal  Court  in  Chicago, 
proposed  to  take  cognizance  of  the 
cases  and  refer  them  to  a  Grand 
Jury. 

I  withheld  my  signature  purely 
in  formal  deference  to  the  court. 

I  could  have  approved  the  settle¬ 
ments  at  any  time  and  ended  the 
matter,  for  these  cases  are  admin¬ 
istrative  and  rest  with  the  Treasury 
Department. 

I  waited,  however,  a  considerable 
time  and  held  the  matter  open  still 
longer  to  enable  a  Committee  of 
Congress  to  make  an  inquiry  and 
report.  I  did  not  finally  act  until  it 
was  evident  that  Congress  would 
not  consider  the  report. 

So,  instead  of  hurrying  the  de¬ 
cision,  I  gave  way  both  to  Con¬ 
gress  and  the  court.  I  was  guilty 
of  every  form  of  politeness.  Fin¬ 
ally  I  acted  on  my  own  judgment 
and  upon  the  recommendation  of  an 
administration  of  the  Bureau  of  In¬ 
ternal  Revenue  that  in  ability  and 
character  never  has  been  excelled. 

This  explains  with  great  clear¬ 
ness  somjething  that  the  country 
has  never  quite  understood — how 
the  oleo  manufacturers  could  make 
yellow  oleo,  evade  the  tax  that  was 
imposed  on  yellow  oleo,  and  get  off 
with  the  tax  that  the  law  imposed 
on  uncolored  or  white  oleo.  This, 
it  appears,  they  can  no  longer  do. 

Holt. 


Florida  strawberries  range  from 
20  to  30  cents;  quality  fair  and  de¬ 
mand  good. 


New  York,  March  13,  1913. 

A  co-operative  store  for  the 
army  of  employees  on  the  city’s 
street  railways  was  opened  this 
week  by  the  company.  The  man¬ 
agement  says  that  it  proposes  to 
solve,  as  far  as  street  railway  men 
are  concerned,  the  problem  as  to 
the  high  cost  of  living.  The 
amount  of  saving  which  the  man¬ 
agement  expects  to  effect  for  their 
employees  in  the  purchase  of  food 
supplies  it  estimates  at  33J/3  per 
cent. 

Only  one  store  was  opened  this 
week.  It  is  located  on  Eighth  ave¬ 
nue,  near  49th  street,  near  some  of 
the  largest  barns,  in  a  neighbor¬ 
hood  where  a  large  number  of  the 
employees  have  their  homes.  It 
is  proposed,  however,  to  open  a 
half  dozen  stores  in  all.  The  sec¬ 
ond  in  the  chain  is  to  be  opened  in 
a  month  or  so  at  129th  street  and 
Third  avenue,  another  center  for 
street  railway  men. 

The  stores  are  to  be  owned  by 
the  New  York  Railways  Co.  and 
the  Interborough  Rapid  Transit 
Co.,  affiliated  companies.  F.  H. 
Garde  is  in  charge  of  the  store  al¬ 
ready  opened  and  he  is  to  be  gen¬ 
eral  superintendent  of  the  chain  of 
stores  when  they  are  in  operation. 

The  companies  have  20,000  men 
on  their  pay  rolls  in  the  transit  de¬ 
partments,  including  motormen  and 
conductors.  Adding  the  clerical 
staff,  .  they  have  28,000.  It  is 
stated  that  a  large  majority  of  the 
employees  have  expressed  their  de¬ 
termination  to  buy  their  food  from 
the  company’s  stores. 

These  stores  are  to  be  fine  and 
large,  with  tile  and  marble  and 
sanitary  improvements. 

The  first  store  starts  off  by  sell¬ 
ing  “the  best  eggs”  at  20  cents  and 
“the  best  butter”  at  35  cents. 
The  management  says  that  these 
products  are  equal  to  the  fancy 
supplies  of  the  best  grocery  stores 
which  are  getting  considerably 
lighcr  prices.  The  regular  stores 
in  the  part  of  the  city  in  which  your 
correspondent  lives  get  about  30 
cents  for  the  best  eggs  now  and 


about  40  cents  for  the  best  butter, 
and  these  are  probably  average 
prices. 

Outsiders  are  not  to  be  permitted 
to  buy  at  the  railway  stores.  The 
management  says  that  only  persons 
having  cards  or  passes,  showing 
that  they  are  employees  or  members 
of  the  families  of  employees  will 
be  allowed  to  buy  anything  in  these 
stores.  It  is  stated  that  precau¬ 
tions  will  be  taken  to  prevent  any 
outsiders  from  getting  the  privilege 
of  buying  at  the  stores. 

This  will  be  a  development  of  im¬ 
portance  to  grocers  in  many  parts 
of  the  city,  in  fact  to  grocers  in 
most  parts  of  the  city.  It  looks  like 
an  arrangement  under  which  many 
thousands  of  customers  are  sud¬ 
denly  diverted  from  the  regular 
grocery  stores  into  a  co-operative 
enterprise.  Without  doubt  many 
grocers  in  the  neighborhoods  where 
railway  men  are  numerous  will  seri¬ 
ously  feel  the  loss  of  their  trade, 
whether  such  loss  be  temporary  or 
permanent.  The  management 
seems  to  have  no  doubt  at  all,  it 
may  be  said,  as  to  the  enterprise 
proving  a  permanent  success  in 
bringing  about  the  results  that  have 
been  outlined. 

As  to  the  ability  of  the  com¬ 
pany’s  stores  to  undersell  the  regu¬ 
lar  groceries,  it  must  be  noted  that 
the  company  stores  are  all  to  be  lo¬ 
cated  in  company  property.  The 
management  announces  that  the 
stores  are  not  to  be  charged  with 
overhead  expenses.  The  company 
has  ample  capital  and  resources,  it 
can  buy  in  large  quantities  and  it  is 
able  to  get  all  kinds  of  courtesies 
from  the  transportation  lines  which 
bring  food  and  produce  to  the  city. 

There  will  be  more  or  less  of  sus¬ 
picion  as  to  the  company’s  ability 
to  prevent  outsiders  as  well  as  em¬ 
ployees  from  getting  supplies  at  the 
stores,  if  outsiders  wish  to  get  them 
there.  The  railway  men  will 
gladly  buy  extra  supplies  for  a 
neighbor  or  two  if  it  is  a  real  mat¬ 
ter  of  accommodating  workers  in 
other  lines. 

*  *  * 

The  grocers’  an  1  butchers’  asso¬ 
ciations  of  the  State  have  been 


sending  protests  to  Albany  against 
the  Levy  bill,  which  is  designed  to 
permit  the  selling  on  Sundays  of 
all  kinds  of  uncooked  meats.  A 
hearing  was  given  early  in  the 
week  at  which  officers  of  the  State 
associations  of  retail  grocers  and  of 
butchers  submitted  arguments 
against  the  bill. 

The  ostensible  object  of  the  bill 
is  to  give  the  Jewish  butchers  fair 
treatment  by  allowing  them  to  keep 
open  Sunday,  as  many  of  them 
close  their  stores  on  Saturdays. 

In  opposition  to  this  claim  the 
opponents  of  the  bill  say  that  it 
would  really  be  the  entering  wedge 
for  a  general  reopening  of  the 
stores,  Jewish  and  Christian,  on 
Sundays,  as  competition  would 
oblige  many  storekeepers  to  open 
on  Sunday,  although  they  prefer  to 
keep  their  stores  closed,  as  they 
now  do. 

It  is  further  said  that  many  Jew¬ 
ish  butchers  and  grocers  are 
against  the  bill.  It  is  said  that 
many  of  them  are  included  in  the 
membership  of  one  of  the  associa¬ 
tions  that  is  most  vigorously  fight¬ 
ing  the  bill. 

*  *  * 

The  oleomargarine  question  is 
again  up  at  Albany.  A  bill  is  be¬ 
fore  the  Legislature  to  increase  the 
license  of  the  retailer  who  sells 
oleomargarine  from  $6  to  $20  a 
year,  also  to  increase  the  license 
fees  of  manufacturers  and  whole¬ 
salers.  The  grocers,  through  their 
State  association,  are  opposing  this 
bill.  It  is  said  that  it  is  proposed 
in  the  interests  of  the  creamery 
plants.  The  bill,  it  is  said,  if  it 
became  a  law,  would  increase  the 
expenses  of  the  dealers  so  that 
the  price  of  oleomargarine  would 
necessarily  be  advanced,  and  that  is 
said  to  be  the  real  object  of  the 
creamery  companies  who  would  not 
fear  the  competition  of  oleomarga¬ 
rine  if  the  price  were  sent  up  a 
little. 

*  *  * 

A  third  bill  which  has  met  with 
opposition  from  grocers  proposes  to 
limit  the  hours  of  labor  of  employ¬ 
ees  in  grocery  and  provision  houses 
to  70  hours  a  week. 

*  *  * 

One  of  the  bills  pending  at  Al¬ 
bany  is  designed  to  facilitate  the 
organization  of  co-operative  asso¬ 
ciations.  In  relation  to  this,  Presi¬ 
dent  L.  J.  Lippmann,  of  the  Na¬ 
tional  League  of  Commission  Mer¬ 
chants,  says  that  the  principle  of  co¬ 
operation  has  been  applied  in  vari¬ 
ous  ways  in  the  last  50  years,  but 
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;ver  in  the  right  way.  All  such 
hemes  have  failed  to  accomplish 
hat  was  intended. 

He  suggests  co-operation  among 
roducers  in  studies  of  soil  and 
jmatic  conditions  and  also  of 
lethods  of  grading  and  packing 
■uit  and  vegetables. 

Much  waste  now  occurs,  Mr. 
ippman  says,  because  of  careless 
lethods  of  grading  and  packing,  as 
result  of  which  produce  arrives  in 
worthless  condition  in  the  bi 
enters  of  population.  He  says 
lat  the  producers  should  realize 
ow  important  it  is  not  only  to 
row  the  produce  that  is  desired, 
ut  to  see  that  it  gets  to  market 
l  proper  condition  and  without  any 
nnecessary  waste. 

Another  point  made  by  com¬ 
mission  men  is  that  food  products 
hould  be  distributed  in  a  more 
ystematic  and  scientific  way  in 
he  big  consuming  centers.  An 
[lustration  is  given  of  how  the 
>resent  methods  work  to  the  dis 
advantage  of  many.  Tomatoes 
nay  be  reported  at  $2  in  Boston 
md  $3  in  New  York.  The  tele 
jraph  reports  this  to  shippers 
wery  where.  Immediately  vast 
juantities  of  tomatoes  are  shipped 
:o  New  York  from  all  points,  with 
;he  result  that  there  is  soon  a  big 
surplus  in  that  city  and  prices  break 
to  $1.50,  while  in  Boston  they  rise 
to  $3. 

It  is  claimed  that  this  sort  of 
thing  is  constantly  happening  and 
that  with  proper  study  conditions 
could  be  equalized  to  the  general 
benefit. 

*  *  * 

Charles  Frederick  Mattlage,  head 
of  the  firm  of  Charles  F.  Mattlage 
&  Sons,  the  well-known  dealers  in 
salt  fish  and  provisions  in  Green 
vvich  street,  died  Monday  at  his 
home  in  Hoboken,  N.  J.,  in  his 
77th  year.  The  surviving  relatives 
included  his  son,  C.  Henry  Matt 
lage,  who  had  been  in  practical 
charge  of  the  business  since  his 
father’s  health  began  to  fail  a 
couple  of  years  ago. 

*  *  * 

The  big  Brooklyn  food  show  will 
close  Saturday.  It  has  been  most 
successful  in  all  respects,  with  an 
attendance  that  will  break  all  rec 
ords  for  Brooklyn,  it  is  believed,  by 
the  time  the  doors  close. 


Summarized  Market  Con¬ 
ditions. 

Spot  coffee  continues  to  sell  in  a 
jobbing  way  only.  The  heavy  op 


GET  THE  MONEY 
OUT  OF 


The  money  is  in  PRIZE  BUTTER  if  you’ll  do  your 
part  to  get  it.  PRIZE  BUTTER  will  be  packed  to  suit 
your  trade — you  can  get  it  in  a  carton,  tub  or  print,  colored 
and  salted  to  suit.  You  can  depend  on  it  being  imiform  in 
quality  and  flavor ,  so  it  will  always  please  your  customers, 
and  you  know  the  satisfaction  in  handling  a  butter  that  both 
you  and  your  customers  could  depend  on — no  complaints,  no 
dissatisfaction.  Our  name  on  a  butter  is  a  guarantee  to  you, 
because  it’s  a  guarantee  to  your  customers.  Our  GURNSE 
BUTTER  is  the  leader  in  Philadelphia,  and  were  going  to 
make  PRIZE  BUTTER  the  biggest  seller  in  the  State  of 
Pennsylvania.  All  you  have  to  do  is  push  it  and  get  the 
benefit  of  the  steady  stream  of  sales  and  profits. 

P.  F.  BROWN  &  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  well  named,  because  it's  winning  friends  for  us 
every  day.  Try  it  and  let  me  know  how  you  like  it.  One  of  the  best  things 
about  it  is  that  it’s  made  by  a  responsible  concern,  and  you  can  depend  on  it 
being  always  uniform  in  quality  and  flavor. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Pennsylvania  Appeal  Court  Says  Philadel- 
phia  Retailer  Not  Liable  for  Damage 
Done  by  Can  of  Dove  Molasses 

In  Case  Brought  by  Philadelphia  Dressmaker  Against  J.  Joseph 
Katz  Superior  Court  Finds  that  Plaintiff  Never  Ought  to 
Have  Sued  Retailer.  Simply  Handled  Can  as  Ordinary 
Merchandise,  Without  Suspicion  of  Defects.  Mr.  Katz  Says 
M.  H.  Alexander  Co.  Left  Him  to  Bear  Brunt  Alone,  Though 
All  Fault  in  this  Case  Was  Theirs. 


tion  market  has  not  quickened  the 
spot  trade,  as  roasters  are  encour¬ 
aged  to  hold  off  for  lower  quota¬ 
tions.  Prices  are  fairly  steady,  but 
are  somewhat  nominal  and  might 
be  shaded  on  large  transactions. 
There  is  a  hand-to-mouth  inquiry 
for  mild  grades. 

Teas  are  quiet  and  steady,  al¬ 
though  quotations  could  be  shaded 
on  any  large  business.  The  coun¬ 
try  continues  to  buy  for  require¬ 
ments.  Greens  are  rather  scarce, 
but  Japans  are  heavy  because  of  ac¬ 
cumulated  supplies. 

Refined  sugar  is  quiet  and  steady. 
Withdrawals  are  in  fair  volume  for 
the  actual  requirements  of  the  coun¬ 
try.  The  Arbuckles  are  firm  at 
4.35  cents  and  other  refiners  are 
taking  business  when  offered  at  5 
points  less. 

The  market  for  canned  vege¬ 
tables  of  all  kinds  continues  dull. 
It  is  too  early  for  the  brokers  and 
packers  to  feel  the  influence  of  the 
Canned  Foods  Week.  The  effects, 
it  is  expected,  will  be  felt  first  in 
moving  the  supplies  now  in  the 
hands  of  the  retail  and  distributing 
trade.  It  is  admitted  that  the 
stocks  of  several  lines,  especially 
corn  and  tomatoes,  left  over  from 
last  season,  are  unusually  heavy. 
The  criticism  is  also  made  that  a 
large  part  of  the  pack,  so  left  over, 
is  of  inferior  quality  and  this  with¬ 
out  doubt  retards  its  consumption. 
Another  factor  tending  to  keep  the 
stocks  on  the  shelves  of  the  retail¬ 
ers  is  the  competition  of  fresh  vege¬ 
tables  coming  from  various  remote 
points  in  larger  quantities  than 
usual.  The  brokers  also  think  that 
the  distributing  trade  should  do 
more  cutting  of  prices  in  order  to 
move  supplies  on  hand  into  con¬ 
sumption,  but  dealers,  wholesale 
and  retail,  are  naturally  loath  to  cut 
prices  on  supplies  which  they 
bought  early  at  top  figures. 

Canned  fruits  are  generally  firm, 
as  offerings  are  limited.  The  mar¬ 
ket  for  extra  standard  lemon  cling 
peaches  is  said  to  be  cleaning  up, 
so  that  prices  on  the  spot  are  firmer. 

I11  canned  fish  the  approach  of 
Salmon  Day  has  not  affected  the 
local  market  as  yet,  and  the  demand 
seems  to  be  only  for  small  lots  on 
which  the  buyers  seek  concessions. 
Other  lines  of  canned  fish  are  quiet. 

Dried  fruits  are  selling  in  a 
hand-to-mouth  way  only.  Most  of 
the  demand  for  prunes  is  for  the 
larger  sizes.  Forties  are  most 
wanted  and  on  that  size  the  trend 
of  prices  is  upward.  The  decreas¬ 


ing  supply  of  40s  is  adding  strength 
to  the  demand  for  50s  to  be  shipped 
from  the  coast.  Spot  peaches  and 
apricots  are  having  a  fair  jobbing 
sale  out  of  local  stocks,  but  little  is 
doing  in  forward  shipments.  Rais¬ 
ins  are  dull  and  the  tone  of  the 
market,  both  spot  and  future,  is 
easy.  Currants  are  steady,  al¬ 
though  the  demand  is  light. 

Some  of  the  mills  have  reduced 
their  quotations  on  flour  as  a  result 
of  the  decline  in  wheat.  Several  of 
the  standard  brands  of  spring 
wheat  patents  have  been  offered  as 
low  as  $4.30  in  jute,  in  the  last  day 
or  two,  but  buyers  are  showing  no 
eagerness  to  place  orders  even  at 
the  reduced  prices.  The  spot  situ¬ 
ation  is  admitted  to  be  weak.  The 
small  buyer,  in  the  market  for  a 
car  lot  or  two,  is  about  the  only  one 
profiting  from  the  present  situation. 
Receipts  are  light  and  this  will  tend 
to  reduce  the  surplus  stocks. 

Butter  is  fairly  steady,  with  most 
grades  selling  well.  The  supply  of 
extras  is  sufficient  and  they  are 
bringing  3 6]/2  to  37  cents.  The 
firm  tone  of  the  undergrades  holds 
the  entire  market  quite  firm.  The 
firsts  readily  bring  35  to  36  cents; 
seconds  from  33  to  34J4.  Anything 
in  held  butter  below  35  cents  sells 
promptly.  Even  the  top  grades  of 
held  butter  are  picked  up  without 
delay,  buyers  paying  35  and  even 
35/^2  cents  for  fine  goods.  The 
best  grades  of  process  butter  are 
selling  well  at  26  to  28  cents. 

The  egg  market  has  been  weak 
and  irregular.  Receipts  are  heavy, 
but  some  of  the  arrivals  are  held 
under  orders  to  await  better  prices 
and  this  is  reducing  somewhat  the 
quantity  of  supplies  that  arc  being 
urgently  offered.  Some  speculative 
interest  is  also  appearing.  Best 
grades  of  Western  eggs  sell  at  18 
to  20  cents ;  the  top  grades  of  near¬ 
by  eggs  bring  from  20  to  25  cents. 

Fred.  A.  McGill. 


ASSOCIATION  NEWS 


Little  Rock,  Ark. 

An  affair  held  recently  by  the 
Little  Rock,  Ark.,  Chamber  of 
Commerce  holds  a  suggestion  to 
other  retail  merchants’  associa¬ 
tions.  It  was  a  lecture  by  the  il¬ 
luminating  engineer  of  a  large 
lighting  company  on  “The  Mod¬ 
ern  Illumination  of  the  Store.” 
The  talk  was  illustrated  with  pic¬ 
tures  showing  the  right  way  and 
the  wrong  way  to  light  a  store. 


Reference  has  been  made  from 
time  to  time — including  last 
week,  when  the  case  was  con¬ 
cluded — to  the  case  brought 
against  J.  Joseph  Katz,  a  Ger¬ 
mantown  grocer,  by  Susan  Mc- 
Sorley,  a  Philadelphia  dress¬ 
maker,  to  recover  damages  for 
the  explosion  of  a  can  of  Dove 
molasses.  This  week  the  “Gro¬ 
cery  World  and  General  Mer¬ 
chant”  is  able  to  present  the  opin¬ 
ion  of  the  Appeal  Court,  which 
decides  finally  that  the  grocer  is 
not  liable. 

A  case  like  this  might  arise  in 
the  experience  of  any  grocer  at 
any  time.  Mr.  Katz  sold  a  can 
of  Dove  molasses  to  the  Mc- 
Sorley  woman.  It  was  not 
sealed,  but  the  tin  lid  was  pressed 
into  place  and  had  the  effect  of 
sealing.  Mr.  Katz  sold  the  mo¬ 
lasses  as  “perfectly  safe  and  all 
right.”  The  woman  took  it  home 
and  while  trying  to  open  it,  some¬ 
thing  flew  up — it  was  not  clearly 
shown  what1 — broke  her  glasses 
and  cut  her.  She  sued  Mr.  Katz 
for  heavy  damages,  but  the  jury 
gave  her  only  $75.  Mr.  Katz  suc¬ 
ceeded  in  having  the  lower  court 
set  the  verdict  aside  and  the 
woman  then  appealed.  The  Su¬ 
perior  Court,  in  its  opinion,  now 
says  the  lower  court  was  right  in 
setting  the  verdict  aside,  and  this 
ends  the  case.  The  opinion  is  as 
follows : — 

No.  65. 

Susan  McSorley 
vs. 

Joseph  Katz. 

No.  57,  October  Term,  1912.  Ap¬ 
peal  from  the  judgment  of  the 
Court  of  Common  Pleas,  No.  2, 
of  Philadelphia  County. 

Opinion  by  Orlady,  J. 

This  action  of  assumpsit  was 
brought  to  recover  damages  for  in¬ 
juries  sustained  by  the  plaintiff  in 
consequence  of  an  accident  which 
she  describes  as  follows:  Katz  was 
the  proprietor  of  a  grocery,  to 
which  the  plaintiff  went  on  Sep¬ 
tember  2,  1905.  to  purchase  a  pint 
of  molasses.  Katz  stated  that  he 
did  not  have  it  loose,  but  he  had  it 


in  cans,  which  the  plaintiff  agreed 
would  do,  and  it  was  furnished  to 
her  in  the  usual  course  of  purchase 
of  such  articles.  It  was  in  a 
closed  tin  can,  but  was  not  sealed 
by  any  added  substance.  The  tip, 
or  crown,  was  firmed  (forced)  in 
by  pressure  into  a  place,  like  a 
ground  joint,  for  its  reception. 
The  label  on  the  can  stated,  “This 
is  a  sanitary  sealed  can,  thereby  in¬ 
suring  absolutely  pure  food;  com¬ 
pound  75  per  cent,  pure  open  ket¬ 
tle  molasses,  into  which  25  per  cent, 
pure  grape  sugar  has  been  dis¬ 
solved,  then  thoroughly  refined. 
I  he  molasses  in  this  can  being  in 
a  condensed  form,  will  not  ferment. 
For  baking  purposes  less  is  re¬ 
quired  than  ordinary  molasses. 
None  genuine  without  our  signa¬ 
ture.  M.  H.  Alexander  Co.,  New 
Orleans.” 

When  the  can  was  submitted  to 
the  purchaser,  she  inquired,  “Is  this 
molasses  all  right?”  and  the  grocer 
replied,  “Oh,  yes,  it’s  perfectly  safe 
and  all  right.”  He  was  then  asked 
how  it  was  opened,  and  replied, 
“You  will  have  to  lift  the  lid  out.” 
She  paid  the  price,  10  cents,  and  on 
arriving  at  home  put  a  paring  knife 
under  the  lid  to  pry  it  off,  when,  as 
she  states,  “The  lid  of  the  can  was 
thrown  off  and  something  was 
thrown  out  like  the  shot  of  a  gun 
and  struck  me  full  force  in  my 
left  eye;  my  spectacles  were  broken 
and  fell  on  the  floor  and  quite  a  lot 
of  this  broken  glass  ran  into  my  eye.” 
Medical  attention  was  promptly 
rendered  and  the  can  was  set  aside 
in  the  shed,  where  the  accident 
happened,  and  remained  there  until 
March  25,  1906,  when  it  was  deliv¬ 
ered  to  her  counsel. 

The  plaintiff  stated  that  neither 
the  molasses  nor  the  lid  of  the  can 
struck  her  eye.  There  was  no  di¬ 
minution  of  the  contents  of  the  can 
by  the  explosion;  there  was  no  ex¬ 
amination  made  of  its  contents; 
there  was  no  evidence  of  its  being 
deleterious  or  unfit  for  food,  or 
that  it  was  fermented  at  the  time 
of  the  accident  or  at  any  time  sub¬ 
sequently.  Whether  the  cap  or  top 
of  the  can,  when  being  suddenly  re¬ 
lieved,  by  the  pressure  of  the  knife 
under  the  rim  or  edge  from  its 
firmed  place  in  the  conformed 
shape,  caused  it  to  spring  free'by 
the  release  of  the  pressure,  was  the 
cause  of  the  explosion,  as  she  calls 
it,  is  not  definitely  known,  but  it 
is  just  as  probable  as  the  theory 
suggested  by  the  plaintiff.  It  was 
not  the  happening  of  an  accident 
with  the  means  of  prevention  under 
control  of  the  defendant,  but  un¬ 
der  the  evidence,  it  was  due  to  a 
latent  unsuspected  cause,  in  the 
handling  of  a  trade  article,  and 
capable  of  inspectign  and  exami¬ 
nation  by  one  party  as  the  other. 
When  the  plaintiff  rested  her  case, 
the  defendant  moved  for  a  non¬ 
suit,  which  was  denied,  and  after 
further  testimony  the  case  was  sub- 
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mitted  to  the  jury,  resulting  in  a 
verdict  in  plaintiff's  favor  for  $75. 
which  verdict  was  set  aside  and 
judgment  entered  for  the  defendant 
by  the  court  on  a  motion  for  judg¬ 
ment  non  obstante  veredicto,  and 
the  plaintiff  brings  this  appeal. 

It  is  conceded  that  the  defend¬ 
ant  simply  handled  the  can  of  mo¬ 
lasses  as  an  article  of  merchandise, 
and  had  no  knowledge  or  reason 
to  suspect  that  it  was  other  than 
indicated  by  the  manufacturers  la¬ 
bel  on  the  can. 

This  action  is  founded  on  the 
theory  that  the  defendant  by  stat¬ 
ing  that  the  molasses  was  perfectly 
safe  and  all  right,  warranted  the 
character  and  quality  of  the  con¬ 
tents  of  the  can.  Whether  this  be 
so  or  not  is  not  material  here,  as 
there  is  not  a  shred  of  evidence 
in  this  record  to  challenge  that 
statement,  “The  molasses  is  all 
right  and  perfectly  safe,”  and  the 
motion  for  non  suit  should  have 
been  allowed.  We  held  in  Straw- 
bridge  vs.  Hawthorne,  47  Pa-  Su¬ 
perior  Ct.,  647,  in  determining  the 
correctness  of  the  judgment  n.  o.  v. 
under  the  Act  of  April  22,  1909, 

P.  L.  286,  the  test  is  whether  bind¬ 
ing  instructions  for  the  defendant 
would  have  been  affirmed  at  the 
close  of  the  trial. 

In  the  testimony  adduced  by  the 
defendant,  nothing  was  added  to 
support  the  plaintiff’s  contention, 
and  the  point  submitted  by  the  de¬ 
fendant  “under  all  the  evidence  in 
the  case,  your  verdict  must  be  for 
the  defendant”  should  have  been 
affirmed  and  binding  instructions 
given. 

This  being  the  only  assignment 
of  error,  it  is  overruled  and  the 
judgment  is  affirmed. 

The  case  is  not  as  valuable  an 
authority  as  it  would  be  if  the 
court  had  thought  it  necessary  to 
decide  the  fundamental  questions 
which  were  in  the  case,  the  chief 
of  which  was:  “Is  a  retail  dealer 
responsible  for  damages  done  by 
the  contents  of  a  sealed  package 
which  he  does  not  pack,  when  he 
is  ignorant  of  the  defect  which 
caused  the  damage?  Mr.  Katz, 
through  his  counsel,  Elton  J. 
Buckley,  argued  that  he  could  not 
be  held  responsible,  because  he 
was  merely  the  channel  through 
which  the  goods  flowed  from  pro¬ 
ducer  to  consumer,  knowing  no 
more  about  their  character  than 
the  consumer  himself.  The  court 
upholds  that  view,  though  partly 
on  the  theory  that  the  plaintiff 
presented  no  adequate  evidence 
that  the  molasses  was  bad. 

Mr.  Katz  reports  that  the  M. 
H.  Alexander  Co.,  manufacturers 
of  Dove  molasses,  were  exceed¬ 
ingly  mean  and  ungracious 
throughout  the  whole  case. 
Whatever  fault  was  present  was 
their  fault,  yet  they  left  their  cus¬ 
tomer  to  bear  the  entire  brunt  of 
the  expense  of  defending,  and  the 
publicity,  and  paid  no  attention 
to  him.  Mr.  Katz  is  now  consid¬ 
ering  a  suit  against  them  for 
damages,  • 


“As  Easy  to  Handle  as  a 
Can  of  Tomatoes  ” 

FRANKLIN  CARTON  SUGAR  is  as  easy  for  the  grocer  to  handle 
as  a  can  of  tomatoes  or  a  bottle  of  pickles.  It’ s  ready  to  sell  when  you  get 
it.  It  requires  no  weighing,  no  wrapping,  no  tying— we  ve  done  all  that 
for  you  at  our  refinery.  We  pack  FRANKLIN  SUGAR  in  CARTONS 
because  the  margin  in  sugar  is  so  small  that  if  you  buy  it  in  bulk  and  weigh 
it  out,  put  it  in  bags,  stand  for  the  cost  of  ba« j.  twine  labor  and  loss  by 
overweight  you  LOSE  MONEY.  FRANKLIN  CARTON  SUGAR 
enables  you  to  make  a  PROFIT  instead  of  a  LOSS,  because  it  costs  you 
nothing  to  handle.  Your  customers  like  the  clean,  neat  CAR  IONS  and, 
once  having  bought  FRANKLIN  CARTON  SUGAR,  will  always  as*v 
you  for  it  because  of  its  cleanliness,  quality  and  purity. 


The  Convenience  of  the  “Container 


n 


FRANKLIN  CARTON  SUGAR  is  packed  in  containers  holding 
24,  48,  60  and  120  lbs.,  according  to  the  grade  of  sugar  the -fastest  selling 
grades  not  being  packed  less  than  48  lbs.  to  the  CONTAINER  and  you 
are  thus  enabled  to  buy  to  suit  the  needs  of  your  trade.  The  CON¬ 
TAINER  is  a  heavy  fibre  case  that  is  guaranteed  to  carry  its  contents 
in  perfect  condition,  but,  is  easier  for  you  to  open  than  a  box  or  barrel— a 
penknife  will  open  it. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

"  Your  customers  know  that  FRANKLIN  CARTON  SUGAR  is  CLEAN  sugar  » 


WHAT  TO  TELL  CUSTOMERS 

“FRANKLIN  CARTON  SUGAR  is  the  cleanest,  purest,  finest 
grade  sugar  that  can  be  made,  and  the  CARTON  keeps  it  clean. 
All  our  customers  like  it  and  I’m  sure  you  will  if  you  try  it.” 


\CP\  (gjjPlTJ  TE)  tf1 

^penhK^ 


This  is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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TRADE 

PAPER 


W«  would  b*  pleased  to  Kara  for  publicatlom  la  this  colum*  the  ideas  of  sur  readers  apoa  trade  topics 
k  bein*  understood  that  we  do  aot  hold  ourselves  responsible  for  aay  views  expressed  therein.  AU  com- 
rauni cations  mast  be  accompanied  by  the  writer’s  name  and  address  as  aa  evidence  of  rood  faith,  but  not 
necessarily  for  publication.  All  Inquiries  within  our  power  to  answer  will  also  be  noticed  la  this  t _ t 


Who  Wants  This  Coffee  Mill? 

Malvern,  Pa.,  March  n,  1913. 
To  the  Editor. 

Dear  Sir: — Enclosed  find  check 
for  subscription  renewal.  I  have 
a  large  Star  coffee  mill  I  would 
like  to  sell,  one  that  stands  on  the 
floor.  I  have  put  in  an  electric  mill 
and  have  no  use  for  it  now.  It  is 
in  good  condition  and  I  will  sell  it 
cheap.  Yours  very  truly, 

C.  PI.  Edwards. 


*  *  * 

To  Get  Matter  for  “Canned  Poods 
Week.” 

East  Downingtown,  Pa., 

March  10,  1913. 

To  the  Editor. 

Dear  Sir : — Please  give  me  the 
address  of  where  to  send  to  get  the 
advertising  matter  that  is  being 
put  out  for  Canned  Foods  Week, 
and  oblige, 

Yours  very  truly, 

A.  L.  SlLKNITTER. 

Write  John  A.  Lee,  chairman, 
Central  Canned  Foods  Committee, 
Chicago,  Ill. 

*  *  * 

Legal  Articles  in  Book  Form. 

Jersey  Shore,  Pa., 

March  7,  1913. 

To  the  Editor. 

Dear  Sir : — Do  you  have  a  book 
or  pamphlet  on  the  legal  phase  of 
collections  and  other  matters  per¬ 
taining  to  merchants  interests  by 
Elton  J.  Buckley? 

Yours  truly, 

Young  &  Zerbe. 

The  articles  on  “Legal  Phases  of 
the  Retail  Business”  are  not  yet 
published  in  book  form,  but  their 
author  has  that  plan  in  contempla¬ 
tion. 

*  *  * 

Brooklyn  Grocer  Protests  at  Food 
Inspector’s  Injustice. 

Brooklyn,  N.  Y.,  March  10,  1913. 
To  the  Editor. 

Dear  Sir: — On  January  29,  1913, 
a  food  inspector  from  the  Board  of 
Health  came  into  my  store.  I  was 
waiting  on  a  customer  at  the  vege¬ 
table  side  of  my  store  and  this  in¬ 
spector  had  my  clerk  (a  green  boy) 
wait  on  him.  The  inspector  asked 
my  clerk  for  a  half-pound  of  Mox- 
ley’s  oleomargarine.  The  boy  went 
for  same  and  informed  the  inspec¬ 
tor  that  we  had  no  half-pounds  and 


only  had  this  brand  in  pound  pack¬ 
ages.  The  inspector  induced  this 
green  boy  to  cut  the  package  in 
half  (breaking  the  package).  I 
am  now  being  summoned  to  court 
for  breaking  packages  of  oleomar 
garine.  Now  it  is  the  limit  when 
an  official  will  deliberately  ask  a 
green  clerk  to  commit  a  misde¬ 
meanor  and  then  have  the  boss  who 
is  trying  to  make  an  honest  living 
brought  to  court.  My  lawyer  ad¬ 
vised  me  that  he  will  show  this  in¬ 
spector  up,  but  that  isn’t  what  hurts 
(the  cost  of  lawyer,  etc),  it  is  that 
1  have  several  nearby  competitors 
who  will  use  such  arguments  as 
“Mr.  II.  was  caught  by  a  Pure 
Food  Inspector  and  brought  to 
court,”  to  the  customers;  that  is 
what  hurts  the  most. 

Yours  respectfully, 

“H.” 

* *  *  * 


retical,  is  having  an  influence  for 
good  on  the  trade  generally,  and 
through  it  upon  the  manufacturer 
and  producer. 

Assuring  you  that  it  will  be  a 
pleasure  for  this  office  to  serve  you 
at  any  time  by  furnishing  infor¬ 
mation  or  otherwise,  we  are, 

Very  truly  yours, 

W.  I.  Crawford, 
Secretary  Puget  Sound  Salmon 
Canners’  Association  and  the 
Association  of  Alaska  Salmon 
Packers. 


Salmon  Day. 

Seattle,  Wash.,  March  10,  1913 
To  the  Editor. 

Dear  Sir: — We  are  sending  here¬ 
with  literature  which  we  are  plac 
ing  on  all  trains  and  in  the  leading 
cafes  for  Salmon  Day,  March  14th, 
believing  that  you  might  be  inter¬ 
ested  in  knowing  the  kind  of  pub¬ 
licity  that  is  being  put  out  on  this 
particular  /occasion. 

As  a  matter  of  general  interest, 
you  may  be  interested  in  knowing 
that  the  Puget  Sound  Salmon  Can 
ners’  Association  and  the  Associ 
ation  of  Alaska  Salmon  Packers 
'wtill  hold  .their  regular  meetings 
in  Seattle  on  Friday  and  Saturday, 
the  14th  and  15th,  thus  making  it  a 
general  gathering  of  the  salmon 
packers  on  Salmon  Day. 

The  Salmon  Canners’  Associa¬ 
tion  is  gratified  at  the  interest  mani¬ 
fested  by  the  wholesale  and  retail 
dealers,  in  the  “Story  of  the  Salm¬ 
on,  as  shown  by  motion  pictures 
and  stereopticon  slides  at  the 
Louisville  convention.  Many  re¬ 
quests  for  dates  at  public  gather¬ 
ings  and  club  meetings  are  being 
received. 

Thousands  of  the  little  blue  book, 
Ihe  Story  of  the  Salmon,”  and 
the  circulars  “Useful  Information 
About  Canned  Salmon”  have  been 
mailed  out  upon  request. 

We  believe  that  the  sentiment  ex¬ 
pressed  in  your  paper  from  time  to 
time,  the  impartial  manner  in  which 
you  treat  trade  topics,  giving  a 
practical  turn  to  things  that  have 
heretofore  been  technical  and  theo- 


“Salmon  Day,”  an  innovation,  oc¬ 
curred  last  Friday,  the  14U1,  and 
made  but  little  stir  in  the  East. 
The  literature  consisted  of  general 
information  regarding  the  catching, 
packing  and  consuming  of  salmon. 


H' 


McCaskey  Register  Co.  Talks  About 
Government  Suit  Against  It. 

Alliance,  Ohio,  March  11,  1913. 
To  the  Editor. 

Dear  Sir: — A  great  deal  of  mis¬ 
information,  some  of  it  unjust  to 
us,  is  being  printed  in  the  news¬ 
papers  regarding  the  Federal 
suit  recently  brought  against  us. 
The  injustice  lies  mostly  in  the 
“scare  heads,”  which  are  incor¬ 
rect  in  stating  the  purpose  of  the 
suit  and  thereby  have  a  tendency 
to  injure  us.  For  instance,  we 
have  seen  clippings  stating  that 
the  suit  is  to  “dissolve”  us,  a  rad¬ 
ically  wrong  and  injurious  state¬ 
ment.  So  we  think  it  best  to  an¬ 
swer  the  mass  of  inquiries  and 
try  to  correct,  to  some  extent, 
these  unjust  and  injurious  state¬ 
ments  by  stating  that  the  purpose 
of  this  civil  suit  is  simply  to  ask 
for  an  injunction  to  restrain  us 
from  continuing  certain  alleged 
illegal  methods. 


The  bill  which  we  are  informed 
has  been  filed  against  us  by  the 
United  States  Government,  charg¬ 
ing  violation  of  the  Sherman  Law, 
we  understand  contains  charges 
that  are  the  same  as  those  made 
against  the  McCaskey  Register 
Co.  in  the  proceedings  instituted  by 
the  Attorney-General  of  the  State 
of  Ohio.  After  a  thorough  inves¬ 
tigation  in  the  nart  of  the  Attor¬ 
ney-General’s  office  it  was  found 
that  the  charges  made  were  with¬ 
out  foundation  and  the  bill  is  dis¬ 
missed.  The  records  will  show 
that  the  McCaskey  Register  Co.  has 
been  exceptionally  clean  in  its  busi¬ 
ness  methods  and  we  have  no  fear 
whatever  as  to  the  outcome  of  this 
suit. 

On  each  occasion  when  similar 
suits  have  been  filed  against  us, 
it  has  developed  that  they  have  been 
instigated  by  competitors  who  have 
been  endeavoring  in  every  conceiv¬ 
able  manner  for  several  years  to 
bring  about  a  consolidation  or  force 
us  to  buy  them  out.  The  McCas¬ 
key  Register  Co.  has  never  bought 
out  any  competitor  and  is  absolutely 
free  from  being  a  violator  of  the 
Sherman  Anti-Trust  Act.  The 
phenomenal  success  of  the  McCas¬ 
key  Register  Co.  has  been  due  solely 
to  its  superior  products  and  fair 
dealing.  The  suit  which  has  been  re¬ 
cently  filed  in  Cleveland  is  what 
is  known  as  a  civil  action,  in  which 
the  complaining  parties  asked  the 


court  to  enjoin  the  McCaskey  Reg¬ 
ister  Co.  from  doing  certain  acts 
which  they  allege  have  been  per¬ 
formed  in  violation  of  the  right  of 
competitors.  This  suit  is  not  in 
any  way  similar  to  the  proceedings 
brought  by  the  Government  against 
the  National  Cash  Register  Co. 

1  he  action  brought  against  the 
National  Cash  Register  Co.  and  re¬ 
cently  tried  in  Cincinnati,  was  a 
criminal  proceeding  in  which  the 
National  Cash  Register  Co.  was 
charged  with  violating  the  criminal 
provisions  of  the  Sherman  Act.  As 
above  stated,  the  case  recently  com¬ 
menced  in  Cleveland  against  the 
McCaskey  Register  Co.  is  of  the 
civil  nature,  and  in  no  sense  a  crim¬ 
inal  proceeding. 

The  McCaskey  Register  Co.  has 
never  engaged  in  manufacturing 
cash  registers,  but  its  business  con¬ 
sists  in  manufacturing  filing  devices 
for  the  use  of  merchants  in  keeping 
accounts  with  their  customers.  We 
feel  that  upon  investigation  being 
made  by  the  proper  authorities  that 
it  will  be  developed  that  the  com¬ 
pany  has  not  been  guilty  of  the 
acts  of  unfair  trade  charged  in  the 
bill  which  has  been  filed,  and  as  a 
result  of  such  investigation  the 
company  will  be  entirely  vindicated 
as  to  the  manner  in  which  it  has 
conducted  its  business. 


Respectfully  yours, 

The}  McCaskey  Register  Co., 
Alliance,  Ohio. 


These  trade-mark 

SPE 
FOOD  kid: 


Unlike  otber 

FARWELL  &  RHI 


ry  package 


o' 

TROUBLES 

R  STRICT  DIR 

For  book 


.  Y..  U.S.A. 


Electric 
Light  Value 


<1  Nowadays  there  are 
very  few  merchants  who 
do  not  understand  that 
a  light,  bright  store 
means  more  trade  with 
the  public  and  better 
work  from  the  employe. 
If  you  use  Electric  Light 
in  your  Grocery  Store 
you  not  only  employ  the 
most  efficient  method  of 
illumination,  but  you 
also  receive  good  adver¬ 
tising  value.  Tungsten 
lamps  have  cut  the  cost 
of  Electricity  more  than 
one-half. 


The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 
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ioks  As  if  New  Food  Law 
Would  Not  be  Radical. 


nate  Committee  Hears  State  Chem- 
sts  on  Benzoate  of  Soda  and  Sulphur 
}ioxide  and  Impression  Gains  Ground 
hat  New  Bill  Will  Permit  Use  of  These 
ind  Also  Contain  Most  of  Old  Bill’s 
Desirable  Provisions.  Bill  to  Provide 
or  Honestly  Obtained  Credit  Passes 
■louse  Finally.  Progress  of  Mer- 
:antile  Tax  Repealer. 


"Grocery  World  and 


xial  Correspondence  of 
General  Merchant.” 

Harrisburg,  Pa.,  March  14,  1913- 
The  bill  making  it  a  criminal  of- 
nse  to  make  false  statements  for 
e  purpose  of  obtaining  credit 
me  up  in  the  House  during  the 
;ek  and  passed  finally,  after  slight 
aendment.  As  adopted  the  bill 
ads  as  follows : — 

AN  ACT 

Making  it  a  misdemeanor  to  make 
or  use  a  false  statement  or  state¬ 
ments  in  writing  for  the  purpose 
of  obtaining  property,  money, 
credit  or  the  extension  of  credit, 
and  providing  penalties  for  the 
violation  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by 
the  authority  of  the  same,  That  it 
shall  be  unlawful  for  any  person 
knowingly  to  make  or  cause  to  be 
made,  directly  or  indirectly,  or 
through  any  agency  whatsoever, 
any  false  statement  in  writing  with 
intent  that  it  shall  be  relied  upon 
respecting  the  financial  condition 
or  means  or  present  ability  to  pay 
of  himself  or  of  any  other  person, 
firm  or  corporation  in  whom  lie  is 
interested,  or  for  whom  he  is  acting 
for  the  purpose  of  procuring  in  any 
form  whatsoever,  either  to  himself 
or  to  the  person,  firm  or  corpora¬ 
tion  in  whom  he  is  interested,  or 
for  whom  he  is  acting,  either  in  the 
delivery  of  property,  the  payment  of 
cash,  the  making  of  a  loan  or 
credit,  the  extension  of  credit, 
the  discount  or  sale  of  an  ac¬ 
count  receivable,  or  the  making, 
acceptance,  discount,  sale  or  en¬ 
dorsement  of  a  bill  of  exchange, 
promissory  note  or  of  negotiable 
instrument  for  the  benefit  of  either 
himself  or  of  any  such  person,  firm 
or  corporation. 

Sec.  2.  It  shall  be  unlawful  for 
any  person  who,  knowing  that  a  false 
statement  in  writing  has  been  made 
respecting  the  financial  condition  or 
means  or  present  ability  to  pay  of 
himself  or  any  person,  firm  or  cor¬ 
poration  in  whom  he  is  interested, 
or  for  whom  he  is  acting  to  pro¬ 
cure  or  receive  upon  the  faith  of 
such  false  statement  for  the  benefit 
either  of  himself  or  of  any  person, 
firm  or  corporation  in  whom  he  is 
interested,  or  for  whom  he  is  act¬ 
ing,  any  property,  the  payment  of 
cash,  the  making  of  a  loan  or 
credit,  the  extension  of  credit,  the 
discount  or  sale  of  an  account  re¬ 
ceivable,  or  the  making,  accept¬ 
ance,  discount,  sale  or  endorsement 
of  a  bill  of  exchange,  promissory 
note  or  of  any  negotiable  instru¬ 
ment. 

Sec.  3.  It  shall  be  unlawful  for 
any  person  who  knowing  that  a 
statement  in  writing  has  been  made 
respecting  the  financial  condition 
or  means  or  present  ability  to  pay 
of  himself  or  of  any  person,  firm  or 
corporation  in  whom  he  is  inter- 

IN  WRITING 


ested,  or  for  whom  he  is  acting, 
to  represent  subsequently  in  writ¬ 
ing  that  such  statement  theretofore 
made  if  again  made  would  still  be 
true  when  in  fact  such  statement  if 
then  made  would  be  false  and  to 
procure  upon  the  strength  thereof 
for  the  benefit  of  himself  or  of  any 
person,  firm  or  corporation  in 
whom  he  is  interested,  or  for  whom 
he  is  acting,  any  property,  the  pay¬ 
ment  of  cash,  the  making  of  a  loan 
or  credit,  the  extension  of  credit, 
the  discount  or  sale  of  an  account 
receivable,  or  the  making,  accept¬ 
ance,  discount,  sale  or  endorsement 
of  a  bill  of  exchange,  promissory 
note,  or  of  any  negotiable  instru¬ 
ment. 

Sec.  4.  Any  person  violating  any 
of  the  provisions  of.  this  act  shall 
be  guilty  of  a  misdemeanor  and 
shall,  upon  conviction  thereof,  be 
sentenced  to  pay  a  fine  not  exceed¬ 
ing  one  thousand  dollars  ($1,000) 
or  to  undergo  imprisonment  not 
exceeding  one  year,  or  both,  at  the 
discretion  of  the  court. 

Sec.  5.  All  acts  or  parts  of  acts  in 
so  far  as  they  are  inconsistent 
herewith  are  hereby  repealed. 

*  *  * 

The  Senate  Committee  on  Health 
and  Sanitation  held  a  closed  ses¬ 
sion  last  Tuesday  and  considered 
the  pending  food  laws.  Dr.  Adolph 
Koenig,  head  of  the  Pennsylvania 
Pharmacy  Board,  and  Dr.  Charles 
H.  Lawall,  State  chemist,  were 
leard  on  the  effect  of  benzoate  of 
soda  and  sulphur  dioxide  on  food. 
No  other  testimony  was  heard,  and 
after  the  meeting  the  rumor  started 
that  the  committee  would  recom¬ 
mend  a  bill  allowing  the  use  of 
benzoate  as  now,  and  a  reduced 
percentage  of  sulphur  dioxide,  per¬ 
mitting  the  use  in  candy  of  the 
seven  coal-tar  colors  approved  by 
the  United  States  Government,  al¬ 
lowing  the  use  of  glucose  and  talc 
on  rice,  and  putting  back  the  re¬ 
tailer’s  guarantee  clause.  A  bill 
containing  these  provisions  would 

be  practically  like  the  present  law. 

*  *  * 

The  bill  to  repeal  the  mercantile 
tax  passed  second  reading  in  the 
House  during  the  week,  but  there 
is  very  little  hope  that  it  will  event¬ 
ually  pass. 

*  *  * 

A  new  oleo  bill  was  introduced 
in  the  Senate  by  Mr.  Endsley,  of 
Somerset  County,  which  is  said  to 
have  the  backing  of  the  Dairy  and 
Food  Department.  It  amends  the 
present  oleo  legislation  by  providing 
that  oleo  shall  be  considered  col¬ 
ored  in  imitation  of  butter  and 
therefore  be  prohibited,  when  "it 
has  a  tint  or  shade  containing  less 
than  70  per  cent,  of  white  as  de¬ 
termined  by  color  analysis.’ 

R.  C. 


New  Bermuda  potatoes  range 
from  $5.50  to  $6.50  per  barrel,  and 
are  selling  well. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES  1  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Watson  «Ste  Oo. 

SOLE  PROPRIETORS  "Skipper”  Sardines . 

IOII  Chsatnut  Str««t,  Philadelphia,  Pa. 

Branch  of  Angus  Wataon  &  Co.,  Newcastle-upon-Tyne,  England 


We  Keep  But  One 
Secret 


Almost  everything  about  RUMFORD  BAKING 

POWDERS  has  always 
been  as  open  as  the  sun. 

We  say  freely  what 
it  contains — phosphate, 
starch  and  soda — and 
nothing  else.  Only  our 
method  of  mixing  and 
blending  these  food  leav- 
eners  do  we  properly 
keep  to  ourselves. 

€|  No  other  baking  pow¬ 
der  made  compares  with 
RUMFORD  POWDERS 
for  a  minute.  It  is  abso¬ 
lutely  wholesome,  even 
nutritious,  and  is  a  leav- 
ener  par  excellent.  No 
consumer  who  ever  used 
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TOFAfiED  AMD  SOTO  TTHi  _ 

..WJMFORD  CHEMICM.W 


$5.00  lor  Six  Tea  Caddies 

A  Quarter  of  a  Century’s  Experience  and  Success  lies  back 
of  this  offer.  Each  caddie  14  inches  high,  n  inches  deep, 
and  914  inches  wide.  Would  make  great  Red  and  Gold 
Display  of  57  inches  on  your  shelves,  and  contain  90  lbs. 
Construction  of  the  best,  seams  double,  material  heavy  tin 
plate,  damp  proof,  lid  strongly  hinged,  with  catch  and  lip  to 
keep  out  dust.  Made  in  my  own  shop.  Money  back  if  not 
as  represented.  Lacquered  all  over,  black  in  back,  red  with 
gold  scroll  work  in  front.  Name  of  Tea  put  on  FREE.  Ship¬ 
ment  at  my  expense.  Remit  to  H.  F\  Heacock,  Grocers’  and 
Butchers’  Fixtures  and  Supplies  of  All  Kinds,  51  N.  Second 
Street,  Philadelphia,  Pa. 


it  dropped  it  because  it  wouldn’t  do  the  work. 

<]]  Furthermore,  no  retailer  can  complain  of  the  profit 
it  pays. 

Rumford  Chemical  Works 

PROVIDENCE,  R-  I. 
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CXCVIII.— How  and  When  a  Man  May  Put  His  Business  or  His  Property  ip  Another’s  Name 

Without  Laying  Himself  Open  to  Attack  by  Creditors. 


Many  business  men,  at  some 
time  in  their  careers,  consider  for 


one  reason  or  another  the  ques¬ 
tion  of  putting  their  business,  or 
their  property,  in  somebody  else’s 
name — their  wives’,  for  example 
— and  the  object  of  this  article 
is  to  throw  some  light  on  how 
and  when  they  can  do  that  with¬ 
out  laying  themselves  open  to  at¬ 
tack  from  creditors. 

Conducting  a  business  in  a 
wife’s  name,  or  putting  one’s  real 
estate  in  a  wife’s  name,  is  by  no 
means  always  a  matter  of  evad¬ 
ing  creditors.  More  often,  I 
think,  it  is  done  for  the  purpose 
of  safeguarding  her — so  that  she 
will  have  something  in  case  trou¬ 
ble  comes — and  done  for  that 
purpose,  it  is  of  course  a  thor¬ 
oughly  justifiable  and  even  a 
laudable  thing. 

The  law  makes  a  difference  be¬ 
tween  the  putting  of  real  estate 
in  another’s  name,  and  doing  the 
same  to  personal  property.  And, 
of  course,  it  makes  a  difference 
between  a  solvent  debtor’s  doing 
it  and  an  insolvent  debtor’s  doing 
it. 

A  man  who  is  perfectly  solvent, 
and  who  owes  no  debts,  or  holds 
enough  back  to  pay  them,  has  a 
perfect  right  to  transfer  his  prop¬ 
erty  in  any  way  he  likes.  He  can 
give  it  away  if  he  chooses.  He 
cannot  continue  to  draw  the  in¬ 
come  from  it,  however,  without 
making  it  liable  for  his  debts.  In 
other  words,  as  the  law  phrases 
it,  he  cannot  have  the  benefits  of 
ownership  without  its  burdens. 
This  refers  particularly  to  real  es¬ 
tate. 

I  know  a  wholesale  merchant 
in  a  small  town  near  Philadel¬ 
phia  who  up  to  a  year  ago  owned 
nine  small  houses  in  his  own 
name.  He  then  put  them  in  the 
name  of  his  son,  but  continued 
to  manage  them  himself  and  to 


draw  the  income.  Suddenly  he 
died,  and  his  estate,  without  the 
nine  houses,  proved  insolvent. 
With  the  houses  it  could  pay 
dollar  for  dollar  and  a  little  over. 

The  creditors  heard  of  the 
transfer  and  went  after  them. 
The  son  defended,  but  the  court 
held  that  the  properties  were  lia¬ 
ble  to  the  former  owner’s  debts; 
that  if  he  took  the  revenue  from 
them  and  controlled  them,  they 
were  liable  for  his  debts,  no  mat¬ 
ter  whose  name  they  were  in. 

A  man  may  convey  and  trans¬ 
fer  everything  he  has,  real  estate 
and  personal  property,  even  if  he 
is  insolvent  at  the  time,  provided 
the  transaction  is  a  bona  fide  one, 
and  made  for  a  valuable  consid¬ 
eration.  This  is  done  on  the  the¬ 
ory  that  where  an  insolvent  debt¬ 
or  sells  a  $5,000  business  for 
$5, ocx),  his  estate  is  worth  pre¬ 
cisely  as  much  to  his  creditors 
afterward  as  it  was  before,  for 
one  consideration  has  merely 
been  traded  for  another. 

Very  often,  however,  such 
sales  are  fraudulent,  by  which  I 
mean  made  merely  to  put  the 
property  under  cover,  to  defraud 
the  creditors,  or  for  an  inadequate 
consideration.  In  such  cases,  the 
creditors  can  still  go  after  the 
property,  or  whatever  it  is,  in 
spite  of  its  transfer,  provided  there 
is  any  evidence  that  the  buyer  knew 
of  the  fraud.  If  there  is  no  such 
evidence,  the  buyer  will  be  pro¬ 
tected  ;  the  property  then  cannot 
be  gone  after  by  the  creditors, 
who  will  have  to  go  after  the  pro¬ 
ceeds. 

Exceptions  to  this  rule  are 
sales  of  stock  and  fixtures  in  a 
lump  under  the  various  bulk  sales 
laws.  These  acts  all  hold  that 
such  sales,  if  advance  notice  is 
not  given  creditors,  will  be  fraud¬ 
ulent,  as  to  the  creditors,  who 
can  then  go  after  the  property  in 


the  buyer’s  hands.  This  because 
the  buyer  must  have  also  been 
negligent  if  no  notice  was  given; 
therefore  he  must  suffer. 

I  have  been  discussing  here  an 
outright  sale — a  sale  which  dis¬ 
connects  the  seller  with  the  busi¬ 
ness,  or  with  the  property.  Nat- 
urally,  that  is  a  different  transac¬ 
tion  from  one  where  a  man 
merely  puts  everything  in  some¬ 
body  else’s  name  and  continues 
to  run  the  business,  as  “agent” 
or  “employee.”  What  is  his 
status?  It  is  well  settled  that  if 
he  owes  debts,  and  has  enough 
real  or  personal  property  to  pay 
them  in  full  or  in  part,  he  cannot 
remove  it  from  his  creditor’s 
reach  merely  by  transferring  it  to 
somebody  else. 

If  it  is  a  business  that  is  trans¬ 
ferred,  meaning  stock  and  fix¬ 
tures,  this  is  particularly  true  if 
the  seller  continues  to  stay  with 
it  in  the  same  place.  It  is  the 
universal  rule  that  a  transfer  of 
stock  and  fixtures  without  actual 
change  in  possession  is  either  a 
fraud  on  creditors,  or  is  prima 
facie  evidence  of  fraud.  Some 
States  (California,  Colorado,  Con¬ 
necticut,  Delaware,  Florida,  Ida¬ 
ho,  Illinois,  Iowa,  Kentucky,  In¬ 
diana,  Missouri,  Montana,  Ne¬ 
vada,  Pennsylvania,  South  Da¬ 
kota,  Utah,  Vermont  and  Wash¬ 
ington)  say  it  is  a  fraud  abso¬ 
lutely,  for  which  no  explanation 
will  be  accepted.  The  majority 
of  States  (Alabama,  Arizona,  Ar¬ 
kansas,  District  of  Columbia, 
Georgia,  Maryland,  Kansas, 
Louisiana,  Maine,  Massachusetts, 
Michigan,  Minnesota,  Mississip¬ 
pi,  Nebraska,  New  Hampshire, 
New  Jersey,  New  York,  North 
Carolina,  North  Dakota,  Ohio, 
Oregon,  Rhode  Island,  South 
Carolina,  Tennessee,  Texas,  Vir¬ 
ginia,  West  Virginia  and  Wis¬ 
consin)  say  it  is  only  prima  facie 


evidence  of  fraud.  The  latter 
States  will  accept  an  explanation, 
if  one  can  be  made. 

Outside  of  Georgia,  Maine  and 
Texas,  the  State  laws  look  more 
leniently  on  the  transfer  of  one’s 
real  estate,  provided  the  deed  is 
properly  recorded,  for  they  con¬ 
sider  that  the  deed  is  notice  to 
the  world  of  the  change.  If  the 
deed  is  not  recorded,  however,  it 
is  generally  considered  as  much 
of  a  fraud  as  the  “sale”  of  per¬ 
sonal  property  without  change  of 
possession. 

This  may  be  a  useful  summary: 

i- — If  the  owner  of  a  business, 
or  of  real  estate,  is  solvent,  he 
can  put  it  in  the  name  of  any¬ 
body  he  likes,  but  if  he  continues 
to  draw  the  revenue  from  it  after¬ 
ward,  it  will  be  liable  for  his 
debts  if  he  ever  has  debts  that  he 
is  unable  to  pay  from  what  he 
has  in  hand. 

2.— If  he  is  insolvent  he  can 
sell  anything  he  has,  without  in¬ 
terference  from  his  creditors,  i 
provided  he  gets  an  adequate  con¬ 
sideration  for  it.  If  the  consid-  1 
eration  is  not  adequate,  his  cred-  , 
itors  can  claim  fraud,  and  in 
many  cases  can  overturn  the  sale 
and  go  against  the  property. 

3- — If  he  is  insolvent,  he  can-3| 
not  transfer  his  business  or  his  | 
property  to  another,  and  still 
maintain  a  connection  with  it, 
without  leaving  it  still  liable  for 
the  debts  that  he  owed  at  the 
time  he  transferred  it.  Such  a 
transfer  would  be  a  fraud  on 
creditors  and  could  easily  be 
overturned. 

( Copyright ,  March,  1913,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  •  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Charleston  asparagus  is  small 
and  poor,  and  therefore  50  cents  a 
bunch  is  top.  The  demand  is  only 
fair. 
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— and  Run  the  Chance  of  Losing  More? 


You  absolutely  lose  $25  by  buying  any  other  make  of  cash  register  of  the  same  class 
and  registering  capacity  as  a 

Michigan  No.  6  Total  Adding  Cash  Register 

For  any  similar  register  of  any  other  make  will  cost  you  $100  or 
more;  while  a  Michigan  No.  6  costs  you  only  $75,  a  real  saving  of 
$25.  $75  spent  in  buying  a  Michigan  No.  6  Total  Adder  will  give 

you  all  you  can  buy  in  any  other  $100  make  of  cash  register. 

The  increasing  number  of  merchants  who  have  bought  the  No.  6 
and  found  it  to  be  all  that  we  claim  for  it,  is  your  guarantee  and  ours. 

You  would  not  buy  $100  worth  of  stock  from  a  jobber  if  you  could 
buy  the  same  amount  and  value  from  another  house  for  $75. 

Why  then  should  you  consider  paying  $100  for  a  cash  register 
when  a  Michigan  No.  6  gives  you  the  same  protection  and  service  for 
$75  ?  The  Michigan  No.  6  Total  Adding  Cash  Register  in  your  store 
is  a  continuous  saving  proposition. 

You  save  $25  in  real  money  on  the  first  cost  of  your  register. 

The  register  soon  pays  for  itself  in  the  many  mistakes  and  petty 
losses  it  prevents.  It  is  an  insurance  on  your  profits,  a  time-saver  for 
you  and  your  clerks. 

Your  real  profits  are  in  your  savings  ;  not  alone  in  your  sales. 

Save  $25  of  your  profits  now  and  protect  all  your  profits  for  years  to  come  by  buying  a  Michigan  No.  6  Total  Adding  Cash 
Register.  Ask  your  salesman  or  jobber  how  to  get  a  Michigan  Cash  Register  No.  6  and  save  $25. 

If  they  can’t  supply  you  write  us  direct,  enclosing  the  name  of  the  salesman, 
with  our  new  catalogue  E  3  showing  our  entire  line. 


We  will  send  you  complete  information  at  once 


Michigan  Cash  Register  Company 


Detroit,  Mich. 


% 


« 

INTERNATIONAL  MOTORTRUCK^ 

e 


l\^  J 

In  order  to  prove  to  your  own  satisfaction  that  it  w*ll  pay  yon  to  deliver  goods  with  an  INTERNATIONAL 
MOTOR  TRUCK,  take  your  bills  for  horse  and  wagon  maintenance,  if  you  have  them,  and  then  et  us  s  iow  }  ou  w  a 
it  costs  to  keep  an  INTERNATIONAL  MOTOR  TRUCK.  You  will  find  the  cost  is  just  about  the  same,  the  differ¬ 
ence  comes  in  what  you  get  for  your  money.  ,  f  .I 

The  INTERNATIONAL  MOTOR  TRUCK  will  do  more  than  twice  as  much  work.  Thousands  of  *>ucce^  , 
enterprising  merchants  are  nsing  the  INTERNATIONAL  MOTOR  TRUCK  because  it  pays.  It  will  pay  you.  Perhaps 
you’ve  been  thinking  it  over  or  there  are  some  points  you  don’t  understand.  Write  us  and  we  u  i  .  g  a,  >  git  c  . 

desired  information  about  motor  truck  delivery.  „11Pctjnn 

Before  and  since  we  designed  the  INTERNATIONAL  MOTOR  TRUCK,  we  have  studied  the  delivery  question 

thoroughly,  and  we  will  help  you  study  your  problems,  if  you  ask  us.  Send  for  our  catalogue  to  c  ay. 

International  Harvester  Company  of  America 

(Incorporated) 


(Incorporated) 

504  Harvester  Building,  Chicago,  U.  S. 


A. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N  J. 

The  Quantity  Habit. — The  first 
thought  a  good  salesman  lias  in 
mind  when  selling  canned  goods  is 
quantity — not  necessarily  big  quan¬ 
tities.  A  man  called  for  an  18-cent 
can  of  strawberries  yesterday.  The 
salesman  said,  holding  up  the  arti¬ 
cle,  which  was  a  very  attractive 
label:  “Now  you  can  have  three  of 
these  for  50  cents;  that’s  a  saving 
of  more  than  a  cent  a  can.”  Of 
course  he  took  the  three.  This 
man  has  the  quantity  habit.  If  one 
can  is  called  for  a  three  can  price 
is  given ;  if  six  cans  are  called  for 
a  dozen  price  is  given.  It’s  sec¬ 
ond  nature  for  him  to  do  it  and  he 
created  that  second  nature  himself. 
He  has  no  higher  ability  than  the 
other  fellows,  but  he  has  more  in¬ 
terest,  and  you  know  what  more  in¬ 
terest  means. 

*  *  * 

The  Prize  of  Pleasantness. — No 

man  that’s  paid  to  serve  the  public 
face  to  face  has  a  right  to  be  sour. 
When  you  bring  your  troubles  back 
of  the  counter  you  are  introducing 
an  element  that  the  firm  doesn’t 
permit.  You’re  a  rule  breaker. 

It  isn’t  necessary  to  smirk  or 
fawn  or  bubble  over  with  “silly 
gladness,”  but  it  is  important  that 
your  “Good  Morning”  has  such  a 
ring  of  pleasantness  that  it  means 
a  business  reception  that  makes  the 
customer  feel  glad  she  came. 

Oh,  the  cultivation  of  this  Home 


Feeling  in  a  store  is  great  advertis¬ 
ing — greater  indeed  than  the  finely 
worded  phrases  of  the  ad.  man  him¬ 
self  ! 

And  it’s  the  prize  of  pleasantness. 
*  *  * 

The  “Fresh”  Notion. — Beginning’ 
the  first  of  April,  and,  for  a  week 
or  ten  days  after,  we  ought  to  de¬ 
vote  the  biggest  part  of  our  time 
knocking  “Fresh”  vegetables  that 
are  out  of  season.  The  spinach  you 
sell  by  the  peck  isn't  as  fresh  as 
these  goods  that  stand  on  your 
shelves.  How  can  it  be?  It  takes 
often  a  week  to  get  them  from  the 
field  to  your  store.  The  same 
goods  in -cans  are  packed  hermeti¬ 
cally  sealed  and  cooked  that  day 
and  sometimes  the  same  hour 
they’re  cut. 

It’s  deplorable  how  women  make 
slaves  of  themselves,  for  instance, 
fussing  with  spinach.  That’s  the 
one  vegetable  that  you’ll  have  to 
work  hard  on.  It  takes  good, 
strong,  earnest  talk  to  win  the 
“Fresh”  spinach  woman  over,  but 
the  sale  of  one  can  will  do  the  trick. 

If  this  line  of  talk  appeals  to 
you  use  it.  It  has  converted  many 
a  Freshy: — 

“Madam,  I  want  to  tell  you 
something  about  this  spinach  that 
may  surprise  you.  This  can  at  14 
cents  is  equal  to  a  peck  of  the  so- 
called  Fresh.  It  is  canned  and 
cooked  and  cleaned  the  day  it  is 


cut.  It  grows  in  the  natural  spin¬ 
ach  season  and  is  what  is  called 
the  large  leaf.  I  said  cleaned  be¬ 
cause  not  a  particle  of  grit  will  be 
found  in  the  entire  can.  You  are 
saved  the  bother  of  cleaning  and 
cooking  it.  Not  only  that,  but  it 
comes  more  than  half  as  cheap  as 
the  peck  stuff.  If  you  don’t  find 
my  recommendation  right  the  can 
will  cost  you  nothing.” 


Gould-Mann  Bill  Now  a  Law — 
Operative  September  3,  1914; 

Goes  Into  Effect  at  Once,  But  No  Pen¬ 
alty  for  Violation  Until  Above  Date. 
Requires  Weight  and  Measure  on 
Label,  Subject  to  Regulations  and 
Exemptions  by  Three  Secretaries. 
The  Situation  in  the  States. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

March  14,  1913. 

The  Gould-Mann  net  weight 
bill  is  now  a  law,  having  been  ap¬ 
proved  by  the  President.  It  re¬ 
quires  the  net  weight,  measure  or 
numerical  count  to  be  placed  on 
the  label  of  all  packages  of  food, 
drugs,  medicines  and  liquors  which 
are  shipped  from  State  to  State. 
The  text  of  the  law  is  as  follows : 
AN  ACT 

To  amend  Section  8  of  an  act  en¬ 
titled  “An  act  for  preventing  the 
manufacture,  sale  or  transporta¬ 
tion  of  adulterated  or  misbranded 
or  poisonous  or  deleterious  foods, 
drugs,  medicines  and  liquors,  and 
for  regulating  traffic  therein,  and 
for  other  purposes,”  approved 
June  30,  1906. 

.  Be  it  enacted  by  the  Senate  and 
House  of  Representatives  of  the 
United  States  of  America  in  Con¬ 
gress  assembled,  That  Section  8  of 
an  act  entitled  “An  act  for  prevent¬ 
ing  the  manufacture,  sale  or  trans¬ 
portation  of  adulterated  or  mis¬ 
branded  or  poisonous  or  deleterious 
foods,  drugs,  medicines  and  liquors, 
and  for  regulating  traffic  therein,  and 
for  other  purposes,”  approved  June 
30,  1906,  be,  and  the  same  is  hereby, 
amended  by  striking  out  the  words 


“Third.  If  in  package  form,  and 
the  contents  are  stated  in  terms  of 
weight  or  measure,  they  are  not 
plainly  and  correctly  stated  on  the 
outside  of  the  package,”  and  insert¬ 
ing  in  lieu  thereof  the  following: 

“Third.  If  in  package  form,  the 
quantity  of  the  contents  be  not 
plainly  and  conspicuously  marked 
on  the  outside  of  the  package  in 
terms  of  weight,  measure  or  nu¬ 
merical  count:  Provided,  however, 
That  reasonable  variations  shall  be 
permitted,  and  tolerances  and  also 
exemptions  as  to  small  packages 
shall  be  established  by  rules  and 
regulations  made  in  accordance 
with  the  provisions  of  Section  3  of 
this  act. 

“Sec.  2.  That  this  act  shall  take 
effect  and  be  in  force  from  and 
after  its  passage :  Provided,  how¬ 
ever,  That  no  penalty  of  fine,  im¬ 
prisonment  or  confiscation  shall  be 
enforced  for  any  violation  of  its  pro¬ 
visions  as  to  domestic  products  pre¬ 
pared  or  foreign  products  imported 
prior  to  eighteen  months  after  its 
passage.” 

Approved  March  3,  1913. 

While  the  law  technically  goe 
into  effect  at  once,  it  actually  doe 
not  become  operative  until  Septem 
ber  3,  1914,  eighteen  months  afte 
its  passage,  for  no  penalty  for  vio 
lation  can  be  enforced  until  tha 
time.  This  is  to  give  the  trad< 
plenty  of  opportunity  to  get  ready 
As  the  law  is  expressed,  the  thre< 
secretaries  will  have  power  to  de 
cide  whether  small  packages  shal 
be  exempt,  and  also  to  provide  foi 
variations  as  to  weight  which  shal 
no  be  punished.  Holt. 

Note. — Bills  similar  to  the  abov< 
are  pending  in  several  States,  in 
eluding  Pennsylvania.  Laws  iden 
tical  with  the  above,  or  substan 
tially  so,  have  already  been  passec 
in  Connecticut,  New  York,  NortI 
Dakota  and  Wyoming.  Florida 
Nebraska,  Nevada  and  South  Da¬ 
kota  also  have  net  weight  laws 
but  they  are  quite  different  frorr 
this.  Several  other  States  are  con¬ 
sidering  bills  that  likewise  differ 
from  the  Gould-Mann  law. — Ed. 


Florida  peppers  range  from  $2 
to  $2.25  and  are  active,  but  chiefly 
to  Italian  trade. 


H.  BAKER,  WINCHESTER,  VA. 


W.  H.  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 
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BERS  OF  PENNSYLVANIA,  NEW 
RSEY  AND  DELAWARE  HOLD 
VENTH  ANNUAL  CONVEN- 
ON  AT  WILMINGTON. 

(Continued  from  page  6.) 


d  sometimes  the  troubles  you 
ve  with  your  own  selling  force, 
le  salesman  is  a  most  important 
:tor  in  the  business.  He  is  in 
>se  touch  with  your  customer.  Is 
in  close  touch  with  you,  and  has 
your  confidence?  If  not,  he  is 
ndicapped  and  cannot  do  his  best, 
ither  for  you  nor  for  himself. 
We  are  pleased  to  report  that  we 
ve  received  seven  new  members, 
follows : — 

The  F.  B.  Thrall  Co.,  Williams- 


rt,  Pa. 

The  John  C.  Lower  Co.,  Getty  s- 
rg,  Pa- 

Millard  &  Scureman,  Kingston, 


J.  D.  Sisler  Co.,  Wilmington,  Del. 
Aaron  Greenburg,  Philadelphia, 


j.  T.  Clark  Co.,  Wilmington,  Del. 
Layton  &  Layton,  Georgetown, 

;1. 

The  location  of  most  of  these 
akes  their  membership  desirable, 
d  we  believe  it  will  prove  of  mu- 
al  benefit. 

On  the  question  of  membership, 

;  wish  to  say  that  our  territory 
so  thoroughly  covered  that  any 
Idition  to  our  membership  will 
ive  to  come  practically  from  new 
ms  going  into  business.  We  still 
ive,  however,  a  few  old  reliable 
>uses  eligible  to  membership  who 
iparently  are  not  interested  in  as- 
iciation  work.  If  our  contention 
true  that  the  association  is  the 
iponent  of  better  trade  conditions, 
is  any  jobber  the  moral  right  to 
and  aside  and  let  its  members  bear 
le  burden  of  meeting  and  over- 
lining  difficulties  and  solving  prob- 
ms  that  affect  every  wholesale 
rocer  and  not  give  his  support? 
or  him  to  withhold  his  co-opera- 
on  to  this  extent  prevents  the 
jmplete  realization  of  the  objects 
f  the  association. 

In  response  to  the  motion  unani- 
lously  passed  at  the  Harrisburg 
anvention,  requesting  a  voluntary 
5  per  cent,  increase  of  dues,  76 
lembers  out  of  127  contributing 
rms  increased  their  dues,  amount- 
lg  to  $836.25.  This  voluntary  con- 
ribution  is  certainly  encouraging, 
nd  is  an  evidence  of  your  desire 
0  help  along  the  work.  In  chang- 
ng  the  scale  of  dues,  as  suggested 
n  notice  sent  out  by  your  treas¬ 
urer,  Mr.  Reeves,  we  believe  the 
invention  will  act  wisely  if  in- 
itead  of  adding  a  percentage  of  the 
iresent  rate  they  will  adopt  a  new 
icale  which  will  require  members 
:o  pay  an  apportionment  based  upon 
in  amount  more  nearly  the  actual 
nusiness  done  than  is  now  required. 
The  range  in  the  present  scale  is 
too  wide.  For  instance,  Class  D 
provides  that  all  who  do  an  annual 
business  of  between  $500,000  and 
$1,000,000  shall  pay  the  same 
amount.  In  other  words,  a  firm 
doing  a  business  of  $999,000  pays 
no  more  than  the  firm  doing  a  busi¬ 
ness  of  $500,000.  Is  this  fair? 

We!  believe  a  plan  can  be  worked 
out  along  lines  suggested  above  that 
will  be  equitable,  and  will  give  you 
the  desired  increase  in  the  annual 
dues.  There  never  would  be  any 
lack  of  funds  if  all  really  appre¬ 
ciated  the  value  of  co-operation, 
especially  is  this  true  to-day  when 
organization  is  so  much  needed  in 
the  proper  conduct  of  business. 

Only  a  few  years  ago  the  relative 
position  of  the  retailer,  the  jobber 
and  the  manufacturer  was  not  clear¬ 
ly  defined.  Now,  it  is  not  uncom¬ 
mon  to  hear  manufacturers  say  that 
their  products  can  be  distributed 
more  quickly  and  economically 


through  the  medium  of  the  jobber 
than  in  any  other  way,  and  that  in 
recognition  of  this  fact  they  have 
decided  to  distribute  their  products 
through  the  jobber. 

Another  evidence  of  good  will  on 
the  part  of  the  manufacturer  is 
shown  in  the  increased  discount  for 
cash  granted  the  wholesale  grocer. 

In  the  spirit  of  reciprocity  we 
should  push  the  products  of  those 
manufacturers  who  favor  us,  and 
promptly  discount  their  bills  within 
the  discount  period. 

Just  here  let  me  direct  your  at¬ 
tention  to  one  of  our  friends  who 
has  always  stood  for  the  jobber 
and  is  now  engaged  in  a  contest 
with  the  Government  to  test  the 
right  of  a  manufacturer  to  protect 
his  product  by  endeavoring  to  reg¬ 
ulate  the  price  at  which  his  goods 
may  be  sold.  The  principle  in¬ 
volved  in  this  test  case  is  one  of 
great  interest  to  the  consumer,  the 
retailer  and  the  jobber  alike;  and 
from  our  standpoint  it  is  very  im¬ 
portant  that  the  issue  be  vigorously 
contested,  and  the  manufacturer 
who  is  making  the  fight  should  have 
your  unqualified  support  in  any  and 
every  way  you  can  individually  give 
it. 

Just  a  word  about  the  Philadel¬ 
phia  Association  of  Manufacturers’ 
Representatives.  We  believe  they 
are  honestly  trying  to  do  what  they 
can  to  correct  some  of  the  abuses 
complained  of  by  the  jobber  in  the 
handling  of  specialty  orders.  Re¬ 
cently  we  had  occasion  to  call  their 
attention  to  certain  abuses  on  the 
part  of  some  of  their  crew  men, 
which  they  took  up  at  their  meet¬ 
ing,  and  they  have  adopted  the  fol¬ 
lowing  resolution :  First,  “Be  it  re¬ 
solved,  That  we  take  up  immediate¬ 
ly  with  our  members  and  ask  them 
to  instruct  all  specialty  salesmen 
taking  orders  from  Philadelphia 
local  jobbers  to  require  them  to 
write  in  the  same  prices  at  which 
the  goods  were  sold  in  order  to  pre¬ 
vent  any  questions  that  might  arise 
between  the  jobber  and  the  retail¬ 
er  as  to  what  prices  the  goods  ^were 
actually  purchased.”  Second,  “That 
all  the  salesmen  be  instructed  to  be 
absolutely  impartial  in  the  selection 
of  jobbers  through  whom  orders 
should  be  shipped,  and  in  no  way 
influence  the  retailers  to  place  their 
orders  through  any  other  jobber, 
except  in  cases  where  jobbers  may 
not  be  giving  the  manufacturer 
proper  support  on  his  individual 
line.”  Third,  “That  all  specialty 
salesmen  in  the  employ  of  manu¬ 
facturers,  whose  representatives  are 
members  of  this  association,  be  in¬ 
truded  to  use  their  best  judgment 
when  taking  orders  from  retail  gro¬ 
cers  on  the  size  of  orders,  and  not 
attempt  to  sell  the  small  retailers  a 
larger  quantity  of  goods  than  out¬ 
ward  appearance  of  the  retailer 
would  indicate  as  being  too  much 
for  consumption  in  a  reasonable 
length  of  time.”  No  doubt  you 
have  already  noticed  improvement 
along  this  line,  and  are  showing 
your  appreciation  by  prompt  atten¬ 
tion  to  all  specialty  orders  having 
their  association  stamp. 

The  campaign  against  subsidizing 
jobbers’  salesmen,  made  a  few  years 
ago,  practically  eliminated  the  evil. 
We  are  sorry  to  say  it  is  again 
making  its  appearance.  Whose 
fault  is  it?  If  you  approve  of  the 
manufacturer  subsidizing  your  men, 
then  change  your  Constitution,  but 
if  you  do  not  approve  of  this  per¬ 
nicious  practice,  then  express  your 
views  very  forcibly  to  any  offend¬ 
ing  manufacturer  and  refuse  to  per¬ 
mit  your  salesmen  to  accept  any 
bonuses  whatsoever,  whether  in 
cash,  premium  or  any  form  of  sub¬ 
sidy  that  may  be  devised.  Won  t 
you  please  do  this  as  soon  as  you 
get  home?  We  must  have  your 


Nos.  1211-13-15  N.  Second  Street 
PHILADELPHIA,  PA. 


Pillsbury  Flour ;  can  name  you  a  figure  that  possibly  •will 
save  you  some  money.  This  price  applies  only  to  ship¬ 
ments  made  by  Penna.  or  P.  &  R.  Railroads.  Will  be 
pleased  to  quote  by  return  mail  upon  request. 

Fancy  60-60  Prunes,  26-lb.  boxes,  faced,  per  lb .  $.06% 

Choice,  new,  selected  fruit,  in  first-class  condition. 

Tiny  Garden  Peas,  very  tender  and  fine  flavored,  not  so 
small  this  year,  as  the  season  was  against  email  peas 
last  June,  but  very  choice  quality  and  containing  one- 
third  more  of  peas  in  the  can  than  many  brands,  per 
. .  1.63 

Try  a  case  for  sample,  you  will  find  them  as  described  :  Fine  fla¬ 
vored,  tender  peas. 

The  trade  who  ordered  a  single  gross  of  the  6CCs  Matches 
at  $3.30  per  gross,  are  coming  back  and  ordering  in 
quantity,  this  is  pretty  clear  proof  tBTat  the  matches 
are  as  quoted;  include  a  gross  in  your  next  order. 

You  are  the  judge,  and  if  not  satisfactory  to  you, 
freight  charges  will  be  refunded.  They  will  not  only 
please  but  will  make  you  a  good  satisfactory  profit. 

Sugar  at  Refiners’  Lowest  PriceB,  less  1  per  cent,  day 
order  received. 

Choice  Muir  Peaches,  in  new,  clean  boxes,  packed  by  one 
of  the  Tin  nut,  careful  paokera  on  the  Coast  who  knows 
the  evaporated  fruit  business  frem  top  to  bottom. 

The  quality  of  this  line  is  extra,  and  they  could  be 
sold  for  fancy,  undoubtedly  they  will  please  you  at 

the  low  price,  per  lb .  .06/4 

You  are  safe  in  ordering  any  quantity.  The  lot  is  about  300  boxes  and 
a  low  price  like  this  for  this  grade  has  not  been  named  for  some  years. 

Order  promptly,  you  will  compliment  yourself  on  your  good  judgment 
as  a  buyer  when  you  see  the  goods. 

Lemon  Cling  California  Peaches,  2j4-lb.  cans,  per  do*.  .  .  L60 

Extra  Standard  1-lb.  Sliced  California  Peaches,  4  do*. 

cases .  107^ 

Fancy  Pineapple,  delicious  quality,  l>4-lb.  cans,  in  heavy 

syrup,  4  doz.  cases,  per  . .  1.46 

Fancy  #  Oil  or  X  Mustard  Sardines,  in  cartons  ICO  to 

the  case,  every  can  a  trade  winner,  per  case .  3.10 

Pure  Apple  Vinegar,  will  comply  with  all  Pure  Food 

Laws,  Federal  or  State,  barrels,  per  gallon .  -lsa 

The  Finest  Clear  or  the  Finest  Cloudy  Syrup,  barrels, 

per  gallon .  ,as 

Samples  sent  on  request.  You  will  find  this  offering  exactly  as  repre¬ 
sented,  top  quality. 

Clothes  Pins,  per  box  this  week . 40 

Cardboard  Dishes,  1  lbs.,  per  1,000  . .  I  I® 

These  are  absolutely  watertight,  the  ends  being  closed.  They  make 
you  a  good  saving  over  the  price  of  the  wooden  dish. 

We  offer  Fancy  Sharp  Full  Cream  Cheese,  willorumble  in 

cutting  because  it  is  rich,  36-lb.  boxes,  per  lb . 18A1 

Fancy  Mild  Cheese,  Picnics,  will  not  crumble  In  cutting  .  .10& 

Both  these  lines  are  top  of  the  market  in  quality. 

We  offer  Deoember-made  Full  Cream  Cheese .  -1444 

Send  cash  with  order  or  reference  and  goods 
will  be  shipped  and  you  can  mail  check  after 
you  have  received  goods.  The  business  of 
prompt  paying  trade  solicited  ::  ::  :: 


William  C.  Young 
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co-operation  or  we  cannot  correct 
trade  abuses. 

Free  deals  is  another  evil  to 
which  we  desire  to  direct  your  at¬ 
tention.  While  the  number  of  deals 
and  schemes  offered  by  manufac¬ 
turers  is  decreasing,  still  there  is 
enough  of  them  presented  to  you 
every  day  to  make  it  a  serious  mat¬ 
ter  for  your  consideration.  It  is 
safe  to  say  that  free  deals  is  the 
cause  of  more  failures  in  the  retail 
grocery  business  than  any  other 
contributing  cause.  The  retailer  is 
waking  up  to  the  fact,  and  is  now 
taking  effective  action  against  all 
deals,  and  you  should  give  him  all 
the  aid  you  can  in  this  fight  that 
means  so  much  to  his  welfare.  At 
the  local  meetings  in  Reading,  Al¬ 
toona,  Wilkes-Barre  and  Scranton, 
the  jobbers  adopted  a  stamp  with 
the  legend:  “We  accept  this  order, 
but  PROTEST  against  ALL  FREE 
DEALS,”  and  they  are  using  it 
with  good  effect  on  all  deal  orders 
that  they  feel  obliged  to  accept.  We 
ask  all  our  members  to  get  a  sim¬ 
ilar  stamp  and  use  it. 

With  a  view  of  improving  the 
Credit  Department  of  our  members, 
the  Executive  Committee  advised 
that  a  property  statement  blank  be 
prepared  for  general  use  of  the 
wholesale  grocers  in  our  territory. 
The  report  of  the  committee  ap¬ 
pointed  for  this  purpose  is  as  fol¬ 
lows  : — 

“Dear  Mr.  Graves : — We,  the  un¬ 
dersigned  credit  men,  appointed  by 
your  president,  Mr.  Bursk,  :  fter  a 
thorough  investigation  of  many 
forms  of  property  statements,  unan¬ 
imously  recommend  that  ‘Standard 
Form  B,’  as  designed  and  indorsed 
by  the  National  Association  of 
Credit  Men  (copy  attached),  be 
used  by  all  the  wholesale  grocers 
within  the  territory  of  your  asso¬ 
ciation. 

“Signed  by  the  Committee.” 

All  of  you  received  a  sample  of 
the  “Standard  Form  B”  recom¬ 
mended,  but  the  number  of  replies 
was  too  small  for  us  to  estimate 
just  how  many  were  using  this  or 
any  other  property  statement  blank 
in  their  Credit  Department.  This  is 
an  important  matter,  and  we  fear 
some  of  our  members  are  not  giv¬ 
ing  it  the  attention  it  deserves. 

LEGISLATION. 

Legislation  has  seemingly  run 
mad,  and  business  men  are  having 
forced  upon  them  laws  which  serve 
no  good  purpose,  but  which  will 
make  them  liable  to  criminal  pros¬ 
ecution  at  the  whim  of  over-zeal¬ 
ous,  incompetent  or  fanatical  en¬ 
thusiasts,  who  are  without  any  prac¬ 
tical  experience. 

The  Legislatures  of  the  States  of 
Pennsylvania,  New  Jersey  and  Del¬ 
aware  are  now  in  session.  So  far, 
there  has  been  no  bill  introduced 
either  at  Trenton  or  Dover  that  is 
serious  or  of  particular  interest  to 
the  wholesale  grocer,  but  the  Penn¬ 
sylvania  Legislature  has  kept  the 
Legislative  Committee  busy  looking 
after  your  interests  at  Harrisburg, 
where  bills  of  all  kinds,  some  of 
them  vicious,  have  been  introduced, 
as  their  report  will  show. 

The  chairman,  Mr.  Kurtz,  has 
been  untiring  in  his  efforts  in  your 
behalf,  and  you  cannot  express  too 
strongly  your  appreciation  to  him 
and  his  committee  for  the  work 
they  are  doing. 

We  used  the  influence  of  our  of¬ 
fice,  including  letters  and  telegrams 
from  our  members,  in  favor  of  the 
Gould  Weight  and  Measure  Brand¬ 
ing  Bill  in  Congress,  which  finally 
passed  and  is  now  part  of  the  pro¬ 
vision  of  the  Federal  Food  and 
Drugs  Act  of  June  30,  1906.  We 
hope  the  State  will  now  use  it  as 
a  model  when  drafting  weight  and 
measure  bills.  As  a  people  of  one 


great  nation,  we  live  alike,  work 
alike,  trade  alike,  our  great  mer¬ 
cantile  interests  are  alike,  and  it  is 
difficult  to  understand  how  there 
can  be  any  objection  to  uniform 
food  laws ;  but,  unfortunately,  there 
are  legislators  and  food  commis¬ 
sioners  who  don’t  seem  to  see  the 
need  of  it. 

We  have  also  done  all  we  could 
in  favor  of  i-cent  letter  postage 
law.  A  recent  letter  from  Senator 
Burton  says : — 

“The  status  of  this  bill  I  have  in¬ 
troduced  in  the  Senate  to  provide 
for  i-cent  letter  postage  is  now 
before  the  Senate  Committee  on 
Post  Offices  and  Post  Roads.  In 
view  of  the  congestion  of  legisla¬ 
tion  during  the  short  session  of 
Congress,  it  has  not  been  possible 
to  secure  a  report  on  this  bill  from 
the  committee.” 

We  recommend  a  resolution  com¬ 
mending  the  National  i-Cent  Letter 
Postage  Association  for  the  excel¬ 
lent  work  they  are  doing  in  favor 
of  legislation. 

In  humble  submission  we  bow  to 
the  all  wise  and  loving  God,  who, 
in  His  infinite  wisdom  has  re¬ 
moved  tjy  death  this  year  the  fol¬ 
lowing  : — 

Mr.  Stephen  W.  Blackwell,  of  J. 
H.  Blackwell  &  Sons,  Trenton,  N.  J. 

Mr.  J.  P.  Williams,  of  The 
Hooven  Mercantile  Co.,  of  Wilkes- 
Barre,  Pa. 

Mr.  Frank  W.  Muschert,  of  Mus- 
chert,  Reeves  &  Co.,  Trenton,  N.  J. 

Mr.  Wm.  Stoddart,  of  The  Wm. 
Stoddart  Co.,  Wilkes-Barre,  Pa. 

It  is  with  a  deep  sense  of  sorrow 
that  we  here  record,  though  not  a 
member  of  this  association,  the 
death  of  Mr.  Frederick  W.  Han¬ 
nahs,  of  Newark,  N.  J.  We  felt 
the  appropriateness  of  the  text  used 
at  his  funeral,  “Know  ye  not  that 
there  is  a  prince  and  a  great  man 
fallen  this  day  in  Israel?”  For  of 
a  truth  he  was  a  prince  and  a  great 
man  in  association  work.  In  his 
death  the  State  and  National  Asso¬ 
ciation  loses  a  faithful  friend.  We 
shall  miss  him. 

Mr.  F.  Butler  Reeves,  the  treas¬ 
urer,  then  made  his  report  and  also 
the  report  of  the  Discount  Com¬ 
mittee,  of  which  he  is  chairman. 

Alfred  H.  Beckmann,  secretary 
of  the  National  Wholesale  Grocers’ 
Association,  spoke  of  the  value  of 
State  and  local  associations : — 

Address  by  Alfred  H.  Beckman, 

Secretary  National  Wholesale 

Grocers’  Association  of  the 
United  States  on  “Value 
of  Local  and  State 
Associations." 

That  we  are  living  in  an  age  of 
associations  and  organizations  is 
well  emphasized  by  this  gathering 
of  substantial  business  men  and 
food  distributors  in  the  States  of 
Pennsylvania,  New  Jersey  and 
Delaware. 

It  was  my  pleasure  and  privilege 
to  attend  the  first  meeting  of  this 
most  active  association,  which  has 
grown  from  a  mere  confidence  in 
your  neighbor  and  competitor  idea, 
into  an  organization  of  pronounced 
influence  for  good  in  the  wholesale 
grocery  business  of  your  territory, 
and  of  which  you  have  just  cause 
to  be  proud. 

The  almost  phenomenal  progress 
which  you  have  made  only  proves 
the  value  of  local,  State  or  sectional 
associations,  which  are  as  essential 
as  your  City  Council  and  State  Leg¬ 
islatures,  and  when  conducted  upon 
honorable  and  legal  lines,  will  serve 
your  best  interests  without  fear  of 
complications.  I 


Trade  problems  arise  in  small  lo¬ 
calities  which  may  not  apply  to  an 
entire  State,  and  therefore  can  best 
be  discussed  by  local  associations; 
similar  conditions  may  exist  in  a 
whole  State  and  can  best  be  con¬ 
ducted  through  a  State  or  sectional 
association,  hence  the  practicability 
and,  at  times,  necessity  of  local 
and  State  associations. 

It  is  an  erroneous  impression  that 
because  the  National  Wholesale 
Grocers’  Association  of  the  United 
States  does  so  many  good  things, 
our  last,  most  prominent  achieve¬ 
ment  being  the  passage  of  a  Na¬ 
tional  weight  or  measure  branding 
law,  that  there  is  no  need  for  local 
or  State  associations. 

The  National  Association  does 
not,  and  cannot,  take  up  matters  of 
only  local  or  sectional  interest,  yet, 
remember,  that  with  the  most  in¬ 
fluential  assistance  of  Pennsylvania 
in  particular,  we  now  have  a  Na¬ 
tional  weight  or  measure  branding 
law. 

The  value  of  local,  State  or  sec¬ 
tional  associations  in  the  interest 
of  pure  food  legislation  in  partic¬ 
ular  is  invaluable,  and  while  the 
National  Association  has  Pure 
Food  Committees  in  most  of  the 
States  in  the  Union,  the  most  bene¬ 
ficial  results  are  obtained  with  the 
assistance  of  local,  State  or  sec¬ 
tional  interests. 

In  the  pursuance  of  our  efforts 
for  the  benefit  of  the  trade,  we  can 
only  take  up  such  as  are  of  a 
National  character,  while  the  local, 
State  or  sectional  can  well  admin¬ 
ister  to  their  idividual  need. 

If  you  will  permit  a  comparison, 
the  local,  State  or  sectional  and  the 
National  Association  occupy  the 
same  relative  position  as  does  the 
City  Council,  the  State  Legislature 
and  National  Congress,  the  first  ap¬ 
plying  to  the  local  associations,  the 
second  to  State  or  sectional,  and  the 
last  named  to  the  National  Associa¬ 
tion. 

Each  is  absolutely  independent  of 
the  other  and  must  always  be  so, 
but  each  is  most  important  in  its 
own  field. 

Through  local,  State  or  sectional 
associations  it  is  possible  for  you 
to  meet  your  neighbor  and  compet¬ 
itor  more  often  and  enables  you 
to  correct  abuses  in  the  trade 
otherwise  impossible. 

Haying  served  in  all  branches  of 
association  work,  from  local  to  Na¬ 
tional,  I  feel  free  to  say  that  were 
I  a  wholesale  grocer  in  a  given  lo¬ 
cality,  I  should  encourage  and  ap¬ 
preciate  the  value  of  a  local  asso¬ 
ciation  in  that  locality;  first,  be¬ 
cause  it  would  enable  me  and  others 
in  the  neighboring  trade  to  become 
friends,  to  understand  and  help 
one  another  and  to  discuss  trade 
problems  together  and  uplift  our 
business. 

The  National  Association  was 
conceived  because  the  whole  trade 
of  the  United  States  recognized  the 
necessity  for  a  body  National  in 
character,  which  could  wield  a 
wholesome  and  beneficial  influence 
for  the  wholesale  grocery  trade  of 
the  United  States  and  in  the  capac¬ 
ity  of  a  National  Congress,  advance 
the  cause  of  pure  food  to  the  con¬ 
sumer. 

It  has  frequently  been  stated  by 
wholesale  grocers,  even  prominent 
in  association  work,  that  their  first 
interest  in  and  loyalty  to  was  to  the 
local  and  State  associations,  for  the 
good  reason  that  the  National  Asso¬ 
ciation  could  not  interest  itself  in 
those  purely  local  matters  which 
are,  however,  of  the  greatest  im¬ 
portance  to  those  immediately  con¬ 
cerned.  While,  on  the  other  hand, 
the  National  takes  up  and  does 
things  which  affect  the  entire 
United  States. 

The  best  evidence  that  this  view¬ 


point  is  correct  is  the  fact  that  the 
National  Association  now  has  mem¬ 
berships  in  forty-five  States  and  is 
assisting  in  the  enactment  and  en¬ 
forcement  of  pure  food  laws  in 
those  States,  which  benefits  every 
wholesale  grocer  whether  he  does  a 
local  or  interstate  business. 

Don’t  underestimate  the  value  of 
local  and  State  association,  because 
it  is  that  work  which  prompted  the 
National,  and  to  which  Pennsyl¬ 
vania,  New  Jersey  and  Delaware 
wholesale  grocers  are  liberal  con¬ 
tributors. 

In  our  best  efforts  for  discounts 
for  cash,  the  National  Association 
can  only  be  instrumental  in  obtain¬ 
ing  satisfactory  results  on  such 
commodities  which  have  a  univer¬ 
sal  sale,  and  there  are  many,  the 
benefits  of  which  you  are  now  en¬ 
joying.  Local,  State  or  sectional 
associations  may  obtain  like  bene¬ 
fits  on  articles  sold  in  their  im¬ 
mediate  territory. 

Have  you  ever  stopped  to  figure 
the  actual  cash  value  which  asso¬ 
ciation  work,  conducted  upon  proper 
lines,  is  responsible  for,  either  lo¬ 
cal,  State  or  National,  or  all  of 
them,  and  compared  it  with  the  cost 
for  the  work  done  and  results  ac¬ 
complished  ? 

Thus,  if  you  have  not  already 
done  so,  you  will  find  that  if  you 
contribute  to  a  local,  State  and  the 
National  Association,  that  your  ex¬ 
pense  is  infinitesimal  compared  with 
the  value  received,  to  say  nothing 
of  the  educational  influence  and 
good  fellowship  made  possible 
through  that  work. 

It  matters  not  how  large  or  small 
a  volume  of  business  any  wholesale 
grocer  does,  if  he  will  figure  his 
cost  of  membership  in  all  three  as¬ 
sociations  and  compare  it  with  the 
actual  benefits  derived,  he  will  find 
that  association  work  and  the  re¬ 
sults  therefrom  will  pay  him  many 
times  over  the  cost  of  those  mem-  ! 
berships. 

In  closing,  the  National  Whole-  i 
sale  Grocers’  Association  of  the 
United  States  ventures  the  reminder  : 
that  in  your  efforts,  at  times,  to 
work  out  irksome  and  perplexing 
problems  which  may  seem  at  var¬ 
iance  with  your  best  interests,  that 
you  must  conduct  your  affairs  in 
harmony  with  our  laws,  and  that  as¬ 
sociation  work  is  an  educational 
campaign,  which  your  able  secretary 
and  general  manager,  Mr.  Alvin  M. 
Graves,  has  so  well  demonstrated, 
and  to  whom  is  principally  due  the 
credit  for  the  work  accomplished. 

He  was  followed  by  H.  G 
Kurtz,  chairman  of  the  Legislative 
Committee,  who  told  of  the  worl 
that  is  being  done  in  connectioi 
with  the  various  bills  affecting  al 
branches  of  the  trade.  The  repor 
was  as  follows ; — 

Report  of  the  Legislative  Committee 
PENNSYLVANIA. 

As  the  Legislature  of  this  State 
did  not  meet  during  the  year  1912, 
our  only  work  was  to  prepare  for 
the  session  of  1913. 

Through  intimations  received,  we 
were  convinced  that  the  Food  De¬ 
partment  desired  a  new  food  law 
more  drastic  in  its  operations  than 
the  present  law,  realizing  that  this 
would  mean  a  lot  of  extra  work, 
and  feeling  the  need  for  additional 
advice,  we  requested  President 
Bursk  to  add  to  the  committee  Mr. 

F.  B.  Reeves,  Jr.,  Mr.  J.  Grant 
Schwarz  and  Mr.  John  T.  Porter. 
Mr.  Fred.  R.  Drake  was  also  asked 
to  serve,  but  declined  to  act  as  a 
regular  member,  but  assured  us  of 
his  active  interest  at  any  time  his 
services  might  be  needed. 
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On  January  21st  several  bills  af¬ 
fecting  the  distributors  of  food 
products  were  offered  by  Senator 
Gerberich,  of  Lebanon,  president 
pro  tem  of  the  Senate.  These  being 
considered  department  measures, 
we  immediately  called  a  meeting  of 
the  committee,  and  after  careful 
study  of  the  bills,  selected  the  fol¬ 
lowing  as  those  which  required  our 
attention : —  . 

Senate  Bill  No.  5.— Relating  to 
food,  defining  food,  providing  for 
the  protection  of  the  public  health, 
etc,  and  thus  known  as  the  “hood 
Bill.” 

Senate  Bill  No.  7.— Relating  to 
non-alcoholic  drinks,  etc.,  and  thus 
known  as  the  “Soft  Drink  Bill.” 

Senate  Bill  No.  8.— Relating  to 
evaporated  milk,  condensed  milk, 
evaporated  skimmed  milk,  etc.,  and 
thus  known  as  the  “Evaporated 
Milk  Bill.”  . 

Senate  Bill  No.  11. — Defining 
commodities,  regulating  the  sale 
thereof,  etc.,  and  known  as  the 
“Commodities  Bill.” 

At  the  meeting  it  was  decided : — 
First. — That  the  present  law  was 
satisfactory  and  that  in  our  opin¬ 
ion  there  was  neither  any  need  nor 
pny  public  demand  for  a  new  law. 

Second.— That  if  it  was  the  in¬ 
tention  of  the  Department  to  insist 
upon  the  passage  of  these  bills,  it 
was  then  our  duty  to  strive  to  have 
them  so  changed  as  to  conform  as 
nearly  as  possible  to  the  National 
law. 

Third. — That  we  request  a  con¬ 
ference  of  the  Legislative  Commit¬ 
tees  of  the  various  trade  organiza¬ 
tions  of  Pennsylvania  engaged  in 
the  distribution  of  food  products. 

Fourth.— That  Mr.  Schwarz,  of 
our  committee,  and  Mr.  Frank  A. 
Smith,  of  Harrisburg,  should  ar- 
range,  if  possible,  for  a  hearing  be- 
fore  the  Committee  of  Public 
Health  and  Sanitation,  to  which 
committee  these  bills  were  referred, 
and  that  Mr.  Graves  should  in  the 
meantime  submit  the  bills  to  Mr. 
Clement,  our  counsel,  for  his  ad¬ 
vise  as  to  the  wisest  course  to  pur- 

sue.  ,  , , 

Three  conferences  were  held,  one 
in  Philadelphia  on  the  morning  of 
February  5th,  with  the  represnta- 
•  tives  of  the  Pittsburgh  Wholesale 
Grocers’  Association,  and  at  their 
request  another  one  in  the  after¬ 
noon  of  the  same  day,  with  repre¬ 
sentatives  from  the  Retail  Grocers 
Association,  the  Grocers’  and  Im¬ 
porters’  Exchange  of  Philadelphia, 
our  Pittsburgh  friends  and  several 
brokers  representing  large  food  in¬ 
terests,  and  still  another  was  in 
Harrisburg  on  the  evening  of  Feb¬ 
ruary  10th,  the  public  hearing  hav¬ 
ing  been  announced  by  the  Commit- 
-  tee  on  Public  Health  and  Sanita¬ 
tion  for  the  afternoon  of  the  nth 
on  Bills  No.  7  and  No.  5. 

As  a  result  of  these  conferences, 
it  was  suggested  that  the  wholesal¬ 
ers  from  Pittsburgh  and  the  repre¬ 
sentatives  of  the  retail  interests  and 
our  committee  present  our  case  be- 
’fore  the  Committee  on  Public 
Health  and  Sanitation  from  the  dis¬ 
tributors’  viewpoint  and  select  those 
whom  we  desired  to  speak  on  our 
pbjections  to  Bill  No.  5. 

The  hearing  was  held  in  the 
Senate  Chamber  and  was  largely  at¬ 
tended.  The  confectioners  were 
heard  first,  after  which  we  were 
given  the  floor. 

In  our  introductory  remarks  we 
made  the  statement  to  the  gentle¬ 
men  of  the  Committee  on  Public 
Health  and  Sanitation  that  as  dis¬ 
tributors  of  food  products  we  were 
in  favor  of  any  food  legislation  that 
would  give  the  consumer  adequate 
protection,  but  we  believed  that  in 
the  interest  of  the  consumer,  uni¬ 
formity  in  food  laws  was  absolute¬ 
ly  necessary  in  order  to  enable  him 


TRY  IT  YOURSELF 

Make  yourself  a  cup  of  WILBUR  S  COCOA  and 
as  soon  as  you  taste  it  you’ll  know  why  it’s  such  a  BIG 
SELLER.  It  has  the  FLAVOR  because  it  is  made  from 
a  skillful  blend  of  the  FINEST  SELECTED  cocoa  beans. 

There  are  many  grades  and  kinds  of  cocoa  beans,  and  the  fla\  01  of 
prepared  cocoa  depends  upon  expert  knowledge  in  selecting  and  blend¬ 
ing  them.  Cocoa  that’s  made  from  poor  quality  cocoa  beans,  e\en 
though  it  may  be  “pure  cocoa,’’  doesn’t  taste  like  WILBUR  S  COCOA. 
Your  customers  will  appreciate  the  fine  flavor  of  WILBUR  S  COCOA, 
they  will  USE  IT  MORE  OFTEN  than  they  would  use  an  inferior 

cocoa,  so  you’ll  sell  more. 

Beside  the  satisfaction  to  your  customers  it  will  pay  you  to  push  the 
sales  of  WILBUR’S  COCOA  because  it  pays  you  a  splendid  profit. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“Try  WILBUR’S  COCOA  this  time.  It’s  not  only  PURE  but 
it’s  also  the  FINEST  QUALITY  that  can  be  made,  and  has  the 
most  delicious  FLAVOR  you  ever  tasted. 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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to  obtain  his  food  products  on  the 
most  reasonable  basis  as  to  cost, 
and  that  we  were  therefore  opposed 
to  any  State  legislation  that  does 
not  conform  as  nearly  as  possible 
to  the  National  law.  That  if  it  was 
the  purpose  of  the  committee  to  re¬ 
port  favorably  Bill  No.  5  in  its 
present  form,  we  would  like  to  pre¬ 
sent  our  objections  and  to  suggest 
that  certain  changes  be  made  in  this 
bill. 

The  following  gentlemen  pre¬ 
sented  the  objections  to  this  Bill 
No.  5,  and  handed  their  briefs  on 
same  to  the  committee: — 

1st. — Mr.  Fred.  R.  Drake — Sul¬ 
phur  dioxide  as  applied  to  dried 
fruits. 

2d. — Mr.  Duff,  of  Pittsburgh,  and 
Mr.  Frank  Halpen,  of  Philadelphia 
— The  use  of  sulphur  dioxide  in  mo¬ 
lasses. 

3d. — Mr.  Edward  R.  Jenkins,  of 
Pittsburgh — On  the  net  weight  and 
measure  clause. 

4th. — Mr.  F.  B.  Reeves,  Jr.,  of 
Philadelphia — Reasons  why  the 
name  on  the  label  should  be  that 
of  manufacturer,  producer  or  dis¬ 
tributor,  rather  than  simply  that  of 
the  manufacturer. 

5th. — Mr.  Reno  Schock,  secretary 
of  the  Philadelphia  Retail  Grocers’ 
Association,  and  also  representing 
the  retail  associations  of  the 
State — Reasons  why  the  same  guar¬ 
anty  as  in  the  present  law  should 
be  provided  for,  also  why  reason¬ 
able  time  should  be  given  for  the 
disposal  of  goods  on  hand  when  the 
bills  should  become  a  law. 

6th. — Mr.  H.  W.  Dunlap,  of  Pitts¬ 
burgh — Reasons  why  the  section  as 
applied  to  non-manufactured  foods 
should  be  changed  so  as  to  except 
“nuts  in  the  shell.” 

7th. — Mr.  J.  Grant  Schwarz,  of 
Harrisburg — The  penalty  clause  and 
why  no  imprisonment  should  be 
imposed  for  the  first  offense. 

8th. — The  chairman  of  this  com¬ 
mittee — Supporting  the  argument  of 
Mr.  Schock  as  to  why  time  should 
be  given  to  dispose  of  goods  on 
hand. 

The  Grocers’  and  Importers’  Ex¬ 
change,  represented  by  Franklin 
Spencer  Edmunds,  Esq.,  and  other 
speakers,  then  followed,  presenting 
their  objections  to  the  bill. 

We  also  at  the  request  of  the 
members  of  the  committee  pre¬ 
sented  in  condensed  form  our  rec¬ 
ommendations  for  changes  on 
amendments  to  Bill  No.  5,  stating 
in  same  just  what  we  desired 
omitted  or  changed  in  each  line,  ar¬ 
ticle  and  section,  also  such  new  pro¬ 
visions  or  sections  as  we  desired 
added  to  the  bill. 

When  we  reached  Harrisburg  on 
the  evening  before  the  hearing,  Mr. 
Drake  received  a  telegram  from  the 
chairman  of  the  National  Pure 
Food  Committee,  advising  that  the 
Milk  Bill,  No.  8,  had  been  reported 
out  of  committee  and  would  be 
called  for  third  reading  that  even¬ 
ing.  Through  the  influence  of  a 
friend  of  our  committee,  we  suc¬ 
ceeded  in  having  this  bill  recom¬ 
mitted  for  a  hearing,  which  was 
set  for  the  evening  of  the  18th, 
and  at  which  we  were  represented 
by  President  Bursk,  Secretary 
Graves,  Mr.  Drake,  Mr.  Schwarz, 
Mr.  C.  K.  Deen,  Mr.  Coover,  Mr. 
Frank  Smith,  Secretary  Danahey, 
of  the  Pittsburgh  Association,  and 
your  chairman. 

We  believe  that  the  Committee  on 
Public  Health  and  Sanitation,  as 
well  as  those  representing  the  De¬ 
partment,  conceded  that  our  objec¬ 
tions  to  this  bill  were  reasonable 
and  will  receive  their  favorable 
consideration. 

Finding  that  it  was  impossible  to 
obtain  an  interview  with  Mr. 
Sweeney,  Chief  of  the  Bureau  of 
Standards,  on  the  Commodities  Bill, 


No.  11,  while  in  Harrisburg,  we 
wrote  Mr.  Schwarz  requesting  that 
he  and  Mr.  Frank  Smith  try  and 
see  Mr.  Sweeney,  go  over  the  bill 
with  him  and  obtain  his  consent, 
if  possible,  to  agree  to  have  the 
weight  and  measure  clause  so 
changed  as  to  conform  with  the 
Gould  amendment  to  the  National 
Food  Law;  also  to  strike  out  the 
last  section  of  the  bill  so  as  not 
to  conflict  with  somewhat  similar 
provisions  in  Bills  No.  5  and  No. 
8. 

These  gentlemen  had  two  in¬ 
terviews  with  Mr.  Sweeney,  and  in 
reporting  the  result  of  these  inter¬ 
views,  Mr.  Schwarz  advises  that 
Mr.  Sweeney  agreed  to  change  this 
bill  so  as  to  provide  for  “net 
weight,  measure  or  numerical 
count,”  and  to  allow  such  tolerances 
as  may  be  established  by  the  Bu¬ 
reau  of  Standards;  also  to  provide 
for  time  allowance  as  provided  for 
in  the  amendment  to  the  National 
law,  for  disposal  of  goods  on 
hand — and  agreed  to  change  the  last 
sections  so  as  not  to  conflict  with 
the  other  bills. 

Mr.  Sweeney  further  asked  Mr. 
Schwarz  if  he  would  not  try  and 
get  the  wholesale  and  retail  grocers 
to  do  what  they  could  to  have  elim¬ 
inated  from  Bills  No.  5  and  No.  8 
(or  any  bill  that  has  a  weight  and 
measure  clause)  such  clauses,  so 
that  there  would  be  no  conflict  of 
authority. 

Mr.  Schwarz  had  another  inter¬ 
view  with  Mr.  Sweeney  and  reports 
by  correspondence  the  result  of  this 
interview,  as  follows: — 

“I  just  had  a  conversation  with 
Mr.  Sweeney,  who  informed  me 
that  the  Committee  on  Public 
Health  and  Sanitation  had  thrown 
out  altogether  the  weight  and  meas¬ 
ure  clauses  in  Bills  No.  5  and  No. 

8,  which  I  think  will  be  very  satis¬ 
factory  to  us  all. 

“Furthermore,  he  told  me  that 
if  Bill  No.  11  went  through  he 
would  call  a  committee  of  reputable 
iinerchants  to  confer  with  his  com¬ 
mittee  to  establish  the  necessary  tol¬ 
erances  in  the  Weight  and  Meas¬ 
ures  Act.” 

President  Bursk  then  called  upon 
i.  G.  Flint,  president  of  the  As¬ 
sociation  of  Manufacturers’  Repre¬ 
sentatives  of  Philadelphia,  who  told 
how  his  association  was  working 
in  harmony  with  the  wholesale  gro¬ 
cers  and  as  to  the  care  exercised  in 
the  employment  of  salesmen. 

George  Nowland,  of  Fels  &  Co.; 
^  ames  Traverse,  of  the  Shredded 
Wheat  Co. ;  Charles  Hays,  of  Lautz 
Bros.  Co.,  and  A.  M.  Warren,  of 
the  Quaker  Oats  Co.,  then  spoke  in 
a  kindly  way  of  the  good  feeling 
existing  between  their  firms  and 
the  wholesale  grocers. 

Wm.  M.  McCormick,  of  Mc¬ 
Cormick  &  Co.,  of  Baltimore,  gave 
the  members  some  food  for  thought 
in  connection  with  food  laws  that 
lave  been  recently  passed  and  were 
now  pending. 

After  announcements  by  W.  D. 
Mullen,  chairman  local  Committee 
of  Arrangements,  of  the  provisions 
for  the  evening’s  entertainment, 
the  convention  adjourned  to  meet 
at  9.30  Wednesday  morning. 


In  the  evening  the  members  anc 
guests  were  entertained  at  the  bote: 
by  the  Wilmington  jobbers.  A 
lunch,  smoker  and  vaudeville  were 
held. 

On  Wednesday  morning  the  ex¬ 
ecutive  session  was  held,  the  busi¬ 
ness  consisting  of  several  papers  on 
vital  subjects  of  the  trade.  These 
papers  were  as  follows: — 

Address  of  R.  Jay  Davies,  Easton, 
Pa.,  on  “Broken  Packages.” 

Just  two  years  ago  our  officers 
asked  the  members  of  this  associa¬ 
tion  to  give  them  their  costs  of  doing 
business,  giving  us  such  sub-divi¬ 
sions  to  work  upon  that  if  we  were 
perfectly  fair  to  ourseles,  a  fairly 
accurate  approximate  average  cost 
could  be  secured  of  the  jobbers  in 
these  three  States. 

Whether  our  officers  accomplished 
the  purpose  they  set  before  them  I 
am  unable  to  state,  but  this  I  do 
know,  that  many  of  the  active 
minds  in  our  association  began 
working  along  lines  that  had  not 
been  thought  of  before,  and  the  re¬ 
sult  of  these  new  avenues  of 
thought  has  brought  about  wonder¬ 
ful  saving  in  their  expense  account. 

We  were  not  asked  what  our 
profits  were,  but  what  our  expenses 
were,  and  the  officers  tactfully  sug¬ 
gested  sub-divisions,  so  there  would 
be  little  excuse  for  overlooking  any 
particular  item. 

Without  question,  some  amounts 
in  these  sub-division  heads  sur¬ 
prised  us — then  started  the  analysis 
of  these  sub-divisions.  We  were 
asked  to  put  down  our  items,  sepa¬ 
rately,  and  naturally  these  amounts 
were  compared,  one  with  another. 

In  the  matter  of  insurance  alone, 

I  venture  to  say  a  very  large  nurm 
ber  of  our  members  have  cut  their 
insurance  cost  in  half — finding  that 
by  a  little  expenditure  of  money  a 
great  saving  could  be  made,  and 
every  penny  saved  meant  a  lower 
cost  of  doing  business. 

There  are  no  doubt  other  sub¬ 
division  heads  that  may  prove  more 
attractive  to  some  of*you  than  the 
one  assigned  to  me,  but  not  know¬ 
ing  how  far  the  committee  has  gone 
in  assigning  these  subjects,  I  shall 
confine  myself  to  the  one  given  me 
to  pick  apart,  namely,  “Broken 
Packages,”  and  to  only  one  phase 
of  this  sub-division,  that  part 
known  to  most  of  us  as  cost  of 
labor  in  the  broken  package  depart¬ 
ment. 

Labor  cost  in  the  broken  package 
department  is  altogether  out  of  pro¬ 
portion  to  the  profit  return,  based 
on  our  present  method  of  selling. 

For  convenience,  our  argument  is 
based  on  a  wholesaler  doing  a  year¬ 
ly  gross  business  of  $500,000.  This, 

I  figure,  is  a  fair  basis  to  work 
upon,  for  in  the  smaller  business 
the  broken  package  sales  will  run 
larger  in  proportion,  and  in  a  larg¬ 
er  business  they  will  run  smaller  in 
proportion^  to  the  volume  of  busi¬ 
ness  done.’ 

On  a  volume  of,  then,  say,  $500,- 
000,  it  is  safe  to  figure  that  the 
sales  in  broken  packages  will  reach 
at  least  $75,000,  and  it  may  surprise 
you  to  learn  that  it  will  require 
more  time  (hence  money)  to  put 
up,  ready  for  shipment,  $75,000  in 
miscellaneous  broken  packages  than 
to  get  ready  for  shipment  the  other 
$425,000.  . 

I  have  some  figures  to  read  you 
which  were  made  on  a  test,  and  you 
can  imagine  no  time  was  wasted, 
and  to  these  figures  at  least  25  per 
cent,  should  be  added  for  the  or¬ 
dinary  porter,  or  order  man,  as  the 
man  producing  these  figures  was 


above  the  ordinary  and  one  of  the 
most  rapid  in  our  employ. 

Before  we  go  to  those  figures  let 
us  ascertain  what  the  average 
wholesaler  has  to  do  to  prepare 
himself  to  do  this  broken  package 
business. 

First. — He  must  provide  a  room. 
1  he  average  wholesaler  doing  a 
half  million  dollar  business  uses 
about  30,000  square  feet  floor  space, 
and  to  have  a  proper  broken  pack¬ 
age  department  he  must  at  least 
give  over  1,000  square  feet,  so  that 
if  his  rent  is  figured  in  at  $3,000 
per  year,  he  pays  $100  per  year  for 
this  broken  package  space,  not  con¬ 
sidering  light,  heat,  etc.,  which  this 
department  will  require. 

Every  inch  of  space  in  the  broken 
package  room  is  duplicate  space, 
for  every  article  you  have  in  your 
store  proper  is  given  a  certain 
space,  and  if  broken,  additional 
space  must  be  provided,  and  more 
likely  than  not,  in  the  space  given 
the  individual  broken  package  you 
could  store  ten  or  more  full  cases, 
if  piled  as  in  the  main  rooms. 

Second. — If  broken  packages  are 
made  ready  for  out-of-town  ship¬ 
ments  empty  boxes  must  be  pro¬ 
vided.  Nearly  every  retail  grocer 
saves  his  boxes  and  expects  his 
wholesaler  to  relieve  him  of  them 
at  from  5  cents  to  10  cents  each. 
Then  additonal  room  for  their  stor¬ 
age  must  be  provided.  At  times, 
no  doubt,  300  square  feet  of  floor 
space  is  given  over  to  the  storage 
of  empty  boxes  and  filler  for  pack¬ 
ing.  In  the  calculations  that  follow, 
floor  space,  empty  boxes,  light,  heat, 
etc.,  have  not  been  taken  into  con¬ 
sideration,  so  that  the  wholesaler 
who  gets  his  boxes  for  nothing,  or 
who  owns  his  store  and  does  not . 
think  he  is  paying  rent,  and  that 
this  subject  is  of  little  import  to 
him,  with  these  things  taken  into 
consideration,  I  have  confined  my¬ 
self  to  actual  time  taken  to  put  up 
broken  packages  on  orders  made  up 
on  odd  days,  without  knowing  what 
results  would  be,  and  no  effort  made 
to  get  just  the  orders  that  would 
show  results  to  build  an  argument 
upon,  but  orders  taken  regularly. 

Time  on  a  large  number  were 
taken,  but  one  man’s  work  only 
used  in  these  figures : — 


Original  Pkgs  Broken  Pkgs 


i.— Amount,  $11.99 

$0-53 

Time,  4  Min. 

16  Min. 

2.— Amount,  $5,55 

$5-30 

Time,  5  Min. 

10  Min. 

3— Amount,  $32.34 

$3-94 

Time,  15  Min. 

25  Min. 

4. — Amount,  $208.71 

$24.12 

Time,  40  Min. 

38  Min. 

5. — Amount,  $18.40 

$0.62 

Time,  10  Min. 

12  Min. 

6. — Amount,  $106.17 

$1370 

Time,  20  Min. 

28  Min. 

7. — Amount,  $102.34 

$74.48 

Time,  25  Min. 

30  Min. 

8. — Amount,  $32.47 

$7.18 

Time,  15  Min. 

22  Min. 

9. — Amount,  $30.14 

$i-55 

Time,  13  Min. 

7  Min. 

10. — Amount,  $13.03 

$8.19 

Time,  3  Min. 

20  Min. 

11. — Amount,  $13.84 

$2.40 

Time,  3  Min. 

10  Min. 
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From  the  above,  then,  you  find: 
$75.01  in  broken  packages  took 
218  minutes  to  pack,  ready  for  ship¬ 
ment  (88  cents);  $574-98  in  orig¬ 
inal  packages  took  150  minutes  to 
pack,  ready  for  shipment  (63 
cents)  ;  or,  65  minutes  longer  to 
put  up  the  $75  worth  in  broken 
packages  than  the  $575  in  the  orig¬ 
inal  packages.  This,  figured  at  25 
cents  per  hour  for  this  man,  costs 
us  88  cents  to  prepare  the  broken 
packages,  and  63  cents  to  prepare 
the  original  packages.  In  other 
words,  it  cost  63  cents  to  put  up 
original  packages  to  the  amount  of 
$575,  and  to  put  up  the  same 
amount  in  dollars,  in  broken  pack¬ 
ages,  would  cost  $6.75.  This  is  loyi 
times  more,  or  an  increased  cost  of 
$6.12. 

Startling  as  these  figures  are  (at 
least  they  were  to  us  when  gath¬ 
ered),  it  is  fair  to  say  our  broken 
package  room  contains  no  soap, 
no  sugar,  except  powdered;  no 
canned  vegetables,  no  tobacco,  no 
dried  fruits  and  very  little  canned 
fruits,  yet  with  the  small  invest¬ 
ment  in  our  broken  package  de¬ 
partment,  the  above  figures  prevail. 
What  they  would  be  where  prac¬ 
tically  everything  is  broken  is  fear¬ 
ful  to  contemplate.  On  a  basis  of 
profit,  every  broken  package  sold 
in  above  memorandum  carried  an 
additional  cost  of  3  cents  per 
dozen  on  goods  selling  at  50  cents 
or  less  per  dozen,  and  5  cents  per 
dozen  above  50  cents,  up  to  $1  per 
dozen,  yet  you  can  see  that  with 
practically  10  per  cent,  added  to 
the  selling  price  it  did  not  cover 
the  labor  cost,  not  figuring  boxes, 
filling,  light,  hjeat  and  the  many 
other  dangers  of  mis-count,  break¬ 
ing  of  goods  in  handling,  loss  in 
weight,  etc. 

I  figure  that  a  saving  of  10  per 
cent,  in  one  item;  of  labor  alone  is 
worth  while,  but  an  opportunity  to 
save  100  per  cent,  in  labor  is  very 
attractive.  I  pass  this  evidence  on 
to  you  to  apply  such  remedy  as 
you  feel  needful  and  offer  you  Dr. 
Push’s  latest  prescription :  “The 
only  way  to  make  a  better  future  is 
to  put  a  stop  on  the  things  in  the 
present  which  will  go  to  make  a 
bad  past.” 

Address  by  F.  Butler  Reeves,  Jr., 
Philadelphia,  Pa.,  on  “  Drayage.” 

Drayage  is  the  largest  single  ex¬ 
pense  item  in  the  average  whole¬ 
sale  grocer’s  account. 

It  is  an  expense  which  increases 
year  after  year,  and  with  the  ad¬ 
vent  of  the  mlotor  truck,  has  taken 
a  sudden  bound  upward. 

There  is  no  uniformity  in  meth¬ 
od  of  handling  this  important  and 
perplexing  problem. 

Some  jobbers  ascertain  the  per¬ 
centage  that  the  drayage  bears  to 
the  total  business  transaction  and 
take  this  as  a  basis  for  computing 
the  -cost.  They  do  this,  notwith¬ 
standing  the  fact  that  on  a  large 
portion  of  the  business  there  is  no 
drayage.  All  goods  sold  in  a  job¬ 
bing  way  and  all  goods  shipped 
from  factory  go  to  swell  the  amount 
of  business  and  to  reduce  the  per¬ 
centage  figured  for  drayage. 

To  be  properly  considered,  it 
should  be  divided  into  two  subjects 
— incoming  and  outgoing  drayage. 

Incoming  drayage  is  not  a  part 
of  the  cost  of  doing  business  any 
more  than  freight,  but  is  and  should 
always  be  considered  as  part  of  the 
cost  of  the  merchandise. 

If  tomatoes  cost  80  cents  at  the 
factory,  no  one  considers  them  as 
costing  80  cents,  but  they  carefully 
figure  and  add  the  actual  freight 
to  the  city  in  which  the  jobber  is 
doing  business.  The  tomatoes  while 
at  the  factory  are  of  no  use  to  the 
jobber,  nor  are  they  of  any  more 
use  when  brought  to  his  freight 
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station.  Before  they  can  be  of¬ 
fered  for  sale  they  must  be  carted 
and  put  away  in  the  jobber’s  ware¬ 
house.  The  question  is,  what  do 
they  cost  him  when  placed  there? 

If  shipped  to  Philadelphia,  they  cost 
80  cents  plus  3  cents  freight  and 

1  y2  cents  cartage,  making  the  cost 
of.  tomatoes  84)4  cents. 

Deducting  a  percentage  from  the 
profit  to  cover  this  item,  is  mis¬ 
leading  and  tends  to  price  cutting, 
for  if  one  buyer  considers  the  cost 
83  cents,  when  the  actual  cost  is 
84)4  cents,  he  is  apt  to  figure  too 
low  a  selling  price.  It  is  also  de¬ 
moralizing  to  salesmen  for  one 
house  to  give  the  actual  cost  of 
84*4  cents,  while  the  other  gives  a 
false  cost  of  83  cents.  If  the  sales¬ 
men  make  comparison  it  puts  the 
house  who  knows  how  to  figure  in 
a  bad  light.  Furthermore,  the 
house  which  knows  the  cost  will 
probably  place  a  selling  price  of 
92*4  cents,  whereas  the  other,  labor¬ 
ing  under  the  misapprehension  that 
the  goods  cost  83  cents,  will  price 
them  at  90  cents.  They  then  pen¬ 
alize  the  salesmen  with  the  deduc¬ 
tion  of  1  or  2  per  cent,  to  cover 
drayage— thus  preventing  the  sales¬ 
men  from  making  a  fair  profit  for 
himself  and  his  house. 

Drayage  Outgoing. — A  fixed 
schedule  should  be  prepared  show¬ 
ing  the  actual  drayage  to  all  points 
of  free  delivery.  There  is  a  cus¬ 
tom  prevalent  with  many  houses, 
careful  in  many  other  branches  of 
their  business,  to  deduct  a  flat  per¬ 
centage  for  drayage  irrespective  of 
the  actual  cost.  One  house  deducts 

2  per  cent,  to  cover  outgoing  dray¬ 
age,  whereas  the  percentage  runs 
from  3  to  24  per  cent.,  according 
to  the  goods  sold. 

In  a  large  city  such  as  Phila¬ 
delphia,  the  drayage  varies  greatly 
for  delivery  to  different  points. 

Last  year  Mr.  William  Mont¬ 
gomery  read  a  very  instructive 
paper  showing  the  banks  method 
of  analyzing  accounts.  He  showed 
that  the  exact  cost  of  collecting 
checks  on  each  account  was 
charged  to  that  account.  Suppose 
instead  of  this  method  the  bank 
figured  the  ratio  of  amount  that 
all  their  collections  bore  to  the 
total  amount  of  business  transacted, 
letting  the  good  accounts  pay  for 
the  bad,  would  they  ever  have  ar¬ 
rived  at  the  actual  cost  of  handling 
an  account  or  have  been  able  to 
tell  which  were  profitable  and 
which  unprofitable? 

It  is  also  misleading  to  figure  a 
percentage  to  cover  drayage,  be¬ 
cause  a  large  portion  of  goods 
sold  are  not  drayed,  and  these  re¬ 
duce  the  percentage  which  is  fixed 
on  the  entire  business. 

The  practice  also  leads  merchants 
to  extend  their  free  delivery  service 
to  points  where  goods  cannot  be 
profitably  delivered.  A  house  ar¬ 
gues  our  delivery  only  costs  us 
1  per  cent,  and  they  then  proceed 
to  extend  free  delivery  to  points 
where  the  cost  is  5  or  6  per  cent. 
In  all  probability  there  is  some 
other  jobber  located  nearer  who 
could  profitably  take  care  of  the 
heavy  business  in  that  section. 

Before  extending  a  free  delivery 
system,  the  exact  cost  of  delivery 
to  each  point  should  be  figured. 
The  exact  cost  of  drayage  should  be 
deducted  from  the  profit  on  each 
and  every  order.  What  is  the  use 
of  figuring  a  supposed  profit  on 
orders  or  a  salesman’s  percentage 
and  leaving,  out  or  guessing  at  an 
arbitrary  percentage  to  cover  dray¬ 
age. 

Mr.  Haworth  is  going  to  take 
up  the  subject  of  motor  trucks  and 
I  do  not  wish  to  trespass  upon  his 
subject,  but  have  a  few  figures 
which  may  be  of  interest  to  you. 


One  wholesaler  has  given  me 
some  accurate  figures  showing  the 
cost  of  operating  a  3-ton  truck  for 
one  year  to  be  forty-five  hundred 
andi  twenty-three  dollars  ($4,523) 
The  truck  was  operated  261  days 
and  carried  1,688  tons.  The  cost 
per  ton  of  all  goods  delivered  was 
$2.70. 

Figures  obtained  from  other  job¬ 
bers  operating  2,  3  and  5-ton 
trucks  confirm  the  accuracy  of  the 
above  figures.  There  are  some  job¬ 
bers  who  claim  to  operate  trucks 
for  much  less,  but  unon  comparison 
it  will  be  found  that  some  expense 
items  have  been  omitted.  The 
above  figures,  showing  a  cost  of 
$2.70,  included  no  charge  for  inter¬ 
est  on  capital  invested,  but  all  other 
items  were  properly  covered. 

The  cost  of  $2.70  per  ton  is  the 
average  cost  and  no  doubt  includes 
points  where  the  cost  runs  up  as 
high  as  four  or  five  dollars  per  ton. 

Two  dollars  and  seventy  cents 
per  ton  is  20  cents  more  than  the 
cost  of  freight  from,  Philadelphia 
to  New  York,  is  just  about  equal  to 
the  freight  from  New  York  to  Lon¬ 
don.  Figured  on  a  percentage 
basis  it  varies  from  3  per  cent,  to 
24  per  cent,  and  bears  the  following 
relation  to  the  profit: — 


Drayage  Drayage 

Cost  @  Average  Per  ct. 

J2.70  Ton  Profit  of  Cost 

Corn . $  .06  $  .15®$  -20  5 

Tomatoes . 0954  .15®  -20  5 

Sugar,  bags  100  lbs...  -13/4  *x5  3 

Sugar,  bbls  340  lbs . 46  *S2  3 

Sal-Soda,  400  lbs . 54  -56  18 

Molasses,  600  lbs . 81  i.oo@  2.50  4/'z 

Salt,  ground,  200  lbs..  .27  .27  24 

Salt,  bbls.,  320  lbs . 43  *38  15 


PUSH  YOUR  OWN  BRAND  OF 


Peanut  Butter 


Wc  will  pa!k  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumizcd 
glass  drinking  tumblers:  also  Mason  jars, 
cans  or  pails. 


Ipham,  Miller  Co. 


NEW  YORK 


Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America 


. . 


* 


Your  customers 
will  like 

MflPLEINE 

Recommend  it  to  them 
with  a  money-back  guar¬ 
antee  for  a  “Flavour” 
that  is  dainty  and  differ¬ 
ent — 

Or  to  make  table  syrup 
by  adding  to  white  sugar 
and  water. 

Order  from  your  jobber  or 
Frank  A.  Smith  &  Co. 
105  S.  Front  St.. 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
Seattle.  Wash. 


PATENTS 

and  Trade-marks  procured  promptly  and 


Another  firm  has  carefully  fig¬ 
ured  the  per  ton  cost  of  free  deliv¬ 
ery  from  the  centre  of  Philadelphia 
as  follows: — 

Per  ton. 

General  City  Deliveries .  $2.00 

West  Philadelphia  &  Camden  2.50 
Germantown  &  Manayunk...  3.00 

At  $3.00  per  ton  it  costs  10  cents 
to  deliver  a  case  of  tomatoes  and 
50  cents  to  deliver  a  barrel  of  sugar. 

It  is  safe  to  say  that  free  deliver¬ 
ies  cannot  profitably  be  made  to 
points  where  it  costs  over  $3.00  per 
ton. 

Address  by  A.  Lincoln  Taylor,  Presi 
dent  Pennsylvania  Wholesale  Gro¬ 
cery  Salesmen’s  Association. 

Previous  to  three  years  ago  the 
average  grocery  salesman  had  fal¬ 
len  into  a  deplorable  condition;  he 
was  of  unknown  quantity,  a  nonen¬ 
tity;  without  organization  or  repre¬ 
sentation  in  the  councils  of  the  gro- 
cey  trade,  but  through  the  fertile 
brain  of  your  secretary,  Alvin  M. 
Graves,  the  idea  of  organization 


We  Have  Large  and 


Modern  Facilities 


and  have  made  a  study  to  manu¬ 
facture  the  right  kinds  of  powdered 
soap  and  soap  powders,  and  our 
large  business  in  this  line  was  estab¬ 
lished  on  the  merit  of  our  goods. 
We  solicit  your  patronage  for  our 
material  in  either  bulk  or  packages, 
under  a  private  brand  if  desired. 
We  also  manufacture  water  soften¬ 
ers.  Communicate  with  us  as  we 
are  confident  that  we  can  interest 
you. 

National  Milling  and  Chemical  Co. 

POX  CHASE,  PHILADELPHIA 


properly  in  all  countries. 

Davis  &  Davis,  Washington,  O.C. 


am  without  a  name  is  “just 
ham,’’  and  has  no  uniform 
quality.  It  maybe  good  once, 
but  you  don’t  know  how 
it  will  be  the  next  time. 

Your  customers  can’t  de¬ 
pend  on  you  if  you  sell  that 
kind  of  ham. 

SWIFT’S  PREMIUM 
HAMS  are  uniform — always 
properly  cured,  tasty,  appe¬ 
tizing.  When  a  woman  gets 
a  PREMIUM  HAM  she 
wants  another  like  it  next 
time.  The  only  way  you  can 
be  sure  to  have  all  your  hams 
uniformly  good  is  to  see  that 
all  you  sell  are  S  W  I  FT’S 
PREMIUM  HAJTS. 

Swift  &  Company,  U.  S.  A. 
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was  conceived  and  brought  to  a  suc¬ 
cessful  issue  at  a  banquet  held  at 
Kuegler’s  in  December,  1910;  thus 
the  Wholesale  Grocery  Salesmen’s 
Association  was  formed,  the  first  of 
its  kind  in  the  United  States. 

After  organizing  we  immediately 
took  up  the  matter  of  correcting 
trade  abuses,  and  have  kept  steadily 
at  it  ever  since.  Believing  in  the 
motto,  “We  better  serve  ourselves 
by  serving  our  customers  best,”  we 
have  kept  the  interest  of  the  re¬ 
tail  grocer  foremost  in  our  hearts, 
and  where  abuses,  such  as  overload¬ 
ing  a  customer  with  “deals”  on  mer¬ 
chandise  that  would  prove  of  no 
benefit  whatsoever,  thereby  handi¬ 
capping  his  business,  as  well  as  his 
purse,  we  have  taken  up  the  matter 
vigorously  and  demanded  of  the 
guilty  party  that  our  customer  be 
not  imposed  upon. 

This  is  an  age  of  organization, 
co-operation  and  efficiency;  all 
around  us  we  see  the  fruits  of  suc¬ 
cessful  co-operation  in  the  uplifting 
and  dignifying  of  trade  conditions, 
and  it  is  for  this  purpose  the 
Wholesale  Grocery  Salesmen’s  As¬ 
sociation  has  been  dedicated. 

Let  us  then  be  up  and  doing, 

With  a  heart  for  any  fate ; 

Still  achieving,  still  pursuing, 

Learn  to  labor  and  to  wait. 

The  address  of  A.  J.  Wellington 
on  ‘‘Bad  Debts — Is  Credit  Too 
Cheap?”  was  not  delivered,  as  Mr. 
Wellington  was  not  present. 

Sylvan  Stix,  of  Leeman  Bros., 
New  York,  spoke  extemporaneous¬ 
ly  on  “Sales  Efficiency,”  giving 
some  experiences  from  his  own 
business. 

The  address  of  Clement  Schneid¬ 
er,  of  Mt.  Carmel,  Pa.,  on  “Sales¬ 
men’s  Vacations,”  which  should 
have  been  delivered  at  this  session, 
was  postponed  until  the  afternoon. 

President  Bursk  talked  about 
the  “Sugar  Question,”  bringing  be¬ 
fore  the  meeting  the  plan  to  im¬ 
prove  the  present  condition,  under 
which  jobbers  sell  sugar  practically 
at  cost.  He  told  what  occurred  at 
Binghamton,  N.  Y.,  several  weeks 
ago,  as  revealing  the  growing  cam¬ 
paign  in  the  direction  named.  No 
action  was  taken. 

All  the  above  subjects  were  gen¬ 
erally  discussed. 

The  open  afternoon  session  was 
opened  by  Mr.  Schneider’s  paper  on 
“Salesmen’s  Vacations,”  the  point 
of  which  was  that  all  jobbing 
houses  would  do  well  to  unite  on 
the  first  week  of  July  to  give  their 
salesmen  vacations.  The  paper  was 
as  follows : — 

Address  of  Clement  Schneider, 

Mt.  Carmel,  Pa.,  on  “  Sales¬ 
men's  Vacations.” 

Every  wholesale  mercantile  house 
of  the  United  States  grants  to  their 
traveling  representatives  during 
some  period  of  the  year  a  vacation, 
and  this  fact  makes  the  subject 
which  I  am  expected  to  bring  be¬ 
fore  this  convention  for  discussion, 
and  if  possible  for  adoption,  ser¬ 
ious  food  for  thought. 

Before  attempting  to  analyze  this 
subject,  I  wish  to  state  that  I  fully 


appreciate  the  honor  conferred  on 
me  by  our  worthy  secretary,  Mr. 
Graves,  to  address  this  assembly  01 
wholesale  grocers  of  the  States  of 
Pennsylvania,  New  Jersey  and  Del¬ 
aware. 

When  first  this  topic  was  referred 
to  me  by  my  brother  and  senior 
member  of  the  firm,  I  considered  it 
a  hoax  and  thought  he  meant 
“Salesmen’s  Vocations,”  the  possi¬ 
bilities  of  which  matter  would  take 
up  an  encyclopedia  of  not  less  than 
twenty-five  volumes  of  classy  litera¬ 
ture.  “Salesmen’s  Vacations”  was 
quite  a  different  proposition  and 
made  me  blush  with  anticipation. 

Almost  twenty  years  of  my  life 
have  been  spent  in  the  capacity  of 
traveling  salesman,  and  I  am  be¬ 
ginning  to  feel  that  anything  else 
would  be  out  of  my  line ;  and  look¬ 
ing  down  those  years  of  time  seems 
as  yesterday,  or,  rather,  one  long 
vacation,  and  to  boost  this  subject 
and  make  it  Work  out  for  the  mu¬ 
tual  advantage  and  betterment  of 
both  the  wholesale  grocer  and  trav¬ 
eling  representative  will  indeed  be  a 
pleasure  and  make  all  salesmen  feel 
as  important  as  they  really  are. 

Uncomplimentary  remarks  are 
not  in  order  to-day  about  kinds 
and  kinds  of  salesmen,  and  from 
my  observation  the  vast  majority 
of  traveling  men  to-day  are  posi¬ 
tively  qualified  to  fill  their  respec¬ 
tive  vocations  and  do  full  measure 
of  justice  to  their  employers.  So 
there  is  no  occasion  of  taking  the 
dose  that  the  angry  motorist  got 
from  the  magistrate,  namely: 
“Three  days  for  saying  uncompli¬ 
mentary  things  about  our  pretty  lit¬ 
tle  town.”  The  motorist  responded : 
“According  to  that  I’d  get  a  life 
sentence  if  I  told  you  what  I  really 
thought  of  it.”  We  all  greatly  ap¬ 
preciate  the  service  of  our  sales¬ 
men  and  are  only  too  happy  to  give 
them  the  advantage  of  a  vacation. 
However,  the  profits  in  the  whole¬ 
sale  grocery  business  do  not  justify 
the  hiring  of  additional  help  for  the 
purpose  of  giving  vacations  at  per¬ 
iods  suitable  to  the  salesmen’s 
wishes. 

From  what  information  I  have 
been  able  to  gather  the  cost  of  do¬ 
ing  business  has  increased,  while  the 
profits  have  not,  so  it  takes  a  suc¬ 
cessful  speculation  now  and  then 
in  order  to  even  up  this  one-sided 
affair.  I  could  upset  this  argument 
with  the  fact  of  your  presence  here 
to-day,  and  I  assure  you  that  a 
decided  improvement  in  your  per¬ 
sonal  makeup,  your  healthy  looks, 
your  anticipations  becoming  realiza¬ 
tions  and  joys  at  being  present  at 
this  or  previous  conventions,  all 
prove  the  absolute  necessity  and 
value  of  vacation  periods  and  make 
you  all  better  for  it.  They  are  one 
of  the  things  that  makes  life  worth 
while,  for  all  wholesalers,  and,  in 
fact,  some  of  the  members  of  this 
association  get  the  fever  so  bad  that 
they  go  to  the  Wholesale  Grocers’ 
Convention  of  the  United  States,  no 
matter  how  far  distant,  and  I  ex¬ 
pect  to  be  one  myself  this  year. 
If  you  had  the  pleasure  to  sit  at 
their  firesides  and  listen  to  their 
pleasant  experiences,  omitting  the 
educational  part,  it  would  make  you 
green  with  envy. 

When  we  raise  the  question  of 
“When  salesmen  should  have  their 
vacations,”  and  for  how  long  a  time, 
we  really  open  up  the  subject  prop¬ 
erly.  In  looking  over  the  data  I 
have  on  hand  I  find  that  the  whole¬ 
sale  grocers  of  Indiana  have  been 
setting  aside  the  first  week  in  July 
as  a  vacation  for  salesmen  for  the 
past  two  years,  and  the  plan  has 
worked  out  successfully,  as  copies 
of  letters  I  have  clearly  prove. 

The  jobbers  of  Ohio  entered  into 
the  discussion  last  year  and  some 
of  this  information  was  valuable  in 


forming  my  discussion  and  shows 
the  drift  in  our  neighboring  States. 
I  really  believe  that  the  first  week 
in  July  should  be  the  time  selected 
for  the  experiment,  and  it  should  be 
a  week  or  ten  days. 

Since  it  is  a  recognized  fact  that 
all  of  us  need  a  vacation,  why  not 
arrange  it  in  such  a  manner  as  to 
cause  the  least  possible  amount  of 
friction  and  not  compel  others  to 
carry  the  load. 

Under  the  present  system  of 
granting  vacations  to  salesmen  your 
business  suffers  a  disorganization 
from  June  1st  to  October  1st,  caus¬ 
ing  an  endless  amount  of  extra 
work  and  worry  for  those  in  charge. 
The  salesman  takes  his  vacation 
and  returns  happy,  to  find  his  work 
begins  where  he  left  off.  There  is 
no  going  back  over  the  ground 
again,  his  substitute  has  covered  the 
territory — called  upon  his  trade, 
getting  perhaps  as  much  business  as 
a  regular  salesman.  Now  this  sub¬ 
stitute  is  usually  an  office  man,  and 
in  consequence  thereof  the  office 
■help  is  short — more  responsibilities 
are  put  upon  the  remaining  force, 
which  generally  means  work  after 
closing  hours  to  have  the  work  up 
each  day.  Can  the  heads  of  our 
jobbing  houses  leave  their  desks  for 
a  vacation  and  return  home  and 
find  conditions  the  same  as  the 
salesman  ?  I  should  say  they  can¬ 
not.  There  is  usually  a  lot  of  busi¬ 
ness  for  the  heads  of  the  house  to 
take  up  and  complete  before  they 
can  begin  their  regular  routine 
work.  On  the  other  hand,  as  stated 
before,  the  salesman  returns  to  his 
work  and  takes  it  up  where  he  left 
off. 

The  dictionary  gives  the  defini¬ 
tion  of  the  word  vacation  something 
like  this :  “Intermission  of  a  stated 
employment,  procedure  or  the'  like, 
a  period  of  leisure  or  rest,  a  hol¬ 
iday,  of  freedom  from  occupation.” 
The  definition  of  the  word  vacation 
suggests  to  my  mind  that  the  first 
week  in  July,  or  the  week  of  the 
Fourth  of  July,  should  be  the  period 
for  all  grocery  salesmen  to  take 
their  vacation,  where  conditions  are 
such  as  make  it  possible.  There 
are,  perhaps,  certain  competitive 
conditions  on  account  of  our  bor¬ 
dering  States  that  would  interfere 
with  some  jobbers  to  adopt  this 
week,  but  I  believe  that  if  we  adopt 
the  first  week  in  July  that  our 
neighbors  could  be  induced  to  do 
likewise. 

The  salesman  could  notify  his 
trade  in  advance,  telling  them  that 
all  the  grocery  salesmen  would  be 
off  the  road  during  the  first  week 
in  July.  The  salesmen  could  leave 
order  blanks  and  stamped  envelopes, 
which  could  be  mailed  to  the  house 
in  case  the  buyer  found  himself  in 
need  of  anything.  The  salesmen 
could  also  ask  their  trade  to  antici¬ 
pate  their  wants  in  advance  of  their 
regular  requirements. 

The  word  vacation,  meaning  a 
holiday,  what  could  there  be  more 
patriotic  than  to  have  the  whole¬ 
sale  grocers  set  aside  the  week  of 
the  Fourth  of  July  as  their  sales¬ 
men’s  vacation  week?  It  is  one  of 
our  greatest  American  holidays  ap¬ 
pearing  on  the  calendar.  It  is 
usually  one  of  our  hottest  weeks, 
and  just  the  time  to  get  away  for 
rest  and  recreation.  It  is  a  week 
in  which  many  people  arrange  out¬ 
ings  and  all  kinds  of  outdoor  sports 
and  pleasures,  so  why  should  it  not 
meet  with  the  approval  of  the  ma¬ 
jority  of  the  salesmen?  There  are 
many  arguments  that  can  be  used 
for  the  setting  aside  of  this  week 
as  vacation  week.  The  most  im¬ 
portant  argument  that  suggests 
itself  to  me  is  this,  the  day  preced¬ 
ing  a  holiday  is  usually  a  very  busy 
day  for  the  retailer,  on  account  of 
his  endeavoring  to  do  two  days’ 


work  in  one.  The  retailer  is  us¬ 
ually  so  busy  that  the  salesman 
does  not  have  an  opportunity  of 
getting  an  audience  with  the  buyer. 
The  day  after  the  holiday  has  al¬ 
ways  been  unsatisfactory  on  account 
of  the  necessary  confusion  follow¬ 
ing  a  holiday. 

The  jobber  ordinarily  loses  three 
days  of  that  week  on  account  of 
conditions  over  which  he  has  no 
control.  Would  not  the  salesman 
be  more  self-satisfied  if  he  knew 
that  all  of  his  fellow  competitors 
were  off  his  territory  at  the  same 
time?  There  would  not  be  any 
thought  in  Brown’s  mind  of  Smith 
beating  him  to  a  nice  order  from 
Jones  because  Brown  has  taken  his 
vacation. 

The  wholesale  grocers  of  the 
Dominion  of  Canada  have  set  aside 
the  first  week  in  July  as  a  vacation 
period  for  their  salesmen.  The 
Indiana  wholesale  grocers  have 
adopted  this  plan  and  are  very  well 
satisfied  with  it.  It  seems  to  me 
that  it  is  a  very  wise  plan  on  the 
part  of  our  jobbers  to  select  this 
week  for  the  purpose  heretofore 
mentioned. 

There  is  much  that  could  be  said 
in  favor,  of  the  adoption  of  a  fixed 
period  for  their  grocery  salesmen’s 
vacation,  but  not  wishing  to  take 
up  too  much  of  your  time,  as  there 
are  other  speakers  more  able  than 
myself  to  address  you. 

This  subject  is  presented  to  your 
notice  for  the  purpose  of  obtaining 
an  expression  from  the  jobbers  of 
three  States,  and  if  possible,  to 
adopt  some  fixed  time  for  the  sales¬ 
men’s  vacation.  And  as  Mr.  Big- 
gar,  the  secretary  of  the  Indiana 
Association  is  present  at  this  con- 
vention,  he  may  clear  up  any  points 
on  this  subject  which  I  have  not 
made  plain,  or  perhaps  overlooked. 

At  its  conclusion  the  president 
said  that  the  object  of  the  paper 
had  been  to  draw  the  members’  at¬ 
tention  to  the  subject,  which  could 
later  be  taken  up  individually  with 
the  secretary. 

Mr.  J.  E.  Linihan,  president  of 
the  American  Specialty  Manufac¬ 
turers’  Association,  then  delivered 
a  paper  which  was  to  have  been 
delivered  on  Wednesday,  as  fol¬ 
lows  : — 


Address  of  J.  E.  Linihan,  Presi¬ 
dent  American  Specialty  Manu¬ 
facturers’  Association. 


Your  secretary,  in  assigning  me 
a  place  upon  your  programme,  very 
kindly  left  me  the  privilege  of 
chosing  my  own  subject,  and  I  am 
'going  to  use  the  time  you  have  so 
generously  given  me  in  a  discussion 
of  what  I  consider  to  be  some  of 
the  important  questions  at  the  pres¬ 
ent  time  confronting  the  wholesale 
grocer,  retail  grocer  and  manufac¬ 
turer.  I  will  discuss  these  ques¬ 
tions  from  the  standpoint  of  an  in¬ 
dividual  manufacturer,  who  has  for 
the  past  dozen  years  been  more  or 
less  in  touch  with  the  conditions 
/surrounding  the  grocery  business. 

The  present  time  is  a  period  of 
change  and  unrest  in  our  country; 
new  ideas  and  isms  are  abroad  in 
the  land.  There  is  a  disposition 
upon  the  part  of  quite  a  consider¬ 
able  portion  of  our  people  to  crit¬ 
icise  and  ask  for  a  change  from 
the  old  order  of  things.  There  are 
some  who  are  not  satisfied  with  our 
'National  Constitution,  under  which 
this  country  has  made  such  splen¬ 
did  progress  for  the  past  century, 
and  want  it  changed  and  amended 
to  suit  their  particular  ideas.  They 
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y  that  the  old  order  of  things  is 
ssing  and  must  give  way  to  a  new 
der.  Sometimes  when  you  ask 
ese  reformers,  “Why  some  of 
ese  changes?”  I  regret  to  say  that 
satisfacory  answer  is  not  always 
rthcoming. 

The  grocery  merchandising  busi- 
ss  'has  not  been  exempt  from  this 
;itation.  You  will  find  opinions 
ing  expressed  by  persons  in  differ- 
t  localities  and  occupying  differ- 
t  positions  in  our  business  life, 
Ivocating  the  elimination  of  the 
iddleman  in  the  distribution  of 
ocery  merchandise.  Some  of 
em,  when  asked  whom  they  mean 
the  middleman,  will  answer, 
Che  wholesale  grocer.”  Others 
ill  say  the  retail  grocer,  and  you 
ill  find  some  advanced  thinkers 
ho  will  answer,  “Both  the  whole- 
le  and  retail  grocer.” 

In  this  age  of  enlightened,  pro- 
•essive  thought  it  becomes  neces- 
,ry  to  try  your  case  in  open  court 
Tore  the  people.  If  you  are  not 
filing  to  do  this,  you  run  the  risk 
i  being  called  an  unenlightened, 
reconstructed  stand  patter. 

Now,  I  believe  we  have  nothing 
i  fear  by  arguing  our  case  in  open 
>urt  before  all  the  people  as  to 
hether  or  not  the  present  methods 
f  distributing  groceries  and  food 
roducts,  from  manufacturer  to  the 
holesale  grocer,  and  from  the 
holesale  grocer  to  the  retail  gro- 
jr,  and  from  the  retail  grocer  to 
ie  consumer  is  the  right  way,  the 
lost  economical  way  and  the  most 
itisfactory  way  to  the  consumer, 
-hen  all  questions  of  cost  and  sat- 
ifactory  services  rendered  are  con- 
idered. 

We  believe  that  the  wholesale 
rocer  fills  an  important  and  neces- 
•y  place  in  the  present  economical 
,n  of  distribution  of  grocery  and 
irl  nrndiirts.  and  that  he  gives 


full  value  in  services  rendered  for 
all  compensation  received  and  that 
he  has  fully  established  his  right  to 
exist  by  the  hard,  competitive  test 
of  work  done  and  services  ren¬ 
dered. 

We  also  believe  that  the  retail 
grocer  fills  an  indispensable  place 
in  this  great  established  plan  of  dis¬ 
tribution,  and  that  he  renders  full 
measure  of  value  in  services  to  the 
consumer  for  the  compensation  re¬ 
ceived. 

(The  manufacturing  and  distrib¬ 
uting  of  grocery  merchandise,  as 
done  to-day  in  this  country  by  the 
methods  in  vogue,  is  not  an  acci¬ 
dent,  neither  was  it  brought  about 
because  certain  men  said,  “W!e  will 
be  manufacturers,”  and  other  men 
said,  “We  will  be  wholesale  gro¬ 
cers,”  and  still  other  said,  “We  will 
be  retail  grocers.”  Neither  is  it 
l>ecause  these  three  sets  of  men  re¬ 
solved  and  decreed  that  the  mak¬ 
ing  and  distribution  of  grocery  and 
food  products  should  be:  From 
manufacturer  to  wholesale  grocer, 
from  wholesale  grocer  to  retail 
grocer,  and  from  retail  grocer  to 
consumer.  No,  the  present  system 
of  merchandising  is  the  result  _  of 
an  economic  evolution,  extending 
through  a  great  period  of  years,  and 
is  in  existence;  to-day  because  up 
to  the  present  time  at  least  it  is  the 
cheapest  and  most  satisfactory  sys¬ 
tem  that  can  be  used. 

In  the  early  days  of  this  country 
the  farmer  and  planter  produced 
upon  his  farm  and  plantation  prac¬ 
tically  all  of  the  necessities  of  life 
, required  by  a  pioneer  people  strug¬ 
gling  to  establish  themselves  in  a 
new  country.  As  this  country  in¬ 
creased  in  population  and  towns  and 
cities  came  into  existence  and  grew 
in  population  and  wealth,  gradually 
came  the  demand  for  specialization. 
The  farmer  and  planter  found  that 


they  could  better  devote  their  en¬ 
tire  time  and  talents  to  the  grow¬ 
ing  and  producing  of  the  products 
of  the  soil,  leaving  to  the  store¬ 
keeper  and  artisan  the  production 
of  many  of  the  articles  necessary  to 
their  life  and  comfort. 

About  this  time  there  came  into 
existence — on  one  hand  the  general 
store,  and  on  the  other  the  small 
manufacturing  shop.  These  first 
stores  bought  and  sold  the  crude 
merchandise  required  by  the  people 
of  this  period. 

As  this  country  grew  in  popula¬ 
tion  and  increased  in  wealth,  and 
the  needs  and  wants  of  the  people 
developed  and  grew  apace  with  the 
growth  of  the  country,  again  a  nec¬ 
essary  economical  evolution  brought 
a  further  specialization,  and  it  was 
found  necessary  that  there  should 
be  larger  stores,  wherein  there 
would  be  assembled  large  quantities 
of  all  kinds  of  grocery  merchan¬ 
dise;  these  stores  were  located  in 
different  sections  of  the  country, 
most  convenient  to  water  and  rail 
transportation,  and  the  specialist  in 
the  grocery  business — the  wholesale 
grocer — came  into  existence,  made 
and  created  by  an  existing  demand. 

At  the  same  time  the  retail  gro¬ 
cery  store*  conveniently  located  to 
(the  consumer  became  an  actual  nec¬ 
essity,  brought  about  by  the  needs 
of  our  people. 

In  the  beginning  the  wholesale 
grocer  was  only  located  in  the 
larger  cities  of  the  country,  but  as 
the  interior  of  our  country  was  de¬ 
veloped,  the  needs  of  larger ‘stocks 
of  grocery  merchandise  closer  to 
the  seat  of  consumption  became^  a 
necessity,  and  wholesale  groceries 
were  established  in  almost  every 
city  of  the  country  of  a  population 
of  25,000  and  upwards. 

While  the  wholesale  and  retail 
grocery  business  was  growing 


and  expanding,  there  came  into  ex¬ 
istence  as  a  result  of  the  needs  of 
the  people  and  as  a  fruit  of  the  in¬ 
ventive  genius  of  the  Yankee  mind, 
specialty  manufacturers,  men  who 
saw  their  opportunity  for  relieving 
the  hard-working  American  woman 
of  much  of  the  drudgery  of  keeping 
a  home  and  catering  to  the  needs 
of  her  household.  These  men  took 
the  raw  materials  at  hand  (and 
many  times  by-products),  which  but 
for  their  ingenuity  would  have  been 
waste,  and  made  many  different  ar¬ 
ticles  for  household  use  and  com¬ 
fort. 

The  advent  of  the  specialty  man¬ 
ufacture  has  wrought  a  great 
change  in  the  grocery  business.  It 
has  enlarged  and  expanded  it,  from 
the  few  staple  articles  of  the  pion¬ 
eer  days,  to  the  extended  and  var¬ 
iably  assorted  stock  of  the  present 
time. 

You  can  readily  see,  I  believe, 
from  the  brief  history  that  has  been 
given;  that  the  three  principal  fac¬ 
tors  in  the  grocery  business  of  the 
present  time,  namely,  manufactur¬ 
er,  wholesale  grocer  and  retail 
grocer,  were  each  created  and 
brought  into  existence  as  the  re¬ 
sult  of  a  natural  evolution  in  the 
business  of  our  country,  each  one 
sustaining  an  indispensable  relation 
one  to  the  other  and  all  three  to 
the  consuming  public. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff’’  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10  cents 


The  Prairies  Are  on  Fire  and  the  Woods  Burning! 

Never  in  the  history  of  big  CO-OPERATIVE  SEELING  EFFORTS  has  so  much  interest  been  shown  as  in  CANNED  FOODS  WEEK.  Every¬ 
where  in  the  United  States,  and  apparently  everywhere  else,  the  retail  and  wholesale  dealers  are  coming  up  on  the  firing  line. 

Even  Canadian  dealers  are  asking  for  information  and  literature,  and  Uncle  Sam  has  waked  up  to  the  importance  of  the  event  and  has  asked 
information  and  literature  to  send  to  the  Consuls  abroad  to  post  them  up  on  the  industry  and  its  importance.  ,  TT  .  ,  c.  .  oc  , 

Do  you  know  that  during  Canned  Foods  Week  display  advertisements  will  be  inserted  in  216  big  daily  newspapers  throughout  the  I  mte<  b  a 
Do  you  know  that  during  that  week  advertisements  will  be  placed  in  5993  of  the  smaller  and  weekly  papers  of  the  United  States 
Hundreds  of  these  papers  are  getting  up  Special  Issues  or  Editions,  and  will  publish  entire  pages  and  sections  relating  totNmnec  00c  s. 

The  wholesale  grocers  canners  retafl  grocers,  department  stores,  general  stores,  and  all  dealers  who  handle .CANNED  FOODS  “ 

and  pulling  hard  to  make  the  week  a  great  occasion  for  the  distribution  of  canned  foods  and  the  education  of  the  pu  world’s  historv  Provide 

wholesomeness  and  economy  of  such  foods,  and  to  make  it  the  greatest  selling  and  educational  effort  ever  known  in  the  world  s  historj .  Provide 

yourself  with  stock  to  meet  the  demand,  and  arrange  for  window  and  counter  displays. 

SPECIAL  FEATURES 

A  poster  42  x  38  Indu*.  purple  ground,  white  lettermg ;  one 

with  white  lettering;  all  appropriately  printed  for  window  or  counter  display  ,  also  a  leaflet  lithographed  in  six  colors  s  iov  g  & 

r double-window  arrangement  will  be  sent  out  generally  so  far  as  the  funds  at  the  command  of  tlus  Committee  wMadillt‘ 

The  work  of  this  Committee  is  general,  and  for  the  benefit  of  the  entire  trade  in  canned  fools,  as  we  are  advocating  no  label  or  brand  or  pm  ate 
interest,  therefore  it  is  much  harder  to  raise  funds  than  for  individual  benefit.  .  .  .  _  ...  .  /  T_\ 

If  you  want  to  be  absolutely  sure  that  you  will  receive  the  SPECIAL  ADVERTISING  FEATURES  (l°} 

cents  in  postage  stamps  for  partially  defraying  the  expense  of  the  postage  and  cost,  and  this  assortment  will  be  J  .  * 

One  42  x  28  Poster,  Purple  with  White  Lettering.  One  40  x  10  Pennant  Green  with  Whi ite  Leti 

One  40  x  10  Pennant,  Red  with  White  Lettering.  One  Lithographed  Window  Display  Leaflet,  6  Colors. 

Two  White  Silk  Badges,  with  Pins,  for  your  Salesmen. 

We  will  mail  this  outfit  before  March  15  1913.  For  the  outfit  without  the  badges  send  only  five  cents.  For  each  extra  badge  send  three  cents 
Man^  want  to  use'more  thai^  oneset o^  Posters,  Pennants  and  Badges,  and  to  be  positive  that  they  will  not  be  overlooked,  and  to  feel  the)  are 

ff  your  canner  or  wholesale  grocer  will  not  or  cannot  furnish  you  with  leaflets  for  distribution  to  consumers,  write  to  this  Committee,  telling  us 
how  many  you  can  use  without  waste,  and  they  will  be  promptly  mailed  to  you  without  charge  o  any  vim  .  .  „ 

Be  quick  about  these  matters,  as  there  is  no  time  to  lose.  We  are  receiving  500  letters  daily  now,  and  the  number  is  increasing, 
work  for  your  benefit  and  profit,  and  you  are  welcome  to  our  help.  Give  us  your  co-operation. 

The  National  Canned  Foods  Committee 

1517  Masonic  Temple,  Chicago,  Ill.  J*  A-  LEE’  Manager 
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We  believe  at  the  present  moment 
the  retail  grocer  is  one  of  the  most 
important  factors  in  this  “Business 
Trinity.”  Does  the  average  man 
ever  stop  and  consider  what  a  tre¬ 
mendous  factor  the  retail  grocer 
is  in  the  finance  and  credit  of  this 
country?  If,  upon  some  Monday 
morning  every  retail  grocer  in  this 
country  should  decide  to  cease  ex¬ 
tending  credit  to  the  public — what 
would  be  some  of  the  results  to 
follow  his  decision?  How  many 
schools  would  close,  because  there 
were  no  pupils  to  attend?  Lack 
of  food  is  very  apt  to  beget  lack 
of  incentive  to  study  and  acquire 
knowledge.  How  many  shops  or 
factories  would  not  open  their 
doors?  Men  cannot  labor  if  they 
have  not  the  sustaining  influence  of 
proper  food.  How  many  farms 
would  remain  untilled,  on  ac¬ 
count  of  the  tiller  of  the  soil  being 
without  his  three  square  meals  per 
day — a  very  potent  factor  in  agri¬ 
culture? 

The  retail  grocers  of  this  country, 
through  and  with  the  assistence  of 
credit  given  by  manufacturers  and 
wholesale  grocers,  are  extending  to 
the  people  of  this  country  grocer¬ 
ies  and  food  products  upon  the 
credit  basis,  it  is  said  of  a  value  of 
approximately  three-quarters  of  a 
billion  dollars.  How  many  shop 
and  factory  workers  in  our  cities 
are  enabled  to  pass  through  periods 
of  sickness  in  their  families  and 
non-employment  of  the  head  of  the 
house  and  maintain  their  self-re¬ 
spect  and  freedom  from  public 
charity  until  the  coming  of  better 
days  by  the  credit  advanced  to 
them  by  their  best  friend  in  the 
time  of  need — the  neighborhood 
grocer?  How  many  farmers  in  the 
country  have  been  assisted  and 
tided  over  periods  of  bad  crops, 
sickness,  and  so  forth,  by  the  coun¬ 
try  retail  grocer,  making  is  possible 
for  those  farmers  to  hold  onto  the 
homestead  and  giving  them  the  nec¬ 
essary  encouragement  to  go  on  and 
prepare  and  produce  the  next  year's 
crop  ? 

You  will  readily  see  that  the  re¬ 
tail  grocer,  backed  up  and  sustained 
by  the  manufacturer  and  wholesale 
grocer,  cuts  a  very  much  larger  fig¬ 
ure  in  the  business  and  economic 
life  of  this  nation  than  some  of  the 
visionary  reformers,  clamoring  for 
his  elimination,  have  ever  dreamed. 

The  retail  grocer,  coming  in  di¬ 
rect  touch  with  the  consumer,  is,  in 
my  opinion,  the  keystone  of  our 
system.  Then  let  us,  as  wholesale 
grocers  and  manufacturers,  deal 
fairly  with  our  brother,  the  retailer. 
We  should  try  to  help  him  in  every 
way  possible.  Our  salesmen  should 
be  instructed — out  of  their  wider 
experience  in  business — to  educate 
and  advise  him  to  be  a  better  mer¬ 
chant,  to  keep  cleaner  stores,  use 
judgment  in  the  matter  of  credits, 
be  courteous  to  his  customers,  so 
■that  the  service  rendered  may  be  of 
such  high  order  that  the  consumer 
will  be  entirely  satisfied  and  they 
may  say,  “By  his  works  I  have 
known  him.” 

We  believe  that  the  magazines 
and  newspapers  of  this  country  can 
do  a  great  amount  of  good  by 
printing  articles  to  their  women 
readers,  showing  them  that  part,  at 
least,  of  the  high  cost  of  living  is 
caused  by  the  careless  and  thought¬ 
less  methods  of  ordering  on  the 
part  of  many  housekeepers.  It 
stands  to  reason  that  if  a  woman 
orders  her  groceries  in  small  lots 
and  driblets,  necessitating  frequent 
deliveries,  that  the  cost  of  doing 
business  is  correspondingly  in¬ 
creased,  and  that  this  increase  in 
expense  mpst  be  added  to  the  cost 
of  the  goods.  Teach  the  consumers 
to  either  pay  cash  for  their  gro¬ 
ceries,  or  at  least  pay  last  month’s 


bill  promptly — that  it  is  an  imposi¬ 
tion  upon  the  hard-working  retail 
grocer  to  have  his  entire  capital 
tied  up  in  credits  to  his  customers. 

If  the  monthly  magazines  and 
newspapers  will  devote  more  space 
on  their  women’s  pages  to  good 
advice  and  educational  articles  of 
this  kind,  it  will,  in  my  opinion,  be 
doing  a  much  more  practical  serv¬ 
ice  to  the  public  at  large  than  in 
advocating  the  elimination  of  the 
retail  grocer. 

I  have  devoted  considerable  time 
and  thought  to  the  retail  grocer, 
for  the  reason  that  upon  his  suc¬ 
cess  must,  to  a  great  degree,  de¬ 
pend  the  success  of  the  wholesale 
grocer  and  manufacturer. 

Having,  as  we  believe,  by  this 
brief  history  of  the  causes  which 
brought  into  existence  wholesale 
grocers,  retail  grocers  and  manu¬ 
facturers,  demonstrating  that  the 
present  plan  of  distribution  is  the 
right  way,  we  will  take  up  a  few 
of  the  important  present-day  ques¬ 
tions"  concerning  the  grocery  busi¬ 
ness  that  await  a  solution. 

ADVERTISING  OF  GROCERY  FOOD  PROD¬ 
UCTS  BY'  SPECIALTY  MANUFAC¬ 
TURERS. 

The  educational  advertising  done 
by  specialty  manufacturers  to  pro¬ 
mote  the  sale  of  their  products  has, 
in  our  opinion,  been  one  of  the 
most  effective  methods  in  increas¬ 
ing  the  volume  of  business  done  by 
wholesale  and  retail  grocers.  This 
advertising  has  created  merchandise 
upon  which  the  wholesaler  and  re¬ 
tailer  must,  to  a  great  extent,  de¬ 
pend  for  their  profits,  and  it  has 
helped  elevate  the  grocery  business 
to  a  higher  plane  than  the  handling 
almost  exclusively  of  heavy  stples 
— like  sugar,  molasses,  etc.,  which 
requires  the  wholesale  grocer  to  be¬ 
come  a  speculator  if  he  is  to  get 
even  the  cost  of  handling  out  of 
these  staple  commodities — leaving 
out  of  the  question  entirely  the  mat¬ 
ter  of  a  living  profit. 

I  had  the  privilege  a  short  time 
ago  of  reading  a  circular  sent  out 
by  a  large  wholesale  grocery  firm 
> — calling  the  attention  of  the  con¬ 
sumer  and  retailer  to  the  fact  that 
the  advertising  done  by  manufac¬ 
turers  was,  in  their  opinion,  one 
of  the  principal  contributing  causes 
to  the  high  cost  of  living.  (By  the 
way,  this  wholesale  grocery  firm  is 
one  who  makes  a  practice  of  put¬ 
ting  out  under  their  own  private  la¬ 
bel  almost  every  article  of  grocery 
merchandise,  for  which  a  market 
lias  already  been  created  by  the  edu¬ 
cational  advertising  of  specialty 
manufacturers.) 

I  contend  that  the  statement  that 
legitimate  educational  advertising 
increases  the  cost  of  an  article  to 
the  consumer  is  a  fallacy  and  mis¬ 
leading,  and  not  sustained  by  the 
facts  in  the  case. 

If  the  manufacturer  of  a  soap, 
for  example,  has  built  up  a  busi¬ 
ness  without  advertising,  aggregat¬ 
ing  an  output  of  100,000  boxes  per 
year,  and  by  the  use  of  educational 
advertising  to  consumer  he  in¬ 
creases  the  users  of  his  soap  to  such 
an  extent  that  he  is  able  to  man¬ 
ufacture  and  sell  a  million  boxes 
per  year — does  the  advertising  add 
to  the  cost  of  the  soap?  Does  the 
consumer  have  to  pay  more  for  his 
cake  of  soap  on  account  of  the  ad¬ 
vertising?  The  soap  manufacturer 
is  enabled,  on  account  of  his  in¬ 
creased  output,  to  manufacture  in  a 
better  equipped  factory — with  the 
advantage  of  up-to-date  labor-sav¬ 
ing  machinery — he  is  enabled  to  em¬ 
ploy  higher  class  labor  and  pay  bet¬ 
ter  wages.  He  is  able  to  purchase 
his  raw  and  packing  materials  in 
much  larger  quantities  and  at  con¬ 
sequently  lower  prices. 


He  is  also  able  by  pro-rating  the 
overhead  manufacturing  and  selling 
expense  over  this  much  larger  vol¬ 
ume  of  business  to  greatly  reduce 
the  cost  of  production.  Then, 
again,  the  manufacturer  of  a  mil¬ 
lion  boxes  of  soap  can  earn  good 
dividends  upon  the  capital  invested 
in  the  enterprise  upon  a  much 
smaller  basis  of  net  profit  per  box 
than  would  be  the  case  were  he  only 
manufacturing  100,000  cases — with 
the  net  result  that  the  advertising 
cost  is  absorbed  by  the  gross  profit 
on  the  greatly  increased  volume  of 
business  done.  The  consumer  is 
enabled  to  buy  a  better  cake  of  soap 
for  the  same  money.  The  wholesale 
and  retail  grocer  is  correspondingly 
benefited  and  enriched  by  their 
profits  upon  this  volume  of  new 
business. 

This  example  will,  I  believe,  hold 
true  in  almost  every  case  of  suc¬ 
cessful  specialty  advertising.  The 
only  one  who  stands  to  lose  in  this 
transaction  is  the  manufacturer.  He 
must  of  a  necessity  increase  his  vol¬ 
ume  of  business  in  proportion  to 
his  advertising  expenditure,  or  be 
automatically  eliminated  from  the 
field. 

THE  PRICE  CONTROL  BY  SPECIALTY 
MANUFACTURERS. 

Should  the  specialty  manufacturer 
have  the  right  to  exercise  a  rea¬ 
sonable  control  over  the  price  of  his 
products  after  they  have  gone  into 
the  hands  of  the  wholesale  and  re¬ 
tail  grocer  is  one  of  the  important 
questions  for  solution  at  the  pres¬ 
ent  time. 

Should  the  manufacturer  who  has 
created  a  new  article  of  merchan¬ 
dise  and  built  up  a  large  business 
on  same  have  the  right  to  exercise 
a  supervision  over  its  sale  by  the 
wholesale  and  retail  grocer,  to  the 
end  that  a  reasonable  selling  price 
upon  such  article  be  maintained — 
thereby  protecting  the  wholesale  and 
retail  grocer  in  securing  a  living 
profit  in  the  sale  of  this  article  and 
securing  the  manufacturer  in  his 
investment  in  time,  labor  and  cap¬ 
ital  required  to  bring  forth  the 
business? 

Upon  this  important  question 
there  seems  to  be  a  decided  differ¬ 
ence  of  opinion,  and  this  question 
is,  at  the  present  time,  up  for  a  de¬ 
cision  by  the  courts.  If  the  Fed¬ 
eral  Government  and  courts  decide 
that  it  is  not;  proper  for  a  man¬ 
ufacturer  to  have  a  reasonable  con¬ 
trol  of  the  price  at  which  his  prod¬ 
ucts  shall  be  sold  by  wholesaler  and 
retailer,  we  will,  of  course,  all  of 
us,  as  good  citizens,  bow  to  this  de¬ 
cree  and  obey  same.  We  believe 
thoroughly  in  competition.  Compe¬ 
tition  which  brings  forth  and  devel¬ 
ops  the  best  thought  and  skill 
among  the  members  of  our  allied 
interests,  to  the  end  that  the  spec¬ 
ialty  manufacturer  may  produce 
better  and  more  wholesome  food 
products — that  the  business  meth¬ 
ods  of  the  wholesale  grocer  in  the 
distribution  of  these  food  products 
from  manufacturer  to  retailer  may 
also  be  improved,  and  that  the  re¬ 
tail  merchant,  standing  close  to  the 
/consumer,  may  conduct  cleaner  and 
better  stores — may  become  better 
merchants,  so  that  the  great  con¬ 
suming  public  of  this  country  may 
reap  the  benefits  of  this  healthy, 
wholesome  competition. 

We  fail  to  see  wherein  lies  the 
real  benefit  to  any  one  in  a  com¬ 
petitive  condition  which  invites  and 
, encourages  ruthless  price  cutting 
— resulting  in  the  destruction  of 
vaulable  property  rights  that  have 
been  created  by  long  years  of  hon¬ 
est,  efficient  toil  and  effort. 

We  have  all  listened  with  a  feel¬ 
ing  of  optimism  and  hope  to  the 
words  of  our  new  president,  who 
has  spoken  so  eloquently  ip  favor 


of  opening  the  doors  of  opportunity 
to  the  ordinary  man. 

We  believe  that  the  Government 
and  courts  are  proceeding  in  the 
wrong  direction  to  bring  about  the 
conditions  for  which  they  are  evi¬ 
dently  striving — when  they  prose¬ 
cute  manufacturers  for  exercising 
what  they  consider  to  be  their 
rights— in  asking  that  the  products 
which  have  cost  them  thousands  in 
labor  and  capital  to  produce,  shall 
be  sold  to  the  consumer  at  a  reason¬ 
able.  living  profit  by  their  agents— 
the  wholesaler  and  the  retailer.  In 
our  opinion,  the  worst  possible  con¬ 
dition  that  can  come  to  pass  in  this 
country  is  to  have  manufacturing 
and  merchandising  concentrated  in¬ 
to  the  hands  of  the  few  in  our 
great  centers  of  population,  to  the 
detriment  of  the  smaller  manu¬ 
facturer  and  merchant  and  the 
smaller  cities  and  rural  districts  of 
our  country. 

In  the  language  of  the  poet,  Gold¬ 
smith,  when  he  surveyed  the  scenes 
of  ruin  and  desolution  of  the  de¬ 
serted  village : — 

“Ill  fares  the  land  to  hastening  ill 
a  prey, 

Where  wealth  accumulates  and  men 
decay.” 

The  business  methods  in  the  past, 
which  have  resulted  in  placing  the 
control  of  some  of  the  important 
articles  of  common  usage  in  our 
country  into  the  hands  of  trusts 
and  large  combinations  of  capital, 
and  driven  the  smaller  manufac¬ 
turer  and  merchant  for  all  time 
from  the  field,  has  been  by  the  cut 
price  route,  viz.,  selling  merchandise 
at  less  than  a  living  profit— some¬ 
times  at  less  than  cost  of  produc-  I 
tion — until  competition  was  driven 
out — then  control  in  the  hands  of 
the  few,  and  bloated  fortunes  made 
at  a  cost  to  the  consnmer. 

We  fear  that  if  our  Government 
and  our  courts  persist  in  their 
course  of  demanding  that  all  re-  ' 
strictions  so  far  as  price  mainte¬ 
nance  is  concerned  be  removed,  that 
history  will  repeat  itself. 

The  paper  on  the  Metric  Systei 
was  delivered  by  Fred  R.  Drab 
illustrated  with  charts.  The  poii 
of  it  was  the  simplicity  of  the  me 
ric  system,  both  for  weight  an 
measurement,  as  compared  wit 
our  present  systems.  Mr.  Drake 
paper  was  as  follows ; — 

Address  of  Fred  R.  Drake  on  “The 

Metric  System  of  W eights  and 
Measures  and  Applying  it 
to  the  Grocery  Business.” 

The  lack  of  uniformity  in  the 
legal  requirements  by  the  different 
States  with  regard  to  our  system 
of  weights  and  measures  has  been 
the  subject  of  legislation  and  dis¬ 
cussion  since  the  foundation  of  our 
Government. 

The  weights  and  measures  offi¬ 
cials  of  most  of  the  States  annually 
hold  a  convention  in  Washington 
at  the  Bureau  of  Standards,  the 
head  of  which  to-day  is  Dr.  S.  W. 
Stratton. 

It  has  been  stated  publicly  that 
the  legal  weight  of  a  bushel  of 
sweet  potatoes  in  different  States 
varies  from  forty-six  to  sixty 
pounds,  and  is  an  apt  illustration  of 
the  lack  of  uniformity  under  our 
present  system. 

While  the  United  States  and 
Great  Britain  and  her  colonies  are 
supposed  to  be  using  the  same  sys¬ 
tem,  we  are  not  in  accord  with  them 
by  reason  of  our  caoacity  measures 
being  entirely  different,  due  to 
changes  made  in  the  last  century 
by  them  and  not  followed  by  us. 
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nternationally,  we  are  with  Eng- 
d  isolated  from  practically  all 
rest  of  the  vorld,  which  is  us- 
■r  or  has  authorized,  the  metric 
tern. 

dost  of  us  studied  the  metric 
;tem  in  our  school  days,  but  like 
ot  of  things  in  our  arithmetic,  it 
5  passed  from  our  minds  by  dis- 
».  Each  year  knowledge  of  its 
lue  is  being  spread  more  widely 
d  its  practicability  shown  by  its 
>re  universal  use. 
rhe  ideas  embodied  in  the  metric 
stem  have  been  the  subject  of 
entific  thought,  indefatigable 
>or,  legislative  action  and  public 
scussion  for  two  hundred  and 
ty  years.  In  early  times  each 
sality  and  industry  had  its  own 
stem  of  weights  and  measures, 
lich  crudely  served  local  needs 
d  primitive  conditions.  \\  ith  in- 
easing  intercourse  between  corn- 
unities  this  diversity  of  units  and 
mdards  proved  confusing  and  in- 
lerable,  and  the  demand  for  a 
uple,  universal  system  grew 
eadily  to  a  climax  in  the  closing 
:ars  of  the  eighteenth  century. 

The  system  is  founded  upon  the 
blowing  principles: — 

That  the  unit  of  linear  measure 
>plied  to  matter  “in  its  three 
odes  of  extension,  length,  breadth 
id  thickness,  should  be  the  stand- 
•d  of  all  measures  of  length,  sur- 
ice  and  solidity ;  that  the  cubic 
intents  of  the  linear  measure  in 
istilled  water,  at  the  temperature 
f  its  greatest  contraction,  should 
irnish  at  once  the  standard  weight 
ad  measure  of  capacity;  that  for 
rerything  susceptible  of  being 
leasured  or  weighed  there  should 
e  only  one  measure  of  length,  one 
reight,  one  measure  of  contents, 
nth  their  multiples  and  sub-divi- 
ions  exclusively  in  decimal  pro- 
ortions;  that  the  principle  of  dec- 
aial  division  and  a  proportion  to 
he  linear  standard  should  be  an- 
iexed  to  the  coins  of  gold,  silver 
nd  copper,  to  the  monies  of  ac- 
:ount,  to  the  division  of  time,  to  the 
>arometer  and  thermometer,  to  the 
ilummet  and  log  lines  of  the  sea, 
o  the  geography  of  the  earth  and 
he  astronomy  of  the  skies,  and 
Inally  to  everything  susceptible  of 
:omparative  estimation  by  weight 
ind  measure ;  that  the  whole  sys¬ 
tem  should  be  equally  suitable  to 
the  use  of  all  mankind;  that  every 
weight  and  every  measure  should 
be  designated  by  an  appropriate  sig¬ 
nificant,  characteristic  name  applied 
exclusively  to  itself.” 

On  these  principles  was  estab¬ 
lished  in  1799  in  France  the  metric 
system,  which  within  a  century  be¬ 
came  the  legal  system  of  more  than 
two-thirds  of  the  civilized  world, 
and  is  now  in  use  by  practically  all 
countries  save  the  British  Empire 
and  continental  United  States,  for 
in  Porto  Rico  it  was  made  obliga¬ 
tory  in  1899,  and  in  the  Philippines 
it  was  made  legal  in  1901.  1  he 

United  States  has  already  adopted 
it  for  many  purposes. 

In  1866  Congress  legalized  it  for 
all  purposes.  All  the  States  have 
been  provided  with  copies  of  the 
metric  standards. 

Foreign  postal  rates  are  fixed  in 
metric  units  and  our  new  parcels 
post  limit  is  based  on  the  foreign 
parcels  post  weight  limit  of  five 
kilograms,  which  is  the  equivalent 
of  our  eleven  pounds. 

It  is  used  in  the  scientific  inves¬ 
tigations  conducted  by  the  Govern¬ 
ment,  and  is  required  in  the  med¬ 
ical  work  of  the  War  and  Navy 
Departments  and  the  United  States 
Public  Health  and  Marine  Hos¬ 
pital  Service. 

In  1904  Congress  adopted  the  in¬ 
ternational  electric  units  based  on 
the  metric  system  as  the  legal  units 


of  electric  measures  in  the  United 

States.  .  . 

A  most  important  action  was  the 
establishment  in  1875  of  the  in¬ 
ternational  Bureau  of  Weights  and 
Measures  by  the  United  States  and 
other  leading  countries  of  the  world 
and  the  adoption  of  the  metric  and 
the  kilogram  in  1893  as  the  funda¬ 
mental  standards  of  the  United 
States  from  which  the  yard  and 
pound  are  derived. 

The  fundamental  unit  of  the 
metric  sytem  is  the  meter  or  unit 
of  length,  which  is  equal  to  39-37 
inches.  From  this  unit  the  units  of 
volume,  the  liter,  and  mass,  the 
gram,  are  derived.  All  other  units 
are  decimal  sub-divisions  or  multi¬ 
ples  of  these.  Furthermore,  these 
three  units  are  simply  related,  so 
that  for  practical  purposes  one 
'cubic  decimeter  of  water  weighs 
one  kilogram  and  contains  one  liter. 

The  metric  terms  are  formed  by 
combining  the  words  meter, 
“gram”  and  “liter”  with  the  six  nu¬ 
merical  prefixes,  as  milli-meter, 
one-thousandth  of  a  meter  for 
length;  centi-meter,  one-hundredth 
of  a  meter  for  length;  deci-meter, 
tone-tenth  of  a  meter  for  length ; 
unit,  one  meter;  deka-meter,  ten 
meters  for  length ;  hecto-meter,  one 
hundred  meters  for  length;  kilo¬ 
meter,  one  thousand  meters  for 
length,  and  is  used  in  place  of  our 
English  mile,  being  about  five- 
eighths  of  a  mile.  This  same  no¬ 
menclature  is  used  with  “gram  for 
weight,  a  kilogram  being  one  thou¬ 
sand  grams  and  equal  to  about  two 
and  one-fifth  English  pounds  avoir¬ 
dupois;  and  for  capacity,  both  li¬ 
quid  and  dry  measure  a  “liter 
falling  between  our  dry  and  liquid 
quarts. 

•It  is  not  necessary  to  enter  into 
any  argument  to  illustrate  the  ad¬ 
vantages  of  the  metric  system  for 


facility  of  computation  and  conven¬ 
ience  of  memorizing  its  interrela¬ 
tions.  From  this  point  of  view  the 
advantages  of  the  system  arc  uni¬ 
versally  conceded  by  those  who  have 
made  an  impartial  examination  of 
its  merits.  It  is  probably  no  exag¬ 
geration  to  state  that  at  least  one- 
half  of  the  time  involved  in  the 
average  computation  required  in 
daily  life  would  be  saved  by  the  use 
of  this  system  over  what  is  re¬ 
quired  by  the  existing  system  of 
weights  and  measures.  It  is  a  har¬ 
monious  and  philosophic  system 
that  is  easily  comprehended,  and 
once  understood,  easily  memorized. 

The  mental  strain  on  school  chil¬ 
dren  in  the  study  of  arithmetic 
would  be  greatly  reduced  if  this 
systemi  were  in  common  use.  It  is 
undoubtedly  true  that  it  is  as  sim¬ 
ple  for  all  uses,  compared  to  our 
English  sytem  of  weights  and  meas¬ 
ures,  as  our  United  States  system 
of  coinage  is  simple  compared  to 
the  cumbersome,  unrelated,  arbitra¬ 
ry  English  system  of  money,  where 
'the  component  parts  bear  no  dec¬ 
imal  relation  to  the  unit  of  value. 
Practically  the  whole  world,  save 
ourselves  and  England,  have 
adopted  it  and  are  using  it,  and  our 
international  transactions,  now  so 
enormous,  would  be  greatly  simpli¬ 
fied,  and  in  our  wonderful  interstate 
commerce,  the  amount  of  time,  la¬ 
bor  and  annoyance  saved  would  be 
almost  incalculable.  Strictly  speak¬ 
ing,  we  are  at  the  present  time  not 
in  accord  with  any  country  in  the 
world,  our  capacity  measures  being 
entirely  different  from  those  in  use 
in  Great  Britain  and  her  colonies, 
including  Canada,  as  said  above. 

The  National  Wholesale  Grocers 
Association  of  the  United  States 
has  been  the  pioneer  as  a  National 
trade  organization  in  advocating 
uniformity  in  National  and  State 


legislation  in  all  matters  pertain¬ 
ing  to  the  grocery  business,  and  is 
wielding  great  influence  in  helping 
on  to  realization  this  dream  of  uni¬ 
versal  standards  of  two  hundred 
and  fifty  years  ago,  and  now  so 
much  of  a  reality  in  two-thirds  of 
the  civilized  world. 

My  trips  abroad  years  ago  and 
the  past  two  summers  have  im¬ 
pressed  me  with  the  practicability 
and  workability  of  the  system;  and 
a  remarkable  thing  in  my  experi¬ 
ence  on  the  subject  of  this  system 
is  that  there  have  been  but  two 
men  with  whom  I  have  talked, 
either  here  o.r  abroad,  who  have 
not  been  favorable  to  its  adoption, 
and  my  inquiries  have  covered  a 
wide  range  of  occupations  and  pro¬ 
fessional  life.  At  St.  Louis  last 
year  at  the  convention  of  the  Na¬ 
tional  Wholesale  Grocers’  Associa¬ 
tion  of  the  United  States,  there  was 
not  a  manufacturer,  jobber  or  pro¬ 
fessional  man  with  whom  I  talked 
who  was  not  favorable  to  its  adop- 
ftion.  This  past  summer,  while  en 
route  to  Scotland,  in  talking  to 
Captain  Dollar,  of  San  Francisco, 
owmer  of  the  Dollar  line  of  steam¬ 
ships,  which  carry  lumber  from  the 
Pacific  Coast  to  China  and  the 
Orient,  I  found  he  was  not  only  fa¬ 
miliar  with  the  system,  but  entliu- 
•  siastic  for  its  adoption  by  this 
country.  He,  to-day,  is  selling  his 
lumber  at  Manila  on  the  metric  sys¬ 
tem,  which  he  cuts  in  this  country 
on  the  English  board  measure.  He 
was  delighted  to  know  that  a  trade 
organization  was  interested  in  the 
adoption  of  the  metric  system,  and 
assured  me  positively  that  he  could 
get  the  indorsement  of  the  Cham¬ 
ber  of  Commerce  of  San  Francisco 
and,  in  fact,  the  indorsement  of  the 
Chambers  of  Commerce  of  the  en¬ 
tire  Pacific  coast.  I  thanked  him 
and  told  him  that  I  wished  to  ere- 
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We’ll  Help  You  Sell 


EGG  ELBOW 
MACARONI 

We  have  just  prepared  this  beautiful  life-size  cut¬ 
out,  handsomely  lithographed  in  four  colors  on  stiff 
cardboard,  36  inches  high,  showing  a  grocer  offer¬ 
ing  his  customers  FREIHOFER’S  MACARONI. 
It’s  a  strikingly  handsome  advertisement  and  will 
make  sales  if  placed  on  your  counter  or  in  your 
window.  If  you’re  going  to  push  the  sale  of 
FREIHOFER’S  MACARONI  write  us  for  this 
cut-out.  Only  a  limited  number  to  be  given  out, 
so  let  us  hear  from  you  soon.  You  want  to  push 


the  sale  of  FREIHOFER'S  EGG  ELBOW  MACARONI  because  it  w,l  lead  to 
.ales  of  FREIHOFER'S  NOODLES,  SPAGHETTI  and  PASTELS  all  clean, 
American-made  goods  that  will  please  your  customers  and  pay  you  good  profits. 

Freihofer  Baking  Company 

PHILADELPHIA 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND 


GENERAL  MERCHANT” 
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ate  a  better  knowledge  of  the  sys¬ 
tem  by  the  dissemination  of  infor¬ 
mation  through  our  associations  to 
not  only  wholesale  grocers,  but  to 
the  retail  grocers  and  the  general 
public  before  any  further  steps  in 
legislation  should  be  taken. 

In  October  we  had  a  consultation 
with  Dr.  S.  W.  Stratton,  Director 
of  the  Bureau  of  Standards,  De¬ 
partment  of  Commerce  and  Labor, 
in  Washington.  We  were  most 
cordially  received  and  heartily  wel¬ 
comed,  and  advised  that  our  inter¬ 
est  in  this  subject  was  looked  upon 
by  the  Bureau  of  Standards  as  of 
the  very  greatest  importance  in  fur¬ 
therance  of  the  eventual  adoption 
of  the  system.  The  attempts  that 
were  made  in  legislation  from  the 
time  of  the  Thirty-ninth  Congress 
in  1866,  when  it  was  made  a  legal 
standard,  have  been  with  the  idea 
of  having  the  system  adopted  by 
Congress  as  a  compulsory  Govern¬ 
ment  enactment.  They  now  believe 
that  the  best  method  to  pursue  is 
to  educate  the  people,  as  is  being 
done  in  the  schools,  and  by  the  dis¬ 
semination  of  literature  on  the  sub¬ 
ject,  so  that  when  it  comes  up  for 
enactment  into  law  at  some  future 
time  the  people  will  be  possessed 
of  such  knowledge  of  the  value  and 
advantages  of  the  system  that  they 
will  instruct  their  representatives  in 
Congress  to  vote  for  such  legisla¬ 
tion. 

In  addition,  Dr.  Stratton  has 
promised  to  address  our  National 
Association  in  convention  at  Atlan¬ 
tic  City  next  June. 

Last  autumn  the  National  Jewel¬ 
ers’  Board  of  Trade  adopted  the 
metric  carat,  equal  to  200  milli¬ 
grams,  to  go  into  effect  July  1, 
1913,  so  that  the  United  States  may 
be  in  harmony  with  the  metric 
standard  uniform  throughout  the 
world. 

The  meter  is  used  for  dry  goods, 
merchandise,  engineering  construc¬ 
tion,  building  and  other  purposes 
where  the  yard  and  foot  are  used, 
and  would  greatly  simplify  the 
work  and  calculations  of  the  gen¬ 
eral  storekeeper. 

The  grocery  trade,  both  wholesale 
and  retail,  are  largely  interested  in 
the  metric  system  of  weights  and 
measures  and  the  great  simplifica¬ 
tion  of  business  to  be  done  by  the 
kilogram,  whjch  is  approximately 
2.2  pounds,  and  the  half  kilo,  which 
is  equal  to  1.1  pounds.  The  liter, 
or  measure  of  capacity,  is  about  5 
per  cent,  larger  than  our  liquid 
quart,  and  about  5  per  cent,  smaller 
than  our  dry  quart;  a  hectoliter 
(100  liters)  serves  the  same  pur¬ 
pose  as  our  bushel  (2,150.42  cubic 
inches),  and  is  equal  to  about  three 
bushels;  a  peck  is  about  nine  liters. 

The  liter  is  used  for  measure¬ 
ments  commonly  given  in  the  gal¬ 
lon,  the  liquid  and  dry  quarts. 
One  liter  of  water  weighs  exactly 
a  kilogram,  that  is,  1,000  grams, 
or  2.2  pounds.  One  thousand  liters 
(that  is,  a  kiloliter)  of  water  weighs 
one  metric  ton,  or  within  thirty-six 
pounds  of  the  United  States  long 
ton. 

All  calculations  under  the  metric 
system,  were  it  in  every  day  use  in 
the  United  States,  would  of  course 
be  reduced  to  decimals  and  multi¬ 
plication  only  would  be  necessary, 
all  fractions  of  pounds  or  bushels 
disappearing  and  no  division  would 
be  necessary,  and  every  calcula¬ 
tion  in  weight  or  measure  multi¬ 
plied  by  dollars  or  cents  would  give 
at  once  a  decimal  result  in  dollars 
and  cents,  and  much  of  our  cal¬ 
culation  could  be  done  by  printed 
tables,  as  is  done  by  all  banks  and 
by  many  of  us  with  sugar  charts, 
at  a  great  saving  of  time  and  mental 
effort.  It  would  require  a  slight 
change  in  the  scale  bars  and 
weights  and  measures,  and  would 


involve  some  expense,  but  the  time 
saved  in  calculation  would  far 
outweigh  the  money  expended,  and 
our  weights  and  measures  would 
then  be  uniform  in  all  the  States 
not  only,  but  with  the  rest  of  the 
world. 

A.  M.  Wilson,  president  of  the 
New  England  Wholesale  Grocers’ 
Association,  delivered  the  follow¬ 
ing  address  on  “Some  Evils  of  the 
Trade” 

Address  of  A.  M.  Wilson,  Boston, 
Mass  ,  President  New  England 
Wholesale  Grocers’ 
Association. 

Your  good  secretary,  when  in¬ 
viting  me  down  to  this  meeting, 
asked  me  to  give  a  short  talk  on 
some  subject  and  later  urged  me  to 
name  the  subject.  As  I  had  not 
found  an  opportunity  to  think  up 
anything  special,  I  gave  him,  off¬ 
hand,  as  my  subject,  “Some  of  the 
Evils  of  the  Trade.”  But  when  af¬ 
terwards  I  began  to  consider  it, 

I  did  not  know  where  to  begin  nor 
where  to  leave  off. 

But  there  is  one  subject  which  I 
wish  to  speak  of  at  this  time  which 
has  been  taken  up  by  the  National 
Association,  also  by  the  different 
local  associations,  and  1  presume 
by  you,  namely,  the  subsidizing  of 
salesmen.  Votes  have  been  passed 
by  the  different  associations  con¬ 
demning  this  practice,  also  urging 
their  officers  to  ask  to  have  it  elim¬ 
inated. 

Now,  we  all  admit  there  is  no 
one  thing  more  demoralizing  to 
your  salesmen,  nor  more  hazardous 
to  your  business,  than  to  have  an 
outsider  or  manufacturer  come  in 
and  offer  to  pay  your  salesman 
something  extra  to  push  his  goods, 
to  the  detriment  of  the  other  fellow. 

As  merchants  you  sell  such  goods 
as  you  consider  have  merit  and  are 
worth  the  price  paid.  You  hire 
and  pay  your  salesmen  to  go  out 
and  sell  these  goods,  talk  quality 
and  get  a  fair  margin  over  the  cost 
to  pay  for  distribution.  Later  you 
find  that  these  goods  are  not  mov¬ 
ing,  although  you  have  been  urging 
the  sale  of  same,  and  for  reasons 
of  your  own  you  desire  to  make  a 
showing  on  them.  You  investi- 
'  gate  and  find  that  nearly  all  the 
sales  call  for  another  manufactur¬ 
ers  line,  ■‘which  may  or  may  not 
be  just  as  good,  but  which  you 
may  have  strong  reasons  for  not 
wanting  to  push.  You  then  ap¬ 
proach  the  salesmpan  and  he  tells 
you,  “Why,  I  am  turning  all  the 
business  I  can  on  to  this  brand,  in 
fact,  pushing  is  above  any  other  line 
of  goods  we  carry,  because  the 
manufacturer  has  offered  me  a 
dress  suit  case  or  a  fishing  pole 
if  I  would  sell  so  many  cases.”  You 
ask  how  this  offer  came  to  him 
and  he  will  probably  tell  you  that 
he  received  a  letter  from  the  fac¬ 
tory,  saying  that  his  house  had 
given  them  his  name  as  one  of  their 
good  salesmen  and  they  wanted  to 
show  their  appreciation  and  help 
him  along.  Perhaps  you  person¬ 
ally  did  not  give  the  name,  but  some 
bright  manufacturer’s  agent  ob¬ 
tained  same  from  your  department 
manager,  or  other  office  employee. 

Now  then,  gentlemen,  I  think  this 
subject  should  be  more  thoroughly 
explained  to  every  one  con¬ 
nected  with  your  business  and 
have  it  understood  that  if  any  man¬ 
ufacturer  wishes  to  write  to  your 
salesmen,  that  their  letter  must 
come  to  you  first,  and  if  you  con¬ 
sider  they  are  of  the  right  char¬ 
acter  to  give  your  salesmen,  you 
will  see  that  they  get  them.  On  the 
other  hand,  if  you  desire  to  have 


the  manufacturer  own  your  sales¬ 
men,  and  you  want  them  to  go  out 
and  cut  prices,  load  the  retailer  be¬ 
yond  his  natural  wants  for  the  sake 
of  getting  a  fishing  pole,  have  this 
vote  rescinded,  for  as  it.  is,  you  are 
not  treating  your  officers  fair,  for 
when  he  approaches  a  manufactur¬ 
er  who  is  doing  this  kind  of  work, 
the  manufacturer  immediately  re¬ 
plies  and  generally  produces  more 
or  less  proof,  that  the  very  men 
who  the  officer  is  supposed  to  rep¬ 
resent  are  furnishing  the  names  of 
the  salesmen,  and  will  even  go  so 
far  as  to  say  that  some  of  the  men 
of  the  firm  themselves  are  after 
the  same  prize ;  nor  are  you  fair 
to  the  manufacturer  who  does  not 
do  this  and  there  are  a  great  many 
who  formerly  pursued  this  course 
who  have  withdrawn  at  the  request 
of  the  jobber. 

Personally,  I  believe  any  manu¬ 
facturer  who  will  try  to  buy  or 
bribe  your  salesmen  needs  watch¬ 
ing  just  as  close  as  a  man  who 
trys  ot  buy  a  juror.  If  his  goods 
have  merit  they  should  be  worth 
the  money;  if  he  can  afford  to  pay 
10  cents  or  more  a  case  to  your 
salesmen  for  selling  same,  he  should 
be  able  to  sell  them  to  you  that 
much  cheaper,  that  you  could  push 
them  along  to  the  retailer  and  con¬ 
sumer  at  a  less  price. 

There  is  another  proposition 
which  we  are  all  up  against  which 
I  believe  should  have  more  atten¬ 
tion  paid  to  it  than  has  been,  and 
that  is  the  manufacturer  or  broker 
who  deliberately  comes  in,  and  after 
selling  you  a  good  line  of  goods, 
goes  out  and  sells  the  retailer,  .who 
has  a  credit  rating,  a  small  quan¬ 
tity  at  the  same  price,  and  perhaps 
ships  it  in  your  car  to  save  the 
freight.  Not  only  is  this  unfair 
to  you,  but  most  unfair  to  the 
other  retailers.  If  the  consumer 
was  benefited  we  might  say  there 
was  some  gain,  but  we  all  know 
he  is  not. 

Most  of  this  trouble  comes  from 
goods  that  manufacturers  put  on 
the  market  through  brokers.  Why-? 
For  the  reason  that  the  broker  who 
does  this  kind  of  work  is  looking 
for  what  he  can  make  to-day,  not 
the  building  up  of  a  business  on 
any  one  line  or  brand  of  goods. 

A  few  days  ago  I  had  occasion 
to  follow  a  certain  party  who  had 
sold  my  firm  a  fair  line  of  goods; 
later  I  found  where  he  had  sold  a 
retailer  five  cases,  and  still  later 
where  he  had  sold  a  restaurant  one 
case.  Now  then,  he  has  simply  de¬ 
moralized  the  price  and  sale  of  his 
own  goods  both  with  the  jobber  and 
retailer.  The  remedy  for  this  is 
with  yourselves,  individually.  There 
are  manufacturers  and  brokers,  and 
their  number  is  increasing,  who  be¬ 
lieve  in  a  square  deal,  and  if  you 
do  your  part  there  will  be  more. 

I  know  of  no  law  to-day  that 
compels  you  to  buy  any  particular 
brand  of  goods,  nor  do  I  know  of 
any  law,  as  yet,  that  compels  you 
to  sell  such  goods  as  are  not  for 
your  best  interests. 

It  is  hard  for  many  of  us  to  be¬ 
lieve,  but  what  if  the  men  who  are 
engaged  to-day  in  tearing  down 
business  should  stop  and  consider, 
they  would  do  things  differently. 

The  newspaper  reporter  gets  hold 
of  a  report  that  a  family  has  had 
a  sudden  attack  of  stomach  trou¬ 
ble;  he  hurries  around  and  asks  how 
long  since  they  have  eaten  any 
canned  goods,  finds  out  they  had 
canned  peaches  for  supper  two 
nights  before.  Immediately  he  puts 
in  large  head  lines  “Another  Case 
of  Ptomaine  Poisoning  from  Canned 
Goods,”  without  stopping  to  find 
out  the  truth  nor  considering  the 
harm  it  is  doing  to  a  large  industry. 
Although  the  trade  press  will  try 
to  show  the  dishonesty  of  the  case, 


they  do  not  reach  the  people,  and 
the  great  mass  of  readers,  owing 
to  their  ignorance  of  the  business, 
prefer  to  read  and  believe  the  sen¬ 
sational. 

We  have  been  successful  in  ob¬ 
taining  the  Pure  Food  Law;  we 
should  now  demand  pure  reading 
matter  in  our  daily  press. 

We  hear  a  great  deal  about  re¬ 
straint  of  trade  to-day.  This  is  a 
great  country,  we  are  great  people 
and  the  masses  are  easily  led  by 
agitators,  editors  of  yellow  jour¬ 
nals  or  politicians  playing  to  the 
gallery,  but  I  firmly  believe  in  the 
near  future  there  will  be  just  as 
strong  a  demand  made  to  control 
the  price  cutter,  the  demoralizer, 
the  man  who  goes  into  business  on 
borrowed  capital,  or  not  any,  and 
by  his  methods  restrains  you  from 
doing  a  legitimate  business.  I  can 
see  very  little  difference  between 
being  forced  to  do  business  for 
nothing  by  a  large  trust  with  money, 
or  by  price  cutters,  perhaps  without 
money,  or  by  people  who  wish  to 
use  a  well  advertised  brand  to  sell 
some  inferior  article  by.  Up  to  the 
present  time  it  would  seem  that 
only  one  side  of  the  question  has 
been  investigated. 

Mr.  Zeidler,  of  Scranton,  com 
mented  on  Mr.  Wilson’s  refereno 
to  the  greed  of  the  politician,  b< 
advising  the  members  to  becoirn 
politicians  if  necessary,  and  go  t< 
the  Legislature  and  to  Congress  t< 
protect  trade  rights. 

Mr.  J.  Fred.  Idaworth’s  paper  01 
"Auto  Trucks”  followed; — 

Address  of  J.  Fred.  Haworth,  of 
Haworth  &  Dewhurst,  Wholesale 
Grocers,  on  “Auto  Trucks.” 

I  am  going  to  confine  this  paper 
to  actual  ledger  experiences  and 
eliminate,  as  far  as  possible,  any  ■ 
figures  or  ideas  that  have  not  had 
at  least  one  or  two  years’  experience 
to  determine  their  merit. 

It  is  apparent  that  the  best  laid  , 
plans  “aft  gang  aglee,”  and  often 
things  which  are  considered  imprac¬ 
tical  and  impossible  prove  easy  and 
useful.  Our  practical  experience  1 
with  the  motor  truck  has  extended  1 
over  a  period  of  six  years. 

I  am  going  to  take  up  the  eco¬ 
nomical  side  first;  through  the  sug-  j 
gestion  of  your  worthy  president,  1 
Mr.  Bursk.  Again  I  will  tell  you 
the  actual  experience  and  let  you  j 
draw  your  own  conclusion. 

The  first  truck  that  we  had,  im¬ 
perfect  as  it  was  (and  it  was,  per¬ 
haps,  as  good  as  any  at  that  day), 
showed  us  that  even  under  the  ad¬ 
verse  conditions  which  it  had  to 
work,  it  was  practical  from  a  cost- 
per-ton-proposition.  This  truck  was 
bought  on  a  contract  and  it  failed 
to  live  up  to  the  specifications. 
After  six  months’  of  experience  I 
returned  it  to  the  manufacturers, 
and  after  two  years  of  correspond¬ 
ence,  received  the  money  which  was 
due  us  on  this  return. 

The  reason  I  returned  it  was  not 
so  much  on  account  of  the  failure 
of  the  truck  to  travel  a  certain 
number  of  miles  on  a  certain 
amount  of  gasoline,  but  owing  to 
the  fact  that  in  the  increased  ra¬ 
dius  of  delivery  that  it  offered  I 
saw  that  it  was  going  to  interfere 
seriously  with  our  policy  of  freight. 

Other  firms  in  the  city  profited 
by  our  experience  and  refused  to 
buy  motor  trucks  for  a  period  of 
about  two  years.  Strange  enough, 
one  of  the  firms  who  were  most  op¬ 
posed  to  the  prepayal  of  freight  in- 
stitued  two  trucks.  Their  possibil¬ 
ity  of  long  hauls  has  brought  the 
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freight  problem  to  a  climax  in  our 
territory,  and  that  means  that  we 
are  on  a  prepay  basis  in  the  entire 
county  at  the  present  time,  and  with 
prospects  that  the  entire  territory 
will  follow. 

It  has  been  the  policy  of  some 
firms  to  use  delivery  wagons  and 
trucks  and  charge  what  excess  cost 
that  may  have  accrued  to  advertis¬ 
ing.  This  may  have  been  neces¬ 
sary  at  one  time,  but  I  think  need 
not  be  considered  as  a  business 
proposition  at  the  present  time. 

The  truck  manufacturers  have 
bent  to  their  problem  and  are  pro¬ 
ducing  more  practical  and  better 
equipment  from  day  to  day. 
Whether  or  not  the  truck  may  be 
installed  economically  in  a  partic¬ 
ular  business  has  this  one  thing  to 
contend  with,  and  that  is  lack  of 
separations  in  the  expense  account 
of  that  business  to  adequately  tell 
just  what  cost  their  horse-drawn  ve¬ 
hicles  are  obtaining. 

For  a  number  of  years  the  trou¬ 
ble  has  not  been  with  the  manufac¬ 
turer  of  the  truck,  but  with  the  firm 
using  it.  They  are  unwilling  to 
give  the  time  and  attention  that  this 
delicate  and  complicated  piece  of 
machinery  requires 

They  are  with  us  to  work  unin¬ 
terruptedly  every  day,  twenty-four 
hours  a  day,  provided  they  can  have 
the  proper  care.  I  have  actual  rec¬ 
ords  and  costs  of  trucks  working 
twenty-four  hours  continuously. 
Under  proper  management,  this  is 
the  ideal  condition  to  install  truck 
equipment  as  against  horses. 

From  the  hazard  point  of  view, 
you  can  cover  that  beyond  the  pos¬ 
sibility  of  any  epidemic  or  broken 
leg  conditions.  You  can  cover  them 
with  insurance  almost  completely, 
but  not  absolutely,  but  the  condi¬ 
tions  and  chances  you  take  are  far 
less  than  you  take  with  the  faith¬ 
ful  horse. 

The  first  important  rule  in  opera- 
ing  power  wagons  is  to  keep  them 
in  continuous  service.  When  your 
machine  stops  at  crossings,  behind 
a  wagon  or  in  front  of  a  retail 
merchant’s  store  it  is  costing  you 
four  times  as  much  oer  minute  as 
a  driver  and  a  two-horse  team. 

This  moving  condition  may  be  ob¬ 
tained  by  a  study  of  the  time  prom- 
-  ised  for  delivery  of  your  goods  by 
your  salesmen  and  by  local  traffic 
•  conditions.  I  strongly  urge  that 
orders  delivered  by  trucks  be  sec¬ 
ond-day  deliveries.  This  meets  with 


opposition  at  first,  but  after  being- 
experienced  meets  with  the  indorse¬ 
ment  of  the  retailer  as  well  as  the 
wholesaler,  in  that  it  gives  him 
complete  orders,  and  short  ship¬ 
ments  on  orders  are  not  conducive 
to  pleasant  business  relations. 

The  importance  of  this  suggestion 
cannot  be  too  strongly  emphasized 
and  leads  me  to  digress  for  the 
moment  in  saying  that  we  arc 
maniacal  in  what  we  consider  the 
proper  time  of  delivery,  There  is 
no  more  reason  in  adding  the  addi¬ 
tional  cost  of  rushed  deliveries  to 
the  grocery  business  than  there  is  in 
carrying,  two  years’  supply  of  post¬ 
age  stamps.  The  fact  that  the  re¬ 
tailer  indorses  this  idea  is  the  best 
evidence  that  it  should  be  devel¬ 
oped.  An  almost  superficial  study 
will  give  you  the  reason  why  he  is 
better  prepared  to  receive  his  goods 
two  days  after  the  order  is  given 
than  the  next  day. 

Warehouse  conditions  should  be 
studied  and  arranged  so  as  to  have 
the  goods  on  the  floor  ready 
for  moving  to  the  truck  body  at 
the  moment  the  end  gate  strikes 
the  platform.  We  have  carried  this 
proposition  further  and  are  saving 
io  per  cent,  of  our  cost  by  keeping- 
one  extra  body  in  the  warehouse 
and  loading  it  when  the  opportunity 
^affords,  removing,  the  empty  body 
when  the  truck  arrives  and  drop¬ 
ping  the  loaded  one  on  the  chassis 
by  an  electric  crane.  You  will 
shortly  be  able  to  have  trained  men 
to  meet  your  particular  conditions 
with  a  fund  of  experience  and  prac¬ 
tical  suggestions. 

The  next  problem  is  the  question 
of  loading,  and  I  have  promised  to 
be  frank  with  you,  and  will  state 
what  our  practice  has  been  and  how  it 
has  been  at  variance  with  instruc¬ 
tions  from  the  manufacturers  of 
trucks. 

A  month  ago  I  accidently  met  on 
a  Pullman  car  three  gentlemen  who 
were  intimately  conected  with  the 
largest  manufacturers  of  power 
wagons  in  the  country.  On  learn¬ 
ing  that  I  was  interested  from  a 
practical  standpoint  in  the  motor 
truck,  I  was  asked  about  my  prac¬ 
tice  in  loading.  When  I  told  of 
my  transgression,  which  was  almost 
ioo  per  cent,  overloading,  I  met 
with  disapproval  and  was  asked  if 
I  would  drive  a  tack  with  my 
watch.  I  replied  that  if  I  could 
drive  a  tack  with  my  watch  cheaper 
than  I  could  with  a  tack  hammer 


I  would  do  so.  I  stated  this,  fully 
appreciating  the  position  of  the 
manufacturer,  and  the  manufactur¬ 
er  has  been  ready  to  deliver  trucks 
that  will  do  our  work  for  a  longer 
period  of  time  that  we  have  been 
willing  to  deliver  intelligent  super¬ 
vision. 

The  first  rule  that  I  made  when 
I  put  on  my  second  truck  was  that 
the  truck  should  never  leave  a  ma¬ 
cadam  or  paved  street  during  the 
winter  months.  The  only  delays  in 
deliveries  that  we  have  had  in  the 
last  two  years  have  been  in  the 
breaking  of  this  rule. 

I  do  not  want  you  to  adopt  my- 
practice  of  overloading  unless  you 
give  it  the  same  supervision  that  I 
|have  given  it.  We  have  had  two 
years  of  actual  experience  of  actual 
costs  paid  for  and  audited,  and  have 
only  increased  our  cost  per  day  $2 
above  those  concerns  who  are  fol¬ 
lowing  the  prescribed  path.  With 
the  loading  device  that  we  use  and 
our  overload,  we  are  roughly  doing 
in  the  ratio  of  three  to  five.  In 
other  words,  three  trucks  are  doing 
the  work  of  five,  were  we  obeying 
the  manufacturers’  moral  law.  I 
may  be  at  variance  with  theory,  but 
I  invite  engineers  to  examine  my 
expense  account  and  ask  them  to 
draw  their  own  conclusions.  It  may 
be  heretical,  but  it  is  expressed  in 
dollars  and  cents,  and  that  is  the 
business  man’s  yardstick  for  one  di¬ 
mension  measurements,  at  least. 
Out  of  deference  to  our  worthy  ex¬ 
president,  Mr.  Drake,  I  should  have 
perhaps  said  a  meter  stick,  or  met¬ 
ric  stick. 

Summarizing,  if  you  are  going  to 
use  trucks,  buy  a  truck  from  a  re¬ 
putable  dealer,  one  who  has  a  rep¬ 
utation  to  lose.  Do  not  balk  at 
a  few  hundred  dollars  of  cost,  be¬ 
cause  interest  on  first  cost  is  a  neg¬ 
ligible  quantity  at  $20  a  day  operat¬ 
ing  cost.  Before  you  put  your  truck 
on  to  the  street,  consult  a  good  in¬ 
surance  man  and  pay  a  proper  pre¬ 
mium  on  your  liability,  fire,  acci¬ 
dent  and  theft  insurance.  When 
you  want  him  you  will  want  a  good 
one,  and  one  that  is  not  staring  re¬ 
ceivership  or  dissolution  in  the  face. 
Use  the  same  intelligence  in  buying 
your  supplies  that  you  do  in  buy¬ 
ing  tomatoes.  Do  not  be  mislead 
by  the  lover  of  horse  flesh,  who  is 
unwilling  to  see  his  hobby  and  his 
knowledge  of  oats  give  way  to  gas¬ 
oline  and  lubricating  oils. 

Start  your  expense  account  per 


day  by  figuring  depreciation,  adding 
your  insurance  charges  (I  here  sug¬ 
gest  that  you  take  $10,000  accident 
liability  insurance  instead  of  $5,000). 
The  increased  cost  adds  hut  little  to 
the  daily  expense  and  gives  you  a 
better  safeguard  against  hazards. 

Figure  your  cost  of  tires  and  your 
cost  of  upkeep  not  on  what  the 
salesman  tells  you,  but  on  the  basis 
of  the  actual  experience  of  some 
person  who  has  run  a  truck  under 
similar  conditions  to  yours  for  a 
year  or  two.  Try  and  figure  every 
possible  expense,  omitting  none  that 
are  fair,  then  add  a  slight  percen¬ 
tage  for  the  ones  you  have  omitted 
and  figure  with  this  cost  per  day 
how  many  wagons  you  will  displace. 
You  probably  have  not  kept  an  ac¬ 
curate  record  of  your  wagons.  If 
you  have,  run  two  accounts  side  by 
side,  with  daily  entries.  Figure 
daily  from  your  experience  what  it 
would  cost  you  to  deliver  the  goods 
by  wagon  that  you  are  now  deliv¬ 
ering  by  automobiles,  and  I  think 
you  will  be  surprised  at  the  result. 

Do  not  imagine  because  your 
truck  will  run  twenty-four  hours  a 
day  that  it  will  climb  a  tree  or  lie 
down  and  roll  over.  It  is  a  more 
intricate  and  delicate  piece  of  mech¬ 
anism  than  your  pocket  chronom¬ 
eter  and  will  require  skillful  hand¬ 
ling.  Pay  your  driver  what  he  is 
worth.  He  is  worth  proportionately 
what  he  saves  as  against  less  ex¬ 
perienced  and  more  incompetent 
drivers.  Get  interested  in  him  and 
his  work.  If  those  of  you  who  are 
accustomed  to  riding  in  pleasure 
cars  will  ride  for  one  half  hour  on 
a  three  or  five  ton-truck,  you  will 
find  that  it  requires  more  care,  more 
skill,  to  drive  a  truck  than  it  does 
to  drive  a  pleasure  car  at  forty 
miles  an  hour  on  a  congested  high¬ 
way.  You  will  become  acquainted 
with  a  new  sensation.  This  sensa¬ 
tion  is  called  shock.  The  best  en¬ 
gineers  in  the  country  are  trying  to 
build  machines  that  minimize  shock. 
The  shock  on  the  mechanism  is  en¬ 
tirely  proportionate  to  the  speed  of 
the  vehicle.  The  same  set  of 
springs  that  will  carry  a  given  load 
at  a  draught  horse  gait  will  be  re¬ 
quired  to  be  made  five.  times  as 
heavy  for  the  same  load  in  a  power 
propelled  vehicle,  owing  to  tbe  in¬ 
creased  speed. 

The  first  crime  that  one  of  our 
drivers  commits  is  to  overspeed, 
and  the  second  crime  he  commits  is 
to  drink  on  duty,  whether  it  be 


When  the  Sap  is  Rising 

Indicating  the  approach  of  Spring,  the  awakening  of  Nature 
from  its  long  Winter  nap.  It’s  time  to  brush  up  our  stocks  and 
put  our  best  foot  forward.  Can  we  interest  you  in  our  offering  ? 

Syrups  and  New  Orleans  Molasses.  

1V2,  per  dozen,  $2.05  ;  Peak  Tips,  No.  1  round  cans,  per  dozen,  $1.35.  Add  to  stock  and  you  will  sell  it, _ _ 

ROASTED  COFFEES — You  are  particular  on  your  coffee  trade  and  justly  so,  your  trade  demand  good  drinking  Coffees.  We  ^“^Olptostr7 cj^p^SO 
Ch®7™on  R?afted  Santos,  you  will  find  it  a  wonder ;  50  and  100-lb.  bags,  price,  20>/2c. ;  we  also  have  a  clean  whole  bean  Roasted  R.o  C.  C.  Special,  50 

and  100-lb.  bags,  at  l7l^c.  Buy  your  coffee  of  us.  _ _ 
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moderate  or  intemperate.  It  has 
pretty  much  the  same  aspect  when 
it  goes  before  the  coroner’s  inquest. 
The  man  who  has  a  record  for  not 
drinking  will  have  an  easier  time 
after  he  has  injured  some  one,  and 
the  possibilities  are  that  if  he  drives 
long  enough  he  will  have  an  acci¬ 
dent. 

I  am  not  going  further  into  the 
details  of  cost,  but  after  you  have 
everything  down  and  have  added 
your  fraction  for  what  you  have 
omitted,  figure  your  manager’s  time 
in  looking  after  this  department  and 
charge  it.  Some  of  the  best  statis¬ 
ticians  that  I  have  met,  whose  sep¬ 
aration  of  accounts  is  almost  a  joy, 
have  assumed  that  the  manager’s 
time  was  not  worthy  of  serious  con¬ 
sideration.  I  believe  if  he  will  get 
interested,  as  he  will  have  to,  he 
will  have  to  give  it  considerable 
time,  and  this  should  be  fairly 
charged  in  the  analysis  of  cost. 

In  conclusion  I  will  say  that  it 
looks  as  though  the  writing  on  the 
wall  points  to  power  driven  wagons. 
Your  incentive,  which  has  not  been 
blighted  by  too  much  education  of 
the  hot  house  variety,  will  probably 
suggest  trying  one.  This  will  be 
my  closing  indorsement. 

There  was  some  discussion  here, 
inspired  by  the  president,  as  to  the 
danger  of  the  growing  use  of  auto 
delivery  in  causing  jobbers  gen¬ 
erally  to  prepay  freight.  Mr.  Stix, 
of  New  York,  thought  horse  deliv¬ 
ery  might  be  cheaper  under  some 
circumstances  than  auto  delivery, 
and  Charles  Shaw,  of  Philadelphia, 
who  does  not  use  trucks,  warned 
the  members  who  do,  to  limit  the 
zone  of  delivery.  If  this  was  not 
done,  he  suggested  that  the  deliv¬ 
ery  end  of  the  business,  as  between 
jobers  using  trucks  and  jobbers 
using  teams  and  the  railroad, 
might  become  highly  demoralized. 

W.  D.  Mullen,  of  Wilmington, 
next  made  a  plea  that  the  associa¬ 
tion  interest  itself  in,  and  if  possi¬ 
ble  join,  the  Chamber  of  Commerce 
of  the  United  States.  A  resolution 
to  join  was  referred  to  the  Execu¬ 
tive  Committee  with  power  to  act. 

James  Hewitt,  of  H.  Kellogg’s 
Sons,  Philadelphia,  made  a  stirring 
little  talk  on  Canned  Foods  Week. 
He  gave  the  history  of  the  move¬ 
ment,  and  appealed  to  the  mem¬ 
bers  to  help  it  along  for  business 
reasons  and  because  canned  goods 
were  worthy.  He  also  made  a 
strong  argument  against  jobbers 
using  the  occasion  as  a  mere  chance 
to  work  off  trash. 

Mr.  Hofinger,  a  canner,  of 
Smyrna,  Del.,  was  introduced  and 
suggested  that  everybody  get  in  the 
habit  of  referring  to  “canned 
foods  ’  instead  of  “canned  goods,” 
which  included  everything  packed 
in  cans. 

Andrew  Ross,  vice-president  and 
general  manager  of  the  Kellogg 
Toasted  Corn  Flakes  Co.,  was 
given  a  hearty  welcome  and  spoke 


extemporaneously  on  the  Govern¬ 
ment  suit  against  his  company.  He 
defended  the  limited  price  principle 
and  denounced  the  unfairness  of 
the  Government’s  action  in  bring¬ 
ing  a  suit  against  the  Kellogg  Co. 
merely  because  it  was  doubtful 
whether  the  Sherman  law  covered 
the  questions  involved  or  not. 
He  also  denounced  the  Government 
employees  who  after  being  made 
completely  acquainted  with  the  Kel¬ 
logg  plan,  had  expressed  the  opin¬ 
ion  that  it  was  perfectly  sound  anc 
legal  and  then  went  away  anc 
brought  their  suit.  He  asked  for 
the  support  of  all  jobbers  and  re¬ 
tailers  to  whom  the  limited  price 
principle  was  vital. 

The  resolutions  committee  then 
reported  as  follows,  the  report 
being  unanimously  confirmed  — 

The  Pennsylvania,  New  Jersey 
and  Delaware  Wholesale  Grocers' 
Association,  in  annual  convention 
assembled  at  Wilmington,  Del., 
March  13,  1913,  reaffirms  the  prin¬ 
ciples  laid  down  in  its  constitution 
and  by-laws  adopted  in  Philadel¬ 
phia  in  1906  and  carried  on  these 
past  seven  years  by  our  officers  and 
committees  and  always)  safely 
guided  by  our  beloved  president, 
Mr.  Robert  G.  Bursk,  who  has 
known  no  state  or  section,  but  only 
the  Tri-State  Association.  The 
harmony  of  our  deliberations,  the 
devoted  attention  to  duties  cheer¬ 
fully  performed  under  his  leader¬ 
ship  are  a  monument  to  his  charac¬ 
ter  and  credit  to  him  as  a  man. 
We  appreciate  his  efforts,  we  rec¬ 
ognize  his  ability  and  regret  most 
deeply  the  loss  our  association  suf¬ 
fers  at  his  inability  to  accept  a  re- 
election  that  would  be  unanimous 
were  it  possible  for  him  to  serve 
11s. 

To  Mr.  William  D.  Mullen,  chair¬ 
man  cf  the  Wilmington  Committee 
of  Arrangements,  the  Chamber  of 
Commerce,  and  every  person  asso¬ 
ciated  with  him  we  render  for  all 
our  members,  friends  and  guests 
thanks,  gratitude  and  appreciation 
to  the  full  for  the  comforts,  pleas¬ 
ures  and  delightful  entertainment 
of  these  two  wonderful  days  in 
Wilmington,  whose  citizens  we 
congratulate  on  the  beauty,  ele¬ 
gance  and  unsurpassed  facilities  of 
their  Hotel  Du  Pont. 

Resolved,  That  this  association 
favors  the  adoption  of  uniform 
food  laws  throughout  the  United 
States  upon  the  basis  of  the  Food 
and  Drugs  Act  of  June  30,  1906, 
and  the  amendment  thereto  relating 
to  compulsory  weight  branding. 

We  believe  the  consumers  of  Penn¬ 
sylvania  are  amply  protected  by  the 
laws  now  on  the  statute  books  and 
we  are  gratified  to  know  by  the 
reports  of  the  Dairy  and  Food 
Commissioner  that  the  products 
sold  in  Pennsylvania  are  of  the 
highest  standard.  We  deplore  the 
spirit  of  unrest  that  fills  the  public 
mind  and  is  reflected  in  frequent 
and  unnecessary  legislation,  unset¬ 
tling  to  business  and  subversive  of 
the  true  interests  of  the  public,  and 
which  is  bound  to  result  eventually 
in  higher  costs  to  the  consumer. 

Resolved,  That  this  association 
affirm  its  position  favoring  a  State 
weight  and  measure  law.  Resolved 
further,  that  we  approve  of  Penn¬ 
sylvania  Senate  Bill  No.  11  provided 
it  be  so  amended  as  to  conform 


the  State  law  to  the  National  law 
as  now  amended  by  the  passage  of 
the  Gould  Compulsory  Weight 
Branding  Act,  approved  March  3, 

1913. 

We  also  advocate  the  early  pas¬ 
sage  of  compulsory  weight  and 
branding  laws  in  conformity  with 
the  National  law  in  the  States  of 
New  Jersey  and  Delaware. 

Resolved,  That  this  association 
hereby  declares  its  position  with  re¬ 
spect  to  the  branding  of  food  prod¬ 
ucts  with  the  name  of  the  manufac¬ 
turer.  jobber  or  retailer  as  follows: 

Whenever  such  a  name  is  given 
it  should  be  the  true  name,  either 
of  the  manufacturer  that  made  the 
goods  or  of  the  jobber  who  dis¬ 
tributes  them  or  the  retailer  who 
sells  them.  The  question  of  the 
name  that  shall  appear  is  a  matter 
of  clear  contract  between  the  buyer 
and  seller  of  any  particular  ship¬ 
ment  of  goods.  It  is  improper  and 
unjust  to  interfere  by  legislation 
or  otherwise  with  the  right  that  the 
interested  parties  have  to  determine 
between  themselves  whether  the 
name  upon  the  labels  of  any  par¬ 
ticular  line  of  goods  shall  be  the 
name  of  the  firm  that  manufactures 
them,  or  of  the  firm  that  is  respon¬ 
sible  for  their  distribution  through¬ 
out  the  trade. 

We  commend  the  efforts  now 
being  made  in  the  Pennsylvania 
Legislature  looking  toward  the  re¬ 
peal  of  the  mercantile  tax  as  now 
levied  in  that  Commonwealth  and 
would  suggest  that  our  members 
petition  the  representatives  of  their 
respective  districts  to  vote  in 
favor  of  its  abolition. 

Resolved,  That  this  association 
reaffirm  the  fifth  provision  of  its 
constitution,  viz. :  “To  have  busi¬ 
ness  conducted  on  legitimate  lines, 
discourage  deals,  schemes,  and  the 
subsidizing  of  jobbers’  employees 
by  manufacturers,”  and  urge  our 
members  to  act  in  accordance 
therewith  regardless  of  the  way  in 
which  the  proposition  may  be  pre¬ 
sented.  We  regard  violation  of 
these  principles  as  harmful  to  the 
mutual  interests  of  employer  and 
employee. 

Resolved,  That  this  association 
deprecates  the  inequitable  contracts 
presented  by  many  canners  for  ex¬ 
ecution  by  jobbers  and  urges  its 
members  to  insist  on  better  terms 
on  both  delivery  and  discounts 
than  are  now  general. 

Be  it  resolved,  That  this  associ¬ 
ation  extends  to  the  American 
Specialty  Manufacturers’  Associa¬ 
tion,  and  the  Philadelphia  Associa¬ 
tion  of  Manufacturers’  Representa¬ 
tives  our  thanks  and  appreciation 
for  their  efforts  to  better  trade  con¬ 
ditions  and  for  the  results  already 
airfomplished,  alndqbe  it  further 
resolved,  That  this  association  urge 
upon  its  members  the  advisability 
of  giving  prompt  attention  to  all 
orders  bearing  the  stamp  of  the 
American  Specialty  Manufacturers’ 
Association. 

Resolved,  That  this  association 
reaffirms  its  attitude  favorable  to 
the  enaction  of  i-ccnt  letter  postage 
and  heartily  endorses  the  efforts 
and  work  of  the  National  i-cent 
Letter  Postage  Association. 

Resolved,  That  we  approve  of  the 
attitude  of  the  National  Wholesale 
Grocers’  Association  in  inaugurat¬ 
ing  a  campaign  of  education  look¬ 
ing  forward  to  the  eventual  com¬ 
pulsory  adoption  of  the  Interna¬ 
tional  Metric  System  of  Weights 
and  Measures  by  the  United  States 
in  simplification  of  business  trans¬ 
actions  not  only  in  international, 
but  interstate  trade.  We  urge  our 
members  to  give  their  aid  and  as¬ 
sistance  to  this  progressive  trade 
movement.  Whereas  the  proposal 
of  the  National  Canners’  Associa¬ 


tion  to  have  a  special  week  for  the 
selling  of  canned  foods  in  which 
their  healthfulness,  economy  and 
convenience  is  to  be  brought  to 
the  attention  of  the  retailer  and 
consumer. 

Resolved,  That  we  heartily  rec¬ 
ommend  this  movement  to  our 
members  and  urge  them  to  help  to 
make  it  a  success. 

Resolved,  That  for  this  purpose 
we  adopt  the  time  suggested  by 
the  National  Canners’  Association, 
namely,  the  week  beginning 
March  31st  next. 

Resolved,  That  this  association 
expresses  the  regret  and  sorrow 
felt  by  everyone  of  its  members  in 
the  death  in  February  last  of  Fred¬ 
erick  W.  Hannahs.  He  was  present 
at  the  founding  of  this  association 
and  always  took  deep  interest  in  its 
welfare.  His  death  is  a  great  loss 
to  the  business  world  and  particu¬ 
larly  to  association  work  to  which 
he  gave  so  much  time,  thought 
and  unselfish  effort.  We  desire  to 
extend  our  appreciation  of  his  char¬ 
acter  and  work  to  his  family,  his 
firm  and  his  associates  of  the  Na¬ 
tional  Association.  To  our  com¬ 
mittees  and  officers  we  give  thanks 
and  appreciation.  Our  vice-presi¬ 
dent,  Mr.  W.  S.  Quigley ;  our  treas¬ 
urer,  Mr.  Francis  B.  Reeves,  Jr.; 
our  counsel,  Mr.  Samuel  M.  Clem¬ 
ent,  Jr.;  Mr.  Horace  G.  Kurtz 
for  his  untiring  efforts  as  the  head 
of  our  Legislative  Committee,  and 
his  able  assistant,  Mr.  W.  Grantz 
Swarz,  our  secretary  and  general 
manager,  Mr.  Alvin  M.  Graves,  the 
ideal  State  secretary,  the  embodi¬ 
ment  of  the  principles  he  urges  us 
to  carry  out.  We  recognize  his 
rare  personality  in  the  deep  re¬ 
gard  we  will  have  for  him. 

Suggestions  for  the  next  year’s 
convention  place  were  then  asked 
for.  James  Hewitt  recommended 
Philadelphia,  and  Mr.  Porter  and 
Mr.  Blackwell  Scranton.  On  mo¬ 
tion  of  Mr.  Crocker  the  matter 
went  to  the  Executive  Committee 
with  power  to  act. 

The  nominating  committee  re¬ 
ported  in  favor  of  H.  G.  Kurtz,  of 
heading,  for  president;  F.  B. 
beeves,  Jr.,  of  Philadelphia,  for 
first  vice-president ;  J.  T.  Porter,  of 
Scranton,  for  second  vice-president ; 
W.  S.  Quigley,  of  Wilmington,  for 
third  vice-president;  C.  Y.  Fox,  of 
Philadelphia,  treasurer.  Mr.  Bursk 
lad  declined  renomination. 

At  first  Mr.  Kurtz  refused  to 
stand,  but  was  later  prevailed  on  to 
accept  and  the  slate  went  through 
as  above. 

The  following  concerns  were  rep¬ 
resented  beside  a  considerable  num- 
per  of  manufacturers  and  manu¬ 
facturers’  representatives : — 

PENNSYLVANIA. 

Altoona — Curry,  Canan  &  Co., 
Fay,  Hutchison  &  Co.,  J.  A.  Rol¬ 
ler  &  Co.,  Lippincott  &  Co.  (Br.), 
Wray,  Moore  &  Co. 

Bedford — Blackburu-Russell  Co. 
Bethlehem — J.  A.  Eberts  &  Co. 
Carbondale — R.  P.  Patterson’s 
Sons. 

Chester- -Lewis  Bros.  Co.,  N.  M. 
Cobots  &  Bro. 

C  o  1  11  m  b  i  a — Columbia  Grocery 
Co.  (Br.) 

Corry — Dawson  Bros. 

Danville — J.  H.  Goeser  &  Co. 
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Du  Bois— Keystone  Mercantile 

Co.  „ 

Easton — Drake  &  Co.,  The  H.  G. 
Tombler  Grocery  Co. 

Erie — Jacob  Haller. 

Harrisburg — Witman-Schvvarz  Co. 
Hazleton — J.  H;  Goeser  &  Co. 
(Br.),  Thomas  E.  Samuels. 

Tohnstown — The  Ryan-Correll 

Co. 

Kingston— Millard  &  Scureman. 
Lancaster — Mentzer  &  Hollinger, 
Miller  &  Hartman,  M.  S.  Miller  & 
Co. 

Lebanon — Lebanon  Grocery  Co., 
Isaac  Sherman  Est. 

Lewistown — Witman-Schwarz  Co. 
(Br.) 

Lykens — Lykens  Mercantile  Co. 
Meadville — J.  S.  Hotchkiss  & 
Bro.  Co. 

Mount  Carmel — Schneider  Bros. 
&  Co. 

Norristown — R.  Scheetz. 
PhiiKipsburg- — Lauderbach- Barber 
Co. 

Philadelphia — M.  A.  Bradley,  329 
S.  Front  street;  Comly,  Flanigen 
&  Co.,  1 18  S.  Delaware  avenue; 

M.  Eiseman  &  Son,  817  N.  Second 
street;  Githens,  Rexsamer  &  Co., 
40  S.  Front  street;  J.  Graham  & 
Son  Co.,  813  N.  Second  street; 
Wm.  J.  Graham  &  Co.,  985  N.  Sec¬ 
ond  street;  Aaron  Greenberg,  436 

N.  Second  street;  Howell  &  Bursk, 
130  S.  Front  street;  J.  G.  Halde- 
mann  &  Bro.,  2924  Market  street; 
Heister,  Reiff  &  Co.,  36  S.  Front 
street;  H.  Kellogg  &  Sons,  26  S. 
Front  street;  Kirk,  Foster  &  Co., 


209  N.  Water  street;  E.  Klein,  133 
Pine  street;  Lippincott  &  Co.,  21 
N.  Water  street;  Wm.  Montgomery. 
&  Co.,  999  N.  Second  street;  John 
Price  &  Co.,  3432  Market  street; 
Reeves,  Parvin  &  Co.,  116  S.  Dela¬ 
ware  avenue;  John  Scott  &  Co., 
Diamond  and  American  streets; 
Samuel  R.  Sharp  Co.,  Inc.,  15  N. 
Water  street;  Chas.  Shaw  &  Son, 
2310  N.  Eighth  street;  J.  Frank 
Shull  Co.,  14  S.  Front  street. 

Pottstown — Wm.  Auchenbach  & 
Son. 

Pottsville — Royal  Wholesale  Gro¬ 
cery. 

Reading — Geo.  H.  Delp  &  Co., 
Kurtz  &  Mayers,  Reading  Whole¬ 
sale  Grocery  Co. 

Scranton — Genter  &  Zeidler, 
John  T.  Porter  Co.,  The  W.  H. 
Chandler  Co.,  The  Sanker  &  Wil¬ 
liams  Co. 

Shamokin— Seiler,  Zimmerman  & 
Seiler. 

Wilkes-Barre — Crocker  Grocery 
Co.,  Hart,  Lee  &  Co.,  G.  L.  C. 
Frantz,  The  Wm.  Stoddart  Co., 
John  Williamson  &  Co. 

Williamsport — Geo.  Bubb  & 
Sons,  The  F.  B.  Thrall  Co.,  Wil¬ 
liamsport  Wholesale  Grocery  ^Co. 

York — Fulton,  Mehring  &  Haus¬ 
er  Co. 

NEW  JERSEY. 

Bridgeton — N.  Allen  &  Son. 

Camden — Geo.  R.  Danenhower  & 
Son,  Frank  Lee  Dickinson  &  Co. 

Trenton — J.  H.  Blackwell  & 
Sons,  Case,  Rose  &  Case,  Mus- 
chert,  Reeves  &  Co. 


DELAWARE. 

Georgetown — Layton  &  Layton. 

Milford — Joseph  E.  Holland. 

Wilmington — Holsflein  Harvey, 

A.  J.  Hart  Co..  J.  D.  Sisler  Co., 

J.  T.  Clarke  Co. 

About  250  attended  the  banquet 
on  Thursday  evening,  which  closed 
the  convention.  The  menu  was 
tastefully  chosen  and  seemed  to 
please  everybody.  As  the  serving 
of  food  was  beginning  H.  G.  Flint 
called  various  members  of  the  Wil¬ 
mington  Entertainment  Committee 
forward  and  presented  them  with 
toys  in  appreciation  of  their  efforts. 
A  presentation  was  also  made  to 
the  retiring  president,  but  it  was 
no  toy — it  was  a  beautiful  watch, 
given  by  the  association,  through 
Fred.  R.  Drake,  in  appreciation  of 
his  efforts  for  the  organization. 

Mr.  Bnrsk  acted  as  toastmaster 
and  introduced  the  following  in 
their  order:  Hon.  Charles  R.  Miller, 
Governor  of  Delaware ;  Dr.  Carl 
L.  Elsberg,  Chief  of  the  Federal 
Department  of  Chemistry,  who 


spoke  on  the  honest  label ;  Geo.  E. 

Lichty,  president  National  Whole¬ 
sale  Grocers’  Association ;  Hon.  L. 
I.  Handy,  ex-Congressman,  Wil¬ 
mington,  Del.,  and  Samuel  M. 
Clement,  Esq.,  counsel  for  the  as¬ 
sociation. 

The  guests  at  the  banquet  were 
as  follows : — 

Governor  Charles  R.  Miller, 
Delaware;  Mayor  Harrison  W. 
Howell,  Wilmington,  Del.;  Dr. 
Carl  L.  Alsberg,  Washington, 
D.  C.;  Mr.  Dana  T.  Ackerly, 
New  York  City;  Mr.  W.  W. 
Frazier,  Jr.,  Philadelphia,  Pa.; 
Mr.  E.  J.  Buckley,  Philadelphia, 
Pa.;  Mr.  Samuel  M.  Clement, 
Jr.,  Philadelphia,  Pa.;  Mr.  W.  L. 
Danahey,  Pittsburgh,  Pa.;  Mr.  H. 
G.  Flint,  Philadelphia,  Pa.;  Mr. 
Harry  C.  Grove,  Baltimore,  Md. ; 
Mr.  Joseph  A.  Goddard,  Muncie, 
Ind.;  Mr.  Nelson  Gray,  New  York 
City;  Mr.  R.  E.  Hills,  Columbus, 
Ohio;  Mr.  Ellis  L.  Howland,  New 
York  City;  Mr.  C.  E.  Hanscom, 
Boston,  Mass.;  Mr.  C.  D.  Joyce, 
Philadelphia,  Pa.;  Mr.  R.  J.  Mc¬ 
Lean,  Wilmington,  Del.;  Hon.  Jo- 
siah  Marvel,  Wilmington,  Del.; 
Mr.  C.  H.  Shira,  New  York  City; 
Mr.  Reno  Schoch,  Philadelphia, 
Pa.;  Mr.  D.  C.  Shaw,  Pittsburgh, 
Pa.;  Mr.  C.  T.  Wilson,  Buffalo, 
N.  Y. 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  very  quiet,  and 
might  even  be  called  dull.  Prices 
are  unchanged  for  the  week,  but 
are  very  steadily  maintained  con¬ 
sidering  the  lack  of  demand. 

Coffee 

The  coffee  market  is  very  soft, 
weak  and  dull.  There  is  very  lit¬ 
tle  demand  at  the  moment,  owing  to 
the  belief  held  by  some  people  that 
prices  are  going  even  lower.  In 
the  last  few  months  the  market  for 
all  grades  of  Rio  and  Santos  has 
slumped  2  to  2^2  cents  per  pound 
and  the  tone  at  the  present  time  is 
decidedly  heavy.  Unless  powerful 
support  comes,  even  lower  prices 
are  not  unlikely.  Brazil  has  held 
steady  through  it  all,  and  this  is 
really  the  only  strong  thing  in  the 
market.  Mild  coffees  are  also 
weak  in  sympathy  with  Brazils, 
though  some  grades  have  not  de¬ 
clined  so  much.  Mexicans  are 
scarce  and  strong.  Java  and 
Mocha  are  about  unchanged  and 
quiet.  Java  is  somewhat  scarce. 

Sugar. 

The  sugar  market  is  somewhat 
firmer,  and  raws  have  been  sold  at 
a  slight  advance  during  the  week. 


Smaller  receipts  from  Cuba  than 
were  expected  appears  to  be  the 
reason.  Refined  sitgar  has  also 
stiffened  up  slightly  and  is  now 
quoted  at  4.30  to  4.35  cents  for 
granulated.  The  demand  is  fair. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  moder¬ 
ately  active  and  unchanged.  Sugar 
syrup  is  dull  at  ruling  prices.  Mo¬ 
lasses  shows  no  change  and  is  in 
seasonable  demand.  Fancy  molas¬ 
ses  has  ruled  at  about  5  cents  per 
gallon  above  last  year,  but  is  show¬ 
ing  some  little  weakness  now. 

Dried  Fruits. 

Prunes  are  about  unchanged,  40s 
being  relatively  firmer  and  higher 
than  the  small  sizes.  The  demand 
in  quiet.  Peaches  and  apricots  are 
both  in  fair  demand  at  unchanged 
steady  prices.  Raisins  are  dull  at 
ruling  prices;  currants  moderately 
active  and  unchanged. 

Canned  Goods. 

Tomatoes  are  absolutely  un¬ 
changed  and  in  fair  demand.  Corn 
and  peas  are  in  quiet  seasonable 
demand  at  unchanged  prices 
throughout.  Apples  are  dull, 
largely  owing  to  the  cheapness  of 


barreled  apples.  Prices  are  un¬ 
changed.  California  canned  goods 
show  no  change  and  light  demand. 
Small  Eastern  staple  canned  goods 
are  moving  seasonably  at  un¬ 
changed  prices. 

Beans  and  Peas. 

Domestic  pea  beans  are  lo\yer, 
partly  because  a  large  part  of  the 
stock  on  spot  in  secondary  markets 
and  in  Michigan  is  rain  damaged. 
The  large  way  quotation  on  spot 
is  $2.30  per  bushel,  which  is  a  de¬ 
cline  of  about  10  cents.  To  come 
forward  the  quotation  is  $2.16  in  a 
large  way.  California  limas  are 
about  unchanged  and  dull.  Green 
and  Scotch  peas  unchanged  and 
quiet,  Scotch  being  weak. 

Effts. 

The  receipts  of  eggs  continue  to 
be  liberal,  and  the  consumptive  de¬ 
mand  is  also  good;  receipts  clean¬ 
ing  up  on  arrival.  The  market  is 
firm  at  the  moment,  and  no  change 
of  any  consequence  is  expected  dur¬ 
ing  the  coming  week. 

Butter. 

The  consumptive  demand  for 
butter  has  been  very  good  and  the 
receipts  have  been  cleaning  up  on 
arrival.  The  warehouse  stocks 


have  been  reduced  to  a  considerable 
extent  and  all  grades  of  butter  are 
very  scarce.  The  market  is  in  a 
firm  condition  on  both  solid  packed 
and  print,  and  owing  to  the  high 
price  there  is  not  likely  to  be  any 
change  in  the  near  future. 

Cheece. 

The  cheese  market  is  steady  at 
unchanged  prices,  with  only  a  mod¬ 
erate  consumptive  demand.  Fancy 
cheese  are  only  in  moderate  supply 
and  no  change  in  price  is  looked 
for  within  the  next  few  weeks. 
Undergrade  and  skimmed  cheese 
are  very  plentiful  and  selling  at 
prices  considerably  under  the  price 
of  fancy  table  grades. 

Fish. 

The  mackerel  market  is  still  in 
buyer’s  favor.  The  demand  is  very 
moderate  and  prices  easy.  Cod, 
hake  and  haddock  are  unchanged, 
demand  being  comparatively  light, 
but  prices  steadily  maintained. 
Salmon  is  in  fair  demand.  Red 
Alaska  salmon  is  undoubtedly 
weaker  than  it  was  some  time  ago, 
but  has  not  declined  as  much  as 
some  other  grades  of  Alaska  salm¬ 
on.  French  sardines  are  very 
scarce  and  gradually  tending  up- 
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ward.  The  price  is  now  quite 
high.  Imported  sardines  are  dull 
and  unchanged. 

4 

Provisions. 

The  prices  on  everything  in  the 
smoked  meat  line  have  remained 
stationary  this  past  week,  with  a 
moderate  consumptive  demand. 
Small  regular  hams  are  in  better 
demand  than  any  other  goods,  ow¬ 
ing  to  the  approaching  Easter  sea¬ 
son.  Pure  lard  is  firm  at  un¬ 
changed  prices,  with  a  good  con¬ 
sumptive  demand,  while  compound 
is  steady  at  unchanged  prices  with 
only  a  moderate  consumptive  de¬ 
mand.  Dried  beef  is  firm  with  a 
good  demand;  barreled  pork  and 
canned  meats  are  steady  at  un¬ 
changed  prices  with  a  light  de¬ 
mand. 


INDIVIDUAL  MARKET  REPORTS. 


Spices. 

The  market  continues  fairly  ac 
tive,  with  satisfactory  trading  for 
all  articles  throughout  the  list.  In 
the  course  of  three  or  four  weeks 
something  definite  will  be  known 
relative  to  the  possibility  of  a  duty 
on  spices.  In  the  meantime  this 
question  will  have  a  tendency  to 
ward  firmer  prices. 

Pepper. — Lampong  declined ;  has 
reacted  and  now  much  firmer. 
Other  grades  are  slightly  lower 
here.  Prices  in  the  East,  however, 
are  well  maintained.  Stocks  con¬ 
tinue  very  small  both  here  and  in 
Europe. 

Red  peppers  slightly  easier,  but 
in  good  demand. 

Cloves  are  very  firm,  our  market 
being  fully  ]/2  cent  per  pound  un¬ 
der  European  quotations. 

Pimento  (Allspice)  unchanged 
and  in  only  fair  demand. 

Mace  continues  very  scarce,  de¬ 
mand  being  brisk  at  present. 

Nutmegs  continue  firm  and  in 
good  demand  at  very  steady 
prices. 

Cassias. — Saigon  in  good  de¬ 
mand;  Batavia  is  quiet  and  un¬ 
changed;  China  grades  slightly 
easier. 

Gingers  in  fair  demand  at  un¬ 
changed  prices.  The  African  crop 
will  be  late. 

Tapiocas  unchanged.  Demand 
good  at  present.  Prices  at  present 
we  consider  safe. 

Seeds,  Herbs,  Etc. — Celery  ad¬ 
vanced  during  the  week.  Higher 
prices  very  likely.  Canary  slightly 
easier.  Mustards  are  firmer. 
Caraway  and  Poppy  slightly  lower. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


Imported  Fish  Specialties. 

Herring. — The  herring  situation 
has  not  changed  since  our  report 
last  week.  Holland  herring,  par¬ 
ticularly  the  milkers,  are  very 
scarce,  and  have  been  selling  quite 


readily,  and  stocks  are  very  much 
reduced. 

Scotch  Herring. — There  is  a  very 
good  demand  for  really  fine  sum¬ 
mer  caught  fish,  and  very  little  to 
be  had.  The  stocks  here  consist 
mainly  of  later  caught  herring, 
which  are  rather  poor  in  quality, 
and  which  are  taken  by  the  trade 
only  when  they  cannot  get  any¬ 
thing  else. 

Norway  fat  herring  are  practi 
cally  out  of  the  market,  and  Sloe 
herring  are  taking  their  place,  anc 
the  quality  is  satisfactory. 

Imported  Sardines. — The  situ¬ 
ation  is  unchanged  as  far  as  arriv¬ 
als  are  concerned.  Of  course  there 
is  nothing  coming  from  France,  anc 
there  is  nothing  coming  just  now 
from  Portugal,  as  there  is  no  catch 
there  at  all,  and  no  winter  fish  are 
coming  from  Norway  because  none, 
or  practically  none,  have  been 
packed,  owing  to  the  total  failure 
of  the  fishing.  The  small  stocks 
held  here  are  now  held  at  advancec 
prices,  and  the  trade  begins  to 
realize  that  they  have  to  pay  higher 
prices  if  they  want  the  goods. 

Mackerel  of  all  kinds  are  neg 
lected  and  selling  only  in  a  hand- 
to-mouth  way. 

Strohmeyer  &  Arpe  Co 

New  York. 


Standard  Canned  Goods. 

Whatever  trend  to  the  market 
prices  for  spot  tomatoes  developed 
last  week  was  not  toward  a  lower 
level  of  values,  if  not  distinctly  in 
the  other  direction.  The  increas¬ 
ing  demand  for  them,  coming  from 
markets  so  widely  scattered,  indi 
cates  an  early  opening  of  the  spring 
trade,  when  the  buying  is  for  ac¬ 
tual  wants,  and  the  goods  go  di¬ 
rectly  into  line  for  prompt  con¬ 
sumption,  not  into  warehouses  to 
await  developments.  The  canners 
are  not  overly  anxious  for  a  higher 
market  just  at  this  time,  because 
of.  the  attitude  of  the  growers,  who 
still  refuse  to  contract  for  next 
season’s  crop  unless  at  a  higher 
price  than  they  obtained  last  sea¬ 
son.  An  advance  in  the  market 
prices  for  the  canned  article 
now  would  stiffen  up  the  grow¬ 
ers  in  their  demands  and  should 
they  be  successful  in  their  efforts 
the  extra  outlay  for  the  raw 
stock  in  the  coming  canning 
season  would  be  far  more  than  the 
present  holders  of  spot  goods  could 
possibly  realize  by  any  small  ad¬ 
vance  from  the  quotations  of  to¬ 
day.  However,  if  the  market  for 
spot  tomatoes  is  going  to  advance, 
considerations  of  this  sort  cannot 
sold  it  down. 

There  was  increased  buying  of 
future  tomatoes  last  week,  the  de¬ 
mand  being  much  larger  than  it  was 
in  any  week  since  the  first  of  the 
year,  and  the  outlook  is  for  a  stead¬ 
ily  increasing  demand  from  now 
on.  The  growers  show  no  inclina¬ 
tion  to  yield  in  their  demand  for 
more  money  for  this  year’s  crop, 
while  the  canners  appear  to  be  con¬ 
tent  to  await  developments  and  al¬ 


low  the  situation  to  drift  along. 
|  They  must  get  together  before 
long,  however,  for  the  reason  that 
the  growers  must  soon  make  their 
plans  for  the  season’s  crops,  and  if 
other  crops  will  pay  them  better 
than  tomatoes  there  is  nothing  to 
compel  them  to  work  for  the  can¬ 
ners.  The  growers  will  come 
around  all  right,  they  mostly  al¬ 
ways  do.  A  more  important  prob¬ 
lem  will  have  to  be  worked  out 
next  season,  namely,  the  question 
of  getting  sufficient  canning  house 
labor,  which  has  become  increas¬ 
ingly  bothersome  in  recent  years. 

1  he  other  lines  of  vegetables 
were  active  in  a  small  way  during 
last  week,  apparently  to  piece  out 
broken  stocks  of  a  number  of  arti¬ 
cles,  but  with  no  decided  trend  to¬ 
ward  any  particular  lines,  excepting 
that  the  low-priced  corn  found  new 


Small  demand  for  cove  oysters. 
The  prices  continue  firm.  The  can¬ 
ners  have  not  been  able  to  accumu¬ 
late  much  surplus  stock  because  of 
the  small  supply  and  high  cost  of 
the  raw  oysters. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 


owners,  some  good-sized  lots 


changing  hands.  The  low  prices 
attracted  attention  to  sweet  pota¬ 
toes,  string  beans,  kraut  and  soaked 
peas,  and  they  are  worth  attention. 
Up  to  this  date  there  has  been  no 
buying  here  of  any  line  of  vege¬ 
tables  for  future  delivery,  excepting 
tomatoes. 

(  The  stocks  of  spot  pineapples  in 
Baltimore  are  certainly  very  light, 
and  before  the  next  crop  comes  in 
they  will  be  pretty  well  cleaned  up. 
Apples  continue  to  move  out  in 
good-sized  lots  at  the  low  prices 
for  them.  Everything  else  in  the 
line  of  fruits  was  dull  last  week, 
and  nothing  out  of  the  ordinary 
occurred  in  any  of  them.  The 
stocks  are  so  light,  except  black¬ 
berries,  that  the  canners  show  no 
disposition  to  force  sales.  There  is 
less  talk  these  days  about  a  famine 
in  fruits  next  season  because  of  the 
warm,  open  weather  during  the  fall 
and  winter,  which  by  the  way  the 
weather  bureau  says  is  the  mildest 
winter  in  this  section  in  59  years. 


Florida  oranges  continue  scarce 
and  high,  fancy  stock  bringing 
$4.25.  The  run  of  the  choice  to 
good  fruit  commands  $2.50  to 
$3-75  J  demand  active. 


New  rhubarb  is  now  cominer 
from  Long  Island,  as  well  as  Mich¬ 
igan.  The  price  ranges  from  40  to 
50  cents  per  bunch ;  demand  good. 


There  are  practically  no  good 
Florida  tomatoes  on  the  market. 
What  are  coming  range  from  $1 
to  $1.50  Hothouse  tomatoes  are 
also  very  scarce,  but  would  bring 
50  cents  a  pound  if  good. 


Beets  are  coming  forward  from 
Charleston  at  around  3  cents  per 
bunch.  From  Florida  some  are 
also  coming  at  y/2  to  4  cents. 


Florida  salad  is  cheap  and  shows 
fair  quality— $1.25  to  $1.50  per 
hamper ;  demand  good. 


Florida  beans  range  from  $2.25 
to  $2.75  and  are  selling  well. 
The  quality  is  fair. 


Florida  peas  are  very  scarce  and 
very  high — $5  per  package.  The 
quality  is  fair  and  the  demand 
takes  everything. 


IMMEDIATE  SALE! 


of  GROCERY  STORES  of 


S.  Scheuer  &  Sons 


LOCATED  AX 

241  Clinton  Ave.,  412  Springfield  Ave.,  251  Bank  St., 


1  Bowery  St.,  504  Clinton  Ave.,  NEWARK,  N.  J. 


and  1091  Springfield  Ave.,  IRVINGTON,  N.  J. 


Bids  will  be  received  by  the  RECEIVERS  or  their  Attorneys  on  or  before  March  24, 
1913,  10  A.  M.,  for  the  purchase  of  the  above-mentioned  stores,  or  any  of  them,  as  going 
concerns. 

Stores  include  general  stock  of  groceries;  furniture  and  fixtures,  horses,  wagons  and 
harness;  and  equipment  incident  to  the  running  of  a  retail  GROCERY  BUSINESS,  includ¬ 
ing  outstanding  book  accounts. 

These  stores  have  been  in  existence  many  years.  The  “SCHEUER”  name  has  been 
well  known  in  the  grocery  trade  for  the  past  55  years. 


FULL  INFORMATION  MAY  BE  OBTAINED  FROM 


BILDER  &  BILDER  =  and 

64  Market  St.,  Newark,  N.  J.  ^  92  Park  Place,  Newark,  N.  J. 

Attorneys  for  Receiver 


RECEIVERS 
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jesn’t  This  Date  Tel! 
You  Something? 


This  is  the  date  Knigfifs  Cookinj 
tracts  first  decorated  grocers’ 
elves.  Time,  skill  and  experi- 
ce  combined  have  added  to  the 
rfection  of  these  goods  each 
ar.  If  an  old  lady  or  a  child 
sent  for  a  cooking  extract  with' 
it  being  told  to  get  a  certain 
and,  they’ll  ask  for  Knight's  by 
stinct.  This  name  naturally 
entities  itself  with  flavoring 
:tracts  in  their  minds.  It’s  a 
msehold  word  and  stands  for  th« 
ighest  standard  of  excellence. 


KNIGHT’S 

booking  Extract  Co 

No.  211  ARCH  STREET 

PHILADELPHIA,  PA. 


Babbitt's  _ 
Cleanser 

Pays  Grocers  Best 

BABBITT’S  CLEANSER  is  the 
best  paying  cleanser  you  can  handle  ; 
first,  because  of  the  splendid  profit 
you  make  on  each  sale ;  second,  be¬ 
cause  your  customers  will  buy  it  again 

and  again,  once  you  start  them. 

* 

BABBITT’S  CLEANSER 
is  put  up  in  an  attractive  con¬ 
tainer  that  makes  it  a  “good 
shelf  package".  Keep  it 
where  customers  can  always 
see  it  and  it  will  sell  itself. 

B.  T.  Babbitt,  Inc. 

New  York 


Why  Hooton’s 
Cocoa  Sells  to 
All  Classes  of 
Trade 


People  who  want  money’s  worth  buy  our 
ten-cent  can  because  it’s  the  biggest  can 
of  first  quality  cocoa  at  the  price.  People 
who  want  ‘  ‘The  Best’  ’  buy  Hooton’s  Cocoa 
because  its  quality  and  flavor  please  them. 
We’ll  show  you  how  to  get  all  your  cus¬ 
tomers  interested  and  sell  them  more  cocoa 
than  you  ever  sold,  by  pushing  Hooton’s 
Cocoa.  Write  for  particulars  of  our  plan. 


jwimMurm  nsroOTK  miotic  nwi : 
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^PRIVATE 

lESTATEli 

COFFEEf 

PRIVATE  ESTATE  COFFEE  CO.f 
i  THE’FULTON  MILLS’NEW  YORK.USA 


REOSTefHO 


Here’s  the  Second 
Reason  Why  “Pri¬ 
vate  Estate”  Cof¬ 
fee  isDifferentand 
Will  Sell  Better 


dVo.  2= 


It’s  a  blended  coffee  in 
which  Mexican.coffee  pre¬ 
dominates,  and  has  a 
much  better  body  and 
richer  flavor  than  the 
average  coffee  you  will  be 
offered  to  sell  again. 

PRIVATE  ESTATE  is 
just  what  its  name  im¬ 
plies — the  product  of 
carefully  tended  planta¬ 
tions  in  the  richest-  cof¬ 
fee  country  in  the  world. 
Everybody  who  drinks  it 
once  will  want  it  again, 
if  they  know  and  like 
real  coffee. 

Packed  in  distinctive 
one-pound  burlap  bags, 
also  in  one  and  three- 
pound  tins.  Twenty- 
eight  cents  to  you,  what¬ 
ever  you  like  to  your 
customer. 

Private  Estate 
Coffee  Co. 

Successors  to  F.  A.  CAUCMOIS  &  CO. 

FULTON  MILLS 
21-23-25  Fulton  Street 

NEW  YORK  CITY 
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STROLLERS 

COLUMN 


It's  a  pretty  risky  business — 
butting  in  to  other  people’s  busi¬ 
ness,  ain’t  it?  Sometimes  you 
get  in  right  and  sometimes  you 
get  in  wrong  and  muss  every¬ 
thing  up. 

But  I  had  an  invite  to  butt  in 
last  week  where  I  know  I  was 
right.  I  was  sorry  afterward 
that  I  spoke  so  plain,  but  it  didn’t 
do  a  mite  of  harm  and  it  did  me 
some  good.  I’d  been  wanting  to 
say  that  for  some  time. 

I’ve  got  a  customer  that  does  a 
big  business,  but  he  ain’t  ever  got 
where  lie  feels  himself  above  do¬ 
ing  the  commonest  work  of  the 
store.  I’ve  seen  him  go  out  and 
sweep  the  pavement  when  the 
boy’s  been  busy  at  something 
else,  and  he  even  takes  goods  out 
on  the  wagon  when  they’re 
wanted  in  a  hurry  and  there  ain’t 
anybody  else  to  do  it. 

I  believe  that  fellow’s  rich,  for 
he’s  done  a  good  business  for 
twenty-five  years,  but  to  look  at 
the  clothes  he  wears,  even  when 
he’s  dressed  up,  you’d  think  he 
worked  on  the  railroad  at  90  cents 
a  day. 

And  yet  through  it  all  he  feels 
his  oats,  and  if  he  thinks  any¬ 
body  is  trying  to  look  down  on 
him  he’ll  start  a  scrap  right  then 
and  there. 

YY  hen  I  got  in  his  store  last 
week  he  was  fearfully  fussed 
up  over  something  that  had  just 
happened  to  him  while  he  was 
out  delivering  some  goods.  I 
saw  I  couldn’t  sell  him  any  goods 
while  he  was  boiled  up  like  that, 
so  I  sat  down  and  waited. 

He  was  talking  with  a  clerk 
and  telling  him  not  to  go  to  a 
certain  customer's  any  more  for 
orders. 

1 11  teach  her  she  can’t  wipe 
her  feet  on  me!”  he  said.  “I’m 
as  good  as  she  is,  or  her  mother, 
either,  and  I  pay  my  bills  a 
darned  sight  better!  Nice  peo- 1 


How  One  Customer  Was  Lost. 

pie,  they  are,  to  try  to  come  it 
over  me!  You  just  stay  away 
from  there,  Sam — they  can  trade 
with  somebody  that  don’t  care 
whether  he’s  a  man  or  a  dog!” 

He  sort  of  dragged  me  into  the 
thing  by  looking  at  me  while  he 
talked,  so  I  thought  I  had  a  bid 
to  find  out  something. 

“Old  man,  you  seem  pretty 
well  stewed  up,”  I  said,  “what’s 
happened  to  you?” 

He  began  again  and  talked  un¬ 
til  the  train  I  thought  I’d  make 
had  gone.  The  whole  thing  was 
this :  He  had  taken  a  load  of 
goods  to  the  house  of  this  woman 
and  thought  because  he  was  the 
boss  he  had  a  right  to  hand  ’em 
in  at  the  front  door?  The  girl 
that  answered  the  bell  told  him 
to  take  ’em  around  back,  and 
when  he  said  he  wouldn’t  do  it 
she  called  the  madam  and  she 
and  the  grocer  had  a  tongue  fight. 
The  woman  said  he  could  take 
’em  around  back  or  take  ’em  back 
to  the  store,  and  he  took  ’em  back 
to  the  store. 

It.  came  out  that  he  didn’t  take 
goods  to  everybody’s  front  door, 
but  this  woman  had  sort  of  got 
his  goat  by  being,  as  he  called 
it,  stuck  up  with  him,  so  he  used 
her  front  door  to  show  her  he 
was  as  good  as  she  was. 

“And  of  course  you’ve  lost  her 
trade,”  I  said. 

“I  don’t  give  a  red  cent!  I 
don’t  give  that  for  her  trade!  I 
don’t  need  the  trade  of  cattle  like 
that,  and  I’ll  tell  her  so  in  a  min¬ 
ute  if  I  ever  get  a  chance ! 
They’d  better  pay  me  what  they 
owe  me,  too,  or  I’ll  have  a  lawyer 
on  ’em !” 

He  was  so  het  up  that  he  was 
ready  for  a  stand-up  fight — with 
a  good  customer  that  hadn’t  done 
a  blamed  thing  but  kick  when  he 
tried  to  cart  a  load  of  groceries 
through  her  house! 

He  couldn’t  seem  to  forget  it. 


“I  had  a  right  to  go  to  her  front 
door !’’  he  said,  and  then  looked 
at  me.  I  kept  shut,  which  was 
some  job. 

“Don’t  you  say  so?”  he  kept  on. 

“Since  you  put  it  up  to  me,  I 
don  t,”  I  said.  “The  back  door’s 
the  place  to  take  stuff  that  has 
to  be  used  in  the  kitchen.” 

“Maybe  it  is  if  a  boy  delivers 
it,”  he  said,  “but  I  ain’t  a  boy!” 

“You  were  doing  a  boy’s 
work,”  I  said. 

“All  right,”  he  said,  “I  don’t 
care  a  blame.  I  know  I  was 
right !  That  woman  always  looks 
anyway  as  if  she  wanted  to  wipe 
her  feet  on  me  !” 

“Maybe  you  give  her  cause  to,” 
I  said.  You  see,  I’ve  known  this 
man  for  ten  years  and  he  ain’t 
any  politer  to  me  than  I  am  to 
him. 

“What  d’ye  mean  by  that?”  he 
said,  ready  to  drag  me  in  his  fight 
right  away. 

“Oh,  nothing,”  I  said. 

“Yes,  you  did !”  he  said.  “You 
said  I  gave  her  cause  to  wipe  her 
feet  on  me ;  now  what  d’ye 
mean  ?” 

“That  ain’t  what  I  said  at  all,” 

I  said ;  “I  said  maybe  you  made 
her  feel  as  if  she  could.” 

“Well,  don’t  gas  so  much  about 
it!”  he  said,  “what  d’ye  mean?” 

“If  you  ask  me,”  I  said,  “I 
mean  that  you  don’t  put  on  lugs 
enough  for  a  man  with  a  business 
like  this.  You’d  just  as  soon 
sweep  the  street  as  not,  and  if 
you  do  things  like  that  people  are 
going  to  size  you  up  that  way. 
Why  in  thunder  do  you  need  to 
go  out  on  the  wagon?  You  can 
afford  to  hire  people  to  do  that 
kind  of  work.” 

“I  ain’t  too  proud  to  do — ”  he 
began  loudly. 

“Oh,  piffle !”  I  said,  “if  you 
ain’t  you  ought  to  be.  You  ain’t 
the  store  boy — you’re  the  boss, 
and  you  ought  to  act  like  you 


was  the  boss.  If  I  had  as  muc 
money  as  you  had  I’d  spend  son 
of  it  on  clothes,  instead  of  the 
seven-ninety-eight’s  you  wea 
What  good  does  your  money  c 
you,  if  you  can’t  buy  a  suit 
decent  clothes  with  it?  That’s  tl 
reason  you  think  you  can  swe< 
the  street — you  get  info  a  $7.1 
suit  and  you  feel  like  the  sto 
boy.  And,  by  gum,  if  you  a; 
me,  you  look  like  him.  Go  sper 
$25  or  $30  and  fit  yourself  01 
and  you’d  change  your  mind  wi’ 
t)he  suit.” 

“I’ve  got  a  darned  good  notic 
to  knock  your  block  off !”  he  sai 

“Go  ahead,”  I  said,  “if  you  c 
I’ll  bite  a  hole  in  that  suit  ar 
then  you’ll  have  to  get  a  new  one 

Now,  wasn’t  I  plum  righ 
Clothes  are  a  heap — don’t  ev 
forget  it.  The  fellow  that  pu 
on  a  $7.98  is  sized  up  as  a  $7.r 
man.  Don’t  people  see  that’ he 
sized  himself  up  as  one?  G' 
into  a  $30  suit  and  you  ain’t  a  b 
better  man,  understand,  but  pe< 
pie  will  think  you  are,  and  b' 
lieve  me,  that’s  a  lot. 

The  Stroller. 


Delaware  Will  Improve  Her  Canne 
Goods. 

The  first  step  toward  legisla 
ing  Delaware  canned  foods  b< 
yond  all  likelihood  of  suspicio 
was  taken  by  the  House  las  j 
week,  when  it  passed  the  bi 
introduced  by  Representativ 
Hirsch,  himself  a  packer,  to  mak 
sanitation  in  canning  and  packin 
factories  compulsory  and  un 
form.  The  measure  provide 
that  all  packing  houses  in  Dela 
ware  shall  have  water-tight  floor: 
which  shall  be  washed  daily.  A' 
employees  are  to  wear  sanitar 
caps  and  aprons.  Wash  and  toi 
let  rooms  shall  be  provided  fo 
all  employees  and  sanitary  livin; 
quarters  must  be  maintained 
The  offal  and  waste  must  be  re 
moved  daily.  Neither  smokin; 
nor  spitting  on  the  floors  shall  b 
permitted.  The  bill  further  pro 
vides  for  the  appointment  of  ; 
factory  inspector  to  be  appointee 
by  the  Governor  for  a  year,  at  ; 
salary  of  $1,000,  who  shall  mak< 
monthly  reports  to  the  Attorney 
General  on  cannery  conditions 
Fines  from  $10  to  $200  are  pro 
vided  for  any  violation  of  the  reg 
illations,  and  a  third  convictioi 
for  any  •  violation  shall  be  suffi 
cient  cause  for  the  closing  of  z 
cannery. 
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Welch’s 

‘ZTV5  e  National  Dtrinfi. 

You  Sell  the  Standard  When  You  Sell  Welch's 

m  also  get  the  benefit  of  advertising  which  has  already  created  a  demand  for  your  supply.  Your  store  be- 
nes  a  link  in  the  good-will  chain  that  we  have  stretched  across  the  country,  because  of  the  high  quality  of 
elch’s,  and  by  means  of  our  continuous  and  widespread  publicity. 

elch’s  advertising  is  cumulative  in  effect.  Its  value  extends  to  the  dealer  and  the  consumer  as 
11  as  to  the  manufacturer. 

ople  want  Welch’s  Grape  Juice  because  they  know  that  it  is  made  from  the  choicest  Concord 
ipes  only.  This  year  we  have  paid  as  much  as  $10  per  ton  more  than  the  market  price  for 
ipes,  thus  following  our  custom  of  securing  the  pick  of  the  crop.  Our  process  of  manufacture 
narked  by  the  most  exacting  care. 

ese  facts  have  been  and  are  being  widely  advertised.  You  get  the  benefit  of  this  advertising 
en  you  order  Welch’s.  In  addition  to  your  old  customers  we  will  send  new  ones  to  you. 
ere  is  an  ever  increasing  tendency  to  “buy  Welch’s  by  the  case.’’  You  will  note  that  our 
vertising  this  year  urges  this  business-increaser  for  you. 

dealers  who  push  Welch’s  we  send  attractive  and  attention-compelling  advertising  matter, 
you  are  dispensing  Welch’s,  mention  the  fact  when  you  write  to  us. 

SEND  FOR  OUR  PROPOSITION 

THE  WELCH  GRAPE  JUICE  COMPANY 

WESTFIELD,  NEW  YORK 


No  more 
use  for 
Scoop 
or 

Scales 


FRANKLIN 

GRANULATED 

SUGAR 


•  Standard  of  Purity* 

REFINED  FOB 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA 


JIT  Weighing  sugar,  putting  it  in  bags,  losing  by  waste  of  time,  overweight  and  cost  of  bags  and 
jJ  string  used  eats  up  all  the  profit  of  selling  sugar.  In  fact,  the  grocer  who  follows  such  old- 
fashioned  methods  loses  money.  No  wonder  the  sale  of  FRANKLIN  CARTON  SUGAR  is 
increasing  all  the  time.  The  FRANKLIN  CARTON  is  a  neat,  handy  package  that  s  as  easy  to 
handle  as  a  can  of  tomatoes;  it’s  ready  to  sell  when  you  get  it.  It  pleases  customers  because  every¬ 
body  wants  clean  sugar.  The  capacity  of  the  containers  enables  you  to  buy  in  convenient  quantities 
and  you  can  get  any  popular  sugar  in  FRANKLIN  CARTONS. 

You  can  buy  Franklin  Carton  Sugar  in  the  original  containers  of  24,  48,  60  and  120  pounds 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia,  Pa. 


Yonr 


customers  know  FRANKUN  CARTON  SUGAR  means  CLEAN  sujrar’ 
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ADVERTISING 


Robert  F.  Tettelbach,  proprie¬ 
tor  of  the  “Nu-Way  Grocery,” 
Cleveland,  Ohio,  sends  me  a 
batch  of  his  advertising  matter, 
from  which  it  appears  that  he  is 
running  a  rather  distinctive  store. 
To  describe  it  in  his  own  lan¬ 
guage,  he  gives  “no  credit,  no  de¬ 
livery,  no  stamps.  Prices  accord¬ 
ingly.”  Apparently  the  first 
thing  Mr.  Tettelbach  does  is  to 
send  out  a  facsimile  typewritten 
letter,  printed  on  paper  that 
might  Ire  considerably  better. 
Here  is  the  matter : — 


ence — “no  credit,  no  delivery,  no 
stamps,  and  prices  accordingly,” 
t|his  circular  says  nothing  about 
any  of  them.  I  shouldn’t  be  sur¬ 
prised  if  it  was  a  stock  letter 
written  by  a  professional  and  sold 
to  fit  anybody.  If  this  is  so,  I 
have  never  seen  a  more  striking 
example  of  the  failure  of  ready¬ 
made  advertising  to  fit  the  par¬ 
ticular  needs  of  a  store. 

*  *  * 

'Mr.  Tettelbach  also  sends  some 


of  his  circulars,  and  they  show 
very  plainly  that  they  were  either 
written  by  himself  or  by  some¬ 
body  with  the  store’s  special 
needs  in  mind.  I  shall  have  to 
say  something  more  about  the 
paper,  however — it  is  exceedingly 
poor,  especially  the  blue.  The 
white  circular  is  good  enough,  ex¬ 
cept  as  to  the  color;  it  is  grey 
instead  of  white.  Here  is  the  re¬ 
duced  reproduction  of  the  better 
circular  of  the  two: — 


comparisons.  He  should  com¬ 
pare  —  compare  —  compare  his 
prices  for  goods  sold  by  his  plan 
with  the  prices  of  goods  sold  by 
the  old  plan.  For  instance,  he 
might  get  somebody  who 
wouldn't  be  known  as  coming 
from  him  to  go  to  some  other 
stores  that  does  give  credit,  and 
does  deliver,  and  get  prices  on  a 
selected  list  of  articles.  If  his 
prices  are  lower,  he  can  advertise 
a  most  interesting  comparison, 
not  of  course  naming  the  store 
whose  prices  he  is  using.  This 
plan  of  merely  quoting  prices, 
without  comparing  them  with 
anything  is,  in  my  judgment,  a 
waste  of  half  the  available  adver¬ 
tising  force. 

*  *  * 

Generally  speaking,  however, 
this  is  good  advertising  and 
shows  enterprise  in  every  line. 
The  printer  who  got  it  out  knows 
his  business,  unlike  probably  a 
majority  of  the  printers  whose 
work  comes  into  this  department. 


Tettelbach’s  “Nu-Way”  Grocery 
3822  W.  25th  St.,  near  Denison  Ave. 

Dear  Madam : — Money  is  a  com¬ 
modity  of  exchange.  It’s  mighty 
hard  to  get  sometimes  and  it  fre¬ 
quently  does  not  go  very  far. 
Rather  a  strange  proposition. 

How  you  get  yours  is  really  no 
concern  of  mine.  What  interests 
me  most  is,  what  are  you  getting 
with  it?  Are  you  securing  full 
measyre  of  value  in  exchange  for 
this  hard-earned  medium? 

And  right  here  I  want  to  tell  you 
about  my  grocery.  You  know 
where  it  is,  no  doubt.  You  may 
pass  it  every  day.  Perhaps  you 
trade  here  occasionally,  but  you  are 
not  a  regular  customer,  and  you 
can’t  tell  me  why. 

This  store  has  never  done  much 
tooting.  I  do  not  like  noise.  Ac¬ 
tion  and  service  are  very  much 
more  impressive  to  me.  It  has, 
however,  grown  every  year,  and  I 
feel  there  is  a  very  good  reason 
for  it. 

When  a  customer  opens  her 
pocketbook  and  spends  a  dollar  here 
she  gets  a  heaping  hundred  cents’ 
worth  of  merchandise  value.  She 
gets  goods  she  can  be  proud  of, 
because  they  are  standard — the  best 
products  of  reputable  tactories.  In 
short,  she  gets — QUALITY. 

More  than  this,  she  gets  courteous 
treatment — just  the  same  attention 
and  as  much  of  it — no  matter  who 
she  is — as  the  wife  of  the  Gov¬ 
ernor  of  the  State  would  expect 
to  receive.  That’s  my  way. 

You  are  very  cordially  invited  to 
come  in  when  you  can  and  see  what 
comprises  the  stock  of  this  growing 
grocery.  You’ll  be  interested,  I 
know,  and  somehow  I  feel  that  your 
visit  will  prove  of  profit  to  both 
of  us. 

These  quotations  on  staple  goods 
should  receive  your  consideration. 

Yours  for  business, 

Robert  F.  Tettelbach. 

This  is  a  very  well  written  letter, 
but  it  doesn’t  fit  Mr.  Tettelbach’s 
business  as  closely  as  it  might. 
With  four  vital  points  of  differ- 


Tettelbach’s  Flyer 

MRS.  HOUSEWIFE  Are  You  the  Woman  on  the  Job  With  a  Basket’’— Does  a  saving  of  10  to  25  per 
cent  appeal  to  you?  It  should,  we  believe.  We  had  your  interest  in  mind  as  well  as  our  own  when  we  changed 
our  business  from  the  ancient  method  to  the  new  and  better  way.  which  is  the  only  just  and  fair  way  to  all 
concerned.  Service  which  is  paid  for  and  not  received  is  money  thrown  away.  We  will  prove  this  if  given 
the  opportunity.  May  we  have  that  .pleasure? 

Tettelbach’s  “Nu-Way  Grocery” 

3822  West  25th  Street,  Near  Denison  Avenue  ;  No  Stamps 

Delivery  to  those  who  desire  it  10c  extra,  providing  you  live  in  this  vicinity. 

To  those  who  carry  their  purchases  home  none. 

We  will  leave  it  to  your  own  judgement  as  to  whether  this  is  fair  or  not » 


FEW  of  Our  EVERY  DAY  PRICES  NOT  SPECIALS 


j  Moxley’s  Special  Butterine  .  21c 
j  Jelke’s  Good  Luck  Butterine  21c 
Domestic  Sardines  4c,  three  for  10c 
Wax  Lunch  Paper.  3  rolls  for  10c 
Salt  two  for 


6  lbs.  Velvet  Pastry  Flour  5 
5  lbs.  Graham  Flour 
5  lbs.  Whole  Wheat  Flour  . 
Rumford  Baking  Powder  .r' . 
Yellow  Com  Meal  lb. 

Aunt  Jemimas  Pancake  Flour 
Fairchild’s  Pancake  Flour 
Clifton  Pancake  Flour  .jtf, 
6c  Matches  3c.  Doz.  Afi'tit  . 
25c  Liquid  Veneer  " 


7c 

17c 

16c 

19c 

22c 

2%c 

9c 

9c 

9c 

35c 

19c 


Sauer  Kraut  5  lbs.  for  -», .«  10c 

Chewing  Gum.  3  for  .v  •  .  10c 
10c  Mother’s  Oats  9c,  3  for  .  25c 
10c  National  Oats  9c.  3  for  .  2$C 
12c  Shreaded  Wheat  11c 

15c  Mantles  .  12c 

10c  Mantles  .  8c 

Quart  Jar  Pure  Mustard  9c 

Small  Glass  "  4c 

Quart  Size  Ammonia  8c 

Quart  Size  Blueing  8c 

Large  Bottle  of  Catsup  13c 

Small  Bottle  "  qc 

Canned  Milk,  Tall  9c.  3  for  25c 

Small,  two  for  .  9c 


All  5c  Soaps,  two  for 
All  5c  Soap  Powders,  two  for 
Polly  Prim  Cleaner 
Dutch  Cleanser 
J.-ilo 

Minute  Gellatine  . 

Puffed  Wheat  , 

Puffed  Rice  . 

Corn  Puffs  . 

10c  Shinola,  2  for  ,  v . 
10c  2-in-l,  two  for 
6c  Tooth  Picks.  3  for  .  *  . 
10c  Climaline,  2  for  r-f  . 
60c  and  50c  Teas  .  'iot  . 
Hen  Food,  lb.  .  ’  / ' 


9c 
9c  j 
8c 
8c 
9c 
9c 
9c 
14c 
14c 
15c 
15c 
10c 
15c 
45c 
2c 


We  Handle  “Crystal  Springs1’  FANCY  CREAMERY  BUTTER 

Our  Coffee  and  Peanut  Roaster  is  working  eveiy  day,  30c  to  45c 
value  Coffee,  25c,  28c,  32c  and  35c.  Jumbo  Peanuts,  lb.,  12c 

It  is  most  gratifying  to  ua  to  experience  the  manner  in  which  our  customers  are  learning  of.  and  taking 
hold  of  the  •  NU-WAY"  money  saving  plan-and  right  here  we  desire  to  express  our  thanks  in  appreciation 
of  the  generous  patronage  accorded  us  since  making  the  change.  People  have  been  yearning  for  an  oppor¬ 
tunity  of  this  kind  for  years  without  avail  and  it  affords  us  great  pleasure  to  know  that  by  using  these  modern 
methods  we  are  not  only  saving  the  customer  money  but  make  every  deal  a  square  deal. 

CANNED  FOODS  WEEK  From  March  31  to  April  6 

Substantial  I N DUCEM  EN  TS  to  our  customers  in  the  way 
|  of  Reduced  Prices  on  various  lines  of  CANNED  GOODS  during 
that  week. 


This  is  also  interesting  as 
showing  the  way  retailers  here 
and  there  are  getting  ready  to  do 
something  during  Canned  Foods 
Week. 


The  grocer  who  delivers  no 
goods  and  gives  no  credit  has  any 
number  of  splendid  advertising 
opportunities  waiting  for  him. 
Of  course,  his  strong  point  is 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Florida  eggplants  range  from  $2 
to  $2.25  and  the  demand  is  very 
fair. 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standard 

being  absolutely  pure 
fulfilling  ALL  THE 
REQUIREMENTS  oi 
the  Pure  Food  Laws. 
Grocers  assume  no  risk 
in  handling  these  goods 
as  the  demand  for  them 
Registered,  is  constant. 

C.  S.  Pat.  oi 

MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltd. 

Established  1780 
DORCHESTER,  MASS. 
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What  the  52  Samples 
Would  Show 

It  would  be  Intensely  interesting  to  lay  away  a  sam¬ 
ple  of  Gurnse  butter  each  week  of  the  fifty-two,  and 
at  the  end  compare  them  to  see  how  well  Gurnse  bears 
out  our  claim  of  absolute  uniformity. 

<|  Gurnse  butter  is  the  highest  grade  dairy  butter  on 
the  market,  without  a  shadow  of  a  doubt.  You  are  a 
careful  and  conscientious  grocer — don’t  you  need  a 
gilt-edged  butter  in  your  business  ? 

Wrapped  in  brine-dipped  parchment,  sealed  in  a 
carton  and  guaranteed  on  a  money-back  basis. 


Packed  in  20. 30 and  50-pound  boxes  —  pounds  and  half  pounds  —  44  cents 
Prices  subject  to  market  changes. 

PC  X  f*f\  39-«.43  SOUTH  FRONT  STREET 

•  /"•  VKUVVN  SJ  CIA  PHILADELPHIA,  PA. 


5,000 

Grocers  are  Wanted  | 

TO  ASSIST  IN  CEI.Etl  RATING 

California 
Raisin  Da; 

WEDNESDAY,  APRIL  c 

y 

iOth  I 

It  Will  Be  a  Benefit  to  You  as  Well  as  a  | 
Benefit  to  the  Raisin  Industry 

A  plan  for  assisting  grocers  in  selling  raisins  has  been  perfected  by 
the  Raisin  Day  Committee  and  5,000  grocers  are  wanted  to  use  this 
plan  and  enjoy  the  advantages  that  will  follow.  Send  at  once  for  the 
free  plan  of  advertising  and  window  dressing,  which  includes  beautiful 
lithographed  pennants  and  posters,  striking  window  cards,  and  stickers 
and  raisin  recipes.  These  are  absolutely  free  to  you  and  will  attract 
much  attention  to  your  store  Join  with  the  live  grocers  who  are  go¬ 
ing  to  take  advantage  of  the  National  campaign  of  advertising. 

WE  FURNISH  YOU  WITH  EVERYTHING  FREE 

WRITE  lAT  ONCE  TO 

California  Raisin  Day  Committee  1 

e.  a.  berg  FRESNO,  CAL.  | 

MR.  GROCER-HERE  IS 

The  New  Dessert 


- - - -v 

Judge  It  "By_  Its  Users 

A  hundred  thousand  merchants  in  all  lines  of 


Your  customers  are  right  now  seeing  NESNAH  ads  in  the  leading  women’s 
publications,  and  they’re  going  to  come  into  your  store  for  it. 


business,  wholesalers  and  manufacturers  in  many  kinds  of  trade, 
schools  and  colleges  use 


You  know  how  a  new  dessert,  when  properly  exploited,  attracts  women. 
You  also  know  the  prestige  to  be  had  for  all  grocers  who  proclaim  themselves 
progressive  by  stocking  the  best  and  latest  things  in  your  line. 


^Writing  PI  SYSTENT^ 


The  End  of 
Drudgery 


Here  is  NESNAH— a  welcome  change  from  gelatine — a  decidedly  differ¬ 
ent  dessert.  A  quick  selling  preparation  for  making  the  most  delicious  milk 
and  cream  desserts  and  ice  cream.  Nutritious,  healthful,  very  tasty  and 

easily  made  in  a  jiffy.  An  easy  seller  that  repeats  often. 

Your  profit :  33^3%  on  cost  and  25 fo  on  selling  price. 

Put  up  in  Nine  Rich  Flavors — packed  single  or  assorted  : 

Caramel  Chocolate  Orange 
Coffee  Raspberry  Lemon 

Vanilla  Pistachio  Maple 

I  Dozen  10c  Packages  in  a  Container 
3, 6  or  12  Dozen  in  a  Case,  90c  a  Dozen 


We  assure  you  that  Nesnah  will 
“make  good”  for  you.  Our  policy 
is  to  supply  the  trade  through  the 
local  jobber.  If  not  found  in  stock 
order  direct  from  Laboratory  :  :  : 

Chr.  Hansen’s  Laboratory 

LITTLE  FALLS,  N.  Y. 


These  are  some  of  the  things  the 
McCaskey  System  will  do  for  you  : 

It  will  end  useless  bookkeeping,  copy¬ 
ing  and  posting  from  one  book  to  another,  bill  and 
statement  making.  An  account  is  written  once , 
ending  the  need  for  further  writing. 

It  prevents  mistakes.  Every  customer 
has  the  same  record  of  his  account  as  you  and  in 
the  same  handwriting.  He  always  knows  what  he 
owes  after  each  purchase — you  have  the  same 
record. 

It  collects  money  faster  than  any  human 
collector.  Every  customer  receives  a  statement  of 
his  account  in  full,  with  his  latest  purchase  itemized 

and  all  footed  up. 

It  prevents  forget¬ 

ting  to  charge;  one  of  the 

greatest  sources  of  loss  in  the  average  business,  which 
sometimes  runs  into  thousands  of  dollars  a  year. 

It  is  an  automatic  credit  limit.  It  prevents  overbuying  and 
stops  overselling, 

It  will  prove  your  loss  in  case  of  fire  to  the  satisfaction  of  the 
insurance  adjusters. 

Write  for  more  information.  Do  it  to  day,  and  we’ll  tell  you 
after  investigation  if  you  need  The  McCaskey  System  in  your 
business.  Better  do  it  now.  while  you  think  of  it. 

The  McCaskey  Register  Co.,  Alliance,  Ohio 

Branches  — New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memphis, 
Atlanta,  Kansas  City,  San  Francisco,  Seattle  ;  Dominion  Register 
Company, Ltd. ,  Toronto,  Canada;  Manchester,  England. 

The  Largest  Manufacturers  of  Carbon  Coaled  Salesbooks  in  the 


World 


S.  B.  McCartney.  Treas. 

A.  S.  Trigg.  Sec. 

Planters  Trading  Co. 

General  Merchandise 
Valliant.  Okla. 

March  8.  1912. 
The  McCaskey  Register 
Co..  Alliance.  Ohio. 

Bear  Sirs: — We  have  had 
your  1050  account  McCaskey 
Register  System  in  service  for 
the  past  eight  months.  We  are 
very  much  pleased  with  the 
service  and  satisfaction  we  have 
had  through  your  system. 

During  the  month  of  Febru¬ 
ary  our  sales  amounted  to 
$17,000.00  and  each  and  every 
item  of  our  entire  business  is 
carried  on  our  McCaskey. 

Yours  very  truly. 
Planters  Trading  Co. 

S.  B.  McCartney. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT’ 


Two  Easter  Windows 


No.  i. 


Two  good  suggestions  for  Easter  decorations.  The  little  live 
chick  and  fresh  egg  display  proved  a  very  great  attraction  for  me  last 
season.  The  window  is  arranged  in  the  following  manner:  I  first 
made  the  little  fence  of  laths,  placing  them  close  enough  together  to 
prevent  a  little  chick  from  pushing  itself  through,  then  I  made  the  tiny 
hen  house  of  a  cocoa  box ;  it  was  about  nine  inches  high  in  front  and 
about  six  in  the  rear,  with  a  sloping  roof.  I  cut  out  a  little  window  at 
each  side  and  placed  a  piece  of  glass  back  of  them ;  the  little  door  was 
held  in  position  by  two  small  pieces  of  leather  for  hinges. 

The  fence  and  house  next  got  two  coats  of  white  paint  and  the 
roof  one  coat  of  red,  all  this  should  be  done  several  days  before  fixing 


e£g  dye.  Run  a  width  of  white  paper  or  muslin  across  the  re: 
with  wording  like  illustration.  I  forgot  to  mention  the  little  chickil 
had  were  only  about  three  days  old.  If  older  and  stronger  chicks  a: 
used  you  must  use  wire  or  they  will  fly  over  the  little  fence  and  get  i 
the  other  side  of  the  window. 

No.  2. 

The  basket  and  pyramid  display  is  arranged  as  follows :  first  cov 
the  bottom  of  the  window  with  white  crepe  paper.  Cut  a  long  strip  ( 
pasteboard  about  two  inches  wide  and  cover  it  with  white  crepe  pape; 
bend  it  to  form  an  egg  and  fasten  it  to  the  bottom  of  the  window.  FI 
it  with  fruit  of  all  kinds.  At  each  corner  fasten  a  large  stalk  of  choi: 
celery.  At  each  side  in  the  center  make  a  pyramid  of  vegetables,  suu 
as  cabbage,  beets,  carrots,  turnips,  sweet  and  white  potatoes  and  gre<. 


the  window  as  it  must  be  thoroughly  dry.  When  arranging  the 
window  cover  about  half  of  the  bottom  with  newspapers,  and  cover  it 
thickly  say  about  one  inch,  with  hayseed ;  the  chicks  like  to  scratch  in 
this.  ISow  place  the  little  fence  and  house  as  in  illustration.  It  is 
then  ready  for  the  lively  peeps.  Cover  the  other  half  of  the  window 
on  the  bottom  with  green  crepe  paper.  In  the  center  make  a  large 
straw  nest  and  fill  it  with  fresh  eggs.  At  each  corner  make  a  small 
nest  and  fill  with  colored  eggs,  and  at  the  rear  display  different  kinds 


onions,  stand  them  upright.  At  the  rear  in  the  center  place  a  smal 
peach  basket  upside  down  and  around  this  place  one  or  two  burla] 
bags,  against  this  place  large  heads  of  lettuce.  On  top  place  a  largi 
fancy  basket  filled  with  fresh  eggs.  From  the  top  of  the  handle  run  ; 
string  of  smilax  to  each  corner,  place  the  end  under  each  stalk  o 
celery.  Place  a  large  white  ribbon  or  crepe  paper  bow  on  the  handh 
and  the  display  is  complete.  This  will  show  up  better  still  if  th< 
entire  background  is  of  white  crepe  paper. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Written  for  the  "Grocery  World  and  General  Merchant” 

A  Terrific  Smash  at  Inefficiency  of  Some 
Pennsylvania  Retail  Grocers’ 
Associations 

C.  M.  Wessels,  Whose  Representatives  Have  Visited  Many  Local 
Associations  in  Interest  of  Pennsylvania  Organization  Plan, 
Says  Things  About  Condition  Some  of  Them  Were  Found 
in  Which  Will  Probably  Draw  Blood.  Theme  is,  “Organize 
or  Die.” 


ized  State  in  the  Union  and  I  am 
going  to  do  it  despite  the  corpses 


The  retailer  who  passes  this  arti¬ 
cle  by  without  reading  every  line 
of  it  is  deliberately  shutting  his 
eyes  while  a  number  of  people  pick 
his  pockets. 

What  sort  of  a  chance  would 
Massachusetts  or  New  Jersey  have 
had  to  whip  the  British  in  1776? 
What  sort  of  a  chance  would  the 
two  together  have  had  ?  The  Thir¬ 
teen  Colonies  did  it  though,  didn’t 
they?  Why?  Organization. 

•  This  was  the  first  lesson  that  the 
United  States  had  in  the  value  of 
organization  and  because  of  that 
lesson  we  adopted  as  our  motto 
“E  Pluribus  Unum”  (one  in 
many).  Isn’t  the  motto  of  your 
own  country  good  enough  for  you, 
Mr.  Retailer? 

What  sort  of  a  chance  did  labor 
have  against  capital  25  years  ago? 
None.  Capital  dictated  to  labor, 
paid  what  it  wished  for  it,  and  if 
labor  didn’t  like  it,  labor  got  kicked 
out.  What  is  the  condition  to-day? 
Why  labor  dictates  to  capital  and 
capital  has  got  to  like  it.  Why? 
Organization.  Why  must  we  pay 
Standard  Oil  from  17  to  18  cents  a 
gallon  for  gasoline  to-day  against 
8  cents  a  year  ago?  Organization. 

Why  do  the  Cream  of  Wheat 
Company,  Thomas  J.  Lipton  and 
many  others  force  you  to  sell  their 
goods  on  a  margin  which  doesn’t 
pay  your  expenses?  Organization. 
Why  don't  you  force  them  to  pay 
you  for  your  work?  Lack  of  or¬ 
ganization.  There  are  thousands 
of  equally  effective  illustrations  of 
the  absolute  necessity  of  organiza¬ 
tion  to  accomplish  any  real  thing, 
so  it  would  be  silly  to  mention  any 
more.  You,  Mr.  Retailer,  know  of 
dozens  of  them. 

What  chance  have  you  alone  to 
get  a  real  garnishee  law — to  stop 
the  parcel  post— to  get  the  tax  re¬ 
moved  from  butterine,  or  to  get  any 
of  the  many  laws  which  you  need 
so  badly  to  protect  you  in  your 
business?  None.  Why?  The 
answer  is  the  reason  Massachusetts 


couldn’t  whip  the  British — she 
wasn’t  big  enough,  she  wasn’t 
strong  enough. 

Pennsylvania  merchants  fondly 
imagine  because  they  are  supposed 
to  have  7,337  members  in  their  105 
local  associations  that  they  are 
showing  that  they  believe  in  or¬ 
ganization.  Pennsylvania  is  one  of 
the  best  organized  States  in  the 
Union.  And  yet  as  an  organization 
the  Retail  Merchants’  Association 
of  Pennsylvania  is  a  long  way  from 
living  up  to  its  possibilities.  Re¬ 
member  “our  enemies  flatter  us, 
our  friends  tells  us  the  truth.” 

I  have  proven  my  friendship  for 
the  retail  merchants  of  the  whole 
United  States  and  I  have  sweat 
blood  to  do  it.  I  have  earned  over 
814,000  for  the  National  Associa¬ 
tion  of  Retail  Grocers.  This  $14,- 
000  has  put  new  life  and  energy 
into  that  organization,  has  enabled 
it  to  quadruple  its  membership  of 
three  years  ago,  and  this  is  only  one 
of  the  things  I  have  done  to  prove 
my  friendship  for  the  retailers  of 
this  country.  Single-handed  I 
fought  one  of  the  biggest  manufac¬ 
turing  industries  in  the  United 
States  because  the  concern  flouted 
the  retailer. 

I  have  visited  almost  every  State 
in  the  Union  and  dozens  of  cities 
and  towns  in  many  of  them.  I 
know  just  why  many  of  the  retail 
organizations  are  a  joke,  and  I 
know  better  than  most  men  that  the 
joke  is  absolutely  certain  to  prove 
a  tragedy. 

There  is  no  class  of  men  in  this 
great  country  of  ours  who  work 
harder  for  less  money,  under  more 
adverse  conditions,  than  retail  gro¬ 
cers,  and  this  condition  is  very 
largely  because  of  their  hopeless 
and  pitiful  indifference  to  the  op¬ 
portunities  presented  to  them  to 
better  themselves. 

Over  a  year  ago,  as  a  matter  of 
personal  pride  in  the  State  in  which 
I  was  born,  I  made  up  my  mind  to 
make  it  the  most  strongly  organ- 


strewn  in  my  path.  I  devised  a 
plan  certain  to  increase  the  mem¬ 
bership  of  the  local  associations 
and  through  them  the  State  Asso¬ 
ciation,  by  supplying  an  incentive 
which  I  hoped  would  be  strong 
enough  to  breathe  the  breath  o  : 
life  into  the  deadest  merchant  of 
them  all. 

My  familiarity  with  the  clannish¬ 
ness  and  self-satisfied  attitude  of 
many  organizations  and  their  mem¬ 
bers,  toward  anything  no  matter 
what  it  was,  caused  me  to  follow 
all  the  red  tape  rules  and  regula¬ 
tions  which  are  usually  laid  down 
by  those  who  are  not  successful,  to 
keep  anything  new  away  from 
them. 

I  submitted  my  plan  to  the 
officers  of  the  Philadelphia  Retail 
Grocers’  Association,  and  they  put 
their  stamp  of  approval  on  it. 
Then  the  Executive  Committee  of 
the  organization  was  called  to¬ 
gether,  the  plan  presented  to  them, 
and  they  set  their  seal  of  approva 
on  it.  Then  the  Executive  Com¬ 
mittee  of  the  Retail  Merchants’  As¬ 
sociation  of  Pennsylvania  were 
brought  together,  the  plan  submit¬ 
ted  to  them,  and  they  set  their  seal 
of  approval  on  it.  Then  the  plan 
was  presented  to  the  convention  of 
the  Retail  Merchants’  Association 
of  Pennsylvania  at  Johnstown  last 
August,  and  the  convention  unani¬ 
mously  endorsed  it. 

Since  then  I  have  been  devoting 
most  of  my  time  and  energy  and 
many  thousands  of  dollars  of  my 
money  to  acquaint  the  individual 
members  of  the  Pennsylvania  Re¬ 
tail  Merchants’  Association  with 
the  most  carefully  detailed  expla¬ 
nation  of  the  plan,  so  that  they 
would  see  the  imperative  im¬ 
portance  of  giving  it  their  most  im¬ 
mediate  and  heartiest  support. 
Why  ?  Because  no  merchant  can 
read  this  plan  and  understand  it 
without  instantly  realizing  that  it 
means  a  tremendous  stimulus  to  the 
organization  movement  and  the 
sort  of  an  organization  as  a  result 
through  which  most  of  the  many 
things  that  the  retailers  of  Penn¬ 
sylvania  are  now  wasting  their 
time  hoping  for  may  be  accom¬ 
plished. 

Please  understand,  you  who  read 
this  article,  that  no  one  merchant 
is  necessary  to  the  success  of  this 
plan — its  success  is  already  assured 
because  there  are  enough  live  mer¬ 
chants  who  believe  in  real  organi¬ 


zation  and  what  can  be  accom 
plished  through  it  now  working 
with  the  plan  to  make  its  succes: 
assured.  This  article  is  writter 
only  with  the  hope  that  it  ma; 
awaken  from  their  Rip  Van  Winkl< 
sleep  some  of  those  who  don’t  knov 
they  are  alive  until  someone  jabs  ; 
pin  into  them. 

You  who  are  alive  are  asked  t( 
carefully  read  a  report  made  by  on< 
of  my  representatives  who  has  beer 
canvassing  Pennsylvania  to  lean 
the  retailers’  attitude  toward  th< 
Pennsylvania  plan.  After  you  have 
read  it,  you  may  feel  like  laughing 
but  don’t  laugh,  because  in  th< 
words  of  Commodore  Philip,  of  th< 
United  States  Navy,  when  his  vie 
torious  crew  looked  upon  the  havo< 
they  had  created  among  the  Span 
ish  sailors,  “Don’t  cheer,  boys,  th( 
poor  fellows  are  dying.” 

Report  from  Pittsburgh  Associ 
ation,  Mr.  Bell,  secretary:  “\V( 
are  unanimously  and  irrevocabl) 
against  the  Pennsylvania  plan.’ 
Reasons  :  “Too  much  Philadelphia 
same  as  free  deals,  coupon  schemes 
trading  stamps,  etc.”  “Under  nc 
circumstances  will  he  (Secretarj 
Bell)  lend  his  efforts  to  further  the 
interests  of  any  manufacturer.” 

The  facts :  Practically  ever) 
manufacturer  interested  in  the 
Pennsylvania  plan  does  as  big  a 
business  proportionately  in  Pitts¬ 
burgh  as  in  Philadelphia.  Just  as 
much  like  free  deals,  coupon 
schemes,  trading  stamps,  etc.,  as  a 
check  for  $1,000  is.  The  same 
similarity  as  there  is  between  day 
and  night;  as  hard  to  distinguish 
between  them  as  it  is  to  tell  a  cock¬ 
roach  from  an  elephant — and  there 
the  similarity  ceases. 

My  impression  is  that  Mr.  Bell, 
the  secretary  of  the  Pittsburgh  As¬ 
sociation,  is  cross  because  he  thinks 
somebody  has  been  trying  to  force 
urn  to  do  something  which  he 
doesn’t  want  to  do,  just  as  a  child 
becomes  cross  when  you  force  him 
away  from  a  hot  stove  when  he  is 
about  to  put  his  hands  on  it.  I 
believe  that  Mr.  Bell  is  so  peeved 
that  he  will  vent  his  spleen  on  any 
or  everybody  regardless  of  conse¬ 
quences  to  himself  or  his  organiza¬ 
tion. 

In  an  effort  to  see  Mr.  Bell  I 
went  all  the  way  to  Pittsburgh  and 
tried  to  find  the  address  of  his  as¬ 
sociation  in  the  telephone  directory. 
It  wasn’t  there.  Found  Mr.  Bell’s 
name  in  the  directory;  called  the 
number  and  was  informed  by  “Cen¬ 
tral”  that  the  phone  had  been  dis- 
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The  Annual  Puffed  Rice  and 
Puffed  Wheat  Coupon 
Sampling  Offer  is  Here 

The  coupons  will  begin  to  reach  the  housewives  about 
April  10th  at  an  average  rate  exceeding  two  million  weekly. 

760,000  a  week  on  the  average  offer  one  package  en¬ 
tirely  free. 

All  we  ask  of  you  is  merely  to  get  ready  for  the  first  of 
this  coupon  demand. 

We  take  the  risk  on  goods  you  purchase  to  take  care  of 
the  business  sure  to  follow  this  offer. 

The  Guaranteie 

Buy  two  cases  each  Puffed  Rice  and  Puffed  Wheat,  and 
should  any  part  remain  on  August  1st,  we  will  relieve  you  of 
the  surplus  on  request. 

You  get  your  full  profit  on  every  coupon  you  redeem. 

We  reimburse  you  in  cash  at  the  retail  price. 

We  urge  you  to  anticipate  by  ordering  your  Puffed  Rice 
and  Puffed  Wheat  now. 


The  Quaker  Qats  (onxparvy 


i  , 
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connected.  Called  up  three  of  the  |  one  is  still  on  the  official  list,  no- 


best-known  grocers  in  Pittsburg 
and  was  told  to  let  the  association 
alone — it  was  dead.  Called  up  two 
prominent  jobbers  in  Pittsburg' 
and  was  told  by  both  that  they 
had  “never  heard  of  the  organiza 
tion.”  I  don’t  make  this  statement 
because  I  want  to  be  unpleasant 
but  because  it  is  true,  and  “pity  ’tis 
’tis  true.” 

Report  from  Pittsburgh  N. 
Grocers :  “This  association  rarely 
has  enough  members  out  to  consti 
tute  a  quorum,  and  there  is  abso 
lutely  no  interest  shown  in  the  or 
ganization  by  anybody  except  the 
officers.  The  secretary  advised  that 
he  was  ready  to  resign  because  o 
this  lack  of  interest  (Good  luck  to 
you,  J.  Henry  Graf).  He  stated 
that  nothing  had  been  done  in  ref 
erence  to  the  Pennsylvania  plan  anc 
he  would  be  unable  to  say  what  dis¬ 
position  would  be  made  of  the  mat 
ter  until  after  the  next  meeting.’ 
(Let  us  hope.) 

Report  from  McKeesport:  “The 
association  in  this  city  is  not  in 
flourishing  condition.  The  members 
have  very  little  interest  in  its  meet¬ 
ings  or  its  doings.  (And  not  in  a 
flourishing  condition  ?  Impossible  !) 
The  secretary  appears  to  be  inter¬ 
ested  in  the  Pennsylvania  plan  and 
hopes  to  awaken  enough  enthusi¬ 
asm  among  the  merchants  to  try 
to  get  the  money  for  his  city. 
(More  power  to  your  elbow,  Mr. 
Junker.) 

Sharpsburg :  “Had  an  interview 
with  J.  F.  Barry,  who  stated  that 
he  was  personally  in  sympathy 
with  the  plan  and  would  do  all  in 
his  power  to  have  the  members  as¬ 
sist  in  its  furtherance.  (Good  boy, 
Barry,  but  transfer  your  sympathy 
from  the  plan  to  your  members, 
they  need  it,  the  plan  doesn’t.)  A 
final  decision  has  not  yet  been  made 
by  the  association.” 

Irwin :  “This  association  is  prac¬ 
tically  a  dead  one.  Was  advised 
that  they  had  no  meeting  for  almost 
a  year  and  the  secretary  was  un¬ 
able  to  say  whether  or  not  they 
would  get  busy  on  the  plan.  (No 
meeting  for  a  year  and  a  “dead 
one”?  Don’t  believe  it.  I  am 
sorry  Tor  you,  my  dear  Jamieson, 
you  are  up  against  it.  Take  my 
advice,  get  out  of  the  morgue.) 
The  secretary  personally  appeared 
interested  and  said  he  would  try  to 
interest  his  members.” 


Greensburg :  “This  association 


has  had  a  new  secretary  since  Janu¬ 
ary  ist,  but  the  name  of  the  old 


body  concerned  having  had  interest 
enough  to  change  it.  The  present 
secretary,  A.  E.  Martin,  stated  that 
their  membership  had  decreased 
from  125  to  58.  Mr.  Martin  is 
very  much  interested  in  the  plan 
and  will  do  everything  he  can  to 
get  his  members  to  co-operate  with 
him.”  (Get  back  to  125  or  250 
through  the  Pennsylvania  plan. 
You  can  do  it,  Brother  Martin.) 

Jeannette:  “This  association  has 
had  no  meeting  for  two  months. 
Nothing  definite  has  been  done 
with  reference  to  the  Pennsylvania 
plan.  The  secretary  seemed  to  have 
as  much  interest  in  the  matter  as 
a  bedbug  would  have  in  a  pink  par¬ 
asol,  and  could  scarcely  get  him 
animated  enough  to  answer  civil 
questions.  He  hopes  to  have  a 
eting  “sometime.”  (Sometime? 
Really?  Why  you  are  a  regular 
cut-up,  Mr.  Cribbs.  Do  you  eat, 
or  is  it  too  laborious?) 

Uniontown:  “The  association  has 
not  had  a  meeting  for  several 
months  and  naturally  there  is  no 
interest  being  manifested  in  the 
Pennsylvania  plan.  A  young  law¬ 
yer  is  the  secretary  and  after  re¬ 
peated  attempts  to  get  a  quorum, 
quit  in  disgust.”  (Congratulations, 
Lawyer  John ! — want  to  know  you 
setter.) 

Vandergrift:  “From  investiga¬ 
tions  here  would  consider  the  Penn¬ 
sylvania  plan  an  absolute  frost  un- 
ess  someone  gets  into  the  town  and 
sets  off  dynamite  at  every  corner 
to  awaken  the  merchants  from 
their  slumber.”  (Mr.  Love,  I  have 
asked  my  family  to  bury  me  at 
Vandergrift — must  be  a  great  place 
to  disintegrate.  Won’t  you  please 
make  arrangements  for  a  lot  for 
me?  You  can  probably  get  one 
cheap  anywhere  on  your  business 
streets.) 

Johnstown :  “While  the  secretary, 
Mr.  Stewart,  is  in  favor  of  the 
ennsyTvania  plan,  or  anything  else 
which  is  going  to  mean  real  or¬ 
ganization  for  that  city  (my  Stet¬ 
son  is  in  my  hand  to  you,  Mr. 
Stewart),  the  president  is  posi¬ 
tively  opposed  to  the  proposition — 
not  certain  whether  he  knows  why 
he  is  opposed  to  it.”  (Tell  us,  Mr. 
President,  so  we  can  show  you 
where  you  are  wrong.) 

Indiana :  “The  president  and 
secretary  of  this  association  know 
nothing  whatever — (I  was  going 
to  stop  there,  but  it  would  be  un¬ 
kind)  about  the  Pennsylvania 
plan.  Several  grocers  were  called 


upon  but  they  knew  nothing  about 
it  either.”  (Wonder  if  they  knew 
George  Washington  is  dead.  Sure 
they  haven’t  heard  that  Wilson  was 
elected  ?) 

California:  “The  association  has 
only  three  grocers  connected  with 
it  and  they  at  present  will  have 
nothing  to  do  with  the  Pennsyl¬ 
vania  plan,  but  they  don’t  know 
why.  They  haven’t  had  a  meeting 
since  last  August,  and  the  organi¬ 
zation  isn’t  a  bit  nearer  dead  than 
an  Egyptian  mummy,  not  a  bit.” 
(If  it  wasn’t  unmanly,  here’s 
where  I’d  weep.) 

Brownsville:  “Saw  Mr.  Lynch, 
president  of  the  association,  in  the 
hope  of  interesting  him  in  the 
Pennsylvania  plan.  He  recently 
heard  Wessels’  address  on  the  sub¬ 
ject  at  Newcastle  where  it  was 
‘unanimously  endorsed,’  but  Mr. 
Lynch  cannot  see  where  the  propo¬ 
sition  can  benefit  him  or  other  local 
merchants.”  (Wonder  why  some¬ 
body  didn’t  stop  Mr.  Lynch  from 
snoring  while  I  talked.) 

There  are  a  lot  more  reports  like 
these.  Isn’t  it  pitiful?  Isn’t  it  a 
crying  shame?  To  think  that  any 
business  man  with  responsibilities 
not  only  of  a  family,  but  of  a  busi¬ 


ness,  on  his  shoulders  can  be  so  ab¬ 
solutely  indifferent  to  the  welfare 
not  only  of  his  business  but  of  his 
family ! 

Where  we  received  one  report 
like  those  just  quoted  we  received 
two  from  the  real  live  organizations 
which  are  accomplishing  things, 
showing  a  most  intense  interest  in 
the  Pennsylvania  plan;  their  intelli¬ 
gence  convincing  them  immedi¬ 
ately  that  they  have  everything  to 
gain,  nothing  to  lose,  that  they  are 
bound  to  increase  their  member¬ 
ship,  that  they  are  bound  to  save 
money,  that  they  are  bound  to  ac¬ 
complish  a  thousand  and  one 
things  that  can  only  be  accom¬ 
plished  by  organization,  and  that 
the  Pennsylvania  plan  is  honor¬ 
able,  fair  to  everybody,  and  that  no 
intelligent  thinking  man  can  criti¬ 
cize  it  and  that  it  means  organ¬ 
ization. 

You,  who  read  this  article,  please 
don’t  think  that  I  am  discouraged. 
I  have  already  told  you  that  the 
plan  is  going  to  succeed.  I  simply 
want  to  show  you  how  very,  very 
necessary  to  the  welfare  of  the 
Pennsylvania  merchants  the  Penn¬ 
sylvania  plan  is. 

(Continued  on  page  22 d.) 
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What  One  Food  Commissioner  Found  in 
Eight  Hundred  Grocery  Stores 


Had  to  Examine  Them  Under  State  Inspection  Law  as  to  Venti¬ 
lation,  Light,  Condition  and  Display  of  Goods.  Only  Two 
Had  Perfect  Score.  Scores  as  Low  as  47. 


The  Sanitary  Inspection  Law  re¬ 
quires  that  this  Department  make 
inspection  of  all  grocery  stores  and 
other  places  where  food  products 
are  manufactured,  handled,  dis¬ 
tributed  or  sold,  to  see  that  the 
same  comply  with  the  requirements 
of  the  law.  There  are  those  who 
believe  that  the  State  should  not  in¬ 
terfere  in  matters  of  this  kind ; 
while  there  are  others  who  believe 
that  the  Sanitary  Inspection  Law  is 
a  law  to  be  enforced  by  the  State 
authorities  ;  there  are  those  who  be¬ 
lieve  that  it  is  the  right  of  everj 
man  to  do  business  as  he  pleases, 
and  all  those  doing  business  with 
him  who  do  not  like  his  methods 
can  go  elsewhere.  .Such  a  person 
forgets  that  in  some  cases  this  is 
not  possible,  or  at  least  practicable, 
for  he  may  be  the  only  man  in  town 
carrying  on  this  particular  business. 


The  public  are  therefore  obliged  to 
do  business  with  him  or  go  without 
the  products.  A  few  trade  in  other 
towns  or  have  their  products 
shipped  to  them,  and  herein  lies 
the  reason  for  some  of  the  ship¬ 
ments  of  goods  into-  the  State  by 
the  consuming  public. 

In  some  places  the  grocerymen 
are  too  careless  with  regard  to  the 
sanitary  condition;  too  careless 
with  regard  to  how  their  goods  are 
kept  in  the  store ;  whether  they  are 
fresh,  or  contaminated  with  the 
odor  of  tobacco  smoke  or  codfish,  or 
such  products  as  have  a  disagree¬ 
able  odor  and  which  odor  is  readily 
taken  up  by  other  food  products. 
Such  persons  forget  that  the  public 
have  a  right  to  demand  that  all 
places  of  business,  where  food 
products  are  handled,  shall  be  kept 
in  proper  sanitary  condition,  and 
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iat  all  food  products  shall  be  dis¬ 
puted.,  handled  and  stored  in  such 
way  as  to  be 'free  from  harmful 
igredients  or  germs.  The  public 
ive  allowed  individuals  to  special- 
e  and  to  take  it  upon  themselves 
>  supply  the  general  public  with 
:rtain  commodities,  while  others 
asy  themselves  along  other  lines, 
he  public,  therefore,  have  rights 
hich  must  be  respected  by  those 
ho  are  doing  business,  and  the  re- 
jirements  under  the  Sanitary  In¬ 
action  Law  are  only  reasonable 
ir  the  protection  of  the  health  of 
le  people. 

Many  complaints  have  come 
om  different  parts  of  the  State 
ith  regard  to  the  condition  of  cer- 
rin  places  of  business.  Some  of 
lese  have  been  with  regard  to  the 
mdition  of  a  grocery  store,  or,  at 
mes  with  the  condition  of  a  cellar 
here  decayed  and  rotten  vegetable 
laterial  from  the  preceding  winter 
is  been  left  to  become  a  source 
f  menace  to  the  health  of  those 
ho  purchase  food  products  in  the 
lace. 

The  scores  for  each  grocery  store 
as  been  made  on  the  points  indi- 
ited  in  the  following: — 

Score. 


1.  Ventilation  and  light .  io 

2.  Floor,  walls,  fixtures,  screens, 

etc.  .  io 

3.  Refrigerator  .  10 

4.  Butter  and  cheese .  10 

5.  Bulk  goods,  vegetables,  etc..  .  10 

6.  Display  of  goods  in  store...  10 

7.  Sidewalk  display  .  10 

8.  Cellar  and  cellar  stock......  10 

9.  Backroom  and  yard .  10 

10.  Personnel  .  10 


Total  . 100 


E.  F.  Ladd, 

Dairy  and  Food  Commissioner 
North  Dakota. 

Experiment  Station, 

March  17,  1913. 

Not  e. — Commissioner  Ladd 
ends  with  the  above  a  complete 
able  showing  the  score  of  every 
;rocery  store  visited  by  his  inspec- 
ars.  It  is  very  interesting.  About 
00  retail  stores  are  reported  on, 
nd  out  of  this  number  only  two 
eceived  a  score  of  100 — J.  J.  Bart- 
ey,  of  Beach,  and  P.  A.  Moore  & 
Io.,  Dickinson.  These  two  grocers 
he  Department  found  were  keeping 
heir  stores  as  clean,  sanitary  and 
Lttjactive  as  they  could  be  kept, 
kores  ran  as  low  as  47,  this  man 
)eing  grossly  deficient  at  all  points, 
rhere  were  a  good  many  in  the 
)o’s  and  as  many  in  the  8o’s. — Ed. 


Florida  beans  are  beginning  to  be 
nore  generally  wanted,  and  the 
3rice  is  steady  to  firm — $2.75  to 
te-25- 


Women 
Prefer 

Pearl  Cleanser 

to  any  other,  because  it  combines 
all  the  “soapiness”  and  all  the 
“scouring  power”  that  can  be  put 
into  a  cleanser,  yet  does  not  scratch. 

Full  pound  in  every  package. 

We  redeem  the  fronts  of  Pearl 
Cleanser  cartons  for  high-grade  gifts, 
so  your  customers  have  an  additional 
inducement  to  keep  on  buying  Pearl 
Cleanser — each  sale  at  a  good  profit  to 
you.  Start  your  customers  on  Pearl 
Cleanser  and  you’ll  be  surprised  how 
soon  it  becomes  your  leading  seller. 

CHAS.  W.  YOUNG  &  CO. 


Makers  of  Soaps  of  Merit 


ESTABLISHED  1877 


PHILADELPHIA 


\tO\  Lr,i 

^  PENULT* 


WHAT  TO  TELL  CUSTOMERS 

“  Notice  this  can  of  PEARL  CLEANSER  is  a  full  pound  -  it 
will  scour  more  things  without  scratching  them  or  hurting  the 
hands  than  any  cleanser  I  know.  Cut  the  little  can  out  of  the 
front  of  the  big  one  and  save  it— this  gift  book  shows  you  why. 

Tliis  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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THE  EDITOR 


Saipicloat. 


;  The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  had  more  or 
less  to  say  about 
the  Collier-West- 
field  food  scheme, 
as  a  part  of  which 
“Collier’s  Weekly”  has  induced  the 
Westfield  (Mass.)  Board  of  Health 
to  print  an  alleged  directory  of 
brands  that  have  been  analyzed  by 
its  chemists  and  found  pure.  Col¬ 
lier’s  is  exploiting  the  scheme  as  a 
consumers’  directory  and  copies  of 
the  book,  at  io  cents  each,  are  being 
shipped  all  over  the  United  States. 
Collier’s  has  admitted  that  the 
scheme  is  being  paid  for  by  some 
of  the  manufacturers  whose  goods 
are  named  in  the  directory,  and  we 
have  criticised  the  whole  enterprise 
because  it  is  an  advertising  scheme 
hidden  under  the  mask  of  a  phi¬ 
lanthropy,  and  further  because  the 
book,  in  spite  of  a  prefaced  state¬ 
ment  that  it  does  not  contain  all 
pure  brands,  is  being  exploited  in 
such  a  way  that  consumers  will  in¬ 
evitably  condemn  a  brand  which  is 
not  listed. 

Some  additional  information  re¬ 
ceived  during  the  week  from  a 
manufacturer  who  started  to  go 
into  the  thing  but  withdrew,  indi¬ 
cates  even  more  clearly  what  a 
graft  the  Collier- Westfield  scheme 
really  is.  The  manufacturer  in 
question  proposed  to  have  four  of 
his  products— which  are  sold  all 
over  the  United  States— analyzed 
by  the  Westfield  Board  of  Health, 
to  the  end  that  they  might  be  listed 
if  found  all  right.  When  he  came 
to  ask  the  price  of  the  analysis,  he 
was  told  $4  for  each  one.  Al¬ 
most  any  chemist  will  make  it  for 
$2.50  each.  This  shows  the  un¬ 
righteousness  of  the  thing.  Natu¬ 
rally  a  manufacturer  of  pure  brands 
doesn’t  like  to  see  a  “directory  of 
pure  brands”  put  out  without  con¬ 
taining  his,  and  the  natural  thing 
for  him  to  do  in  such  a  case  is  to 
try  to  get  in  the  book  if  he  can. 
Indeed,  if  the  book  is  going  to 
arfiount  to  anything,  he  may  feel 
driven  to  get  into  it  for  important 
business  reasons.  He  goes  about 
it  .and  finds  that  the  compilers  of 
the  thing  won’t  take  ordinary  evi¬ 
dence  that  his  brands  are  piire  and 
worthy  of  rnention  in  the  book. 
He  can  show  them  a  hundred 


analyses  by  the  best  chemists  in  the 
land,  every  one  telling  a  story  of 
perfect  purity,  but  none  of  this  will 
even  be  considered.  He  must  let 
the  Westfield  chemist  analyze — only 
his  word  will  be  accepted — and  he 
must  be  paid  nearly  twice  the  regu¬ 
lar  price  for  his  work ! 
d  his  is  indeed  a  noble  enterprise ! 


Mr.  C.  M.  Wessels  contributes 
to  this  issue  a  slashing  arraign¬ 
ment  of  some  of 

The  We.,el.  Article  the  dead  and 
on  PennsylvAni* 

Assocutiom.  dying  local  gro¬ 
cers’  association  in 
Pennsylvania,  some  of  which  he 
names.  In  going  over  the  ground 
to  prepare  the  trade  for  the  Penn¬ 
sylvania  organization  plan,  his  rep¬ 
resentatives  encountered  a  condi¬ 
tion  of  lethargy  and  decadence  in 
certain  associations  which  is  little 
short  of  amazing.  It  is  very  dif¬ 
ficult  to  understand  how  these 
towns,  with  healthy,  prosperous, 
and  helpful  associations  all  about 
them,  can  sit  down  and  idly  yawn 
their  time  away.  The  writer  ven¬ 
tures  the  opinion  that  there  is  no 
town  in  existence  of  more  than  a 
thousand  inhabitants,  in  which  a 
merchants’  association  cannot  be 
organized,  and  further,  that  that 
association  can  be  kept  alive  and 
be  of  real  business  assistance 
to  every  member.  Naturally  there 
must  be  prime  movers  in  these 
things,  but  if  the  town  hasn’t  one, 
the  State  Association  has,  and  will 
always  be  glad  to  furnish  him. 


Every  one  of  the  dead  or  dying 
associations  in  Pennsylvania  has 
some  reason  to  give  for  its  condi¬ 
tion.  Every  reason  they  give  is 
bad— “HI  feeling  among  the  mem¬ 
bers.”  Is  there  excuse  for  that? 
“Can’t  get  members  out  to  the 
meetings.”  The  blame  is  not  with 
the  members,  but  with  the  meet¬ 
ings.  “They  can’t  see  where  the 
association  does  them  any  good.” 
Very  likely  it  doesn’t.  The  writer 
has  heard  so  many  reasons  given 
for  the  defunct  condition  of  retail 
grocers'  associations,  but  he  has 
never  yet  heard  even  one  good  rea¬ 
son  given.  They  were  really  con¬ 
fessions  rather  than  reasons — con¬ 
fessions  of  laziness,  of  indifference, 
of  bad  feeling,  of  stupidity  on  the 
part  of  the  members  or  the  mer¬ 
chants  who  should  have  been  mem¬ 
bers. 

Mr.  Wessels’  article  is  pretty 
likely  to  smart  somebody;  possibly 
the  smarting  may  start  the  circu¬ 
lation. 


be  available  than  the  following 
postal  just  received  by  this  journal 
from  a  woman  : — 


Dear  Sirs : — We  are  about  to  keep 
a  small  grocery  store  in  the  country, 

and  subscribe  for  the  -  - 

thinking  we  would  get  to  know  the 
best  place  to  buy  goods  on  a  small 
scale  to  sell  again,  but  we  don’t  find  in 
it  what  we  want.  Can  you  tell  us  how 
to  begin  to  keep  a  grocery  store  in  a 
small  way  to  begin  with  ? 

Respect’y  yours, 

X  X 


Amarine. 


Every  now  and  again  the  “Gro¬ 
cery  World  and  General  Merchant” 
expresses  its  con¬ 
viction  that  the 
greatest  trouble 
from  which  the 
grocery  business  is  suffering  is 
a  lot  of  unnecessary  stores,  and 
that  the  reason  for  this  is  that  any 
body  with  a  little  money,  man, 
woman  or  child,  can  enter  the 
business  without  let  or  hindrance 
No  better  proof  of  this  will  ever 


Bill  to  Punish  Dishonest  Advertising  Now 
a  Law  in  Pennsylvania 

The  Governor  of  Pennsylvania  on  Thursday  signed  the 
bill  making  it  a  criminal  offence  to  advertise  dishonestly,  and 
it  is  now  a  law.  The  measure  has  received  considerable 
attention  in  this  journal,  but  its  text  is  reproduced  again: 

_>  1 , V’hoever’  in  a  newspaper,  periodical,  circular,  form,  letter  or  other 

fn  bany  advePrdbseSen;  dlSt,r^uterd  or  circulated  in  this  Commonwealth 
jn  any  advertisement  in  this  Commonwealth  knowingly  makes  or  dis- 
semmates  or  causes  to  be  made  or  disseminated  any  sUement  or  asser¬ 
tion  concerning  the  quantity,  the  quality,  the  merit  the  use  the  oresent 
or  former  price,  the  cost,  the  reason  for  thT  price  or  the  modve  or 
S  merchandise,  securities  "or  “service^or'^con- 

merchandise  Z  thf  °T  °f  Production  or  manufacture  of  such 

Terred  on  Lcoum  nf  fetS1°n  °l  r™ards’  Prize*  or  distinctions  con- 
ierrea  on  account  of  such  merchandise  or  the  manner  or  source  of 

to  r mislead  shaS  I|1’perch^disefor  securities  which  is  untrue  or  calculated 
c  '  lslead>  shall  be  guilty  of  a  misdemeanor,  and  on  conviction  be 

in  hneCecdountvP^iianme  °f  T  or  by  imprisonment 

imprisonment  exceeding  sixty  days,  or  by  both  such  fine  and 


This  amazing  revelation  is  both 
pathetic  and  exasperating.  Pa¬ 
thetic  because  it  reveals  the  plight 
of  a  woman,  possibly  alone,  pre¬ 
paring  to  enter  a  fight  for  which 
she  is  wholly  unprepared  and  un- 
equipped.  Exasperating  because  it 
reveals  the  utterly  irresponsible 
competition  which  established  mer¬ 
chants — who  must  follow  competi¬ 
tion  wherever  it  leads — are  con¬ 
stantly  being  called  upon  to  meet. 

To  permit  such  a  condition  to  ex¬ 
ist  is  as  insane  as  it  would  be  to  pass 
a  law  making  it  a  misdemeanor  to 
deny  children  under  the  age  of  five 
years  all  the  matches  they  wanted 
to  play  with.  Children  so  equipped 
could  destroy  themselves  and 
others,  and  so  can — and  do — per¬ 
sons  who  go  into  business  without 
knowledge,  or  training,  or  con¬ 
sideration  as  to  whether  they  are 
needed. 


We  want  to  say  a  word  more 
about  the  bill  pending  in  the  New 
York  Legislature, 
Makine  Commission  requiring  all  com- 
Mtrchants  Honest,  mission  men  to  ob¬ 
tain  a  license  and 
file  a  bond  before  doing  business. 
This  journal  commended  the  bill 
very  highly  when  it  was  introduced, 
on  the  ground  that  it  would  help 
to  keep  straight  a  mercantile  class 
that  held  many  shysters.  We  were 
taken  to  task  by  the  Merchants’  As¬ 
sociation  of  New  York,  a  member 
of  which  wrote  an  article,  which 
we  printed,  strongly  objecting  to 
the  bill  on  many  grounds. 

By  this  time  the  New  York 
Merchants’  Association,  and  others 
who  believe  this  an  unjust  bill,  have 
probably  noted  the  New  York 
World’s”  exposure  of  two  dishon¬ 
est  commission  merchants,  both  of 
whom  appear  to  have  used  that  old 
and  favorite  trick  of  accounting  to 
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ie  shipper  for  less  than  they  re- 
eived. 

The  “Grocery  World  and  Gen- 
ral  Merchant”  says  amen  to  every 
lan  of  holding  to  the  strictest  ac- 
ountability  any  class  of  traders  so 
npregnated  with  fraud  as  commis- 
ion  merchants  have  lamentably 
een.  While  it  is  true  that  no  man 
an  be  made  honest  by  legislation, 
:  is  equally  true  that  his  actions 
an  be  made  honest  by  a  law  re- 
loving  him  from  business  if  they 
re  dishonest.  Let  us  squeeze  the 
lieves  to  the  wall  now,  while  the 
eople  are  awake. 


Two  small  newspaper  items  lying 
n  the  writer’s  table  may  throw  a 

little  light  on  the 

The  Tyranny  of  familiar  high  COSt 
Uicleie  Thingt.  0f  living.  One  is 

the  condensed  an- 
ual  report  of  Liggett  &  Myers, 
ml  the  other  serves  the  same  pur- 
ose  for  the  Lorillard  Co.,  both 
abacco  manufacturers. 

In  the  year  1912  the  Lorillard 
'0.  sold  $5,305,574  worth  of  its 
abacco.  The  Liggett  &  Myers 
io.  fail  to  say  how  much  they  sold, 
ut  they  cleared  $9,027,692,  so  that 
be  actual  business  done  must  have 
een  at  least  $50,000,000.  Every 
iollar  of  this  huge  sum  was  spent 
or  an  article  which  nobody  needed, 
nd  which  represents  in  every  part 
n  absolute  and  unmitigated  waste. 
Mid  these  are  but  two  of  the  many 
oncerns  supplying  tobacco,  and 
esides  tobacco  there  are  other 
hings  just  as  useless,  just  as  waste- 
ul. 

It  is  a  striking  illustration  of  the 
>ower  of  perfectly  unnecessary 
hings  to  force  themselves  upon  us. 
f  we  could  strip  all  these  things 
iff,  we  would  probably  find  living 
:osting  very  little  more  than  it  did 
en  years  ago. 


South  Carolina  is  now  shipping 
■alad,  and  it  ranges  from  $2  to 
>2.50.  The  quality  is  good  and  the 
lemand  active. 


This  is  the  Parke 
stamp — redeemable 
for  hundreds  of  beau¬ 
tiful  premiums.  It 
insures  steady  sales 
for  you. 


It  Will  Pay  You  to  Push 
the  Sale  of  This  Tea 

PARKE’S  GOLD  CAMEL  CEYLON-INDIA 
TEA  is  a  very  high  grade  of  real  Ceylon-India  of 
unusual  strength  and  fragrance.  It  is  sure  to 
please  customers  who  want  the  best  and  becomes 
the  leader  among  package  teas  wherever  intro¬ 
duced.  The  red,  blue  and  silver  package  makes  a 
beautiful  and  conspicuous  display  on  your  shelves 
and  sells  on  sight.  PARKE’S  GOLD  CAMEL 
MIXED  TEA  is  a  popular  blend  because  of  its 
fine  flavor  and  rich  amber  color.  The  carton 
makes  it  a  handy  package  for  you  and  guarantees 
its  quality  and  condition.  Cut  open  a  package  of 
Parke’s  Tea  and  you  will  see  at  once  how  clean  it 
is,  vastly  superior  to  ordinary  package  teas  and 
sure  to  sell  better. 

Parke’s  Stamp  line  includes  Coffee,  Tea,  Baking 
Powder,  Spices,  Ammonia,  Bluing,  etc.,  all 
strong,  steady  sellers. 

L.  H.  PARKE  COMPANY 

232-234  Market  Street  638-640  Grant  Street 

PHILADELPHIA  PITTSBURGH,  PA. 


Easy  to  Understand. 

The  effectiveness  of  some  good  thing 
>r  deed  is  often  impeded  because  of  a 
ack  of  understanding  by  the  general 
>ublic. 

When  Mapleine  was  put  on  the  mar¬ 
ket,  many  jumped  to  the  conclusion  that 
t  was  a  substitute  for  maple  syrup. 
Phis  is  absolutely  erroneous.  Mapleine 
s  not  a  syrup  or  a  substitute  for  any- 
hing,  but  an  original  flavoring  extract, 
vhich  produces  a  taste  similar  to  maple, 
dere  the  similarity  ends. 

Mapleine  is  not  a  sugar  or  a  syrup, 
lut  a  liquid  to  be  used  like  lemon  or 
/anilla  to  flavor  cakes,  puddings,  ices 
ind  white  sugar  syrup. — Ady. 


This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


WHAT  TO  TELL  CUSTOMERS 

“  I  can  sell  you  either  a  strong  Ceylon-India  Tea  or  a  milder 
mixed  Tea  and  guarantee  the  flavor,  if  it’s  Parke’s.  When  you 
open  this  Tea  notice  how  clean  it  is — no  dirt  and  sticks,  but  all 
pure  fragrant  Tea.” 
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National  Secretary  Urges  Retailers  to 
Stand  by  Canned  Foods  Week 

Says  it  Means  Sale  of  Millions  of  Cans.  Giles  Coming  to  United 
States  for  National  Convention.  Warning  Against  Selfish 
Schemes  of  Drug  Interests  Against  Grocers  and  General 
Merchants. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Cleveland,  Ohio, 

March  20,  1913. 

It  is  indeed  very  gratifying  to  us 
to  receive  the  ready  responses  to 
our  letters  sent  out  in  regard  to 
Canned  Foods  Week.  There  is 
every  indication  that  if  the  retailers 
will  take  advantage  of  the  special 
advertising  being  done  that  mil¬ 
lions  of  cans  of  food  will  be  moved 
during  the  week  beginning  March 
31st  and  ending  April  5th.  By 
making  a  good  display  and  demon¬ 
stration  we  will  be  able  to  eradicate 
from  the  minds  of  the  consuming 
public  every  atom  of  distrust  and 
suspicion,  and  place  on  that  part 
of  our  business,  which  is  at  least  40 
per  cent.,  the  stamp  of  approval  and 
confidence.  The  success  of  this 
week  of  sales  in  canned  foods  will 
be  more  far  reaching  than  first  an¬ 


ticipated.  The  opportunity  offered 
during  that  week,  making  for  the 
perpetual  use  of  canned  foods  and 
the  increase  in  distribution  can  be 
very  great  if  the  retailer  will  do 
his  duty. 

A  number  of  associations  have 
adopted  a  badge  and  are  distribu¬ 
ting  them  around  to  their  members 
to  be  worn  between  now  and  the 
31st  of  March.  One  badge  bears 
the  inscription,  “I  am  boosting 
Canned  Foods  Week,  are  you?” 
The  pre-advertising  which  is  being 
done  is  already  beginning  to  make 
the  people  inquire  something  about 
canned  foods,  and  many  of  our 
members  are  reporting  increased 
sales  already. 

We  would  advise  that  the  retail¬ 
ers  be  prepared  for  the  sale  and  de¬ 
termine  the  amount  which  they 
propose  to  dispose  of  to  be  a  very 


large  lot.  There  is  time  to  make 
out  assortments  and  to  figure  how 
close  it  would  be  advantageous  to 
sell  them,  and  in  fact  it  would  be 
well  to  be  fully  prepared  by  the 
time  the  sale  begins  to  know  just 
exactly  what  you  expect  to  do  each 
day  during  that  sales  week.  It  is 
safe  to  say  that  the  sales  will  be 
enormous,  provided  of  course  that 
we  use  every  means  at  our  com¬ 
mand  to  inform  the  public  and  to 
dispose  of  the  goods. 

All  of  the  factors  having  this 
matter  in  charge  are  leaving  noth¬ 
ing  undone  in  the  way  of  advertis¬ 
ing,  both  in  the  trade  press  and  the 
daily  paper,  and  your  officers  have 
done  everything  they  can  to  co¬ 
operate  with  them  in  bringing  at¬ 
tention  to  the  public  through  the 
daily  papers. 

Let  us  do  our  part,  boost  and 
boost  hard  at  every  local  meeting 
and  every  State  meeting  of  retailers 
no  matter  where  or  when  it  may  be 
held  during  the  next  thirty  days. 

This  plan  bids  fair  to  bring  into 
use  millions  of  cans  of  food  that 
would  otherwise  be  left  in  the 
storehouse  of  the  wholesaler  or  on 
the  shelves  of  the  retailer.  We 
believe  this  will  be  the  most  effect- 


She’ll  Use  Banner  Lye  Every  Hour  of  the  Day 

There  are  many  things  which  nothing  but  Banner  Lye  will  clean  satisfactorily,  and  once  you 
start  you  customers  buying  it  they  will  find  so  many  uses  for  it  they  will  never  stop  buying  it.  It 
sterilizes,  cleans,  disinfects,  removes  foul  odors  and  cleans  out  waste  pipes.  You  can  easily  sell 
Banner  Lye,  and  you  can  absolutely  guarantee  it.  The  patent  top,  sifting  can  makes  it  easy  to 
use,  yet  avoids  waste.  Every  can  contains  a  Library  Slip.  Your  customers  will  save  Library 
Slips  to  get  their  favorite  books  and  magazines  FREE.  Not  only  householders,  but  doctors,  butchers, 

bakers,  printers,  plumbers,  hotels  and  institutions,  restaurants,  etc.,  use 
Banner  Lye,  and  you  can  sell  it  to  all  of  them  if  you  keep  it  well 
stocked  and  displayed  where  the  attractive  red  label  will  be  seen. 

THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


ive  plan  of  advertising  canned  foods 
that  could  have  been  suggested. 
We  believe  the  tide  has  turned  and 
that  the  industry  now  has  thou¬ 
sands  of  friends  to  one  enemy  and 
that  its  enemies  are  merely  so  on 
account  of  ignorance  or  prejudice. 
This  plan  of  introducing  canned 
foods  will  almost  entirely  eradi¬ 
cate  this  prejudice  if  the  retailer 
takes  advantage  of  the  opportunity 
presented.  Everybody  is  looking 
forward  to  the  time  when  they  will 
have  a  special  opportunity  of  look¬ 
ing  into  and  studying  the  canned 
foods  in  every  phase.  The  National 
Association,  through  its  officers, 
are  using  every  effort  to  advertise 
this  sale  of  canned  foods  and  feel 
that  they  can  go  to  the  extent  of 
guaranteeing  everything  sold  dur¬ 
ing  that  week  and  that  the  retailer 
will  stand  behind  the  national 
officers  in  this  undertaking  for  the 
general  welfare  of  the  trade. 

*  *  * 

The  coming  National  convention 
at  St.  Louis  is  to  be  one  of  more 
than  ordinary  interest.  The  Na¬ 
tional  secretary  of  the  Federation 
of  Retail  Grocers  of  Great  Britain, 
Hon.  Arthur  J.  Giles,  has  notified 
President  Lux  that  he  will  arrive 
for  the  convention  in  St.  Louis  on 
the  day  previous  to  the  opening 
session,  which  will  be  held  May 
19th. 

He  will  visit  Philadelphia,  Wash¬ 
ington,  Boston,  Montreal,  Toronto, 
Niagara  Falls,  Cleveland  and  Chi¬ 
cago,  and  will  be  the  guest  of  the 
retail  grocers  in  the  cities  men¬ 
tioned. 

Mr.  Giles  has  served  twenty-one 
years  as  secretary  of  the  English 
Federation  and  no  man  is  more 
loved  bv  the  trade  in  Great  Britain 
than  is  he.  His  long  continued 
service  has  given  him  a  very  large 
acquaintance  with  the  law  makers 
of  the  realm  and  an  influence 
among  manufacturers  that  is  of  the 
greatest  benefit  to  the  trade  at 
large. 

*  *  * 

There  seems  to  be  an  organized 
effort  all  over  the  country  to  take 
away  from  anyone  but  a  registered 
druggist  the  right  to  sell  anything 
in  the  line  of  patent  medicines  or 
druggists’  sundries.  This  would 
include  extracts  of  all  kinds  and 
numerous  other  household  medi¬ 
cines  which  have  been  dispensed 
to  the  trade  by  the  general  mer¬ 
chants  for  a  hundred  years.  Al¬ 
most  every  State  in  the  Union  is  in 
legislative  session  and  there  has 
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;en  presented  in  one  form  or  an- 
ner  in  nearly  all  of  them  a  bill 
ong  the  lines  mentioned,  restrict¬ 
ed  the  sale  of  household  medicines 

b 

..registered  druggists.  A  great 
any  of  our  general  merchants 
ive  a  regular  trade  in  this  line 
E  goods  and  if  this  were  not  so,  it 
>mes  with  very  bad  grace  when 
e  take  into  consideration  that 
-erv  drug  store  in  the  country  is 
andling  soaps  of  all  kinds  to  say 
othing  about  other  lines  of  goods 
lat  are  entirely  foreign  to  the 
eeds  of  the  public  from  a  medici- 
al  standpoint.  This  matter  needs 
little  attention  at  the  present 
me  and  it  behooves  the  retailers 
1  the  several  States  to  take  care 
rat  nothing  of  this  kind  is  passed 
Tile  you  are  entirely  ignorant  of 
le  fact  that  such  a  bill  has  been  in- 
roduced.  It  is  very  evident  that 
lis  matter  is  under  some  general 
ontrol  because  all  bills  that  have 
een  introduced  are  worded  in  such 
imilarity  as  to  impress  anyone 
nth  the  belief  that  they  have  all 
een  drawn  up  under  one  authority. 

I  have  several  times  called  the 
ttentiou  of  the  retailers  to  these 
ills  and  think  it  wise  to  again 
ring  the  matter  to  your  attention, 
diere  is  a  determined  effort  to  put 
hrough  this  kind  of  legislation  in 
.  great  many  of  the  States. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


AMONG  THE  TRADE. 

During  the  week  the  Philadel- 
>hia  Health  Bureau  has  issued  the 
following  new  regulations  regard- 
ng  the  outside  display  of  meats, 
itc. : — 

No  meats  of  any  description  shall 
be  permitted  to  hang  or  stand  in  the 
open  air  exposed  to  insects  or  street 
dust,  but  must  be  under  glass,  and, 
in  summer,  properly  iced  to  prevent 
spoiling. 

Dressed  carcasses  or  parts  of  car¬ 
casses  of  animals  or  poultry  shall 
not  be  transported  through  the 
streets  of  Philadelphia  exposed  to 
view  and  to  contamination  by  dust 
and  insects.  All  vehicles  used  for 
the  conveyance  of  such  meats  shall 
be  provided  with  wrappers  of  can¬ 
vas  or  some  equally  satisfactory 
material  in  which  the  carcasses  or 
parts  of  carcasses  shall  be  com¬ 
pletely  enveloped  while  in  transit 
through  the  city. 

The  aprons,  smocks  or  other 
clothing  of  the  employees  who 
handle  meat  in  contact  with  such 
clothing  shall  be  of  a  material  that 
is  readily  cleansed  and  made  san¬ 
itary,  and  shall  be  cleansed  daily  if 
used. 

This  appears  to  refer  only  to 
meats,  etc.,  displayed  outside  the 
store. 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  rich,  pure  butter,  made  in  the  finest 
dairy  section  of  Pennsylvania.  We  get  it  fresh  daily  and  can 
guarantee  it  in  every  respect.  You’ll  like  its  flavor  and  quality 
better  than  any  butter  you’ve  ever  tasted.  Try  it. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


P.  F.  BROWN  &  CO 


39,  41  and  43  South  Front  Street 


PHILADELPHIA 


Grocers  often  lose  trade  because  of  butter  that  is  not 
uniform  in  quality  and  flavor;  customers  are  pleased  one  time 
and  disappointed  the  next,  so  they  shop  around  and  no  one 
can  depend  on  their  trade.  PRIZE  BUTTER  overcomes 
this  trouble;  our  enormous  facilities  enable  us  to  guarantee  its 
uniformity  of  both  quality  and  flavor.  You  can  recommend 
PRIZE  BUTTER  to  your  customers  with  confidence;  it  will 
please  them  this  week,  next  week  and  always.  This  means 
you  can  secure  a  big,  steady  volume  of  sales  from  satisfied 
customers,  in  fact,  you  will  do  the  big  butter  business  of  your 
town  if  you’ll  push  the  sale  of  PRIZE  BUTTER.  We  pack 
PRIZE  butter  in  carton,  tub  or  print,  and  color  and  salt  it  to 
suit  your  trade.  Let  us  know  your  requirements. 
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BURK'S 


Bock  Worst 


THIS  SAUSAGE  DELICACY  EVERY 
THURSDAY.  FRIDAY  AND  SATURDAY 


Contrary  to  our  former  custom  we  will  cook  this 
sausage  instead  of  marketing  it  in  a  raw  state,  which 
will  not  only  make  it  less  perishable  and  cause  it  to 
stand  shipping  better,  but  will  make  the  preparation 
thereof  much  easier. 


DIRECTIONS  FOR  THE  CONSUMER 

Cut  links  apart.  Cut  the  casing  lengthwise  on  two 
sides  with  the  point  of  a  sharp  knife.  Remove  the 
casing  by  pulling  it  from  end  to  end,  by  which  method 
the  meat  will  not  adhere. 

Brown  a  piece  of  butter  in  a  pan,  then  fry  the  sau¬ 
sage  long  enough  to  heat  it  through,  meanwhile  gently 
shaking  the  pan.  Serve  hot. 


BURK'S 


Meat  Loaf 


SEASONABLE  THROUGHOUT  THE  YEAR 


Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of  about 
five  pounds. 

Makes  a  quick  and  delicious  breakfast,  sliced  and 
fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  be  served  for  luncheon,  or 
warmed  in  the  oven  in  one  piece  it  takes  the  place  of  a 
roast. 

Meat  Loaf  was  originated  by  us  but  is  now  imitated 
by  others.  None  equal  to  Burk’s  which  is  of  superior 
quality. 

Every  piece  is  branded  with  our  name. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 


W«  would  b«  pleased  to  h*v»  for  publicatioa  ia  thii  columa  the  idea*  *f  ear  reader*  apoa  trade  tepica 
It  beia*  understood  that  we  do  aot  hold  ourselves  respoasible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  ef  food  faith,  bat  not 
necessarily  for  publicatioa.  All  inquiries  within  our  power  ts  answer  will  also  be  noticed  la  this  department. 


A  Great  Record  and  a  Great  Letter. 

Tioga  Centre,  N.  Y., 

March  19,  1913. 

To  the  Editor. 

Dear  Boys  and  Girls: — Enclosed 
please  find  check  for  subscription 
as  per  request  No.  3.  My  excuse 
for  not  remitting  before  is  thusly: 
January  1,  1912,  I  sold  out;  toolkit 
last  year  to  kinda  wean  off  on,  and 
now  renew,  for  I  don’t  think  I  am 
entirely  weaned.  I  was  in  busi¬ 
ness,  in  my  small  way,  from  Au¬ 
gust  15,  1869,.  until  January  1, 
1912 — same  corner  and  same  store 
— paid  100  cents  and  didn’t  burn 
out.  How  ist  dot  for  a  rec¬ 
ord  in  a  little  one-horse  town  like 
this?  Do  you  think  St.  Peter  will 
ask  me  very  many  questions  when 
he  hears  that  little  speil?  I  think 
he  will  say,  “Well  done,  good  and 
faithful  brother.  Pick  out  your 
harp.” 

Another  reason  for  my  seeming 
neglect  is  there  are  two  new  mer¬ 
chants  in  the  place  who  have  prom¬ 
ised  me  to  subscribe  but  have  not 
done  so  as  yet,  but  I  think  I  will 
land  them  when  the  sign  comes 
right,  so  you  see  I  was  waiting  to 
help  you’uns,  and  I  will  recommend 
you’uns  to  all  I  meet  in  the  grocery 
biz,  for  I  think  it  is  the  best  I  have 
ever  taken  during  the  brief  ( ?) 
period  of  my  business  career. 

Hoping  to  meet  you  hereafter,  if 
not  here,  I  remain, 

Your  true  friend  and  well-wisher, 
(Signed)  Fred.  Martin. 

*  *  * 

Gould-Mann  Law  Doesn’t  Include 
Drugs. 

Baltimore,  Md.,  March  18,  1913. 
To  the  Editor. 

Dear  Sir : — I  note  in  the  issue  of 
the  “Grocery  World  and  General 
Merchant”  of  March  17th,  on  page 
20,  under  the  heading,  “Gould- 
Mann  Bill  Now  a  Law,”  that  the 
writer  of  that  article  has  fallen  into 
an  error  with  regard  to  the  scope 
of  the  Gould  Net  Weight  and 
Measure  Bill. 

He  states,  “It  requires  the  net 
weight,  measure  or  numerical  count 
to  be  placed  on  the  label  of  all 
packages  of  food,  drugs,  medicines 
and  liquors,  which  are  shipped  from 
State  to  State.” 

This  is  incorrect.  The  bill 
amends  Section  8  of  the  Act  of 
June  30,  1906,  and  amends  “Third” 
under  sub-head  in  case  of  foods. 

It  does  not  apply  to  drugs  and 


medicines,  only  to  foods.  It  is  un¬ 
necessary  to  put  weight,  measure 
or  numerical  count  on  drugs  and 
medicines. 

Yours  very  sincerely, 

W.  M.  McCormick. 


*  *  * 

Want  a  Philadelphia  Commission 
Merchant. 

Micanopy,  Fla.,  March  13,  1913. 
To  the  Editor. 

Dear  Sir : — I  notice  in  your 
paper  market  quotations  on  vege¬ 
tables.  Can  you  give  me  the  name 
of  a  reliable  commission  house  in 
your  city  to  ship  to? 

Thanking  you  in  advance,  I  am, 
Yours  respectfully, 

H.  L.  Rosenberger. 

B.  F.  Ives  &  Co.,  224  Dock  street, 
Philadelphia,  are  absolutely  hon¬ 
est  and  reliable. 


*  *  * 

Practical  Difficulties  in  the  Way 
Enforcing  Net  Weight  Laws. 

New  York,  March  19,  1913. 
To  the  Editor. 

Dear  Sir:— Some  of  the  States, 
and  now  Congress,  have  passed 
laws  which  require  the  labels  to 
bear  a  legend  stating  the  exact  net 
weight  of  contents.  This  can  be 
done  easily  in  the  case  of  cereals, 
flour,  etc.,  and  goods  which  can  be 
weighed  and  are  sold  by  weight, 
but  becomes  almost  an  impossibil¬ 
ity  when  the  exact  net  weight  must 
be  put  on  the  labels  where  for  in¬ 
stance  fish  are  packed  in  oil,  or 
peas  are  packed  in  water,  etc. 

The  laws  do  not  state  whether 
this  net  weight  refers  to  the  fish 
alone,  or  to  the  fish  together  with 
the  oil.  In  the  case  of  peas  and 
mushrooms,  for  instance,  it  means 
that  if  one  puts  the  weight  of  peas 
and  water  or  mushrooms  and  water 
on  the  can  the  label  is  in  compli¬ 
ance  with  the  pure  food  laws,  but 
it  does  not  take  into  consideration 
the  protection  of  the  consumer, 
which  is  the  ultimate  object  of  the 
law,  because  if  an  unscrupulous 
manufacturer  were  to  put  in  the 
tins  only  jj  of  the  quantity  of  peas 
and  three-quarters  of  the  same 
quantity  of  water,  the  net  weight 
will  be  exactly  the  same,  or  almost 
the  same,  as  that  of  a  can  contain¬ 
ing  three-quarters  peas  and  one- 
quarter  water.  We  have  brought 
this  matter  to  the  attention  of  some 
Pure  Food  Commissioners  of  the 
various  States,  and  they  admitted 
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hey  were  not  sure  as  to  which 
vay  the  law  should  be  interpreted, 
rhis  is  only  one  of  the  hundreds 
>f  instances  that  occur  almost  every 
lay.  There  is  only  one  way  to 
■eally  remedy  this  pure  food  law 
ind  make  it  beneficial  to  all.  The 
>nly  remedy  that  we  can  see  is 
hat  the  United  States  and  the  vari- 
nis  State  laws  are  made  identical. 

Respectfully, 

G.  Porges, 

Secretary  Strohmeyer  &  Arpe 
Co. 

*  *  * 

Philadelphia  Importers  of  Dates. 

North  Tonawanda,  N.  Y., 

March  14,  1913. 

ro  the  Editor. 

Dear  Sir: — If  not  asking  too 
nuch,  we  should  like  to  have  you 
idvise  us  the  names  of  the  differ- 
:nt  concerns  in  your  city  who  im- 
)ort  dates. 

Thanking  you  very  kindly  in  ad¬ 
vance  for  a  reply,  we  are, 

Yours  very  truly, 

White,  Gratwick  & 

Mitchell,  Inc. 

Birdsong  &  Co.,  136  North  Dela¬ 
ware  avenue;  Lummis  &  Co.,  148 
North  Delaware  avenue;  V.  L. 
Savanna  &  Son,  41  South  Water 

street. 


MAGAZINE  NOTES. 

Taken  altogether,  “Lippincott's  Mag¬ 
azine”  for  April  is  a  characteristic  and 
delightful  number,  maintaining  all  the 
sxcellencies  of  old-time  reputation.  The 
:omplete  novel  is  a  story  of  love  and 
mystery,  entitled  “Don’t  Trifle  with 
Money.”  Once  started,  it  catches  you 
in  the  grip  of  its  strong  currents  and 
holds  you  there  till  the  last  page  is 
read.  The  author  has  gained  fame  as 
1  writer  through  her  books,  “Letters 
to  Women  in  Love,”  “Bagsby’s  Daugh¬ 
ter,”  etc.,  but  in  this  story  she  exceeds 
all  her  past  efforts.  Yielding  to  tempta¬ 
tion,  the  hero  embarks  upon  an  irreg¬ 
ular  financial  transactions,  but  his  bet¬ 
ter  nature  prevails.  Then,  to  his  dis¬ 
may,  he  finds  that  bonds  for  a  huge 
sum  which  he  had  been  planning  to 
make  use  of,  and  which  belong  to 
another  man,  have  disappeared.  The 
way  of  this  particular  transgressor  is 
indeed  hard  before  the  story  is  finished 
In  the  end,  however,  he  is  chastened, 
and  he  wins  the  girl — notice  the  the — 
and  everybody  is  happy. 

_  The  short  stories  are  all  good  and  all 
lively.  The  titles  and  authors  follow : 
“The  Chain  of  Succession,”  by  Stanley 
Olmsted ;  “Pasetsk  the  Second-Hander, 
by  Mary  Imlay  Taylor;  “Anderson  of 
the  Volunteers,”  by  Charles  Harvey 
Raymond;  “The  Escape,”  by  Annie 
Steger  Winston ;  “The  Weakling,”  by 
Percy  Shaw,  and  “The  Smile’s  Sugges¬ 
tion,”  by  Elizabeth  Whitford.  The 
Short  Story  Masterpiece  this  month  is 
“Four  Days,”  a  war-time  sketch  by  the 
wonderful  Russian  writer,  Wsewolod 
Garshin.  “What  He  Was”  is  a. spark¬ 
ling  little  sketch  by  Frederick  Moxon. 


ELTON  J.  BUCKLEY 

Editor  " Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Law 
643-648  Land  Title  Building 

Philadelphia,  Pa. 
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*  Standard  of  Purify- 

REFINED  POP 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


The  same  grade  of  fine  GRANULATED  SUGAR  which 
we  pack  in  FRANKLIN  CARTONS,  we  also  pack  in 
cotton  sacks  of  2-lb.,  3  2 -lb.,  5-lb.  and  10-lb.  capacity. 

This  is  a  handy  package  for  boarding  houses  and  customers  who  want 
to  buy  sugar  in  large  quantities  for  preserving  and  canning  at  home. 

FRANKLIN  SUGAR  in  bags  is  packed  in  barrels  and  100-lb.  bags. 

The  Franhlin  Sugar  Refining  Company 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“We  can  absolutely  guarantee  the  weight  and  purity  of 
this  sugar.  It’s  a  granulated  of  the  very  finest  quality  that  can 
be  produced.” 


\CP\  KIT]  Ht)  r-ni 
^■PENNK^ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 


New  Regulations  Coming  for  Enforcing  Food  Laws.  Commis¬ 
sion  to  Decide  About  City  Markets  Ends  Hearing  of 
Testimony.  Conferences  Still  Proceeding  Regarding  Bill  to 
License  Commission  Merchants.  Retailers  Fighting  Oleo 
License  Measure.  Market  Summary. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  N.  Y., 

March  19,  1913. 

The  New  York  “World”  has  just 
successfully  sprung  a  trap  on  two 
apparently  dishonest  commission 
merchants.  At  any  rate  the  Grand 
Jury  during  the  week  indicted 
them,  after  their  arrest,  for  dis¬ 
honesty  in  transactions  with  ship¬ 
pers.  The  men  are  Samuel  Blick, 
secretary  and  treasurer  S.  Blick 
Co.,  346  Greenwich  street,  and 
Joseph  P.  Saner,  of  J.  P.  Saner  & 
Co.,  293  Washington  street. 

The  charge  against  both  men  was 
remitting  too  little  money  to  ship¬ 
pers  of  eggs.  A  “World”  reporter 
disguised  as  a  farmer,  after  being 
promised  “full  prices  and  prompt 
returns”  by  the  Blick  concern, 
shipped  some  strictly  fresh  eggs  to 
it.  The  ’’World”  followed  the  eggs 
up  and  found  that  they  were  sold 
by  the  commission  merchant  at  28 
cents  per  dozen.  Blick  made  his 
return  to  the  shipper  on  the  basis 
of  25 J4  cents. 

In  the  case  of  Saner,  the  transac¬ 
tion  was  about  the  same,  except 
that  the  eggs  were  sold  for  33 
cents  per  dozen,  and  accounted  for 
on  the  false  basis  of  30  cents.  An¬ 
other  lot,  sold  through  Saner,  he 
got  28  cents  for  but  only  accounted 
for  26. 

The  finding  of  criminal  indict¬ 
ments  against  these  two  concerns 
has  roused  the  whole  commission 
trade  of  New  York  and  it  is  prob¬ 
able  that  every  shipper  who  sends 
food  products  to  New  York  is  for 
the  time  being,  at  any  rate,  receiv¬ 
ing  every  penny  due  him. 

*  *  * 

The  most  important  event  that 
has  happened  in  this  city  in  a  long 
time  affecting  the  food  and  grocery 
business  was  the  sending  of  a  letter 
this  week  to  the  Mayor  by  Ernst  J. 
Lederle,  the  Commissioner  of 
Health  of  this  city.  In  this  official 
communication  Dr.  Lederle  gives 
notice  of  extensive  developments 
that  he  intends  to  bring  about  in 
the  administration  of  his  office  in 
relation  to  the  city’s  food  supplies 


and  the  enforcement  of  the  food 
laws. 

In  addition  to  what  he  has  de¬ 
cided  definitely  on  doing  he  also 
makes  a  number  of  important  rec¬ 
ommendations  for  an  expansion  of 
the  work  of  inspection  and  super¬ 
vision  of  foods.  The  powers  of 
the  Health  Department  of  this  city 
are  so  great — almost  arbitfary — 
that  this  letter  of  the  Commissioner 
has  made  a  deep  impression  in  the 
trade.  It  indicates  changes  in  vari¬ 
ous  directions  that  will  affect  every 
branch  of  the  business. 

One  of  the  chief  provisions  out¬ 
lined  is  the  enforcement  of  a  food 
code  which  is  now  in  preparation. 
It  is  announced  that  this  will  be 
so  specific  and  definite  that  the 
manufacturers  and  dealers  as  well 
as  the  inspectors  need  never  be  in 
any  doubt  as  to  just  what  standards 
in  food  are  in  conformity  with  the 
law. 

The  Commissioner  says  that 
there  are  20,000  establishments  in 
this  city  in  which  foods,  exclusive 
of  milk,  are  prepared  and  sold. 
He  asks  for  an  increase  in  his  force 
of  inspectors  so  as  to  bring  their 
number  up  to  150.  He  says  that 
34,000,000  pounds  of  food  were 
condemned  last  year  as  unfit  for 
food  and  that  much  of  this  might 
have  been  saA^ed  by  the  employment 
of  proper  methods  of  transportation 
and  distribution. 

A  recommendation  that  will  prob¬ 
ably  surprise  many  is  that  the  pub¬ 
lic  should  be  encouraged  to  use 
butterine  instead  of  butter  because 
of  economy  and  also  because  the 
butterine  is  less  likely  to  become 
rancid  and  infected. 

The  Commissioner  submits  rea¬ 
sons  why  in  his  opinion  the  en¬ 
forcement  of  high  standards  in 
food  will  not  increase  the  cost  of 
living  but,  on  the  contrary,  when 
combined  with  proper  methods  of 
distribution,  should  have  a  tendency 
to  decrease  it. 

*  *  * 

Mayor  Gaynor’s  Market  Com¬ 
mission  has  concluded  its  public 
hearings.  It  is  now  receiving 
numerous  suggestions  for  systems 


of  wholesale  or  retail  markets  or 
for  combinations  of  the  two.  Mem¬ 
bers  of  the  various  sub-committees 
are  expressing  their  opinions  in 
communications  to  the  Commis¬ 
sion  and  the  press.  Some  of  the 
writers  have  elaborated  their  views 
describing  extensive  systems  of 
terminals  and  markets. 

After  the  committee  has  time  to 
consider  all  of  the  suggestions  it 
will  report  its  conclusions  and 
recommendations. 

*  *  * 

Comptroller  Prendergrast  is  ask¬ 
ing  the  Board  of  Estimate  and  Ap¬ 
portionment  to  create  a  new  bureau, 
to  be  known  as  the  Board  of  Pur¬ 
chase,  to  include  the  Mayor,  the 
Comptroller  and  the  president  of 
the  Board  of  Aldermen. 

Pie  says  that  millions  of  dollars 
are  expended  by  the  city  annually 
in  the  purchase  of  supplies  for  the 
various  departments  and  that  on  a 
large  part  of  these  purchases  the 
city  now  pays  what  are  practically 
retail  prices. 

The  duties  of  the  Board  of  Pur¬ 
chase,  as  he  outlines  them,  would 
be  to  supervise  the  work  of  the 
purchasing  agents  of  the  various 
departments. 

Included  in  the  city’s  purchases 
are  large  quantities  of  food  for  the 
various  public  institutions,  but  if 
the  city  pays  retail  prices  it  does 
not  seem  likely  that  the  retail  gro¬ 
cers  get  any  of  the  profits.  Your 
correspondent  is  told  that  very  lit¬ 
tle  business  from  public  institutions 
goes  to  retail  grocers.  Why  retail 
prices  are  paid  seems  therefore  a 
puzzle. 

*  *  * 

Another  of  the  co-operative  con¬ 
cerns  that  were  organized  with  vast 
capital  stock  is  now  in  the  bank¬ 
ruptcy  court.  A  petition  was  filed 
Wednesday  against  the  Co-oper¬ 
ative  Markets,  Inc.,  945  Southern 
Boulevard,  by  a  number  of  credit¬ 
ors,  including  several  of  the  firms 
in  the  wholesale  grocery,  district. 
The  defendant  company  was  incor¬ 
porated  in  December  last  with  a 
capital  stock  of  $1,100,000  and  was 
to  open  a  number  of  retail  grocery 
and  provision  stores.  It  opened 
only  one.  It  was  reported  when  it 
was  incorporated  that  it  had  the 
backing  of  a  large  real  estate  com¬ 
pany  but  this  does  not  now  appear 
to  have  been  the  case. 

The  liabilities  are  reported  to  be 
$12,000  and  assets  $3,000.  The 
court  appointed  a  receiver. 


Conferences  have  been  in  pro¬ 
gress  during  the  week  in  this  city 
over  the  various  provisions  of  the 
Roosevelt  bill  for  licensing  com-  j 
mission  merchants.  The  object  has 
been  to  reach  an  agreement  that 
would  be  satisfactory  and  equitable. 
The  conferences  have  been  attend¬ 
ed  by  legislators,  representatives 
of  the  various  mercantile  associa¬ 
tions  and  of  the  producers. 

The  bill  is  being  gone  over  sec¬ 
tion  by  section  and  discused  fully. 
It  has  been  agreed  that  some  of  the 
sections  shall  be  modified  to  meet 
the  objections  urged  by  the  mer¬ 
cantile  associations. 

The  sections  penalizing  any  false 
statements  or  false  dealing  on  the 
part  of  the  commission  merchants 
has  been  broadened  at  their  request 
so  as  to  apply  also  to  the  producers 
and  shippers. 

Some  modifications  are  to  be 
made  as  to  the  bond  to  be  required 
of  the  commission  merchants.  The 
powers  of  the  Commissioner  of 
Agriculture  in  relation  to  the  ex¬ 
amination  of  the  books  of  mer¬ 
chants  and  otherwise  are  not  to  be 
as  broad  as  in  the  original  bill. 
After  the  conference  completes  its 
work  the  bill  is  to  be  pushed  for 
passage  at  Albany. 

*  *  * 

A  lively  fight  is  being  made  at 
Albany  by  retail  grocers  and  others 
against  the  bill  which  proposes  a 
license  fee  for  retailers  who  sell 
oleomargarine.  The  bill  provides 
for  annual  license  fees  of  $500  for 
the  manufacturer,  $300  for  the 
wholesaler  and  $20  for  the  retailer. 

The  manufacturers  and  whole¬ 
salers  are  actively  opposing  the 
measure  and  the  retailers  are.  mak¬ 
ing  a  special  fight  of  their  own 
against  it.  The  retailers  are  urg¬ 
ing  that  this  bill  really  proposes 
to  levy  a  tax  on  them  because 
nearly  all  grocery  stores  now  sell 
oleomargarine.  There  is  no  more 
reason  for  taxing  grocery  stores, 
they  add,  than  there  is  for  taxing 
dry  goods  or  hardware  stores. 

Some  other  features  of  the  bill 
are  criticised  even  more  strongly 
than  the  license  provision.  The 
bill  requires  that  the  Avord  oleo- 
. margarine  shall  be  printed  on  the 
individual  packages  containing  the 
product  as  sold  to  the  consumer; 
that  such  package  shall  be  sealed; 
that  the  name  shall  be  indented  in 
the  product  itself  in  each  package; 
and  also  that  signs  be  posted  in  the 
retail  stores  saying  that  oleomar¬ 
garine  is  sold.  The  number  and 
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ze  of  the  signs  are  to  be  pre- 
:ribed  by  the  State  Commissioner 
i  Agriculture. 

It  is  urged  that  these  provisions 
ill  accomplish  nothing  except  to 
irass  the  trade  in  this  product  and 
lat  the  other  provisions  of  law  now 
i  force  are  fully  effective  in  pre- 
mting  stores  from  substituting 
eomargarine  for  butter. 

If  the  bill  should  become  a  law 
ie  Commissioner  of  Agriculture, 
opposed  to  oleomargarine,  could 
-escribe  signs  so  numerous  and 
rge  that  they  would  be  unsightly 
hen  placed  in  the  stores  and 
ould  give  the  public  the  idea  that 
lere  is  really  something  wrong 
)out  oleomargarine  as  food. 

In  fact,  it  is  claimed  that  various 
-ovisions  of  the  bill  are  really  de- 
gned  to  check  the  increasing  ten¬ 
ancy  of  a  large  part  of  the  public 
i  buy  oleomargarine,  especially  in 
Ties  when  butter  gets  high-priced. 
The  opposition  to  the  bill  will 
ake  effective  use  of  the  statement 
:  the  Health  Commissioner  of 
lis  city,  mentioned  in  this  letter, 
favor  of  oleomargarine. 

*  *  * 

A  statement  has  been  received 
ire  from  F.  J.  Ach,  the  president 
i  the  National  Coffee  Roasters’ 
ssociation,  saying  that  the  organ- 
ation  cannot  properly  display  any 
as  on  either  side  of  the  market, 
ie  explains  that  some  press  matter 
iven  out  recently  was  not  of  an 
.ithorized  character. 

The  coffee  trade  is  much  inter¬ 
red  in  the  report  that  the  Sao 
aulo  Government  is  negotiating 
ith  the  Rothschilds  for  a  loan  of 
30,000,000.  Some  think  that  if 
ie  money  is  loaned  it  will  be 
sed  in  part  in  supporting  the 
iffee  market,  which  has  been  de- 
ining  of  la'te.  Others  think  that 
will  be  used  only  in  internal  de- 
elopments  of  the  State. 

Experts  in  figures  have  been 
usy  in  the  coffee  districts  and  they 
ave  calculated  that  as  a  result  of 
ie  decline  in  coffee  in  the  last  two 
lonths  of  fully  2  cents  a  pound, 
ie  people  of  the  United  States  will 
e  saved  about  $25,000,000  in  their 
nnual  coffee  bill,  computing  the 
mount  on  the  usual  consumption. 
)ther  brokers  say  that  this  sup- 
osed  saving  is  exaggerated. 

*  *  * 

Jasper  C.  Hunt,  one  of  the  best 
nown  men  in  the  wholesale  pro- 
uce  and  grocery  district,  died 
fonday  at  his  home  in  Summit, 

(Continued  on  page  21.) 


HOW  TO  SELL 

Wilbur’s  Cocoa 

Tell  your  customers  about  the  delicious  Cakes,  Cake 
Icing,  Puddings,  Pudding  Sauces,  Desserts  and 
Candies  they  can  make  with  WILBUR’S  COCOA 
and  you’ll  find  it  easy  to  sell  them  POUND  and 
HALF-POUND  cans  instead  of  QUARTER 
POUNDS.  They’ll  buy  OFTEN,  too. 

This  is  the  right  idea  in  selling  WILBUR’S  COCOA — to  sell  it 
as  a  FOOD  as  well  as  a  BEVERAGE,  for  COOKING  as  well  as 
for  DRINKING. 

Send  us  the  names  and  addresses  of  some  good  customers  and 
we’ll  mail  to  each  a  copy  of  our  Recipe  Booklet  “  COOK’S 
TOURS  THROUGH  WILBURLAND”  and  a  coupon  that  will 
bring  them  to  you  to  buy  WILBUR’S  COCOA.  You  make  a 
good  profit  on  WILBUR’S  COCOA — let  us  show  you  how  to 
increase  your  sales. 

H.  0.  WILBUR  $  SONS,  Inc. 

PHILADELPHIA 


Baking 

Cakes 

Cake  Icings 
Charlottes 
Custards 
Ice  Cream 
Puddings 
Pies 
Sauces 
Desserts 
Candy 
Hot  Cocoa 
Iced  Cocoa. 
Cocoa  Syrup 


WHAT  TO  TELL  CUSTOMERS 

“When  you  use  WILBUR’S  COCOA  for  icing  cakes  you  don’t 
have  to  cook  it,  like  chocolate.  This  saves  time  and  trouble  and 
there’s  no  danger  of  your  icing  being  lumpy.” 


This  Is  one  of  the  Anns  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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CXCIX. — Something  More  About  the  Law  and  the  Practice  of  Collection  Agencies. 


The  following  letter  gives  me  a 
chance  to  say  something  more — 
which  I  think  I  have  not  said  be¬ 
fore — regarding  the  law  and  the 
practice  of  collection  agencies,  and 
the  great  need  of  careful  examina¬ 
tion  and  consideration  of  their  con¬ 
tracts — before  and  not  after  sign¬ 
ing  them.  Nobody  has  ever  count¬ 
ed  the  number  of  collection  agen¬ 
cies,  but  there  are  a  great  many,  and 
from  many  experiences  with  them, 
I  express  without  qualification  the 
belief  that  75  per  cent,  of  them  are 
dishonest.  They  are  obtaining  a 
good  living  from  the  “advance 
fees,’’  or  the  “admission  fees,”  or 
the  “retaining  fees,”  which  they  are 
collecting  from  merchants  of  all  de¬ 
grees.  If  they  were  forced  to 
maintain  themselves  on  their  com¬ 
missions  from  collections  actually 
made,  it  is  my  firm  opinion  that  not 
ten  per  cent,  of  them  would  be  in 
business  a  month  : — 

Memphis,  Tenn.,  Mar.  6,  1913. 
Elton  J.  Buckley,  Esq. 

Dear  Sir : — Kindly  give  a  regular 
reader  of  your  articles  on  law  some 
light  on  where  we  stand  on  a  case 
like  this :  Collection  agencies  have 
been  very  active  through  this  sec- 
.  tion  of  the  South  recently,  and 
many  of  the  merchants  have  made 
contracts  with  them.  All  charge 
some  opening  fee,  which  they  call 
by  different  names,  and  which  var¬ 
ies  all  the  way  from  $15  to  $50.  We 
are  among  those  who  signed  a  con¬ 
tract,  and  among  the  claims  placed 
with  the  agency  by  us  was  one  for 
over  $500  against  a  debtor  in 
Buffalo,  N.  Y.  The  collection 
agency  was  located  in  Chicago  and 
claimed  to  have  lawyers  and  agents 
in  all  cities  and  towns.  The  Buffalo 
claim  was  collected,  but  we  have 
never  received  one  cent  of  it.  The 
agency  has  sent  us  letters  saying 
that  its  local  attorney  at  Buffalo, 
while  owing  the  agency  our  $500 
and  other  sums,  died,  and  his  estate 
had  been  found  to  be  insolvent. 
The  agency  has  not  said  so  in  so 
many  words,  but  it  has  intimated 
that  this  was  our  loss.  We  don’t 
see  it  that  way,  but  have  not  been 
able  to  get  any  satisfaction  from 
the  agency,  as  they  do  not  answer 
letters  promptly.  Please  let  us 
know  who  is  responsible. 

Respectfully  yours, 

R.  B.  &  M. 

The  story  of  the  dead  attorney 
may  be  true  and  it  may  be  false.  I 


have  a  very  poor  opinion  of  the 
truthfulness  of  the  average  collec¬ 
tion  agency.  Whether  it  is  true  or 
false,  if  this  firm  have  not  signed 
the  wrong  sort  of  a  contract,  they 
can  collect  their  $500,  less  commis¬ 
sions,  from  the  agency  without  a 
doubt,  always  provided  the  agency 
has  anything.  If  the  agency  was 
as  crafty  as  most  collection  agen¬ 
cies,  however,  the  chance  is  that  the 
contract  was  the  wrong  sort  of  con¬ 
tract. 

The  principle  of  law  governing 
this  precise  situation,  I  take  from  a 
leading  case :  “A  collection  agency, 
upon  receiving  a  claim  for  collec¬ 
tion,  guarantees  (that  is,  by  impli¬ 
cation — E.  J.  B.)  that  it  will  use 
its  best  endeavors  to  collect  the 
same;  that  where  suit  is  necessary 
it  will  select  a  competent  and  relia¬ 
ble  attorney  for  the  purpose,  and 
in  the  event  of  the  latter’s  negli¬ 
gence,  dishonest  or  unauthorized 
acts,  will  save  the  creditor  harm¬ 
less.” 

I11  other  words,  if  the  agency  has 
not  relieved  itself  of  its  ordinary 
liability  by  a  crafty  clause  in  its 
contract,  it  is  responsible  to  its 
client  for  everything  that  its  attor¬ 
neys  do.  If  the  attorney  once  col¬ 
lects  the  money,  the  law  holds  that 
the  agency  has  collected  it,  as  the 
attorney  was  its  agent,  and  the 
agency  must  pay  the  client  whether 
the  attorney  ever  turns  over  the 
money  or  not. 

There  is  a  leading  case  involving 
a  well-known  collection  agency.  A 
Pittsburgh  concern  put  claims 
amounting  to  $1,726.37  in  its  hands 
for  collection  against  a  concern, 
which,  rather  curiously,  was  in 
Memphis  also.  The  agency  re¬ 
ceipted  for  the  claims  as  follows : 
“Received  from  so-and-so  claims 
for  collection  against  so-and-so, 
Memphis,  Tenn.,  amounting  in  all 
to  $1,726.37.  Signed.” 

The  Memphis  attorney  to  whom 
the  agency  sent  this  claim  for  col¬ 


lection  collected  the  money  and  em¬ 
bezzled  it.  The  creditor  demanded 
payment  of  the  agency  and  when 
it  was  refused,  entered  suit.  The 
agency  defended  on  the  ground 
that  its  only  duty  was  to  select 
proper  and  responsible  attorneys — 
that  is,  attorneys  who  had  always 
borne  a  good  reputation — and  if  it 
had  done  that,  it  was  not  respon¬ 
sible.  The  court  held  otherwise.  It 
held  that  the  agency  was  clearly 
responsible  for  everything  that  its 
attorneys  did,  and  the  agency  had 
to  pay. 

In  another  case  three  promissory 
notes  were  placed  with  a  second 
collection  agency  for  payment.  It 
sent  them  to  a  lawyer  in  Denton, 
Md.,  and  he  sent  them  to  another 
lawyer  at  Baltimore,  Md.  The  lat¬ 
ter  got  judgment  and  collected  the 
money,  which  was  never  turned 
over.  The  agency  was  sued  for  the 
money,  and  tried  to  escape  on  the 
same  pretext  raised  in  the  other 
case.  Here,  too,  it  lost  and  had  to 
pay. 

These  and  other  cases  have  led 
the  collection  agencies,  which  are 
almost  always  fully  posted  on  the 
law  as  it  affects  their  liability,  to 
change  their  contracts  so  that  they 
will  not  be  liable  for  the  acts  of 
their  attorneys.  Unfair  as  this  is, 
the  courts  have  always  upheld  it,  on 
the  ground  that  if  the  merchant 
was  foolish  enough  to  sign  such  a 
contract,  he  would  be  bound  by 
it. 

The  phrase  on  which  the  agen¬ 
cies  usually  rely  to  relieve  them¬ 
selves  is  one  providing  that  at¬ 
tempts  to  collect  shall  be  “at  the 
risk  and  on  the  account  of  the 
creditor.”  They  use  this  because 
the  courts  have  construed  and  up¬ 
held  it.  Several  cases  have  held 
that  if  an  agency  inserts  this  in  its 
contract,  and  its  customer  signs  it, 
the  agency’s  only  duty  in  the  case 
is  to  keep  itself  free  from  negli¬ 
gence  in  selecting  an  attorney.  It 


would  be  negligent,  for  instance,  if 
it  placed  claims  in  the  hands  of  an 
attorney  whose  reputation  for  hon¬ 
esty,  as  known  to  the  agency,  was 
poor.  It  would  not  be  negligent 
if  it  selected  an  attorney  whose 
reputation  had  always  been  good. 
If  such  a  one  collected  a  claim  and 
stole  the  money,  the  client  would 
lose  and  not  the  agency. 

There  is  of  course  not  the  slight¬ 
est  justice  in  compelling  a  merchant 
who  sends  a  claim  to  a  collection 
agency  to  stand  the  loss  if  the  at¬ 
torney  selected  by  the  agency  fails 
to  do  his  duty,  and  therefore  every 
merchant  who  signs  a  collection 
agency  contract  should  hunt  for 
this  phrase  and  refuse  to  sign  un¬ 
less  it  is  eliminated. 

Reverting  to  the  above  corre¬ 
spondent’s  particular  case,  I  cannot 
refrain  from  pointing  out  the  ab¬ 
surdity  of  a  merchant  in  Memphis, 
Tenn.,  employing  an  agency  in 
Chicago,  Ill.,  to  collect  a  claim  in 
Buffalo,  N.  Y.  The  best  thing  tc 
have  done  was  to  place  the  claim 
with  a  Memphis  lawyer.  He  would 
doubtless  have  a  correspondent  in 
Buffalo,  with  whom  he  could  have  1 
sent  it.  The  cost  would  have  been 
much  less  than  through  the  collec¬ 
tion  agency,  and  the  service  and 
satisfaction  infinitely  better. 

( Copyright ,  March,  1913,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa-  , 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques-  , 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  dc 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


PUSH  YOUR  OWN  BRAND  OF 

Peanut  Bntter 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers;  also  Mason  jars, 
cans  or  pails. 

Upham,  Miller  Co. 

NEW  YORK 

Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America. 
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Welch’s  Increases  Trade 


/  producing  Grape  Juice  of  the  highest  quality  and  by  liberally  advertising  the  fact,  we  have  created  a  demand  for 
elch’s  that  benefits  the  dealer.  We  make  you  a  partner  in  the  sharing  of  the  profits  resulting  from  its  merited  favor 
id  the  wide-spread  publicity  that  we  secure  for 


Welch’s 


■<r75  e  JVa.tion.al  tri  n  /L 


jr  whole  attention  is  given  to  the  production  of  Welch’s. 


e  make  no  other  brands  and  we  furnish  no  product  to  be  distributed  under  private  labels. 

ike  your  store  a  distributing  point  for  Welch’s  and  thus  share  the  advantage  created  by  our  advertising. 

le  family  trade  in  Welch’s  is  constantly  increasing.  You  cannot  afford  to  let  your  customers  go  else- 
here  for  Welch’s  Grape  Juice.  You  cannot  afford  to  neglect  the  opportunity  Welch’s  offers  for  securing 
w  customers. 


e  will  send  free  window  and  store  display  material  if  you  desire  to  make  Welch’s  a  specialty. 
?t  into  the  Prosperity  Procession  by  Pushing  Welch’s, 
ild  by  all  Jobbers. 

THE  WELCH  GRAPE  JUICE  COMPANY 


WESTFIELD,  NEW  YORK 


Make  this  delicious  deisert  for 
next  Sunday ’»  dinner  and  (ire 
the  family  a  delightful  lurpriie. 


•lir  until  cold.  When  cold  #dd  ere#*  -met 
Pretie  »nd  lertain  pcrfelt  gUa«M>  t*u«ti«<  over 
of  ,/tt  or  a  littla  whipped  eraam,  and  decorate  a 


top  tSa  heaten  white# 
•  ith  o  mdled  ehr*'i«i 


PARFAIT  A  LA  CARLOS 
k  boa  Knot  Sparkling  Gelatine.  H  eop  cold  water. 

3  efii  1  *"**  _ 

I  n,  1  “*“• 

*,k  l.l.linc  I«  cold  w.t«r.  M.k.  ...up  ol  «r..  >• 

hi.  cook  bc.lcr.  rolk.  ol  o.lil  minor,  ihick.o.j  .dd  (ol.not i 


KNOX 

PURE,  PLAIN.  SPARKLING 


THE  ADVERTISING  OF 

KNOX  GELATINE 

appears  regularly  in  the  leading  women’s  magazines.  It  is  the  kind  of  advertising  that  makes. people 
hungry  to  taste  the  delicious  dishes  that  can  be  made  with  KNOX  GELATINE  and  that  means  it  sends 

sales  to  you.  KNOX  GELATINE  is  not  only  easy  to  sell  because  of  our  advertising,  but  once  you  get  your  customers  buying  it,  they  will  keep  on  buying  on 
account  of  its  quality  and  big  moneysworth.  .  IVT_  . 

A  package  of  KNOX  GELATINE  makes  two  full  quarts  of  delicious,  wholesome  jelly.  Customers  who  buy  KNOX  SPARKLING  GRLA  l  immo. 
1  will  also  buy  KNOX  ACIDULATED  GELATINE  No.  3  if  you  will  tell  them  about  the  extra  envelope  of  lemon  flavor  in  each  package  which  saves  them 
the  expense  and  bother  of  squeezing  lemons.  Because  you  make  a  good  profit  out  of  the  retail  price  of  15  cents. 


“  Make  KNOX  your  gelatine  leader  " 


CHARLES  B.  KNOX  COMPANY,  JOHNSTOWN,  N.  Y. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  ‘‘GROCERY  WORLD  AND  GENERAL  MERCHANT” 


20 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  unchanged  for 
the  week  and  still  inclined  to  be 
dull,  although  there  is  business 
doing  every  day.  Holders  are  not 
making  any  great  pressure  to  sell, 
but  are  willing  to  make  concessions 
here  and  there  for  the  sake  of 
business. 

Coffee 

The  coffee  market  has  fluctuated 
considerably  during  the  week,  both 
upward  and  downward.  First  a 
heavy  break  in  Rio  and  Santos  oc¬ 
curred,  followed  by  recovery  of 
part  but  not  all.  The  market  is 
still  weak  rather  than  steady  or 
strong,  and  nobody  seems  to  have 
much  confidence  that  even  lower 
prices  are  not  coming.  The  only 
strong  feature  of  the  present  situ¬ 
ation  is  that  the  primary  markets 
in  Brazil  have  not  weakened.  The 
demand  for  Rio  and  Santos  coffee 
is  light.  Mild  grades  are  also 
weak  in  sympathy  with  the  general 
situation ;  demand  fair.  Mocha 
and  Java  are  unchanged  and  quiet, 
but  private  estate  Javas  are  getting 
scarce. 

Sugar. 

The  sugar  market  is  unchanged. 
Raws  show  some  sensitive  little 
movements,  but  there  has  been  no 
radical  change  during  the  week. 
Refined  sugar  is  unchanged  for  the 
week  on  the  basis  of  4.30  for  gran¬ 
ulated.  The  demand  is  fair. 

Syrup  and  Molasses. 

Glucose  shows  no  change.  Com¬ 
pound  syrup  is  dull  on  account  of 
the  warm  weather  and  the  advent 
of  some  of  the  spring  fruits ,' prices 
unchanged.  Sugar  syrup  is  dull 
and  unchanged.  Molasses  quiet 
and  dull. 

Fish. 

The  market  for  mackerel  has 
stiffened  up  slightly  during  the 
week  and  some  holders  are  asking 
possibly  50  cents  per  barrel  more. 
The  demand  is  very  moderate. 
Codfish  is  steady  but  in  light  de¬ 
mand.  Imported  sardines  scarce, 
particularly  the  French,  and  high. 
Domestic  sardines  quiet  and  un¬ 
changed.  Medium  red  salmon  on 
spot  is  very  weak,  and  some  hold¬ 
ers  have  offered  it  at  as  much  as  35 
cents  per  dozen  loss.  There  is  no 
particular  demand  at  the  moment 
and  the  situation  is  generally  dull 


and  easy.  Prices  of  red  Alaska 
salmon  are  also  in  buyers’  favor. 
Some  packers  of  sockeye  salmon 
are  trying  to  interest  the  trade  in 
future  goods  at  somewhat  less  than 
last  year,  but  the  larger  packers 
have  made  no  effort  to  name  prices 
as  yet. 

Canned  Goods. 

Tomatoes  are  cpiiet,  but  prices 
are  rather  remarkably  maintained. 
No  change  has  occurred  either  fu¬ 
ture  or  spot.  Corn  and  peas  also 
show  no  change  and  dull  demand. 
The  outlook  for  the  coming  pea 
pack  is  heavy.  The  sellers  of  seed 
have  delivered  100  per  cent,  for 
the  first  time  in  several  seasons, 
and  if  acreage  is  provided  for  all 
this,  and  it  grows  and  is  packed, 
there  will  probably  be  a  smashing 
pack.  All  future  peas  have  been 
sold  so  far  at  a  high  price.  Spot 
standard  grades  are  cheap  and  in 
buyers’  favor.  Corn,  spot  and  fu¬ 
ture,  is  unchanged.  Apples  seem  to 
be  rather  more  wanted ;  prices  un¬ 
changed.  California  canned  goods 
dull  in  first  hands  and  unchanged. 
Small  Eastern  staple  canned  goods 
are  also  in  seasonable  demand  and 
unchanged  with  the  exception  of 
spinach,  the  spring  pack  of  which 
is  being  quoted  at  90  cents  in  a 
large  way,  instead  of  $1  a  year  ago. 

Dried  Fruits. 

Prunes  are  unchanged,  and  ex¬ 
cepting  40s,  are  dull.  Fortys  are 
scarce  and  wanted,  and  the  avail¬ 
able  supply  has  been  pretty  well 
cleaned  up.  Peaches  are  in  fair  de¬ 
mand  at  steady  to  firm  prices. 
Apricots  moderately  active  at  rul¬ 
ing  figures.  Raisins  dull  and  prices 
in  buyers’  favor.  Currants  quiet 
and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  on  spot,  but  to  come  for¬ 
ward  there  are  quotations  as  low 
as  $2.06  to  $2.11  in  a  large  way. 
Good  stock  on  spot  brings  $2.25  to 
$2.30.  Marrows  are  unchanged 
and  in  fair  demand;  there  is  con¬ 
siderable  poor  stock  about  which  is 
selling  about  15  cents  below  the 
market.  California  limas  are  un¬ 
changed,  as  are  green  and  Scotch 
peas. 

Butter. 

The  receipts  of  butter  are  very 
light,  and  the  market  is  firm. 


Prices  are  about  unchanged.  Stor¬ 
age  butter  is  about  exhausted,  and 
the  trade  are  looking  mostly  to 
fresh  receipts.  No  relief  from  the 
present  scarcity  can  be  expected 
for  a  few  weeks. 

E*r«. 

The  receipts  of  fresh  eggs  con¬ 
tinue  fairly  liberal  and  the  market 
is  steady  at  unchanged  prices.  The 
quality  arriving  is  very  fancy,  and 
everything  that  comes  in  is  being 
absorbed  by  the  active  consumptive 
demand.  Prices  on  fresh  eggs  are 
lower  than  for  some  years,  but  if 
the  outlook  for  continued  good  pro¬ 
duction  pans  out,  there  may  be  even 
further  declines  in  the  course  of  a 
week  or  two.  Storage  eggs  have 
gotten  to  where  they  practically 
don’t  figure. 

Cheese. 

The  cheese  market  is  barely 
steady  at  unchanged  prices,  and 
with  a  poor  consumptive  demand. 
Prices  are  still  very  high,  which  no 
doubt  causes  the  poor  demand. 
Under  grades  are  more  plentiful 
and  are  selling  considerably  below 
the  price  of  fancy  cheese.  If  any 
change  occurs  it  is  likely  to  be  a 
slight  decline. 

Provisions. 

All  smoked  meats  have  been  ac¬ 
tive  during  the  week,  and  the  mar¬ 
ket  is  firm  at  y2  cent  advance. 
Stocks  are  reported  only  moderate, 
and  the  extra  Easter  demand  has 
caused  the  shortage.  The  con¬ 
sumptive  demand  after  the  Easter 
holidays  is  likely  to  fall  off  and 
this  may  stop  further  advances. 
Pure  lard  is  steady  and  unchanged, 
with  a  good  consumptive  demand. 
Compound  lard  is  barely  steady  and 
with  only  a  moderate  demand. 
Prices  are  unchanged.  Canned 
meats,  dried  beef  and  barreled  pork 
are  all  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 

Imported  Fish  Specialties. 

Holland  herring  and  Scotch  her¬ 
ring  are  rather  neglected  and  a 
hand-to-mouth  business  is  being- 
done  in  these  lines. 

Norway  herring  are  in  good  de¬ 
mand,  and  real  fat  herring  are 
practically  out  of  the  market. 

Mackerel  of  all  kinds  are  in  poor 
demand  and  trade  dull. 

Sardines  continue  in  excellent 
demand,  but  unfortunately  there 


are  no  supplies.  Of  French  sar¬ 
dines,  very  little  is  to  be  had.  Of 
Portuguese  sardines,  the  stocks  are 
clearing  readily.  The  boneless  are 
very  scarce,  and  only  obtainable 
from  second  hands.  Norway  sar¬ 
dines,  particularly  the  cheaper 
grades,  are  very  scarce,  and  abso¬ 
lutely  unobtainable.  The  fishing 
will  start  again  about  May  15th. 

Irish  Mackerel. — Our  agent  in 
Ireland  reports  shipment  total  for 
last  week  1,514  barrels,  bringing 
the  total  shipment  to  date  of  au¬ 
tumn  mackerel  to  29,400  barrels. 

Strohmeyer  &  Arpe  Co. 

New  York. 

Spices. 

The  market  is  only  fairly  active 
during  this  week.  Lower  prices 
have  been  cabled  from  abroad  on 
pepper.  The  market  at  this  writing 
is  some  little  stronger.  There  is 
little  being  done  on  futures,  owing 
to  the  possibility  of  an  import  duty 
on  spices. 

Black  pepper  slightly  lower. 
White  pepper  unchanged  and  firm¬ 
er.  It  is  also  reported  the  indica¬ 
tions  are  that  the  crops  of  1913  are 
likely  to  be  smaller  than  during  last 
year. 

Red  peppers  are  steady  and  un¬ 
changed.  Demand  fair. 

Cloves  very  steady  here  and  for¬ 
eign  markets  are  firmer.  Higher 
prices  are  probable,  owing  to  the 
limited  stocks. 

Pimento  (Allspice)  steady  and 
with  fair  inquiry.  Trading  during 
the  week  has  been  small. 

Mace  in  big  demand  at  very 
steady  and  firm  prices.  Spot  stocks 
are  exceedingly  small. 

Nutmegs  in  fair  demand  at 
steady  prices. 

Cassia  s. — Saigon  is  reported 
scarce  and  firm ;  Batavia  un¬ 
changed  ;  China  grades  very  steady 
and  in  fair  demand. 

Gingers  fairly  steady,  without 
any  special  features  to  report. 

Tapiocas  unchanged;  demand 
very  good. 

Paprikas. — Hungarian  steady 
and  unchanged ;  Spanish  firm  and 
in  good  demand. 

Seeds,  Herbs,  Etc. — Caraway  and 
poppy  are  slightly  easier.  Celery 
has  advanced  during  the  week  and 
some  predict  a  60-cent  market. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Florida  grapefruit  are  very  slow 
and  prices  are  low — $2  to  $3. 

Florida  oranges  are  still  high  on 
account  of  scarcity  due  to  the  end¬ 
ing  of  the  season.  Fancy  oranges 
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nmand  $4.50  per  box,  and  from 
re  the  price  graduates  down  to 
75.  The  demand  is  good. 

Florida  strawberries  are  poor — 
to  22  cents  per  quart.  Good 
lit  is  in  demand. 

Mew  Bermuda  potatoes  are  a 
le  stiffer,  owing  to  scarcity  and 
:ter  demand.  Prices  range  from 
50  to  $7  per  barrel. 

Florida  peas  are  still  scarce  and 
rh — $5  per  package. 

Florida  peppers  are  moving 
>derately — $2  to  $2.25  per  crate. 


lood  cucumbers  are  coming 
m  Florida  at  $4-5°  to  $5.50  for 
Dd  to  fancy  stock, 
active. 


The  demand 


Florida  tomatoes  are  still  com 
y  rather  poor,  and  the  market 
nges  from  $1  to  $i-75- 
matoes  are  wanted. 


Good 


Charleston  asparagus  is  showing 
ireased  supply  and  the  range  is 
to  50  cents  per  bunch.  The  de- 
ind  is  good. 

Rhubarb  ranges  from  30  to  60 
its,  this  including  both  Michigan 
d  Long  Island  stock.  The  de- 
ind  is  good. 

Eggplants  from  Florida  are 
.25  to  $2.50  and  the  demand  is 

iod. 


w  Patents  and  Trade-marks  In  the  | 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
tent  Attorneys,  report,  this  week,  the  j 
int  of  the  following  patents: — 

Washington,  D.  C.,  Mar.  18,  1913- 
1,056, 048.  Coffee  machine.  C.  Nel- 
1,  Brooklyn,  N.  Y-.  (two  patents). 
[,056,146.  Crate.  H.  Brown,  Battle 
eek,  Mich. 

[,056,166.  Rolling  bin.  A.  K.  Gilles- 
:,  Kenosha,  Wis. 


THE  NEW  YORK  LETTER 

(Continued  from  page  17.) 

.  J.,  in  his  70th  year.  He  was  for 
any  years  a  member  of  Bennett, 
ay  &  Co. 


PURE 

AND 

NATURAL 

Borden’s  Peerless  Brand  Evaporated 
Milk  Is  a  Steady,  Satisfactory  Seller 

at  All  Seasons 

BORDEN’S  EVAPORATED  MILK  will  please  your  customers 
by  its  natural  milk  flavor  and  rich,  smooth  creaminess.  It  is  made  from 
pure  milk  of  the  highest  grade.  The  Borden  process  removes 
nothing  from  the  milk  except  water,  and  positively  nothing  is  added. 
BORDEN’S  EVAPORATED  MILK  is  used  for  just  as  many  pur¬ 
poses  as  raw  milk,  and  you  can  be  sure  of  a  large  and  steady  sale  if 
you  will  call  your  customers’  attention  to  it.  Our  sterilizing  process 
insures  its  keeping  qualities,  and  your  customers  will  be  pleased  with  its 
quality,  condition  and  flavor.  Write  for  sample  of  our  Recipe  Book, 
which  we’ll  mail  to  customers  whose  names  you  send  us. 

Borden’s  Condensed  Milk  Company 


“LEAVERS  OF  QUALITY ” 


Established  1857 


NEW  YORK 


Summarized  Market  Con¬ 
ditions. 

In  some  quarters  a  better  in- 
liry  for  spot  coffee  is  noted,  but 

I  general  the  demand  is  routine 
id  prices  are  somewhat  nominal, 
vidently  the  country  is  not  con- 
inced  that  the  decline  has  run  its 
nurse.  Until  the  country  reaches 
lis  conclusion  conditions  are  likely 
)  continue  dull.  Brazils  are  quiet 
nd  the  business  at  first  hands  is 

II  of  a  hand-to-mouth  kind. 

IN  WRITING  TO 


WHAT  TO  TELL  CUSTOMERS 

“We  recommend  BORDEN’S  EVAPORATED  MILK  because 
we  know  it  is  best  and  purest.  We’  re  making  special  efforts  now 
to  get  all  our  customers  using  it  in  preference  to  others.  Let 
me  send  Borden’s  this  week.’’ 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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FOR  ALL 
TAN  SHOES 


JAS.S.MASONCO. 


PHILADELPHIA,  PA. 
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Mason’s  Shoe 
Dressings 

Are  the  Easiest  to  Sell 
Because  So  Well  Known 

MASON’S  WHITE  DRESSING  for  White 
Shoes  is  sold  all  over  the  world  and  is  used  by 
shoe  manufacturers  because  it  is  THE  BEST. 

MASON’S  TAN  COMBINATION  for  Tan 
Shoes  is  equally  well  known  and  good. 

Both  are  made  by  the  manufacturers  of  the 
famous  MASON’S  BLACK  SHINE. 

Every  one  of  your  customers  USES  shoe  dress¬ 
ing  and  you  should  sell  them  this  staple  line  of 
polishes  which  pays  you  over  75  per  cent,  profit. 
Y ou  can  get  this  trade  if  you’ll  handle  MASON’S, 


RENOVATOR 

FOR 

WHITE  SHOES 


JAS.  S.  MASON  CO. 

134  140  N.  Front  St. 
Philadelphia,  Pa. 


ENGLAND  *  POLISHES  W^L  L^SELL  unknown  PoIishes  wil1  only  stick  on  y°ur  shelves— MASON’S  SHOE  DRESS- 

JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“  I’d  rather  sell  you  MASON’S  SHOE  DRESSINGS  than  any  other  because  1  can  absolutely 
guarantee  them  to  give  you  satisfaction.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Tell  your  customers  about 


EGG  ELBOW 
MACARONI 

FIRST: — It’s  absolutely  PURE,  made  of  best 
eggs  and  farina.  SECOND: — It's  made  in  a  sani¬ 
tary  American  factory,  where  machines  do  the  work 
instead  of  human  hands.  THIRD  : — When  it’s 
cooked,  it’s  the  most  delicious,  most  tender,  most 
wholesome  macaroni  anyone  ever  tasted.  Tell 
your  customers  these  facts  and  get  them  buying 
FREIHOFER’S  EGG  ELBOW  MACARONI;  it 
pays  you  a  good  profit  and  you  can  depend  on 
steady  sales,  because  its  quality  is  so  pleasing. 

Freihofer  Baking  Company,  Philadelphia 

WHAT  TO  TELL  CUSTOMERS 

“FREIHOFER’S  EGG  ELBOW  MACARONI  is  so  tender,  delicious  and  nourishing,  that  if 
you  try  it  on  my  recommendation,  you’ll  thank  me  for  telling  you  about  it.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


A  waiting  attitude  continues  ii 
the  tea  market.  On  the  routin' 
business,  prices  are  steady,  cover 
ing  the  list.  It  would  be  necessar 
to  make  concessions  in  order  to  pu 
through  any  large  sales,  especial! 
in  the  cheap  lines  of  black  teas.  I 
is  believed  that  there  will  be  no  spe 
cial  activity  until  the  new  croj 
movement  and  possibly  until  til 
tariff  question  takes  a  more  definit 
turn. 

Sugar  refiners  have  been  cuttim 
prices  during  the  week.  This  ha 
been  due  to  the  easier  tone  of  raw 
and  the  desire  to  take  on  some  ne\ 
business.  Both  new  contracts  am 
withdrawals  have  been  light  of  late 
The  Federal  is  now  taking  order 
at  4.25  cents  for  fine  granulate< 
and  the  other  refiners  are  5  point 
higher.  It  is  figured  that  at  th 
bottom  figure  the  margin  over  raw 
is  only  58  points  and  that  suga 
is  therefore  cheap  at  presen 
prices. 

Little  demand  for  canned  toma 
toes  is  reported  in  this  section.  I 
is  said  that  there  have  been  sales  0 
No.  3  Marylands  at  77^  cents  f.  c 
b.  factory.  Brokers  say,  however 
that  on  offerings  at  this  price  t!i 
samples,  when  opened,  do  not  com 
up  to  standard.  Most  of  the  bro 
leers  say  that  really  standard  Nc 
3s  are  not  to  be  had  under  80  cent 
and  some  holders  are  not  willing  t< 
take  less  than  823^  cents.  Then 
is  some  activity  in  cheap  corn  0 
fair  quality  at  50  cents  delivered 
although  the  sales  are  all  in  smal 
lots.  Little  attention  is  given  t< 
either  future  corn  or  future  toma 
toes  and  neither  is  being  urged  fo 
sale.  Spot  peas  are  selling  on  smal 
orders  at  concessions  in  prices 
The  remainder  of  the  list  is  quiet 
In  most  lines  buyers  stand  read} 
to  take  fair-sized  lots  if  concession 
were  made  broad  enough  to  sui 
their  speculative  ideas. 

Canned  fruits  are  quiet  and  tin 
chief  business  is  in  peaches.  Then 
are  decreased  offerings 
peaches  both  at  first  and  secone 
hands,  it  appears,  and  this  is  saic 
to  be  the  result  of  the  absorption  0 
supplies  by  the  steady  consumption 
Small  orders  are  frequent.  Prices 
are  getting  a  trifle  firmer.  Sonn 
demand  for  canned  apricots  is  re¬ 
ported.  Cherries  are  selling  mod¬ 
erately  in  a  jobbing  way.  Plums 
are  moving  slowly.  Pineapple  is 
not  in  much  demand,  but  prices  are 
firm  as  supplies  are  said  to  be  nq 
more  than  the  market  will  readily 
absorb. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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The  spot  demand  for  coast  rais- 
s  is  light.  The  coast  advices  of 
bullish  kind  are  not  stimulating 
ie  local  buyers.  They  seem  to  feel 
iat  they  can  readily  cover  their 
urinal  requirements  at  present 
rices  by  placing  orders  at  any  time 
ithin  the  next  few  weeks  and  that 
the  larger  packers  advance 
rices  the  smaller  packers  are  not 
1  a  position  to  do  so.  Fancy  seed- 
j  raisins  are  chiefly  desired  in  the 
>cal  trade.  Large  prunes  are  firm, 
oth  for  spot  and  forward  delivery, 
s  the  demand  is  chiefly  for  these 
izes.  The  middle  sizes  are  steady, 
s  stocks  are  not  being  urged  by 
ie  holders,  who  have  firm  views 
'he  small  sizes  continue  dull.  Spot 
ried  peaches  are  quiet  but  steady 
'he  offerings  of  the  finer  grades  of 
ried  apricots  are  light  and  prices 
rm.  Currants  have  an  easy  tone. 
Flour  is  moving  in  a  routine  way 
mly.  It  is  said  that  there  is  some 
mprovement  in  shipping  directions 
m  old  contracts.  Receipts  con 
inue  light  and  this  is  aiding  in  re- 
lucing  the  burdensome  stocks 
Quotations  are  from  $4.50  to  $4.75 
in  spring  wheat  patents. 

There  is  a  fair  demand  for  but 
er.  The  local  operators  are  acting 
vith  much  caution.  About  three 
piarters  of  the  current  receipts  are 
>robably  in  prime  to  fancy  fresh 
eamery  at  35  to  36  cents.  Grades 
om  35  cents  down  are  wel 
mailed  up  and  as  a  consequence 
ere  is  quite  a  firm  feeling.  Stocks 
held  creamery  are  about  ex 
lusted  and  the  top  grades  are 
inging  from  33  to  343/2  cents 
here  is  a  fair  jobbing  demand  for 
e  best  grades  of  process  butter  at 
y/z  to  283/2  cents. 

Supplies  of  eggs  are  liberal  and 
tying  in  the  wholesale  market  is 
nitious.  All  the  markets  are  well 
ipplied  for  the  Easter  trade,  which 
expected  to  move  large  quantities 
ito  consumption.  Most  sales  of 
trrent  receipts,  Northern  and 
destern  eggs,  are  within  the  range 
f  18  to  19  cents.  The  best  of  the 
ear  by  eggs  bring  from  20  to  24 
2nts.  Duck  eggs  range  from  30 
>  39  cents. 

Fred.  A.  McGill. 


Washington  State  Now  Has  Tradin 
Stamp  License  Law. 

Governor  Lister,  of  the  State  of 
Washington,  last  Thursday  signed 
a  bill  designed  to  put  tading  stamp 
companies  out  of  business  by  im 
posing  a  license  of  $6,000  a  year 
in  each  county. 


HOUSEHOLD  COOKING 


GRIDDLE  CAKES  6*  WAFFLES 


CANDY  MAKING 


USED  EVERY  DAY 
USED  EVERY  WAY 

Our  extensive  advertising  has  made 
KARO  the  biggest  selling  syrup.  It 
is  not  only  the  national  favorite  as  a 
table  syrup  because  of  its  purity,  fine 
flavor  and  high  food  value,  but  it  is 
also  extensively  used  in  cooking  and 
home  candy  making.  We  have  shown 
the  KARO  can  in  newspaper,  maga¬ 
zine,  street  car  and  billboard  adver¬ 
tising  everywhere,  and  your  customers 
know  it  as  soon  as  they  see  it.  Make  a 
good  display  of  KARO  and  you  are 
sure  to  have  an  ever  increasing  sale 
to  satisfied  customers. 

Corn  Products 
Refining  Company 

New  York 


]co\  v&em  i&)  /L/,i 


WHAT  TO  TELL  CUSTOMERS 

“You’ll  find  KARO  superior  to  other  syrups  or  molasses, 
not  only  for  hot  cakes  but  also  for  cooking  and  candy  making. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Bill  Introduced  in  Pennsylvania  House 
Would  Compel  All  Users  of  Trading 
Stamps,  Coupons,  Etc.,  to 
Get  $100  License 


All  Manner  of  Coupons  are  Included  and  Each  Separate  Store 
Must  Pay  License.  Bill  Unlikely  to  Pass.  Mercantile  Tax 
Repealer  Fails.  State  Association’s  Garnishee  Bill  Gets  Left 
for  Want  of  Sponsor.  Various  Legislative  Notes. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Harrisburg,  Pa.,  March  21,  1913. 

A  radical  anti-trading  stamp 
Bill  has  been  introduced  in  the 
House  and  referred  to  the  Commit¬ 
tee  on  Ways  and  Means.  It  would 
compel  every  merchant  using  trad¬ 
ing  stamps,  coupons,  tickets,  cards 
and  all  similar  devices  to  take  out 
a  license  at  an  expense  of  $100. 
A  separate  license  must  be  obtained 
for  every  store  where  the  stamps, 
etc.,  are  used.  The  text  of  the  bill 
is  as  follows : — 

AN  ACT 

Requiring  persons,  firms  and  corpo¬ 
rations  using  certain  stamps,  cou¬ 
pons,  tickets,  cards  or  similar  or 
analogous  devices  in  the  sale  of 
goods,  wares  and  merchandise  to 
procure  a  license  therefor,  regu¬ 
lating  the  issue  of  such  license 
and  providing  a  penalty  for  the 
violation  of  this  act. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  any  person,  firm 
or  corporation,  without  obtaining 
a  license  therefor  from  the  State 
Treasurer,  to  use  any  stamps,  cou¬ 
pons,  tickets,  cards  or  other  sim¬ 
ilar  or  analogous  devices  in  the  sale 
of  goods,  wares  and  merchandise 
which  said  stamps,  coupons,  tickets 
or  devices  shall  entitle  the  pur¬ 
chaser  receiving  the  same  to  pro¬ 
cure  from  any  other  person,  firm 
or  corporation  any  goods,  wares  or 
merchandise  free  of  charge  upon 
the  production  of  a  stated  number 
of  said  stamps,  tickets,  coupons, 
cards  or  devices. 

Sec.  2.  No  such  license  shall  be 
issued  until  the  person,  firm  or  cor¬ 
poration  applying  therefor  shall 
have  paid  into  the  Treasury  of  this 
Commonwealth  the  sum  of  $100  for 
each  place  of  business  of  such  ap¬ 
plicant.  Such  license  issued  as 
aforesaid  shall  be  valid  during  the 
period  of  one  year  from  the  date 
of  the  issue  thereof. 

Sec.  3.  One-half  of  the  revenues 
derived  from  licenses  under  this  act 
shall  be  by  the  State  Treasurer  paid 
to  the  treasurer  of  the  city,  bor¬ 
ough,  town  or  township  wherein 
such  firm,  person  or  corporation 
using  such  stamps,  coupons,  tickets, 
cards,  and  devices  shall  have  their 
principal  place  of  business. 

Sec.  4.  Any  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of 
the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  shall  be  sen¬ 
tenced  to  pay  a  fine  of  not  less  than 


$50  nor  more  than  $100.  In  default 
of  the  payment  of  such  fine  such 
person,  or  the  members  of  such 
firm,  or  the  officers  and  directors  of 
such  corporation,  as  the  case  may 
be,  shall  be  sentenced  to  undergo 
an  imprisonment  in  the  jail  of  the 
proper  county  for  a  period  of  not 
more  than  thirty  days. 

Sec.  5.  All  acts  or  parts  of  acts 
inconsistent  with  this  act  are  re¬ 
pealed. 

This  bill,  which  is  House  Bill 
705,  is  viewed  by  many  with  sus¬ 
picion,  as  it  bears  all  the  earmarks 
of  that  type  of  proposed  legislation 
which  is  often  introduced  in  order 
to  attract  the  attention  of  large 
moneyed  interests.  From  all  the 
information  available,  it  has  little 
or  no  chance  of  passage,  but  will  be 
allowed  to  die  in  committee. 

No  more  new  bills  will  be  in¬ 
troduced,  as  the  time  set  expired 
last  Monday  night. 

The  mercantile  tax  law  will  not 
be  repealed  at  this  session.  The 
matter  was  taken  up  in  the  House 
last  Monday  night  and  failed  for 
want  of  only  three  votes.  There 
was  considerable  discussion  before 
final  vote,  and  the  repeal  bill  made 
a  much  better  showing  than  any¬ 
body  expected.  The  measure  may 
come  up  again,  but  probably  will 
not. 

The  Pennsylvania  Retail  Mer¬ 
chants’  Association  had  prepared  a 
bill  allowing  the  garnishment  or 
attachment  of  wages,  but  found  it 
impossible  to  get  anybody  to  intro¬ 
duce  it.  The  time  to  introduce  new 
bills  expired  last  Monday  night,  be¬ 
fore  they  found  a  sponsor,  and  the 
measure  was  therefore  left  behind. 
It  would  have  permitted  the  attach¬ 
ment  of  10  per  cent,  of  wages,  on 
debts  for  necessaries  of  life,  con¬ 
tracted  after  the  bill  became  a  law. 

A  bill  is  on  its  way  through  the 
Senate  (Senate  Bill  16)  requiring 
all  business  places  using  power  to 
blow  a  whistle,  giving  all  employ¬ 


ees  one  minute’s  warning  before 
starting  the  machinery.  The  bill 
has  already  passed  second  reading 
in  the  Senate. 

The  bill  prescribing  a  new  stand¬ 
ard  for  distilled  and  fermented 
vinegar  probably  received  its  quiet¬ 
us  in  the  Senate  during  the  week. 
It  is  Senate  Bill  256,  and  came  up 
in  the  Senate  a  day  or  two  ago  on 
second  reading.  On  motion  of  Mr. 
Beidelman,  member  of  the  Commit¬ 
tee  on  Health  and  Sanitation,  who 
is  believed  to  be  rather  liberal  in 
his  ideas  of  food  laws,  its  consider¬ 
ation  was  indefinitely  postponed. 

The  Senate  has  adopted  on  first 
reading  the  bill  “providing  payment 
for  overtime  worked  by  employees 
in  mercantile  establishments  and 
making  it  unlawful  to  compel  such 
employees  to  do  extra  service  by 
threat  of  discharge.”  If  this  bill 
becomes  a  law  it  will  affect  small 
bpsinejss  establishments,  including 
stores,  as  well  as  large. 

There  was  a  little  squabble  last 
Monday  over  the  bill  allowing  oleo 
to  be  moderately  colored  yellow. 
The  bill  was  reported  favorably  to 
the  Senate  by  the  Health  and  Sani¬ 
tation  Committee,  in  spite  of  the 
opposition  of  farmers  from  all  over 
the  State.  Just  asThe  measure  was 
to  come  up  for  passage,  however, 
the  butter  interests  had  it  recom¬ 
mitted  to  the  Committee  on  Agri¬ 
culture,  which  would  undoubtedly 
have  recommended  it  adversely. 
Before  it  could  do  so,  however,  the 
sponsor  of  the  bill  had  the  House 
reconsider  its  action. 

The  cold  storage  food  bill,  the 
full  text  of  which  was  published 
two  weeks  ago,  at  the  time  it 
passed  second  reading  in  the 
House,  came  up  last  Tuesday  night 
and  passed  finally,  with  only  two 
votes  against  it.  Its  fate  in  the 
Senate  is  uncertain,  but  all  signs 
point  to  its  passage. 

The  Senate  has  passed  on  sec¬ 
ond  reading  a  bill  making  it  a  crim¬ 
inal  offense  to  give,  sell  or  furnish 
cigarettes  or  tobacco  to  any  person 
under  the  age  of  eighteen.  The 
penalty  is  a  fine  of  not  less  than 
$5  nor  more  than  $25. 

The  House  has  passed  on  second 
reading  a  bill  requiring  a  license 
to  be  paid  by  all  concerns  who  con¬ 
duct  a  business  the  whole  or  greater 


part  of  which  consists  of  the  sale 
of  goods  represented  as  from  some 
bankrupt  estate,  or  from  some  per¬ 
son  about  to  go  out  of  business,  01 
damaged  goods.  The  license  fee  is 
$25  per  month  if  the  license  is  in 
a  township,  $100  to  $200  per 
month — a  city  ordinance  is  to  fix 
the  exact  amount — in  cities  and 
boroughs. 

The  bill  fhaking  it  necessary  for 
all  Philadelphia  concerns  selling 
meats,  poultry,  fish,  game  and  shell 
fish  or  preparing  same  for  sale,  or 
storing  same,  to  take  out  a  new 
license  at  the  beginning  of  every 
year,  passed  the  House  finally  dur¬ 
ing  the  week.  It  now  goes  to  the 
Senate. 

The  House  has  passed  finally 
House  Bill  512,  making  it  a  mis¬ 
demeanor  to  make  false  statements 
for  the  purpose  of  obtaining  credit. 

R.  C. 


The  Value  of  an  International  Motor  1 
Truck  Clearly  Shown. 

The  only  reasons  that  can  possibly  j 
keep  you  from  purchasing  an  Interna¬ 
tional  Motor  truck  for  your  delivery 
system  may  as  well  be  put  aside  at 
once.  If  you  hesitate  because  you  feel 
that  you  might  make  some  expensive 
mistake  while  learning  how  to  handle 
the  machine,  you  can  put  that  idea  out 
of  your  head  forever.  The  man  who 
sells  you  an  International  Motor  Truck 
will  teach  you  to  run  it,  will  teach  you 
how  to  care  for  it,  and  will  not  leave 
you  to  handle  it  yourself  until  you  have 
convinced  him  that  you  are  able  to 
do  it. 

We  have  yet  to  hear  of  the  first  gro-  I 
cer  who  bought  an  International  Motor 
Truck,  gave  it  good  care,  and  then  went  j 
back  to  horse  and  wagon  delivery. 
Thomas  Moore,  a  Chicago  grocer,  kept 
a  horse  and  wagon  for  six  weeks  after 
he  bought  his  truck  because  he  was 
afraid  that  something  might  happen  to 
it.  After  having  used  the  truck  over 
two  years  he  said  that  he  kept  his  horse 
and  wagon  just  six  weeks  longer  than 
he  needed  to.  This  is  a  typical  expe¬ 
rience. 

There  is  a  grocer  named  Findlay  in 
Madison,  Wis.,  now  using  three  Inter¬ 
national  Motor  Trucks,  who  has  gone 
into  the  delivery  proposition  more  thor¬ 
oughly  than  any  other  grocer  we  know. 
After  an  experience  with  high-priced 
and  incompetent  help  on  his  first  two 
cars  that  would  have  discouraged  most 
men,  Mr.  Findlay  wrote,  “At  that  I  can 
say  that  I  was  already  getting  the  cars 
run  at  less  expense  than  four  horses 
would  cost,  and  at  not  more  than  60 
per  cent,  of  the  wages  cost  of  four 
drivers.”  When  the  need  arose  he 
bought  another  International  car.  Now 
he  has  his  machines  handled  according 
to  a  schedule,  which  assures  him  that 
necessary  work  on  the  cars  will  be  done 
at  the  right  time,  and  which  has  kept 
his  cars  going  every  day  since  he  be¬ 
gan  to  follow  it,  at  a  maintenance  ex¬ 
pense  less  than  he  ever  had  before. 
His  experience  and  his  plan  in  all  its 
details  will  be  sent  to  any  grocer  who 
is  interested  enough  to  write  for  it. 

You  can  secure  catalogues  and  other 
information,  or  you  can  make  arrange¬ 
ments  for  a  demonstration  at  your  own 
store,  if  you  will  address  a  letter  to 
the  International  Harvester  Co.  of 
America  (Inc.),  saying  that  you  want 
these  things. — Adv. 
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Selling  Talks  With  Clerks 


BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


\bout  Grading  Things  and  Getting 
:  Price.— To  be  a  good  grocer  to- 
y  you  have  to  be  a  good  grader 
i  good  selecter.  That’s  part  of 
:  science  of  our  business  and  part 
it  must  surely  study.  Dumping 
original  package  of  goods  that 
subject  to  irregularity  of  size 
d  putting  a  straight  price  on  it 
i’t  good  storekeeping.  A  thing 
iy  be  bought  to  sell  at  a  definite 
ice,  but  you  can  make  it  sell  for 
)re. 

*  *  * 


Push  Goods  Already 
Favorably  Known  to 
the  Consumer 


Oranges.— At  this  writing,  for  in- 
ince,  176  Florida  oranges  sell  at 
cents  a  dozen.  But  you’ll  find 
iy  vary.  You  are  likely  to  get 
or  6  dozen  that  are  as  large  as 
o's  and  should  go  in  the  35-cent 
x.  So  you’re  25  or  30  cents  to 
e  good.  Small  thing,  but  it  s 
iod  merchandising. 


*  *  * 


Lettuce. — In  a  stovepipe  basket  of 
;tuce  you’ll  find  at  least  half  a 
•zen  different  sizes  and  by  the 
me  token  you’ll  get  six  different 
ivers.  The  nicest  and  most 
ofitable  way  to  sell  lettuce  is  to 
parate  it  and  mark  it  off. 


It  pre-supposes  a  doubt.  “If”  you 
can.  “If”  you  go.  “If”  you  don’t, 
etc.  All  as  much  as  to  say,  maybe 
you  will  and  maybe  you  won’t — de¬ 
pends  on  how  you  feel.  There’s  a 
big  word  in  our  language  and  it’s 
“lackadaisical”.  If  I  remember 
rightly  it  means  indifference.  Slow 
going.  Unresponsiveness.  Men  of 
this  type  have  a  decided  use  for 
the  word  “if.”  But  fellows  in  our 
business  or  any  business  who  are 
up  to  snuff  cut  out  the  “ifs”  and 
“ands.”  When  you  are  asked  to 
do  something  that  looks  like  a  big 
thing  there  mustn’t  be  any  “ifs”  in 
the  carrying  of  that  thing  out. 
Once  you  admit  this  word  it  will 
surely  bring  a  hundred  obstacles. 
And  “if”  can’t  do  much  to  help  the 
fellows  that  are  struggling  with 
that  word.  “If”  mustn’t  enter  into 
it,  boys.  It  spoils  the  starting  of 
things.  “If”  it  wasn’t  for  so  and 
so  you’d  do  so  and  so.  When  the 
doing  comes  your  way  you'll  know 
it  and  no  “ifs”  on  top  of  the  earth 
should  enter  into  it. 


Jjl  * 


*  *  * 


Goods  that  are  nation¬ 
ally  advertised  by  their 
manufacturers  are  easy  to 
sell.  The  buyer  already 

knows  about  them  through  the  advertis¬ 
ing.  He  knows  what  they  are  made  of, 
how  they  are  made,  under  what  condi¬ 
tions  produced,  and  the  maker’s  guar¬ 
antee.  These  buyers  are  already  favor¬ 
ably  predisposed  toward  advertised 
goods  when  a  dealer  offers  them — sales 
are  easy  and  quick. 

The  grocers  selling  National  Biscuit 
Company  products  know  this  to  be  true. 
It  takes  no  argument  to  sell  them.  No 
time  is  lost  in  taking  the  order.  N.  B.  C. 
products  are  sales-makers,  time-savers. 
They  are  well  known  because  of  year 
after  year  of  advertising.  They  are  liked 
because  of  perfect  quality. 

Sell  N.  B.  C.  products  in  the  In-er- 
seal  Trade-Mark  packages  and  familiar 
glass-front  cans. 


NATIONAL  BISCUIT 
COMPANY 


Sensible  Ham  Selling.— The  large 
.ndsome  center  slices  of  boiled 
.m  shouldn’t  be  mixed  with  the 
raggy,  grissly,  “both  end”  pieces, 
ou  must  make  a  difference  of  10 
nts  a  pound.  That  works  off  the 
)ff”  slices,  gives  people  what  they 
ty  for  and  you're  put  down  as  a 
sensible  ham  seller.”  All  the  way 
trough  we  can  grade  more  or  less, 
ou  can  and  you  should  make  two 
id  sometimes  three  prices  on  crate 
*gs  that  cost  you  a  straight  price, 
ome  want  them  all  white  shell, 
line  all  yellow  shell.  Some  insist 
n  having  them  mixed.  Then  you 
ave  small,  medium  and  large  eggs 
1  your  crate.  Get  the  price  and 
;et  it  legitimately. 


*  *  * 

The  Word  “If”. — Don’t  see  what 
ght  the  word  "if”  has  in  business. 


“Mind  Your  Own  Business.” — Yes, 

minding  your  own  business  is  good, 
still  if  you  have  given  two  eyes  and 
an  open  mind  to  things  as  you’ve 
moved  along,  you’ve  found  that 
poking  your  nose  into  what  might 
be  called  other  people’s  business 
isn’t  a  bad  thing  after  all.  Great 
things  have  been  accomplished  in 
this  country  the  past  20  years  by 
butting  in.  Very  true,  wise  people 
tell  you  to  mind  your  own  busi¬ 
ness.  I  never  could  see  it.  It  isn’t 
good  to  ignore  rules.  It  isn’t  policy 
to  assume  the  authority  of  others 
of  higher  position,  but  it  is  good 
and  it  is  policy  to  show  the  weak¬ 
ness  of  these  rules  and  the  foolish¬ 
ness  of  officials  from  your  stand¬ 
point.  No  man  of  the  right  spirit 
will  keep  still  if  he  believes  that  a 
certain  policy  is  working  havoc 
with  his  department.  That  partic¬ 
ular  policy,  you  understand,  may 
work  out  all  right  in  the  end,  but 
for  the  present,  from  your  view,  it 


is  disastrous.  Apart  from  the  good 
or  bad  results  a  certain  course  may 
bring  to  your  store  the  fact  that 
you  take  exception  to  it  in  a  kindly 
respectful  way  shows  that  you  are 
a  man  of  observation  and  that  you 
really  do  more  than  “mind  your 
own  business.” 


ASSOCIATION  NEWS 


*  *  H= 


As  Others  See. — Maybe  nature 
had  a  reason  for  making  many  of 


Michigan. 

The  chief  speaker  at  the  State 
convention  of  the  Michigan  Retail 
Grocers’  Association  was  Fred. 
Mason,  vice-president  and  general 
manager  of  the  Shredded  Wheat 
Co.  Mr.  Mason  made  the  follow¬ 
ing  interesting  reminiscences  of  his 
earlv  days  in  the  retail  business : — 


us  blind  to  our  shortcomings.  The 
other  fellow’s  faults  are  always  so 
glaring — ours  less  in  sight.  But  the 


friend  that  opens  our  eyes  is  a 
friend  indeed.  The  thing  for  you 
to  do  is  to  keep  your  balance.  Very 
likely  what  he  said  is  right  so  in¬ 
stead  of  being  insulted  be  thankful. 
It  isn’t  every  friend  that  has  the 
courage  to  tell  another  his  mis¬ 
takes.  Cherish  him.  Profit  by  him. 
And  be  sensible  enough  to  go  right 
to  work  and  remedy  the  thing  that 
“others  see.” 


I  started  at  the  age  of  U  as  a 
grocer’s  clerk  in  Superior,  Wiscon¬ 
sin,  and  I  remember  that  one  of 
the  first  things  I  had  to  learn 
was  how  to  take  a  piece  of  wrap¬ 
ping  paper,  fashion  it  into  a  hag 
and  wrap  up  7  pounds  of  dark 
brown  sugar,  for  which  we  re¬ 
ceived  a  dollar  and  the  customer 
carried  the  goods  away  with  him. 
There  was  very  little  credit  extend¬ 
ed  and  no  goods  were  delivered. 
To-day,  through  evolution  and  the 
foresight  of  American  business 
men,  we  are  refining  the  best  grade 
of  sugar  in  the  world  which  is  sold 
on  a  basis  that  enables  the  grocer 
to  give  16  pounds  for  a  dollar  and 
he  "delivers  it  at  this  figure. 

We  used  to  sell  calico  in  the 
general  store  at  14  to  15  cents. 
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Now  we  can  get  a  better  quality 
and  a  wider  selection  at  6  or  7 
cents  a  yard.  Truly  it  is  not  the 
high  cost  of  living  that  we  have 
to  contend  with,  hut  rather  the 
cost  of  high  living. 

He  spoke  as  follows  regarding 
the  jobber: — 

If  a  manufacturer  wants  national 
distribution  for  his  product  and 
can  get  this  through  the  wholesale 
grocers,  he  only  has  to  open  up 
2,500  accounts.  If  he  wanted  to 
sell  his  'goods  direct  it  would  be 
necessary  for  him  to  employ  75,000 
salesmen,  to  say  nothing  of  the 
extra  bookkeepers,  etc.  Under 
these  conditions,  isn’t  he  foolish 
not  to  do  business  through  the 
jobber,  particularly  when  the  latter 
will  handle  the  business  on  a  mar¬ 
gin  of  10  per  cent.? 

Keep  on  friendly  terms  with  your 
best  friends,  the  wholesale  grocers 
of  Michigan.  If  you  and  the  job¬ 
bers  work  together,  as  you  are 
doing,  the  consumer  will  get  better 
goods  and  better  service  than  they 
could  secure  from  any  other  source. 
You  ought  to  see  the  conditions 
which  exist  in  territory  where  the 
wholesalers  and  retailers  do  not  co¬ 
operate.  Competition  in  that  case 
results  in  cheap  goods  and  poor 
service. 


Iowa. 

The  State  convention  of  the  Iowa 
State  Retail  Merchants’  Associa¬ 
tion  will  be  held  at  Council  Bluffs, 
Iowa,  June  17,  18,  19,  1913.  One 
thousand  retailers  are  expected  to 
attend  this  convention. 


A  TERRIFIC  SMASH  AT  INEFFI¬ 
CIENCY  OF  SOME  PENNSYL¬ 
VANIA  RETAIL  GROCERS’ ASSO¬ 
CIATIONS 

(Continued  from  page  8.) 

So  that  none  of  those  who  are 
going  to  look  with  envy  upon  their 
colleagues  at  Warren  in  August 
(whose  membership  has  doubled, 
whose  association  benefits  cost  them 
nothing,  whose  transportation  to 
the  convention  is  paid,  who  take 
back  enough  money  to  pay  their  as¬ 
sociation  expenses  for  the  ensuing 
year)  will  have  the  excuse  that 
they  didn’t  know  about  the  plan,  I 
am  going  to  mail  a  full  and  care¬ 
fully  prepared  explanation  of  the 
entire  proposition  to  every  general 
merchant  and  every  grocer  in  the 
State  of  Pennsylvania,  affiliated 
with  the  Pennsylvania  Retail  Mer¬ 
chants’  Association,  and  I  sincerely 
hope  that  this  will  result  in  these 
merchants  saving  themselves  from 
the  absolutely  certain  annihilation 
which  awaits  them  at  the  hands  of 
some  progressive  business  man. 

Do  you  know  that  I  sent  $3,500 
worth  of  advertising  to  the  “Penn¬ 
sylvania  Merchant”  last  week? 
Have  you  forgotten  that  you  are 
part  owner  of  this  publication  ? 
Will  that  $3,500  do  you  any  good? 


I  sent  another  $1,000  worth  of 
business  to  the  “Grocers’  Review,” 
and  $1,150  worth  to  “Up-To-Date” 
last  week,  making  $5,650  in  real 
money  for  the  merchants  of  Penn¬ 
sylvania.  Shouldn’t  the  manufac¬ 
turers  who  pay  this  money  have  at 
least  your  attention? 

Every  week  in  the  “Grocery 
World  and  General  Merchant”  and 
every  month  in  the  other  Pennsyl¬ 
vania  papers,  I  am  going  to  tell 
you  some  more  things  you  must 
know  if  you  are  to  get  anywhere. 
The  live  ones  among  you  will  like 
it  for  they  know  how  necessary  it 
is  and  they  will  build  a  monument 
to  me  when  I  am  gone.  The  others 
don’t  matter ;  they  couldn’t  make  a 
dent  in  a  pound  of  warm  butter 
with  an  axe. 

C.  M.  Wessels. 

Philadelphia,  Pa., 

March  20,  1913. 


Two  Successful  New  Jersey 
Co-operative  Stores. 

Considerable  attention  has  been 
attracted  by  two  co-operative  stores 
situated  in  Ridgewood  and  Mont¬ 
clair  in  New  Jersey.  The  Mont¬ 
clair  co-operative  grocery  and  but¬ 
cher  shop,  organized  less  than  a 


year  ago,  has  just  paid  6  per  cent, 
interest  on  the  money  invested  and 
has  also  paid  a  5  per  cent,  rebate 
on  members’  purchases  of  the  year. 
The  shares  cost  $10  each.  Every 
stockholder  has  one  vote,  irrespect¬ 
ive  of  how  many  shares  he  holds. 
At  the  last  meeting  every  member 
holding  one  share  of  stock  received 
6  per  cent,  on  his  investment,  or  60 
cents.  If  he  had  purchased,  say, 
$200  worth  of  groceries  during  the 
year,  his  rebate,  at  5  per  cent.,  of 
his  purchases  would  be  $10.  The 
shares  may  be  paid  for  on  the  in¬ 
stallment  plan  of  $2  down  and  $1 
a  month.  There  are  314  members 
and  a  paid  up  capital  on  January 
1st  of  $8,550  and  a  business  of 
$100,000  a  year  in  meats  and  gro¬ 
ceries  is  being  done.  The  Ridge¬ 
wood  Supply  Co.  has  been  organ¬ 
ized  for  nearly  three  years.  There 
are  116  stockholders.  The  stock 
is  $25  a  share.  At  the  end  of  the 
second  year  they  declared  a  6  per 
cent,  dividend  on  the  money  in¬ 
vested.  They  are  doing  a  business 
of  a  little  more  than  $50,000  a  year. 
After  dividends  are  paid  they  aim 
to  distribute  profits  back  to  the 
members  in  proportion  to  the 
amount  of  their  purchases. 


Chicago,  March  17,  1913. 

This  is  St.  Patrick’s  Day,  and  an  enthusiastic  Irishman  once  claimed  that  St.  Patrick  was  a  bigger  man  than  the  Fourth  of 
July.  We  will  not  discuss  that  question  here,  for  National  Canned  Foods  Week  begins  to  look  to  us  like  one  of  the  biggest  things 
that  was  ever  “  Pulled  Off”  since  John  Hancock  signed  the  Declaration  of  independence. 

We  have  orders  entered  that  will  exhaust  all  our  literature,  except  some  leaflets  called  “  The  Low  Cost  of  Good  Living  ”  and 
some  “  Bulletins  ”  in  newspaper  form,  containing  articles  by  experts  for  the  information  of  consumers.  Orders  are  still  pouring  in 
by  mail  and  wire. 

We  can  buy  more  silk  badges  and  large  posters  and  pennants  from  the  printers  and  ship  them  immediately  at  2j^c  each  for 
silk  badges,  and  5c  for  set  of  one  42  x  28  poster,  blue  and  white,  and  two  40  x  10  pennants,  one  red  and  white  and  one  green  and  white. 

We  cannot  send  any  more  posters  or  silk  badges  except  to  purchasers,  as  our  contributed  subscription  fund  is  all  appropriated, 
and  we  cannot  order  any  more  literature  for  distribution  on  our  own  account. 

If  you  got  your  order  in  too  late  it  is  not  our  fault,  as  we  did  everything  we  knew  how  to  get  it  in  early. 


<< 


WHAT  TO  DO  NOW!!!” 


Induce  every  hotel,  restaurant  and  club  in  your  town  or  vicinity,  to  print  “  National  Canned  Foods  Week  ”  on  their  bills  of 
fare  during  the  first  week  in  April.  Thousands  have  agreed  to  do  this  and  it  is  very  important. 

Try  to  get  your  local  newspaper  to  run  some  of  the  reading  articles  we  have  sent  you  as  news  matter  during  National  Canned 
Foods  Week,  and  put  your  own  advertising  in  the  papers  at  that  time. 

Tell  your  retail  grocers  to  make  nice  displays  of  canned  foods  during  the  first  week  in  April.  We  will  have  advertisements  in 
two  hundred  and  sixteen  daily  papeis  and  six  thousand  and  eleven  weekly  papers  during  that  week,  and  there  ought  to  be  something 
doing  in  the  way  of  sales. 

The  National  Canned  Foods  Week  Committee 


1517  Masonic  Temple,  Chicago,  Ill. 


By  J.  A.  LEE,  Managing  Director 
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ADAMS 

AEVER- BURST 


FLOUR- 

SACKS 


Flour  packed  in  Adams  “Never- 
Burst”  Paper  Flour  Sacks  costs 
you  less  and,  therefore,  pays  you 
more  than  the  same  brand  of  flour  in 
cotton  bags.  Order  your  flour  in 
quarters,  eighths  and  smaller  sizes 
in  Adams  “Never-Burst”  Paper 
Flour  Sacks.  These  sacks  are  dust 
proof,  damp  proof  and  odor  proof,  pre¬ 
serving  the  cleanliness  and  purity  of 
the  flour.  “Never-Burst”  Paper  is  a 
combination  of  New  Manilla  Hemp 
stock  with  used  rope  stock  in  the  right 
scientific  proportions  to  assure  the 
greatest  tensile  strength  without 
affecting  the  pliability  of  the  paper. 
Cotton  bags  are  unfit  for  packing  flour 
because  they  are  porous,  and  dust, 
odors  and  dampness  easily  penetrate 
them. 

Think  over  this : — When  you  get 
your  customers  using  flour  packed 
in  Adams  “Never-Burst”  Paper 
Flour  Sacks  they  will  get  better 
flour  and  you  will  make  more  profit. 


i  MADE  ONLY  BY  ^ 

The  Adams  Bag  Co. 

CLEVELAND,  OHIO. 


KEEP 

Flour 


MORE 


I 
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STROLLER’S 

COLUMN 


Wearing  the  Shoe  so  it  Won’t  Pinch. 


Ain’t  there  a  saying  that  it 
makes  a  heap  of  difference  whose 
ox  is  stuck,  or  something  like 
that?  It  sure  does  make  a  differ¬ 
ence  in  the  way  you  feel  about 
things,  whether  the  thing  you’re 
knocking  helps  you  or  hurts  you. 
If  it  helps  you  you  can  find  a  thou¬ 
sand  bully  good  reasons  for  doing 
it,  but  if  it  hurts  you  can  find 
just  as  many  just  as  bully  against 
it. 

Ain’t  that  right? 

I  was  talking  with  a  customer  of 
mine  up  in  Wilkes-Barre,  Pa.,  last 
week.  Some  fancy  goods  that  I 
had  sold  him  in  February  hadn’t 
moved  out  very  well  and  he  said 
the  reason  was  that  some  of  his 
trade  sent  orders  to  Park  &  Tilford 
in  New  York. 

"Some  of  them  buy  every  week 
from  Finley  Acker,  too,”  he  said, 
and  then  he  went  on  to  roast  ’em 
because  they  didn’t  stand  behind 
their  local  stores. 

“These  people  have  no  more 
local  feeling  than  nothing  at  all,” 
he  said.  “I  calculate  there’s  thou¬ 
sands  of  dollars  of  local  trade  goes 
out  of  Wilkes-Barre  every  week,” 
he  said.  “Most  of  it  goes  to  New 
York.  We  sell  the  same  goods  for 
the  same  money,  counting  in  the 
freight,  but  no,  they  don’t  think 


they’re  up  to  date  unless  they  buy 
goods  in  the  big  cities.  I  don’t 
know  what  we’re  coming  to — there 
used  to  be  more  local  pride  about 
such  things.” 

Then  he  began  to  talk  to  me 
about  what  the  jobbers  were  going 
to  do  now  that  there  wasn’t  any  set 
price  on  Ivory  soap,  and  by  and  by- 
I  happened  to  ask  him  who  his 
regular  jobber  was. 

“Oh,  I  buy  of  two  or  three,”  he 
said,  and  he  ran  over  a  couple  of 
big  houses  in  New  York  and  one 
in  Philadelphia. 

I  started  to  grin. 

“What  are  you  laughing  at?”  he 
said. 

“What’s  the  matter  with  the 
local  jobbers?”  I  said.  “Ain’t  you 
got  some  good  jobbing  houses 
right  here  in  Wilkes-Barre? 
Seems  to  me  there  ain’t  any  local 
pride  about  such  things  any 
more.” 

“But  I  can  do  better  in  New 
York,”  he  said.  “Do  you  tell  me 
I  haven’t  got  a  right  to  buy  where 
I  can  do  the  best?” 

“Sure  you  have,”  I  said,  “but  so 
have  the  people  that  buy  of  Park 
&  Tilford  and  Acker  that  you  were 
kicking  about  a  while  ago.” 

“But  they  can’t  do  any  better,” 
he  said. 


“How  d’ye  know  they  can’t?”  I 
said.  “They  seem  to  think  they 
can.” 

Well,  he  was  sure  they  couldn’t, 
though  he  didn’t  say  he  had  gone 
very  far  into  sizing  the  two  propo¬ 
sitions  up.  We  talked  about  it  a 
little  more,  but  he  didn’t  see  at  all 
that  the  two  cases  were  twins.  It 
was  a  case  of  being  all  right  for 
me  to  do  it  if  it  helps  me  and  hurts 
you,  and  all  wrong  for  you  to  do  it 
if  it  helps  you  and  hurts  me. 

I’ll  bet  I  could  have  sat  there 
talking  for  a  week  without  getting 
that  nail  drove  home. 

It’s  the  same  way  with  this  co¬ 
operative  buying  stunt.  I’ve  had 
customers  go  on  something  fierce 
about  half  a  dozen  women  putting 
in  together  and  buying  a  couple  of 
cases  of  stuff,  and  then  wish  in  the 
next  breath  that  somebody  would 
get  up  a  co-operative  buying 
scheme  for  them  so  they  could  cut 
out  the  jobber. 

It  seems  a  blamed  shame  that  so 
many  things  that  we  go  up  against, 
if  they're  all  to  the  mustard  for  us, 
are  all  to  the  ipecac  for  somebody 
else.  Why  can’t  everything  be 
good  for  everybody  or  bad  for 
everybody?  If  I’d  made  the  world 
I’d  have  fixed  some  things  differ¬ 
ent,  believe  me. 


Why  only  last  week  another  cu 
tomer  of  mine  went  on  to  me  b 
cause  a  jobber  wouldn’t  cut  t 
price  of  Kellogg’s  corn  flake 
“It’s  a  darned  trust,  that’s  what 
is!”  he  growled,  and  two  minut 
later  he  told  his  own  clerk  to  t 
a  woman  to  go  to  hen  because  s 
phoned  in  that  she  could  get  K< 
logg’s  at  nine  cents  at  a  depai 
ment  store  and  she  expected  him 
sell  it  at  the  same ! 

“Darn  these  women !”  he  sa: 
“all  of  ’em  expect  a  storekeeper 
give  his  goods  away  and  pay  1 
rent  out  of  his  own  pocket!” 

I  didn’t  say  anything,  but 
thought  a  heap.  Everybody  el 
ought  to  work  on  no  profit — fc 
me,  but  anybody  who  asks  me 
do  it  can  go  to  hen.  That’s  t 
way  we  all  look  at  it,  ain’t  it? 

The  Stroller. 


$2,000,000  Paid 
Waste  Paper  in  Pei 
sylvania  Last  Year 

How  much  of  it  did  ; 
Bet  ?  There  is  ready  s 
for  all  your  Waste  Pai 
Pasteboard  Boxes,  etc. 
baled. 

THE  BUCKEYI 
PAPER  PRESli 

does  the  work  perfectly. 
Write  Jor  catalog.  Dept 

Buckeye  Baler  Cc 

FINBLAT,  OHIO 


Your  customei 
will  like 

MAPLEIN 


Recommend  it  to  thi 
with  a  money-back  gu!- 
antee  for  a  “  Flavou 1 
that  is  dainty  and  difl- 
ent — 

Or  to  make  table  syt 
by  adding  to  white  su 
and  water. 

Order  from  your  jobbetr 
Frank  A.  Smith  & 
105  S.  Front  St., 
Philadelphia,  Pa. 

Crescent  Mfg.  C 
Seattle,  Wash. 
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Sell  Goods  That  Sell  Themselves 


The  main  reason  for  selling  Wheatena 
is  that  you  can  sell  it  so  easily.  It  is 
different  and  distinctive,  and  if  you  sell  it 
once  you  can  sell  it  again. 

We  have  done  everything  to  make 
Wheatena  the  ideal  merchandise  from 
your  standpoint.  We  guarantee  it  or  give 
the  money  back,  and  we  make  it  more 
carefully  than  almost  any  other  cereal  food 
made. 

The  hearts  of  selected  wheat. 


THE  WHEATENA  C0„  Rahway,  N.  J. 


Member  of  the  American  Specialty  Manufacturers’  Association 


I 

Do  Women  Say  This  to  You? 


“Oh,  no,  I  don’t  want  to  bother  with  it— it  spoils  too  easily.’’ 

This  is  the  spoken  or  unspoken  reason  hundreds  of  women  have  for 
not  using  Rennet  regularly  in  their  homes.  All  such  women  will 
buy  James  T.  Shinn’s  Liquid  Rennet,  for  every 
bottle  is  guaranteed.  We  can  safely  guarantee  it  because  its  making  is 
as  scrupulously  clean  as  anything  can  be.  ] 

We  also  guarantee  it  to  do  its  work  with  milk  in  three  to  five  minutes 
that  s  another  point  to  use  with  women  who  haven’t  been  using  rennet. 

And  here  is  the  argument  to  use  with  you — Shinn’s  Liquid 
Rennet  pays  you  100  per  cent,  profit. 


Shinn  &  Kirk,  1 400  Spruce  St,  Philad’a. 
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Franklin  Carton  Sugars  Include 
All  Active  Selling  Grades 


And  are  packed  in  24,  48  and  60--lb.  containers 


FRANKLIN  CARTONS  save  time,  prevent  loss  by  overweight,  save  bags  and  string.  We 
do  the  “factory  work”  of  packaging  the  sugar — you  do  the  “store  work”  of  selling  it.  The 
saving  of  time,  overweight  and  string  enables  you  to  make  a  positive  profit  on  sugar  instead 
of  a  loss.  You  can  sell  any  grade  of  sugar  your  customers  want  in  the  convenient,  sanitary 
carton  ;  the  capacity  of  the  containers  enables  you  to  buy  in  the  most  convenient  quantities. 


THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia,  Pa. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR 


It’s  a  Pleasure  to  Sell  Daniel  Webster  Flour 

When  you  offer  DANIEL  WEBSTER  FLOUR  to  a  customer  tell  her  it’s  better  flour  than  she  ever  had  before ; 
tell  her  you’r  proud  to  sell  it ;  tell  her  it  will  make  a  bigger  loaf  of  bread  per  quantity  used,  that  the  bread  will  keep  fresh 
longer — tell  her  that  she’ll  find  it  a  splendid  flour  for  cake  and  pastry  as  well  as  bread.  DANIEL  WEBSTER  FLOUR 
will  back  up  your  strongest  recommendations,  it  has  the  baking  quality  and  the  uniformity  that  will  please  customers  and 
bring  them  back.  Extensive  magazine  and  newspaper  advertising  has  created  wide  demand  for  DANIEL  WEBSTER 
FLOUR,  and  our  dealer  helps  will  enable  you  to  turn  this  demand  into  sales.  Write  for  our  proposition  to  dealers. 


Eagle  Roller  Mill  Company,  New  Ulm,  Minn. 
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The  Perry  Grocery  Co.,  Durham, 
N.  C.,  send  in  a  copy  of  their 
“Perry’s  Grocery  Herald,”  a  well- 
printed  store  paper  printed  in  dark 


green  on  heavy,  rough-faced,  and 
very  good  paper.  What  a  tremen¬ 
dous  difference  good  paper  makes 


In  that  case,  too,  we  are  well  prepared 
with  the  following  Healthful  Drinks: 

DUFFY  S  SPARKLING  APPLE  JUICE— 
(Non-Alcoholic) — Champagne  Flavor 


Pint*  . 25e 

Quarts  . 50e 


DOYLE’S  PINEAPPLE  JUICE 

Growing  in  favor,  used  as  a  delicious 


beverage  like  grape  Juice. 

Pint*  . jo* 

Quarts  . . 


WELCH’S  GRAPE  JUICE— National  Drink 
Needs  no  praise, 

)  Quarts  . . 

Pint*  . 25c 


PURE  LEMON  JUICE 

Just  what  the  name  implies — Purs  Fil¬ 
tered  Juice  of  Lemons. 

To  be  used  wherever  lemons  are  used. 
Convenient,  and  as  cheap  as  lemons  are 
at  one-cent  each. 


HOT  DRINKS  AND  COLD 

Bendorp’s  Royal  Dutch  Cocoa  (A mater- 
dam-Holland),  is  winning  favor  in  Amer¬ 
ica  like  our  Famous^  Chase  Si  Sanborn's 
Boston  Coffees. 

Prepared  by  a  special  process  whereby 
the  mineral  ingredients  of  this  cocoa  are 
increased  3  per  cent. 

Try  this  Cocoa  for  cooking  in  place  of 
cake  chocolate.  25c,  40c  and  75c  cans 


HOT-TEA  SEASON  IS  ON:  ICE-TEA 
SEASON  IS  COMING 

We  are  very  cautious  in  selecting  our 
brands,  and  we  never  rest  till  we  get  the 
best  for  yourself  and  guest.  Our  brands 
are: — 

American  Lady, 

Teyley’s  and 
Chase  St  Sanborn’s. 

We  can  suit  any  taste  for  we  have  many 
styles  (flavors). 

Good  Teas  are  stimulating  and  health¬ 
ful,  and  the  highest  quality  inexpensive 
compared  with  other  foods  and  drinks. 
Boxes  10c  to  60c  each. 


in  the  appearance  and  class  of  a 
piece  of  advertising  matter !  The 
paper  has  four  pages  of  rather  an 
odd  size  and  shape — 6*4  x  ii*4 


inches,  which  personally,  does  not 
appeal  to  me  as  much  as  a  page 
about  an  inch  shorter  would  do.  It 


GOOD  LIVING  LIST 

K infan’s  Dally  Sliced  Meats 

Washington  Daily  Bread 

Appalachian  Butter 

Hiddenite  Graham  Foods 

Premier  Canned  Goods 

Sunbeam  Cereal* 

Chase  &  Sanborn's  Coffee. 

American  Lady  Tea 

Bendorp’s  Dutch  Cocoa. 

SWEETS 

SCBIMMEL'S  APPLE  BUTTER 

A*  Pure  a*  the  Purest,  and 

about  as 

cheap  as  any. 

Glass-top  Stone  Jars . 

. 40c 

Two  Jars  for  . 

PURE  VA.  APPLE  JELLY 

Nice  every  day  and  Sunday, 

Summer 

and  Winter. 

Tumblers  . 

Large  Tumblers  . 

By  the  Dozen . 

And  . 

ORANGE  MARMALADE 

The  Imported  kind  and  Domestic — both 

food,  one  is  better. 

Stone  jars  30c— 2  for  66c. 

Glass  Jars  25c— 2  for  45c. 

EVAPORATED  FRUITS 

Large  Prunes — Bulk . 

12'/, c 

Packages  . 

Best  Large  Peaches . 

•  l2'/,c 

(Soak  these  and  try  them  for  pies  or 

use  them  like  Fresh  Peaches 

for  Pre- 

serves.) 

Nice  Apricots . 

Evaporated  Apples . 

. 15c 

Whole  Evaporated  Apples 

.  .  .  20c 

DESSERT  (CANNED)  FRUITS 

Excellent  California  Peaches 

20c 

The  Finest  . 

Also  Apricots,  Cherries.  Pears. 

Try  our  Peeled  Pooches—  2  for 

. ...  25c 

Sugar  Loaf  Pinaople  —  Grated,  Sliced 

and  Chunks.  With  this  it’s  easy  to  make 

many  nice  desserts,  and  most  people  like 

it. — 15,  20,  25  and  35-cent  cans. 

PIE  GOODS — Everybody  Likes  Good  Old 
Pies. 


(Unpeeled)  Peaches,  Can . 10c 

Golden  Pumpkin  . ]0e 

Sliced  Apples  .  i0e 

Or  one  of  each  (3)  for . 25c 

Sweet  Potatoes,  Can . n* 

Huckleberries  . \2ytc 


looks  peculiar  and  a  little  awkward. 
I  should  make  the  page  just  about 
\l/>  inches  shorter. 

*  *  * 

1  am  reproducing  the  first  page 
heading  of  this  paper,  and  one  of 
the  inside  pages,  which  show  its 
character  \ery  well.  Both  are  re¬ 
duced  in  size . 

*  *  * 

I  have  already  said  that  I  regard 
this  as  good  printing.  I  believe 
there  is  only  one  criticism  I  would 
make  of  it  typographically,  and  that 
is  that  the  type  used  for  the  head¬ 
ings  of  the  paragraphs  wasn’t  heavy 
enough.  In  some  cases  heavier 
type  has  been  used  to  display  some 
words  in  the  text  immediately  fol¬ 
lowing,  which  is  a  mistake,  because 
the  body  then  overshadows  the 
head.  '  The  result  of  too  light  type 
is  to  give  the  page  a  peculiar  flat 
appearance,  which  is  especially 
noticeable  in  the  Perry  Co’s  adver¬ 
tising.  The  headlines  do  not  stand 
out,  as  they  should,  and  as  they 
would  if  only  slightly  heavier  type 
was  used.  I  should  also  set  all 
price  lines  in  light  boldface  instead 
of  in  body  type. 

*  *  * 

I  am  having  set  here  two  repro¬ 
ductions  of  a  paragraph  from  Page 
2,  side  by  side,  in  order  to  show  my 
ideas  as  to  display.  On  the  left 
appears  as  close  a  facsimile  of  the 
original  as  our  printers  can  make, 
and  on  the  right  is  the  same  para¬ 
graph,  reset  as  I  think  it  should  be. 
You  can  take  your  choice: — 


(original) 

BAKED  BEANS 

More  Baked  Beans  are  consumed 
today  than  ever  before.  The  quality 
is  higher  than  ever,  and  the  price 
lower. 

Sunbeam  or  Vancamp’s  No.  2.  .  15c 


Two  Cans . 25c 

Three  Cans . 35c 

Twelve  Cans  .........  $1.35 


So  much  for  the  typographical 
end  of  this  paper.  The  text  shows 
that  it  was  carefully  prepared,  and 
for  the  most  part  is  good.  Not 


“a  good  digestion  to  YOU  ALU" 

Perry’s  Grocery  herald 

OF  FOOD  AND  DRINK 

Vol.  II.  Durham,  N.  C.,  Spring,  1913  No.  2 


PERRY’S  GROCERY  HERALD  3 


IN  THE  SPRING-r-that’s  now,  when  a  por¬ 
in’*  appetite  la  liable  to  become  jaded, 
and  he  feele  leaa  like  eating  he’ll  feel 
more  like  drinking. 


always  as  illuminating,  however,  as 
it  might  be.  For  instance,  under 
“Hot  Drinks  and  Cold,”  appears 
this  enigmatical  sentence :  “Pre¬ 
pared  by  a  special  process  whereby 
the  mineral  ingredients  of  this 
cocoa  are  increased  3  per  cent.” 
The  meaning  of  this  is  absolutely 
dark  to  me.  My  vague  impression 
has  always  been  that  manufacturers 
tried  to  decrease  rather  than  in¬ 
crease  mineral  ingredients,  but  1 
may  be  wrong  about  that.  What¬ 
ever  it  means  I  haven’t  the  slightest 
idea,  and  certainly  the  average  con¬ 
sumer  would  know  no  more  than  I 
would  about  it.  Care  should  al¬ 
ways  be  taken  in  exploiting  a 
somewhat  unusual  point  like  this, 
to  see  that  it  is  made  clear. 

,  *  *  * 

In  spite  of  the  chances  for  im¬ 
provement  in  the  respects  I  have 
noted,  this  is  good  advertising  and 
I  doubt  not  got  results. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions;  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


February  General  Store  Failures 
Show  Decrease,  Grocery  Fail¬ 
ures  Show  Increase. 

The  official  report  of  grocery  and 
general  store  failures  continue  to 
follow  the  trend  of  the  last  few 
months,  general  store  failures  for 
February  showing  a  decrease  over 
February,  1912,  and  grocery  fail¬ 
ures  showing  an  increase.  The  fig¬ 
ures  are  as  follows: — 

General  Store  Failures — Febru¬ 
ary,  1913,  170;  liabilities,  $1,579,- 
693;  February,  1912,  195;  liabili¬ 
ties,  $1,556,611. 

Grocery  Failures — February, 
1913,  271 ;  liabilities,  $892,141 ; 


(improved) 

Baked  Beans 

More  Baked  Beans  are  consumed  today 
than  ever  before.  The  quality  is  higher 
than  ever,  and  the  price  lower. 

Sunbtam  or  Van  Camp’s  No.  2  .  .  15c 


Two  cans . 25c 

Three  cans . 35c 

Twelve  cans . $1.35 


February,  1912,  243;  liabilities, 
$1,021,40 2.  Here,  while  the  num¬ 
ber  of  failures  increases  the  liabili¬ 
ties  decreased. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


27 


Waste  No 

More  Time  Nor  Trade 


^Nobody  can  find  any  better  butter  than  Gurnse,  and  hunt¬ 
ing  for  butter  as  good  will  cost  you  time  and  money— and 
may  cost  you  trade. 

<JWhy  not  stock  Gurnse  now  and  get  the  benefit  of  the 
strongest  and  most  sweeping  guarantee  ever  given  for  butter  ? 
The  only  money-back  guarantee  of  quality  ever  given  for 
butter,  so  far  as  we  know. 

CjGurnse  butter  is  the  finest  dairy  butter  made  and  runs 
absolutely  uniform  from  one  year  to  another.  Wrapped  in 
brine-dipped  parchment  and  sealed  in  cartons. 

Packed  io  20. 30 and  50-pound  boxes  —  pounds  and  half  pounds  -  43  cents 
Prices  subject  to  market  changes. 

PC  DDAIi/M  t  rt\  39-«. 43  SOUTH  FRONT  STREET 

•  F.  BROWN  O'  Cl/.  PHILADELPHIA,  PA. 


No  Charge  for 
This  Salesman 

The  man  who  contends  that  window  displays 
won’t  sell  goods  is  fearfully  mistaken.  Probably  his 
experience  has  been  with  the  wrong 
sort  of  displays. 

Window  displays  will  sell  even 
so  conventional  a  staple  as  coffee, 
But  they  must  be  distinctive,  which 
very  few  coffee  displays  are. 

Private  Estate  Coffee 

will  allow  such  a  display,  for  it  is 
packed  in  one-pound  burlap  bags, 
totally  unlike  everything  else  on  the 
market.  A  window  of  these,  with 
a  placard  saying  that  Private 
Estate  Coffee  is  also  different 
because  it  is  largely  Mexican,  will  make  sales  as 
sure  as  fate. 

Also  packed  fn  one  and  three-pound  tins. 
Price  to  you  28  cents. 

Private  Estate  Coffee  Company 

Successors  to  F.  A.  CAUCHOIS  &  CO. 

31-33=2S  PULTON  STREET 
Fulton  mills  New  Y ork 


“Hums,  the  ancient  Emesa,  which  has  a 
varied  and  interesting  history,  to-day  gains 
its  living  as  a  market  for  the  large  Bedouin 
tribes  of  the  adjacent  country.  The  bazaars 
remind  one  quite  a  good  deal  of  Damascus,  as 
one  wanders  through  them,  seeing  here  a  man 
working  a  primitive  hand  loom,  on  which  he 
turns  out  bright  fabrics  for  which  Hums  is 
noted,  and  there  a  small  spice  shop,  and  again 
a  dyer,  with  hands  stained  dark  with  indigo, 
hanging  up  his  wet  cloths  in  the  street. 

“When  we  had  lost  ourselves  in 
these  strange  surroundings,  which 
seemed  to  place  civilization  at  a  remote 
distance,  our  eyes  were  struck  by  a 
placard,  on  which  appeared  in  bold 
English  ‘  Use  Fels-Naptha  Soap.’  ” 

_ Article  “From  Jerusalem  to  Aleppo ’’ 

by  JOHN  D.  WHITING  {page  102), 
“The  National  Geographic  Magazine,’’ 
January,  1913. 


GROCERS  ALL  OVER  THE  UNITED  STATES  ARE 
GOING  TO  ASSIST  IN  OBSERVING 

California 
Raisin  Day 

WEDNESDAY,  APRIL  30th 

5,000  Names  are  Wanted 

Are  you  going  to  accept  this  offer  of  assistance  of  building 
up  a  demand  for  raisins  in  your  city  ? 

A  National  campaign  of  advertising  is  being  carried  on  to 
increase  the  use  of  California  raisins.  A  plan  of  attracting  atten¬ 
tion  to  your  store  has  been  perfected  and  it  will  be  sent  to  you 
absolutely  FREE. 

Beautiful  pennants,  window  cards,  posters,  raisin  recipes, 
stickers,  etc.,  will  be  included,  together  with  suggestions  for 
their  use.  A  campaign  of  advertising  has  also  been  prepared. 

Be  sure  that  you  have  plenty  of  raisins  on  hand  to  supply 
the  demand  that  will  be  created.'  This  plan  is  more  elaborate 
than  in  former  years  and  is  sure  to  get  you  gratifying  results. 

IV RITE  IMMEDIATELY  FOR  FREE  PLAN 

California  Raisin  Day  Committee 

E.  A.  BERG,  Director  of  Publicity  FRESNO,  CAL. 
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A  Lunch  Display. 


place  a  head  of  lettuce  and  some  fresh  onions.  Across  the  rear  place 
some  of  the  white  crepe  paper  for  a  background. 


Baked  Beans  Display. 


Foa  Home  BAKED  BEANS  TRy  our 

choice  Marrow  Fat  Beans  8%*m. 


Two  neat  and  attractive  windows  to  make  use  of  after  Lent. 

The  display  of  articles  such  as  are  generally  used  for  sandwiches 
is  arranged  as  follows:  First  make  a  low  platform  as  large  as  the 
window  and  from  the  edge  of  this  make  a  slant  of  boards  to  the  bottom 
of  the  glass  in  front.  Letter  a  piece  of  white  crepe  paper  as  illustrated 
and  place  it  on  the  slant  across  the  front  of  the  window.  Now  cover 
the  top  or  platform  with  white  crepe  paper.  Along  the  front  display 
cheese,  such  as  pineapple,  Dutch,  snappy,  club  and  hand  cheese.  Place 
a  fresh,  ripe  tomato  between  them.  Back  of  these,  on  platters,  place 
a  nice  dressed  chicken  and  a  boiled  ham.  On  plates  display  veal  loaf, 
tongue  and  summer  bologna.  At  the  rear  place  some  choice  stalks 
of  celery  in  the  centre  and  one  stalk  in  each  corner.  Between  them 


The  bean  display  is  arranged  as  follows:  First  place  a  very  large 
flat  box  in  the  centre  of  the  window  at  the  rear.  Make  a  slant 
of  boards  from  the  edges  of  it  to  the  bottom  of  the  window.  Cover 
the  three  slants  with  choice  marrowfat  beans.  Cover  the  top  or 
platform  with  white  crepe  paper.  In  the  centre,  on  a  napkin,  place  a 
covered  dish  or  bean  pot.  At  each  side,  on  plates,  place  some  fine 
bacon,  and  a  little  towards  the  front  place  two  cans  of  syrup.  Around 
the  edge  of  the  platform,  on  top  and  on  the  slant,  place  fresh,  ripe 
tomatoes.  Letter  a  strip  of  white  muslin  or  crepe  paper  and  place 
across  the  window  at  the  rear. 


Criminal  Indictments  Mark  End  of 
Barr  &  Widen  Collection  Agency. 

True  bills  of  indictment  against 
fourteen  men  charged  with  partici¬ 
pation  in  alleged  frauds  of  the  Barr 
&  Widen  Mercantile  Agency  were 
returned  during  the  week  by  the 
Federal  Grand  Jury.  The  alleged 
frauds  charged  by  the  Government 
are  said  to  aggregate  several  mil¬ 
lion  dollars.  Many  large  corpo¬ 
rations  in  Chicago  and  other  cities 
are  said  to  have  been  defrauded. 
Those  indicted  are:  Abram  H. 


Preeman,  Frederick  L.  Wendler, 
Charles  F.  Day,  Joseph  B.  Finkle- 
man,  alias  J.  B.  Fink;  James  T. 
Minehart,  Robert  B.  Pender, 
Joseph  C.  Stevens,  Arthur  W. 
Parks,  William  W.  Fellers,  John 
D.  Kaiser,  Frederick  V.  Cordon,  J. 
H.  Worman,  A.  P.  Cook  and  W. 
B.  Sugg.  One  of  the  heads  of  the 
concern  committed  suicide  in  St. 
Louis  shortly  after  the  Govern¬ 
ment’s  agents  began  their  investiga¬ 
tion.  The  Government  charges 


that  the  company  represented  itself 
as  being  able  to  discover  concealed 
assets  and  silent  partners  of  bank¬ 
rupt  companies.  In  addition  to  this 
it  did  a  regular  collection  agency 
business. 

[The  Resolutions  of  a  Clerk. 

That  I  will  be  at  my  appointed  place 
on  time  every  morning,  and  remain  at 
my  work  until  the  end  of  the  closing 
hour. 

That  I  will  concentrate  upon  my 
duties  in  the  order  of  their  importance, 
disposing  of  each,  whenever  possible, 
before  attending  to  the  next  one. 


That  whenever  there  is  extra  work 
which  needs  attention,  I  will  do  it  cheer¬ 
fully. 

That  I  will  be  extremely  careful  about 
every  detail  of  the  daily  routine. 

That  every  minute  of  the  day  I  will 
give  to  my  employer  the  best  that  is 
in  me. 

That  I  will  be  polite  and  obliging  to 
customers,  no  matter  how  uncivil  or 
overbearing  they  may  be. 

That  I  will  always  do  the  right  tiling 
because  it  is  the  only  thing  I  should 
do — not  merely  with  a  view  to  ultimate 
reward. 

That  after  I  have  deposited  the  cor¬ 
rect  amount  in  the  cash  register,  I  will 
remember  to  put  the  customer’s  receipt 
in  the  package. — Adv. 


Published  every 
Monday. 
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Bureau  of  Health  Forced  to  Withdraw 
Glass  Case  Food  Order  Against  Small 
Marketmen  After  Failure  to  Enforce 
it  Against  Glmbel  Brothers 

Ruling  Requiring  Meats,  Poultry,  etc.,  to  be  Kept  Under  Glass 
Cases,  Enforced  Against  Small  Dealers  But  Not  Against 
Gimbel  Brothers,  the  Largest  Offenders.  Apparent  Gross 
Favoritism.  Counsel  for  Market  Tenants  Complains  to 
Mayor  and  Bureau,  Ordered  to  Explain,  Rescinds  Order. 


Almost  every  Philadelphia  retail 
dealer  in  meats,  fish,  game,  poultry, 
etc.,  which  are  placed  by  the  law 
under  the  supervision  of  the  Bu¬ 
reau  of  Health,  will  agree  that  the 
Bureau,  and  its  inspectors  and  em¬ 
ployees,  constitute  one  of  the  most 
arbitrary  municipal  bodies  in  ex¬ 
istence.  Under  the  general  power 
given  the  Bureau  to  make  such 
rules  ancf  regulations  as  are  neces¬ 
sary  for  the  protection  of  the  pub¬ 
lic  health,  the  Bureau  issues  all 
sorts  of  orders,  fair  and  unfair, 
and  sometimes  showing  gross 
favoritism.  Of  course  the  victims 
can  appeal  to  the  courts,  but  while 
they  are  preparing  to  do  it  the  Bu¬ 
reau  has  revoked  their  license  to 
sell  fish,  meats,  poultry,  etc.,  and 
usually  they  conclude  that  the  best 
thing  is  to  go  along  and  obey  the 
ruling,  whether  it  has  any  warrant 
of  law  or  not. 

The  entire  trade  will  be  inter¬ 
ested  in  some  correspondence  which 
appears  below,  showing  the  dif¬ 
ficulty  which  the  tenants  in  the 
Fortieth  Street  Market,  Fortieth 
and  Market  streets,  Philadelphia, 
had  to  secure  just  and  impartial 
treatment  from  the  Bureau  of 
Health.  It  should  be  explained 
that  in  Philadelphia  the  enforce¬ 
ment  of  all  laws  regarding  the  sani¬ 
tary  keeping,  preparing  and  selling 
of  meats,  fish,  game,  poultry,  etc., 
is  in  the  hands  of  the  Department 
of  Health  and  Charities,  of  which 
the  Bureau  of  Health  is  a  subordi¬ 
nate  division.  r 

The  following  letter  to  the 
Mayor,  written  by  counsel  for  the 
tenants  in  the  market  house  re¬ 
ferred  to,  explains  the  case  very 
thoroughly : — 

March  12,  1913. 

Hon.  Rudolph  Blankenburg,  Mayor, 
City  Hall, 

Philadelphia. 

My  Dear  Sir: — I  appeal  to  you  to 
right  the  action  by  the  Bureau  of 
Health,  which  I  assert  is  an  injus¬ 
tice  either  upon  certain  clients  of 


mine — small  business  men  unable  to 
strenuously  defend — or  upon  the 
general  public. 

On  October  11,  1912,  the  Bureau 
of  Health  served  upon  the  tenants 
of  the  Fortieth  Street  Market,  For¬ 
tieth  and  Market  Streets,  the  fol¬ 
lowing  notice :  “Within  ten  days 
of  the  date  of  service  of  this  notice 
you  will  please  keep  all  meats,  fish 
pr  poultry  in  glass  case  or  ice  box.” 
This  was  not  dictated  by  any  stat¬ 
ute,  but  was  a  Department  ruling, 
done  under  the  alleged  authority  of 
a  general  enabling  statute. 

The  tenants  in  question  are  small 
men,  and  after  they  convinced  me 
that  the  enforcement  of  the  ruling 
would  seriously  impair  their  busi¬ 
ness,  I  presented,  the  facts  to  John 
G.  Vogleson,  Chief  of  the  Bureau. 

The  ruling  promised  to  impair 
their  business  because  it  would  great¬ 
ly  reduce  the  amount  of  merchan¬ 
dise  they  could  handle  in  the  avail¬ 
able  time,  and  thus  make  it  neces¬ 
sary  either  to  sacrifice  some  busi¬ 
ness  or  hire  more  help.  The  ruling 
also  involved  an  expense  of  some¬ 
thing  like  $50  for  new  appliances, 
which  they  could  ill  spare. 

The  matter  was  argued  and  heard 
before  the  Bureau  Chief.  It  ap¬ 
peared  that  the  ruling  was  based 
upon  the  contention  that  in  any  pub¬ 
lic  market  place  or  large  store 
through  which  a  considerable  num¬ 
ber  of  persons  walk,  dust,  which 
may  contain  germs,  arises  and  set¬ 
tles  on  exposed  food.  Evidence 
was  presented  that  the  market  could 
be  sprinkled  and  swept  several  times 
each  day,  two  of  the  Bureau’s  own 
physicians  admitting  to  Mr.  Vogle¬ 
son  that  this  would  without  doubt 
greatly  reduce  the  dust  and  the  dan¬ 
ger.  I  asked  that  this  be  tried  be¬ 
fore  the  more  radical  ruling  be  en¬ 
forced,  but  was  refused. 

Before  the  Bureau  Chief  I  also 
produced  evidence  that  the  tenants 
in  several  other  public  markets  had 
received  no  notice  of  the  ruling  and 
that  same  was  not  being  enforced 
against  them.  I  also  showed  that 
several  large  grocers,  notably  Gim¬ 
bel  Bros.’  delicatessen  store — which 
is  a  thoroughfare  between  Chestnut 
and  Market  streets — were  also  ex¬ 
posing  large  quantities  of  food — 
and  much  worse,  cooked  food — to 
the  dust  of  people’s  feet,  and  ar¬ 
gued  that  the  ruling  had  no  more 
fairness  or  validity  if  applied  to 
part  of  the  people  subject  to  it  than 
a  statute  would  have  under  the  same 
conditions. 

The  Bureau  officials  admitted  to 
me  in  the  presence  of  witnesses  that 
the  other  markets,  and  Gimbel 
Bros,  and  others,  were  as  much 
subject  to  the  ruling  as  the  tenants 
of  the  Fortieth  Street  Market,  and 
that  it  would  be  enforced  against 
them  as  soon  as  the  Bureau  could 
get  around  to  it.  I  need  only  sug¬ 
gest  that  if  all  places  cannot  be 


covered  at  once,  the  beginning 
should  be  made  at  the  large  central 
places,  which  are  doubtless  doing 
the  most  harm,  and  further,  that  it 
would  seem  practically  as  easy  to 
serve  a  hundred  notices  of  the  rul¬ 
ing  as  to  serve  five. 

Dr.  Muir,  Chief  Inspector,  when 
I  again  pressed  him  later  about  why 
the  ruling,  if  so  important  to  the 
public  health,  was  not  being  en¬ 
forced  against  Gimbel  Bros.,  re¬ 
plied  that  the  manager  of  the  Gim¬ 
bel  Bros.’  department  “had  prom¬ 
ised  him”  that  he  would  obey  the 
ruling  now  very  soon.  That  has 
been  about  three  months  ago,  and 
Gimbel  Bros,  have  not  yet  been 
compelled  to  obey  this  regulation, 
which  it  was  so  necessary  to  en¬ 
force  against  smaller  and  less  im¬ 
portant  offenders.  Meanwhile  some 
of  the  Fortieth  Street  tenants  who 
failed  to  comply  had  their  licenses 
to  sell  meats,  etc.,  revoked  by  the 
Bureau,  thus  putting  them  out  of 
business.  Naturally,  at  whatever 
cost,  they  had  to  come  in  and  obey 
the  ruling,  despite  unfairness. 

I  submit  to  you: — 

First.— That  if  this  ruling  is  not 
sufficiently  necessary  to  the  public 
health  as  to  warrant  its  enforce¬ 
ment  against  the  large  offenders 
against  it,  then  its  enforcement 
against  small  offenders,  through  the 
arbitrary  medium  of  revoked  li¬ 
censes,  was  an  outrage  upon  such 
small  offenders ;  or 

Second. — If  the  ruilng  is  neces¬ 
sary  in  the  interests  of  public  health, 
then  the  failure  to  enforce  it 
against  the  largest  and  most  import¬ 
ant  offenders  against  it,  js  an  out¬ 
rage  upon  the  general  public. 

With  assurances  of  esteem,  I  re¬ 
main, 

Yours  very  truly, 

Elton  J.  Buckley. 

The  Mayor  took  immediate  inter¬ 
est,  and  referred  the  communica¬ 
tion  to  the  Health  Department  with 
instructions  to  report  as  to  the  ap¬ 
parent  discrimination  in  enforcing 
the  ruling  referred  to.  The  Health 
Department  then  of  its  own  motion 
reopened  the  matter  with  counse 
for  the  market  tenants,  writing  a 
vague  and  indefinite  letter  to  the 
effect  that  the  Bureau  was  revising 
some  of  its  rulings  and  all  mer¬ 
chants  subject  to  them  would  re¬ 
ceive  notice  in  due  time.  Since  this 
meant  nothing,  counsel  for  the  ten¬ 
ants  demanded  a  specific  statement 
as  to  whether  the  tenants  in  the 
Fortieth  Street  Market  were 
obliged,  under  the  circumstances  o  ’ 
the  case,  to  obey  the  ruling  requir¬ 
ing  to  keep  all  their  goods  in  glass 
cases.  The  demand  brought  an 
answer  which  would  seem  to  settle 
the  question : — 

18th  March,  1913. 
Elton  J.  Buckley,  Esq., 

Land  Title  Building, 

Philadelphia,  Pa. 

Dear  Sir: — As  I  have  told  you  al¬ 
ready,  we  are  considering  the  revi¬ 
sion  of  the  health  rules  as  they 
apply  to  market  houses.  Pending 
such  revision,  we  are  not  enforcing 
the  rule  announced  to  your  clients 
last  fall,  requiring  them  to  keep 
under  glass  or  in  ice  boxes  all 
meats,  hsh  or  poultry.  If  this  rule 
is  retained  in  the  revision  about  to 
be  promulgated,  due  notice  will  be 


given  your  clients,  permitting  them 
to  comply  with  it  before  any  pros¬ 
ecutions  are  made. 

Very  truly  yours, 

A.  M.  Wilson, 

Assistant  Director  Department  of 
Health  and  Charities. 


New  Pennsylvania  Food  Law 
Reported  Out— Forbids 
Benzoate. 


Permits  Use  of  Sulphur  Dioxide,  Alum 
in  Baking  Powder  and  Seven  Coal 
Tar  Dies  in  Candy.  Retailer’s  Guar¬ 
antee  Clause  Also  Remains.  Cold 
Storage  Bill  Ready  to  Pass  Senate. 
Other  Legislative  Notes. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Harrisburg,  Pa., 

March  28,  1193. 

The  new  general  food  bill  was 
reported  to  the  Senate  on  Wednes¬ 
day  bv  the  Health  and  Sanitation 
Committee.  The  committee  had 
not  been  able  to  agree  upon  the  bill, 
in  spite  of  the  fact  that  various 
amendments  really  made  it  a  com¬ 
promise  measure.  The  commit¬ 
tee’s  vote  stood  7  for  the  bill  as 
presented  to  4  against. 

The  bill  prohibits  the  use  of  ben¬ 
zoate  of  soda  in  any  food  product,  : 
which  was  a  surprise,  as  a  differ¬ 
ent  report  was  expected.  It  allows, 
however,  the  use  of  sulphur  dioxide 
in  dried  fruits  and  molasses  in 
the  proportion  of  500  parts  to  1,- 
000,000.  This  is  considerably  less 
than  the  present  law  allows.  The 
guarantee  clause  stays  in,  greatly 
to  the  relief  of  the  retail  trade. 
Alum  can  be  used  in  baking  powder 
but  not  in  pickles.  The  seven  coal- 
tar  dyes  approved  by  the  Govern¬ 
ment  can  be  used  in  candy.  The 
provision  requiring  the  printing  of 
the  net  weight  on  the  label  remains 
in  the  bill,  but  with  reasonableH 
variations  for  shrinkage,  etc. 

The  cold  storage  bill,  which  as 
reported  has  passed  the  House,  and 
been  printed  in  full  in  this  corre¬ 
spondence,  has  been  favorably  re¬ 
ported  by  the  Senate  Committee, 
and  will  doubtless  pass.  When  the 
bill  came  up  in  the  House  on  final 
passage,  the  chairman  of  the  com¬ 
mittee  which  recommended  its  pas¬ 
sage,  made  the  following  statement 
as  to  what  the  bill  was  expected  to 
accomplish : — 
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Mr.  Speaker,  the  bill  which  is  now 
before  the  House  for  consideration 
is  known  as  the  cold  storage  bill. 
It  is  the  result  of  the  combined  ef¬ 
forts  of  the  members  of  the  Com¬ 
mittee  on  Public  Health  and  San¬ 
itation.  There  were  before  the 
Committee  some  four  or  five  bills 
dealing  with  this  subject  matter. 
The  present  bill  now  up  for  consid¬ 
eration  contains  all  of  the  better 
provisions  of  those  bills.  It  is  a 
regulating  measure  and  not  a  pro¬ 
hibitory  measure.  It  is  one  which 
the  committee  has  deemed  to  be  fair 
to  those  engaged  in  the  cold  stor¬ 
age  business  and  at  the  same  time 
affords  a  protection  to  the  public. 
It  contains  provisions  which  provide 
that  cold  storage  plants  shall  be  li¬ 
censed  and  kept  in  a  sanitary  condi¬ 
tion  and  also  regulates  the  time  in 
which  foodstuffs  can  remain  in  cold 
storage.  The  time  limit  as  expressed 
in  Section  16  of  this  act  is  the  lowest 
possible  limit  that  can  be  put  upon 
the  storage  of  foods  so  as  not  to 
work  a  hardship  upon  those  engaged 
in  the  business  and  at  the  same  time 
render  it  next  to  impossible  for  ma¬ 
nipulators  in  the  necessities  of  life 
to  so  control  those  foodstuffs  and 
manipulate  the  market  and  sell  them 
at  outrageous  prices  to  the  public. 
It  also  provides  a  guarantee  that 
these  cold  storage  goods  sold  to 
the  public  shall  be  wholesome  and 
the  public  shall  have  knowledge  of 
the  exact  length  of  time  which  they 
remained  in  cold  storage. 

The  committee  considered  this 
bill  one  of  the  most  important  bills 
which  has  come  before  this  House 
for  its  consideration.  Those  of  us 
in  this  Commonwealth  who  can 
afford  to  pay  fancy  prices  in  all 
seasons  of  the  year  for  all  food¬ 
stuffs  which  we  desire  are  not  af¬ 
fected  by  this  bill,  but  this  bill  does 
materially  affect  the  poor  man  and 
the  wage  earner  in  this  Common¬ 
wealth.  This  guarantees  to  him  that 
he  is  getting  what  he  is  paying  for 
and  that  he  is  getting  it  at  a  rea¬ 
sonable  price,  and  will  prevent  in 
so  far  as  it  is  possible  to  prevent  in 
legislation  of  this  kind,  manipula¬ 
tion  of  the  market  by  gamblers  in 
the  necessities  of  life,  so  that  fair 
prices  can  be  had  in  favor  of  those 
engaged  in  the  business  and  a  rea¬ 
sonable  price  demanded  by  the  con¬ 
sumers  of  this  Commonwealth  for 
these  necessities  of  life. 


The  House  Labor  and  Industry 
Committee,  to  which  was  referred 
the  Pennsylvania  Retail  Merchants’ 
Association’s  bill  allowing  the  at¬ 
tachment  of  wages  for  debt — which 
got  in  at  the  last  minute — has  set 
Wednesday,  April  9th,  for  a  hear¬ 
ing.  The  bill  is  House  Pink  Bill 
1,614.  The  committee  sentiment  is 
strongly  against  the  bill.  The 
labor  lobby  is  opposing  the  bill. 

This  is  the  House  Committee  on 
Labor  and  Industry :  Daniel  A 
Maile,  chairman,  Pittsburgh ;  Ed¬ 
ward  H.  Fahey,  Philadelphia;  Jo- 
siah  Howard,  Emporium ;  Ollie  M 
Letzkus,  Pittsburgh ;  George  T 
Conrade,  Philadelphia;  John  E.  Ar 
thur,  Philadelphia ;  William  S.  Big 
ger,  Pittsburgh ;  Charles  N.  Isler, 
Pittsburgh;  T.  Henry  Walnut, 
Philadelphia;  John  H.  Young, 
Sharpsburg;  Joseph  B.  Martin, 
Middleton ;  John  McClintock,  Phil 


Used  in  Dozens  of  Dishes 


CHOCOLATE  LAYER  CAKE 


RAISED  DOUGHNUTS 


CINNAMON  BUN 


PLAIN  COOKIES 


POTATO  CROQUETTES 


Borden’s  Peerless  Brand  Evaporated  Milk 
Has  a  Big  Sale  for  Cooking  Purposes 

BORDEN’S  EVAPORATED  MILK  is  not  only  used  for  tea, 
coffee  and  cereals  at  the  table,  but  many  delicious  dishes  can  be  made 
from  it.  It  is  better  than  raw  milk  for  many  dishes,  because  it  is  so  rich 
and  creamy.  Encourage  your  customers  to  bake  cakes,  cookies,  dough¬ 
nuts,  to  make  soups,  pies  and  croquettes  with  BORDEN’S  EVAPO¬ 
RATED  MILK.  They  will  be  pleased  with  its  flavor  and  quality  and 
will  become  steady  purchasers,  thus  increasing  your  sales.  All  your  cus¬ 
tomers  buy  milk  and  YOU  ought  to  sell  it  to  them;  you  can  if  you  try. 
BORDEN’S  EVAPORATED  MILK  is  made  by  the  most  modern 
process — only  the  water  is  taken  out  of  the  milk  and  absolutely  nothing  is 
put  into  it.  Our  constant  advertising  and  established  reputation  makes 
BORDEN’S  EVAPORATED  MILK  easy  to  sell. 

Borden’s  Condensed  MilK  Company 


••LEADERS  OF  QUALITY ' 


Established  1857 


NEW  YORK 


\tO\  Q&TMTTTE) 


WHAT  TO  TELL  CUSTOMERS 

"You  can  always  depend  on  BORDEN’S  EVAPORATED  MILK 
because  it  is  made  from  the  richest  cow’s  milk  by  a  sanitary 
process  that  preserves  all  its  food  value  and  creamy  richness. 
Try  it  this  week.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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adelphia;  Hugh  B.  Piper,  Philadel¬ 
phia;  James  A.  Dunn,  Philadel¬ 
phia;  Frank  J.  McAllister,  Arnold; 
A.  W.  Mitchell,  Erie;  William  W. 
Lenker,  Williamstown ;  Alexander 
Monrow,  Catasauqua;  Christ. 
Becker,  Tamaqua;  J.  J.  Campbell, 
Philadelphia;  Jesse  D.  Foster, 
Newton;  Miles  B.  Kitts,  Erie; 
Henry  E.  Lanins,  Spring  Grove; 
Peter  Murphy,  Ashley;  and  Jacob 
W.  Smith,  Mauch  Chunk. 

The  bill  to  repeal  the  mercantile 
tax  law  had  another  chance  last 
Monday,  when  one  of  its  friends 
brought  it  up  again  in  the  House, 
but  it  again  failed  on  final  passage 
and  this  ends  its  chances  at  the 
present  session.  When  the  bill 
came  up  the  chief  argument  for  its 
passage  and  the  repeal  of  the  tax- 
law,  was  made  by  Mr.  Martin,  of 
Dauphin  County.  His  points  were 
these : — 

This  mercantile  tax,  too,  is  in¬ 
equitable. 

First. — Because  the  retail  mer¬ 
chant  pays  double  the  tax  that  is 
paid  by  the  wholesaler;  in  fact,  it 


Most  Radical  Canned  Goods  Dating  Bill 
on  Record  Slipped  in  New  Jersey 
Legislature  at  the  Last  Minute 


Would  Require  Year  Cans  Are  Filled  to  be  Stamped  in  Tin 
and  Imposes  Fine  Up  to  $1,000.  Canning  and  Grocery 
Interests  Unite  to  Oppose  It. 


The  canning  and  grocery  inter¬ 
ests  of  this  section,  in  fact  of  all 
sections  that  sell  canned  goods  in 
New  Jersey,  have  been  deeply  dis¬ 
turbed  during  the  past  week  by  a 
bill  that  was  suddenly  introduced 
in  the  New  Jersey  Assembly,  and 
which  is  said  by  many  to  be  a  pinch 
bill,  introduced  at  the  last  minute 
— for  the  New  Jersey  Assembly  is 
supposed  to  adjourn  next  Thurs¬ 
day — in  order  to  catch  the  affected 
interests  in  a  tight  place.  The  bill 
in  question  is  the  most  radical 
canned  goods  dating  bill  which  so 
far  as  the  writer  knows  has  ever 
been  introduced  in  any  State.  Its 


after  the  cans  were  full,  but  would 
have  to  be  done  before,  and  accord¬ 
ing  to  the  packers,  the  can  manu¬ 
facturers  would  have  to  do  it  when 
the  cans  were  ordered  and  before 
any  packer  could  tell  how  many  he 
would  be  able  to  fill.  This  would 
sometimes  send  the  packer  into  the 
1914  season,  for  example,  with  a 
lot  of  hold  over  1913  cans  on  his 
hands.  If  he  threw  them  away  he 
would  make  a  loss,  and  if  he  used 
them  his  goods  would  have  a  year 
added  to  their  apparent  age. 

Besides  this,  the  entire  bill  is  ob¬ 
jectionable,  for  the  same  reasons 
urged  against  every  similar  bill  in¬ 


is  estimated  that  the  retail  mer¬ 
chant  pays  three-fourths  of  the 
whole  amount  of  taxes  collected. 

Second. — Because  it  falls  most 
heavy  upon  the  merchant  whose 
business  is  smallest. 

Third. — Because  the  self-assess¬ 
ment  system  or  feature  is  acknowl¬ 
edged  to  be  radically  wrong,  so  far 
as  a  system  of  taxation  is  con¬ 
cerned. 

Fourth. — Because  it  is  a  tax  that 
apparently  places  a  premium  upon 
dishonesty  and  invites  perjury 
among  the  less  conscientious  mer¬ 
chants. 

Fifth. — Because  it  exempts  manu¬ 
facturing  plants  and  machinery 
from  taxation,  while  the  merohant 
is  taxed. 

Sixth. — If  a  merchant  wishes  or 
seeks  the  privilege  of  incorporating 
his  business,  he  is  doubly  taxed. 

Seventh. — Because  it  has  been  as¬ 
certained  that  favoritism  is  prac¬ 
ticed,  or  at  least  has  been  hereto¬ 
fore. 

Eighth. — Mail  order  houses  from 
other  States  do  an  extensive  busi¬ 
ness  in  our  State,  without  paying 
one  cent  of  tax.  The  merchant  is 
everybody’s  servant,  and  this  tax 
through  the  merchant  affects  every 
member  of  a  community,  more  or 
less,  and  finally  becomes  a  tax  upon 
the  consumer  also. 

The  House  has  passed  finally  the 
bill  requiring  the  payment  of  a 
license  by  dealers  whose  business 
mostly  consists  of  selling  bankrupt 
stock,  damaged  goods,  etc.  There 
was  only  one  nay.  The  bill  now 
goes  to  the  Senate.  It  is  of  course 
aimed  at  itinerant  dealers  who  set 
up  competition  with  regularly  es¬ 
tablished  merchants. 

R.  C. 


Florida  salad  is  higher  on  ac¬ 
count  of  scarcity.  The  range  is  $3 


text  is  as  follows: — 

AN  ACT 

To  regulate  and  control  the  sale 
of  canned  or  packed  food  prod¬ 
ucts  in  this  State,  and  to  provide 
for  the  punishment  for  the  vio¬ 
lation  thereof. 

Be  it  enacted  by  the  Senate  and 
General  Assembly  of  the  State  of 
New  Jersey: — 

1.  It  shall  be  unlawful  for  any 
person,  firm  or  corporation  doing 
business  in  this  State  to  sell,  or 
offer  for  sale,  within  this  State, 
any  meat,  fish,  vegetable,  fruit, 
food  or  food  products  preserved  in 
tin  or  metal  cans  or  any  form  of 
package  of  air-tight  construction, 
unless  the  tin  or  metal  can  or  pack¬ 
age  containing  such  meat,  fish,  veg¬ 
etable,  fruit,  food  or  food  product 
shall  be  stamped  by  impress  plainly 
visible  upon  the  metal  of  said  tin 
or  metal  or  can  or  package,  the  date 
upon  which  said  meat,  fish,  vege¬ 
table,  fruit,  food  or  food  product 
was  packed  and  placed  within  said 
tin  or  metal  can  or  package. 

2.  It  shall  be  unlawful  for  any 
person,  firm  or  corporation  doing 
business  in  this  State  to  sell,  or 
offer  for  sale,  within  this  State,  any 
meat,  fish,  vegetable,  fruit,  food  or 
food  products  packed  in  glass,  un¬ 
less  the  can  or  package  containing 
such  meat,  fish,  vegetable,  fruit, 
food  or  food  product  shall  bear  a 
label  upon  which  shall  be  plainly 
printed  in  prominent  type  the  date 
on  which  said  meat,  fish,  vegetable, 
fruit,  food  or  food  product  was 
packed  or  placed  in  said  can. 

3.  Any  person,  firm  or  corpora¬ 
tion  violating  any  provision  of  this 
act  shall  be  deemed  guilty  of  a 
misdemeanor,  and  shall  be  punish¬ 
able  by  a  fine  not  exceeding  $1,000, 
or  imprisonment  not  to  exceed  one 
year.  The  use  of  a  false  label  shall 
be  a  violation  of  this  act. 

4.  This  act  to  take  effect  on  the 
first  day  of  December,  A.  D.  1913. 

The  most  objectionable  provision 
is  that  requiring  the  year  of  pack¬ 
ing  to  be  stamped  in  the  metal  of 


troduced  in  other  States.  As  soon 
as  the  affected  interests  got  wind 
of  it,  they  got  together,  and  tele¬ 
grams  flew  between  the  New  York 
headquarters  of  the  National 
Wholesale  Grocers’  Association, 
and  the  Belair,  Md.,  headquarters 
of  the  National  Canners’  Associa¬ 
tion.  A  hearing  was  demanded, 
and  this  was  granted  on  Thursday 
by  the  Committee  of  Health.  Pack¬ 
ers  were  present  from  South  Jer¬ 
sey  and  argued  against  the  bill. 
The  grocery  interests  were  also 
represented. 


Urge  Dealers  to  Make  Effort  to 
Sell  Raisins. 


California  Raisin  Day  Publicity  Com¬ 
mittee  Suggests  Plan  to  Increase 
Raisin  Sales. 

The  California  Raisin  Day  Pub¬ 
licity  Committee,  acting  on  a  sug¬ 
gestion  from  the  “Grocery  World 
and  General  Merchant,”  is  making 
an  effort  to  have  grocers  and  all 
others  who  deal  in  raisins  to  take 
advantage  of  the  general  demand 
for  raisins  that  is  being  stimulated 
by  the  nation-wide  campaign  of  ad¬ 
vertising  that  is  being  given  this 
delectable  California  product. 

The  appeal  is  meing  made  to  con¬ 
sumers  through  dealers  to  take  ad¬ 
vantage  of  this  opportunity  to  make 
extensive  sales  of  California  sun- 
dried  raisins.  It  is  pointed  out  that 


to  $3.50. 


the  can. 


This  could  not  be  done 


the  foundation  can  be  laid  for  an 


extensive  trade  in  raisins  through¬ 
out  the  year. 

This  is  the  fourth  year  that  Cali¬ 
fornia  Raisin  Day  has  been  ob¬ 
served  and  grocers  throughout  the 
United  States  have  lent  their  as¬ 
sistance  toward  popularizing  the 
use  of  raisins.  But  most  of  the 
printed  matter  has  been  directed  to 
interesting  consumers  in  the  use  of 
raisins. 

But  dealers  are  urged  to  make 
the  most  of  the  opportunity  thus 
created.  They  are  urged  to  display 
raisins  in  every  way,  to  lead  up  to 
California  Raisin  Day,  which  oc¬ 
curs  on  April  30th,  and  to  suggest 
to  their  patrons  that  they  use  rais¬ 
ins  in  the  various  ways  given  in  the 
recipe  folders  that  are  being  dis¬ 
tributed  throughout  the  entire 
country. 

The  pennants,  posters,  window 
cards  and  window  trim  that  is 
being  sent  out  to  dealers  will  draw 
attention  to  Raisin  Day  in  a  very 
striking  manner  when  used  as  di¬ 
rected,  but  merchants  can  supple¬ 
ment  this  with  their  own  personal 
advertising  and  make  Raisin  Day 
a  success  to  themselves  as  well  as 
to  the  raisin  industry  generally. 

A  part  of  the  supplies  sent  out 
by  the  Publicity  Committee  consist 
of  copy  for  advertisements.  Deal¬ 
ers  are  urged  to  use  this  copy  in 
some  form  or  other. 

Sales  people  should  be  instructed 
to  call  attention  to  California  Rais-  1 
in  Day  and  the  fact  that  the  whole 
United  States  is  being  urged  to 
“eat  raisins.” 

California  Raisin  Day  is  becom¬ 
ing  a  more  important  event  each 
year  and  is  attracting  more  wide¬ 
spread  interest.  That  it  can  be 
made  of  pecuniary  profit  to' dealers 
is  certain ;  the  degree  of  profit  de¬ 
pends  on  the  energy  with  which 
they  second  the  efforts  of  the  Rais¬ 
in  Day  Publicity  Committee. 

Every  grocer  should  see  that  he 
has  a  good  stock  of  raisins  on  hand 
to  supply  the  demand.  Then  he 
should  devote  some  time  and 
thought  and  newspaper  space  to 
creating  the  demand. 

In  stores  where  the  spirit  of 
Raisin  Day  has  been  followed  out 
as  planned  by  the  committee  very 
gratifying  results  have  been  at¬ 
tained. 


Fancy  Florida  oranges  are  very 
scarce  and  very  high.  They  are 
quoted  from  $4  up  to  $5.50.  Choice 
fruit  ranges  from  $3  to  $4.  The 
demand  is  good. 
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is  Not  a  Fraud  to  Label 
Sesame  or  Cotton  Seed 
Oil  “Salad  Oil.” 

ernment  Gives  Out  Record  of 
ase  Brought  in  New  York  Against 
iporters  Who  Called  a  Brand  of 
es/ime  Oil  “Salad  Oil”  Higher 
ourt  Reversed  Conviction  and  Case 
Dropped. 

'he  United  States  Government 
just  sent  out  the  report  of  a 
;  under  the  Federal  Food  and 
1ST  law  which  will  interest  the 
ie  handling  salad  oil  and  olive 
The  case  was  brought  against 
i  Bremen,  MacMonnies  &  Co., 
New  York,  and  was  based  upon 
contention  that  when  the  de- 
dants  labeled  certain  oil  “salad 
’  they  committed  a  misrepresen- 
on,  for  everybody  would  think 
lad  oil”  meant  olive  oil.  The 
ticular  oil  which  figured  in  the 
e  was  sesame  oil.  The  court 
ew  the  case  out,  deciding  that 
use  of  the]  term  “salad  oil  was 
:  a  representation  by  implication 
,t  the  oil  was  olive, 
rhe  oil  was  sold  by  the  New  Y  ork 
icern  under  the  brand  “Imported 
lad  Oil,  Morel  Brand.”  In  the 
yer  court  the  case  was  sent  to  a 
■y,  which  brought  in  a  verdict  of 
ilty.  The  defendants  appealed 
d  the  higher  court  reversed,  and 
Id  that  the  conviction  could  not 
ind.  A  portion  of  the  court’s 
inion  is  as  follows : — 

The  trial  judge,  taking  judicial 
lotice  that  standard  lexicographers 
lefine  the  words  “salad  oil”  as 
‘olive  oil,”  denied  the  defendants’ 
notion  to  quash  the  information  on 
;he  ground  that  it  alleged  no  of¬ 
fense  and  afterwards,  it  being  stip¬ 
ulated  that  the  can  contained  se¬ 
same  oil  and  not  olive  oil,  he  denied 
the  defendants’  motion  to  direct  a 
verdict  in  their  favor.  The  Govern¬ 
ment  thereupon  rested  and  the  de¬ 
fendants  showed  by  a  large  number 
of  witnesses  that  for  some  forty 
years  a  perfectly  healthy  oil  for 
edible  purposes  had  been  made  from 
cotton  seed  oil  and  sold  in  enor¬ 
mous  quantities  in  this  country  as 
“salad  oil,”  and  that  other  edible 
oils  were  made  from  the  seed  of 
sesame,  a  kind  of  grass,  and  from 
peanuts  and  from  corn  and  sold  as 
salad  oil.  The  oil  in  question  is 
sesame  oil  imported  by  the  defend¬ 
ants.  The  defendants  also  showed 
that  olive  oil  is  always,  except  per¬ 
haps  in  the  case  of  one  brand,  la¬ 
beled  and  sold  as  olive  oil;  that  it 
is  four  times  as  expensive  as  the 
oils  sold  as  salad  oils  and  that  these 
other  oils  are  sold  in  vastly  great¬ 
er  quantities;  the  American  Cotton 
Seed  Oil  Co.  selling  from  175,000 
to  200,000  barrels,  the  Union  Cotton 
Seed  Oil  Co.  40,000  barrels  a  year 
of  salad  oil  made  from  cotton  seed. 

*  *  *  We  think  the  case  was 

tried  throughout  a  little  too  strictly 
against  the  defendants. 

Subsequently  the  United  States 
district  Attorney  decided  not  to 
etry  the  case  and  it  was  aban- 

loned. 


Soap  Powder  that  sells  because 

it  satisfies 

PEARL  BORAX  SOAP  POWDER  is  a  real  soap 
powder.  It  is  PEARL  BORAX  SOAP  with  the  addition 
of  a  little  carbonate  of  soda.  It  has  as  much  cleansing 
power  and  is  more  convenient  for  some  uses.  Its  purity 
makes  it  very  satisfactory  to  women — a  little  of  it  goes  a 
great  way,  and  there’s  a  full  pound  in  every  package. 

When  you  sell  Pearl  Borax  Soap  Powder  tell  your  customers  the 
wrappers  are  valuable ;  tell  them  to  send  for  our  gift  catalogue.  Yv  hen 
you  sell  Young’s  Soaps  your  customers  get  fine  quality,  they  also  get 
handsome  gifts,  and  this  keeps  the  money  coming  to  you  instead  of 
going  to  mail  order  houses. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


^penhK^ 


WHAT  TO  TELL  CUSTOMERS 

‘'When  you  pay  for  soap  powder  you  are  entitled  to  get 
real  powdered  soap — that’s  what  PEARL  BORAX  SOAP  POWDER 
is — pure  powdered  soap.  Nothing  in  it  that  will  hurt  anything 
but  dirt.  Save  the  wrappers.”  


This  is  one  of  the  firms  the  sale  i  of  whose  products 
helps 'organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


The  writer  has  attended  many 
trade  conventions,  but  not  one 
which  was  entirely 

Trade  Convention  free  from  the  evil 
Papers.  0f  long  papers  or 

long  addresses  on 
subjects  which  probably  should 
have  interested,  but  very  evidently 
did  not  interest  the  members. 

This  practice  has  two  bad  re¬ 
sults:  First,  it  sets  the  delegates 
against  conventions  on  the  ground 
that  much  that  they  hear  there  is 
tiresome;  second,  it  wastes  val¬ 
uable  time. 

At  a  recent  trade  convention,  cer¬ 
tain  papers  on  vital  subjects,  which 
had  been  very  painstakingly  pre¬ 
pared,  were  very  indifferently  lis¬ 
tened  to  by  the  delegates,  and  the 
buzz  of  conversation  repeatedly  all 
but  drowned  the  speakers.  It  is  not 
an  exaggeration  to  say  that  such 
papers,  admirable  as  they  were,  had 
no  good  effect  and  if  they  could  be 
received  no  better,  had  much  bet¬ 
ter  not  have  been  delivered. 

The  writer  sometimes  thinks  that 
except  in  extraordinary  cases,  all 
convention  speakers  on  any  subject 
should  be  limited  to  fifteen  minutes. 
The  average  delegate,  if  he  knows 
his  ordeal  will  be  over  in  a  quar¬ 
ter  of  an  hour,  will  keep  quiet  that 
long.  Probably  many  subjects  that 
become  wearisome  when  half  or 
three-quarters  of  an  hour  is  given 
to  their  discussion,  would  be  most 
interesting  up  to  fifteen  minutes. 


The  National  Credit  Men’s  As¬ 
sociation  submits  the  following 
practical  business 

Wh*t  About  problem.  The 

Thii  Butiocii  ?  question  is  what 

should  a  jobber 
do,  if  asked  for  additional  credit, 
or  for  an  extension  of  credit,  by  a 
retailer  who  made  the  following 
statement  of  assets  and  liabilities : 

ASSETS. 

Stock  on  hand,  at  cost....  $4,563.21 


Accounts  collectible  .  2,746,35 

Accounts  doubtful  .  2,437.28 

Cash  on  hand .  649.34 


Total  business  assets. .  .$10,396.18 
LIABILITIES. 

Owing  for  merchandise 

to  mature  .  $2,896.45 

Owing  for  merchandise 

past  due .  1,965.87 

Owing  to  bank  to  mature,  2,000.00 


Total  liabilities  .  $6,862.32 

Surplus  . $3,533-86 


This  business  is  in  bad  shape,  for 
the  following  suggested  reasons : — 
First — Probably  a  large  part  of 
the  stock  which  cost  $4,563.21  is 
not  worth  cost  to-day. 

Second — Whatever  the  stock  is 
worth  it  is  not  a  quick  asset,  while 
all  the  liabilities  are  either  pressing 
or  will  be  pressing  shortly. 

Third — A  merchant  virtually 
half  of  whose  book  accounts  are 
doubtful,  must  be  loose  and  care¬ 
less  in  his  management. 

Fourth — While  this  statement, 
like  many  another  credit  state¬ 
ment,  shows  an  apparent  excess  of 
assets  over  liabilities,  the  chance 
still  is  that  the  business  would  be 
found  insolvent  if  it  was  to  cash 
in  to-day.  Outside  of  the  $649.34 
in  bank,  every  item  of  assets  is 
slow  and  shrinkable,  while  every 
one  of  the  items  of  liabilities,  pos¬ 
sibly  excepting  some  of  the  bank 
loans,  will  be  present  obligations  in 
a  very  short  time.  Obviously  such 
a  business  cannot  stand  up  without 
some  arrangement  with  its  credit¬ 
ors. 


The  changes  which  the  Procter  & 
Gamble  Co.  have  made  in  their 
business  in  the 

The  Procter  &  last  month  is  one 
Gamble  Revolution.  0f  the  most  radi¬ 
cal  ever  made  by 
a  concern  of  equal  importance. 
For  years  they  have  rigidly  main¬ 
tained  a  limited  jobbing  price;  they 
now  wholly  abandon  it.  For  an 
equal  period  they  have  refused  to 
sell  retailers,  even  large  co-oper¬ 
ative  buying  organizations  of  re¬ 
tailers;  they  now  announce  that 
they  will  sell  retailers  direct  on 
regular  terms.  In  the  New  York 
and  surrounding  district  they  go 
even  further.  They  cut  down  the 
jobbing  discount  and  abolish  the 
practice  of  delivering  to  retailers 
for  the  jobbers’  account. 

The  Procter  •&  Gamble  Co.  have 
always  given  a  sort  of  courage  to 
other  concerns  who  refused  to  sell 
retailers,  though  without  much 
heart  in  it,  and  now  that  the  leader 
retracts,  there  is  much  speculation 
as  to  what  the  followers  will  do. 
There  is  strong  prospect  that  con¬ 
ditions  will  arise  in  the  near  fu¬ 
ture  which  will  give  co-operative 


buying  among  retailers  the  greatest 
impetus  it  has  ever  had. 


Many  readers  hereof  know  what 
an  attitude  of  hypocritical  mendac¬ 
ity  the  Philadel- 

Mort  Lies  From  the  pllia  North 
"North  American.”  American”  has  as¬ 
sumed  toward  the 
ousting  of  Harry  P.  Cassidy  as 
food  agent  in  Pennsylvania.  The 
cause  of  it  was  that  Cassidy’s  re¬ 
moval  lost  for  the  ‘‘North  Ameri¬ 
can”  a  source  of  much  exclusive 
news  and  “pure  food”  advertising. 
In  its  comment  on  the  Cassidy  case, 
not  only  while  it  was  proceeding, 
but  since,  the  “North  American” 
has  revealed  itself  even  more 
clearly  than  it  was  revealed  before, 
as  a  newspaper  liar  who  will  never 
tell  the  truth  when  a  lie  will  best 
serve  its  purpose;  and  as  an  ar¬ 
rant  hypocrite  whose  selfish  and 
unprincipled  self-seeking  is  merely 
masked  behind  a  shining  mask  of 
righteousness. 

We  want  the  readers  hereof  to 
read  the  following  extract  from  an 


No  greater  blow  has  ever  been 
struck  some  of  the  local  depart¬ 
ment  stores  than  the  recently  en¬ 
acted  Pennsylvania  law  against  dis¬ 
honest  advertising. 

Every  department  store,  even 
those  surrounded  by  a  home-made 
halo  of  righteousness,  lies  some¬ 
times  in  its  advertising.  Take  the 
John  Wanamaker  store,  which  ex¬ 
ploits  its  own  purity  unremittingly, 
and  probably  is  much  more  careful 
than  the  average. 

Not  long  ago  the  Wanamaker 
store  made  a  special  drive  on  a  cer¬ 
tain  household  appliance,  2,500  of 
which,  it  said  in  its  advertisement, 
had  been  manufactured  especially 
for  it. 

There  were  two  lies  in  this  short 
sentence,  as  the  Wanamaker  people 
themselves  admitted  a  little  later 


article  which  appeared  in'*  the 
“North  American”  of  last  Satur¬ 
day.  It  is  a  dispatch  from  Boston. 
Mass.,  and  purports  to  be  a  descrip¬ 
tion  of  the  “pure  food”  work  which 
Cassidy  is  doing  in  Boston  for  the 
Hearst  newspaper.  Read  it  and 
then  compare  it  with  the  evidence 
produced  in  the  Cassidy  case : — 

Mr.  Cassidy  has  photographed  the 
quarters  where  the  rotten  egg  firms 
are  located.  He  has  photographed 
the  egg  breakers  at  work  and  has 
pictures  of  the  rotten  egg  wagons 
delivering  the  egg  cans  to  bakeries. 

He  found  in  Boston  just  the  same 
nauseating  conditions  as  in  Philadel¬ 
phia.  There  is  no  attempt  at  clean¬ 
liness  about  the  egg-breaking  rooms. 
Two  of  the  establishments  are  in 
dirty  cellars  which  were  white¬ 
washed  and  cleaned  last  week  for 
the  first  time  in  three  years. 

Mr.  Cassidy  found  no  “nause 
ating  conditions”  in  Philadelphia 
though  they  existed  here  am 
though  he  was  dining  several  time 
each  week  with  M.  F.  Craven,  th<  j 
man  responsible  for  them.  Tha 
was  why  he  was  dishonorably  dis 
charged  from  the  service  of  th< 
Pennsylvania  Department. 


when  taken  into  court  in  connectio 
with  the  sale.  The  truth  was  (1 
that  the  appliance  had  not  bee 
made  for  them  at  all,  and  (2)  tha 
they  had  bought  only  25,  and  nc 
2,500. 

Had  this  happened  after,  instea 
of  before,  the  new  advertising  lav 
the  person  responsible  could  hav 
been  fined  or  sent  to  prison,  for  th 
advertisement  was  a  wilful  misref 
resentation  as  to  the  “origin  or  rea 
son  for  buying.” 

No  long  ago  a  large  Philadelphi 
stove  manufacturer  had  a  fire.  1 
was  not  especially  disastrous,  an 
only  a  few  stoves  were  damagec 
The  day  after  the  fire  one  of  th 
largest  department  stores  in  th 
city  sent  for  the  stove  manufactui 
er’s  sales  manager. 

“I  see  you  had  a  fire,”  he  saic 
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The  Fraudulent  Advertising  Law 
and  Certain  Philadelphia 
Department  Stores 
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ow  we  want  to  have  a  fire  sale  of 
ur  stoves,  I  want  all  the  bum 
iff  you’ve  got  up  there ;  I  don’t 
re  how  good  it  is,  or  how  bad.” 
“We  really  haven’t  any,”  said  the 
es  manager,  “there  were  only  a 
v  stoves  damaged,  and  they’ve 
eady  been  fixed  up.” 

“If  you  haven’t  got  any  blem- 
led  stuff,  why  not  make  some 
r  us?”  said  the  buyer.  “We’ll 
y  full  prices  for  everything,  be- 
ase  we’ll  get  full  prices.  All  we 
ve  to  do  is  to  call  ’em  fire  darn¬ 
ed  goods  and  name  a  high  ‘reg- 
ir’  price  and  people  will  fall  over 
;mselves  to  buy.  What  d’ye 

r?” 

“I  don’t  really  see  how  we  could 
a  thing  like  that,”  said  the  sales 
inager. 

“Good  chance  to  get  rid  of  a  lot 
stuff,”  suggested  the  buyer. 

“I  hardly  think  so,”  said  the  sales 
inager,  and  came  away. 

Here  was  a  cold-blooded  propo- 
ion  to  cheat  in  two  ways:  First, 
falsely  representing  that  the 
iods  offered  were  fire-damaged; 
d  second,  by  falsely  represent- 
g  that  because  they  were  fire- 
maged  they  were  special  val- 
:s  at  the  price.  Had  this  been 
rried  out — after  the  advertising 
w  passed — those  responsible  could 
ive  been  arrested  and  jailed,  as 
deed  they  ought  to  have  been. 
The  honest,  careful  advertiser 
is  a  splendid  protection  in  the  new 
Ivertising  law,  provided  it  is  en- 
rced. 

E.  J.  B. 


ow  Much  Profit  Differ ent  Depart¬ 
ment  Store  Departments 
Must  Make. 

The  National  Shoe  Wholesalers’ 
ssociation  bulletin  gives  an  inter¬ 
ring  item  on  the  amount  of  gross 
rofit  required  from  the  head  of 
ich  department  in  a  large  depart- 
tent  store.  The  first  figures  given 
re  the  percentages  of  profit  based 
a  the  selling  price  and  the  figures 
i  parentheses,  the  percentages 
dded  to  the  cost  necessary  to  pro- 
uce  the  required  profit :  Blankets, 
irpets,  rugs,  men’s  furnishings  and 
lothing,  30  per  cent.  (42  per 
ent.)  ;  fruits,  vegetables,  groceries, 
nens,  white  goods,  etc.,  25  per 
ent.  (33/^  per  cent.)  ;  furniture, 
edding,  house  furnishings,  millin- 
ry,  notions,  books,  stationery,  toys, 
runks,  etc.,  33*43  per  cent.  (50  per 
ent.)  ;  gloves,  28  per  cent.  (39  per 
ent.) ;  china  and  glasswrare,  35  per 
ent.  (54  per  cent.)  ;  shoes,  27  per 
ent  (37  per  cent.). 


1IIABLF  PREMIUMS  FRFf 


5  STAMPS 

WITH  THIS  BOTTLE 

L.H. PARKE  CO. 

232-234  MARKET  ST.  PHILADELPHIA 
€3B  GRANT  ST.  PITTSBURGH. 
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All  Products  in  the 
PARKE’S  STAMP  LINE 
are  Fast,  Steady  Sell¬ 
ers  and  Sure  to  Please 
Your  Customers 

Parke’s  Stamp  Line  includes  Cof¬ 
fee,  Tea,  Spices,  Baking  Powder, 
Ammonia,  Blue,  etc.,  and  will  appeal 
to  your  customers,  because  in  addi¬ 
tion  to  the  high  quality  of  all  the 
articles  each  package  carries  a  liberal 
number  of  stamps  with  it.  The 
stamps  are  good  as  cash  in  exchange 
for  hundreds  of  valuable  and  useful 
premiums.  It  will  pay  you  to  handle 
the  whole  line  because  the  sale  of 
one  leads  to  the  sale  of  all  the 
others.  Once  you  start  trade  on 
Parke's  Products  it  stays  with 
you,  because  of  the  combination  of 
high  quality,  big  moneysworth  and 
liberal  premiums. 

L.  H.  PARKE 
COMPANY 

232-234  Market  Street 
PHILADELPHIA 


638=640  Grant  Street 
PITTSBURGH,  PA. 


HUMKH 


pARKEs 

Mite 

5  STAMPS 

WITH  THIS  BOTTLE 

L.H. PARKE  CO. 

132-134  MARKET  ST, 

I  638  GRANT  ST.  PITTSBURGH- 


WHAT  TO  TELL  CUSTOMERS 

“Of  course  you're  saving  PARKE’S  STAMPS.  Don’t  forget  that 
you  get  them  with  Parke’s  Ammonia,  Bluing,  Baking  Powder,  Pepper, 
Mustard  and  other  spices,  etc.,  as  well  as  Tea  and  Coffee.  Buy 
all  Parke’s  goods  and  you’ll  soon  have  enough  stamps  for  a  beauti¬ 
ful  premium.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 


Much  Discussion  Over  Procter  &  Gamble’s  New  Willingness  to 
Sell  Retailers  Direct.  Women  Now  Curious  About  Cleanli¬ 
ness  of  Grocery  Stores.  Various  Items  and  Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York,  March  27,  1913. 

The  jobbing  trade  here  are  much 
annoyed  and  disgruntled  over  the 
complete  change  of  attitude  on  the 
part  of  Procter  &  Gamble  toward 
selling  their  products  direct  to  re¬ 
tailers.  Up  to  this  time  they  have 
never  sold  retailers,  even  large  re¬ 
tailers  and  co-operative  buying  or¬ 
ganizations.  It  is  known,  however, 
that  the  Government  was  getting 
ready  to  bring  a  case  against  them 
much  like  that  brought  against  the 
Kellogg  Co.,  and  in  order  to  avoid 
this  Procter  &  Gamble  recently 
abandoned  their  limited  prices,  and 
now'decide  that  they  will  sell  retail¬ 
ers  direct,  Procter  &  Gamble  an¬ 
nounced  the  change  in  the  follow¬ 
ing  letter  to  the  jobbing  trade: — 

Beginning  March  15th,  we  shall 
sell  our  soaps,  washing  powders  and 
Crisco  direct  to  the  retail  grocers 
located  in  the  territory  shown  upon 
the  inclosed  price  list.  We  think 
you  will  find  this  new  arrangement 
entirely  satisfactory. 

Looking  forward  with  pleasure 
to  direct  selling  relations  with  you, 
we  remain, 

Yours  very  truly, 

The  price  list  mentions  the  “met¬ 
ropolitan  district”  as  including  all 
of  New  York  City,  Long  Island, 
Rockland  and  Westchester  Counties 
and  Bergen,  Passaic,  Morris,  Essex, 
Hudson,  Union,  Somerset,  Middle¬ 
sex,  Mercer  and  Monmouth  Coun¬ 
ties  in  New  Jersey  and  Staten  Is¬ 
land. 

The  soap  firm  have  also  notified 
jobbers  of  a  reduction  in  the  job¬ 
bers’  discount,  and  also  that  they 
would  no  longer  deliver  their  prod¬ 
ucts  to  retailers  in  the  above  terri¬ 
tory,  for  the  account  of  the  jobbers, 
as  they  have  heretofore  done.  The 
move  has  caused  enormous  dissat¬ 
isfaction  among  the  jobbing  trade. 

Many  retailers,  especially  large 
dealers,  express  themselves  as 
highly  pleased  with  the  an¬ 
nouncement  of  the  Procter  & 
Gamble  Co.  that  they  will  after 
this  sell  direct  to  the  retail  trade 
in  the  Metropolitan  district.  This 
district  embraces  all  of  New 
York  City,  with  Long  Island  and 
portions  of  New  Jersey. 

In  the  wholesale  district  of  the 
West  Side  the  new  policy  of  the 
company  is  the  subject  of  much 
discussion  and  many  different 
views  are  expressed,  according  to 


the  interests  involved.  The  job¬ 
bers  do  not  appear  to  be  uneasy, 
yet  it  is  pointed  out  that  if  the 
precedent  should  be  followed  by 
other  manufacturers,  it  would 
create  a  serious  condition  for  the 
jobbing  trade. 

The  new  policy  of  the  Procter 
&  Gamble  Co.  practically  severs 
their  relations  with  jobbers,  as 
far  as  supplying  the  retail  trade 
in  this  district  is  concerned.  The 
new  price  lists  are  the  same  for 
jobbers  and  retailers,  and  the 
company  will  not,  make  deliveries 
to  retailers  for  the  account  of  the 
jobbers.  Outside-' of  this  district, 
the  company  continues  its  old 
policy  toward  the  jobbers. 

This  company  has  always  been 
notably  friendly  toward  the  job¬ 
bing  trade  here,  as  elsewhere,  and 
has  been  distinguished  for  up¬ 
holding  the  jobbers’  agreements 
as  to  not  selling  to  retailers,  also 
as  to  rebates  and  maintaining 
fixed  prices.  So  the  change  of 
policy  is  regarded  among  those 
who  take  a  broad  view  of  the 
situation  as  to  be  all  the  more  sig¬ 
nificant  because  of  the  friendly 
conditions. 

In  sending  out  its  announce¬ 
ments  to  the  retail  and  wholesale 
trade  the  company  does  not  give 
any  reasons  for  its  change  of  pol¬ 
icy,  except  that  it  is  made  for  the 
protection  of  its  interests  in  this 
district.  In  the  trade,  however, 
it  seems  to  be  an  open  secret  that 
the  company  has  long  been  dis¬ 
appointed  in  the  kind  of  co-opera¬ 
tion  that  it  has  been  receiving 
from  jobbers  in  return  for  its 
hearty  support  extended  to  them. 
The  company  expected  that  as  it 
stood  faithfully  by  the  jobbers’ 
plan  and  did  not  sell  direct  to  re¬ 
tailers  that  it  has  been  up  to  the 
jobbers  to  push  its  products  in 
preference  to  those  of  competi¬ 
tors  who  have  not  observed  what 
the  jobbers  regard  as  the  ethics 
of  the  trade.  Instead  of  doing 
this,  it  is  said  that  some  of  the 
jobbers  have  been  pushing  their 
own  products  or  products  of  fac¬ 
tories  in  which  they  have  a  direct 
financial  interest,  or  have  pushed 
the  products  of  competitors  who 


gave  them  special  concessions  in 
prices  from  time  to  time. 

In  the  case  of  the  Procter  & 
Gamble  Co.,  it  is  said  that  they 
found  one  of  their  competitors 
who  has  not  been  at  all  particular 
as  to  jobbers’  agreements  getting 
advantages  in  the  Metropolitan 
district,  even  from  jobbers  them¬ 
selves.  This  is  said  to  have  been 
the  last  straw. 

A  reason  given  for  jobbers  not 
co-operating  to  the  extent  that 
some  manufacturers  have  ex¬ 
pected,  is  that  the  Government’s 
activity  in  enforcing  trust  and 
conspiracy  laws  made  such  co¬ 
operation  almost  impossible.  A 
newt  situation  has  developed  in 
relation  to  such  matters  as  the  re¬ 
sult  of  the  new  policy  of  the  Na¬ 
tional  and  State  governments. 

Even  if  other  manufacturers 
follow  the  latest  precedent  of 
selling  direct  to  the  retail  trade, 
it  seems  likely  that  this  would  be 
done  only  in  the  very  largest 
cities.  There  is  special  interest 
in  the  question  as  to  whether  the 
company  now  making  the  change 
with  reference  to  the  New  York 
district  may  later  make  similar 
changes  in  any  of  the  other  big 
cities. 

*  *  * 

It  is  now  proposed  by  the 
Housewives’  League  to  appoint 
committees  of  ladies  who  will 
visit  grocery  and  delicatessen 
stores  and  inspect  them  with 
special  interest  in  cleanliness  and 
sanitary  arrangements. 

This  will  seem  like  meddling 
to  many  grocers  whose  stores  are 
as  clean  and  sanitary  as  they  can 
be  made.  But  there  may  be  some 
advantage  to  come,  for  in  some 
parts  of  the  city,  in  crowded  sec¬ 
tions,  especially  in  stores  of  for¬ 
eign  elements,  there  is  certainly 
room  for  much  improvement. 
Some  grocers  may  resent  a  visit 
from  a  committee  of  ladies  desir¬ 
ing  to  make  such  an  inspection, 
but  others  are  likely  to  welcome 
the  fair  visitors,  in  the  confidence 
that  they  will  see  only  what 
should  give  a  favorable  impres¬ 
sion  of  the  store  and  its  methods 
of  doing  business.  If  the  mem¬ 
bers  of  the  committee  then  talk 
favorably  about  a  store,  it  should 
bring  additional  business  there. 

*  *  * 

The  visits  of  the  committees 
would  probably  be  more  agree¬ 
able  in  some  instances  than  those 
of  the  lady  inspectors  employed 


by  the  State  Department  of 
Weights  and  Measures  for  work 
in  this  city.  These  inspectors  en¬ 
ter  a  store  disguised,  quite  often, 
by  wearing  a  shawl  around  their 
heads  and  otherwise  appearing  to 
be  from  the  foreign  sections  of 
the  neighborhood.  They  make 
purchases  and  then  call  the  gro¬ 
cer’s  attention  to  the  fact  that 
they  are  inspectors.  About  the 
same  moment  a  male  inspector 
reveals  himself  so  as  to  have  evi¬ 
dence,  in  case  of  short  weights, 
that  the  packages  were  actually 
sold  by  the  grocer,  and  to  seal 
them  so  as  to  show  that  there  will 
be  no  tampering  with  them  until 
the  case  gets  to  court. 

The  women  inspectors  engaged 
in  this  work  are  very  ingenious 
in  adopting  disguises,  so  that  a 
grocer  never  knows  whether  or 
not  a  supposed  customer  is  really 
a  detective. 

According  to  the  officers  of  the 
State  Bureau,  the  result  of  this 
work  is  that  the  total  of  sales  by 
short  weight  or  measure  in  this 
city  has  been  ‘cut  down  from 
large  proportions  to  a  minimum. 

*  *  * 

Next  Wednesday  the  New 
York  Retail  Grocers’  Association 
will  enjoy  a  beeksteak  dinner  in 
the  Broadway  Central  Hotel. 
The  ladies  are  invited,  and  after 
the  dinner  there  will  be  dancing. 

Tuesday  last  the  members  of 
the  United  Retail  Grocers’  Asso¬ 
ciation  of  Brooklyn  and  their 
wives  and  lady  friends  were  en¬ 
tertained  by  a  stereopticon  lec¬ 
ture  on  Niagara  Falls,  provided 
through  the  courtesy  of  Fred. 
Mason,  of  the  Shredded  Wheat 
Co.  John  H.  Meyer,  representing 
the  company,  was  the  lecturer. 

*  t-  * 

Creditors  of  Drohan  &  'Co., 
dealers  in  dressed  poultry,  have 
completed  a  statement*,  showing 
liabilities  of  the  company  amount¬ 
ing  to  $245,000  and  assets  not  to 
exceed  $60,000.  The  creditors’ 
committee  has  appointed  as  trus¬ 
tee  of  the  assets  Alexander  Moir, 
of  tlhe  Merchants’  Refrigerating 
Co.  The  largest  creditors  are 
cold  storage  and  packing  com¬ 
panies. 

*  *  * 

Granulated  sugar  is  now  down 
to  4.25  cents,  a  drop  of  3  cents 
in  two  years.  The  price  is  now 
down  to  the  low  level  of  1904. 
There  is  discussion  in  the  trade 
as  to  the  probability  of  Congress 
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BUTTER 

PACKED. 


icing  the  duty,  or  possibly 
ng  itf  off  altogether,  and  the 
;pect  of  this  giving  the  con- 
er  sugar  even  cheaper  than 
resent.  Incidental  to  this  dis- 
sion,  some. of  those. who  favor 
er  duties  or  free  sugar,  are 
licting  that  it  would  give  an 
lense  impetus  to  the  domestic 
iness  of  preserving  fruits, 
s  and  similar  products. 

*  *  * 

otice  of  an  amendment  to  the 
eral  Food  and  Drug  Law  has 
a  sent  to  the  members  of  the 
ional  Coffee  Roasters’  Asso- 
ion.  The  amendment  will 
;  effect  in  September  of  next 
r.  It  provides  that  rules  shall 
made  establishing  tolerances 
providing  for  variations  and 
mptions  as  to  the  weights  of 
ill  packages.  The  members  of 
association  are  notified  that 
amendment  will  affect,  among 
er  articles,  packages  of  teas, 
ees,  spices,  mustard  and  other 
s  in  which  they  are  interested, 
t  is  urged  that  the  members 
<  after  their  interests  when 
Department  takes  up  the 
:k  of  preparing  the  rules  and 
ulations  in  pursuance  of  the 
hority  given  by  the  •  amend 
at.  It  is  suggested  that  proper 
resentlations  be  made  to  the 
partment,  so  that  whatever  is 
le  will  be  fair  and  equitable. 
Uthough  the  amendment  will 
:  be  effective  for  eighteen 
nths,  the  members  of  the  asso- 
:ion  are  reminded  that  it  will 
well  for  them  to  make  suit- 
e  preparation  and  not  to  be 
srstocked  with  old  labels. 

T  W.  Toms,  of  New  York,  has 
;n  appointed  secretary  of  the 
sociation,  to  succeed  W.  J.  H 
own,  of  St.  Louis. 

*  *  * 

One  of  the  arguments  being 
ide  by  one  or  two  of  the  im- 
rters  in  favor  of  taxing  tea  is 
t  likely  to  appeal  strongly  to 
rolesale  or  retail  grocers.  This 
gument  is  that  the  margin  of 
ofit  for  the  middlemen  on  teas 
so  large  that  any  duty  will  fall 
>on  the  middlemen  and  dealers, 
id  will  not  reach  the  consumer 
affect  him  in  any  way. 

There  will  be  some  pretty 
arm  contradictions  of  this  as- 
rtion. 

*  *  * 

In  the  wholesa.le  district  much 
nicern  is  expressed  as  to  the 
ifety  of  a  number  of  men  in  the 


TO  SUIT 
YOUR 
TRADE 


PRIZE  BUTTER  is  packed  in  tub,  carton  or  print, 
as  you  may  require ;  we  also  salt  it  and  color  it  to  suit 
your  trade. 

It  must  suit  all  conditions,  because  we’re  going  to  make  it  the 
best  known  and  biggest  selling  butter  in  Pennsylvania.  We  call  it 
“PRIZE  BUTTER”  because  you  can  “win  trade”  with  it,  and  you 
can  also  depend  on  it  to  hold  trade,  because  your  customers  will  find  its 
quality  and  flavor  always  the  same .  The  way  to  build  up  a  big  sale  on 
PRIZE  BUTTER  is  to  tell  your  customers  about  it,  keep  on  telling 
them,  have  your  clerks  tell  them— get  your  customers  to  try  it,  and 
they’ll  not  only  keep  on  trying  PRIZE  BUTTER,  but  they’ll  like  it  so 
well  they’ll  tell  others  and  send  them  to  your  store.  People  who  come 
to  your  store  for  PRIZE  BUTTER  will  also  buy  other  high-grade 
articles  that  pay  you  good  profits.  Butter  trade  is  worth  working  for , 
you  can  get  it  and  hold  it  with  PRIZE  BUTTER. 

P.  F.  BROWN  &  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“  Here’s  a  butter  that’s  made  especially  to  please  our  best 
customers— PRIZE  BUTTER.  I  want  you  to  try  it  this  week  and 
then  let  me  know  if  it  isn’t  exactly  what  you  always  wished  you 
could  get.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  Quality  Cash  Wholesale  Grocery  Warehouse 

Nos.  1211-13=15  NORTH  SECOND  STREET,  PHILADELPHIA,  PA. 


Fancy  Selected  No.  4  Late  Caught  Norway  Mackerel,  full  weight  barrels,  count  430  to  450,  per  bbl . %  11.90 

Price  is  remarkably  low  ;  get  your  order  in  for  any  quantity  this  week,  after  that  price  may  be  higher;  the  best  posted  men  in  this  line  look  for  higher 
prices.  You  will  find  goods  exactly  as  described,  beet  quality. 

Sugar  Refiners’  Lowest  Wholesale  Prices,  day  order  received,  less  1  per  cent. 

Sal  Soda,  375-lb.  barrels,  per  100  lbs . .  .60 

Feeding  Molasses,  barrels,  per  gallon . 09]4 

Early  June  Peas,  good  quality,  gold  embossed  label,  per  dozen . . 95 

The  same  grade  as  now  selling  at  $1.05.  Right  prices  on  all  goods.  Send  in  your. full  order,  we  will  guarantee  satisfactory  pricesonthe  whole  line. 


Send  cash  with  order  or  reference  and  goods  will  be  shipped  and  you  can  mail  check  after  you  have  received  goods.  The  business  of  prompt  paying  trade  solicited 


trade  in  the  stricken  districts  of 
the  West.  It  is  feared  that  there 
have  been  some  heavy  losses  in 
the  grocery  trade  as  a  result  of 
the  floods.  Several  salesmen  rep¬ 
resenting  local  houses  are  in  the 
flooded  districts,  and  reports 
from  them  are  awaited  with 
anxiety. 

Summarized  Market  Con¬ 
ditions. 

Spot  coffees  are  firmer  as  a  re¬ 
sult  of  the  improvement  in  op¬ 
tions.  Although  the  country  is 
showing  more  interest,  however, 
the  roasters  do  not  like  to  pay 
the  present  prices,  so  the  actual 
sales  are  mostly  for  requirements. 
Santos  4s  are  now  quoted  around 
14  cents  and  Rio  7s  at  12  cents. 
If  the  upward  tendency  is  not 
pushed  too  much,  the  conditions 
are  likely  to  improve,  it  is  be¬ 
lieved  by  many  in  the  trade. 
There  is  increased  interest  in 
mild  grades  which  are  also  firm¬ 
er,  in  sympathy  with  Brazils. 

The  discussion  as  to  a  duty  on 
tea  have  stimulated  interest  in 
the  stocks  now  on  hand  and  buy¬ 
ers  are  more  readily  buying  for 


requirements.  The  holders  who 
were  beginning  to  show  a  dispo¬ 
sition  to  liquidate  their  stocks  in 
the  warehouses  now  have  some¬ 
what  firmer  ideas. 

Sugar  is  bought  in  a  hand-to- 
mouth  way.  The  distributors 
are  apparently  pursuing  a  cau¬ 
tious  policy  because  of  the  pos¬ 
sibility  that  the  tariff  revision 
will  bring  cheaper  prices.  The 
drop  in  raws  is  not  leading  to 
any  further  cuts  in  refined  sugar, 
as  the  refiners  say  that  even  now 
the  margin  is  only  moderate. 
The  Western  floods  are  exerting 
an  influence  on  the  markets  by 
preventing  shipments.  Refiners 
have  protected  themselves  with 
raws  at  the  decline  and  some  of 
them  are  now  reducing  their 
meltings.  The  Federal  quoted 
4.25  cents  for  immediate  ship¬ 
ment  of  standard  granulated  su¬ 
gar,  and  other  refiners  are  five 
points  higher. 

Jobbers  and  retailers  are  buy¬ 
ing  canned  vegetables  in  small 
lots  for  requirements.  Improved 
consuming  demand  is  giving  a 
steadier  tone  to  the  market  for 
most  kind  of  canned  goods,  es¬ 


pecially  as  the  holdings  in  first 
hands  are  in  most;  lines  within  a 
moderate  compass.  In  tomatoes 
there  continue  carload  sales  at 
80  cents  for  standard  No.  3 
Marylands,  f.  o.  b.  factory,  but 
some  of  these  lots  are  rejected 
because  of  quality,  and  find  their 
way  back  in  the  market  at  prices 
as  much  as  5  cents  less  than  the 
original  quotations.  Packers  are 
not  willing  to  accept  orders  for 
futures  at  less  than  80  cents,  and 
some  of  them  are  not  desirous  of 
taking  on  any  more  business  even 
at  that  price.  Corn  is  still  in  lib¬ 
eral  supply,  although  the  consum¬ 
ing  demand  is  said  to  be  increas¬ 
ing  somewhat.  There  is  little 
business  in  either  spot  or  future 
peas,  but  the  market  has  a  firm 
undertone.  Beans  are  quiet  and 
unchanged. 

The  demand  for  canned  fuits  is 
of  a  hand-to-mouth  kind.  The 
Southern  fruits  are  held  up  to 
quotations,  as  supplies  are  not 
excessive.  Brokers  are  trying  to 
increase  the  interest  in  Califor¬ 
nia  fruits,  especially  peaches,  in 
view  of  unfavorable  weather  con¬ 
ditions  affecting  the  new  crop, 


but  buyers  are  not  placing  ar 
orders  except  for  requirements. 

Local  distributors  are  not  pa 
ing  much  attention  to  dried  fruit 
The  demand  for  dried  prun> 
continues  chiefly  for  40s,  whit 
are  held  at  premiums.  Spot  ra 
sins  are  dull,  with  a  firm  unde 
tone.  The  demand  for  dri< 
peaches  and  apricots  is  limit* 
to  the  present  consumption.  Cu 
rents  are  quiet  and  easy. 

In  some  quarters  there  is  r 
ported  an  increase  in  the  intere 
in  flour  and  brokers  believe  th 
many  distributors  are  gettir 
near  the  bottom  of  their  supplie 
This  gives  a  more  hopeful  toi 
to  the  market.  Actual  trading 
much  hampered  by  the  Weste 
storms  and  floods.  There 
however,  plenty  of  spot  suppli; 
for  requirements.  The  quot- 
tions  on  spring  wheat  paten; 
range  from  $4.50  to  $4.75. 

The  Western  floods  ha; 
caused  so  much  interruption  1 
the  shipments  of  butter  to  th 
city  that  the  market  has  becor; 
quite  firm.  Receivers  are  piecig 
out  the  arrivals  of  fresh  creai-1 
ery  so  as  to  protect  the  regulr 


W.  H. 


WINCHESTER,  VA. 


Chocolate  and  Cocoa  Preparations 


United  States  Serial  No.  83S7 
Qmrrant nod  Under  tk«  Food  ind  Dnifi  Aot,  Jom  M,  HOfl 
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e  first.  The  fresh  specials 
readily  snapped  up  by  buyers 
,7  cents  and  firsts  sell  with 
Dst  equal  readiness  at  36  to 
cents.  The  seconds  are  mov- 
fairly  well  at  34^2  to  35E2 
s.  The  held  creamery  is 
■ly  gone  and  the  remaining 
are  mostly  inferior.  The  best 
les  sell  at  3454  to  36  cents, 
cy  process  is  firmer,  with  job- 
r  sales  up  to  28  to  29  cents. 

process  firsts  are  to  be  had 
7  to  27^2  cents. 

/estern  and  Southern  eggs  are 
wing  a  slightly  firmer  tone, 
mse  it  is  expected  that  re¬ 
ts  will  be  curtailed  as  the  re- 
of  the  floods  in  the  West. 

:  best  grades  of  the  fresh 
stern  eggs  bring  from  18  to 
:ents.  Duck  eggs  range  from 
to  25  cents  for  the  best  re- 
>ts.  Nearby  hennery  eggs  of 
best  grades  range  from  20  to 
cents,  but  the  browns  and 
:ed  colors  sell  at  iSxA  up  to 
;ents. 

Fred.  A.  Magill. 


dlord  Got  $713  After  a  $1,000 
Grocery  Failure— Credit 
Men  Object. 

'he  Utah  Association  of  Credit 
n  is  trying  to  have  a  law  passed 
iting  the  claim  which  a  landlord 
make  against  a  bankrupt  estate 
1  certain  figure.  As  an  illustra- 
1  of  injustice  encountered  in 
lkrupt  estates  which  some  of 
se  laws  aim  to  overcome,  atten- 
n  is  called  to  a  case  in  which  a 
>cery  store  was  sold  by  the  Utah 
ociation  for  one  thousand  dol- 
s,  out  of  which  seven  hundred 
j  thirteen  dollars  had  to  go  to 
it,  which,  with  the  labor  and  taxes 
■  1912  unpaid,  left  nothing  for 
:  merchandise  creditors.  Another 
;e  is  that  of  a  bankrupt  estate 
lich  the  Utah  association  was 
uidating  as  trustee,  wherein  the 
sets  brought  $1,300,  with  pre- 
Ted  claims  for  rent  of  $700,  for 
>or  of  $400,  and  chattel  mort- 
ge  of  $1,200,  so  that  there  would 
no  recovery  whatsoever  for  com- 
3n  creditors,  although  most  of  the 
sets  in  the  place  of  business  at  the 
ne  of  failure  were  in  the  form 
merchandise  purchased  from  the 
rious  common  creditors. 


Florida  tomatoes  are  very  poor, 
id  range  from  $1.50  to  $2.  The 
:mand  is  small  because  of  the 
lality.  Hothouse  tomatoes  bring 
i  cents  per  pound  and  are  active. 


A  SPLENDID  SELLER 

Franklin  Dessert  and  T able  Sugar 

This  sugar  is  especially  made  for  cereals,  fruits,  berries,  desserts  and  other  foods 
that  are  sweetened  at  the  table.  It  grades  between  POWDERED  and  FINE 
GRANULATED  and  can  be  used  either  with  a  spoon  or  a  shaker.  It  dissolves 
quickly  and  sweetens  thoroughly. 

So  many  articles  are  sweetened  at  the  table  that  this  sugar  is  a  steady,  all-year- 
round  seller  and  its  usefulness  will  be  appreciated  by  your  customers  as  soon  as  you 
tell  them  about  it.  Start  them  buying  it  and  increase  your  sales  of  sugar.  Of  course 
it’s  packed  in  FRANKLIN  CARTONS,  so  you  can  make  a  profit  on  it  by  saving  the 
cost  of  labor,  bags,  twine  and  loss  from  overweight  that  would  come  out  of  your 
pocket,  if  you  handled  it  in  bulk.  DESSERT  AND  TABLE  is  one  of  the  best 
sellers  in  the  whole  line  of  FRANKLIN  CARTON  SUGARS. 

Packed  in  2  lb.  CARTONS-48  lbs.  to  the  CONTAINER 

* 

Other  FRANKLIN  CARTON  SUGARS  are  packed  In  original  CONTAINERS  ot 

24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

‘‘Your  customers  know  that  FRJtAUCEIN  CJM.TOAJ  SUGJFR  is  CLEJt^l  sugar 


WHAT  TO  TELL  CUSTOMERS 

“This  Franklin  Dessert  and  Table  Sugar  is  made  especially 
for  use  in  sweetening  things  at  the  table.  It’s  better  than  either 
granulated  or  pulverized  for  table  use  and  I  know  you’ll  like  it.’’ 


an EJ5S? 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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CC.— As  to  a  Salesman’s  Taking  His  Customers  With  Him  to  a  New  Employer. 


The  publisher  of  a  California 
trade  paper  sends  me  a  copy  of 
a  most  important  decision  just 
handed  down  by  the  Supreme  Court 
of  California  as  to  the  right  of  a 
salesman  to  take  with  him  to  a  new 
employer  the  customers  obtained 
while  working  for  the  old  one. 
While  it  is  the  decision  of  a  State 
court,  it  would  be  considered  as 
having  effect  everywhere,  because 
it  is  not  on  a  subject  on  which 
States  have  special  laws,  so  that  a 
State  court,  when  deciding  it,  con¬ 
siders,  as  the  California  court  did, 
the  whole  body  of  the  law  on  the 
subject. 

Every  merchant  or  manufacturer, 
if  he  employs  outside  or  inside 
salesmen,  is  interested  in  the  ques¬ 
tion  how  far  they  can  go,  if  they 
leave  him  and  take  a  position  else¬ 
where,  in  soliciting  for  the  new  em¬ 
ployer  the  customers  they  have 
been  calling  on  for  him.  The  ques¬ 
tion  has  arisen  hundreds  of  times, 
for  a  salesman  who  seeks  to  change 
his  position  will  strenuously  resist 
any  effort  to  prevent  him  from  uti¬ 
lizing  what  is  always  his  chief 
asset,  viz.,  his  knowledge  of 
and  acquaintanceship* with  custom¬ 
ers. 

The  publisher  who  sends  me  the 
California  decision  expresses  the 
opinion  that  it  changes  the  law,  but 
I  am  not  so  sure  of  that.  The 
weight  of  authority  has  always  been 
that  unless  a  salesman  had  bound 
himself  by  contract  to  leave  his  em¬ 
ployer’s  customers  alone  for  a  time 
after  severing  his  connection,  he 
could  canvass  them  for  a  new  em¬ 
ployer  the  very  day  after  leaving 
the  old  one.  The  California  pub¬ 
lisher  writes :  “While  in  this  case 
there  was  a  contract  between  em¬ 
ployer  and  employee,  the  Supreme 
Court  very  positively  states  that  the 
existence  of  the  contract  was  not 
important,  and  that  the  employer 
was  entitled  to  an  injunction  as  a 
matter  of  equity.” 


Let  us  see  whether  under  this 
decision  the  law  becomes  any  dif¬ 
ferent  than  it  was  before.  It  cer¬ 
tainly  is  very  different  indeed  if 
every  employer,  whether  he  holds 
the  salesman’s  contract  or  not,  can 
prevent  him  from  going  after  his 
customers  after  he  leaves. 

In  the  California  case  the  em¬ 
ployer  who  went  into  court  to  pre¬ 
vent  the  theft  of  his  customers  was 
a  Los  Angeles  laundryman,  the 
Empire  Laundry  Co.  The  defend¬ 
ant  was  a  solicitor  named  Rudolph 
Lozier.  The  court’s  own  descrip¬ 
tion  of  the  situation  was  as  follows  : 

The  plaintiff  is  a  corporation  en- , 
gaged  in  the  laundry  business  in  the 
city  of  Los  Angeles,  having  a  large 
number  of  regular  customers  and  a 
valuable  and  growing  business. 
This  business  to  a  large  extent  is 
conducted  through  its  agents  and 
drivers  of  its  wagons,  who  canvass 
from  house  to  house.  *  *  *  Each 
of  these  agents  and  drivers  has  a 
particular  route.  *  *  *  The 

names  and  addresses  of  plaintiff’s 
customers,  together  with  the  day  of 
the  week  their  laundry  is  to  be 
called  for,  are  kept  in  special  pre¬ 
pared  lists  by  plaintiff  and  are  used 
for  plaintiff’s  business  purposes  by 
its  drivers  and  agents.  These  lists 
have  been  compiled  and  are  main¬ 
tained  at  the  expenditure  of  a  large 
sum  of  money  and  they  enable  the 
plaintiff  to  keep  a  check  upon  its 
business  and  to  increase  and  ex¬ 
tend  it  where  possible.  They  con¬ 
stitute  a  trade  secret  of  great  value 
to  plaintiff. 

Lozier,  the  driver,  was  employed 
by  the  laundry  company  to  cover 
one  of  its  routes;  plaintiff  at  its 
own  expense  furnished  Lozier  a 
team  and  wagon ;  the  route  superin¬ 
tendent  accompanied  Lozier  on  his 
earlier  trips  and  introduced  him  to 
the  company’s  customers  and  from 
time  to  time  thereafter  employees 
of  the  company  canvassed  the  ter¬ 
ritory  and  turned  customers  thus 
secured  over  to  Lozier.  About  a 
month  after  Lozier  was  employed 
he  entered  into  a  signed  contract 
with  the  laundry  company  in  which 
he  agreed  to  turn  over  to  the  com¬ 
pany  the  names  of  all  new  custom¬ 
ers  secured,  together  with  changes 
of  address,  so  that  uoon  the  ter¬ 
mination  of  his  employment  the 
laundry  company  should  have  a 
complete  list  of  all  of  its  customers. 
The  contract  further  stipulated  that 
after  his  employment  should  cease 
or  if  he  contemplated  leaving  the 
employ  of  the  company,  he  should 
not  in  any  manner  “attempt  to  in¬ 
duce  any  of  the  customers  of  the 


Empire  steam  laundry  to  withdraw 
their  custom  from  it.” 

On  February  12,  1910,  Lozier  quit 
the  Empire  and  entered  the  employ 
of  a  competitor,  and  thereafter  can¬ 
vassed  for  laundry  work  from  his 
old  customers  and  along  his  old 
route,  and  he  used  the  knowledge, 
information  and  lists  of  customers 
gained  while  in  the  employ  of  the 
Empire  company.  As  a  result  he 
was  able  to  carry  much  of  this  pat¬ 
ronage  to  his  new  employers. 

The  Empire  Co.  asked  for  an  in¬ 
junction  against  the  salesman, 
which  was  granted.  The  court’s 
opinion  was  in  part  as  follows : — 

The  sole  proposition  advanced 
upon  this  appeal  is  that  the  con¬ 
tract  between  the  parties  was  void 
as  being  a  contract  in  restraint  of 
trade.  The  court  finds  that  the  con¬ 
tract  was  not  restraint  of  trade, 
but  into  this  question  it  is  wholly 
unnecessary  to  enter.  For  the  judg¬ 
ment  of  the  court  does  not  rest 
alone  upon  the  findings  as  to  the 
validity  of  the  contract,  but  de¬ 
clares  a  violation  of  plaintiff’s 
rights  under  circumstances  cogniza¬ 
ble  in  equity  without  any  express 
contract  whatsoever  upon  the  sub¬ 
ject. 

Equity  always  protects  against  the 
unwarranted  disclosure  and  uncon¬ 
scionable  use  of  trade  secrets  and 
confidential  business  communica¬ 
tions.  So  little  does  this  equitable 
jurisdiction  depend  upon  an  express 
contract  that  it  has  been  said  by 
high  authority  that  it  exists  in  every 
contract  of  service  in  the  absence 
of  stipulation  to  the  contrary. 

Therefore  the  question  of  the 
contract  between  the  parties  be¬ 
comes  immaterial. 

There  can  be  no  question,  under 
the  findings  here  presented,  but  that 
defendant’s  agency  was  one  of  trust 
and  confidence.  His  duties  were  to 
serve  well  the  customers  of  plain¬ 
tiff,  to  increase  the  business  of  the 
plaintiff,  to  solicit  new  business 
and  keep  a  complete  and  confiden¬ 
tial  list  of  all  the  customers.  This 
list,  even  though  in  part  prepared  by 
him,  was  the  absolute  property  of 
plaintiff  and  was  a  valuable  part 
of  its  property.  *  *  * 

That  equity  will  always  protect 
against  the  unwarranted  disclosure 
of  trade  secrets  and  confidential 
communications  and  the  like,  is,  of 
course,  settled  beyond  peradventure. 

*  *  *  It  would  seem  therefore 

that  the  only  question  left  in  the 
case  is  whether  the  knowledge  ac¬ 
quired  by  defendant  and  which  he 
was  so  using  comes  fairly  within 
the  meaning  of  trade  secrets  and 
communications.  Upon  this  ques¬ 
tion  neither  reasoning  nor  authority 
can  leave  one  in  doubt. 

In  my  judgment  this  decision, 

which  cites  a  number  of  cases  in 


England  and  in  various  States 
the  Union,  leaves  the  law  in  tl 
country  practically  as  it  was  befoi 
and  a  restatement  of  it  is  as  f( 
lows :  Unless  a  salesman,  when  ta 
ing  a  position,  contracts  with  1 
employer  not  to  solicit  for  a  m 
employer,  customers  which  he  c 
tains  for  the  old  one,  he  is  perfec 
at  liberty  to  do  it  from  the  mini 
he  leaves  his  first  position.  Su 
contracts  are  in  restraint  of  tra< 
and  while  the  law  doesn’t  like  the 
it  will  uphold  them  if  they  are 
writing,  but  will  not  make  for  t 
employer  a  contract  of  that  s< 
where  he  was  not  vigilant  enou  1 
to  make  it  for  himself. 

The  above  is  a  fair  stateme , 
I  think,  of  the  present  law  in  eve 
State  of  the  Union.  There  are  i 
I  remember  correctly  two  ca:  • 
which  hold  the  contrary,  both  I 
them  in  New  York  State,  but  1; 
general  weight  of  authority  is  <- 
cidedly  the  other  way. 

The  reason  I  think  the  Californ 
case  does  not  change  the  law  : 
that  there  were  facts  in  it  whii 
make  it  entirely  different  frn 
most  of  these  cases ;  facts  wh  1 
required  the  application  of  an  <■ 
tirely  different  principle  of  law. 

For  instance,  the  court’s  deser  ¬ 
tion  of  the  case  shows  that 
laundry  company  had  most  of  s 
customers  before  the  driver  wi  I 
there,  and  that  the  number  of  s 
customers  in  his  territory  was  cc- 
stantly  being  added  to  by  otli 
solicitors  whom  the  company  sal 
into  the  territory.  Doubtless  'e 
defendant  Lozier  got  some  custoi- 
ers  too,  but  apparently  they  were ’I 
very  many,  and  the  most  of  'e 
trade  which  he  tried  to  take  to  s 
new  employer  was  trade  that  e 
company  got  itself.  Of  course  e 
couldn’t  take  away  such  trade  s 
that,  and  the  court  followed  e 
settled  legal  principle  when  it  s  d 
that  a  man  who  through  his  ei- 
ployment,  learns  the  “trade  secre  ” 
of  his  employer,  cannot  ped;e 
those  secrets  to  his  employer’s  coi- 
petitor. 

The  proposition  presented  y 
most  of  these  trade  cases  is  whey 
different,  for  in  almost  all  of  thn 
a  salesman  enters  somebody’s  ei- 
ploy,  works  up  new  trade  of  is 
own,  leaves,  goes  to  a  new  ei- 
ployer  and  tries  to  take  his  custci- 
ers  with  him.  In  that  case  he  01- 
siders  that  he  is  taking  what  is 
absolutely  his  own,  and  the  couts 
have  almost  all  upheld  him  and  v.11 
probably  still  uphold  him.  Alw/s 
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The  Coming 
Powders 

<Jf  The  time  will  come — is 
coming,  in  fact,  when  the 
great  majority  of  the  people 
will  exclusively  use  baking 
powders  made  with  phos¬ 
phates,  of  which  Rumford 
Powders  have  been  leaders 
for  years. 

CJf  This  is  because  they  are  not 
only  not  harmful,  but  being 
food  in  themselves,  they  are 
actually  healthful,  whole¬ 
some  and  helpful.  There  is 
no  more  wholesome  combi¬ 
nation  in  food  chemistry  than 
the  phosphates,  starch  and 
soda  of  which  Rumford  Pow¬ 
ders  are  composed. 

<lf  And  as  leaveners,  Rum¬ 
ford  Powders  are  absolutely 
unexcelled.  They  have  always 
paid  a  good  profit  to  the  re¬ 
tailer. 

Rumford 
Chemical  Works 

PROVIDENCE,  R.  I. 


provided  he  does  not  sign  a  con¬ 
tract  in  which  he  waives  his  right. 

( Copyright ,  March,  1913,  by 
Elton  J.  Buckley.) 

Question :  W.  H.  Clotfelter, 
Richfield,  Pa. — Last  fall  a  party 
came  to  me  and  offered  me  a  tract 
of  timber  land,  saying  that  it  was 
about  12  acres  and  his  price  was 
$400.  I  went  to  see  the  tract  and 
bought  it  for  $350  on  the  strength 
of  the  man’s  word  that  it  contained 
10  acres,  and  in  writing  the  agree¬ 
ment  I  made  it  to  read  ‘To  acres 
more  or  less.” 

I  paid  the  man  $15  down  the  day 
I  bought  it  and  $35  about  one 
month  later.  The  balance,  $300, 
was  to  be  paid  in  two  payments, 
$100  April  1,  1913,  and  $200  April 
1,  1914,  by  giving  bankable  notes. 

Later  on  I  went  over  the  tract 
more  carefully  and  found  that  the 
tract  did  not  near  contain  the  num¬ 
ber  of  acres  that  the  man  had  told 
me,  and  I  decided  I  would  not  take 
the  tract,  thinking  I  would  rather 
forfeit  the  $50  than  to  lose  it  any¬ 
how  by  operating  the  tract.  The 
party  selling,  however,  strongly  in¬ 
sists  that  he  will  hold  me  to  the 
contract.  Kindly  let  me  known 
what  he  can  do  in  this  matter. 
Will  he  be  able  to  collect  any  dam¬ 
age,  seeing  that  no  one  would  pay 
near  the  $350?  Two  hundred  dol¬ 
lars  is  the  outside  dollar  the  tract 
is  worth.  I  will  enclose  you  the 
letter  he  wrote  me  after  he  found 
out  I  refused  to  take  the  tract  at 
the  price  agreed  upon  in  the  start, 
but  will  ask  you  to  please  return 
the  letter.  You  will  notice  in  his 
letter  he  says  I  took  possession,  but 
this  is  a  mistake ;  I  did  not  cut  any¬ 
thing  on  this  tract  in  question,  but 
I  bought  another  separate  tract 
from  the  same  party  later  on  and 
have  paid  that  in  full,  and  of  course 
have  cut  some  timber  on  it;  but 
that  tract  is  not  in  dispute  while  the 
two  tracts  are  named  in  one  agree¬ 
ment  as  regards  the  boundaries  and 
time  for  removing  same,  but  the 
two  are  in  reality  two  separate 
tracts.  Give  me  your  honest  opin¬ 
ion  about  this  matter. 

Answer. — The  position  which  the 
seller  of  the  land  takes  in  the  con¬ 
troversy  is  shown  in  the  following 
letter,  which  he  wrote  to  Mr.  Clot¬ 
felter  : — 

Dear  Sir: — I  will  positively  not 
take  the  timber  tract  back. 

I  can  swear  as  I  showed  you  and 
you  must  swear  as  I  showed  you 
the  lines  on  south  tract,  first  from 
the  field  on  the  northwest  corner, 
thence  up  to  a  yellow  pine  and  up 
to  a  stone  on  the  hill  as  a  corner, 
as  I  showed  you,  and  thence  down 
east.  I  showed  you  that  old  white 
oak  on  the  line  close  at  the  east 
corner,  thence  down  to  the  picnic 
ground.  No,  no,  I  will  spend  more 
as  the  land  and  the  timber  are 
worth  before  I  give  up.  You  took 
possession  and  you  have  kept  it.  I 
guess  you  see  as  you  cannot  make 
a  few  hundred  dollars  on  me  or 
else  you  would  not  try  to  give  it 
back  to  me.  As  soon  as  a  person 
is  not  making  any  money  then  he 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  ue  the  finest  Norwerinn 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES)  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Wat  son  <Sa  O  o  • 


BOLE  PROPRIETORS  “Skipper”  Sardines . 
IOII  Cheatnut  Str*«t,  Philadelphia,  Pa. 

Branch  of  Angus  Watson  A  Co.,  Newcastle-upon-Tyne,  England 


$5.00  lor  Six  Tea  Gaddies 

A  Quarter  of  a  Century’s  Experience  and  Success  lies  back 
of  this  offer.  Each  caddie  14  inches  high,  n  inches  deep, 
and  inches  wide.  Would  make  great  Red  and  Gold 

Display  of  57  inches  on  your  shelves,  and  contain  90  lbs. 
Construction  of  the  best,  seams  double,  material  heavy  tin 
plate,  damp  proof,  lid  strongly  hinged,  with  catch  and  lip  to 
keep  out  dust.  Made  in  my  own  shop.  Money  back  if  not 
as  represented.  Lacquered  all  over,  black  in  back,  red  with 
gold  scroll  work  in  front.  Name  of  Tea  put  on  FREE.  Ship¬ 
ment  at  my  expense.  Remit  to  H.  F.  Heacock,  Grocers’  and 
Butchers’  Fixtures  and  Supplies  of  All  Kinds,  51  N.  Second 
Street,  Philadelphia,  Pa. 


r  Where’s  the  Profit  in  Bookkeeping  ? 

You  cannot  earn  a  profit  from  the  work  put  in  on  your  books. 
You  must  have  records  of  your  business,  but  instead  of  using 
books,  install 

WiO,  Only  iKcM  The  End  of 

One  Writing  ^  SYSTEM  ^  )rudgery 


The  McCaskey  System  with  One  Writ¬ 
ing  will  furnish  you  with  better  records, 
with  more  detail  and  offer  fewer  chances  for  mis¬ 
takes  than  any  other  method  of  keeping  accounts 
ever  devised. 

Make  your  bookkeeper  an  auditor  by  in¬ 
stalling  the  McCaskey  System.  It  cuts  out  the 
useless  copying  and  posting. 

It  prevents  mistakes  and  the  misunder¬ 

standings  with  your  trade  that  follow. 

It  prevents  forgetting  to  charge  and  in 
this  way  alone  will  put  hundreds  of  dollars  of 
profit  in  your  pocket  every  year. 

It  will  improve  your  collections. 

It  will  limit  the  credit 
of  those  customers  whose 
credit  you  wish  to  limit. 

If  you  have  a  fire  it  will 
prove  your  loss  to  the  in¬ 
surance  adjuster. 

A  hundred  thousand 
merchants  are  using  the 
McCaskey  System.  Let  us 
tell  you ,  in  figures ,  based 
on  your  own  business, 
what  it  will  do  for  you. 


Dry  Goods  Groceries 

Shoes  Hardware 

Furnishings  Hay.  Grain 

A.  P.  HUTTON 
Dealer  in 

Genera /  Merchandise 
Kellogg.  Idaho 

March  25. 1912. 
Mr.  U.  N.  Perusse. 

Spokane.  Wash. 

Dear  Sir: — Your  favor  of  the 
24th  at  hand  requesting  my 
opinion  of  a  McCaskey  System 
in  connection  with  a  cash  car¬ 
rier  system. 

I  have  used  the  McCaskey 
System  for  fouryearsand  would 
not  change  to  anything  else  I 
have  ever  seen.  About  80<)fe  of 
our  business  is  credit  business 
and  our  stock  consists  of  gen¬ 
eral  merchandise  and  we  oc¬ 
cupy  two  floors. 

We  do  about  $150,000  a  year 
and  could  handle  twice  this 
amount  successfully  in  this  way. 
In  fact  I  believe  the  bigger  the 
business  the  more  necessary 
this  system  would  be.  because 
it  keeps  a  better  check  on  both 
cash  and  credits  than  any  other 
system  unless  it  might  be  a 
double  checking  parcel  system 
which  would  be  too  slow  and 
bunglesome  for  a  store  like 
mine. 

Very  respectfully  yours. 

A.  P.  HUTTON. 


The  McCaskey  Register  Co.,  Alliance,  Ohio 

Branches:— New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memphis, 
Atlanta,  Kansas  City,  San  Francisco,  Seattle  ;  Dominion  Register 
Company, Ltd. ,  Toronto,  Canada;  Manchester,  England. 

The  Largest  Manufacturers  of  Carbon  Coaled  Salesbooks  in  the  World  ^ 
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would  like  to  put  it  back.  I  told 
you  the  day  I  sold  you — I  can 
swear  to  it  any  minute — I  said  this 
to  you,  “They  all  say  as  you  are 
honest,  you  shall  give  me  what  you 
think  it  is  worth.”  Then  you  said, 
“No,  I  will  buy  as  cheap  as  I  can 
and  you  sell  as  high  as  you  can,” 
so  I  did.  I  did  my  best  then  to  sell 
it.  I  am  ready  to  settle  March  31, 
1913,  as  the  contract  calls  for. 

Yours  truly, 

G.  W.  Portzune. 

On  this  showing  I  am  afraid  you 
have  very  little  ground  to  fight, 
unless  you  can  show  a  deliberate 
attempt  to  defraud  you  or  that  the 
deficiency  in  acreage  was  very 
large  and  substantial.  Very  evi¬ 
dently  you  were  not  deceived 
as  to  the  boundaries  of  the  tract, 
and  if  you  took  the  seller’s 
word  as  to  the  contents,  without 
measuring  for  yourself,  the  law 
will  not  permit  you  to  go  back  on 
your  bargain.  There  are  many 
cases  which  hold  that  the  buyer  of 
so  many  acres  of  real  estate,  “more 
or  less,”  cannot  rescind  because  the 
land  happens  to  contain  less  rather 
than  more.  If  the  buyer  is  willing 
to  waive  his  right  to  measure,  and 
take  a  chance,  he  must  take  his 
medicine  if  the  chance  goes  against 
him. 

If  you  had  intended  to  measure, 
but  the  seller  persuaded  you  not  to 


for  any  reason,  you  would  have  a 
better  defense.  My  judgment  is 
that  the  seller  can  compel  you  to 
take  the  property  and  pay  the  full 
price  for  it.  As  a  matter  of  fact, 
you  have  already  taken  the  prop¬ 
erty  and  made  payments  on  it.  If 
this  tract  and  another  were  the  sub¬ 
ject  of  one  contract  and  one  pur¬ 
chase  price,  and  you  have  started  to 
cut  wood  on  the  other,  the  court 
would  probably  hold  that  you  had 
taken  legal  possession  of  both. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 

New  Southern  beets  are  worth 
2V?  to  3  cents,  demand  poor. 


Pittsburgh  Grocersand  Butchers 
Unite. 


Think  They  Can  Amount  to  More 

Together  Than  Apart.  New  Coffee 

and  Spice  Concern  for  New  Castle. 

Special  Correspondence  of  ‘‘Grocery  World 
and  General  Merchant.” 

Pittsburgh,  Pa., 

March  27,  1913. 

The  Pittsburgh  Retail  Grocers’ 
Protective  Union  and  the  Retail 
Meat  Dealers’  Association  have 
formed  an  amalgamation  and  here¬ 
after  will  meet  together.  The  Gro¬ 
cers’  Union  formerly  had  its  offices 
in  the  Lewis  Building,  which  is  to 
be  razed  to  make  way  for  a  great 
12-story  department  store,  and  it 
was  decided  to  merge  with  the 
butchers  so  that  more  modern 
quarters  could  be  established.  The 
new  offices  are  in  the  Penn  Build¬ 
ing.  _ 

The  meeting  nights  of  the  gro¬ 
cers  have  been  changed  from  the 
first  and  third  Mondays  of  each 
month  to  the  first  and  third 
Wednesdays. 

*  *  * 

The  Gold  Crown  Manufacturing 
Co.,  dealers  in  coffee  and  spices, 
has  been  granted  a  State  charter. 
The  headquarters  will  be  in  New 


Castle.  The  capital  is  given  as 
$10,000.  The  incorporators  are  F. 
FI.  Summers,  Jacob  Weintraub, 
Adolph  Green,  Abraham  Murlin 
and  Jacob  Ewens,  all  of  New 
Castle. 

*  *  * 

F'rederick  Thoma,  aged  69  years, 
a  resident  of  the  Allentown  district 
of  this  city,  died  in  his  home  in 
Warrington  avenue  on  March  25th. 
Mr.  Thoma  had  been  in  the  grocer)' 
business  in  that  section  for  many 
years  and  was  well  known.  He 
leaves  his  widow,  one  son,  three 
brothers  and  two  sister. 

P.  I.  D.  C. 


New  Patents  and  Trade-marks  In  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washingtoi 
Patent  Attorneys,  report,  this  week,  thi 
grant  of  the  following  patents: — 

Washington,  D.  C.,  Mar.  25,  1913. 

1,056,826.  Display  box.  H.  C.  Pat 
terson,  Jr.,  Youngsville,  N.  Y. 

1,056,965.  Fruit  pitting  device.  L.  E 
Baltzley,  Washington,  D.  C. 

1,057,065.  Ice  cream  cone  filler.  W 
Krist,  Milwaukee,  Wis. 
TRADE-MARKS  PUBLISHED  FOI 
OPPOSITION. 

Ser.  No.  62,170.  “Marketeria”  fo 
canned  goods.  Lutey  Bros.,  Butte 

Mont. 

Ser.  No.  62,171.  “Cafeteria”  fo 
canned  goods.  Lutey  Bros.,  Butte 

Mont. 

Ser.  No.  62,172.  “Groceteria”  fo 
canned  goods.  Lutey  Bros.,  Butte 

Mont. 


ESTABLISHED  1808 


John  R.  McFetridge  &  Sons 

_ 

printers  anb  publishers  ■; 

— — — i^— — — — — — — — — —  ? 

Fine  Catalogue  and  Color  Work 

No.  927  Arch  Street,  Philadelphia 
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Save  $25  Now 


Insure  Your  Profits  for  Years  to  Come 

If  two  registers  of  equal  mechanical  perfection,  equally  efficient 
to  safeguard  your  profits,  equal  in  good  looks,  and  guarantee  were 
placed  before  you,  one  costing  $100  and  the  other  only  $75,  would 
you  not  consider  saving  the  $25  ? 

*  A  Michigan  No.  6  Total  Adding  Cash  Register  is  not  only  equal, 
but  actually  superior  in  these  points  to  any  $100  register  of  any 
other  make. 

On  first  cost  alone  hundreds  of  thousands  of  dollars  have  been 
saved  by  the  merchants  who  have  bought  one  or  more  Michigan  No.  6 
Total  Adders.  And  hundreds  of  thousands  more  are  being  saved 
through  the  protection  the  registers  give. 

Progressive  merchants  everywhere  are  realizing  the  economy  of 
buying  Michigan  Cash  Registers.  To  take  care  of  their  increasing 
orders  we  have  been  forced  to  erect  and  equip  a  new  building  with 
much  larger  facilities  for  manufacturing  Michigan  Cash  Registers. 

These  merchants  are  good  buyers.  They  are  keen  to  save  money, 
but  they  demand  full  value  for  what  they  pay.  Yoo  can  safely  be 
guided  by  their  judgment  in  buying  a  Michigan  No.  6. 

Remember,  the  Michigan  No.  6  Total  Adder  not  only  saves  $25  on  the  first  cost,  but  saves  money  every  day  you  own  it  by 
preventing  the  mistakes  and  losses  which  continually  result  from  using  the  old-fashioned  cash  drawer. 

Consider  now  this  saving  of  $25.  You  can  buy  a  Michigan  No.  6  from  your  jobber  or  his  salesman  on  his  regular  terms,  just  as 
you  buy  your  goods.  If  they  can’t  supply  you  write  us  direct,  giving  the  name  of  the  salesman  who  calls  on  you.  We  will  gladly 
send  you  our  new  catalogue  E  3,  showing  the  complete  line  of  Michigan  Cash  Registers. 


Michigan  Cash  Register  Company  -  -  -  Detroit,  Mich. 


Other  things  being  equal,  the  merchant  who  gives  the  best  service  gets  the  most  trade.  In  addition  to  having  the  right  goods  at 
the  right  prices  and  treating  customers  politely,  you  must  be  prepared  to  accommodate  them  by  prompt  delivery  of  goods,  or  you  will 

lose  their  trade  to  more  enterprising  competitors.  . .  ,  _ • 

The  low  cost  and  great  efficiency  of  the  International  Motor  Truck  makes  it  the  ideal  delivery  wagon  for  groceries.  With  proj  <.r 
care  it  costs  no  more  to  keep  than  a  horse  and  wagon,  but  it  will  do  more  than  twice  as  much  work.  It  is  speedier  than  a  horse,  ne\  er 
gets  tired,  sick  or  lame  ;  can  work  all  day  and  all  night  if  you  want.  Thousands  are  in  use  by  successful  merchants  everywhere. 
Write  us  and  we  will  gladly  send  you  our  catalogue  and  literature  showing  the  different  styles  now  in  use. 

If  you  have  been  thinking  over  the  question  of  motor  truck  delivery,  and  want  more  information,  write  us  and  we  will  give  you 

the  facts  and  figures. 


International  Harvester  Company  of  America 


(Incorporated) 

50-4  Harvester  Building,  Chicago,  U.  S.  A. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  still  dull  and 
unchanged.  Tea  is  selling  every 
day,  but  in  a  small'  temporary  way, 
and  on  some  lines  the  market  is  in 
buyers’  favor.  Prices  are  nom¬ 
inally  unchanged,  but  the  extreme 
dullness  is  affecting  values  some¬ 
what,  even  despite  the  compara¬ 
tively  small  stocks. 

Coffee 

The  coffee  market  is  showing 
some  signs  of  recovery,  although 
quotations  on  all  grades  of  Rio  and 
Santos  are  nominally  unchanged. 
The  market,  however,  will  have  a 
good  ways  to  go  before  it  gets  back 
to  where  it  was  a  couple  of  months 
ago.  The  demand  for  Brazils  is 
not  very  heavy.  Milds  are  about 
unchanged  and  in  moderate  de¬ 
mand.  Java  and  Mocha  are  dull 
and  unchanged,  except  that  Javas 
are  steady  to  firm  by  reason  of 
scarcity  in  some  lines.  Brown 
Javas  are  constantly  growing- 
scarcer  because  the  quicker  ,  ship¬ 
ment  made  by  steamers,  instead  of 
the  old  sailing  vessels,  leaves  in¬ 
sufficient  time  to  brown  up  before 
arrival. 

Sugar. 

The  sugar  market  is  weaker. 
Stocks  of  raws  are  piling  up,  and 
receipts  in  Cuba  are  especially 
large.  Sales  have  been  made  dur¬ 
ing  the  week  at  a  decline.  Gener¬ 
ally  speaking,  refined  sugar  is  un¬ 
changed,  but  some  of  the  New 
York  refiners  are  shading  five 
points.  The  demand  is  fair. 

Syrup  and  Molasses. 

Glucose  shows  no  change.  Com¬ 
pound  syrup  is  unchanged  and  very 
dull  on  account  of  the  warm 
weather.  Sugar  syrup  is  particu¬ 
larly  dull  and  so  is  molasses. 

Fish. 

The  mackerel  situation  during 
the  week  has  not  improved.  The 
market  is  in  buyer’s  favor,  and 
the  demand  is  light.  Cod,  hake 
and  haddock  are  unchanged,  in 
fair  demand  and  steady.  French 
sardines,  speaking  particularly  of 
quarters,  are  now  ruling  about 
the  highest  price  on  record. 
Sales  were  made  during  the  week 
at  $26  a  case.  The  supply  is 
very  low  and  prices  very  firm. 
Norwegian  sardines  show  no 
change  for  the  week,  but  are 


steady  to  firm.  Domestic  sar¬ 
dines  are  quiet  and  unchanged. 
No  particular  interest  is  taken  in 
spot  salmon,  the  market  still 
being  weak  and  in  buyer’s  favor, 
particularly  on  Alaskan  grades. 
Some  packers  are  offering  future 
salmon  subject  to  approval  of 
price,  but  buyers  are  not  inter¬ 
ested. 

Canned  Goods. 

Tomatoes  show  no  change  for 
the  week,  and  very  light  demand. 
Stocks  in  jobbers’  hands  are  very 
light,  and  if  they  all  came  into  the 
market  at  once  the  market  would 
almost  certainly  advance.  Stocks 
in  packers’  hands  seem  to  be  close¬ 
ly  cleaning  up.  Corn  and  peas, 
both  spot  and  future,  are  quiet  and 
unchanged.  Apples  quiet  at  ruling 
prices.  California  canned  goods 
are  unchanged  and  in  seasonable 
demand.  Small  Eastern  staple 
canned  goods  are  moving  moder¬ 
ately  at  unchanged  prices. 

Dried  Fruits. 

Prunes  are  unchanged  and  in 
light  demand.  Size  40s  are  bring¬ 
ing  a  particularly  heavy  premium 
just  now — about  2%  cents.  Large 
prunes  are  wanted,  but  the  other 
sizes  are  not.  Peaches  and  apricots 
are  in  light  demand  at  steady 
prices.  Raisins  quiet  and  dull. 
Currants  in  seasonable  demand 
and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  and  in  fair  request.  Do¬ 
mestic  marrows  are  on  the  same 
basis  as  for  the  last  several 
months;  demand  fair.  California 
limas  show  no  change  and  fair  de¬ 
mand.  Green  and  Scotch  peas  dull 
at  ruling  prices. 

Butter. 

The  receipts  of  butter  are  very 
light,  and  the  market  is  firm  at  an 
advance  of  1  to  2  cents  per  pound 
over  a  week  ago.  The  flood  con¬ 
ditions  in  the  West  have  tied  up 
traffic  considerably  and  large  quan¬ 
tities  of  goods  routed  over  the 
Southern  route  are  held  up  some¬ 
where  and  will  be  until  the  situ¬ 
ation  clears.  The  short  make  is  an¬ 
other  aggravating  cause  of  the  light 
supply.  No  adequate  relief  can  be 
looked  for  for  some  time,  and  for 
the  present  it  will  be  less  a  ques¬ 


tion  of  price  than  of  getting  the 
goods. 

E*r». 

The  Western  conditions  which 
have  strengthened  the  butter  mar¬ 
ket  have  done  the  same  to  the  egg 
market,  which  has  advanced  about 
y2  cent  during  the  week.  The  re¬ 
ceipts  continue  fairly  liberal,  but 
the  demand  is  very  good  and  every¬ 
thing  is  cleaning  up  as  fast  as  re¬ 
ceived.  Until  the  roads  open  up 
the  supply  will  be  more  or  less 
short. 

Cheese. 

The  cheese  market  is  dull  and  ir¬ 
regular  at  cent  decline.  Owing 
to  the  still  high  prices  the  con¬ 
sumptive  demand  is  light,  and  the 
prospects  of  early  opening  of  the 
season  have  made  producers  and 
holders  everywhere  anxious  to  re¬ 
duce  their  prices  in  order  to  clean 
up  old  stock.  Before  this  can  be 
fully  accomplished  values  may  have 
to  go  still  lower.  Under  grade 
cheese  is  plenty  and  is  selling  con¬ 
siderably  under  the  price  of  the 
best. 

Provisions. 

Everything  in  smoked  meats  is 
firm  at  an  advance  of  Jj  cent  over 
a  week  ago.  The  consumptive  de¬ 
mand  is  fair.  Pure  lard  is  firm  at 
J4  cent  advance,  and  a  good  de¬ 
mand.  Compound  lard  is  steady 
and  unchanged  with  a  fair  demand. 
Barreled  pork,  dried  beef  and 
canned  meats  are  steady  and  un¬ 
changed  with  a  seasonable  demand. 


INDIVIDUAL  MARKET  REPORTS. 

Imported  Fish  Specialties. 

Holland  Herring. — The  demand 
continues  as  dull  as  it  has  been  last 
week,  and  with  the  approaching 
warm  weather,  we  cannot  look  for 
further  improvement  now. 

Scotch  herring  as  far  as  good 
stuff  is  concerned,  continues  to  sell 
very  well,  but  the  trade  absolutely 
refuses  to  use  those  poor  winter 
caught  fish  which  have  been  com¬ 
ing  here  lately,  and  will  not  take 
them  until  nothing  better  is  ob¬ 
tainable. 

Norway  Herring. — The  demand 
continues  in  a  hand-to-mouth  way. 

Imported  oil  sardines  continue  to 
sell  very  well.  Of  course  stocks 
are  very  limited  of  French.  Por¬ 
tuguese  are  very  scarce,  especially 
the  boneless,  and  Norwegian  sar¬ 
dines  are  scarcer  than  they  have 
ever  been,  owing  to  the  failure  of 


the  catch.  The  catch  in  Norway 
will  begin  again  about  the  middle 
of  May,  and  we  hope  that  we  shall 
then  have  enough  fishing  to.  relieve 
the  shortage. 

Mackerel  very  much  neglected. 
Our  Irish  agents  report  last  week’s 
shipments  total  679  barrels,  making 
a  total  shipment  to  date  of  1912 
Irish  autumn  mackerel  of  3,079 
barrels. 

Strohmeyer  &  Arpb  Co. 

New  York. 

Evaporated  Applea,  Etc. 

There  is  very  little  doing  locally 
in  the  evaporated  apple  market. 
The  dealers  are  getting  some  busi¬ 
ness  from  the  domestic  markets  at 
fair  prices,  but  carload  trading  is 
at  a  minimum.  Practically  no  buy¬ 
ing  is  being  done  by  any  of  the 
European  markets,  and  reports 
from  there  are  very  discouraging 
so  far  as  new  business  is  concerned 
for  the  next  few  weeks. 

Prime  quality  in  50-pound  boxes 
is  quotable  at  4%  to  5J4  cents  in 
carload  lots,  with  cartons  y2  cent 
per  pound  higher.  Choice,  5J4  to 
6  cents ;  fancy,  7  to  7J4  cents. 

Some  business  is  being  booked 
for  1913  crop,  October-November 
shipment  at  cents  f.  o.  b.  for 
prime. 

Raspberries  are  dull  and  neglec¬ 
ted.  Some  good  lots  here  and  there 
could  be  picked  up  at  14 J4  to  15 
cents. . 

C.  C.  Hall. 

Rochester,  N.  Y. 


Rice. 

The  week  has  shown  marked  im¬ 
provement  in  general  conditions, 
and  while  from  some  quarters  there 
are  complaints  of  unsatisfactory 
business,  yet  in  the  main  no  one 
can  deny  that  the  outlook  is  better. 
There  certainly  is  more  disposition 
to  give  more  attention  to  offerings 
so  that  while  this  may  have  been 
superinduced  by  a  slight  easing  in 
prices,  it  is  an  evidence  that  prices 
are  once  more  on  an  attractive 
basis.  Of  course  this  is  naturally 
the  case  in  regard  to  the  Honduras 
grades,  which  are  still  regarded  to 
be  limited  and  quite  inadequate  for 
trade  requirements.  The  general 
effect  is  therefore  towards  a 
strong  tone,  and  with  the  return  of 
the  usual  spring  demand  there  is 
likely  to  be  a  slight  stiffening  in 
prices.  Japan  styles  are  still  in  am¬ 
ple  supply,  and  while  prices  have 
eased  a  bit,  this  condition  relates 
more  to  the  lower  or  what  are 
termed  “export  grades,”  rather 
than  on  the  better  qualities,  which 
still  command  their  full  value.  On 
the  whole  the  market  is  by  no 
means  in  an  unhealthy  condition, 
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id  the  situation  rather  one  of  en- 
luragement,  for  with  a  definite 
ljustment  of  the  tariff  to  the  pres- 
it  needs  of  the  country,  it  is  prac- 
rally  conceded  on  every  side  that 
isiness  will  forge  ahead  far  be- 
ind  recent  anticipations.  Collec¬ 
ts  have  been  slow,  because  there 
is  been  a  disposition  to  horde 
oney,  and  without  reason,  for  the 
rmers  throughout  the  country  are 
good  financial  condition,  and  it 
is  therefore  been  a  condition 
ised  upon  sentiment,  due  largely 
that  general  feeling  of  appre- 
:nsion  which  is  apt  to  follow  upon 
e  entry  of  a  new  administration, 
pecially  of  an  opposite  party. 
Advices  from  the  South,  along 
e  Atlantic  Coast,  report  unpre- 
:dented  dullness,  and  the  demand 
casperatingly  slow,  on  an  easier 
tnge  of  values.  This  condition  in 
:ality  affects  only  the  lower 
rades.  Unfortunately  they  are 
iving  too  much  rain,  which  re- 
,rds  planting,  or  preparation  for  it. 
t  New  Orleans  slow  movement 
ill  prevails,  though  the  market  is 
eady,  and  while  there  is  a  rather 
eneral  complaint,  there  is  a  degree 
f  comfort  in  the  fact  that  it  is  not 
nly  rice,  but  the  dullness  appears 
)  affect  all  sorts  of  merchandise. 
In  the  Interior — Southwest  Lou- 
iana,  Texas  and  Arkansas — there 
re  no  special  features  to  note, 
'here  has  been  considerable  work 
one  in  the  river  parishes  in  the 
reparation  of  the  lands,  but  little 
as  as  yet  been  done  in  the  South- 
rest  counties.  Much  of  the  land 
as  been  prepared,  but  bad  weather 
as  prevented  the  seeding,  which  is 
aturally  likely  to  result  in  a  late 
rop.  This  is  regarded  by  holders 
s  a  good  omen,  in  that  it  will  op- 
rate  favorably  in  disposing  of  the 
old  crop”  before  the  advent  of  the 
new.” 

Cables  and  correspondence  from 
broad  note  rough  rice  market 
veaker;  “spot  cleaned”  steady; 
‘forward  Burma”  quiet  after  a 
:onsiderable  business. 

Dan  Talmage’s  Sons  Co. 
New  York  and  New  Orleans. 

Standard  Canned  Goods. 

No.  i 

There  has  been  a  general  inquiry 
for  spot  tomatoes  from  all  sections 
ind  quite  some  business  has  re¬ 
sulted.  There  has  not  been  any 
:hange  in  price. 

Cheap  corn  is  still  the  popular 
seller.  We  have  moved  several 
blocks  this  past  week,  and  while  the 
general  inquiry  was  for  this  class 
of  corn,  fancy  grades  were  not 
overlooked. 

As  to  prices  of  future  tomatoes, 
it  may  be  possible  for  packers  to 
secure  their  raw  stock  this  year  at 
$9  per  ton  against  $10  last  year, 
but  this  is  offset  by  the  increased 
cost  of  supplies. 

It  is  generally  conceded  that  the 
actual  cost  of  packing  No.  3  stand¬ 
ard  tomatoes  in  cap  cans  this  past 
year  was  80  cents  per  dozen,  so  the 
packers  who  are  quoting  82^  cents 


LOSING 


YOUR  TIME 

AND 

HERS! 


You  could  sell  ARGO 
STARCH  to  ten  cus¬ 
tomers  in  the  time  it  takes 
to  sell  bulk  starch  to  one , 
because  when  you  handle 

ARGO  STARCH 
there’s  no  weighing,  no 
wrapping,  no  tying — just 

a  neat  carton  to  take  from  the  shelf  and  hand  out.  You  can 
sell  ARGO  STARCH  and  nine  other  articles  to  one 
customer  in  the  time  it  would  take  to  scoop,  weigh,  wrap  and 
tie  bulk  starch.  This  means  you  can’t  afford  to  bother  with 
bulk  starch.  ARGO  STARCH  is  clean  starch,  it  starches 
clothes  white  ;  we  say  so  in  our  extensive  advertising  and  sales 
come  quick  to  the  grocer  who  keeps  ARGO  STARCH 
well  displayed. 

Corn  Products  Refining  Company 

NEW  YORK 


\(0\  (MTT]  »  M 
^  pennon* 


WHAT  TO  TELL  CUSTOMERS 

“ARGO  STARCH  is  the  clean  and  pure  starch.  The  first 
time  you  use  it  you’ll  notice  how  much  whiter  your  clothes 
look.  Let  me  send  it  to  you  this  week.’’ 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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per  dozen  for  1913  packing  and 
willing  to  guarantee  100  per  cent, 
delivery  are  about  down  to  “rock 
bottom.” 

This  has  been  an  open  winter, 
and  it  may  be  possible  that  we  will 
experience  a  freakish  spring. 

There  is  also  a  big  problem  to 
face  regarding  sufficient  and  the 
right  kind  of  labor  for  canning 
houses  this  year.  It  is  needless  for 
us  to  go  into  details,  but  all  factor¬ 
ies  must  be  in  a  sanitary  condition. 
There  are  many  new  requirements 
to  be  lived  up  to  which  mean  an  ad¬ 
ditional  expense  to  the  packers — 
prices  are  now  within  2]/2  cents  of 
the  cost  of  production. 

The  tendency  all  over  the  corn 
growing  sections  is  to  cut  the  acre¬ 
age  from  25  to  50  per  cent.,  which 
will  mean  a  large  curtailment  of  the 
pack  and  probably  a  short  pack  of 
fancy  corn. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

No.  2 

There  was  liberal  buying  of  fu¬ 
ture  tomatoes  again  last  week,  and 
the  character  of  the  trading  in 
them  was  the  same  as  it  was  in  the 
previous  two  or  three  weeks,  not  in 
big  blocks  but  in  a  steady  demand 
for  quantities  ranging  from  one  to 
four  or  five  carloads,  widely  scat¬ 
tered  over  the  same  sections  that 
began  to  buy  futures  early  in  Feb¬ 
ruary.  Evidently  the  jobbers  are 
gaining  more  confidence  in  the  sta¬ 


bility  of  the  market  value  of  the 
goods  and  in  the  outlook  for  the 
business  in  them  during  the  season 
of  1913.  The  basic  conditions 
governing  the  cost  to  produce  the 
goods  in  the  next  canning  season 
being  firmly  established,  in  all  prob¬ 
ability  the  canners  are  not  overly 
anxious  to  sell  futures  at  the  quo¬ 
tations  of  to-day,  and  the  big  can¬ 
ners  are  holding  aloof  until  the 
market  prices  harden,  or  until  the 
growers  show  a  disposition  to  yield 
somewhat  in  their  demand  for  a 
higher  price  per  ton  than  they  ob¬ 
tained  for  the  crop  of  1912.  All  in 
all  the  prices  of  to-day  for  good, 
reliable  brands,  with  responsible 
canners  behind  the  contracts,  favor 
the  jobber  rather  than  the  canner. 

Spot  tomatoes  were  fairly  active 
during  last  week,  and  for  the  month 
of  March  the  volume  of  business 
done  in  them  is  probably  above  the 
average.  The  weather  conditions 
in  the  East  and  South  permit  the 
shipping  of  canned  goods  without 
any  danger  of  freezing  on  the  road, 
which  is  usually  to  be  feared  at  this 
time  in  the  year,  but  it  is  an  open 
question  whether  it  has  helped  very 
much  the  consumption  of  the  goods. 
The  results  of  the  admirable  work 
and  splendid  advertising  done  by 
the  “live  wires”  who  have  so  ener¬ 
getically  and  faithfully  pushed 
“Canned  Foods  Week”  to  the  fore 
all  over  the  country  will  be  felt, 
directly  and  indirectly,  throughout 
the  whole  trade,  and  they  will  be 


increasingly  appreciated  as  they 
are  developed. 

The  consumption  of  spot  corn 
has  been  greatly  increased  by  the 
low  prices  prevailing  this  winter, 
and  while  the  market  shows  no 
rallying  power  as  to  prices  at  this 
time,  the  bottom  seems  to  have  been 
reached,  and  a  turn  for  the  better 
may  come  sooner  than  is  now  ex¬ 
pected.  During  last  week  the  buy¬ 
ing  of  the  other  lines  of  canned 
vegetables  has  been  confined  to  ac¬ 
tual  requirements  apparently,  and 
there  were  no  changes  of  more 
than  ordinary  interest.  The  open¬ 
ing  of  the  lake  and  rail  lines  this 
week  is  expected  to  increase  the  de¬ 
mand  from  those  markets  bene- 
fitted  by  their  lower  freight  rates. 

In  the  line  of  fruits  the  buying 
of  pineapples  was  the  only  feature 
of  interest.  Sliced  pineapples  of  all 
grades  and  sizes  are  pretty  well 
cleaned  up  in  Baltimore,  and  we 
will  go  into  the  next  season  with 
bare  floors  of  that  article.  The  or¬ 
ders  for  the  other  fruits  were  small 
and  the  market  is  dull  and  uninter¬ 
esting.  As  yet  there  have  been  no 
inquiries  for  futures  in  any  line 
of  fruits. 

The  continued  scarcity  of  and  the 
high  prices  for  the  raw  stock  is 
causing  a  stronger  market  in  Bal¬ 
timore,  as  well  as  the  markets 
south  of  us,  and  the- prices  are  ad¬ 
vancing.  There  can  be  no  increase 
to  speak  of  in  the  receipts  of  the 
raw  stock  this  spring,  because  the 


STEADY 

STAPLE 

PROFITABLE 


Mason’s  White  Dressing  for  White  Shoes 

Mason’s  Tan  Combination  for  Tan  Shoes 

are  the  biggest  selling  Shoe  Dressings  because  the  most  satisfactory.  The  shoe  trade  sells  MASON’S  SHOE 
DRESSINGS  because  they  are  best  and  sell  fastest:  follow  that  example  and  PUSH  THE  SALE  of  Mason's. 
Don  t  stock  your  shelves  with  unknown  and  unsalable  brands.  Every  customer  you  have  uses  shoe  dressing — sell  it 
to  them;  you  can  if  you'll  offer  Mason' s,  because  Mason's  are  so  WELL  KNOWN.  Remember  that  these  staple, 
fast  selling  shoe  dressings  pay  you  75  per  cent,  profit ;  and,  they  are  something  everybody  buys. 

JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“This  White  Dressing  of  Mason’s  has  fairly  swept  the  country,  because  it  is  the 
finest  dressing  for  white  shoes  ever  discovered.  Try  it’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


season  for  dredging  oysters  in  the 
Chesapeake  Bay  closed,  by  law, 
last  week.  The  canners  will  end 
the  season’s  work  with  the  smallest 
surplus  stocks  on  hand  than  at  an^ 
time  in  a  long  number  of  years. 
Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Spices. 

The  market  has  been  fairly  ac¬ 
tive  during  the  week,  with  very  lit¬ 
tle  change  in  values.  The  same 
uncertainty  as  to  possible  dutie1 
still  prevails.  Stocks  are  reporter 
small  on  this  side. 

Black  pepper  declined  sharph 
and  has  since  recovered.  Europe  i: 
about  on  a  par  with  our  market 
White  peppers  are  firm  and  in  gooc 
demand. 

Cloves. — Very  active  demand  al 
steady  prices.  Our  market  is  lowei 
than  Europe  at  present. 

Pimento  (Allspice)  quoted  at  un¬ 
changed  prices. 

Mace. — Good  grades  are  reportei 
exceedingly  scarce.  Demand  i; 
fair  at  steady  prices. 

Nutmegs. — Demand  fair.  Price: 
unchanged.  Present  value  we  con¬ 
sider  safe. 

Cassias. — All  grades  are  without 
change.  Demand  only  fair.  Wil 
increase  later  on. 

Gingers  in  moderate  demand  a- 
unchanged  prices.  We  consider  r 
a  good  buy  at  present  values. 

Tapiocas  are  quiet  at  present  am 
unchanged  in  price. 

Seeds,  Herbs,  etc. — Prices  an 
holding  steady  without  any  ma 
terial  changes.  We  have  had  bu 
few  cables  during  the  last  week 
owing  to  the  Easter  holiday: 
abroad.  Celery  keeps  firm.  Car 
away  and  poppy  are  unchanged 
McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Florida  grapefruit  is  still  com 
paratively  cheap — $2  to  $3.  Tht 
demand  is  fair. 

Hothouse  cucumbers  range  fror: 
$1.25  to  $1.50  per  dozen  and  are  ii  ; 
active  movement.  Floridas  an 
worth  $3  to  $4  per  box. 

Florida  eggplants  range  frorr 
$1.75  to  $2.25  per  crate,  and  the 
demand  is  good. 

New  Bermuda  potatoes  range 
from  $6.50  to  $7.50  per  barrel,  de¬ 
mand  good. 


CORRESPONDENCE. 

A  Retailer  Who  Does  Not  Believe  in 
Limited  Prices. 

New  Plaven,  Conn., 

March  24,  1913. 

To  the  Editor. 

Dear  Sir: — I  follow  all  discus¬ 
sions  in  the  “Grocery  World  and 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


23 


neral  Merchant’  with  interest 
i  sometimes  think  I’d  like  to 
t  in  a  word,  for  instance,  person- 
y r  I  don’t  believe  in  limited 
ces.  My  idea  of  it  is  that  it  is 
:  same  and  answers  the  same  pur¬ 
se  as  a  combination  in  restraint  of 
de,  only  you  have  to  join 
[ether  you  want  to  or  not.  Some- 
ies,  that  is,  heretofore,  but  per- 
3S  not  hereafter.  For  instance, 

:  grocery  business  is  about  as 
blic  a  business  as  any  private 
siness  can  be.  Anybody  can  go 
o  it — many  do — some  stay. 
iu  can  do  as  you  please,  or 
1  afford,  about  your  location, 
iir  store  fitting,  your  adver- 
ing,  your  window  dressing, 
nr  store  managing,  your  credit, 
ur  way  of  doing  business,  and 
nr  figuring  on  necessary  profit 
that  you  may  “stay,”  and  as  to 
ijree  of  accommodation  or 
eauty”  of  service  which  you  will 
re.  Almost  all  of  it  you  can  fig- 
s  out  to  suit  yourself,  and  if  you 
n’t  figure  right  you  can  get  out. 
Now  I  don’t  think  any  manufac- 
-er  or  dealer  has  any  more  right 
fix  the  profit  or  selling  price  on 
;  goods,  except  his  own  profit  of 
arse,  than  he  has  to  fix  the  style 
the  store  and  service  rendered. 

[  course  these  things  all  vary 
ry  much  with  locality,  etc.  A 
>re  that  does  not  give  credit  or 
liver  goods  should  not  be  com- 
lled  to  charge  customers  for  serv- 
:s  not  rendered.  A  combination 
corn  dealers  to  compel  all  corn 
ke  manufacturers  to  charge  a 
rtain  same  amount  for  goods 
)uld  amount  to  the  same  thing, 
t  would  not  be  lawful. 

I  admit,  however,  that  it  would 
all  right  for  the  law  to  not  sanc- 
m  the  sale  of  any  regular  goods 
proper  condition  at  retail  at  or 
?s  than  wholesale  price,  for  that 
l’t  competition;  it’s  more  like 
ath  to  somebody. 

I  like  the  market  quotations  in 
e  “Grocery  World  and  General 
erchant,”  opening  prices  of  all 
>ods  in  all  parts  of  this  country 
id  foreign  countries,  on  goods 
miing  here  and  size  of  crops  and 
■obabilities  in  the  future  of  all 
les — correct  information  and 
)od  advice  and  all  reports  of 
auds,  etc.,  being  worked  and  all 
formation  as  to  pure  food  laws, 
c. 

Here  is  a  gratuitous  suggestion : 
here  is  just  one  thing  that  this 
nited  States  Government  could 
3  that  would  be  a  blessing  to  about 
/erybody  in  the  retail  business  of 

II  kinds  and  a  hardship  to  no  one. 
s  they  are  about  to  change  the  size 
f  our  paper  currency,  if  they 
ould  only  totally  abolish  the  dearn 
vo  dollar  bill.  I  am  yet  to  hear 
f  any  excuse  for  its  retention,  and 
i  talking  with  men  in  all  lines  of 
usiness  I  find  it  is  considered  as 
-lperfluous  as  the  two-cent  piece 
r  the  half  or  three-cent  piece  in 
iis  part  of  the  country. 

Yours  truly, 

S.  C.  Deming. 


Let  the  Chocolate  Wizard  Help 
You  Win  the  Money 

WILBUR’S  COCOA  is  so  well  advertised  and  so  well 
liked  by  the  public  that  you  can  easily  increase  your 
sales  of  it  if  you  make  the  effort. 

The  right  way  to  sell  more  of  WILBUR’S  COCOA  is  to  encourage  your 
customers  to  use  it  for  COOKING  and  CAKE  BAKING ,  as  well  as  for 
DRINKING.  WILBUR’S  COCOA  is  a  substantial  food,  as  well  as  a 
delicious  beverage,  and  our  Recipe  Booklet  shows  59  ways  of  using  it.  When 
you  teach  your  customers  to  use  WILBUR’S  COCOA  in  Cake  Baking  and 
Candy  Making  they  will  use  many  times  as  much  as  if  using  it  for  drinking 
only;  this  means  they  will  buy  POUND  and  HALF  POUND  cans, 
instead  of  QUARTER  POUNDS,  and  buy  OETENER.  This  increased 
trade  is  well  worth  working  for — WILBUR’S  COCOA  pays  you  a  good 
profit  and  its  flavor  is  so  delicious  your  customers  will  KELP  ON 
BUYING ,  once  you  start  them,  so  increased  trade  on  WILBUR’S 
COCOA  is  PERMANENT  trade. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“WILBUR’S  COCOA  doesn’t  have  to  be  grated  or  cooked. 
You  can  make  a  cake  with  it,  icing  and  all,  in  less  time  than  it 
takes  to  make  the  icing  alone  out  of  chocolate.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standard 

being  absolutely  pure, 
fulfilling  ALL  THE 
REQUIREMENTS  of 
the  Pure  Food*  Laws. 
Grocers  assume  no  risk 
in  handling  these  goods 
as  the  demand  for  them 

Registered^  is  Constant. 

C.  S.  Fat.  OS. 

MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltd. 

Established  1780 

DORCHESTER,  MASS. 


What  Pleases  Your 
Customers  ProfitsYou 

When  a  customer  once 
learns  that  she  will  get  uni¬ 
form  results  and  better  bread- 
stuffs  by  using 
FLEISCHMANN’S  YEAST 
your  sales  of  butter,  eggs, 
flour,  sugar  and  like  products 
used  in  baking  will  go  up 
along  with  your  sales  of  our 
Yeast.  This  is  worth  while, 
isn’t  it? 

The  Fleischmann  Co.  Ne^7york 


That 


Cresc 
Crystal 

roauioii  $ 

Unlike  other 

raewELL 


ptckig. 


AND  DESSERT 
FOODS 
tin*  Tnouiin 


mpl6,  mtn 
v,  u.  a.  a. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10  cents 


'S*S*Xm*S*X*S*S*S*X*S*S*X* 
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PUSH  YOUR  OWN  BRAND  OF 

Peanut  Butter 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers:  also  Mason  jars, 
cans  or  pails. 

Upham,  Miller  Co. 

NEW  YORK 

Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America. 


*x*x*x*x*x*x#x%x*x*x*x%'x*x 


Window  Lighting 

in  the 

Grocery  Store 

AJ  A  shop  window  is  a  splen¬ 
did  advertisement  only  when 
the  goods  in  it  are  properly 
displayed  and  properly  illum¬ 
inated. 

<]f  The  illumination  of  a  shop 
window  is  seldom,  if  ever, 
right  unless  the  source  of 
light  is  concealed,  and  the 
only  illuminant  which  can  be 
successfully  used  to  obtain 
this  effect  is  Electricity. 

ffl  We  will  design  an  effective 
method  of  lighting  your 
Grocery  Store  and  windows 
without  charge.  Consult 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 


Something  New 
in  Prunes 


<|  A  fancy  grade 
of  selected  prunes, 
packed  in  a  sealed 
package  that 
keeps  them  clean, 
moist,  fresh  and 
dustless — U-SAY 
SELECTED SUN. 
CURED  SANI¬ 
TARY  PRUNES. 
The  only  prunes  that 
can  be  satisfactorily 
handled  all  the  year 
'round.  Packed  in  five 
sizes,  retailing  at  io,  12, 
15,  25  and  60  cents. 
Fine  retail  profit. 

<Jf  Consumers  buy  these 
instantly,  their  advan¬ 
tages  are  so  obvious. 
One  advantage  is  abso¬ 
lutely  full  weights. 
Write. 


BEH  &  HERTER 

SALES  AGENTS 

140  Franklin  St.,  New  York 


Contributed. 

American  Groceries  in  War- 
ridden  Turkey. 


Consul  General  Says  Our  Fresh  Fruits 

and  Canned  Goods  Sell  Well  Over 

There.  Turkish  Grocers  Curiously 

Pack  Canned  Goods  in  Spare  Hours. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Constantinople,  Turkey, 

March  1,  1913. 

Between  800  and  1,000  cases 
of  California  peaches,  pears,  apri¬ 
cots,  plums  and  grapes  are  im¬ 
ported  into  the  Constantinople 
market  yearly.  Of  these  fruits 
the  best  sellers  are  peaches,  pears 
and  apricots.  About  750  cases  of 
the  first,,  second  and  third  qual¬ 
ities  are  sold  annually  by  the 
four  largest  wholesale  and  retail 
grocers  in  'Constantinople,  and 
the  remainder,  comprising  fruits 
of  the  fourth  and  fifth  grades,  are 
sold  by  the  smaller  dealers,  who 
cater  to  the  poorer  classes  of 
trade. 

Peaches,  apricots  and  pears,  in 
case  of  24  3-pound  or  48  im¬ 
pound  tins  cost  the  local  import¬ 
er,  c.  i.  f.  Constantinople,  $2.75 
to  $5  per  case,  according  to  the 
quality  of  the  fruit. 

The  large  retail  grocery  stores 
sell  the  full  tins,  best  grades,  for 
30  cents  and  the  half  tins  for 
18  cents.  The  cheapest  grades 
retail  for  18  and  10  cents  for  full 
and  half  tins,'  respectively. 
Canned  pineapple  from  Singa¬ 
pore,  whole  and  in  small  pieces 
(Climax  brand),  and  whole  pine¬ 
apple  put  up  under  Crosse  & 
Blackwell’s  label  (origin  of  fruit 
not  known)  retail  for  20  cents  a 
tin,  and  Canadian  canned  apples 
in  7-pound  tins  cost  the  consum¬ 
er  40  cents. 

There  are  practically  no  jellies 
and  preserves  of  American  origin 
imported  into  this  market.  The 
jellies,  preserves  and  marmalades 
are  of  either  English  or  French 
manufacture,  principally  the  for¬ 
mer.  The  imported  canned  vege¬ 
tables  come  mostly  from  France, 
Germany,  the  Netherlands  and 
the  United  States.  The  principal 
canned  vegetables  of  American 
production  are  tomatoes,  string 
beans,  sweet  corn  and  baked 
beans.  About  300  cases  of 
American  canned  sweet  corn  im¬ 
ported  under  several  different  la¬ 
bels  are  brought  annually  into 
Constantinople.  Crown  tomatoes 
and  string  beans  cost  the  con¬ 


sumer  14  cents,  baked  beans  2; 
cents  and  sweet  corn  16  cents  a 
tin. 

Practically  all  of  the  cannec 
goods  of  American  origin  ar( 
shipped  from  American  ports  via 
Liverpool  and  other  English 
cities.  Very  few  'consignment; 
are  shipped  via  Hamburg.  Ir 
Liverpool  large  quantities  ma) 
be  kept  in  stock  by  distributor; 
and  reshipped  in  small  lots.  The 
leading  local  merchants  purchas< 
their  supply  of  canned  good; 
from  Liverpool  and  London  dis¬ 
tributors  in  50  to  150  case  lots. 

The  best  manner  in  which  to  in 
troduce  canned  goods  into  this  mar 
ket  is  through  the  appointment  0 
a  local  agent  who  can  show  price 
lists,  catalogues  and  samples  to  th< 
trade,  quoting  delivered  prices  an( 
the  duration  of  the  voyage,  and  wht 
can  combine  all  his  orders  in  om 
direct  shipment  of  500  cases  0 
more,  consigned  to  himself  and  t< 
be  distributed  by  him  to  the  loca 
trade.  A  local  dealer  states  tha 
he  recently  placed  an  order  with  ai 
American  firm  for  125  cases  o 
canned  goods,  but  that  he  woulc 
have  purchased  three  times  tha 
amount  had  he  had  more  concis- 
information  concerning  the  dura 
tion  of  the  voyage  and  the  abilit 
of  the  American  manufacturer  fc 
fill  the  order  without  delay. 

The  direct  voyage  between  Nev 
York  and  Constantinople,  under  or 
dinary  circumstances,  should  no 
take  over  a  month.  The  freigh 
rate  between  Atlantic  ports  an> 
Marmora  and  Black  Sea  ports 
subject  to  change,  is  now  $9.11  pe 
ton,  or  approximately  30  cents  pe 
standard  case.  Through  rates  fror 
interior  points  of  America  to  port 
in  this  territory  will  be  quoted  t 
interested  shippers  by  the  Net 
York  agents  of  the  steamship  lin 
accepting  goods  for  this  district 
The  import  duty  on  all  goods  im 
ported  into  Turkey  is  II  per  ceir 
ad  valorem. 

Orientals  are  especially  grea 
lovers  of  fruit  and  vegetables,  an- 
do  not  wish  to  be  without  tlier 
on  their  table,  even  in  winter,  an 
when  nature  gives  them  nothin, 
fresh  in  this  line  they  take  t 
canned  goods  and  preserves.  Th 
consumption  of  these  is  ver 
great  and  is  supplied  partly  b 
local  manufacture  and  partly  b 
imports  from  abroad.  Turke 
produces  vegetables  in  abun 
dance,  especially  in  the  vicinit 
of  the  sea  coast,  and  consequently 
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re  is  no  lack  of  raw  products 
the  canning  industry.  The 
rkish  vegetables  differ  greatly, 
vever,  as  regards  their  value 
1  are  not  as  good  as  the  fine 
rman  and  French  varieties. 
Gnong  others,  the  bakkals,  or 
icers,  engage  in  the  preserving 
vegetables  in  their  free  hours, 
e  apprentices  and  assistants 
required  to  prepare  them, 
en  they  have  nothing  else  to 
and  they  are  cooked  in  an 
petroleum  tin  in  a  corner  of 
store  and  then  sealed  in  cans 
ighing  an  oke  (2.8  pounds) 
h.  These  canned  vegetables, 
urally,  are  not  the  best  which 
dd  be  desired;  they  are  poor 
quality,  badly  prepared  and 
iked,  but,  on  the  other  hand, 
■y  cheap,  and  the  buyers  do 
:  desire  anything  better.  Of 
irse,  vegetables  cooked  and 
pared  in  such  an  imperfect 
nner  do  not  keep  long.  Of 
;etables  growing  here  the  fol¬ 
ding  are  canned  in  the  way 
ntioned:  Beans,  peas,  bamias, 
latoes,  artichokes,  etc.  The 
ce  varies  from  2  to  2 /  piasters 
4-5  to  11  cents)  per  can. 
fomato  ketchup  or  sauce,  which 
nade  here  in  great  quantities,  is 
erving  of  especial  attention, 
e  Orientals  are  especially  fond  of 
latoes,  which  they  relish  in  every 
iginable  way — raw,  as  a  salad 
in  slices,  filled  with  rice  and 
at,  and  baked.  They  are  also  ad- 
1  as  a  seasoning  to  most  dishes, 
:n  to  roasted  meats.  Even  the 
at  which  is  roasted  on  spits  must 
crowned  on  top  by  a  full  tomato, 
order  not  to  be  obliged  to  relin- 
ish  the  tomato  in  winter,  it  is 
de  into  ketchup  during  the  sum- 
r.  The  ripe  fruit  is  crushed  in 
;s,  and  the  mush  is  then  allowed 
ferment.  Then  it  is  pressed 
ough  coarse  cloths  and  is  hung 
in  loosely  woven  sacks  to  drip, 
daily  it  is  laid  in  thin  layers  on 
ards  and  cloths,  in  order  that  it 
ty  dry  thoroughly  in  the  air  and 
the  sun.  As  soon  as  the  mar- 
w  has  thus  become  hardened  it  is 
eked  in  receptacles,  which  are 
ide  air-tight  by  a  layer  of  fat. 
fis  ketchup  or  sauce  is  used  as  a 
asoning  and  flavoring  for  meats. 

G.  Bie  Ravndal, 
Consul-General. 


Florida  peas  are  still  rather 
?h,  though  somewhat  lower  than 
few  weeks  ago.  The  present 
nge  is  $3  to  $4. 


Speak  to  Customers  About  Banner  Lye 

Banner  Lye  should  be  used  regularly  to  disinfect  kitchen  sinks,  bath-room  and  closet  traps 
and  wastepipes,  to  remove  odors  from  outhouses,  chicken  coops,  damp  cellars,  barns,  stables,  in 
fact,  it  has  dozens  of  uses  as  a  protector  of  health.  A  weak  solution  will  cleanse  refrigerators  and 
prevent  the  accumulation  of  foul  matter  that  taints  butter,  milk,  etc.  Banner  Lye  is  used  for 
more  kinds  of  cleansing  than  any  other  article  you  sell,  therefore  you  should  sell  more  of  it,  and  you 
will  if  you’ll  call  it  to  the  attention  of  your  customers. 

THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 

WHAT  TO  TELL  CUSTOMERS 

“  BANNER  LYE  is  a  household  ‘  Health  Protector,’  the  greatest  cleanser  and  disinfectant 
manufactured.  It’s  handy  to  use  because  of  the  sifter  top  can.  Let  me  send  you  some  this 
week  ?  ” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Satisfactory  and  Profitable 

Freihofer’s  Egg  Elbow  Macaroni 

pays  the  grocer  a  nice  profit  and  pleases  his  customers.  It’s  a  high  grade,  pure  food,  made  of  real  eggs 
and  fine  quality  farina ,  in  a  clean,  sunlit,  American  factory. 

Tell  your  customers  it’s  the  most  tender  and  delicious  macaroni  they  ever  ate,  because,  once  you 
get  them  started,  they’ll  buy  it  all  the  time,  and  that  means  a  steady  stream  of  sales  and  profits  for  you. 
Selling  FREIHOFER’S  EGG  ELBOW  MACARONI  also  leads  to  the  sale  of  FREIHOFER’S 
SPAGHETTI,  PASTELS  and  NOODLES,  all  clean,  American  made,  profitable  goods. 


Freihofer  Baking  Company,  Philadelphia 


WHAT  TO  TELL,  CUSTOMERS 

“I  want  to  please  you,  so  I’m  gofng  to  ask  you  to  try  FREIHOFEIFS  EGG 
MACARONI ;  it’s  the  tenderest,  most  delicious,  best  flavored  you  ever  tasted.’ 


This  Is  one  of  the  Anns  the  sale  of  whose  products 
^^helpso^anlzMhePennsylvanlaRetalMle^hants 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Store*,  Dover,  N.  J. 

Canned  Foods  Week  is  the  begin¬ 


ning  of  endless  weeks.  People  will 
begin  using  such  out  of  the  way 
vegetables  as  spinach,  beets,  pump¬ 
kin,  okra,  etc.,  and  will  find  these 
things  so  different — so  very  differ¬ 
ent  from  what  they  expected  that 
their  use  will  be  handed  down  to 
future  generations.  Women  need  a 
good  talking  to.  It  isn't  that  they 
mean  to  be  obstinate.  It  isn’t  that 
they’re  mulish  or  self-assertive. 
They’re  just  like  we  were  as  Stand 
Patters  before  the  Progressive 
Parties  thundered  big  modern  ideas 
into  our  heads.  Mother  and  grand¬ 
mother  had  these  discreet  daughters 
schooled  to  a  limit  on  canned  stuff. 

The  time  to  unschool  them  has 
come  and  we  are  on  the  eve  of  a 
Canned  Foods  Selling  Revolution. 
Make  the  biggest  show  of  canned 
foods  you  ever  dreamed  of  and  put 
a  leaflet  in  every  package,  every 
box  of  goods  sent  out  no  matter  if 
you  duplicate  these  fifty  times ;  fifty 
reminders  would  be  great. 

*  *  * 

Counting  the  Chickens. — We  used 
to  be  told  “Never  count  the  chick¬ 
ens  before  they  are  hatched.” 
Meaning  don’t  count  on  a  good 


thing  ’till  you  get  it.  Don’t  you  go 
much  on  that  philosophy.  It’s  ex¬ 
ploded.  Count  on  things.  Fully 
expect  things.  Observe  things. 
The  hatching  will  come  out  all 
right  if  you’re  not  too  exact  about 
fixing  the  date.  The  old  hen 
doesn’t  look  for  any  results  over 
night.  She  sits  and  she  sits  and 
then  she  doesn’t  sit.  Lots  of  young 
fellows  fail  because  they  don’t 
practice  this  chicken  counting  pro¬ 
pensity.  But  that  word  “deserve” 
must  be  the  factor  in  the  case.  You 
aren’t  going  to  have  success  served 
up  to  you  in  a  gold  platter  with 
some  one  coaxing  you  to  accept  it. 
It  means  work  and  thought.  It 
means  honest,  clean,  sober,  manly 
living.  And  it  means  ’’counting  the 
chickens.” 

*  *  * 

“Confide  in  the  Boss.” — Next  to 
your  own  your  best  friend  is  the 
boss.  He  may  not  show  it.  He 
may  not  be  the  embracing  kind — 
few  bosses  are.  But  he  has  your 
interest  at  heart  if  you  have  his 
and  you’ll  find  him  a  mighty  good 
friend  to  confide  in.  More  or  less 
trouble  comes  into  the  life  of  most 
young  men  financial  and  otherwise. 


Tell  it  to  the  boss.  He’ll  hear  of 
it  anyway  and  if  you  let  him  in 
first  the  thing  won’t  sound  nearly 
as  bad  to  him.  It  has  cost  many 
a  fellow  his  position  by  ignoring 
this  confidence.  Another  thing  is 
every  instance  where  you  may  be 
offered  what  you  consider  a  better 
position  don’t  decide  ’till  you  talk 
it  over  with  him.  His  experience 
of  men  and  conditions  is  wider  and 
more  matured  than  yours  and  if  he 
likes  you  his  advice  will  be  valu¬ 
able. 

*  *  * 

Stand  That  Broom  Handle  Down 

so  you  can  show  the  good  points. 
There’s  a  lot  in  that.  Show  that  it 
is  tied  five  times  with  heavy  cord. 
Ask  her  to  notice  how  solid  and 
uniform  the  corn  is  and  you’ll  ob¬ 
serve  that  it  isn’t  knotty  nor  it  isn’t 
brittle  nor  ragged  and  the  strands 
aren’t  split.  Some  women  are  as 
fussy  about  a  new  broom  as  they 
are  about  a  new  hat. 

Keep  a  cheap  broom  on  the  floor 
so  long  as  her  limit  is  30  cents. 
It’s  good  enough  all  right  for  the 
money,  only  close  inspection  is  apt 
to  be  discouraging  and  you’re  lia¬ 
ble  to  lose  the  sale. 


Written  for  the  “Grocery  World  and  General 
Merchant.” 

Thinks  Ten  Cent  Candy  Depart¬ 
ment  a  Good  Idea  for  Grocers 
and  General  Storekeepers. 


Western  Contributor  Says  Manufac¬ 
turer  Got  Rich  Catering  to  This 
Demand. 

In  hundreds  and  hundreds  of 
grocery  and  general  stores  the 
quickest  turning  line  is  that  which 


is  found  in  the  10-cent  candy  coun¬ 
ter. 

In  other  words,  more  sales  are 
made,  and  more  patrons  waited 
upon,  at  this  counter  than  at  any 
other  department  of  the  store. 

And  the  buyers  are  not  confined 
to  children.  Men,  women,  boys 
and  girls — all  are  patrons,  a  fact 
that  means  just  this.  The  candy 
counter  has  an  all  pervading  ap¬ 
peal,  and  a  10-cent  candy  counter 
particularly  so. 

Many  merchants  may  have  won¬ 
dered  at  the  sudden  rise  and  pros¬ 
perity  of  a  big  Western  candy  fac¬ 
tory,  but  the  explanation  is  simple 
enough.  These  people  simply 
broke  away  from  the  beaten  path 
followed  by  so  many  makers  of 
high-grade  sweets,  abandoned  one 
pound,  two  pound  and  five  pound 
boxes,  in  favor  of  the  same  grade 
of  goods  put  up  in  10-cent  cartons. 

The  success  of  this  factory  has 
created  many  imitators  until  10- 
cent  candies  can  be  purchased  in 
thousands  of  stores. 

And  here’s  the  result:  Consum¬ 
ers  are  being  trained  in  the  10-cent 
candy  habit.  Instead  of  buying 
only  when  they  can  afford  a  dollar 
box  and  then  eating  until  they  i 
were  sick  of  the  sight  of  candy, 
they  now  buy  a  neat  10-cent  bag  or 
box  and  eat  only  enough  to  whet 
the  appetite  for  more. 

Chocolates,  bon  bons,  satin  fin¬ 
ished  candies,  kisses,  jellies,  fruit 
tablets,  marshmallows,  taffies,  and 
many  other  kinds  are  now  being] 
specialized  at  10  cents,  so  that  the 
combined  pull  of  advertising  is  very  • 
considerable.  A.  P. 

Chicago,  Ill.,  March  27,  1913.  * 


208  NDEI.  AWARE  AVE 


2  09  N.  WATER  ST. 


How  to  Co=Operate 

This  week  is  known  as  “National  Canned  Foods  Week” — March  31st  to 
April  6th.  The  object  is  to  make  a  special  effort  to  sell  Canned 
Food  Products.  Why  this  week  more  than  every  week, 
we  cannot  say ;  however,  get  in  line,  it  is  a 
good  thing,  push  it  along. 


SYRU  PS — Always  “  harping  ”  on  this  line,  it  is  one  of  our  specialties.  We  aim  to  keep  our  well-known  brands  up  to  the  standard,  meet  the  market  in  prices 
and  guarantee  satisfaction.  Royal  Table  Syrup,  a  great  favorite  ;  Challenge,  Gilt  fdge,  Quaker  City,  King  “B”  Drips,  White  Clover,  Extra  Amber,  Crescent, 
Cruiser  Brand,  etc.  A  full  line  of  Sugar  Syrups  and  New  Orleans  Molasses.  Buy  of  us. 


CANNED  TOMATOES  A  concerted  effort  is  being  made  this  week  to  familiarize  the  consumers  with  the  wholesomeness  and  great  economy  of 
Canned  Foods.  We  know  of  no  canned  vegetable  more  popular  than  Tomatoes.  Fancy  N.  J.  Stock  Cruiser  Brand,  extra  weight  cans,  per  doz.,  $1.25 ; 
Blue  Bell,  sanitary  tins,  per  doz.,  $1.05;  Whole  Frying  Tomatoes,  per  doz.,  $1.30;  Quaker  City  Extra  Standard,  at  95c.;  Scarborough  Castle,  at  92c.; 
Joppo  Brand,  at  90c.;  Dinner  Bell,  at  87c.;  Scotch  Brand,  at  85c.  Buy  an  assortment  and  make  a  display. 


CANNED  GOODS  — The  whole  line  with  possibly  a  few  exceptions  is  low,  get  your  trade  interested  and  reduce  the  cost  of  living.  Corn  from  55c. 
a  doz.  to  $1.20;  a  Fancy  Maine  Style  Crushed,  at  75c.;  Canned  Peas  from  $1.00  a  doz.  to  $1.95;  a  choice  E.  J.  Pea,  at  $1.15;  Canned  Beets,  at  95c.  to 
$1.15;  String  Beans,  at  60c.  to  75c.  Canned  Fruit  cheap:  Cal.  Peaches  from  $1.50  to  $2.25;  Star  W.  Lemon  Cling  Peaches,  in  syrup,  per  doz.,  $1.60. 
Make  an  effort  to  sell  Canned  Goods,  it  will  pay  you. 


KIRK,  FOSTER  &  CO. 


NORTH  WATER  STREET 
PHILADELPHIA  -  PE  H  H  SYLVAN!  A 
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Continental  Paper  Ba&( — 

WHITEHALL  BUILDING,  NEW  YORK 


Continental  Safety  Egg  Cartons  are  the 
Only  Practical  Egg  Cartons 

First :  They  prevent  breakage,  because  each  egg  is  firmly  gripped  in  a  cushion-like  nest,  and  this 
secures  your  full  profit. 

Second :  They  are  quickly  and  easily  filled  and  fastened. 

Third :  Each  carton  has  its  own  string  and  fastener  attached  to  it,  thus  saving  time  and  string. 

Packed  flat ,  250  to  the  case 
Ask  your  jobber  or  write  us  for  FREE  sample 

CONTINENTAL  PAPER  BAGS 

“  There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose,”  and  our  name  on  a  bag  carries  with  it  the  quality 
guarantee  of  the  biggest  paper  mills  in  the  world.  Let  us  quote  prices  on  the  grade  of  bags  you  are  now  using. 

COFFEE  BAGS :  Let  us  show  you  how  to  make  a  reputation  for  your  coffee  and 
increase  your  sales  by  using  bags  that  will  retain  the  fresh  roasted  flavor  and  aroma. 

IVrite  us  for  samples  and  prices 

Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 
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The 

Coffee 

Drinker’s 

Difficulty 

As  between  many  varie¬ 
ties,  coffee  is  just  coffee, 
the  consumer  who  wants 
some  new  flavor  seeks  long 
before  she  finds  it. 

Private  Estate  Coffee  will 
give  it  to  her,  for  it  consists 
very  largely  of  Mexican 
coffee,  a  grade  which  isn’t 
found  in  most  package  cof¬ 
fees.  Private  Estate  Coffee 
is  a  rich,  smooth,  heavy¬ 
bodied  drink.  Distinctive 
and  satisfying  to  the  last 
drop. 

This  is  a  strong  talking 
point — another  is  the  strik¬ 
ing  one-pound  burfap  bags 
in  which  Private  Estate 
Coffee  is  packed.  It  looks 
so  much  more  like  the  real 
thing  than  tin  or  pasteboard, 
that  consumers  are  always 
attracted  by  it. 

Price  to  you,  28  cents  per 
pound.  Also  packed  in  one 
and  three-pound  tins. 


Private  Estate 
Coffee  Co. 

Successors  to  F.  A.  CAUCHOIS  &  CO. 

FULTON  MILLS 
21*23*25  Fulton  Street 
NEW  YORK  CITY 


THE 


STROLLER’S 


COLUMN 


Counting  Up  What  Easter  Brought. 


Ain’t  it  funny,  with  all  the  kick¬ 
ing  about  there  being  no  decent 
money  in  the  grocery  business, 
that  it’s  so  hard  for  us  to  see  places 
where  we  could  make  more  money 
than  we  do? 

I  swan  I  can’t  understand  it. 

I  stayed  out  until  Good  Friday 
and  went  out  again  on  Monday.  I 
kept  count  of  the  number  of  cus¬ 
tomers  I  called  on  in  that  week, 
and  -  there  were  sixty-five.  Every 
one  of  ’em  I  asked  how  their  Easter 
trade  was,  and  at  night  when  I 
had  a  little  time  I  put  down  what 
they  said  in  a  little  book. 

When  I  had  it  all  down  I  read 
it  over  and  by  the  holy  gee  I  sure 
was  surprised. 

Just  forty-nine  of  those  fellows 
had  walked  by  a  bag  of  good  gold 
bucks,  lying  right  on  the  ground 
where  they  couldn’t  help  but  see  it ! 

Sixteen  had  done  some  extra 
Easter  trade,  some  more  and  some 
less,  but  only  one  had  whooped  the 
thing  up  like  it  could  be  whooped 
up. 

I  don’t  know  whether  you  fellows 
have  ever  waked  up  to  the  fact  that 
the  grocer  has  come  to  be  a  big  man 
in  darned  near  every  holiday  we 
have.  No  matter  how  religious  the 
thing’s  supposed  to  be,  we’ve  all 
got  so  we  look  on  it  as  an  excuse 
to  stuff.  Run  over  ’em — there  ain’t 
one  which  don’t  bring  some  special 
eats. 

Easter’s  just  like  all  the  rest.  As 
soon  as  we  hear  that  Christ  has 
risen  we  all  sit  down  and  eat  ham 
and  eggs.  Seems  like  a  big  joke 
to  me.  Some  of  us  celebrate  it  by 
tanking  up  on  egg  nogg.  While 
it’s  funny,  it's  rotten,  too — we 
ought  to  keep  our  tummies  out  of  it. 
That  ain’t  what  such  things  are  for. 

All  the  same,  that’s  the  situation, 
and  it’s  up  to  the  grocer  to  make 
all  the  money  out  of  it  that  he  can. 
How  many  of  ’em  do  it?  Blamed 
few — I  only  found  sixteen  out  of 
my  sixty-five. 


After  I’d  get  through  talking 
business  with  these  fellows  I’d  ask 
’em  all :  “How’s  your  Easter  trade 
been?”  Most  of  ’em  said:  “Oh,  I 
didn’t  notice  any  difference.  Easter 
don’t  mean  much  to  us.” 

I  didn’t  fight  with  ’em  about  it. 
I  didn’t  even  whisper  that  it  was 
their  own  fault.  I  just  set  down 
what  they  said  in  the  little  book. 

Of  the  sixteen  that  tried  to  do 
something,  a  few  put  in  some 
Easter  egg  dyes  and  some  chocolate 
eggs,  set  up  only  on  their  shelves, 
or  their  counters  and  if  anybody 
asked  for  ’em  they  sold  ’em.  A 
few  more  had  a  special  sale  of  hams 
and  made  a  bit  that  way.  Most  of 
’em  seemed  to  understand  that 
there  was  a  chance  to  do  something, 
but  they  went  at  it  in  a  half¬ 
hearted  way. 

Gee  whiz ! 

One  of  ’em — the  one  that  I  said 
really  whooped  her  up — told  me  he 
had  his  scheme  all  blocked  out  a 
month  ahead.  About  ten  days  be¬ 
fore  Easter  he  started  in  to  adver¬ 
tise  and  push,  and  he  kept  this  up 
until  the  day. 

He  got  in  a  little  lot  of  special 
hams — better  than  his  regular 
hams,  and  he  sold  ’em  at  three 
cents  a  pound  more.  He  cut  one 
in  the  window  and  boomed  ’em  for 
all  he  was  worth  for  slicing. 
Everybody  that  came  in  the  store 
was  told  about  ’em  and  he  said  he 
sold  75  per  cent,  of  his  customers. 

He  had  an  egg  dye  display  in  his 
window — had  his  little  girl  dye  a 
lot  of  eggs  and  showed  ’em,  with 
a  sign:  “A  12-year-old  Child  Dyed 
These  Eggs  with  Master  Dyes.” 
Seems  to  me  the  habit  of  dyeing 
your  Easter  eggs  has  sort  of  gone 
out  of  fashion — people  would 
rather  blow  in  money  for  these 
cheap  chocolate  eggs  with  real 
clay  filling. 

“Last  Easter  I’ll  bet  I  didn’t  sell 
a  dozen  packages  of  dye,”  this  gro¬ 
cer  told  me.  “This  year  I  wouldn’t 


have  sold  any,  if  I  hadn’t  pushee 
them.  As  it  was,  I  sold  about  £ 
gross.  Those  little  things  pay  i 
good  profit,  too.” 

“What  else  did  you  do?”  I  said 

“I  put  in  a  little  lot  of  Eastei 
baskets.  For  kids.  They  wer< 
made  up  to  look  like  nests;  hac 
candy  eggs  and  rabbits  in.  How 
many  of  the  baskets  did  w^e  sell 
Jim?”  he  called  out  to  his  hea( 
man. 

“About  forty,”  said  Jim. 

“They  all  help,”  said  the  grocer 

“We  sold  a  big  lot  of  those  co- 
coanut  eggs,”  put  in  Jim. 

“Oh,  yes,  I  forgot  about  them 
I  contracted  for  a  lot  of  pure  sugai 
and  cocoanut  eggs  with  chocolate 
and  lemon  coatings,  and  I  made  s 
big  talk  about  them  as  being  egg‘ 
children  could  eat  without  getting 
sick.  I  put  in  one  of  my  ads 
'Don’t  Be  Afraid  to  Let  the  Kid- 
Eat  These.’  Why  we  had  a  splen 
did  sale  on  them  right  along.” 

“Did  you  tell  him  about  the 
plants?”  said  Jim.  ' 

“No,  I  didn’t.  I  got  about  fort) 
potted  plants  at  a  good  price  fron 

a  florist  over  here  in  -  whe 

was  afraid  he  had  more  than  he 
could  sell.  I  sold  ’em  at  half  a 
dollar  apiece  and  could  have  sole 
twice  as  many.  I  didn’t  even  gel 
one  for  myself — my  wife  wrent  or 
about  it.” 

Now  how  does  all  that  strike 
you  ?  D’ye  see  anything  here  thai 
anybody  couldn’t  do?  I  happenec 
to  mention  the  plants  to  anothei 
grocer,  and  he  poohhoohed  ’em. 

“There  isn’t  any  place  in  a  gro¬ 
cery  store  for  those  things !”  he 
said. 

“By  George,”  I  said,  “there’d  be 
a  place  in  mine  for  ’em  if  I  coulc 
make  a  dollar.  If  I  had  a  grocer) 
store  I’d  sell  anything  I  could  sel 
if  it  was  little  white  coffins  foi 
dead  cats !” 

I  mean  it,  too. 

The  Stroller. 
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)ealers  and  Consumers  Recognize  Welch’s  as  the 

Standard  in  Grape  Juice 

There  are  two  reasons  why  Welch’s  is  the  standard.  The  first  is  that  we  have  always  insisted  on  the  highest  quality  and  the  utmost 
purity  in  its  production.  The  second  is  that  we  have  by  liberal  advertising  educated  the  public  with  regard  to  the  excellence  of 

Welch’s 

'C'VS  e  National  zri  n.  /£ 


ien  Grape  Juice  is  mentioned  Welch’s  at  once  suggests  itself.  It  has  a  permanent  place  in  public  favor. 
1  put  Welch’s  in  your  store  you  begin  to  get  your  share  of  the  benefit  of  our  advertising. 


The  moment 


always  pay  more  than  the  market  price  for  grapes.  Last  Fall  the  grapes  did  not  ripen  as  evenly  as  usual.  We  paid  $35 
ton  for  our  grapes,  thus  securing  the  pick  of  the  crop.  This  was  about  $10  per  ton  more  than  was  paid  by  others 
1  will  explain  why  we  are  justified  in  claiming  superior  quality  for  Welch’s. 

create  the  demand  for  Welch’s.  It  will  be  to  your  interest  to  supply  it.  Your  old  customers  know  Welch’s  and  will  be 
d  to  have  you  furnish  it.  Our  advertising  will  send  new  customers  to  you. 


xactive  and  attention-compelling  display  advertising  will  be  supplied  to  dealers  who  are  pushing  Welch’ s. 
pensing  Welch’s,  mention  the  fact  to  us,  when  you  write. 

SEND  FOR  OUR  PROPOSITION 

THE  WELCH  GRAPE  JUICE  COMPANY 

WESTFIELD,  NEW  YORK 


If  you  are 


What’s  Your  Time  Worth? 

Any  man  who  is  worth  the  room  he  takes  up  in  a  grocery  store  can  find  something  more  profitable  to  do,  even  in  his 
spare  time,  than  putting  sugar  in  bags.  Add  to  the  waste  of  energy  the  cost  of  bags  and  twine  and  the  loss  from  overweight, 
and  you’ll  see  why  it’s  a  losing  proposition.  The  right  way  to  handle  sugar  is  in  Franklin  Cartons,  because  Franklin  Carton 
Sugar  is  ready  to  sell  when  you  get  it;  no  scoop,  no  scales,  no  bags,  no  twine,  no  bother,  no  loss,  but  a  neat 
carton  that’s  a  pleasure  to  handle.  All  the  fast-selling  grades  of  sugar  are  packed  in  Franklin  Cartons  Granulated, 
Powdered,  Confectioners’  XXXX,  Dessert  and  Table,  Cube — and  you  can  buy  to  suit  your  convenience  in  containers  of 
24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR 
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ADVERTISING 


mm 


North  Lewisburg,  Ohio, 

March  3,  1913, 
Editor  “Science  of  Advertising.” 

Dear  Sir : — 'through  the  local 
agent  we  received  a  copy  of  the 
“Grocery  World  and  General  Mer¬ 
chant”  and  noticed  the  comment  in 
the  “Science  of  Advertising”  col¬ 
umns.  We  are  grocery  merchants 
in  a  small  town  of  900  and  have 
been  running  a  three-column  ad.  in 
our  local  weekly  paper  for  over 
two  years.  We  have  had  for  our 
aim  Quality,  Good  Service  and  Fair 
Prices,  and  it  has  gained  us  busi¬ 
ness.  We  are  inclosing  two  of  our 
late  ads.  for  your  insertion  and 
comment  if  you  so  desire.  If  you 
desire  it  we  can  give  you  an  article 
on  “What  Three  Years  of  Adver¬ 
tising  Quality  Groceries  Has  Done 
in  a  Small  Town.” 

Yours  truly, 

Fisher  &  Co. 

The  advertisement  enclosed  filled 
three  full  columns  and  appeared  to 
have  been  inserted  on  the  first  page 
of  the  local  paper.  The  advertise¬ 
ment  is  too  large  to  reproduce  in 
very  large  size,  but  I  have  had  it 
crowded  into  a  small  space  and 
photographed . 

*  *  * 

This  advertisement  is  not  very 
well  set.  The  resources  of  a  coun¬ 
try  newspaper  office  are  never  very 
large,  and  I  suppose  they  were 
somewhat  severely  taxed  to  set  this 
advertisement.  That  is  why  prac¬ 
tically  the  entire  advertisement  was 
set  in  the  same  boldface  type,  and 
why  the  effect  is  so  flat.  So  much 
improvement  could  be  made  in  this 
advertisement,  by  the  use  of  differ¬ 
ent  type,  that  I  sort  of  ache  to  get 
at  it.  I  know  that  gs  much  differ¬ 
ence  could  be  made  here  as  exists 
between  a  school  boy’s  crude  draw¬ 
ing  and  an  oil  painting  by  a  master. 
*  *  * 

One  thing  I  could  do  with  dif¬ 
ferent  type  and  a  different  arrange¬ 
ment  of  it,  is  to  cut  down  the 
amount  of  space  used,  without  cut¬ 
ting  down  the  matter  in  it.  There 
is  no  difference  in  conspicuousness 
and  effectiveness  between  an  adver¬ 
tisement  filling  three  columns,  and 
an  advertisement  filling  three- 
fourths  of  the  length  of  three  col¬ 
umns.  There  is,  however,  a  very 
considerable  difference  in  the  cost. 
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Everything  In  Good 


EXTRA 

SPICY 

is 

Heinz 

TOMATO 

RELISH 


25' 


AT 

FISHERS 

(QUALITY) 

STORE 

WE 

Always  have  something  lo 
tempi  your 

APPETITE 


|[  ’  Made  from  the  be«i 
>fj  Tomatoes  and 
|jL  Purest  ol  Spices 
jjl  PER  BOTTLE 

I  KESSLER'S  YEAST  SC  PKQ, 


Mixed 

VEGETABLES 

for 

SOUP 

Contains: 

Cabbage,  Carrots,  Onions*. 
Tomatoes,  Corn,  Celery, 
Beans  Ect. 

EVERYTHING  10  ~ 

it  to  make  it  good  1 1 1^ 


PER  CAN 


LENTEN 


SPECIALS 


SAGINAW  BAY  HERRING 

Nice  Size 

Per  Lb  (J1 


HERRING 

6  Lb  Backets 

Each 

45c 

MACKEREL 

Fancy  Irish  lib  Fish 

Each 

I0C 

CODFISH 

In  the  chunk  extra  good 
Per  Lb 


I5C 


BREAKFAST  ROE 

Old  Virginia  or  Clnpeoid  Brand 

Per  Can 


I5C 


HEINZ 

SPAGHETTI:  with  tomato  sauce  and 
cheese,  a  very  relishing  dish,  jnst  heat  it 
and  it  is  ready  to  serve 
Per  Can  |5C 


SALMON 
Pink  Meat 
Red  Meat 


10  &  15c  Can 
18  to  35c  Can 


RED  KIDNEY  BEANS 


Per  Lb  7k 


CRACKED  HOMINY 


Per  Lb  3c 


EVAPORATED  SWEET  CORN  10c  Bx 


HORSg  RADISH 


Per  Bottle  10c 


USE 

WOOL  SOAP 
in  washing  woolens 
Easier  work  and 
makes  them  cleaner 
Bar  jj®. 

BUCKWHEAT  4clb 

Lnsks: 

GERMAN 

Mustard 

Not  like  the  ordin¬ 
ary  kind 
Genuine  Hot 
Per  Bottle  |Q 

ROLLED  OATS  4clb 

DRIED  FRUIT 
Peaches 

Extra  Fancy  15c  lb 
Fancy _ 12‘c 

PRUNES 

Fancy  50-60  121c 

APRICOTS 
Fancy _ 17c  lb 

CORN  MEAL  2iclb 

SWIFTS 

PRIDE 
Laundry  Soap 
Large  Bar 
and 

well  seasoned 
7  BARS  25c 


BULK  GRAHAM  CRACKERS  PER  L8 10C 


8  SWEET  POTATOES 


5c  lb 


ONIONS  (Spanish) 

5c  lb 

LETTUCE 

25c  lb 

CELERY 

10c  stock 

APPLES 

Fancy  New  York 

§  Per  pk 


BALDWINS 


50c 


CRACKERS 

PREMIUM  SODAS,  SALTED 
Nice  and  crisp  and  they  have 
the  “WANT  MORE”  TASTE 
They  come  packed  in  7  to  8 
lb  cans,  a  nice  way  to  buy 
them. 

“ALWAYS  FRESH” 
Per  lb  10c 


Saturday  Feb.  15,  1913. 


vis, 

Whssk 


FISHER  &>  CO. 

PHONE  US  YOUR  ORDER 


Fisher  &  Co.  say  in  their  lettei 
that  they  are  doing  quality  adver 
tising.  I  don’t  see  how  they  cat 
do  much  quality  advertising  mereb 
by  naming  an  article  and  giving  it: 
price,  as  they  have  done  througl 
the  greater  part  of  this  advertise 
ment.  For  quality  advertising  F 
should  radically  change  this  methoi 
of  advertising.  I  should  advertM 
only  as  many  things  as  I  had  roon 
to  talk  about.  I  wish  I  could  con 
vince  advertisers  that  there  is  onh 
one  way  in  which  “Buckwheat,  4c 
lb.”  can  amount  to  anything  as  ad 
vertising,  and  that  is  as  an  adver 
tisement  of  price  only.  If  the  es 
tablished  price  of  buckwheat  in  tin 
community  has  been  6  cents  or  ; 
cents,  then  an  advertisement  0 
buckwheat  at  4  cents  should  ge 
some  results.  That,  however,  i 
not  the  kind  of  advertising  whicl 
Fisher  &  Co.  say  they  are  doing 
I  believe  this  firm  will  get  bette 
results  if  they  change  their  way  0 
arranging  their  advertising.  Then 
doesn't  appear  to  be  any  good  rea 
son  for  making  one  panel  twice  a 
wide  as  the  other;  the  advertise 
ment  would  have  looked  muc! 
better  if  the  space  had  been  divide* 
in  the  middle.  The  heading  alsij 
would  have  looked  better  had  thos' 
two  squares  been  left  out  andjj 
straight  introduction  been  run  clea 
across  the  three  columns. 

*  *  * 

In  the  other  advertisement  sen 
an  attempt  has  been  made  to  b 
ornamental  and  elaborate  in  the  in  1 
troduction.  The  word  “Hors 
Radish”  has  been  set  in  a  sort  0 
up-and-down  stairs  effect.  Thi 
ought  never  to  be.  An  advertise 
ment  should  be  as  plain  ^s  a  pip 
stem. 

_ 

Note. — This  Department  is  de 
voted  to  the  criticism  of  advertis 
ing  matter  sent  in,  to  the  devisin; 
of  new  advertising  ideas  fo 
special  occasions,  upon  request 
and  to  the  suggesting  of  origins 
advertisements  when  data  is  sup 
plied.  All  communications  sen 
in  for  this  Department  should  b 
addressed  to  the  Editor  of  Scieno 
of  Advertising.  They  will  b 
filed  in  their  order  and  taken  uj 
in  strict  rotation. 


Florida  beans  are  high  by  lea 
son  of  scarcity  of  good  stock.  A1 
most  anything  will  bring  $3  am 
fancy  stock  commands  $5.  Tb 
floods  in  Florida  have  made  bean 
rusty  and  dirty. 
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Not  So  Peculiar  After  All 


<]f  GURNSE  butter  always  seems  to  show  a  little  added 
boom  at  times  when  the  butter  market  is  high.  It  appears 
as  if  people  were  particularly  careful  then  to  see  that  if 
they  had  to  pay  high  prices,  they  should  get  full  value  for 
their  money. 

<|f  Here  comes  an  extreme  statement : — No  consumer,  so 
far  as  we  know,  has  ever  been  disappointed  in  GURNSE 
butter.  It  is  wholly  impossible  that  he  could  be,  for  it 
touches  the  very  highest  possible  grade  of  fancy  dairy 
butter,  and  the  quality  is  kept  uniform  throughout  the 
year  at  an  enormous  expense  of  care  and  watchfulness. 

f|  No  better  butter  is  or  can  be  made.  Wrapped  in 
brine-dipped  parchment,  and  sealed  in  carton. 

Packed  In  20, 30 and  50-pound  boxes  —  pounds  and  half  pound*—  44  cents 
Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO. 


Babbitt's  _ 
Cleanser 

Keep  Babbitt’s  Cleanser  on 
Your  Shelves  Where  Cus¬ 
tomers  Can  Always  See  It 

BABBITT’S  CLEANSER  is  one  of 
those  articles  that  will  sell  itself  if  dis¬ 
played  ;  therefore,  be  sure  you  always 
have  it  prominently  displayed  on  your 
shelves  where  your  customers 
can  see  its  attractive  packages. 

They’ll  buy  it  if  they  see  it 
and  you  want  them  to  buy  it 
because 

“There’s  money  in  it  for  you” 

B.  T.  Babbitt,  Inc. 

New  York 


When  You 
Sell 

Hooton’s 

Cocoa 


you  can  depend  on  the  Fine  Quality,  Rich 
Flavor  and  Big  Money’s  Worth  to  please  your 
customers  and  bring  them  back  again 
and  again.  On  account  of  this  steady¬ 
selling,  repeating  quality  of  HOOTON’S 
COCOA,  we  are  able  to  make  you  an  intro¬ 
ductory  offer  so  much  to  your  advantage, 
it  will  pay  you  to  write  us  for  particulars. 


Will  you  add  your  name  to  the  list  of  5>000  live, 
progressive  Grocers  who  are  going  to  observe 

California 

Raisin  Day 

WEDNESDAY,  APRIL  30th? 

To  5,000  progressive  grocers  the  California  Raisin  Day 
Committee  will  send  a  complete  plan  for  observing  Raisin  Day 
and  securing  results  that  will  be  gratifying  to  those  participat¬ 
ing.  This  plan  is  more  complete  this  year  than  ever  before 
and  is  absolutely  FREE  to  all  who  will  make  use  of  it.  A 
national  campaign  is  being  carried  on.  Make  it  benefit  you. 

Our  FREE  PLAN  gives  full  informa- 
tion  of  how  to  get  results  without  cost 


The  FREE  PLAN  consists  of  pennants, 
window  cards  and  posters,  all  hand¬ 
somely  lithographed,  raisin  recipes, 
stickers,  etc.,  with  suggestions  for 
using  them.  Copy  for  an  advertising 
campaign  will  also  be  included  and 
directions  for  trimming  windows,  it  will 
attract  much  attention  to  your  store. 


Send  for  ithis  JFREE  PLAN  at  once, 
so  that  you  will  reap  the  full  advan¬ 
tage  of  using  it.  Be  sure  that  you 
have  plenty  of  raisins  on  hand,  for  the 
demand  has  been  greatly  stimulated. 
Only  5,000  plans  will  be  sent  out,  so 
make  sure  that  you  are  included  among 
the  firms  to  which  they  will  be  sent. 


California  Raisin  Day  Committee 

FRESNO,  CAL. 


E.  A.  BERG,  Director  of  Publicity 
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Orange  Marmalade  Window. 

This  illustration  shows  a  neat  and  attractive  way  to  display 
orange  marmalade.  A  trim  like  this  will  increase  your  sales  of  it. 
To  arrange,  first  cover  the  bottom  of  the  window  with  green  crepe 
paper.  In  the  centre,  in  front,  place  a  large,  neat  sign  card.  At  each 


side  on  paper  napkins  place  a  dish  of  it.  In  the  centre,  at  the  rear,  are 
four  boxes  covered  with  the  green  crepe  paper.  Cut  some  orange 
colored  crepe  paper  in  strips  one  inch  wide,  twist  and  arrange  from  the 
edge  of  one  box  to  the  other.  Between  them  place  a  bottle  of  the 
marmalade  and  an  orange.  Around  the  bottom  place  an  orange 
between  the  strips.  At  each  side  make  a  pyramid  of  them.  Use  all 
bright  skinned  oranges.  Run  some  of  the  green  crepe  paper  across 
the  window  at  the  rear.  At  each  side  tack  some  tree  branches,  cover 
them  with  artificial  leaves  and  fasten  some  oranges  on  in  this  way:  Use 
some  thread — very  fine  and  the  same  color  as  the  oranges — tie  it 
around  the  orange  several  times  and  fasten  it  to  the  branches  with 
the  thread. 

Japan  Tea  Display. 

Tea  is  sold  all  the  time,  yet  we  can’t  have  too  many  suggestions 
on  how  to  make  a  window  display  of  it.  Here  is  a  neat  one.  To 
arrange,  first  cover  the  bottom  of  the  window  with  white  crepe.  In 


the  centre,  in  front,  place  a  large  pyramid  of  Crystal  Domino  sugar 
Now  make  a  pyramid  of  a  box  and  boards  in  the  centre  at  the  rear 
Cover  the  boards  with  some  clean  sugar  bags.  Don’t  lay  them  or 
smooth,  but  in  little  tufts  and  wrinkles.  Around  the  bottom  place  2 
row  of  tea  in  bags  or  packages.  Now  fill  the  pyramid  with  loose  tea 
of  any  kind  you  wish  to  display.  The  tea  is  held  in  position  bettei 
when  the  bags  underneath  are  arranged  as  mentioned  before  and  the 
packages  at  the  bottom  prevent  it  from  spilling  around  in  the  window 
Make  the  words  “  Japan  Tea  ”  with  domino  sugar.  On  the  top  of  the 
pyramid  or  box  place  a  tray  with  a  tea  set.  Use  Japanese  ware,  if  you 
can  get  it.  At  each  side  of  the  window,  on  paper  napkins,  place 
pyramids  of  the  different  kinds  of  tea.  At  each  side,  at  the  rear,  place 
a  large  pyramid  of  packages.  For  a  background,  first  cover  the  rim 


of  a  hoop  with  bright  red  crepe  paper,  then  cover  the  entire  hoop  with 
two  inch  twisted  strips  of  it.  Place  them  about  two  inches  apart.  This 
done,  suspend  it  with  invisible  wire  from  the  ceiling,  to  hang  in  the 
centre  at  the  rear.  This  is  suggestive  for  the  red  moon  in  their  flag. 
Now  for  the  rest  of  it.  Cut  white  crepe  paper  in  strips  about  two 
inches  wide  and  tack  them  over  the  entire  window  at  the  rear,  but  not 
over  the  red  moon.  Fasten  the  ends  of  the  white  strips  with  a  pin  to 
the  rim  of  the  hoop. 
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“Linwood  Haines  Limited”  is  the  Latest 
Enterprise  to  Try  to  Sell  Groceries 
and  General  Merchandise 
Direct  to  Consumers 

Has  a  Scheme  in  Many  Respects  Unique.  Distributing  Depots 
Will  be  Established  at  Various  Points,  Each  With  its  Own 
Automobile  Delivery.  Goods  Sold  by  Mail  and  From 
Catalogue.  Camden  Store  Visited  and  Sized  Up.  Some 
of  the  Current  Grocery  Prices. 


Here  is  another  so-called  co-op¬ 
erative  mail-order  scheme  which 
promises  to  reduce  the  cost  of  liv¬ 
ing.  It  is  called  the  Linwood 
Haines  Limited  of  America,  and  in 
a  word,  it  comprehends  the  sale  of 
groceries  and  other  goods  to  con¬ 
sumers  by  mail,  or  from  sample. 
First,  however,  it  comprehends  the 
sale  of  its  preferred  stock  to  in¬ 
vestors.  They  guarantee  a  7  per 
cent,  dividend  and  have  already  de¬ 
clared.  It  is  understood  that 
considerable  stock  has  been  sold, 
chiefly  in  New  Jersey.  Head¬ 
quarters  are  in  Camden,  N.  J. 

The  Haines  Co.  exploits  what  it 
calls  the  Haines  System  of  Scien¬ 
tific  Merchandising.  Its  Camden 
headquarters  were  formerly  at  39- 
41  Market  street,  but  now  are  at 
Front  and  Federal.  It  is  not  a  cor¬ 
poration,  but  a  sort  of  limited  part¬ 
nership.  Everybody  buying  stock 
is  considered  a  partner,  and  would 
of  course  have  all  of  the  liabilities 
of  a  partner  in  such  enterprises. 
Shares  are  $10  each,  one  share  of 
common  being  thrown  in  with  each 
share  of  preferred. 

The  concern’s  own  description  of 
its  scheme  is  as  follows : — 

Linwood  Haines  Limited  of 
America,  organized  under  the  laws 
of  the  State  of  New  Jersey,  has  for 
its  object  the  manufacturing  and 
distributing  of  a  full  line  of  house¬ 
hold  commodities,  such  as  are  gen- 
eraly  sold  through  the  grocery, 
drug,  dry  goods,  candy,  tobacco, 
house  furnishing,  hardware,  garden, 
poultry  and  automobile  supply 
trades,  “direct  to  the  consumer" 
through  a  “chain  of  distributing 
houses”  (many  stores  under  one 
roof)  one  of  each  to  be  located  in 
a  selected  city  of  sufficient  popula¬ 
tion. 

It  is  planned  to  open  up  as  rap¬ 
idly  as  possible  a  chain  of  at  least 
100  fully  equipped  “distributing 
houses”  in  as  many  different  cities, 
each  having  its  own  area  of  dis¬ 
tribution.  Location  for  the  first 
“distributing  house”  in  the  “chain” 
has  already  been  secured  at  Nos. 

39  and  41  Market  street,  Camden, 

N.  J.,  which  is  now  fully  equipped 
to  meet  the  requirements  of  our 
patrons  residing  in  the  Camden  dis¬ 
tributing  area,  to  whom  we  are  now 


able  to  furnish  a  quality  of  service 
that  has  never  heretofore  been  at¬ 
tempted  in  this,  or  any  other,  coun¬ 
try,  by  any  individual,  firm  or  cor¬ 
poration. 

The  Haines  System  of  Scientific 
Merchandising  entails  the  installa¬ 
tion  in  each  “distributing  house” 
of  the  following: — 

A  Sample  Room — in  which  it  is 
intended  to  exhibit  one  article  of 
every  line  carried  in  stock ; 

A  Premium  Show  Room — for  the 
convenience  of  our  patrons  in  se¬ 
lecting  premiums; 

Pure  Food  Laboratories — for  the 
manufacture  of  many  of  the  lines 
to  be  carried  in  stock  under  our 
own  label,  thus  guaranteeing  their 
absolute  purity,  and  enabling  us  to 
furnish  foods  of  the  highest  quality 
which  shall  be  within  the  reach  of 
the  pocketbook  of  the  average  con¬ 
sumer. 

An  Order  Filling  Department — 
for  the  careful  filling  and  shipping 
of  all  orders,  whether  received  by 
mail  or  given  personally  at  the 
“distributing  house.” 

Demonstating  Booths — where  our 
patrons  may  “taste  and  try  before 
they  buy,”  and  thus  be  assured  of 
the  quality  of  goods  they  are  pur¬ 
chasing. 

A  Fast  Auto  Delivery  Service — 
which  will  insure  prompt  and  care¬ 
ful  delivery  of  all  orders  in  the 
area  covered  by  the  “distributing 
house”  from  which  the  purchase 
was  made. 

The  Haines  System  of  Scientific 
Merchandising  is  largely  adapting 
to  its  use  the  plans  and  methods  of 
the  large  mail  order  houses  of  New 
York  and  Chicago,  by  selling  house¬ 
hold  commodities  through  the  me¬ 
dium  of  the  catalogue;  but — the 
Haines  System  goes  one  step  far¬ 
ther,  and  actually  delivers  the 
goods  to  the  very  door  of  the  con¬ 
sumer  by  means  of  a  fast  auto  de¬ 
livery  service  without  any  extra 
charges  whatever  for  freight  and 
cartage,  and  without  the  necessity 
of  sending  money  in  advance;  for, 
while  money  in  advance  will  be 
accepted  if  sent,  it  will  not  be  re¬ 
quired,  as  all  goods  ordered  will 
lxe  sent  out  with  bill  attached, 

C.  O.  D. 

Astonishing  as  it  may  seem,  the 
indisputable  fact  remains,  that  con¬ 
sumers  living  in  small  towns  and 
remote  country  districts  are  to-day 
purchasing  goods  on  an  average  of 
one-third  cheaper  than  consumers 
living  in  cities;  and  that,  too,  from 
a  stock  as  replete  as  can  be  gar¬ 
nered  from  the  world’s  markets. 
This  is  largely  due  to  the  fact  that 
the  mail  order  houses  have  catered 
to  and  educated  this  class  of  con¬ 
sumers,  to  the  exclusion  of  those 
residing  in  large  cities,  feeling  that 
the  city  consumer  has  been  well 
cared  for — and  right  here  is 
where  they  have  made  a  grave 
error! 


The  city  patron  of  an  individual 
merchant,  “chain  store”  or  depart¬ 
ment  store  (and  especially  the  last 
named),  due  to  the  enormous  over¬ 
head  expenses,  is  paying  every  day 
for  daily  necessities,  excessive 
charges  to  an  amount  that,  in  ten 
years,  if  gathered  together  in  one 
lump  sum,  would  more  than  fur¬ 
nish  a  home  beautifully  from  cellar 
to  garret. 

Just  consider  for  a  moment  the 
enormous  expense  of  conducting  the 
average  department  store.  Its  very 
existence  depends  on  its  being  lo¬ 
cated  in  the  most  expensive  section 
of  the  shopping  centers.  Its  busi¬ 
ness  must  be  housed  in  the  most 
elaborately  adorned  buildings.  Ad¬ 
vertise — extravagantly — it  must;  for 
if  a  department  store  ceased  adver¬ 
tising  for  thirty  days  it  would  go 
out  of  business.  Its  delivery  service 
is  a  further  item  of  enormous  ex¬ 
pense,  due  to  unrestricted  delivery 
of  small  parcels  over  a  widely  scat¬ 
tered  area. 

Here  are  a  few  figures : — 

Per  Cent. 

Rent . from  5  per  cent,  to  8 


Salaries  of  buyers  and  sales¬ 
people  .  8 

Advertising  .  5 

Delivery  .  6 

Office  expenses  .  1 

Insurances,  taxes  .  1 

Bad  debts  .  2 

Light,  heat  and  power  .  1 

Miscellaneous  overhead  charges,  3 
Depreciation  on  equipment  and 

stock  .  3 

Breakage,  theft,  etc .  2 

Total  .  40 

This  40  per  cent,  is  only  part  of 


the  burden  borne  by  the  consumer 
and  does  not  include  the  retailer’s 
profit ;  nor  does  it  include  the  profits 
and  losses  of  the  middlemen  who 
come  in  between  the  retailer  and  the 
manufacturer — but  it  is  a  part  from 
which  he  never  gets  any  benefit,  for 
it  neither  improves  the  quality  nor 
the  value  of  the  merchandise;  it 
simply  adds,  unnecessarily,  to  its 
cost. 

Here,  then  is  the  crying  need  for 
the  establishment  of  the  Haines 
System  of  Scientific  Merchandising. 
Compare,  if  you  will,  the  above  fig¬ 
ures  with  the  expense  of  conducting 
the  average  “distributing  house” : — 

Per  Cent. 


Rent  or  interest  .  1 

Pro  rata  portion  of  purchasing 

expense  .  I 

(No  salespeople  required.) 
Advertising  (catalogues,  etc.)  ...  2 

Delivery  .  3 

Office  expenses  .  1 

Insurance  and  taxes  .  1 

No  bad  debts  . . . 

Light,  heat  and  power  .  1 

Miscellaneous  overhead  charges,  3 

Depreciation  on  equipment .  1 

Breakage,  theft,  etc .  1 

Total  .  15 


In  no  case  will  the  entire  operat¬ 
ing  expense  of  any  “distributing 
house”  exceed  15  per  cent,  of  the 
total  sales;  and  this,  added  to  the 
one  small  profit  on  which  we  figure, 
constitutes  the  entire  cost  of  dis¬ 
tributing  merchandise  by  the 
“Haines  to  Home”  method.  The 
savings  effected  between  the  average 
retail  cost  and  the  cost  of  our  man¬ 
ner  of  conducting  business  are 
given  to  the  consumer  in  the  form 
of  additional  merchandise,  or  in 
beautiful  and  substantial  premiums; 
and  the  profit  itself  is  divided 
among  our  stockholders,  who  are 
really  copartners  in  the  enterprise. 
Is  anything  further  necessary  to 
emphasize  the  fact  that  the  Haines 
System  of  Scientific  Merchandising 
is  as  superior  to  the  “chain  store” 
idea  or  the  department  store,  as 


these  latter  are  in  advance  of  the 
“old  time”  individual  neighborhood 
'merchant. 

The  foundation  stone  upon  which 
the  Haines  System  rests  is  economy. 
We  absolutely  do  away  with  every¬ 
thing  in  the  nature  of  a  fancy 
“frill”  or  a  “luxury”  in  the  conduct¬ 
ing  of  the  business ;  we  install  plain, 
but  sanitary  “distributing  houses,” 
centrally  located  in  the  cities  se¬ 
lected,  but  in  a  district  outside  the 
extravagantly  high-rent  shopping 
centers. 

Instead  of  spending  our  stock¬ 
holders’  money  for  expensive  store 
fixtures  we  fit  out  the  interior^  of 
the  “distributing  houses”  with  inex¬ 
pensive,  but  commodious,  bins  and 
shelving,  similar  to  that  in  use  by 
the  large  mail  order  houses  of  Chi¬ 
cago;  instead  of  having  a  great 
number  of  high-salaried  clerks,  in¬ 
different  to  the  needs  of  patrons, 
besides  cashiers,  managers  and  floor 
walkers,  scattered  through  many 
stores,  or  over  one  large  store,  thus 
making  possible  the  many  leaks, 
losses  and  mismanagements  whose 
existence  is  not  even  known  to  the 
proprietors,  we  organize  forces  of 
inexpensive  helpers  (not  salespeo¬ 
ple)  in  the  delivery  and  order  de¬ 
partments,  which  _  are  carefully 
watched  over  and  in  close  personal 
contact  with  one  supervisory  head. 
In  every  possible  way,  the  persons 
in  charge  of  the  “distributing 
houses”  are  governed  by  those  prin¬ 
ciples  of  merchandising  which 
make  for  the  greatest  efficiency  in 
service,  combined  with  the  mini¬ 
mum  of  expenditure. 

In  comparing  the  Haines  System 
of  Scientific  Merchandising  with 
any  or  all  of  the  wasteful,  expensive 
and  inefficient  methods  now  in 
vogue,  take  one  item  alone — the  cost 
of  the  fixtures.  Think  of  the  enor¬ 
mous  expense  of  outfitting  from 
twenty-five  to  thirty  stores!  The 
fixtures  alone,  in  the  average  “chain 
grocery”  run  close  to  $1,000  per 
store;  the  average  drug  store 
fixtures  run  from  $2,000  to  $5,000 
per  store ;  while,  in  some  large 
stores,  the  soda  fountain  alone  has 
cost  from  $5,000  to  $10,000.  The 
fixtures  of  the  average  housefur¬ 
nishing  or  hardware  store  cost  any¬ 
where  from  $1,000  to  $3,000,  while 
those  of  the  average  large  dry  goods 
store  (not  a  department  store)  will 
cost  at  least  $5,000.  Considering  the 
fixtures  of  the  department  store,  its 
luxurious  mahogany  fittings  and 
everything  extravagant  to  corre¬ 
spond  with  them,  we  can  indeed 
place  our  finger  directly  on  one  of 
the  “causes  of  the  high  cost  of  liv¬ 
ing.”  •  ■; 

When  you  stop  to  consider  that 
the  fixtures  alone  in  the  stores  that 
would  be  required  to  render  the 
service  given  by  one  Haines  “dis¬ 
tributing  house”  would  cost  close 
to  $50,000  and  that  this  “distrib¬ 
uting  house”  can  be  outfitted  (ex¬ 
clusive  of  auto  trucks)  at  no  great¬ 
er  expense  than  would  be  required 
to  equip  less  than  one-third  of  these 
stores,  you  can  see  one  reason  why 
we  can  and  will  furnish  household 
commodities  at  prices  less  than 
could  possibly  be  offered  by  ordi¬ 
nary  retailers,  whether  they  are 
“chain  stores”  or  individual  dealers. 
Again  we  will  realize  our  ambition 
of  furnishing  the  maximum  of  effi¬ 
ciency  in  service  combined  with  the 
minimum  of  expenditure. 

As  a  further  means  of  profit  to 
our  friends  and  patrons,  a  system 
of  “profit  sharing”  has  been  devised 
whereby  they  receive  a  return  of  a 
portion  of  the  value  they  have  ex¬ 
pended,  in  the  form  of  “premiums,” 
or  additional  “household  commodi¬ 
ties.”  Coupons  having  a  definite 
value  are  given  with  each  purchase ; 
and  from  time  to  time,  we  are  able 
to  offer  “specials,”  on  which  ad- 
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ditional  coupons  are  given.  These 
coupons  have  a  face  value  of  5,  10, 
20,  25  and  50  cents;  there  is  also 
a  certificate  having  a  face  value  of 
$1.  These  coupons  and  certificates 
are  redeemable  at  10  per  cent,  of 
their  face  value,  either  in  the  pur¬ 
chase  of  household  commodities  or 
in  exchange  for  the  premiums  which 
we  offer,  which  may  be  selected 
from  our  catalogues  or  in  person 
at  the  “distributing  house”  from 
which  the  certificates  or  coupons 
have  been  issued. 

Every  article  in  a  Haines  Distrib¬ 
uting  House  is  fully  described,  and, 
wherever  possible,  illustrated  in  our 
catalogue;  the  price  of  each  article 
is  plainly  marked  and  the  number 
of  coupons  to  which  it  is  ordinar¬ 
ily  entitled  is  given.  In  the  case 
of  “specials,”  advice  is  given  to 
our  patrons  by  mail,  in  time  to  re¬ 
ceive  their  orders  for  same  on  the 
day  they  are  offered.  By  means  of 
our  catalogue,  the  consumer  can  sit 
amid  the  comforts  of  home  and  at 
leisure  select  the  supply  for  a  day, 
for  a  week  or  for  a  month.  Order 
blanks  are  provided  and  it  is  only 
necessary  to  fill  in  one  of  the  forms 
with  the  articles  required  and  drop 
it  in  the  nearest  letter  box.  The 
telephone  may  be  used  if  desired, 
and  in  each  case  prompt  and  sure 
delivery  will  follow  the  receipt  of 
the  order.  Can  you  not  appreciate 
how  much  time  may  be  saved  by 
this  method  of  shopping?  A  Haines 
catalogue  gives  more  real  informa¬ 
tion  about  merchandise  in  an  hour 
of  time  than  could  be  gained  by 
the  expenditure  of  a  great  deal  of 
time  in  the  ordinary  shopping 
tours. 

Each  order  is  promptly  filled  and 
carefully  inspected  and  then  sent 
to  the  home  of  the  customer  ac¬ 
companied  by  a  C.  O.  D.  bill  and 
the  number  of  coupons  to  which  the 
order  is  entitled.  By  this  “spot 
cash”  method  of  doing  business, 
every  customer  receives  absolutely 
the  same  treatment,  and  we  do  not 
have  to  charge  more  to  the  customer 
who  pays,  to  make  up  for  the  losses 
due  to  the  one  who  does  not.  The 
order  having  been  carefully  in¬ 
spected,  packed  and  boxed  at  the 
“distributing  house”  does  not  re¬ 
quire  any  more  time  for  its  de¬ 
livery  than  is  required  by  an  ex¬ 
press  company  in  delivering  a  pack¬ 
age — and  here  we  depend  upon  the 
co-operation  of  our  customers,  and 
ask  that  they  do  not  detain  the 
drivers  of  trucks  making  the  deliv¬ 
eries.  Any  discrepancies  that  have 
passed  our  inspector’s  notice  are  ad¬ 
justed  directly  by  the  “distributing 
house.” 

By  the  catalogue  system  of  or¬ 
dering  we  eliminate  a  vast  amount 
of  the  expense  incurred  by  the  or¬ 
dinary  retailer  in  sending  out  sales¬ 
men  to  solicit  orders ;  for,  as  every¬ 
one  realizes,  much  of  a  salesman’s 
time  is  taken  up  in  the  discussion 
of  matters  irrelevent  to  the  secur¬ 
ing  of  the  order.  The  delivering 
of  small  orders  to  scattered  cus¬ 
tomers,  as  at  present  practiced,  is 
also  a  large  item  of  expense,  as  a 
great  deal  of  time  is  ordinarily  lost 
by  delivery  men  Irom  the  fact  that 
their  deliveries  are  spread  over  such 
a  large  territory.  Now,  by  the 
Haines  System,  no  order  amount¬ 
ing  to  less  than  $1  is  delivered; 
and  as  it  is  part  of  our  co-operative 
plan  to  offer  extra  coupons  to 
patrons  who  secure  additional 
patrons,  the  tendency  is  to  have  a 
number  of  good-sized  orders  com¬ 
ing  from  one  neighborhood  at  the 
same  time,  so  that  in  making  up 
our  delivery  routes  no  one  truck 
loses  time  by  delivering  over  a  scat¬ 
tered  territory. 

We  are  able  to  cover  a  large  ter¬ 
ritory  from  each  “distributing 

(Continued  on  page  18 i.) 
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NOTHING  has  a  wider  sale  than  milk;  some  people  like  one 
cereal,  some  prefer  another,  but  all  buy  milk.  Even  the  woman 
who  bakes  her  own  bread  and  cakes  must  buy  milk.  All  your  cus¬ 
tomers  are  buying  milk  every  day.  Make  up  your  mind  that  you  are 
going  to  sell  it  to  them  and  secure  the  profit  on  this  great  volume 
of  sales ;  you  can  do  it  if  you’ll  push  the  sale  of  Borden’s  Eagle 
Brand  Condensed  Milk  and  Borden’s  Peerless  Brand  Evaporated 
Milk,  because  they  are  used  in  as  many  ways  as  raw  milk  and  their 
natural  flavor  and  rich  creaminess  will  please  your  customers.  Bor¬ 
den’s  Brands,  both  sweetened  and  unsweetened,  are  made  by  the 
most  modern  processes,  and  guaranteed  absolutely  pure.  When  you 
get  your  customers  using  Borden’s  Eagle  Brand  Condensed  Milk 
and  Borden’s  Peerless  Brand  Evaporated  Milk,  they  will  also 
buy  Borden’s  St.  Charles  and  Silver  Cow  brands  of  Evaporated.  Send 
us  the  names  of  your  best  customers  and  we  will  mail  each  a  Recipe 
Book,  showing  dozens  of  delicious  dishes  that  can  be  made  with 
Borden’s  Milks.  This  is  sure  to  bring  you  increased  sales. 


Borden’s  Condensed  Milk  Company 


Established  1857 
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WHAT  TO  TELL  CUSTOMERS 

“  You’ll  find  BORDEN’S  MILKS  a  great  help  in  your  cook¬ 
ing.  They  make  doughnuts,  cookies  and  cakes  that  are  as  light  and 
delicious  as  can  be,  and  enrich  all  gravies  and  sauces.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Bill  Introduced  Which  Would  Compel 
Food  Inspectors  to  Leave  Part 
of  Sample  With  Merchant 
From  Whom  Taken 

Also  Applies  to  Board  of  Health  Inspectors.  No  Sample  to  be 
Used  in  Evidence  Where  This  Was  Not  Done.  Bill  Re¬ 
ferred  to  Health  and  Sanitation  Committee.  Bill  in  to 
License  and  Bond  Commission  Merchants.  Bill  to  Super¬ 
sede  Bulk  Sales  Law.  Other  Legislative  Notes. 


Special  Correspondence  of  “Grocery  World  and 

General  Merchant.” 

Harrisburg,  Pa., 

April  4,  1913. 

A  most  important  food  bill  has 
been  introduced  in  the  House  by 
Mr.  Kitts,  member  from  Erie 
County.  It  is  House  Bill  1683  and 
would  require  the  agents  of  the 
Dairy  and  Food  Department  to 
leave  a  portion  of  every  sample 
taken,  with  the  merchant  from 
whom  it  is  bought,  so  that  the  lat¬ 
ter  could  have  his  own  analysis 
made  of  it.  The  text  of  the  bill  is 
as  follows : — 

AN  ACT 

To  regulate  the  taking  of  samples 
of  foodstuffs  by  the  Dairy  and 
Food  Commissioner  and  any 
Board  of  Health  officer,  or  any 
agent  or  employees  thereof,  from 
any  producer  or  vendor  in  this 
Commonwealth  for  the  purpose 
of  analysis  or  any  test  thereof 
to  inquire  into  or  determine  the 
purity  and  quality  of  the  said 
sample  or  foodstuff  so  taken,  and 
defining  what  shall  constitute 
foodstuffs  and  imposing  a  penalty 
for  the  violation  of  this  act. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  the  Dairy  and  Food 
Commissioner  or  any  of  his  agents 
or  inspectors,  or  for  any  Board  of 
Health  or  health  officer  in  this 
Commonwealth,  or  any  of  its  or  his 
agents,  employees  or  inspectors,  to 
purchase  or  take  or  receive,  either 
directly  or  indirectly,  any  quantity 
or  sample  of  foodstuffs  from  any 
producer  or  vendor  in  this  Com¬ 
monwealth  for  the  purpose  of  later 
determining  by  examination,  chem¬ 
ical  analysis  or  any  other  form  of 
inspection,  as  to  the  quality,  kind, 
purity,  standard,  temperature,  ingre¬ 
dients  contained  therein  or  for  the 
purpose  of  determining  whether  the 
said  foodstuffs  so  taken  are  in  com¬ 
pliance  with  the  several  laws  of  this 
Commonwealth  regulating  the  sale 
of  foodstuffs,  unless  the  said  Dairy 
and  Food  Commissioner  or  any  of 
his  agents  or  inspectors,  or  any 
Board  of  Health  or  health  officer, 
or  any  of  its  or  his  agents  or  in¬ 
spectors  aforesaid  at  the  time  the 
said  sample  or  quantity  of  food¬ 
stuffs  is  so  taken  as  above  set  forth, 
shall  deliver  or  cause  to  be  deliv¬ 
ered  to  the  vendor,  retailer  or  such 
person  from  whom  the  said  sample 
or  quantity  of  foodstuffs  is  taken  as 
aforesaid,  an  exact  duplicate  or 
sample  of  such  quantity  of  food¬ 


stuffs  taken  in  the  same  kind  of  a 
receptacle  or  package,  labeled  or 
marked  with  some  plain  mark  of 
identification  in  accordance  with  the 
quantity  or  sample  of  foodstuffs  to 
be  detained  from  the  said  retailer 
or  vendor. 

Sec.  2.  Unless  the  provisions  of 
Section  1  of  this  act  are  fully  com¬ 
plied  with,  no  sample  of  foodstuffs, 
so  taken  as  aforesaid,  shall  be  in¬ 
troduced  in  evidence  against  any 
person  arrested  for  the  violation  of 
the  pure  food  laws  of  this  Com¬ 
monwealth. 

Sec.  3.  The  word  “foodstuffs,” 
as  used  in  this  act,  shall  be  held  to 
include  all  articles  of  human  food, 
the  adulteration  of  which  is  pro¬ 
hibited  by  the  laws  of  this  Com¬ 
monwealth. 

Sec.  4.  Any  person  violating  the 
provisions  of  this  act,  upon  con¬ 
viction,  shall  be  guilty  of  a  mis¬ 
demeanor,  and  upon  conviction 
thereof  shall  be  sentenced  to  pay 
a  fine  of  not  more  than  $100  nor 
less  than  $25,  at  the  discretion  of 
the  court. 

Sec.  5.  All  acts  or  parts  of  acts 
inconsistent  herewith  be  and  the 
same  are  hereby  repealed. 

The  bill  was  referred  to  the 
Health  and  Sanitation  Committee, 
where  it  still  is.  No  hearings  have 
been  held  upon  it  as  yet  and  the 
committee  are  not  sure  that  any 
will  be.  The  provision  was  con¬ 
tained  in  the  food  law  of  1907,  but 
the  Department  was  opposed  to  it 
and  is  opposed  to  the  present  bill. 

Here  is  the  text  of  the  bill  which 
the  Pennsylvania  Retail  Mer¬ 
chants’  Association  has  had  in¬ 
serted  in  the  House.  It  is  known 
as  the  Mitchell  bill,  and  is  House 
pink  bill  No.  1,614: — 

AN  ACT 

Authorizing  the  attachment  of 
wages  or  salary  upon  judgments 
obtained  for  necessaries,  limiting 
the  amount  of -exemption  to  be 
claimed  and  providing  for  the 
payment  of  the  costs. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  from 
and  after  the  passage  of  this  act, 
whenever  judgment  is  obtained  in 
any  court  of  record  or  before  an 
alderman,  magistrate  or  justice  of 
the  peace,  upon  a  contract  for  fur¬ 
nishing  the  necessaries  of  life,  and 
the  defendant  is  a  laborer  or  person 
engaged  in  public  or  private  em¬ 
ployment,  the  wages  of  such  labor¬ 


er,  or  the  salary  of  such  person 
shall  be  subject  to  attachment  in 
the  hands  of  the  employer. 

Sec.  2.  When  an  attachment  ex¬ 
ecution  is  issued  upon  such  judg¬ 
ment  and  wages  or  salary  is  at¬ 
tached  in  the  hands  of  the  employ¬ 
er,  there  shall  first  be  deducted  and 
paid  from  the  money  so  attached, 
the  costs  of  the  suit.  .If  the  bal¬ 
ance  remaining  shall  be  less  than 
the  amount  of  exemption  allowed 
the  defendant  by  law,  he  shall  be 
entitled  in  his  claim  for  an  ex¬ 
emption  to  a  sum  amounting  to  90 
per  cent.,  and  no  more,  of  the  bal¬ 
ance  of  the  money  so  attached. 

Sec.  3.  The  provisions  of  this 
act  shall  only  apply  to  judgments 
secured  upon  contracts  for  the  nec¬ 
essaries  of  life  furnished  after  the 
passage  of  this  act. 

Sec.  4.  All  acts  or  parts  of  acts 
supplied  hereby  or  inconsistent 
herewith,  be  and  the  same  are  here¬ 
by  repealed. 

As  previously  reported,  a  hear¬ 
ing  will  be  given  the  advocates  of 
the  bill  next  Wednesday,  April  9th, 
and  the  State  Association  has  in¬ 
vited  everybody  having  an  interest 
in  the  bill  to  be  present. 

The  fate  of  the  pending  food  bill 
is  still  in  doubt.  The  trade  favor 
some  of  the  provisions  of  the 
amended  bill,  but  are  opposed  to 
others,  and  the  general  feeling  ap¬ 
pears  to  be  that  the  trade  interests 
will  aid  any  movement  for  killing 
the  bill  entirely.  As  reported,  the 
measure  is  now  in  the  Senate  on  a 
favorable  recommendation  from  the 
Health  and  Sanitation  Committee, 
and  has  already  been  called  up  on 
first  reading.  It  is  now  on  second 
reading,  which  it  is  expected  to 
reach  at  any  time.  An  attack  will 
be  made  upon  it  then,  and  the  effort 
will  be  either  to  kill  it  in  its  present 
form,  or  have  it  recommitted  for 
further  hearing.  In  its  present 
form  the  bill  contains  a  guarantee 
clause  which  would  help  both  job¬ 
bers  and  retailers  who  buy  from 
concerns  outside  the  State.  It  pro¬ 
vides  that  where  purchases  are 
made  from  outside  concerns,  no 
prosecution  shall  be  brought  by  the 
State  Department  against  anybody, 
but  the  evidence  shall  be  placed  in 
the  hands  of  the  Federal  food  au¬ 
thorities,  who  will  be  expected  to 
prosecute  the  seller  under  the  Fed¬ 
eral  law.  This  provision  is  op¬ 
posed  by  the  Dairy  and  Food  De¬ 
partment,  and  it  is  reported  that 
some  Pennsylvania  jobbers  arid 
manufacturers  also  oppose  it  on  the 
ground  that  it  would  divert  trade 
to  outside  concerns.  The  bill  also 
contains  a  provision  prohibiting  the 
use  of  oil  of  spices  and  acetic  acid 
in  food  products  as  preservatives. 
The  purpose  of  this  is  said  to  be 
to  strike  a  blow  at  a  number  of 
manufacturers  who  use  these  in¬ 


gredients  as  preservatives  instead 
of  benzoate  of  soda,  and  make 
capital  out  of  the  fact  that  they  use  j 
no  benzoate. 

I  have  noticed  in  recent  issues  of 
the  “Grocery  World  and  General 
Merchant”  some  comment  on  a  law 
pending  in  the  New  York  Legis¬ 
lature  compelling  commission  mer¬ 
chants  to  take  out  a  license  and  file 
a  bond.  A  similar  bill  is  pending 
in  the  Pennsylvania  Legislature, 
and  it  has  considerably  stirred  up 
the  commission  merchants  of  Phil¬ 
adelphia  and  other  parts  of  the 
State.  Several  of  them  came  up 
here  last  Tuesday  and  had  a  hear¬ 
ing  before  the  committee.  The 
bill  has  been  making  very  little 
noise  and  it  got  into  committee  and 
was  reported  out  with  a  favorable 
recommendation  before  anybody 
paid  much  attention  to  it.  Then 
the  friends  of  the  commission  men 
got  busy  and  had  the  bill  recom¬ 
mitted  for  a  hearing.  This  was 
held  on  Tuesday  and  was  attended 
by  William  D.  Edson,  Jr.,  E.  S. 
Woodward,  Jr.,  B.  H.  Brown, 
Robert  McCauley,  C.  H.  Stewart, 

I.  D.  Fayre,  R.  S.  French,  of  the 
National  League  of  Commission 
Merchants,  all  of  Philadelphia,  and 
mostly  commission  merchants  in 
fruit  and  vegetables;  and  Messrs. 
Callahan,  Smith,  Schultz,  Miller 
and  Brown,  also  all  of  Philadel¬ 
phia,  and  representing  the  butter 
and  egg  commission  business. 
After  these  gentlemen  had  paid 
their  respects  to  the  bill,  it  was 
amended  into  the  following: — 

AN  ACT 

Providing  for  the  licensing,  bond¬ 
ing  and  regulation  of  persons, 
firms  and  corporations  engaged  in 
selling  agricultural  products  on 
commission,  providing  for  fixing 
the  condition  of  such  bonds  and 
fixing  penalties  for  violation  of 
this  act. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  here¬ 
after  it  shall  be  unlawful  for  any 
person,  firm  or  corporation  to  en-  1 
gage  in  the  business  of  selling  ag¬ 
ricultural  products  on  commission 
until  *a  license  therefor  shall  have 
been  obtained  from  the  Secretary  of 
Agriculture. 

Sec.  2.  All  applications  for  said 
license  shall  set  forth  the  name  of 
said  applicant  and  the  place  where 
said  business  is  to  be  conducted. 

Each  application  shall  be  accompan¬ 
ied  by  a  bond  to  the  Commonwealth 
in  the  sum  of  $2,500.  The  surety 
on  such  bond  shall  be  a  company 
authorized  to  act  as  surety  in  this 
Commonwealth,  or  shall  be  two 
good  and  sufficient  sureties,  to  be 
approved  by  the  Secretary  of  Ag- 
ruculture.  This  bond  shall  be  con¬ 
ditioned  for  the  payment  of  all  sums 
owing  to  or  to  be  paid  to  all  per- 
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;ons  who  shall  have  consigned  ag¬ 
ricultural  products  to  such  licensee, 
ogether  with  a  report,  when  asked 
for  the  same  by  the  producer  or 
Secretary  of  Agriculture,  of  the 
lames  and  addresses  of  the  persons 
:o  whom  such  product  has  been 
iold.  All  licenses  shall  be  valid 
inly  during  a  period  of  one  year 
from  the  date  of  issue.  No  such 
icense  shall  be  issued  until  such 
applicant  shall  have  paid  to  said 
Secretary,  for  the  use  of  the  Com- 
nonwealth,  the  fee  of  $10.  All 
noneys  received  from  such  license 
fees  shall  be  paid  by  said  Secretary 
nto  the  State  Treasury. 

Sec.  3.  The  said  Secretary  shall 
irescribe  and  cause  to  be  prepared 
ill  necessary  blanks  and  forms  and 
shall  make  all  such  reasonable  reg- 
ilations  as  to  him  shall  seem  proper 
or  carrying  out  the  purpose  of  this 
ict,  and  he  is  hereby  directed  to 
rnforce  the  provisions  of  this  act. 

Sec.  4.  When  any  person  shall 
lave  consigned  agricultural  products 
o  any  such  licensee  and  full  pay- 
nent  therefor  shall  not  have  been 
nade  thirty  days  after  the  receipt 
if  same  by  such  licensee,  or  shall 
lot  have  been  made  within  such 
:ime  as  shall  be  stipulated  in  a  con- 
ract  between  such  person  and  such 
icensee,  such  person  so  consigning 
shall  be  authorized  to  enter  suit  on 
he  bond  of  such  licensee  in  any 
:ourt  of  competent  jurisdiction  for 
he  recovery  of  such  sum  or  sums  as 
shall  as  aforesaid  be  due  and  owing. 

\  certified  copy  of  such  bond  shall 
>e  furnished  by  said  Secretary  to 
such  person  or  persons  on  request, 
ind  shall  in  any  such  action  be 
:ompetent  evidence  in  lieu  of  the 
original  bond. 

Sec.  5.  Any  person,  firm  or  cor- 
loration  that  shall  sell  agricultural 
iroducts  on  commission  without 
irst  having  procured  a  license  as 
lerein  required,  shall  be  guilty  of  a 
nisdemeanor,  and  upon  conviction 
hereof  shall  be  sentenced  to  pay 
i  fine  of  not  more  than  $1,000. 

Sec.  6.  This  act  shall  become 
operative  the  first  day  of  July,  1913. 

Sec.  7.  All  acts  or  parts  of  acts 
nconsistent  with  the  act  or  any  part 
hereof  are  repealed. 

The  commission  men  went  away 
der  the  impression  that  the  bill 
ight  be  further  amended,  and 
at  if  it  was  they  would  be  given 
other  chance  to  express  them- 
lves,  but  that  the  bill  in  some 
rnt  was  pretty  certain  to  pass, 
te  main  accomplishment  at  the 
aring  last  Tuesday  was  a  reduc- 
m  in  the  bond  from  $5,000  to 
If  that. 


The  bill  to  amend  the  present 
eo  law  came  up  on  second  read- 
g  in  the  Senate  several  days  ago 
id  was  defeated.  A  motion  to  re- 
msider  was  made  during  the 
eek,  however,  and  adopted ;  the 
11  was  then  ^postponed  for  the 
’esent,  but  will  have  another 
lance. 

The  new  law  governing  the  sale 
:  vinegar  has  a  better  chance  of 
issage  now  than  it  seemed  to  have 
mie  time  ago.  It  came  up  in  the 
enate  during  the  week  and  passed 
:cond  reading  after  being  con- 

(Continued  on  page  23.) 


Selling 
Cygnet  Soap 


is  as  easy  and  satisfactory  as  using  it.  It’s  a  pure,  white, 
floating,  toilet  soap  that  cleanses  refreshingly  without  harming 
the  most  sensitive  skin.  Its  low  price  will  please  your  cus¬ 
tomers  as  much  as  its  quality. 

You  ought  to  sell  toilet  soap  to  your  customers 

and  you  can  easily  catch  the  sales  with  Cygnet  Soap.  Besides  its 
pleasing  quality  we  redeem  its  wrappers  (with  wrappers  from  our  other 
soaps)  for  high-grade  gifts.  That  means  Cygnet  Soap  sells  steadily, 
like  all  our  line  of  soaps  —  Pearl  Borax  Soap,  Pearl  Borax  Soap 
Powder,  Young’s  Scouring  Soap  and  Pearl  Cleanser. 

CHAS.  W.  YOUNG  &  CO.  / 

Makers  of  Soaps  of  Merit 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“CYGNET  SOAP  is  so  good  for  the  skin  that  men  use  it  for 
shaving,  so  you  see  it  leaves  no  smart.  Look  at  the  big  cake  for 
5  cents,  and  it  couldn’t  be  made  better  at  any  price.  Try  it 
you’ll  like  it.  The  wrappers  are  redeemable,  too. 


This  is  one  of  the  firms  the  sale*of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


There  is  very  little  humor  about 
the  subject  of  white  slavery,  yet  one 
of  its  rare  flashes 
A  Contemporary’i  has  been  innocent- 
Homor.  \y  created  by  the 

“Inland  Grocer” 
in  an  editorial  article  headed  “Mail- 
Order  Houses  Responsible  for 
White  Slavery!”  Of  course  the 
only  relevance  this  could  have  to 
trade  conditions  is  if  it  could  be 
shown  that  the  mail-order  idea  was 
■responsible  for  the  social  evil. 
Naturally  no  such  thing  can  be 
shown,  for  it  isn’t  true.  Doubtless 
some  mail-order  houses  pay  their 
girl  clerks  too  little  money,  but  so 
do  some  department  stores  in  far 
greater  measure.  So  do  individual 
employers.  Low  wages  to  women 
do  not  come  from  mail-order  houses 
because  they  are  mail-order  houses, 
or  from  department  stores  because 
they  are  department  stores.  There 
is  no  merchandising  method  which 
inevitably  breeds  low  wages ;  they 
come  from  every  merchandising 
method  in  which  competition  is  in¬ 
ordinately  pressing,  or  where  greed 
for  profits  is  the  dominating  factor. 


The  representative  of  a  Southern 
rice  miller  in  Philadelphia  during 
the  week,  com- 

Pourine  w.t «  Into  plained  bitterly  at 
a  Foil  Bucket.  the  high  COSt  of 

introducing  h  i  s 
goods.  He  was  selling  three  rice 
products  and  it  was  in  New  Eng¬ 
land  particularly  that  his  expenses 
mounted  so  high.  “Nine  or  ten 
men  to  canvass  the  retail  trade,  at 
$20  per  week  and  expenses.”  These 
men  got  orders  from  retailers 
which  they  turned  in  through  job¬ 
bers. 

The  writer  made  to  this  gentle¬ 
man  an  observation  which  he  re¬ 
peats  here :  that  a  vital,  moving 
•reason  for  the  high  cost  of  intro¬ 
ducing  new  food  products  is  that 
there  is,  for  most  of  the  new  food 
products,  no  more  room  or  need 
than  for  an  extra  dipper  of  water 
in  a  bucket  already  over  full.  The 
manufacturer  who  brings  out  a 
package  rice,  for  instance  is,  if  it 
is  not  radically  different  from 
othe’r  rices,  attempting  to  crowd 
himself  into  a  room  which  is  al¬ 
ready  solidly  packed  with  inmates 
who  got  there  before  him.  He  can 


get  in,  if  he  is  strong  and  a  good 
pusher,  but  naturally  the  process  is 
not  as  comfortable  and  easy  as  if 
the  room  were  only  half  full.  Of 
course  it  is  hard  and  tedious  and 
expensive,  and  of  course  it  is  going 
to  become  more  so  all  the  time. 

No  matter  what  line  a  manufac¬ 
turer  is  in,  when  he  starts  out  to 
introduce  something  new,  he  is  apt 
to  face  the  realization  that  there  is 
no  need  for  it,  that  the  market  is 
fully  supplied,  and  that  his  success 
means  pouring  more  water  into  a 
full  bucket.  This  is  particularly 
true  in  the  business  of  manufactur¬ 
ing  food  products. 


A  bill  is  pending  in  the  Pennsyl¬ 
vania  Legislature  requiring  the 

agents  of  the 

a  Good  BUI.  Bat  Dairy  and  Food 

Unlikely  to  Pnn.  Department  t  o 

leave  part  of 
every  sample  taken  by  them  with 
the  merchant  from  whom  it  is 
taken,  and  providing  that  in  no 
case  where  this  was  not  done  shall 
the  sample  taken  be  used  as  evi¬ 
dence.  The  object  is  of  course  to 
enable  the  merchant,  by  having 
his  own  analysis  made  of  a  part  of 
the  sample,  to  check  the  accuracy 
of  the  State  chemist’s  analysis  of 
the  other  part.  At  present  this 
cannot  be  done.  The  inspector 
takes  a  sample  and  delivers  it  to 
the  State  chemist,  who  examines  it 
and  testifies  about  it  in  court.  The 
merchant  cannot  even  see  it,  and  is 
therefore  helpless  to  impeach  the 
State  chemist’s  analysis,  except  for 
what  little  he  can  accomplish  in 
cross-examination.  If  he  seeks  to 
escape  this  condition  by  putting 
away  a  bottle  just  like  the  one  sold 
the  inspector,  and  having  that  an¬ 
alyzed,  he  is  met  with  the  objection 
that  there  is  no  proof  that  the  con¬ 
tents  of  the  merchant’s  bottle  are 
identical  with  the  contents  of  the 
inspector’s  bottle. 

This  is  a  good  bill  and  it  ought 
to  pass,  but  it  will  not  pass  if  the 
Dairy  and  Food  Department  can 
prevent  it.  They  look  on  it  as  a 
great  nuisance,  and  from  their 
standpoint  it  probably  is,  for  it 
would  involve  vast  extra  labor. 
Still,  there  is  a  deeper  principle  at 
stake  than  saving  labor  for  food 
inspectors.  A  merchant  who  is 


likely  at  any  time  to  be  arrested, 
published  and  fined  for  an  offense 
against  the  food  law  which,  except 
technically,  he  has  not  committed 
and  could  not  have  prevented, 
should  be  given  all  the  safeguards 
the  law  can  give  him.  State  chem¬ 
ists  are  not  infallible,  and  two  ex¬ 
pert  opinions  as  to  the  purity  of  a 
product  are  always  better  than  one. 
If  those  opinions  disagree,  then 
the  merchant  should  have  the  bene¬ 
fit  of  that  fact  before  the  jury. 


All  that  this  journal  has  said  in 
praise  of  the  bill  pending  in  the 
New  York  Legis- 

Pcoosylvaoia  Now 

Hai  a  Bill  to  Licenae  lature  compelling 

and  Bond  Commii-  commission  mei 
sion  Merchant!. 

chants  to  take  out 
a  license  and  file  a  bond,  is  now 
applicable  to  Pennsylvania,  for  a 
similar  bill  has  been  introduced 
here  and  is  pretty  sure  to  pass. 
The  full  text,  as  amended  up  to  this 
time,  appears  in  this  week’s  Har¬ 
risburg  correspondence.  Briefly,  it 
provides  that  a  commission  mer¬ 
chant  cannot  do  business  until  he 
has  paid  $10  for  a  license  to  the 
Secretary  of  Agriculture,  and  has 
filed  a  bond  for  $2,500.  The  bond 
is  to  guarantee  to  shippers  of  fruit, 
produce,  butter  and  eggs — any  ag¬ 
ricultural  product — that  the  com¬ 
mission  man  to  whom  they  sent 
their  goods  will  pay  for  them,  and 
that  he  will  pay  for  them  all  he 
owes.  The  bill  gives  the  Secretary 
of  Agriculture  no  specific  authority 
to  revoke  the  license  of  a  commis¬ 
sion  merchant  convicted  of  dishon¬ 
est  dealings,  and  this  the  writer  be¬ 
lieves  to  be  a  mistake.  Such  au¬ 
thority  may  be  in  the  bill  by  im¬ 


plication,  but  it  is  not  clearly  i 
it,  and  if  it  should  prove  not  to  t 
there,  the  Secretary  would  have  t 
grant  a  license  to  anybody  wh 
offered  him  $10,  no  matter  if  I 
had  shown  himself  the  greate 
shyster  out  of  prison.  Every  hoi 
est  commission  merchant  ought  1 
ask  the  committee  at  once  for 
further  amendment  which  will  gi\ 
to  the  Secretary  of  Agriculture  tl 
right  to  revoke  the  license  of 
commission  merchant  again 
whom  it  can  be  proven  that  he  h; 
held  out  on  his  accountings,  or  ha 
to  be  sued  on  his  bond  to  recov< 
for  shipments. 

Every  honest  commission  me 
chant  admits  that  there  are  di 
honest  members  of  the  trade,  ar 
that  the  elimination  of  these,  c 
their  restriction,  would  be  a  tw< 
fold  benefit  to  him,  first  by  raisin 
the  tone  and  reputation  of  the  bus 
ness,  and  second  by  confining  tl 
trade  to  the  honest  distributor 
The  honest  men  also  admit  that  tl 
bill  now  pending  would  accomplk 
this  result,  but  they  neverthele: 
oppose  it.  One  reason  why  the 
oppose  it  is  that  they  say  it  wow 
irk  many  small  men,  who  cou' 
neither  afford  to  pay  the  $10  f< 
the  license  or  the  $10  or  $15  for  tl 
bond.  We  cannot  conceive  of  an; 
body  established  in  the  commissic 
business  who  would  be  unable- 
and  who  should  be  unwilling — t 
pay  $25  for  complete  protectic 
against  dishonest  competition.  Tl 
bill  aims  to  do  a  good  and  muc 
needed  thing,  and  it  ought  to  pa: 
unless  those  who  oppose  it  ca 
suggest  some  better  way  of  doin 
it. 


S 


i  Sixty-five  Years  Old  and  Thinks  it 
Costs  Him  10  Per  Cent, 
to  do  Business 

*K*X*****S*X*S*S***St*S5*S*!S***St*S*SC*!C*)t*S*)t***S*** 
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What  an  eternal  mystery  it  is 
that  so  many  merchants  can  seem 
to  do  business  for  years  without  at 
any  time  really  knowing  where 
they  stand,  and  without  understand¬ 


ing  or  applying  the  very  fund; 
mentals  of  business. 

It  is  another  mystery  that  so  fe 
of  those  merchants  fail. 

Not  long  ago  one  of  the  large 
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rocers  in  suburban  Philadelphia — 
man  probably  65  years  old — got 
ito  difficulties  and  called  a  rneet- 
ig  of.  his  creditors.  The  assets 
ere  represented  as  around  $22,- 
do,  largely  made  up  however  of 
ems  that  always  shrink  when  an 
:tempt  is  made  to  realize  on  them, 
'he  liabilities,  composed  of  items 
arranted  not  to  shrink,  were 
17,000. 

At  the  first  meeting  a  committee 
as  appointed  to  canvass  ways  and 
leans,  and  this  committee  called 
nother  meeting  last  Monday  to 
;nder  its  report.  The  grocer 
imself  was  present,  and  as  a  part 
f  the  settlement  plan  was  that  the 
-editors  should  accept  about  60 
er  cent,  of  their  claims  as  the 
usiness  should  earn  it,  it  became 
ecessary  to  examine  the  grocer  as 
)  what  business  he  did  and  what 
s  prospects  were. 

How  much  business  was  he 
oing?  He  thought  about  $60,000. 
Exactly  how  much  was  done  in 
912?  About  $60,000,  he  thought. 
)idn’t  he  know?  No,  he  didn’t — 
e  had  never  counted  it  up. 

What  was  the  gross  profit  in 
912? 

Fifteen  per  cent. 


No,  he  didn’t  mean  that  was  the 
net  profit,  but  the  gross. 

But  how  much  did  it  cost  him 
to  do  business?  He  had  never  fig¬ 
ured  it  but  thought  about  ten  per 
cent. ! 

How  much  were  his  actual  net 
profits  in  1912?  He  hadn’t  figured 
it  up.  Did  he  know  that  he  had 
made  anything?  Oh  yes.  How  did 
he  know?  Well,  he  felt  sure  of  it. 

Is  it  any  wonder  that  this  old 
man  finds  himself  appealing  to  his 
creditors  for  help  instead  of  living- 
in  independent  comfort  from  his 
business  of  $1,200  per  week?  It 
goes  without  saying  that  he  is 
wrong  about  his  cost  of  doing  busi¬ 
ness.  Not  even  the  most  economi¬ 
cally  managed  grocery  business  can 
go  through  on  10  per  cent.,  and  a 
store  run  as  this  was  almost  cer¬ 
tainly  spent  nearer  20.  If  he  has 
been  adding  15  per  cent,  to  his  cost, 
believing  that  it  covered  all  ex¬ 
penses  and  left  him  5  per  cent, 
clear,  the  eternal  wonder  is  that  he 
lasted  as  long  as  he  did. 

The  chance  is,  however,  that  he 
hasn’t  even  had  a  system  of  adding- 
15  per  cent.  The  truth  probably 
is  that  he  has  made  a  purely  arbi¬ 
trary  addition  to  the  cost  of  his 


goods,  which  he  thought  would 
cover  him,  and  that  this  arbitrary 
addition  was  considerably  more 
than  15  per  cent. 

If  this  grocer  is  permitted  by  his 
creditors  to  continue  the  business, 
will  he  change  his  methods?  I 
doubt  it;  he  is  pretty  old  and 
habituated  to  change  now.  But  if 
he  doesn’t  change  the  business 
won’t  last  a  year. 

E.  J.  B. 


Good  Chance  for  Our  Breakfast 
Food  in  Holland. 

The  United  States  Vice  Consul  at 
Amsterdam,  Netherlands,  D.  P.  De 
Young,  sends  the  following  to  the 
State  Department  regarding  the 
chance  for  increased  sales  of 
American  breakfast  foods  in  Hol¬ 
land  : — 

Until  recently  there  were  hardly 
any  kinds  of  breakfast  foods,  such 
as  corn  flakes,  grape  nuts  and  the 
like,  on  sale  in  the  Amsterdam 
grocery  stores.  But  now  several 
dealers  are  handling  them,  which  in¬ 
dicates  the  possibility  of  developing 
this  market  for  such  American 
foodstuffs.  They  are  sold  here 
practically  as  cheaply  as  in  the 
United  States. 

The  Dutch  do  not,  as  a  rule, 
serve  a  warm  meat  breakfast,  but 
almost  universally  take  a  cold,  light 
meal,  consisting  of  bread,  cheese, 
cold  meats,  milk  and  tea  or  coffee. 

It  is  therefore  probable  that  the 


American  light  breakfast  foods 

could  win  a  place  in  their  morning 
menu. 

An  advertising  campaign  in  the 
Dutch  papers,  under  the  direction 
of  the  Dutch  importer,  could  be  as 
successfully  conducted  here  as  in 
the  United  States,  and  much  more 
cheaply.  These  popular  American 
breakfast  foods  would  meet  almost 
no  competition.  The  problem  of  the 
American  manufacturer  in  this  case 
is  therefore  to  cultivate  the  taste  of 
these  people  to  a  new  kind  of  food. 
(A  special  list  of  the  large  grocers 
of  Amsterdam  may  be  had  from 
the  Bureau  of  Foreign  and  Domes¬ 
tic  Commerce.) 


AMONG  THE  TRADE. 

The  annual  election  of  officers  of 
the  Philadelphia  Retail  Grocers’ 
Association,  at  its  headquarters  in 
the  Bourse  Building,  last  Monday 
night,  resulted  in  the  re-election  of 
Albert  Kaiser  as  president  and 
treasurer.  Mr.  Kaiser  has  been  at 
the  head  of  the  organization  for 
more  than  15  years.  The  other 
elections  were  as  follows :  Vice- 
presidents,  G.  K.  Sinnamon,  J.  F. 
Jackson,  O.  A.  Patterson,  W.  N. 
Ross ;  secretary,  Reno  Schoch ;  as¬ 
sistant  secretary,  C.  K.  Dewees. 


Florida  cucumbers  are  worth 
$3.50  to  $3.75  per  crate  and  are 
wanted. 
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Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  think¬ 
ing  along  a  line  which  was  given  some  discussion  several  months  ago, 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod¬ 
ucts  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  the  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  and  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all, 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling, 
demonstrating,  etc.] 

April. 


Good  Housekeeping. 

Sapolio,  one  page. 

Armour’s  Simon  Pure  Leaf  Lard, 
one  page. 

Nabisco,  one  page. 

Weson  Snowdrift  Oil,  one  page. 
Crisco,  one  page. 

Campbell’s  Soups,  one  page. 

Hotel  Astor  Coffee  and  Tea,  one 
page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  one  page. 

Eagle  Brand  Condensed  Milk,  one 
page. 

Jell-O,  one  page. 

Nosco  Onion  Salt,  one  page. 

Cox’s  Gelatine,  one  page. 
Kellogg’s  Toasted  Wheat  Biscuit, 
one  page. 

Welch’s  Grape  Juice,  one  page. 
Beech-Nut  Peanut  Butter,  one 
page. 

Ivin’s  Cakes,  Crackers  and  Cook¬ 
ies,  half  page. 

Hunt’s  California  Fruits,  half 
page. 

Kornlet,  quarter  page. 

Nesnah  Desserts,  quarter  page.' 
Kitchen  Bouquet,  quarter  page. 
Gluten  Flour  (Farwell  &  Rhines), 
one  inch. 

Cresca  Delicacies,  two  inches. 
Wheatena,  two  inches. 
Electro-Silicon,  quarter  page. 
Burnett’s  Vanilla,  half  page. 
Huyler’s  Chocolates,  half  page. 
Jap-a-Lac,  one  page. 

Vitralite,  one  page. 

Liquid  Veneer,  one  page. 
Sherwin-Williams  Paints  and 
Varnishes,  one  page. 

Glad  Rags  Cleanser,  one  page. 
Crystal  Domino  Sugar,  one  page. 
Valspar  Varnish,  one  page. 

Ivory  Soap,  one  page. 

Libby’s  Canned  Foods,  one  page. 
Old  Dutch  Cleanser,  one  page. 

Review  of  Reviews. 

Shredded  Wheat,  one  page. 
Nabisco,  one  page. 

Instant  Postum,  one  page. 

Post  Toasties,  one  page. 

Murphy  Varnishes,  one  page. 
Radies’  World. 

Snider’s  Pork  and  Beans,  one 

page. 

Baker’s  Cocoa,  quarter  page. 
Ivory  Soap,  one  page. 

Campbell’s  Soups,  quarter  page. 
Post  Toasties,  quarter  page. 

Old  Dutch  Cleanser,  quarter 
page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Instant  Postum,  quarter  page. 
Sunshine  Biscuits,  quarter  page. 
Eagle  Brand  Condensed  Milk, 
eighth  page. 

Mapleine,  four  inches. 

Gluten  Flour  (Farwell  &  Rhines), 
one  inch. 

Knox  Gelatine,  two  inches. 
Armour’s  Products,  half  page. 


Jell-O,  quarter  page. 

Acme  Quality  Paints,  Varnishes, 
etc.,  half  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Karo  and  Kingsford’s  Cornstarch, 
half  page 

Royal  Baking  Powder,  quarter 
page. 

Puffed  Wheat  and  Rice,  half 
page. 

Welch’s  Grape  Juice,  eighth  page. 

Sapolio,  quarter  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Wfigley’s  Spearmint,  quarter 
page. 

Electro-Silicon,  four  inches. 

Jap-a-Lac,  eighth  page. 

Liquid  Veneer,  quarter  page. 

Kellogg  Toasted  Corn  Flakes, 
one  page. 

Fairy  Soap,  one  page. 

The  American  Magazine. 

Bon  Ami,  one  page. 

Baker’s  Cocoa,  one  page. 

Fairy  Soap,  one  page. 

Sunshine  Specialties,  third  page. 

Welch’s  Grape  Juice,  third  page. 

Crystal  Domino  Sugar,  eighth 
page. 

Blooker’s  Cocoa,  two  inches. 

Cresca  Imported  Delicacies,  two 
inches. 

Snider’s  Pork  and  Beans  and 
Catsup,  third  page. 

Ivory  Soap,  one  page. 

Grape  Nuts,  one  page. 

Smart  Set 

Maillard’s  Ground  Chocolate, 
quarter  page. 

McClure’!. 

Swift’s  Premium  Bacon  and 
Hams,  one  page. 

Baker’s  Cocoa,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 

Ivory  Soap,  one  page. 

Campbell’s  Soups,  one  page. 

Instant  Postum,  one  page. 

Post  Toasties,  one  page. 

Blooker’s  Cocoa,  two  inches. 

Fairy  Soap,  one  page. 

Berry  Brothers’  Varnishes,  one 
page. 

White  House  Coffee,  half  page. 

Snider’s  Pork  and  Beans,  quar¬ 
ter  page. 

Liquid  Veneer,  quarter  page. 

Cresca  Delicacies,  two  inches. 

Jap-a-Lac,  quarter  page. 

Cream  of  Wheat,  one  page. 

Kellogg  Toasted  Wheat  Biscuit, 
one  page. 

Grape  Nuts,  one  page. 

St.  Nicholas. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Baker’s  Cocoa,  one  page. 

Campbell’s  Soups,  one  page. 

Crystal  Domino  Sugar,  one  page. 

Jell-O,  one  page. 


Bensdorp’s  Cocoa,  one  page. 

Fairy  Soap,  one  page. 

Three-in-One  Oil,  quarter  page. 

Maillard  Chocolate  and  Cocoa, 
quarter  page. 

Ivory  Soap,  one  page. 

Libby’s  Products,  one  page. 

Grape  Nuts,  one  page. 

National  Magazine. 

Shredded  Wheat,  one  page. 

Swift’s  Premium  Bacon,  one 
page. 

The  Woman’s  Magazine. 

Bon  Ami,  one  page. 

Crisco,  one  page. 

Ivory  Soap,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Instant  Postum,  quarter  page. 

Royal  Baking  Powder,  quarter 
page. 

Post  Toasties,  quarter  page. 

Kellogg’s  Toasted  Corn  Flakes, 
eighth  page. 

Karo  and  Kingsford’s  Cornstarch, 
half  page. 

Snider’s  Catsup,  half  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Jap-a-Lac,  eighth  page. 

Jell-O,  quarter  page. 

Occident  Flour,  quarter  page. 

Welch’s  Grape  Juice,  quarter 
page. 

Sunshine  Specialties,  quarter  page. 

Mapleine,  four  inches. 

Knox  Gelatine,  quarter  page. 

Sapolio,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Fairy  Soap,  quarter  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con. 

Delineator. 

Bon  Ami,  one  page. 

Crisco,  one  page. 

Ivory  Soap. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

RoyaJ  Baking  Powder,  quarter 
page. 

Hunt’s  California  Fruits,  quar¬ 
ter  page. 

Post  Toasties,  quarter  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Mapleine,  four  inches. 

Eagle  Brand  Condensed  Milk, 
eighth  page.  . 

Yacht  Club  Salad  Dressing,  three 
inches. 

Instant  Postum,  quarter  page. 

Electro-Silicon,  three  inches. 

Karo  and  Kingsford’s  Cornstarch, 
half  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Kellogg’s  Toasted  Corn  Flakes, 
eighth  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Snider’s  Catsup,  half  page. 

Occident  Flour,  quarter  page. 

Three-in-One  Oil,  two  inches. 

Jap-a-Lac,  eighth  page. 

Swift’s  Premium  Bacon  and 
Hams,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Welch’s  Grape  Juice,  quarter  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Knox  Gelatine,  quarter  page. 

Sunshine  Specialties,  quarter 
page. 

Sapolio,  quarter  page. 

Jell-O,  quarter  page. 

D«ilgn«. 

Jell-O,  quarter  page. 

Sapolio,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Fairy  Soap,  quarter  page. 

Bon  Ami,  one  page. 

Crisco,  one  page. 

Ivory  Soap,  one  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Instant  Postum,  quarter  page. 


Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Royal  Baking  Powder,  quarter 
page. 

Post  Toasties,  quarter  page. 

Kellogg’s  Toasted  Corn  Flakes, 
eighth  page. 

Snider’s  Catsup,  half  page. 

Karo  find  Kingsford’s  Cornstarch, 
half  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Three-in-One  Oil,  two  inches. 

Jap-a-Lac,  eighth  page. 

Occident  Flour,  quarter  page. 

Swift’s  Premium  Bacon  and 
Hams,  quarter  page. 

Knox  Gelatine,  quarter  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Mapleine,  four  inches. 

Sunshine  Specialties,  quarter 
page. 

Welch's  Grape  Juice,  quarter 
page. 

Radies’  Home  Journal. 

Cream  of  Wheat,  one  page. 

Ivory  Soap,  one  page. 

Instant  Postum,  one  page. 

Campbell’s  Soups,  quarter  page. 

Post  Toasties,  quarter  page. 

Jap-a-Lac,  one  page. 

Old  Dutch  Cleanser,  one  page. 

Welch’s  Grape  Juice,  one  page. 

Hunt’s  California  Fruits,  quarter 
page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Blue  Label  Ketchup,  eighth  page. 

Armour’s  Products,  half  page. 

Meadow  Gold  Butter,  quarter 
page. 

Valspar  Varnish,  quarter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Occident  Flour,  quarter  page. 

The  Quaker  Oats  Co.,  half  page. 

Crisco,  quarter  page. 

Nosco  Onion  Salt,  quarter  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  quarter  page. 

Karo,  half  page. 

Elastica  Floor  Finish,  eighth  page. 

Gold  Dust,  eighth  page. 

Horlick’s  Malted  Milk,  two  inches. 

Snider’s  Catsup  and  Pork  and 
Beans,  four  inches. 

Jell-O,  half  page. 

Peter’s  Milk  Chocolate,  eighth 
page.  _  , 

Electro-Silicon,  three  inches. 
t  Hormet’s  Dairy  Hams  and  Ba-  j 
con,  three  inches. 

Yacht  Club  Sardines,  three 
inches. 

Lea  &  Perrin’s  Sauce,  four 
inches. 

Sapolio,  quarter  page. 

Three-in-One  Oil,  four  inches. 

Underwood  Deviled  Ham,  quar¬ 
ter  page. 

Whittemore’s  Shoe  Polishes,  four 
inches. 

Beech-Nut  Peanut  Butter,  quar¬ 
ter  page. 

Eagle  Brand  Condensed  Milk,  ! 
eighth  page. 

Royal  Baking  Powder. 

Crystal  Domino  Sugar,  quarter 
page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Knox  Gelatine,  quarter  page. 

Kellogg  Toasted  Corn  Flakes, 
one  page. 

Bon  Ami,  one  page. 

Outing:  Magazlnt. 

Grape  Nuts,  one  page. 

White  House  Coffee,  half  page. 

Peter’s  Milk  Chcfcolate,  one  page.  0 

Woman’s  Home  Companion. 

Cream  of  Wheat,  one  page. 

Ivory  Soap,  one  page. 

Hunt’s  California  Fruits,  quarter 
page. 
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Armour’s  Products,  half  page. 
Puffed  Wheat  and  Rice,  half 
page. 

Karo,  half  page. 

Instant  Postum,  quarter  page. 
Campbell’s  Soups,  quarter  page. 
Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Occident  Flour,  quarter  page. 
Sherwin-Williams  Paints  and 
Varnishes,  one  page. 

Jap-a-Lac,  eighth  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Post  Toasties,  quarter  page. 
Snider’s  Pork  and  Beans,  one 

page. 

Burnett’s  Vanilla,  eighth  page. 
Vitralite  White  Enamel,  one  page. 
Peter’s  Milk  Chocolate,  eighth 
page. 

Crisco,  one  page. 

Jell-O,  quarter  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Eagle  Brand  Condensed  Milk, 
eighth  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Meadow  Gold  Butter,  one  page. 

•  Beech-Nut  Peanut  Butter,  quarter 

page. 

Knox  Gelatine,  quarter  page. 
Welch’s  Grape  Juice,  quarter  page. 
Nosco  Onion  Salt,  quarter  page. 
Sapolio,  quarter  page. 

Liquid  Veneer,  quarter  page. 
Sunshine  Specialties,  quarter  page. 

-  Electro-Silicon,  three  inches. 

Old  Dutch  Cleanser,  one  page. 
Valspar  Varnish,  one  page. 
Kitchen  Bouquet,  four  inches. 

Everybody’s  Magazine. 

Bon  Ami,  one  page. 

Shredded  Wheat,  one  page. 
Instant  Postum,  one  page. 
Campbell’s  Soups,  one  page. 
Vitralite,  one  page. 

Sunshine  Specialties,  half  page. 
Coca-Cola,  one  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Jap-a-Lac,  quarter  page. 

Snider’s  Pork  and  Beans,  quarter 
page. 

Fairy  Soap,  one  page. 

Liquid  Veneer,  quarter  page. 

Blue  Label  Ketchup,  half  page. 
Berry  Bros.  Varnishes,  one  page. 
Occident  Flour,  one  page. 
Nabisco,  one  page. 

Ivory  Soap,  one  page. 

The  Century  Magazine. 

Occident  Flour,  one  page. 

Baker’s  Cocoa,  one  page. 

Crystal  Domino  Sugar,  quarter 

page. 

Cresca  Delicacies,  two  inches. 
Nabisco,  one  page. 

Ivory  Soap,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 

Harper’s  Magazine. 

Shredded  Wheat,  one  page. 
Nabisco,  one  page. 

Chiclets,  half  page. 

Blue  Label  Ketchup,  half  page. 
Crystal  Domino  Sugar,  quarter 
Page. 

White  House  Coffee,  half  page. 
Ivory  Soap,  one  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con.  one  page. 

Royal  Baking  Powder. 

Baker’s  Cocoa,  quarter  page. 
Grape  Nuts,  quarter  page. 

The  Outlook. 

Grape  Nuts,  one  page. 

Quaker  Oats,  one  page. 

Baker’s  Cocoa,  one  page. 

Bon  Ami,  one  page. 

.Swift’s  Premium  Bacon,  one  page. 
Valspar  Varnish,  one  page. 

Puffed  Wheat  and  Rice,  one  page. 
Maillard’s  Cocoa,  quarter  page. 
Austin  Dog  Bread,  half  page. 
Nabisco,  one  page. 

Shredded  Wheat  Biscuit,  one 
page. 


PRIZE  BUTTER  is  just  as  pure  as  it  can  be  made.  We  know 
how  to  make  butter  that  will  SELL  and  we’re  going  to  make  PRIZE 
BUTTER  the  biggest  selling  butter  in  the  State  of  Pennsylvania.  Do  all 
you  can  to  secure  the  trade  on  PRIZE  BUTTER  from  the  start,  because 
it’ s  going  to  be  big  trade.  We  pack  PRIZE  BUTTER  in  carton,  tub  or 
print,  and  salt  it  or  color  it  to  suit  your  trade.  Tell  your  clerks  about 
PRIZE  BUTTER  and  get  them  all  interested  in  helping  you  to  get  the 
big  butter  business  of  your  town. 


P.  F.  BROWN  Sz  CO. 


39,  41  and  43  South  Front  Street 


PHILADELPHIA 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchant’s 


It  will  pay  you  to  push  the  sale  of  PRIZE  BUTTER 
because  you  can  depend  on  it  to  please  your  customers  and 
bring  them  back;  the  trade  you  win  on  PRIZE  BUTTER 
will  be  STEADY  trade,  because  SATISFIED. 


WHAT  TO  TELL  CUSTOMERS 

“  Madame,  I  want  you  to  try  PRIZE  BUTTER,  a  pure,  rich, 
wholesome  butter  made  under  ideal  conditions  from  the  finest 
milk  in  Pennsylvania.  All  who’ve  tried  it  are  well  pleased  and 
I  know  you’ll  be.” 
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Grape  Nuts,  one  page. 

Ivory  Soap,  one  page. 

Saturday  Evening  Poet. 

Gold  Medal  Flour,  one  page. 

Ivory  Soap,  one  page. 

Van  Camp’s  Fork  and  Beans, 
quarter  page. 

Quaker  Oats,  half  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 

Welch’s  Grape  Juice,  one  page. 

Liquid  Veneer,  quarter  page. 

Barrington  Hall  Coffee,  quarter 
page. 

Burnham  &  Morrill  Fish  Flakes, 
eighth  page. 

Whittemore’s  Shoe  Polish,  four 
inches. 

Crystal  Domino  Sugar,  eighth 
page. 

Beech-Nut  Peanut  Butter,  quarter 
page. 

Crisco,  one  page. 

Campbell's  Soups,  half  page. 

Jap-a-Lac,  eighth  page. 

Meadow  Gold  Butter,  quarter 
page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Sunshine  Specialties,  eighth  page. 

Hunt’s  California  Fruits,  eighth 
page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Occident  Flour,  quarter  page. 

Snider’s  Pork  and  Beans,  half 
page. 

Swift’s  Premium  Ham  and  Ba¬ 
con,  quarter  page. 

U-All-No  Mint,  two  inches. 

Stag  Tobacco,  half  page. 

Huyler’s  Cocoa,  eighth  page. 

Fairy  Soap,  quarter  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page., 

Vitralite,  one  page. 

Knox  Gelatine,  quarter  page. 

Red  Wing  Grape  Juice,  one  page. 

Acme  Quality  Paints  and  Var¬ 
nishes,  etc.,  one  page. 

Cream  of  Wheat,  one  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Acme  Quality  Paints  and  Var¬ 
nishes,  half  page. 

Post  Toasties,  quarter  page. 

Nosco  Onion  Salt,  one  page. 

Valspar  Varnish,  quarter  page. 

Snider’s  Catsup,  four  inches. 

Bull  Durham  Tobacco,  one  page. 

Armour’s  Grape  Juice,  one  page. 

Gold  Medal  Flour,  one  page. 

Collier’s. 

Heinz  Baked  Beans,  half  page. 

Huyler’s  Cocoa,  eighth  page. 

Welch’s  Grape  Juice,  one  page. 

Mapleine,  three  inches. 

Kellogg  Toasted  Corn  Flakes, 
one  page. 

Old  Dutch  Cleanser,  quarter  page. 

Three-in-One  Oil,  two  inches. 

Austin  Dog  Bread,  one  inch. 

Sauer’s  Flavoring  Extracts,  two 
inches. 

Crisco,  quarter  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Swift’s  Premium  Bacon,  quarter 
page. 

Whittemore’s  Shoe  Polishes,  four 
inches. 

Campbell’s  Soups,  half  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Sauer’s  Flavoring  Extracts,  two 
inches. 

Mapleine,  three  inches. 

Berry  Bros.  Varnishes,  half  page. 

Welch’s  Grape  Juice,  one  page. 

Pictorial  Review. 

Cream  of  Wheat,  one  page. 

Crisco,  one  page. 

Campbell’s  Soups,  half  page. 

Instant  Postum,  quarter  page. 

Royal  Baking  Powder,  quarter 
page. 

Post  Toasties,  quarter  page. 

Sunshine  Specialties,  eighth  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Sapolio,  quarter  page. 


Liquid  Veneer,  quarter  page. 

Wrigley’s  Spearmint,  quarter 
page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Nesnah  Dessert,  eighth  page. 

Yacht  Club  Dressing,  three 
inches. 

Knox  Gelatine,  two  inches. 

Puffed  Wheat  and  Rice,  half 
page. 

Jell-O,  quarter  page. 

Snider’s  Catsup,  four  inches. 

Jap-a-Lac,  eighth  page. 


G.  Washington’s  Coffee,  quarter 
page. 

Old  Dutch  Cleanser,  one  page. 

Scrlbnar’a  Uagailnt. 

Sapolio,  one  page. 

Jell-O,  one  page. 

Nabisco,  one  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Knorr’s  Soup  Squares. 

Ivory  Soap,  one  page. 

Libby’s  Canned  Foods,  one  page. 
Grape  Nuts,  one  page. 


on  goods  in  glass  and  of  3  per  ceni 
on  canned  goods. 

There  are  numerous  other  regu 
lations  which  will  call  for  a  lot  0 
attention  from  the  retailer  in  orde 
to  become  familiar  with  then 
The  wholesalers  are  now  worryim 
studying  the  subject,  too,  as  the 
will  be  obliged  to  meet  the  ne\ 
conditions. 

*  *  * 


The  New  York  Letter 


Wholesale  Marketmen’s  Scheme  to  Sell  Consumers  Direct 
Said  Not  to  be  Successful.  New  Weights  and  Measures 
Regulations  Effective  June  1st.  Procter  &  Gamble  Change 
Still  Topic  of  Discussion.  Various  Trade  Items  and  Market 
Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

New  York,  April  3,  1913. 

The  efforts  of  certain  companies 
operating  from  the  wholesale  and 
market  districts  to  build  up  a  con¬ 
sumers  trade  by  sending  out  wag¬ 
ons  throughout  the  city  and  claim¬ 
ing  to  give  the  public  wholesale 
prices  are  not  meeting  with  the 
success  expected  by  their  promot¬ 
ers.  These  companies  depended 
chiefly  on  their  offerings  of  butter 
and  eggs  to  work  up  trade  in  vari¬ 
ous  lines. 

Your  correspondent  has  talked 
with  a  number  of  retailers  in  resi¬ 
dence  districts  where  the  wagons 
were  most  active.  The  grocers  say 
that  for  a  time,  especially  while 
butter  and  eggs  were  high  in  prices, 
the  wagons  took  considerable  busi¬ 
ness  from  the  retailers.  The  com¬ 
pany’s  agents  promised  the  highest 
grades  of  butter  and  eggs  at  prices 
considerably  below  those  of  the  reg¬ 
ular  retail  trade.  The  consumers 
learned  by  experience  that  the  first 
deliveries  from  the  wagons  were 
generally  of  pretty  good  quality, 
but  after  that  the  quality  fell  off 
quite  rapidly.  In  some  cases  at 
least,  the  companies  adopted  the  old 
game  of  selling  supplies  of  high 
quality  just  long  enough  to  get  the 
trade,  sometimes  for  a  single  de¬ 
livery,  and  after  that  substituted 
process  or  other  inferior  grades  of 
butter  for  the  supposed  high  grade 
fresh  creamery,  and  the  inferior 
grades  of  eggs  for  the  supposed 
fancy  fresh  articles. 

So  that  if  the  wagons  got  the 
trade  they  did  not  keep  it  very  long. 
One  retailer  said  that  he  believed 
the  operation  of  a  wagon  of  this 
kind  in  his  neighborhood  had 
proved  a  real  benefit  to  him.  A 


number  of  his  customers  had 
bought  their  butter  and  eggs  from 
the  wagon  for  a  couple  of  weeks  or 
so  and  then  had  come  back  to  him 
for  their  supplies,  disgusted  with 
the  wagon  business  and  with  re¬ 
newed  confidence  that  the  right 
place  to  get  really  reliable  supplies 
was  his  store. 

*  *  * 

Retailers  are  looking  forward 
with  interest  to  the  new  regula¬ 
tions  which  will  be  effective  June 
1st  as  to  weights  and  measures. 
As  a  result  of  these  rules,  prepared 
by  the  State  and  city  departments 
of  weights  and  measures,  the  retail¬ 
er  will  be  obliged  to  make  a  number 
of  changes  in  methods  and  must 
look  in  turn  to  the  manufacturers 
and  wholesalers  to  do  their  part. 
The  rules  are  authorized  by  the 
Brooks  law  adopted  at  the  session 
of  the  Legislature  last  year. 

Butter  must  be  sold  only  by  net 
weight  so  that  the  tray  or  paper 
must  not  be  included  in  the  weight. 
Print  butter  must  be  marked  to 
show  the  pounds  or  ounces  and  the 
marking  must  be  in  letters  of  pre¬ 
scribed  size,  varying  with  the 
weight  of  the  package.  A  variation 
will  be  allowed  of  of  an  ounce 
on  a  one  pound  print;  j/2  of  an 
ounce  on  a  two  pound  print  and  1 
per  cent,  from  marked  weight  on 
tubs  and  crocks. 

Canned  goods  must  be  marked  to 
show  weight  of  fruits  or  vegetables 
or  the  total  weight  of  contents,  in¬ 
cluding  syrup  or  brine,  or  weights 
of  each  separately.  Goods  in  glass 
bottles  or  jars  may  be  marked  by 
weight  or  measure;  the  marking 
may  be  blown  on  the  bottle  or 
placed  on  a  tag  or  label.  The  size 
of  letters  are  specified  in  detail. 
A  variation  of  2  per  cent,  is  allowed 


Attention  is  being  called  in  soni 
quarters  to  the  claim  that  the  prac 
tice  still  exists  among  a  few  manu 
facturers  of  putting  out  inferio 
grades  of  products  in  packages  0 
which  they  do  not  place  thei 
names. 

The  point  is  made  by  those  wh 
are  bringing  up  the  subject  tha 
the  manufacturer  should  be  pre 
vented  from  putting  up  such  in 
ferior  products  by  requiring  him  t 
put  his  name  on  all  the  goods  tha 
he  packs,  in  which  case  he  usual 
would  not  dare  to  injure  his  re; 
tation  for  high  grade  supplies 
selling  inferior  goods  also.  Or 
is  claimed  that  if  he  wished  to  p’ 
out  two  lines,  one  of  high  gra 
and  the  other  of  a  lower  quality,  h 
should  take  the  responsibility  b 
putting  his  name  on  both  lines. 

This  leads  to  the  old  questio 
as  to  private  brands  and  the  prac 
tice  of  a  manufacturer  putting  11 
supplies  for  jobbers  under  tli 
names  of  such  jobbers.  It  is  su 
gested,  however,  that  at  least  some 
body’s  name  should  appear,  eithe 
that  of  the  real  manufacturer 
the  jobber  who  makes  use  of  h 
own  brand.  It  seems  that  the 
are  some  products  on  the  mark 
that  do  not  bear  the  name  of  an 
manufacturer  or  distributing  con 
pany. 

These  and  other  questions 
likely  to  be  argued  in  connectio;i 
with  the  proposed  revision 
amendment  of  the  Federal  foo 
law. 


a 


“ 


*  *  * 


The  Health  Board  authorities  ar 
gradually  getting  after  the  ic 
cream  and  soda  water  lines  whic 
have  escaped,  to  a  large  extent,  th 
supervision  given  to  other  kinds  0 
food  and  drink.  The  Health  Com 
missioner  has  issued  a  warning  tha 
soap  bark  is  largely  used  in  makin; 
soda  water  in  this  city  and  that  i 
is  a  dangerous  poison. 

Considerable  publicity  has  als 
been  given  the  claim  made  recent! 
that  there  is  enough  glue  in  a  quar 
or  so  of  ice  cream,  of  common  va 
rieties,  to  bind  a  book. 
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ie  drug  stores  have  eliminated 
their  soda  water  departments 
:  a  number  of  drinks  of  a  stim- 
ng  kind,  known  popularly  as 
e”  of  one  class  or  another, 
health  authorities  ordered  the 
•ntinuance  of  this  part  of  the 
less. 

*  *  * 

ie  advertising  of  Canned  Foods 
k  seems  to  have  given  quite  an 
tus  to  this  part  of  the  grocer’s 
less.  At  many  of  the  stores 
:  have  been  special  displays 
ig  the  week.  There  have  also 
sales  of  various  lines  at  low 
:s  and  this  will  give  joy  to  the 
ers  and  jobbers  who  are  desir- 
of  seeing  the  retailer’s  stocks 
nished. 

*  *  * 

Dout  $5,500  was  raised  for  the 
Cross  fund  for  the  relief  of 
[  sufferers  as  a  result  of  a  spe- 
sale  of  fruits  donated  by  lead- 
receivers  and  importers  in  the 
t  Side  wholesale  district.  The 
s  were  sold  at  auction, 
icretary  A.  H.  Beckmann,  of 
National  Wholesale  Grocers’ 
iciation,  was  one  of  the  speak- 
at  the  annual  convention  held 
week  by  the  Tri-State  Whole- 
Grocers’  Association  in  Wil- 
jton,  Del. 

*  *  * 

here  continues  much  discus- 
in  the  grocery  trade  over  the 
>n  of  the  Procter  &  Gamble  Co. 
bandoning  the  aid  of  the  job- 
and  starting  a  new  policy  of 
ng  direct  in  the  metropolitan 
rict. 

eports  are  circulated  to  the 
:t  that  an  arrangement  has  been 
e  so  that  the  Procter  &  Gamble 
the  Kirkman  interests  will  use 
same  distributing  organization 
lis  city  or  at  least  in  some  parts 
t.  Then  there  are  rumors,  too, 
•robable  extensions  of  the  same 
ice  for  other  companies.  The 
kman  Company,  having  long 
1  selling  direct  to  the  retailer, 
of  course  an  efficient  organiza- 
for  this  work  and  it  may  be 
er  for  another  company  to  make 
of  it  than  to  get  up  an  entirely 
’  distributing  system. 

>ne  of  the  most  important  feat- 
5  of  the  matter,  according  to  the 
v  taken  by  close  observers  of  de- 
>pments,  is  the  probability  or 
sibility  that  the  change  of  pol- 
in  the  metropolitan  district  will 
3re  long  affect  the  business  out- 
:  of  this  city. 

V’hat  are  the  jobbers  likely  to  do 
to  pushing  in  the  country  the 


Franklin  Carton  Sugars  Include 
Every  Fasbselling  Grade 

The  Franklin  Carton  enables  you  to  make  a  profit  on  all  your  sugar 
sales  because  we  pack  every  fast-selling  grade  of  sugar  in  it,  including 

Franklin  Granulated,  Franklin  Dessert  and  Table,  Franklin  Cube, 
Franklin  XXXX  Confectioner’s  and  Franklin  Powdered,  thus  making  it 

easy  for  you  to  satisfy  your  customers  by  selling  them  any  kind  of  sugar 
they  wish  in  a  clean  Franklin  Carton. 

The  Franklin  Container 

The  container  in  which  Franklin  Carton  Sugar  is  packed  is  a 

strong  fibre  board  case  that  is  guaranteed  to  carry  its  contents  in  perfect  con¬ 
dition,  but  is  easy  to  open— just  slit  the  top  with  a  pocketknife. 

Capacity  of  Cartons  and  Containers 

Original  containers  of  Franklin  Carton  Sugar  hold  24,  48,  60  or 

120  lbs.— according  to  the  grade— as  follows;— 

FRANKLIN  GRANULATED  SUGAR  is  packed  .— 

2-lb.  or  5-lb.  CARTONS ,  60-lbs.  to  the  CONTAINER.  Same  size  CAR¬ 
TONS  120  lbs.  to  the  CASE. 

DESSERT  AND  TABLE  in  2-lb.  CARTONS,  IS  lbs.  to  the  CONTAINER. 
POWDERED  and  XXXX  CONFECTIONER'S  in  1-lb.  CARTONS  ( with 
para  ffine  paper  lining)  24  lbs.  to  the  CONTAINER. 

CUBE  in  2-lb.  CARTONS ,  48  lbs.  to  the  CONTAINER. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 


Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR • 


99 


WHAT  TO  TELL  CUSTOMERS 

“When  you  buy  FRANKLIN  CARTON  SUGAR  you  can  be  sure 
that  it  is  clean  and  dry.  not  lumpy  and  dirty;  we  would  rather 
sell  it  to  you  than  sugar  we  have  to  buy  in  a  barrel,  because  we 
are  sure  it  will  give  you  better  satisfaction.’’ 


This  is  one  of  tie  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Baking  Company,  Philadelphia. 


soaps  that  manufacturers  sell  direc 
to  the  retail  trade  in  this  city 
That  is  the  question  asked  by  th 
observers.  The  natural  answer  o, 
some,  at  least,  is  that  the  jobber 
are  not  likely  to  push  such  product 
anywhere.  If  they  do  not  pusl 
them  then  the  manufacturer  will  b 
driven  to  sell  direct  in  other  part 
of  the  country  as  well  as  here.  S< 
there  is  no  telling  what  will  b 
the  final  outcome  of  the  presen 
condition. 

It  is  not  overlooked  that  the  Kel 
logg  decision  was  one  of  the  fac 
tors,  in  all  probability,  in  bringing 
about  the  change  in  the  soap  com 
pany’s  policy.  Remarks  are  mad< 
in  the  trade  about  the  uncertaii 
feeling  that  exists  in  many  quarter: 
as  the  result  of  that  decision  anc 
the  trend  of  radical  legislation  o 
various  kinds. 

It  is  recalled  that  the  Procter  £ 
Gamble  Co.  were  prompt  in  revok 
ing  their  restricted  price  plan  upoi 
the  announcement  of  the  Kellogg 
decision.  Without  restricted  price- 
the  relations  with  the  jobbers  wen 
not  entirely  satisfactory  and  so  th( 
change  to  direct  sales  to  retailer? 
came  about  as  solution  of  othei 
difficulties. 

So  there  is  much  interest  as  tc,! 
whether  similar  action  on  the  pari 
of  other  manufacturers  will  follow 

*  *  * 

The  laws  proposed  and  pending  1 
affecting  the  grocery  business  are 
so  numerous  and  many  of  them  are 
deemed  so  radical  by  members  ol 
the  American  Specialty  Manufac-  ; 
turers’  Association  that  a  new  ! 
service  has  been  instituted  by  that 
organization. 

The  new  service  is  of  the  nature 
of  a  legislative  information  bureau. 
In  this  department  the  proposed 
laws,  Federal  and  State,  are  kept  on 
file.  Careful  digests  of  these  bills 
are  made  with  explanations  as  to 
their  probable  effect  if  enacted. 
These  digests  and  explanations  are 
being  printed  and  copies  sent  to  the 
members.  Already  three  sets  of 
these  special  bulletins  have  been 
distributed. 

This  service  has  awakened  much 
interest  among  the  members  and  is 
proving  very  popular  and  helpful 
in  enabling  them  to  keep  in  touch 
with  legislative  developments 
throughout  the  country.  No  effort 
is  made  to  do  any  lobbying.  The 
purpose  of  the  bureau  is  purely  to 
supply  information. 

The  work  is  in  charge  of  a  leg-  j 
islative  committee  composed  of 


Housekeepers,  Doctors,  Grocers, 
Bakers,  Printers,  Plumbers - 


Everybody  Uses  Banner  Lye 


E7ery  P^so“  ™ho  comes  into  your  store  is  a  possible  buyer  of  Banner  Lye  ;  you  ought  to  keep 
it  displayed  at  all  times  so  everyone  can  see  that  you  sell  it.  No  article  can  be  used  for  cleaning  in 
as  many  ways  as  Banner  Lye.  It  sterilizes,  cleans,  disinfects,  removes  foul  odors,  cleans  out  waste 
pipes  and  kitchen  sinks,  etc.  You  can  guarantee  Banner  Lye  and  you  can  easily  work  up  a  large 
sale  for  it.  Call  your  customers’  attention  to  the  convenience  of  the  sifter  top  can.  You  can  count 
on  steady  sales  and  profits  irom  Banner  Lye  if  you’ll  push  it. 


Pleasant  to  Make,  Profitable  to  Handle 

Freihofer’s  Egg  Elbow  Macaroni 

Is  made  in  a  clean,  daylight,  American  factory  where  there  is  no  dirt  to  hide  and  visitors  are  always  welcome. 
Machines  do  the  work  instead  of  human  hands.  Made  of  real  eggs  and  high  grade  farina — it*  s  the  finest  macaroni 
that  can  be  produced.  FREIHOFER’S  EGG  ELBOW  MACARONI  is  easy  to  sell  the  first  time  and  after  that 
it  sells  itself ,  because  of  its  fine  quality ,  tenderness  and  delicious  flavor.  Tell  your  customers  about  its  cleanliness 
and  start  them  buying  it ;  you  can  be  sure  that  steady  sales  at  good  profits  will  result. 


THE  PENN  CHEMICAL  WORKS 

Philadelphia.  Penna. 

WHAT  TO  TELL  CUSTOMERS 

“BANNER  LYE  is  the  best  cleanser  and  disinfectant  manufactured. 
For  health’s  sake  you  should  always  have  it  in  the  home.’’ 

This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


WHAT  TO  TELL,  CUSTOMERS 

“There’s  one  macaroni  that  has  the  quality,  flavor  and  cleanliness — that’s 
FREIHOFER’S  EGG  ELBOW  MACARONI.  It’s  the  best  ever. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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>uis  Runkle,  W.  M.  McCormick, 
J.  Towle,  W.  B.  Winslow,  C. 
Winters,  C.  F.  Alward  and  Sec¬ 
tary  A.  C.  Monagle. 

*  *  * 

Friends  of  J.  E.  Linihan,  the 
esident  of  the  American  Specialty 
anufacturers’  Association,  were 
.tch  pleased  with  the  address  that 
delivered  March  27th  in  Chicago 
the  annual  meeting  of  the  Chi- 
go  Auxiliary  of  the  association, 
e  discussed  in  a  practical  and 
lpful  way  many  of  the  current 
oblems  in  business  and  salesman- 
ip.  In  particular  he  spoke 
ainst  all  tricky  methods  in  mak- 
3-  sales.  He  deprecated  efforts 
salesmen  to  overload  their  retail 
stomers.  He  said  the  day  of  the 
lesman  who  knocks  competitors 
s  passed  as  far  as  successful  spe- 
dty  men  are  concerned. 

*  *  * 

A  petition  in  bankruptcy  was 
?d  this  week  against  Giulo  Ro¬ 
to,  wholesale  dealer  in  groceries 
d  Italian  products  at  2029  First 
enue.  It  is  said  that  the  liabili- 
:s  will  amount  to  $20,000.'  Rosati 
is  a  retail  dealer  for  several 
ars  and  a  few  months  ago  started 
as  a  wholesaler,  buying  large 


supplies.  The  court  appointed  a 
receiver.  No  assets  have  yet  been 
observed  by  the  receiver  who  found 
the  store  empty. 

*  *  * 

J.  T.  Austin,  former  secretary  of 
the  American  Specialty  Manufac¬ 
turers’  Association,  has  been  ap¬ 
pointed  “Sales  Counsel’’  to  the 
Beech-Nut  Packing  Co.,  Canajo- 
harie,  N.  Y.  Mr.  Austin  began  his 
duties  on  April  1st.  The  principal 
duty  of  the  sales  counsel  at  the 
Beech-Nut  Packing  Co.  will  be  to 
promote  sales  efficiency.  Mr.  Austin 
will  act  in  a  purely  advisory  capac¬ 
ity  to  the  sales  department.  He 
will  suggest  ways  and  means  to 
properly  direct  sales  energy ;  to  get 
more  out  of  the  same  activity;  to 
secure  better  results  from  the  same 
physical  energy;  to  cut  down 
wasted  energy ;  to  develop  every 
sales  unit;  to  bring  about  thorough 
co-operation  in  the  sales  depart¬ 
ment;  to  keep  up  the  maximum  of 
enthusiasm  in  sales  work  and  to 
educate  and  develop  a  proper 
espirit  du  corps.  It  will  also  fall  to 
the  new  sales  counsel’s  lot  to  secure 
the  fullest  co-operation  of  distribu¬ 
tors  ;  to  see  that  the  small  merchant 
is  not  discriminated  against,  and  to 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because  of 
quality,  of  course,  but  second,  because  we  guar¬ 
antee  both  the  sale  and  your  profit. 


Angus  Watson  tfc  Co. 


SOLE  PROPRIETORS  u Skipper  ”  Sardines. 
ion  Chestnut  Street  -  -  Philadelphia,  Pa. 


Branch  of  Angus  Watson  &  Co.,  Newcastle-upon-Tyne,  England 


"The  Dustless  Prunes” 


<J  Only  fly  paper  will  gather  as  much  dust 
as  opened  bulk  prunes,  and  only  part  of  it 
will  come  out  in  the  wash. 

<]f  This  is  onfe  of  the  great  points  about 
U-Say  Selected  Sun-Cured  Sanitary  Prunes 
— they  are  sealed  in  a  carton  that  keeps  them 
fresh  and  moist  like  French  prunes.  Notone 
consumer  out  of  ten  will  go  back  to  bulk, 
goods  after  trying  U-Say  Prunes  once.  Gro¬ 
cers  who  formerly  sold  prunes  only  in  winter 
sell  U-Says  all  the  year  ’round. 

<Jf  Packed  in  five  sizes,  retailing  at  10,  12, 
15,  25  and  50  cents. 

BEH  &  HERTER,  Sales Agts.,  ^Tork51’ 


Our  extensive  advertising  has  made  everybody  know  FAIRY  SOAP  and 
it’s  easy  for  you  to  sell  what  everybody  knows  about. 

The  big,  white,  floating,  oval  cake  of  FAIRY  is  the  BEST  soap  a  nickel 
can  buy  and  the  easiest  a  grocer  can  sell. 


.THE  N.K.FA1RBANK 
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aid  in  the  work  of  interesting  other 
manufacturers  to  advocate  the  same 
policy. 

Mr.  Austin  expects  to  travel  all 
over  the  country  in  connection  with 
his  work,  but  he  will  have  his  head¬ 
quarters  at  ioo  Hudson  street,  New 
York  City. 


Summarized  Market  Con¬ 
ditions. 

Improvement  is  reported  by  some 
of  the  brokers  in  the  spot  coffee 
market.  Most  roasters  continue  to 
buy,  however,  in  a  hand-to-mouth 
way  so  that  the  business  is  gener¬ 
ally  of  a  jobbing  character.  There 
is  a  fair  demand  for  mild  grades 
from  roasters,  some  of  whom  re¬ 
gard  the  present  prices  of  these 
grades  as  attractive  when  compared 
with  the  prices  of  Brazils.  The 
railroads  are  getting  slowly  back  to 
normal  conditions  in  the  Middle 
West  and  it  is  believed  that  there 
will  be  a  somewhat  livelier  demand 
after  the  various  lines  are  again 
fully  opened  for  transportation. 

Distributers  seem  indifferent  to 
the  comparatively  low  level  of 
prices  of  granulated  sugar.  This  is 
without  doubt  due  to  their  antici¬ 
pation  of  action  on  the  sugar  tariff, 


although  it  is  not  likely  that  any 
change  will  be  effective  before  July. 
The  refiners  are  quoting  4.30  cents 
for  standard  granulated,  except  that 
the  Federal  is  5  points  lower. 

Rice  is  quiet  with  the  distributers 
buying  only  for  actual  require¬ 
ments.  The  distributers  are  doubt¬ 
ful  of  the  ability  of  the  Southern 
mills  to  maintain  control  of  prices. 

In  the  tea  market  the  distributers 
are  looking  around  with  more  in¬ 
terest  than  was  the  case  in  the  last 
few  weeks.  This  is  attributed  to 
the  reports  about  a  possible  duty 
being  placed  on  teas.  The  actual 
sales  are,  however,  confined  mostly 
to  present  requirements.  Prices 
are  well  maintained  on  all  lines. 
It  is  the  general  opinion  that  condi¬ 
tions  will  tend  gradually  toward  a 
strong  market  until  the  newr  crops 
^rrive. 

Grocery  grades  of  molasses  are 
moving  freely.  There  is  consider¬ 
able  activity  in  foreign  molasses  in 
replenishing  stocks.  Prices  are 
generally  firm. 

Reports  indicate  that  the  Canned 
Foods  Week  is  coming  up  to  expec¬ 
tations  in  stimulating  the  retail 
trade.  The  National  Association 
and  local  interests  have  pushed  the 


movement  with  liberal  advertising 
in  the  local  press  and  this  condition 
is  said  to  be  general  throughout  the 
country.  The  packers  and  whole¬ 
salers  have,  as  a  result,  a  somewhat 
firmer  feeling.  After  this  week  it 
is  hoped  that  there  will  be  an  in¬ 
creased  demand  from  the  retailers 
to  replenish  stocks.  Many  of 
them,  especially  the  chain  and  de¬ 
partment  stores,  have  been  co-oper¬ 
ating  in  the  movement  by  making 
special  drives  in  this  department 
during  the  week.  Prices  of  most 
lines  of  canned  vegetables  in  the 
wholesale  spot  market  are  steady. 
The  conditions  as  to  canned  fruits 
are  similar  and  here  as  well  as  in 
vegetables  the  packers  and  whole¬ 
salers  are  looking  forward  to  in¬ 
creased  business  as  a  result  of  the 
efforts  this  week  to  increase  the 
public  interest  and  the  consumption. 

The  local  market  for  raisins  of 
all  kinds  is  dull  and  has  not  yet 
responded  to  the  reports  from  the 
coast  of  the  activity  of  the  grow¬ 
ers’  association  in  getting  control  of 
spot  and  future  stocks.  There 
seems  to  be  a  surplus  of  seeded 
raisins  here  and  until  that  is  dis¬ 
tributed  no  improvement  in  local 
conditions  seems  likely.  Prunes 


are  selling  in  a  routine  way  with 
the  demand  continuing  chiefly  foi 
the  larger  sizes.  Spot  apricots  art 
firmer  as  a  result  of  the  reports  ol 
damage  by  frost  to  the  growing 
crop.  Spot  dried  peaches  are 
quiet,  with  prices  maintained.  Cur¬ 
rants  are  unsettled  in  sympathy 
with  foreign  conditions. 

Flour  is  selling  slowly.  There  is 
a  wide  range  of  prices  for  the  lower 
grades,  and  the  mills  are  desirous 
of  moving  these  lines,  so  that  they 
are  willing  to  offer  concessions. 
Spring  wheat  patents  may  be 
bought  from  $4  to  $4.25  in  jute, 
but  some  mills  ask  higher  prices  for 
popular  brands.  The  buyers  do  not 
seem  willing,  however,  to  contract 
except  for  requirements,  as  a  rule. 

Butter  has  fluctuated  consider¬ 
ably  during  the  week  as  the  result 
of  the  interruption  of  transporta¬ 
tion  due  to  Western  floods.  A  rise 
in  the  latter  part  of  last  week  was 
followed  by  a  slowing  up  in  the  de¬ 
mand,  but  a  decline  coming  early 
this  week  gave  an  impetus  to  buy¬ 
ing.  Offerings  are  now  freely 
made  at  current  prices  as  receipts 
are  liberal.  The  best  grades  of 
fresh  creamery  range  from  34  to 
35  cents.  There  is  no  held  butter 
in  the  market.  Seconds  are  mov¬ 
ing  fairly  well  at  33  to  33^  cents. 
The  best  grades  of  process  butter 
bring  from  27  to  2934  cents. 

The  egg  market  has  been  unset¬ 
tled,  but  seems  to  be  getting  a  lit¬ 
tle  steadier.  The  strictly  fine  qual¬ 
ities  show  the  most  improvement. 
The  floods  have  interfered  with  | 
shipments,  but  receipts  are  suf¬ 
ficient,  although  in  the  fancy  grades 
the  arrivals  are  rather  limited.  The 
best  grades  of  Western  eggs  sell  at  . 
1 7F2  to  20  cents  in  the  wholesale 
market.  Most  sales  are  at  18  cents 
or  a  fraction  less.  Strictly  fancy 
nearby  white  eggs  bring  as  much 
as  21  cents.  There  is  a  wide  range 
of  prices  downward  in  lower  grades 
of  Western  eggs. 

Fred.  A.  Magill. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10  cents 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Law 
643-648  Land  Title  Building 

Philadelphia,  Pa. 

Telephones  (  Be“-  Spruce  2M0-2609 
telephones  |  KeyB,OBe  Rm,  744 


"Her  Shoes  Are  White;  His  Shoes  Are  Tan” 

That  will  be  the  case  with  almost  every  couple  this  season,  and  there’s  going  to  be  a  record-breaking  sale  of 
MASON’S  WHITE  DRESSING  and  MASON  'S  TAN  COMBINATION  because  they  are  unequaled  for  keeping  white, 
and  tan  shoes,  in  “new”  condition.  Get  women  customers  buying  MASON’S  WHITE  DRESSING, which  makes  a 
white  shoe  REAL  WHITE  (NOT  GRAY)  and  won’t  rub  off  oh  the  clothes  ;  they’ll  be  so  pleased  they’ll  send  the  men 

folks  to  buy  MASON’S  TAN  COMBINATION,  and  whichever  you  sell  pays  you  7S°/o  profit. 

LOOK  ODT  for  “cheap”  shoe  dressings  that  stick  on  your  shelves.  MASON’S  sell  and  pay  you  your  profit. 

JAS.  S.  MASON  COMPANY 

138=140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“MASON’S  WHITE  DRESSING  is  ‘the  finest  ever’  for  white  shoes.  When  you 
see  how  good  it  is,  remember  we  also  sell  MASON’S  TAN  COMBINATION,  the  best  for 
tan  shoes." 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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<J  We  are  doing  some 
especially  close  figuring 
on  TEAS  just  now,  which 
with  the  saving  which  we 
always  make  on  account 
of  selling  by  mail  instead 
of  through  salesmen, 
ought  to  make  our  plan 
look  particularly  attrac¬ 
tive  to  you. 

I  * 

<1  Send  us  a  sample  to 
match.  We  will  tell  you 
at  once  what  we  will 
match  it  by  mail  for. 

DURYEE  &  BARW1SE 

Routers  aid  Packers  Teu  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

■  ITnOLISHBD  1507 


Window  Lighting 

in  the 

Grocery  Store 

if  A  shop  window  is  a  splen¬ 
did  advertisement  only  when 
the  goods  in  it  are  properly 
displayed  and  properly  illum¬ 
inated. 

<]f  The  illumination  of  a  shop 
window  is  seldom,  if  ever, 
right  unless  the  source  of 
light  is  concealed,  and  the 
only  illuminant  which  can  be 
successfully  used  to  obtain 
this  effect  is  Electricity. 

<J  We  will  design  an  effective 
method  of  lighting  your 
Grocery  Store  and  windows 
without  charge.  Consult 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 


BURK’S 


MEAT  LOAF 

Seasonable  Throughout  the  Year 


Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of 
about  six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  also  be  served  cold  for 
luncheon  or  warmed  in  the  oven  in  one  piece  to  take 
the  place  of  a  roast. 

MEAT  LOAE  was  originated  by  us,  now  imitated  by 
others,  but  none  equal  to  Burk’s,  which  is  prepared 
from  only  the  choicest  materials. 


BURK'S 

PASTRY  LARD 


i  T/  Every  grocer  j 

’  Hr  knows  how  hard  it 
J  is  to  push  one  coffee  as  V 

:  Wf  against  another,  because 

they  all  look  alike  to  consumers 
f  and  are  usually  packed  about  alike.  ^ 
Private  Estate  Coffee  is  the  solitary 
exception.  The  little  one  pound  burlap 
bags  are  quite  different  from  any  other  coffee 
package,  and  this  helps  along  the  fact  that  the 
coffee  itself  is  different,  being  largely  composed 
of  rich  Mexican. 


You  can  sell  Private  Estate  Coffee  with 
half  the  trouble  that  it  takes  to  sell  other  coffee. 
It  pays  an  absolutely  satisfactory  profit. 

Also  packed  in  one  and  three  pound  tins. 


Private  Estate  Coffee  Company 

Successors  to  F.  A.  CAUCHOIS  &  CO. 

21-23-25  Fulton  St.,  New  York 


FULTON  MILLS 


IN  ONE-POUND  PRINTS 

« 

This  lard  is  open  kettle  rendered,  absolutely  pure 
and  prepared  in  the  most  careful  manner  from  the  fat 
of  young  corn-fed  pork.  It  contains  no  stiffening  and 
as  none  of  its  original  properties  have  been  extracted, 
it  is  rich  in  oil  and  especially  adapted  for  fine  pastry. 

Wrapped  in  parchment  paper,  resembling  in  size 
and  shape  a  pound  print  of  butter,  making  a  clean, 
sanitary  and  ever  ready  package. 

Desirable  at  this  season  of  the  year  as  housekeepers 
prefer  to  buy  lard  in  small  quantities,  the  limited 
capacity  of  an  ordinary  refrigerator  preventing  the 
storage  of  the  usual  three  and  five  pound  can. 

Economical  for  the  dealer,  as  it  saves  all  draughts 
and  possible  overweight  during  a  rush  or  through  the 
indifference  of  clerks,  and  makes  unnecessary  the  use 
of  wooden  trays  and  similar  contrivances. 

Made  additionally  attractive  by  the  use  of  the  blue 
and  white  label  which  makes  Burk’s  products  so  dis¬ 
tinctive  \vfherever  displayed. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 
PHILADELPHIA 
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WILBUR’S  COCOA 


Is  for  Baking  As  Well  As  Drinking 

WILBUR  S  COCOA  is  not  only  a  most  delicious 
drink,  but  it  is  also  a  food,  and  has  more  food  value  than 
meat,  eggs,  cheese  or  milk,  in  an  easily  digested  form.  Edu¬ 
cate  your  customers  to  use  it  in  cake  baking  and  you’ll  have  a 
cocoa  trade  that  will  surprise  you.  * 

WILBUR’S  COCOA  is  better  than  chocolate  for  icing  cakes  and  makes  delicious 
Desserts,  Puddings,  Pudding  Sauces,  Candies,  etc.  Our  booklet  “COOK’S  TOURS  THROUGH 
WILBURLAND  ’  contains  59  recipes  for  using  WILBUR’S  COCOA,  so  delicious  that  the 
woman  who  tries  one  wants  to  try  all  the  rest.  Every  recipe  gives  the  exact  amount  of  each 
ingredient  required,  and  has  been  thoroughly  tested.  If  you’ll  send  us  the  names  and  addresses 
of  some  of  your  customers,  we’ll  mail  each  a  copy  of  our  booklet  with  a  coupon  that  will  bring 
them  to  you  to  buy  WILBUR’S  COCOA.  When  you  get  your  customers  using  WILBUR’S 
COCOA  for  baking,  candy  making,  etc.,  they’ll  buy  pound  and  half-pound  cans  instead  of 
quarter-pound  cans,  and  they’ll  buy  OP'TEN. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

If  you’ll  use  WILBUR’S  COCOA  for  icing  cakes,  instead  of 
chocolate,  you’ll  get  a  nice,  soft  icing  that  you  can  cut  through 
without  it  falling  off  the  cake  or  sticking  to  the  knife.” 

-  — i  , 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


1 LINWOOD  HAINES  LIMITED”  IS 
THE  LATEST  ENTERPRISE  TO 


TRY  TO  SELL  GROCERIES  AND 


GENERAL  MERCHANDISE 
RECT  TO  CONSUMERS. 

(Continued  from  page  7.) 
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house”  for  the  reason  that  our  de¬ 
liveries  are  made  by  fast  auto  serv¬ 
ice.  When  you  stop  to  consider 
that  a  3,000  pound  delivery  truck 
can  cover  50  per  cent,  more  terri¬ 
tory  than  is  ordinarily  covered  by 
eight  or  ten  horses  in  the  “old  time” 
delivery  service,  you  will  begin  to 
realize,  in  part,  what  a  vast  amount 
of  business  should  be  developed  in 
the  territory  covered  by  each  “dis¬ 
tributing  house.”  One  drawback  of 
the  large  mail  order  houses  is  that, 
as  their  business  is  necessarily  scat¬ 
tered  over  a  large  area,  they  are 
compelled  to  require  their  customers 
to  pay  the  transportation  charges; 
by  the  Haines  System,  all  efforts  of 
each  “distributing  house”  are  con¬ 
centrated  to  thoroughly  develop  the 
territory  alotted  to  it,  and  we  abso¬ 
lutely  eliminate  the  express  and 
freight  charges,  which  are  ordinar¬ 
ily  added  to  the  original  cost  of  the 
purchase. 

The  ordinary  retailer  is  handi¬ 
capped  by  his  limitations  in  this 
very  matter  of  making  deliveries, 
and  thus  he  is  able  to  do  business 
only  within  the  confines  of  his  par¬ 
ticular  neighborhood;  whereas,  a 
Haines  “distributing  house”  is  able 
to  quickly  reach  every  neighborhood, 
every  street  in  every  neighborhood, 
every  house  in  every  street,  in  each 
city  or  town  within  its  distributing 
area.  But  even  by  using  this  eco¬ 
nomical  method  of  distribution,  a 
still  further  saving  is  effected  by  the 
Haines  System,  in  the  organization 
of  Hainesdale  Happy  Home  Clubs 
by  patrons,  whether  stockholders  or 
not,  and  composed  of  any  number 
of  members  from  two  upward.  In¬ 
dividuals  purchasing  in  large  quan¬ 
tities  are  also  eligible  to  the  club 
discounts.  This  saving  is  brought 
about  by  eliminating  the  delivery  of 
a  great  number  of  small  orders,  and 
delivering  the  larger  quantity  to  one 
address. 

In  order  to  further  the  spirit  of 
co-operation  among  stockholders, 
patrons  and  Hainesdale.  Happy 
Home  Club  members,  our  maga¬ 
zine,  “Hainesdale  Happy  Homes,”  is 
one  of  the  striking  features  of  the 
Haines  System,  as  it  affords  an 
efficient  medium  for  the  discussion 
of  household  problems.  It  will  give 
the  latest  news  of  the  progress  of 
Linwood  Haines  Limited  of  America 
to  both  stockholders  and  patrons;  it 
is  planned  to  make  it  the  most  up- 
to-date  house  organ  in  America. 

Linwood  Haines  Limited  of 
America  is  the  possessor  of  valua 
ble  formulae  for  the  manufacture  of 
pure  foods,  pharmaceutical  prepara¬ 
tions,  toilet  articles,  etc.,  and  as 
soon  as  arrangements  can  be  com¬ 
pleted,  we  will  install  our  own 
laboratories,  pure  food  kitchens, 
coffee  roasting  plant,  etc.,  and,  in 
time,  practically  all  lines  of  goods 
will  be  sold  under  our  own  trade 
marks  and  labels,  thus  entirely  elim¬ 
inating  competition  and  furnishing 
these  articles  at  an  absolutely  first 
price — the  “Haines  to  Home”  price, 
which  shall  in  every  case  be  the 
very  lowest  possible.  This  is  just 
another  instance  of  the  maximum 
of  efficiency  in  service  at  the  min¬ 
imum  of  expenditure. 

Please  remember  one  fact  very 
clearly — this  is  not  a  speculative  en¬ 
terprise.  The  receipts  from  the  sale 
of  stocks  are  being  invested  in  tan¬ 
gible  assets,  such  as  merchandise, 
distributing  house  equipment,  etc., 
which  will  always  be  worth  100 
cents  to  the  dollar.  The  company 
lias  no  debts,  neither  will  it  create 
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any.  Every  bill  for  goods  pur¬ 
chased  is  discounted  and  all  goods 
are  sold  for  spot  cash. 

The  dividends  on  the  “preferred” 
Stock,  which  are  cumulative,  are 
declarable  on  the  first  day  of  Feb¬ 
ruary  and  August  of  each  year,  be¬ 
ginning  with  February  of  1913.  The 
“preferred”  stock  has  preference 
over  all  earnings  and  assets  and  has 
full  voting  power.  The  “common” 
stock  is  full-paid  ’and  non-assess- 
able,  and,  due  to  the  small  amount 
of  “preferred”  outstanding  and  the 
low  cost  of  conducting  our  business, 
this  stock  should  show  an  earning 
power  of  from  10  to  20  per  cent, 
inside  of  two  years  from  the  open¬ 
ing  of  “distributing  house”  No.  1. 
Even  a  dividend  of  5  or  6  per  cent, 
upon  the  “common”  stock  would 
give  it  a  market  value  of  at  least 
par;  and  that  means  that  the  sub¬ 
scriber,  under  our  present  stock 
offering,  will  have  doubled  the  value 
of  his  investment;  or,  in  other 
words,  for  every  $100  invested,  the 
total  value  of  the  securities  owned 
should  be  a*  least  $200  within  two 
years. 

The  “Grocery  World  and  Gen- 
al  Merchant”  sent  a  representa- 
ve  to  Camden  to  size  up  the  only 
iistributing  depot”  which  the 
'aines  concern  has  established  as 
:t,  and  the  report  is  as  follows : — 

This  concern  has  moved  from 
Front  and  Market  to  Front  and 
Federal  into  a  three-story  brick 
building.  The  third  story  is  not 
in  use  at  the  present  time. 

The  first  floor  is  clean,  with  side 
walls  whitewashed  and  posts  and 
woodwork  painted  red.  Canned 
articles,  soaps,  groceries,  articles  of 
household  use,  washing  machines, 
incubators,  etc.,  on  shelves  and  tables. 
The  second  floor  has  sample  fur¬ 
niture — samples  of  furniture  from 
which  you  can  give  your  orders, 
and  the  kinds  they  do  not  show  are 
represented  in  catalogue. 

~  They  take  orders  for  all  kinds 
of  wearing  apparel,  making  meas¬ 
urements  at  their  store  or  will  send 
you  direct  to  the  tailoring  house 
here  in  Philadelphia  who  supply 
their  clothing. 

Outside  walls  of  the  building  are 
decorated  with  painted  signs,  such 
as  “Skippered  Sardines,”  etc.  Be¬ 
tween  the  building  and  the  corner 
of  Front  street  they  have  their 
garage,  and  across  the  second-story 
front  a  large  sign,  “Distributors” ; 
across  the  first  floor  front,  “Lin- 
wood  Haines  Limited.”  Altogether, 
the  building  looks  as  if  it  had  been 
selected  for  general  utility  rather 
than  its  beauty. 

They  have  been  in  business  since 
February,  1912.  The  stock  was  not 
placed  on  the  market  for  several 
months  afterward.  The  company 
declared  the  first  semi-annual  divi¬ 
dend  of  3^4  per  cent,  on  its  pre¬ 
ferred  stock  in  February,  1913.  The 
second  will  be  due  in  August.  They 
guarantee  7  per  cent,  annual  divi¬ 
dend.  They  make  no  promises  with 
regard  to  dividends  on  the  common 
stock,  but  hope  to  pay  4  or  5  per 
cent,  in  three  or  four  years.  Each 
shareholder  is  entitled  to  a  5  per 
cent,  discount  on  all  goods  pur¬ 
chased,  but  he  does  not  receive  it 
at  the  time  of  making  his  purchase, 
in  cash,  but  in  the  form  of  a  credit 
slip,  good  with  his  next  purchase. 
The  board  of  directors  has  been  in¬ 
creased  to  seven,  elected  by  the 
stockholders,  including  the  three 
original  officers,  Messrs.  Haines,  of 
Camden,  and  Mr.  Roberts,  of  Phila¬ 
delphia.  instead  of  S.  E.  Slagle,  as 
given  in  the  old  booklet. 

They  have  not  advertised  any¬ 
where  but  New  Jersey,  which  they 


for  you  to  push  because  it  will  please  your  customers  and 
bring  them  back.  You  can  be  sure  of  a  steady  sale.  Packed 
in  neat,  handy  cartons  that  save  you  time  and  overweight, 
besides  retaining  the  delicious  flavor  and  aroma. 

Parke’s  Stamp  Line  Coffee  appeals  to  the  consumer  who  gets  the 
best  value  in  coffee  as  well  as  the  valuable  Parke  stamps,  which  are 
redeemable  for  hundreds  of  valuable  premiums. 

The  Stamp  Line  includes  Coffee,  Teas,  Baking  Powder,  Spices, 
Ammonia,  Blue,  etc.  The  whole  line  handled  as  a  proposition  will 
positively  increase  your  sales. 

L.  H.  PARKE  COMPANY 

232-234  Market  Street  638=640  Grant  Street 

PHILADELPHIA  PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“  Madame,  here’s  a  coffee  we  can  guarantee,  PARKE’S  UN- 
MATCHABLE  COFFEE.  You’ll  be  pleased  with  its  flavor  and 
aroma,  and  you  get  a  fine  line  of  premiums  for  the  Parke  stamps 
that  come  with  it.  ” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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are  circularizing  and  advertising 
through  local  country  papers,  hop¬ 
ing  to  cover  the  State  thoroughly 
before  enlarging  their  territory".  Not 
particularly  anxious  to  establish  re¬ 
tail  stores,  because  of  overhead 
and  running  expense;  would  rather 
do  most  of  their  business  through 
mail  order. 

The  representative  got  from  the 
concern  one  of  its  grocery  price¬ 
lists,  which  consists  of  a  number  of 
typewritten  sheets  fastened  to¬ 
gether.  In  the  introduction  the 
statement  is  made  that  the  price¬ 
list  is  to  be  issued  every  sixty  days. 
“By  buying  from  your  local  retail¬ 
ers,”  it  reads,  “you  get  absolutely 
nothing  for  a  portion  of  the  money 
you  spend  for  your  table.”  Freight 
is  paid  on  orders  of  over  $10,  ex¬ 
clusive  of  sugar.  Freight  is  also 
paid  on  sugar  where  not  more  than 
twenty-five  pounds  are  included  in 
a  $10  grocery  order.  Some  of  the 
prices  are  as  follows  : — 


Granulated  sugar,  25-lb.  bags.  $1.13 
Good  only  with  $10  order. 
Granulated  sugar,  10-lb.  bags.  .45 
Haines  phosphate  baking  pow¬ 
der,  J4-lb.  cans . n 

Colburn’s  cream  of  tartar 

powder,  y2-\b.  cans . 18 

English  Breakfast  tea,  y  lb..  .12 

Golden  Rio  coffee,  5  lbs .  1.20 

Mokojavo  blend,  5  lbs .  1.70 

Hershey’s  cocoa,  y2- lb.  can...  .18 
Seng’s  chicory,  5-oz.  pkg., 

doz . 32 

Colburn’s  black  pepper,  lb . 22 

Colburn’s  nutmegs,  doz . 05 

Colburn’s  Mayflower  lemon  or 

vanilla  extract,  bottle . 20 

Karo  syrup,  2-lb.  cans,  doz...  1.00 
Hove  New  Orleans  molasses, 
2^2-lbs.  cans,  2  doz.  case...  3.12 
Red  Alaska  salmon,  No.  1,  tall 

cans,  4  doz .  7.75 

Maconochie’s  Royal  Scotch 
Kippered  herring,  No.  1, 

oval  tins,  case  6  doz .  9.60 

No.  3  Norway  mackerel,  400- 

450  count,  10-lb.  pail .  1.15 

Magic  or  Yeast  Foam  yeast 

cakes,  4  pkgs . 14 

Jell-O,  doz .  1. 10 

Chalmer’s  gelatine,  shredded, 

doz .  1. 10 

Chr.  Hansen’s  junket  tablets, 

3  vials . 25 

Baker’s  cocoanut,  doz . 48 

Niagara  cornstarch,  case  40  1- 

lb.  pkgs .  2.90 

Freihofer  Egg  macaroni,  3 

pkgs . 27 

Freihofer’s  Egg  noodles,  3 

pkgs . 27 

Colburn’s  Hasty  tapioca,  doz.,  1.00 
Ye  Old  Colonial  preserves, 

doz.,  16  ozs .  1.65 

Southwark  apple  butter,  case  2 

doz .  2.95 

Griffin  &  Skelly  Hawaiian 
sliced  pineapple,  case  2  doz.,  4.40 
California  lemon  cling  peaches, 

case  2  doz.,  1-lb .  2.40 

California  asparagus,  case  2 
doz.  cans .  5.00 


Readers  hereof  will  be  interested 
in  comparing  the  above  prices  with 
their  own.  The  Haines  scheme  dif¬ 
fers  radically  from  other  schemes  of 
the  same  sort,  in  that  most  of  the 
goods  quoted  are  well  known 
brands.  All  other  mail-order  con¬ 
cerns  mostly  quote  their  own  pri¬ 
vate  brands. 


Joliet,  Ill.,  Nov.  19,  1912. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Under  separate  cover 
we  are  sending  you  a  copy  of  the 
Joliet  “Herald,”  with  our  opening, 
double  page  grocery  ad.,  under  the 
heading  of  “Ducker’s  Corner.”  We 
would  appreciate  your  comment  or 
criticism  on  same.  Trusting  we  are 
not  over-stepping  our  bounds,  we 
are, 

Yours  truly, 

G.  A.  Ducker  Co. 

The  advertisement  referred  to  in 
the  above  letter  filled  two  ordinary 
size  newspaper  pages,  with  the  ex¬ 
ception  of  two  columns  of  reading 
matter,  one  before  and  one  after. 
The  advertisement  is  so  large  that 
it  is  impossible  to  reproduce  it  so 
that  it  can  be  read,  but  I  will  repro¬ 
duce  a  small  photograph  of  it,  so 
that  the  layout  can  be  seen : — 


Naturally,  this  is  the  merest  sug¬ 
gestion.  The  paper  in  which  this 
appeared  was  the  Joliet  “Evening 
Herald,”  and  it  is  so  poorly  printed, 
and  on  such  poor  paper,  that  the 
Ducker  advertisement  is  nowhere 
near  as  effective  as  it  should  be.  I 
can’t  understand  why  so  few  news¬ 
paper  advertisers  seem  to  consider 
the  cheap  and  poor  appearance  of 
the  newspaper  in  which  they  adver¬ 
tise,  a  matter  in  which  they  have 
any  call  to  interfere.  A  newspaper 
that  is  cheaply  and  poorly  printed 


creates  a  cheap  impression,  and  in¬ 
evitably  that  impression  extends  in 
a  measure  at  least,  to  the  advertis¬ 
ers  in  it.  Therefore  the  advertis¬ 
ers  are  vitally  affected,  and  they 
ought  to  get  together  and  notify  the 
publisher  that  unless  he  improved 
the  appearance  of  his  paper  they 
would  withdraw  their  patronage. 
That  he  would  do  it  goes  without 
saying;  he  would  have  to  do  it. 

*  *  * 

I  may  have  said  before  that  in  my 
judgment  a  grocery  advertisement 
as  large  as  this  is  never  profitable. 
It  is  too  big  and  unwieldy,  and  with 
only  groceries  to  advertise,  there  is 
too  little  variety.  A  double  page 
newspaper  advertisement  of  gro¬ 


ceries  is  too  big  a  mouthful  for  the 
average  consumer;  she  might  go 
through  a  page,  but  two  pages  at 
once  is  too  much.  I  believe  that 
Ducker  &  Co.  would  have  made, 
with  one  full  page,  all  the  impres¬ 
sion  that  they  made  with  two,  and 
would  have  gotten  as  much  results 
as  they  got  from  two.  And  they 
would  have  saved  nearly  half  their 
money. 

*  *  * 

There  is  so  much  of  this  adver¬ 
tisement  that  it  is  hard  to  criticise 


it.  It  is  well  laid  out,  though  the 
introduction  is  a  little  crowded. 
There  are  a  great  many  price-lists 
in  it,  which  regular  readers  of  this 
department  know  I  am  constitution¬ 
ally  opposed  to.  Except  under  ex¬ 
traordinary  circumstances,  such  as 
unusually  low  prices,  I  would 
never  advertise  an  article  that  I 
hadn’t  room  to  say  a  word  for.  I 
notice  another  thing  which  I  will 
use  to  hang  a  point  upon.  The 
paragraph  about  rice  is  as  follows ; 


Rice 


Fancy  picking  of 
Texas  and  Carolina 
Rice,  new,  fresh 
goods,  per  pound— 

6c,  8c 

and  10c 

- . 

This  is  not  sufficiently  illumi¬ 
nating,  and  it  is  a  fair  type  of  a 
lot  of  matter  that  goes  in  adver¬ 
tising.  Advertisers  forget  that  the 
people  they  are  advertising  to  have 
no  information  on  the  point.  There 
is  not  a  word  in  this  rice  adver¬ 
tisement  to  explain  the  three  differ¬ 
ent  qualities;  the  text  seems  to  in¬ 
dicate  but  one  grade,  yet  three 
prices  are  quoted.  Don’t  you  see 
how  that  leaves  the  consumer  in  the 
dark  as  to  what  you  are  advertis¬ 
ing? 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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In  the  Front  of  Your  Store 

a  candy  department  like  this  one  will  make  the  easiest  sales  you  ever  rang 
up  on  your  cash  register. 

And  this  particular  one  is  doing  that  very  thing  right  now  for  merchants  who 
need  profits  not  one  whit  worse  than  you  need  them. 

It  takes  up  little  space;  it  increases  the  good  looks  of  any  store;  and  it  brings 
more  business  with  less  investment  than  anything  you  ever  spent  your 
money  for. 

You  get  it  all  primed  with  clean,  fresh  merchandise  and  trimmings,  ready  to 
do  business  the  moment  it  is  packed  and  set  up. 

This  is  the  so-called  “Syndicate  Store  Gold  Mine,”  and  it  works  well  every¬ 
where. 

Write  to  our  Philadelphia  Sample  blouse  for  fuller  information  about  the 
goods  that  come  with  it,  and  be  sure  to  mention  this  journal  so  they’ll  know 
what  you’re  talking  about. 


NEW  YORK 


CHICAGO 


BUTLER  BROTHERS 

Exclusive  Wholesalers  of  General  Merchandise 


ST.  LOUIS 


MINNEAPOLIS 


DALLAS 


CINCINNATI  KANSAS  CITY  MILWAUKEE  OMAHA  SEATTLE  CLEVELAND  PORTLAND  PHILADELPHIA 


i 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  has  perhaps 
shown  somewhat  more  signs  of  ac¬ 
tivity  during  the  past  week,  and  a 
fair  trade  is  reported.  Prices  show 
no  change  for  the  week,  except  that 
certain  low  grades,  notably  Foo¬ 
chow  Oolongs,  are  feeling  a  little 
better. 

Coffee 

The  market  for  Rio  and  Santos 
coffee  is  doing  a  little  better,  and 
has  recovered  perhaps  p2  cent  from 
the  lowest  point  of  three  weeks  ago. 
The  outlook  is  not  favorable,  how¬ 
ever,  for  any  radical  advance  at  this 
time,  although  the  large  specu¬ 
lative  interests  might  put  the  mar¬ 
ket  back  if  they  set  about  it.  The 
demand  is  fair.  Mild  coffees  are 
also  stronger  and  on  some  grades 
buyers  and  sellers  are  as  much  as 
%  cent  apart.  Java  and  Mocha 
are  unchanged  and  quiet. 

Sugar. 

Raw  sugar  is  still  inclined  to  be 
weak,  and  sales  have  been  made 
during  the  week  at  concessions. 
Refined  sugar  is  unchanged,  but  is- 
weak  rather  than  strong,  and  the 
demand  is  only  moderate. 

Syrup  and  Molasses. 

Glucose  has  advanced  io  points 
during  the  week,  but  compound 
syrup,  being  in  dull  demand,  re¬ 
mains  unchanged.  Sugar  syrup  is 
dull  at  ruling  quotations.  Molasses 
is  quiet  and  unchanged. 

Fish. 

Mackerel  shows  no  change  for 
the  week  and  the  market  is  still  in 
buyer’s  favor.  There  are  not  many 
buyers,  however,  who  are  buying 
except  from  hand  to  mouth.  Salm¬ 
on  shows  no  change  for  the  week, 
most  grades  of  Alaska  fish  being 
easy.  Cod,  hake  and  haddock 
steady  and  quiet.  Domestic  sar¬ 
dines  are  unchanged  and  in  light 
demand.  Imported  sardines  are 
scarce  and  firm. 

Canned  Goods. 

Tomatoes  show  no  change  for  the 
week,  either  spot  or  future,  and 
“Canned  Foods  Week”  seems  not  to 
have  made  any  difference  in  this 
section  in  the  demand  for  anything. 
The  demand  has  been  quiet.  Corn 
and  peas,  both  spot  and  future,  have 
shown  no  change  and  only  moder¬ 
ate  demand.  Apples  quiet  and  un¬ 
changed.  California  canned  goods 


are  in  usual  seasonable  request  at 
unchanged  prices.  Small  Eastern 
staple  canned  goods  show  no 
change  and  seasonable  demand. 

Dried  Fruits. 

Prunes  are  unchanged  and  quiet. 
Peaches  and  apricots  are  steady  as 
to  price,  and  in  moderate  request. 
Raisins  are  higher  on  the  coast,  by 
reason  of  the  practical  consumma¬ 
tion  of  the  new  growers’  combina¬ 
tion,  and  holders  out  there  are  ask¬ 
ing  as  much  as  I  cent  per  pound 
more.  In  Eastern  markets,  how¬ 
ever,  prices  are  unchanged,  and 
about  all  holders  will  sell  at  the  old 
figures.  Currants  and  other  dried 
fruits  quiet  and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  on  spot,  with  a  stronger 
feeling  in  Michigan  and  a  firmer 
feeling  on  stock  to  come  forward. 
Marrows  are  unchanged  and  quiet. 
California  limas,  green  and  Scotch 
peas  show  no  change  and  light  de¬ 
mand.  * 

Butter. 

The  receipts  of  butter  in  Eastern 
markets  have  been  very  liberal  dur¬ 
ing  the  past  few  days,  due  to  the 
coming  forward  of  much  of  the 
stock  delayed  by  last  week’s  floods. 
The  result  has  been  a  temporary 
supply  and  a  decline  of  4  cents  per 
pound.  This  gets  the  market  lower 
than  before  the  blockade.  Condi¬ 
tions  are  fairly  healthy  at  present 
prices,  and  stocks  are  being  rap¬ 
idly  cleaned  up.  Even  at  the  de¬ 
cline  the  market  is  very  high  and 
further  decline  is  probable  if  there 
is  any  change  whatever. 

Eggs. 

The  egg  market  is  firm  at  1  cent 
per  dozen  below  a  week  ago.  Re¬ 
ceipts  are  fairly  liberal,  but  a  large 
percentage  is  going  into  cold  stor¬ 
age,  and  the  market  is  fairly  firm 
at  the  present  range  of  quotations. 
No  radical  change  is  in  sight  within 
the  next  few  days. 

Provisions. 

All  cuts  of  smoked  meats,  picnic, 
regular  and  skinback  hams,  bellies 
and  bacon,  are  steady  and  un¬ 
changed,  with  only  a  moderate  con¬ 
sumptive  demand.  Pure  lard  is 
firm  and  unchanged,  with  a  fair 
consumptive  demand.  Compound 
lard  is  unchanged  with  an  im¬ 
proved  consumptive  demand.  Dried 


beef,  barreled  pork  and  canned 
meats  show  no  change  and  slightly 
improved  demand. 

Cheese. 

The  cheese  market  is  barely 
steady  at  a  decline  of  %  to  y2  cent. 
The  consumptive  demand  is  a  lit¬ 
tle  better  than  it  was,  but  not  good 
enough  to  absorb  present  holdings. 
As  the  weather  gets  warmer  the 
demand  will  still  further  improve. 
The  factories  have  not  yet  started 
and  no  sharp  declines  is  looked  for 
until  new  cheese  comes  forward. 


INDIVIDUAL  MARKET  REPORTS. 


Imported  Fish  Specialties. 

Holland  Herring. — Stocks  are 
very  limited,  and  although  orders 
are  coming  in  only  on  a  hand-to- 
mouth  basis,  stocks  are  likely  to  be 
cleared  out  very  shortly,  and  long 
before  new  goods  can  reach  this 
market  again. 

Scotch  herring  are  neglected,  but 
Norway  herring  continue  in  good 
demand  and  only  a  fair  supply. 

Mackerel. — The  market  is  dull, 
and  the  little  business  that  has  been 
done  was  at  quotations  lower  than 
those  prevailing  last  week. 

Imported  Sardines. — The  de¬ 
mand  continues  exceptionally  good, 
but  unfortunately  stocks  are  not 
sufficient  to  meet  the  demand. 
Boneless  y2s  are  practically  out  of 
the  market,  and  so  are  French  sar¬ 
dines  of  good  quality  at  reasonable 
figures.  The  market  for  Nor¬ 
wegian  sardines  has  strengthened 
considerably.  It  is  to  be  hoped  that 
prices  will  gradually  be  established 
on  a  remunerative  basis. 

Irish  Mackerel. — Our  agents  in 
Ireland  report  total  shipment  for 
the  week  of  306  barrels,  making  a 
total  shipment  to  date  of  1912 
Irish  autumn  mackerel  of  30,385 
barrels. 

Strohmeyer  &  Arpe  Co. 

New  York. 

Rice. 

The  demand  for  the  week  as  a 
whole  has  been  fairly  active,  and  a 
better  tone  is  apparent,  in  that  local 
and  out-of-town  buyers  are  show¬ 
ing  more  interest  in  the  offerings. 
There  have  been  some  rather  at¬ 
tractive  parcels  put  before  the 
trade,  but  prices  are  held  quite  firm 
on  all  desirable  grades.  The  gen¬ 
eral  trade  outlook  is  steadily  im¬ 
proving.  Japan  sorts  are  still  plen¬ 
tiful,  but  low  grades  are  being 
noticed  as  decidedly  worth  while. 
High  class  qualities  hold  their  own, 
and  where  such  grades  are  required 
full  value  prevails.  Everybody 
must  eat  and  have  clothes  to  wear, 


and  make  money  to  meet  current 
expenses,  so  that  it  begins  to  look 
as  if  business  men  all  over  the 
country  had  made  up  their  minds 
to  go  ahead  with  reasonable  con¬ 
servatism  and  buy  and  sell  without 
waiting  for  the  consummation  ot 
action  by  Congress  on  the  Tariff 
Revision,  and  it  is  quite  evident 
that  the  business  of  90,000,00c 
people  cannot  be  sidetracked  for  ar 
indefinite  period  by  any  public  ques¬ 
tion  of  vital  interest,  whether  it  be 
adjustment  of  the  currency  or  tar¬ 
iff  reform. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  -report  quiet  con 
ditions,  with  limited  offerings 
Collections  are  still  reported  slow 
but  show  improvement  over  pre¬ 
vious  week.  At  New  Orleans  the 
market  is  firm  and  quiet,  thougl 
there  is  a  slight  improvement  in  the 
distributive  demand. 

In  the  Interior — Southwest  Lou 
isiana,  Texas  and  Arkansas — there 
is  nothing  of  especial  interest  othei 
than  improving  weather,  so  tha 
planting  is  getting  under  way 
Such  of  the  mills  as  are  still  a' 
work  are  gradually  putting  ou 
their  offerings  on  a  reasonable 
basis,  and  a  better  movement,  botl 
in  Honduras  and  Japan,  is  being  in 
cited.  The  “big  deal,”  for  shipmen 
abroad,  is  still  being  quietly  workec 
up.  It  is  yet  expected  that  it  wil 
go  through,  which  must  naturalh 
have  a  decidedly  strengthening 
effect  on  the  general  situation. 

Cables  and  correspondence  fron 
abroad  note  that  a  moderate  busi 
ness  has  been  done  in  Burma  de 
scriptions  of  rough  rice  at  the  quo 
tations;  “spot  cleaned”  dull;  for 
ward  Burma”  lower. 

Dan  Talmage's  Sons  Co. 

New  York  and  New  Orleans. 

Standard  Canned  Goods. 

The  tomato  market  has  displayec 
more  activity  during  the  last  weel 
than  in  any  previous  week  in  the 
new  year.  Inquiries  are  comin< 
in  for  both  spots  and  futures  fron 
many  directions.  It  looks  as  if  th< 
effort  which  has  been  made  toward: 
Canned  Foods  Week  was  already 
producing  results.  The  opening  0 
lake  and  rail  for  Western  shipment 
is  also  having  its  effect.  It  nov 
looks  as  if  the  slumber  of  the  long 
dull  winter  season  which  we  hav< 
been  experiencing  was  at  an  enc 
and  with  the  opening  of  spring  th< 
revival  in  the  market  seems  a 
hand.  The  spot  3s  standards  whicl 
have  been  offered  at  80  cents  hav< 
been  and  are  being  pronounced  un 
satisfactory  and  the  82^2  and  85 
cent  goods  are  in  more  active  de 
mand,  as  buyers  are  realizing  tha 
the  better  grade  of  goods  is  scarc< 
and  if  they  would  obtain  satisfac 
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A  Good  Many  Homes. 

The  Grocers  are  supplying  Jell-O,  Americas  most 
famous  dessert,  to  ten  million  homes  in  this  county 
that  is,  Jell-O  is  in  "every  other"  home.  And  some  fami¬ 
lies  use  a  lot  of 


These  facts  certainly  interest  grocers,  and  they  remind 
us  that  if  grocers  who  desire  the  beautiful  new  one-piece 
Jell-O  window  trim  will  write  us,  they  will  get  it  promptly, 
entirely  free  of  co6t  to  them,  of  course. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn’t  Jell-O. 


y  quality  to  offer  their  custom- 
they  must  pay  the  2)4  to  5  cents 
lozen  more. 

Hie  packers'  and  growers  are 
idually  getting  together  after  the 
g  dead-lock.  Prices  for  raw 
ck  are  much  higher  than  condi- 
ns  would  justify  and  on  account 
the  high  prices  demanded  for  the 
v  material,  packers  are  discour- 
;d  over  the  outlook  and  are  very 
ch  disinclined  towards  a  large 
eage,  feeling  it  is  useless  to  make 
nighty  effort  and  then  swop  dol- 
s,  as  the  prices  being  offered  for 
u’res  do  not  afford  a  living  profit 
the  most  capable  managers  and 
the  average  packer,  figuring  only 
:  cost  of  production,  hence  the 
lservative  packers  are  not  push- 
r  sales,  feeling  that  they  would 
her  wait  until  the  goods  are 
:ked  than  tc  anticipate  a  loss  in 
trance. 

While  spme  are  offering  3s  stand- 
ls  at  80  cents,  the  more  conserva- 
e  and  reliable  packers  are  not 
lling  to  accept  under  82)4  cents 
•  standards  and  proportionately 
rher  prices  for  extra  standards 
d  fancies  which  require  more 
refill  selection  of  raw  material 
d  much  extra  care  in  handling, 
ley  feel  even  at  the  higher  range 
figures  that  some  of  them  are 
lling  to  accept  that  the  margin 
tween  the  cost  and  selling  price 
11  Id  be  easily  wiped  out  by  such 
Dp  and  labor  conditions  as  were 
perienced  last  year,  leaving  them 
thing  for  their  season’s  work, 
insequently,  there  is  little  doing 
the  future  game  as  yet,  and  it 
Duld  be  well  for  buyers  who  are 
icing  business  at  the  lower  basis 
offerings  to  consider  well  both 
e  reliability  and  responsibility  of 
eir  seller. 

The  tomato  game  as  it  has  been 
ayed  from  the  buyer’s  standpoint 
is  been  loosely  played.  Some 
lyers  who  received  a  full  delivery 
1912,  when  there  was  a  heavy 
ick,  might  be  inclined  to  gamble 
id  place  their  business  again  with 
responsible  sellers,  but  they  should 
jar  in  mind  the  experience  of 
jii,  and  the  safe  policy  would  be 
>  follow  the  example  of  the  burnt 
lild,  who  dreads  the  fire,  rather 
lan  gamble  with  the  situation, 
et  there  is  a  weakness  in  human 
attire  which  predisposes  a  disposi- 
011  to  gamble,  and  those  who  pre- 
;r  to  pursue  this  policy  should  be 
good  loser  and  not  howl  after 
hey  get  hurt.  There  are  conserva- 
ive,  reliable  and  responsible  pack- 
rs  to  be  found  who  have  made 
;ood  in  the  past  and  who  are  wil¬ 
ing  to  book  business  for  future  de- 
ivery  on  a  reasonable  margin  of 
•rofit,  and  buyers  who  prefer  to 
•lay  a  safe  game  are  placing  their 
>rders  with  this  class  of  packers. 

Cheap  corn  is  moving  in  volume. 
The  better  grades  are  in  small  com- 
>ass,  and  the  latter  kind  are  com¬ 
panding  high  prices  where  needed, 
ft  is  hoped  that  the  efforts  made 
luring  Canned  Foods  Week  will 
lut  a  big  “crimp”  in  the  holdings 


of  spot  corn,  and  judging  by  the 
large  sales  and  the  big  demand  re¬ 
cently  experienced  for  the  cheaper 
grades,  it  looks  as  if  this  was  being 
anticipated  by  many  buyers,  not¬ 
withstanding  the  acknowledged 
large  supply  of  spot  corn  of  the 
cheaper  varieties.  It  is  remarkable 
that  the  prices  have  held  as  firmly 
as  they  have ;  in  fact,  they  are  high¬ 
er  to-day  than  they  were  a  few 
months  back.  It  is  possible  that 
much  of  the  cheap  corn  has  gone 
into  consumption.  This  is  encour¬ 
aging  for  the  future,  and  while  the 
prices  are  still  low,  goods  are  mov¬ 
ing  and  stocks  in  first  hands  are 
being  absorbed.  Packers  univer¬ 
sally  feel  the  need  of  curtailment 
in  1913.  There  is  universal  talk 
of  curtailment  of  acreage  and  lower 
prices  are  being  offered  for  raw 
material,  which  leads  to  a  natural 
reduction  in  the  contracted  area. 

We  believe  every  effort  will  be 
made  to  get  away  from  the  packing 
of  the  poorer  grades  and  towards 
the  packing  of  the  better  grades. 
This  is  also  an  encouraging  sign 
and  every  packer  should  do  his 
part  not  only  towards  curtailment 
of  acreage,  but  towards  the  im¬ 
provement  of  his  pack  and  the 
greater  the  effort  made  along  these 
lines  the  sooner  will  the  industry 
be  gotten  into  a  healthy  condition 
where  reasonable  profits  will  once 
more  be  realized  and  the  present 
demoralized  feeling  become  a  thing 
of  the  past.  There  is  no  other  sane 
and  rational  way  for  the  packers  to 
work  at  the  situation.  It  is  useless 
to  always  expect  Providence  to 
come  to  the  rescue  of  those  who 
follow  heedless  ways,  but  by  a  slow 
pull,  a  hard  pull  and  a  pull  together 
we  will  all  once  more  find  our  feet 
upon  a  solid  foundation  of  normal 
stocks  and  reasonable  profits. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Evaporated  Apples,  Etc. 

The  situation  here  in  the  evapo¬ 
rated  apple  line  is  unchanged. 
Very  little  business  is  coming  in 
from  either  the  domestic  or  Euro¬ 
pean  markets.  The  speculators  are 
not  attempting  to  do  any  operating 
at  present,  however,  but  with  this 
complete  lack  of  demand  prices 
hold  very  steady. 

Prime  quality  in  50-pound  boxes 
is  quotable  at  4^  to  5/4  cents  in 
carload  lots,  with  cartons  )4  cent 
per  pound  higher.  Choice,  sH  to 
6  cents;  fancy,  7  to  7)4  cents. 

Some  business'  is  being  booked 
for  1913  crop  October-November 
shipment  at  6)4  cents  f.  o.  b.  for 
prime. 

Raspberries  are  a  little  stronger, 
there  having  been  a  better  demand 
during  the  week.  Good  stock  is 
quotable  at  14)4  to  15  cents. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Spices. 

The  market  is  fairly  active.  The 
European  markets  have  recovered 


rather  sharply,  owing  to  better 
financial  conditions  there.  The  new 
tariff  bill  will  be  presented  to  the 
House  next  week,  and  we  believe 
the  question  of  duty  on  spices  will 
soon  be  settled. 

Black  Pepper. — Prices  abroad 
have  advanced.  Our  market  is  un¬ 
usually  low.  White  peppers  are 
scarce  and  firm;  also  in  good  de¬ 
mand. 

Red  peppers  moving  in  a  satis¬ 
factory  way  at  unchanged  prices. 

Cloves  in  very  active  demand. 
Our  market  is  under  prevailing 
prices  in  Europe  to-day.  An  ad¬ 
vance  is  most  probable. 

Pimento  (Allspice)  selling  in  a 
satisfactory  way  at  steady  prices. 

Mace  very  scarce  and  in  good 
demand.  Prices  holding  steady. 

Nutmegs  steady  but  unchanged. 
Demand  fair 

Cassias. — All  grades  are  quiet  at 
present.  Prices  are  steady.  The 
demand  should  increase  over  the 
next  thirty  days.  _  ! 

Tapiocas  unchanged  and  in  mod¬ 
erate  demand. 


Gingers  in  better  demand,  espe¬ 
cially  African.  The  market  is 
somewhat  firmer. 

Paprikas. — Hungarian  grades 
quiet  without  change.  Spanish 
selling  unusually  well  at  steady 
prices. 

Seeds,  Herbs,  Etc— Sweet  herbs 
unusually  quiet.  Seeds  selling 
fairly  well.  Celery,  caraway  and 
poppy  all  unchanged  during  the 
week. 

McCormick  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 

Peas  are  coming  from  South 
Carolina,  and  range  from  $2.50  to 
$3.50.  They  were  recently  ruling 
at  $5. 

California  asparagus  is  the  best 
of  that  now  on  the  market,  and  it 
commands  from  $4  to  $5  per 
dozen.  Asparagus  is  also  coming 
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North  from  Georgia  and  brings  25 
to  40  cents  per  bunch.  The  demand 
is  good. 

Florida  strawberries  are  coming 
poor,  and  command  25  to  35  cents 
per  quart. 

Southern  salad  shows  a  wide 
range — 75  cents  to  $1.75.  The  de¬ 
mand  is  good. 

Florida  is  now  shipping  new  po¬ 
tatoes  and  they  rule  at  $6 ;  the  first 
brought  $7.  Bermuda  potatoes 
range  from  $6.50  to  $7.  It  looks 
like  a  big  crop  of  new  potatoes. 

Florida  beans  range  from  $3.50 
to  $3.75  per  crate  and  are  wanted. 

Almost  all  the  Florida  tomatoes 
now  coming  forward  are  poor,  and 
prices  range  from  $1  to  $1.75. 
Hothouse  tomatoes  are  worth  30 
to  35  cents  per  pound.  Last  year 
Florida  tomatoes  were  bringing  $3 
to  $3.25. 

New  lima  beans  are  coming  from 
Florida  at  $3.50  to  $4.  The  qual¬ 
ity  is  pretty  good  but  the  demand 
is  poor. 


Remsen  Report  on  Sulphur 
Dioxide  in  Food  Said 
to  be  Ready. 


Rumor  That  it  Finds  it  Harmless  if 
Quantity  is  Restricted.  Suggests 
Less  in  Some  Dried  Fruits. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant." 

Washington,  D.  C., 

April  4,  1913. 

It  is  understood  that  the  report 
of  the  Remsen  Board,  appointed  by 
President  Roosevelt  five  years  ago, 
and  which  has  been  studying  the 
effect  of  sulphur  dioxide  when  used 
in  food,  upon  the  human  system,  is 
finished  and  in  the  hands  of  the 
Secretary  of  Agriculture.  It  is 
rumored  that  the  Remsen  Board 
have  found  that  sulphur  is  harmless 
both  in  molasses  and  dried  fruits, 
but  that  its  use  should  be  restricted, 
and  that  less  of  it  should  be  used  in 
such  California  products  as  Ruby 
prunes.  Holt. 


Article  on  Canned  Foods  Week 
Omitted. 

The  article  dealing  with  the  re¬ 
sults  of  Canned  Foods  Week  in  this 
section,  which  is  featured  on  the 
cover,  had  to  be  omitted  because 


sufficient  information  could  not  be 
obtained  for  it  in  time.  It  will  ap¬ 
pear  next  week. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
Patent  Attorneys,  report,  this  week,  the 
grant  of  the  following  patents: — 

Washington,  D.  C.,  April  1,  1913. 

1.057,430.  Display  rack.  A.  T.  Hunt, 
Chicago,  Ill. 

L°57,552.  Package  for  food  prod¬ 
ucts  or  the  like.  A.  J.  Howell,  Syra¬ 
cuse,  N.  Y. 

1,057,761.  Knockdown  barrel.  E.  C. 
Morris,  Hephzibah,  Ga. 

1,057,764.  Coffee  machine.  C.  Nelson, 
Brooklyn,  N.  Y. 


Organization  is  the  Only  Way. 

There  is  only  one  way  that  the  mer¬ 
chants  of  this  State  can  get  the  laws 
pased  which  they  need,  and  that  is  by 
organization. 

The  plan  which  is  being  carefully  ex¬ 
plained  to  all  organized  retail  grocers 
in  Pennsylvania  means  organization. 
There  are  less  than  2,000  rated  gro¬ 
cers  and  general  merchants  members 
of  the  Pennsylvania  Retail  Merchants’ 
Association,  and  there  should  be  at  least 
20,000.  If  every  merchant  will  get  busy 
on  the  Pennsylvania  Plan,  he  will  soon 
have  an  organization  consisting  of 
20,000.  If  you  want  your  city  to  have 
a  real  organization  and  would  like  to 
see  it  win  the  first  prize  of  $1,000,  stock 
and  push  the  goods  bf  the  following 
manufacturers:  Charles  W.  Young  & 
Co.,  soaps;  P.  F.  Brown  &  Co.,  butter 
and  eggs;  Franklin  Sugar  Refining  Co., 
package  sugar;  L.  H.  Parke  Co.,  teas, 
coffees  and  spices ;  Armour  &  Co., 
“Vcribest  Products”  canned  meats, 


soaps,  hams,  grape  juice,  bacon,  extra< 
of  beef,  lard,  crushed  fruits,  pork  an 
beans;  H.  O.  Wilbur  &  Son,  coco: 
confections,  chocolate;  Corn  Porducl 
Co.,  Karo  syrup  and  Kingsford  starcli 
Borden’s  Condensed  Milk  Co.,  cor 
densed  milk ;  Jas.  S.  Mason  &  Co.,  she 
polishes  and  white  dressing;  Pen 
Chemical  Works,  Banner  lye;  Freihofc 
Vienna  Baking  Co.,  macaroni,  spaghett 
pastels,  noodles ;  Angus  Watson  &  Cc 
Bouillon  Herringlets. — Adv. 


Have  You  a  Magazine  Department 

The  American  News  Co.,  of  Ne 
York  City,  have  a  very  attractive  proi 
ositon  for  dealers  who  will  start  to  se 
magazines.  They  show  you  how  to  se 
them  with  little  or  no  expense  to  star 
Magazines  pay  a  mighty  nice  profit  an 
they  really  sell  themselves.  If  you  vvi 
write  to  them  they  will  gladly  tell  yc 
all  about  their  plan. — Adv. 


WITHOUT 

Flolnliui’i  least 

Any  Grocery  Is  Incomplete 

As  soon  think  of  not  carrying 
flour,  sugar,  butter,  salt  or 
eggs,  as  to  omit  Fleischmann’s 
Yeast  from  your  stock.  Be¬ 
cause  whenever  Fleischmann’s 
Yeast  Is  used  three  or  more  of 
the  other  products  named  are 
used  too.  See  the  added  sales 
Fleischmann’s  Yeast  makes  ? 

THE  FLEISCHMANN  CO. 


ESTABLISHED  1808 


John  R.  McFetridge  &  Sons 

printers  artft  publishers 

Bine  Catalogue  and  Color  Work 

No.  927  Arch  Street,  Philadelphia 
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ILL  INTRODUCED  WHICH  WOULD 
COMPEL  FOOD  INSPECTORS 
TO  LEAVE  PART  OF  SAMPLE 
WITH  MERCHANT  FROM  WHOM 
TAKEN. 

(Continued  from  page  9.) 

derably  amended.  The  full  text 
f  the  bill  as  amended  is  as  fol- 
)\vs : — 

An  act  providing  for  the  regula¬ 
tion  of  the  manufacture  and  sale  of 
distilled  and  fermented  vinegars, 
prescribing  their  standards  to  pre¬ 
vent  the  adulteration  of  the  same, 
providing  for  the  enforcement 
thereof  and  punishment  for  the  vio¬ 
lation  of  the  same. 

Section  i.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  from 
and  after  the  passage  of  this  act, 
no  person,  firm  or  corporate  body 
shall  manufacture  for  sale,  offer  for 
sale  or  expose  for  sale,  sell  or  have 
in  his  or  her  or  their  possession 
with  intent  to  sell,  or  deliver  any 
vinegar  not  in  compliance  with  the 
provisions  of  this  act. 

Sec.  2.  The  word  “vinegar,”  as 
used  herein  is  limited  to  a  water 
solution  of  acetic  acid,  derived  by 
the  alcoholic  and  subsequent  acetous 
fermentation  of  fruits,  grain,  veg- 
tables,  sugar  or  syrups,  and  if  not 
distilled  must  carry  in  solution  the 
extractive  matter  derived  solely 
from  the  substances  indicated  on  the 
label  as  its  sources. 

Sec.  3.  No  vinegar  shall  be  sold 
or  exposed  for  sale  ay  apple  or 
cider  vinegar  which  is  not  the  legit¬ 
imate  product  of  pure  apple  juice. 
The  term  “cider  vinegar,”  as  used 
herein,  shall  be  construed  to  mean 
vinegar  derived  by  the  alcoholic 
and  subsequent  acetous  fermenta¬ 
tion  of  the  juice  of  clean,  sound 
apples,  the  acidity  solids  and  ash  of 
which  have  been  derived  exclusively 
from  apples  or  clean,  sound  evap¬ 
orated  apple  products,  and  which 
contains  not  less  than  4  per  centum, 
of  absolute  acetic  acid,  not  less  than 
1.50  grams  total  solids  per  100  cubic 
centimeters;  not  less  than  1.40 
grams  non-sugar  solids  per  100 
cubic  centimeters ;  not  less  than  .25 
grams  of  ash  per  100  cubic  centime¬ 
ters;  not  more  than  50  per  cent, 
of  sugars  in  solids ;  not  lesss  than 
10  milligrams  phosphoric  acid  sol¬ 
uble  in  water  in  100  cubic  centime¬ 
ters  of  the  vinegar ;  not  less  than  30 
cubic  centimeters  of  tenth  normal 
acid  required  for  neutralization  of 
the  akalinity  of  ash  of  100  cubic 
centimeters.  Cider  vinegar  which, 
during  the  course  of  manufacture, 
has  developed  in  excess  of  four  per 
centum  of  acetic  acid  may  be  re¬ 
duced  to  a  strength  of  not  less  than 
four  per  centum,  and  apple  or  cider 
vinegar  so  reduced  shall  not  be  re¬ 
garded  as  adulterated,  provided  it 
is  branded  “reduced  with  water.” 
Every  manufacturer  or  producer  of 
cider  vinegar  shall  plainly  brand  on 
the  head  of  the  cask,  barrel  or  keg, 
or  other  container  of  such  vinegar, 
his  name,  place  of  business  and  the 
words  “cider  vinegar,”  and  no  per¬ 
son  shall  mark  or  brand  as  cider 
vinegar  any  package  containing  that 
which  is  not  cider  vinegar.  Any 
vinegar  sold  or  offered  for  sale 
shall  be  marked  or  branded  plainly 
ufion  the  package  from  which  it  is 
sold  in  a  manner  to  show  its  true 
character  and  source. 

Sec.  4.  All  sugar  vinegar  sold  or 
exposed  for  sale  as  such  shall  be 
strictly  and  distinctly  fermented 
sucrose. 

Sec.  5.  No  vinegar  shall  be  sold 
or  exposed  for  sale  as  malt  vinegar 


EXTENSIVE 


ADVERTISING 

MARES 

Karo 

(RCG  U  S  PAT  Off  J 

EASY 


TO  SELL 


JIT  Every  grocer,  everywhere,  sells  KARO  because  our  advertising  reaches 
Til  everywhere  and  creates  demand  for  it.  And  everywhere  that  KARO 

sells  because  of  our  advertising  it  keeps  on  selling  because  of  its  quality, 

wholesomeness  and  purity.  We  have  more  than  tripled  its  sale  by 
teaching  people  to  use  it  in  cooking  and  home  candy  making  as  well  as 
on  the  table.  KARO  is  an  “all-year-round”  seller,  there’s  no  falling  off, 
no  letting  up,  a  steady  stream  of  sales  that  turn  profits  into  the  grocer’s 

cash  register.  The  way  to  get  your  share  of  these  profits  is  to  keep  KARO 

well  displayed  at  all  times,  because  we  have  made  the  KARO  can  so  well 
known  that  it  sells  on  sight. 


Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you 
more  profit  than  sugar. 


Corn  Products  Refining  Company 

New  York 


WHAT  TO  TELL  CUSTOMERS 

“  KARO  is  the  biggest  selling  syrup  we  handle  because  it 
satisfies  the  greatest  number  of  customers, 
cans  in  your  order.  I’m  sure  you’ll  like  it.” 


Let  me  put  a  few 


\rp\  ffisjPfJT  -W)  LSI 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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which  is  not  fermented  strictly  and 
distinctly  from  barley  malt. 

Sec.  6.  No  vinegar  shall  be  sold 
or  exposed  for  sale  in  which  for¬ 
eign  substances,  drugs  or  acids  shall 
have  been  introduced.  No  vinegar 
shall  contain  any  artificial  coloring 
matter,  and  all  vinegar  shall  have 
an  acidity  of  not  less  than  4  5-10 
per  centum  by  weight  of  absolute 
acetic  acid.  If  vinegar  contains  any 
artificial  matter  or  less  than  the  re¬ 
quired  amount  of  acidity  it  shall 
be  deemed  to  be  adulterated. 

Sec.  7.  All  vinegar  made  by  fer¬ 
mentation  and  oxidation,  without 
the  intervention  of  distillation,  shall 
be  branded  “fermented”  vinegar, 
with  the  name  of  the  fruit  or  sub¬ 
stance  from  which  such  vinegar  has 
been  made. 

Sec.  8.  All  vinegar  made  by  ace¬ 
tous  fermentation  of  dilute  distilled 
alcohol  shall  be  branded  “distilled” 
vinegar. 

Sec.  9.  Every  person,  firm  or 
corporate  body  who  shall  violate 
any  of  the  provisions  of  this  act 
shall,  for  every  such  offense,  for¬ 
feit  and  pay  not  less  than  $50  nor 
more  than  $100,  which  shall  be  re¬ 
coverable  with  costs,  including  ex¬ 
pense  of  inspection  and  analysis  by 
any  person  suing  in  the  name  of  the 
Commonwealth,  as  debts  of  like 
amount  are  by  law  recoverable. 
Provided,  That  the  Department  of 
Agriculture,  through  its  officer 
known  as  the  Dairy  and  Food  Com¬ 
missioner,  together  with  deputies, 
agents  and  assistants,  shall  be 
charged  with  the  enforcement  of 
this  act  and  shall  have  full  .access 
to  all  places  of  business,  factories, 
mills,  buildings,  carriages,  cars, 
vessels,  barrels,  tanks  and  packages 
of  whatever  kind  used  in  the  man¬ 
ufacture  and  transportation  and 
sale  of  any  vinegar  or  of  any  adul¬ 
teration  or  imitation  thereof,  or  any 
package  in  which  vinegar  is  mixed 
with  articles  of  food.  They  shall 
also  have  power  and  authority  to 
open  any  package,  barrel  or  vessel 
containing  any  vinegar  or  any  adul¬ 
teration  or  imitation  thereof  which 
may  be  manufactured,  sold  or  ex¬ 
posed  for  sale,  and  they  shall  have 
full  power  and  authority  to  take  the 
samples  therefrom  for  analysis 
upon  tendering  the  value  of  said 
samples.  And  all  charges,  accounts 
and  expenses  of  the  Department  for 
the  enforcement  of  this  act  through 
the  said  Commissioner  and  his  dep¬ 
uties,  agents,  assistants,  chemists 
and  counsel  employed  by  him  in  car¬ 
rying  out  the  provisions  of  this  act, 
shall  be  paid  by  the  Treasurer  of 
the  State  in  the  same  manner  as 
other  accounts  and  expenses  of  the 
said  Department  are  paid.  And  all 
penalties  and  costs  for  the  violation 
of  the  provisions  of  this  act  shall 
be  paid  to  the  said  Dairy  and  Food 
Commissioner  or  his  agents  and  by 
■him  immediately  recovered  into  the 
State  Treasury,  to  be  kept  as  a 
fund  for  the  use  of  the  Depart¬ 
ment  and  to  be  drawn  out  upon  the 
warrant  signed  by  the  Secretary  of 
Agriculture  and  the  Auditor-Gen¬ 
eral. 

Sec.  10.  Every  person  who  vio¬ 
lates  any  of  the  provisions  of  this 
act  shall  be  deemed  guilty  of  a  mis¬ 
demeanor,  and  upon  conviction 
thereof  shall  be  punished  by  a  fine 
of  not  less  than  $10  nor  more  than 
$100,  and  a  fine  of  $100  for  every 
subsequent  offense.  Provided,  That 
all  fines  and  costs,  including  the 
expense  of  inspection  and  analysis, 
imposed  under  this  section,  shall  be 
covered  into  the  State  Treasury,  as 
provided  by  Section  9  of  this  act, 
and  all  vinegar  sold  or  offered  for 
sale  in  violation  of  the  provisions 
of  this  act  shall  be  subject  to  for¬ 
feiture  and  spoliation. 

Sec.  ix.  Magistrates  and  justices 
of  the  peace  throughout  this  Com¬ 


monwealth  shall  have  jurisdiction  to 
hear  and  determine  actions  arising 
for  violations  of  the  provisions  of 
this  act  and  to  hold  for  court  or 
impose  the  penalties  provided  here¬ 
in,  subject  to  appeal,  as  the  law 
shall  direct. 

Sec.  12.  All  acts  or  parts  of  acts 
inconsistent  with  the  provisions  of 
this  act  are  hereby  repealed. 

An  important  trade  bill  which 
has  attracted  very  little  attention  is 
an  amendment  to  the  bulk  sales 
law.  It  is  House  bill  No.  1,208, 
and  has  passed  second  reading  in 
the  House.  The  text  of  the  bill  is 
as  follows : — 

AN  ACT 

Relative  to  the  sale  or  pledge  in 
bulk  of  the  whole  or  a  large  part 
of  a  stock  of  merchandise  and  fix¬ 
tures  or  merchandise  or  fixtures 
not  in  the  ordinary  course  of 
business,  providing  certain  re¬ 
quirements  therefor,  imposing  cer¬ 
tain  duties  upon  the  seller  and  the 
buyer,  upon  the  seller  or  pledgor, 
and  the  buyer  and  pledgee,  mak¬ 
ing  their  violation  a  misdemeanor 
and  providing  penalties  therefor. 
Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  to  sell  or  pledge  in 


bulk  the  whole  or  a  large  part  of  a 
stock  of  merchandise  and  fixtures, 
or  merchandise  or  fixtures  other 
than  in  the  ordinary  course  of  trade, 
and  in  the  regular  and  usual  course 
of  the  seller’s  business,  unless  the 
seller  or  pledgor  shall  first  make 
and  deliver  to  the  purchaser  or 
pledgee  a  full  and  complete  inven¬ 
tory  of  the  merchandise  so  proposed 
to  be  sold  or  pledged,  in  which  in¬ 
ventory  the  values  shall  be  set  out 
at  the  ruling  wholesale  price  and 
shall  further  make  a  true  and  cor¬ 
rect  schedule  of  all  persons  to 
whom  the  seller  or  pledgor  is  in¬ 
debted,  stating  therein  the  busi¬ 
ness  address  of  each  of  said  cred¬ 
itors  and  the  amount  owing  to  each 
of  them,  to  which  inventory  and 
schedule  shall  be  attached  the  affi¬ 
davit  of  the  seller  or  pledgor  that 
the  same  is  true  and  correct.  The 
purchaser  or  pledgee  and  the  sell¬ 
er  or  pledgor  shall  join  in  giving 
written  notice  of  the  proposed  sale 
or  pledge  to  each  of  the  creditors 
named  in  such  schedule  at  least  ten 
days  before  such  sale  or  pledge 
shall  be  consummated  and  before 
the  purchaser  or  pledgee  takes  pos- 
•  session  of  the  merchandise  or 
fixtures  proposed  to  be  sold  or 
pledged.  Such  notice  may  be  de¬ 
livered  in  person  to  the  creditors  or 
transmitted  to  them  by  registered 
letter,  postage  prepaid,  addressed 
according  to  the  schedule  furnished. 
Such  notice  shall  state  the  aggregate 
value  of  the  merchandise  proposed 
to  be  sold  or  pledged,  as  shown  by 
the  said  inventory,  the  considera¬ 
tion  to  be  paid  therefor  or  the 


Government  Says  it  is  Against  All  Plans 
to  Fix  Resale  Prices  Whether  Article 
is  Patented  or  Not 


Chief  of  Department  of  Justice  Writes  Clabaugh,  Who  Brought 
the  Kellogg  Case,  that  it  Holds  All  Such  Efforts  in  Violation 
of  Law.  Kellogg  Case  is  to  be  Pressed  to  Hearing. 


Naturally  everybody  in  the  trade 
is  interested  in  the  attitude  of  the 
United  States  Government  toward 
plans  which  are  being  and  which 
might  be  put  forth  to  fix  and  limit 
selling  prices.  Not  long  ago  C.  M. 
Wessels,  of  the  C.  M.  Wessels  Co., 
advertising  representatives  of  the 
Grocery  and  Allied  Trade  Press, 
wrote  Hinton  G.  Clabaugh,  former 
wholesale  grocer,  and  now  a  spe¬ 
cial  investigator  for  the  United 
States  Government  for  all  official 
information  on  the  subject  which 
could  be  given.  Mr.  Clabaugh  in¬ 
cidentally,  was  the  prime  mover  in 
the  case  now  pending  against  the 
Kellogg  Co.  and  he  had  also 
worked  up  a  similar  case  against 
Procter  &  Gamble,  which  has  prob¬ 
ably  been  abandoned  in  view  of  the 
latter  company’s  throwing  over  its 
limited  price  plan  and  its  plan  of 
selling  through  jobbers. 

Mr.  Clabaugh  replied  in  the  fol¬ 
lowing  letter: — 


Dear  Sir: — Referring  to  your  re¬ 
cent  request  for  some  kind  of  an 
official  expression  which  might  give 
the  various  factors  in  the  trade 
some  definite  light  on  the  Govern¬ 
ment’s  attitude  toward  fixed,  lim¬ 
ited  or  suggested  resale  price  plans, 
I  beg  to  invite  your  attention  to  the 
following  excerpt  from  a  letter 
dated  Washington,  March  24th,  and 
signed  A.  Bruce  Bielaski,  Chief,  of 
this  Bureau : — ■ 

“Your  letter  of  the  18th  inst., 
stating  that  you  are  receiving  many 
communications  from  manufactur¬ 
ers,  wholesalers  and  retailers  ask¬ 
ing  for  information  as  to  the  atti¬ 
tude  of  the  Department  with  refer¬ 
ence  to  resale  prices,  has  been  re¬ 
ceived.  In  reply  thereto,  you  are 
advised  theat  it  will  be  proper  for 
you  to  answer  inquiries  of  this 
character,  stating  that  it  is  the  view 
of  the  Government  that  the  fixing 
of  resale  prices  by  manufacturers 
upon  any  article  when  sold,  whether 
such  articles  are  patented  or  not,  is 
in  violation  of  law;  that  the  Kellogg 
case  will  be  pressed  to  a  final  de¬ 
termination  as  rapidly  as  possible, 
and  that  if  the  Government’s  con¬ 
tentions  are  sustained  by  the  courts, 
the  principle  will  be  strictly  en¬ 
forced.” 

The  foregoing  is  self-explanatory. 

Very  truly  yours, 

Hinton  G.  Clabaugh, 
Special  Agent,  Department  of  Jus¬ 
tice. 


amount  to  be  loaned  thereon,  and 
the  time  and  manner  of  making 
such  payment. 

Sec.  2.  Should  said  seller  or 
pledgor  fail  to  make  such  inven¬ 
tory  of  such  merchandise  or  fix¬ 
tures,  or  should  such  inventory  of 
such  merchandise  or  fixtures  fail  to 
state  the  true  value  of  said  mer¬ 
chandise  and  fixtures,  as  above  re¬ 
quired,  or  should  said  seller  or 
pledgor  fail  to  make  such  true 
schedule  of  creditors  as  herein  pro¬ 
vided,  and  the  purchaser  or  pledgee 
shall  have  knowledge  of  the  fact, 
or  in  the  event  the  seller  or  plegor 
shall  assert  that  there  are  no  debts 
against  him  and  the  purchaser  or 
pledgee  shall  fail  to  require  the  affi¬ 
davit  above  mention,  or  should  the 
seller  or  pledgor  and  the  purchaser 
or  pledgee  fail  to  give  each  of  said 
creditors  named  in  such  schedule 
the  notice  above  required,  in  the 
manner  above  required,  or  should 
such  notice  not  correctly  state  the 
amount  of  such  merchandise  pro¬ 
posed  to  be  sold  or  pledged  and  the 
consideration  to  be  paid  therefor  or 
the  amount  to  be  loaned  thereon 
and  the  time  and  manner  of  making 
the  same,  then  in  either  of  such 
events  such  sale  or  pledge  shall  be 
deemed  fraudulent  and  voidable  as 
against  the  creditors  of  the  seller 
or  pledgor,  and  the  purchaser  or 
pledgee  shall  be  liable  to  the  extent 
of  the  value  of  the  merchandise  so 
received  by  him,  and  shall,  upon  ap¬ 
plication  of  any  of  the  creditors  of 
the  seller  or  pledgor,  become  re¬ 
ceiver  and  be  held  accountable  to 
such  creditors.  Provided,  however, 
that  no  proceedings  at  law  or  equity  , 
shall  be  brought  against  the  pur¬ 
chaser  or  pledgee  to  invalidate  any 
such  sale  or  pledge  after  the  expira¬ 
tion  of  ninety  days  from  the  con¬ 
summation  thereof. 

Sec.  3.  Any  person  violating  any 
of  the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  shall, 
upon  conviction  thereof,  be  sen¬ 
tenced  to  pay  a  fine  not  exceeding 
$1,000,  or  to  undergo  imprisonment 
not  exceeding  one  year,  or  both,  at 
the  discretion  of  the  court. 

Sec.  4.  Nothing  contained  in  this 
act  shall  prevent  voluntary  assign¬ 
ments  for  the  benefit  of  creditors  or 
sales  under  order  of  court  or  by 
executors,  administrators,  receivers, 
or  any  public  officer  in  his  official 
capacity,  or  by  any  officer  of  a 
court. 

Sec.  5.  All  acts  or  parts  of  acts 
inconsistent  herewith  are  hereby  re¬ 
pealed. 

This  bill  is  really  not  an  amend¬ 
ment  at  all ;  it  will  entirely  super¬ 
sede  the  old  bulk  sales  law  of  1905 
if  it  passes.  The  new  bill  places 
much  more  elaborate  restrictions 
about  the  sale  of  stock  and  fixtures 
in  bulk  than  the  old  law  did. 

R.  C. 
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PUSH  YOUR  OWN  BRAND  OF 


Peanut  Butter 


We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers;  also  Mason  jars, 
cans  or  pails. 


Ipham,  Miller  Co.  § 


NEW  YORK 


* 


Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America, 


* 


*x*x*x*x#x*x*x*x*x*x*x*x*x 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


25 


The  Pre-  convinced  Buyer 
is  a  Quick  Buyer 

THE  merchant  and  the 
salesmen  who  recognize 
this  fact  and  take  advantage 
of  it  are  bound  to  push  ahead 
of  the  dealer  who  assumes 

the  task  of  educating,  convincing,  and 
selling  each  customer. 

The  store  selling  advertised  goods  is 
the  store  sought  by  the  pre-convinced 
buyer.  Such  purchasers  know  what  they 
want,  and  it  requires  no  educational  argu¬ 
ment  to  sell  them  advertised  goods  —  the 
chances  are  that  they  are  as  well  posted 
on  the  merits  of  the  goods  as  the  mer¬ 
chant  or  clerk  selling  them  —  and  all 
through  advertising. 

National  Biscuit  Company  products 
are  the  standard  of  the  country  in  qual¬ 
ity.  They  are  nationally  known  because 
they  have  been  nationally  advertised  for 
years.  Buyers  are  pre-convinced  in  regard 
to  N.  B.  C.  products.  It  takes  neither 
argument  nor  effort  to  sell  them. 

NATIONAL  BISCUIT 
COMPANY 


liii  ®  ® 


Selling  Talks  With  Clerks 

'  BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


The  C.  0.  D.’S. — A  good  rule  is 
take  it  for  granted  after  taking 
i  order  that  it  is  to  be  paid  for 
dess  you  know  the  party  has  an 
count.  In  such  case  always  fig- 
■e  up  your  bill,  giving  the  cus- 
mer  the  amount. 

Discourage  C.  O.  D.’S  especially 
>r  the  Friday  and  Saturday  deliv- 
ies.  But  you  ought  to  do  it  in 
ich  a  manner  that  no  offense  nor 
convenience  will  be  given  the 
iver. 

*  *  * 

Handling  Complaints.— “One  of 
ie  cans  of  salmon  you  sent  me 
as  unfit  for  use — we  threw  it 
it.”  That’s  an  example  of  the 
^erage  complaint.  Now  we’ll  take 
for  granted  that  this  is  a  steady 
istomer  and  one -on  whose  word 
du  can  rely.  If  you  have  the  au- 
lority  to  make  this  can  of  salmon 
ood  you  will  first  of  all  thank  her 
)r  telling  you  about  it,  then  you 
ill  say  that  our  merchandise  guar- 
ntee  insures  her  against  the  loss, 
nt  the  rule  of  the  packers  is  that 
e  are  to  return  all  spoiled  goods 
nd  that  in  future  if  she  has  any 
uch  experience  to  kindly  notify  us 
nd  we  will  send  for  the  article. 

If  you  have  such  an  experience 
dth  a  party  whose  sincerity  you 
oubt,  the  matter  should  be  turned 
ver  to  some  one  in  higher  author- 
:y.  In  the  former  case  you  put 
lie  party  on  her  honor,  in  the  lat¬ 
er  you  perform  your  duty  correctly 
y  submitting  it  to  strict  investiga- 
ion. 

*  *  * 

Being  Moody  Is  Bad. — The  spirit 
if  cheerfulness  is  all  important.  It 
hows  your  work  is  harmonious, 
t  shows  agreeable  surroundings, 
tnd  as  a  matter  of  fact  it  really 
hows  confidence  in  the  goods  you 
lave  to  sell.  Cheerfulness  attracts, 
t  puts  a  customer  in  buying  humor 
vhether  you  realize  it  or  not.  Back 
>f  the  counter  is  no  place  to  air 
,’our  moods.  It’s  unfair  to  three 
Deople — the  proprietor,  the  cus- 
:omer  and  yourself. 

Often  women  themselves  come 
nto  your  store  depressed — come 


sometimes  for  little  nothings.  If 
this  state  of  feeling  is  met  there'll 
be  no  business  done,  but  where  the 
salesman  has  hope  and  joy  in  his 
face,  and  where  it  radiates  “wel¬ 
come”  and  sunshine,  that  woman  is 
very  apt  to  loosen  up  when  you  be¬ 
gin  to  talk  your  canned  goods  or 
your  specials. 

*  *  * 

The  Telephone  End. — A  ’phone 
order  is  a  confidence  order  and 
should  be  carefully  looked  after. 
When  a  woman  tells  you  over  the 
’phone  that  she  wants  a  head  of  let¬ 
tuce  with  a  heart  in  it  and  a  slice 
of  ham  with  a  good  deal  of  fat,  and 
you  send  her  a  leafy  head  of  lettuce 
and  a  lean  slice  of  ham,  you  have 
no  right  to  look  for  another  ’phone 
order  from  that  woman.  Con¬ 
fidence  is  gone.  We  didn’t  have  a 
head  of  heart  lettuce  nor  we  didn’t 
have  any  fat  ham.  What’s  a  man 
going  to  do  in  a  case  like  this? 

Why  in  this  instance  the  party 
should  have  been  called  up  and  the 
matter  explained.  Indeed  in  every 
instance  where  goods  as  ordered 
are  not  available  notification  should 
be  made.  ’Phone  orders  are  the 
simplest  to  take  care  of  because  in 
a  minute  you  can  substitute  or  cross 
by  calling  the  customer.  And  this 
end  of  the  business  practically 
knows  no  limit  if  the  salesman 
knows  his  business  and  lives  up  to 
his  knowledge. 

*  *  * 

Concerning  “Town”  Customers. — 

When  a  salesman  who  is  city  bred 
and  city  trained  takes  a  job  in  a 
good  thriving  country  town  he  is 
up  against  many  things  that  are 
jarring.  He  has  to  contend  with 
the  visiting  habit — the  hat  wearing 
habit.  The  slow  movement  habit 
and  the  habit  of  indifference  to  de¬ 
tail.  He’ll  find  his  associates  good 
natured,  obliging  fellows,  but  very 
reluctant  to  conform  to  his  ideas 
of  doing  things.  By  using  tact  and 
by  abiding  by  trained  methods  a 
city  clerk  can  accomplish  wonders 
in  a  town  store,  but  he  can  never 
do  it  by  ridiculing  the  condition  as 
he  finds  them. 


One  of  the  first  things  he  has 
to  learn  is  to  “make  a  lot”  of  the 
customer.  She  doesn’t  stand  for 
any  quick  dispatch  business.  Fam¬ 
ily  and  church  and  general  social 
affairs  are  likely  to  be  interspersed 
with  the  order.  And  the  chickens 
aren’t  left  out  either.  Along  with 
your  good  salesmanship  you  have 
to  become  a  good  listener,  and  over 
and  above  this  you  have  to  “make 
a  lot  of  her”  as  an  old  and  valued 
customer. 

Sausage  Hearing  Will  Not  Change 
Ruling. 

Representatives  of  meat  packers 
were  granted  a  hearing  by  the  De¬ 
partment  of  Agriculture  during 
the  week  on  the  question  of  limit¬ 
ing  the  amount  of  cereals  that  may 
be  included  in  sausage.  The  hear- 
ing  grew  out  of  a  dispute  over  the 
reasonableness  of  a-  recent  order  of 
the  Department  which  limited  the 
amount  of  cereals  that  may  be  used 
in  sausage  to  2  per  cent.  The  in¬ 


spection  service  has  reported  to  the 
Department  that  packers  were  in¬ 
cluding  an  unprecedented  amount 
of  water  and  cornmeal  in  their 
sausage,  and  that  a  proper  limit 
should  be  placed  on  these  foreign 
elements.  About  twenty  packers 
were  represented,  as  was  the 
American  Meat  Packers’  Associ¬ 
ation.  The  hearing  was  conducted 
before  Secretary  of  Agriculture 
Houston,  Assistant  Secretary  Gal¬ 
loway,  Dr.  Dorsett,  of  the  Bureau 
of  Animal  Industry;  Dr.  Pfister, 
Mr.  Steadman  and  a  number  of 
other  officials  of  the  Department. 
The  substance  of  the  testimony  of 
the  packers  was  that  the  use  of 
cereals  and  water  is  necessary  in 
making  sausage,  in  order  to  make 
a  product  uniform  and  of  such  a 
nature  that  it  will  stand  the  varying 
degrees  of  temperature  through 
which  the  product  has  to  be 
shipped.  It  was  believed  that  the 
limitation  to  2  per  cent,  would  re¬ 
sult  in  a  hardship  to  the  packers. 
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W*  would  bs  pleased  to  hart  for  pablicatloa  la  this  columa  the  ideas  of  ear  readers  apoa  trade  topic* 
k  baiaf  aaderstood  that  wo  do  aot  hold  ouroeWes  respoasible  for  aay  view*  expressed  thereia.  All  com¬ 
munications  mast  b*  accompaaied  by  the  writer's  asms  and  address  as  aa  evidence  of  rood  faith,  bat  aot 
aecoasaiily  for  publicadoa.  All  laqulrles  withia  oar  power  ta  answer  will  also  be  noticed  la  this  department. 


A  Bill  to  Prevent  Grocers  From 
Selling  Drugs. 

Mount  Carmel,  Pa., 

April  i,  1913. 

To  the  Editor. 

Dear  Sir: — Would  you  please 
inform  us  if  there  is  a  bill  before 
the  Legislature  pertaining  to  gro¬ 
cers  not  being  allowed  to  sell 
drugs,  cough  remedies,  family  med¬ 
icines,  etc.,  and  if  so  would  you 
please  give  11s  the  substance  of 
same? 

Respectfully, 

Mount  Drug  Co. 

There  is  no  such  bill  before  the 
Pennsylvania  Legislature,  and  it 
cannot  now  be  introduced  in  the 
House,  though  it  is  not  too  late  to 
introduce  it  in  the  Senate. 

*  *  * 

An  Interesting  Story. 

- ,  Pa.,  March  31,  1913. 

To  the  Editor. 

Dear  Sir : — In  reply  to  yours  of 
the  22d,  addressed  to  the  writer, 
and  asking:  “What  is  the  long 
story  back  of  the  ‘Globe’  article?” 
would  say  that  the  story  is  more  or 
less  in  the  way  of  gossip,  a  portion 
only  of  which  has  been  authenti¬ 
cated.  I  did  not  mean  that  there 
was  now  so  much  to  tell,  but  that 
it  went  back  a  long  ways,  and  had 
many  ramifications. 

This  man  McCann,  having  ap¬ 
parently  done  all  the  good,  or  harm 
that  he  could  for  Francis  H.  Leg¬ 
gett  &  Co.,  New  York  wholesale 
grocers,  in  the  capacity,  openly,  of 
advertising  agent,  concluded,  so  the 
story  goes,  that  it  would  be  wise 
for  him,  seemingly,  to  separate 
himself  from  the  Leggett  outfit  and 
associate  with  some  publication, 
namely  the  “Globe.” 

Now,  the  story  goes,  that  the 
Leggett  people  bought  the  amount 
of  space  that  the  “Globe”  has  been 
using  for,  or  devoting  to  McCann’s 
articles,  for  the  purpose  of  advo¬ 
cating  such  items  as  they  wished 
to  particularly  prominentize. 
Among  those  items  were :  Barba- 
does  molasses,  natural  brown  rice, 
whole  wheat  meal,  cut  oatmeal, 
water  ground  cornmeal,  whole 
wheat  breakfast  foods,  and  some 
other  items,  and  coincidentally  with 
the  work  McCann  has  been  doing 
in  the  “Globe,”  the  Leggett  people 
have  been  endeavoring  to  introduce 
their  goods  to  the  trade,  when 
then  to  inquirers  of  the  “Globe,” 


as  to  where  these  items  could  be 
found,  they  will  send  a  list  of  the 
dealers,  which  list  will  be  furnished 
by  the  Leggett  outfit. 

We  have  in  our  possession  a 
postal  card  written  to  a  lady,  who 
innocently  wrote  the  “Globe,”  ask¬ 
ing  for  such  information  (assum¬ 
ing  that  their  advertising  and  talk 
was  legitimate),  upon  which  postal 
the  “Globe”  says:  “Answering  your 
recent  inquiry,  we  are  preparing  a 
list  of  the  grocers  who  will  be 
willing  to  supply  (and  then  follows 
a  list  of  the  items  regarding  which 
McCann  has  been  talking).” 

Coincident  also  with  this,  the 
Leggett  people  alone  have  been  ad¬ 
vertising  specially  in  the  “Globe” 
these  particular  items. 

We  understand  that  the  same  ad¬ 
vertising  agency  that  prepared  this 
matter  has  also  been  preparing  ad¬ 
vertising  along  similar  lines  for 
certain  other  concerns.  Whether 
this'  latter  is  correct  or  not  we  can¬ 
not  say. 

We  believe  that  upon  investiga¬ 
tion  you  will  find  that  that  which 
we  have  stated  above  as  in  the  na¬ 
ture  “gossip”  contains  more  or  less 
of  truth. 

Very  truly  yours, 

This  letter  is  apropos  of  the  arti¬ 
cles  that  have  been  appearing  re¬ 
cently  in  the  New  York  “Globe” 
over  the  signature  of  Alfred  Mc¬ 
Cann,  former  advertising  manager 
for  Leggett  &  Co.  The  articles  in 
question  are  typical  sensational  im¬ 
pure  food  scares,  and  have  made 
some  exceedingly  unfair  statements 
about  certain  well  known  proprie¬ 
tary  food  products,  some  of  which 
it  has  mentioned  by  name.  Some¬ 
time  ago  McCann  left  Leggett  & 
Co.  and  joined  the  “Globe”  as  spe¬ 
cial  writer.  The  above  statements, 
if  true,  do  not  redound  to  the  credit 
of  the  enterprise.  The  letter  is 
written  by  one  of  the  largest  food 
manufacturing  concerns  in  the 
country. 

^ 

A  Comment. 

Pittsburgh,  Pa.,  April  1,  1913. 
To  the  Editor. 

Dear  Sir: — Two  matters  I  would 
like  to  comment  upon  in  this 
week’s  “Grocery  World  and  Gen¬ 
eral  Merchant.”  Your  first  edi¬ 


torial,  “Trade  Convention  Papers.” 
There  is  a  world  of  truth  in  that 
comment  and  I  join  you  in  the  wish 
that  the  15-minute  policy  could  be 
spread  widely. 

The  other  article,  about  fraudu¬ 
lent  advertising.  The  Pittsburgh 
Publicity  Association  fostered  the 
new  Pennsylvania  law  and  worked 
hard  for  it.  Particular  credit  is 
due  Mr.  George  Levy,  editor  of  the 
“Spectator,”  who  gave  much  of  his 
good  time  to  be  in  Harrisburg  and 
got  this  bill  through  in  record  time. 

This  article  in  the  “Grocery 
World  and  General  Merchant”  I 
have  sent  to  Mr.  Prentiss,  chair¬ 
man  of  the  Legislative  Committee, 
and  we  are  hoping  that  other 
papers  will  make  comment  such  as 
you  have. 

But  we  have  a  problem  on  our 
hands  right  now  with  the  thou¬ 
sands  of  dollars  of  offensive  adver¬ 
tising  which  the  local  newspapers 
are  carrying. 

Wm.  Duff, 

P.  Duff  &  Sons. 

* *  *  * 

Makers  of  Ready-made  Signs. 

Plainfield,  N.  J.,  March  31,  1913. 
To  the  Editor. 

Dear  Sir: — Would  you  please 
favor  us  with  the  address  of  a  firm 
selling  ready-made  signs  for  win¬ 
dows.  We  think  there  is  a  firm  in 
Philadelphia  that  make  these  ready¬ 
made  signs. 

Thanking  you  for  your  trouble, 
we  remain, 

Yours  truly, 

T.  Callahan. 

Grocers’  Printing  Co.,  33  North 
Second  street,  Philadelphia. 

*  *  * 

The  Best  Electric  Coffee  Mills. 

Manheim,  Pa.,  April  1,  1913. 
To  the  Editor. 

Dear  Sir : — What  do  you  con¬ 
sider  the  four  best  electric  coffee 
mills  on  the  market?  I  want  to  get 
the  catalogues  and  prices  of  the 
leading  manufacturers  and  compare 
same  before  buying. 

Thanking  you  in  advance  for 
your  consideration,  I  remain, 
Yours  truly, 

H.  D.  Leman. 

Plenry  Troenmer,  91 1  Arch 
street,  Philadelphia;  A.  J.  Deer  & 
Co.,  Hornell,  N.  Y. ;  Enterprise 
Mfg.  Co.,  Philadelphia;  Hobart 
Electric  Mfg.  Co.,  Troy,  Ohio. 

*  *  * 

Short  Weight  Sash  Cord. 

Boston,  Mass., 

March  28,  1913. 

To  the  Editor. 

Dear  Sir : — One  of  our  friends, 
handling  large  quantities  of  sash 
cord,  was  induced  to  weigh  and 
measure  a  recent  purchase  and 
found  No.  7  to  measure  92  feet  to 
the  hank  or  1,104  feet  to  the  dozen, 
and  this  weighed  23^  pounds, 
which  at  25  cents  per  pound  cost 


him  $5.94  for  the  1,104  feet,  which 
means  that  1,200  feet  would  have 
cost  $6.46. 

No.  7  sash  cord,  standard  qual¬ 
ity,  23  pounds  to  the  dozen  at  25 
cents  per  pound,  1,200  feet  to  the 
dozen,  would  only  cost  $5.75. 

He  is  now  convinced  he  must  buy 
the  over  size  or  loaded  cord  in  92 
feet  hanks,  weighing  23^  pounds 
to  1,104  feet  at  22.3  cents  per 
pound  to  equal  standard  cord,  guar¬ 
anteed  1,200  feet  to  the  dozen, 
weighing  23  pounds,  at  25  cents  per 
pound. 

Is  not  12  per  cent,  a  heavy  pen¬ 
alty  to  pay? 

Yours  very  truly, 

Silver  Lake  Co., 
Henry  T.  Wellington,  Treas. 


Sears,  Roebuck  &  Co.  Say  They  Can’t 

Ship  Groceries  by  Parcels  Post. 

At  least  the  grocers  are  safe 
from  mail-order  competition,  except 
where  shipments  are  ordered  by 
freight,  thanks  to  the  zone  system 
of  parcel  post.  It  is  too  expensive 
for  the  “catalogue”  houses  to  try. 
Sears,  Roebuck  &  Co.,  say  so  in 
these  words  in  their  latest  cata¬ 
logue  :  As  we  receive  a  number  of 
requests  to  have  groceries  shipped 
by  parcel  post,  we  wish  to  advise 
our  customers  in  their  own  inter¬ 
ests  that  freight  shipments  are  the 
most  economical  for  groceries  and 
that  parcel  post  shipments  are,  as  a 
rule,  unprofitable.  While  parcel 
post  is  a  convenient,  quick  and  eco¬ 
nomical  method  of  shipment  for  a 
large  number  of  articles  offered  in 
our  big  general  catalogue,  this  does 
not  apply  to  groceries.  When  you 
consider  the  weight  and  the  price 
of  groceries,  you  will  find  that  the 
postage  required  often  amounts  to 
as  much  or  more  than  the  price  of 
the  goods.  We  have,  therefore, 
thought  it  unnecessary,  as  a  rule, 
to  quote  shipping  weights  on  gro¬ 
ceries.  Here  is  a  comparison  of 
transportation  cost  on  groceries:  If 
you  were  to  have  nine  11-pound 
packages  shipped  300  miles  from 
Chicago  by  parcel  post  the  total 
cost  would  be  $5.13.  The  same 
number  of  pounds  shipped  by 
freight  in  one  package  would  cost 
47  cents,  or  by  express,  $1.50. 
Keep  in  mind  that  if  you  have  a 
small  order  which  you  wish  shipped 
by  freight,  you  can  have  a  friend 
or  two  send  their  orders  along  with 
yours  in  your  name  and  have  it  all 
come  in  one  package.  Usually  100 
pounds  cost  no  more  than  20  to  30 
pounds  by  freight.  You  will  find 
it  greatly  to  your  advantage  to 
combine  small  orders  with  those  of 
your  friends. 
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Preserve  Purity 
Increase  Profit 


To  pack,  store  and  deliver  such  a  sensitive  article  as  flour 
in  porous  cotton  bags  which  do  not  protect  it  from  dirt, 
dampness  or  odors  is  a  crime  against  food  purity.  Adams 
“Never-Burst”  Paper  Flour  Sacks  are  the  only  right  package 
for  flour  because  they  are  dust  proof,  damp  proof  and  odor 
proof.  They  also  prevent  loss  (as  the  flour  cannot  sift  out 
through  their  sides)  and  so  insure  full  weight ,  another  advantage 
to  your  customers,  as  well  as  a  satisfaction  to  you. 


It  costs  your  miller  less  to  pack  his  flour  in  Adams 
“Never-Burst”  Paper  Flour  Sacks  than  in  cotton  bags  ;  that 
means  he  can  sell  it  to  you  cheaper  and  so  you  make  more  profit  on 
it.  Keep  this  hint  in  mind  and  order  flour  in  quarters,  eighths 
and  smaller  sizes  in  Adams  “Never-Burst”  Paper  Flour  Sacks; 
you  can  get  any  standard  grade  of  flour  in  this  package  and 
make  an  increased  profit  on  your  entire  flour  trade  if  you  take 
advantage  of  it. 

“Never-Burst”  Paper  is  a  combination  of  New  Manilla  Hemp 
stock  with  used  rope  stock  in  the  right  scientific  proportions  to 
assure  the  greatest  tensile  strength  without  affecting  the 
pliability  of  the  paper. 


MADE  ONLY  BY 

Tfie  Adams  Bag  Co 

CLEVELAND,  OHIO. 
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I’ve  made  a  big  discovery,  and 
while  I  ought  to  make  big  money 
out  of  it,  I’m  going  to  hand  it  to 
you  without  money  and  without 
price.  All  I  ask  is  that  everybody 
names  his  next  baby  after  me. 

I’ve  found  out  that  the  reason 
why  a  whole  heap  of  you  fellows 
don’t  make  more  money  out  of  your 
ads  is  that  the  ads  are  no  good. 

I  admit  that  now  that  I’ve  wrote 
the  thing  down  it  seems  about  as 
sensational  as  it  would  to  tell  you 
that  I’ve  found  it  was  warmer  in 
summer  than  it  was  in  winter,  but 
all  the  same,  it’s  a  big  discovery. 
Stop  that  cackling!  I  want  you 
fellows  to  understand  that  any  dis¬ 
covery  I  make  is  big.  Well,  I’ll 
take  your  apology  this  time,  but 
don’t  let  it  happen  again. 

The  way  I  happened  to  stumble 
on  this  thing  was  this :  I  had  a  talk 
with  one  of  my  customers  who  has 
been  burning  up  his  money  on  ad¬ 
vertising  for  ten  years.  He  has  a 
store  in  a  New  Jersey  town — little 
city,  though,  I  believe  it  is — of 
about  8,000  people.  They  have  a 
little  daily  paper  that  I  would  call 
a  weakly  daily — get  that? — weekly 
— weakly — see?  Some  clevah,  eh, 
what? 

Still,  a  lot  of  the  people  in  the 
place  read  it,  and  it  carries  most  of 
the  business  men’s  ads.  Whether 


Here’s  Another  Big  Discovery. 

it’s  good  or  not,  it’s  about  the  only 
newspaper  that  my  friend  could  ad¬ 
vertise  in  to  get  any  business. 

“I’m  just  making  up  my  mind 
whether  to  sign  this  up  again  or 
not,”  he  said  to  me  after  I  had  his 
order  for  my  indispensable  and 
justly  celebrated  goods. 

Then  he  told  me  it  was  his  yearly 
advertising  contract  that  had  just 
expired. 

“I’ve  just  been  looking  up,”  he 
said,  “and  if  I  sign  this  it  will  be 
the  tenth  yearly  contract  I’ve 
signed.  I  like  to  be  in  the  paper — 
we  ought  to  help  it  along — and  I 
have  helped  it  along  for  ten  years. 
I’ve  had  a  6-inch  double  column  ad¬ 
vertisement  in  every  issue  for  ten 
years,  but  so  far  as  I  know  I’ve 
never  got  a  cent’s  worth  of  busi¬ 
ness  from  it  in  all  that  time.  No¬ 
body  ever  mentioned  it,  and  I  can’t 
trace  a  penny’s  worth  of  results  to 
it.  I’m  beginning  to  think  I’ve 
wasted  my  money,  and  I’m  not  sure 
I  want  to  waste  any  more.” 

“Got  any  of  the  ads.  you’ve 
used?”  I  asked. 

“I’ve  got  them  all.  Saved  every 
one  with  the  date.”  He  hauled  out 
a  big  scrap  book  and  there  were  the 
latest  of  ’em.  He  said  he  had  a  lot 
more  books  stored  away. 

Well,  I  looked  at  ’em.  I  ain’t  an 
advertising  man,  and  I  suppose  I 


could  put  all  I  know  about  advertis¬ 
ing  into  a  circular  size  of  an  en¬ 
velope.  But  everybody  has  hunches 
about  how  to  advertise.  I  believe 
if  you  could  make  a  horse  open 
up  you’d  find  he  had  an  ad¬ 
vertising  scheme  all  worked  out 
for  something.  I’ve  got  a  hunch 
with  the  rest,  and  those  ads 
didn’t  look  good  to  me.  I  couldn’t 
ask  him  for  any,  so  I  can’t  show 
’em  here,  but  I  didn’t  see  ’em  set¬ 
ting  even  a  basin  of  water  on  fire, 
let  alone  the  river.  They  didn’t 
have  any  juice  in,  if  you  know  what 
I  mean.  They  all  looked  just  like 
any  other  ad  would,  and  didn’t 
offer  anything  except  tea  and  coffee 
at  different  prices  and  that  kind  of 
guff. 

Here’s  what  I’m  trying  to  say — I 
read  over  several  of  ’em  and  not 
one  handed  out  any  reason  why 
anybody  ought  to  sit  up  and  take 
notice  of  it.  Get  me? 

And  as  for  the  writing,  it  was  A 
No.  i  punk.  You  know  everybody 
can’t  write  ads.  I’ve  known  a  lot 
of  fellows  who  could  talk  a  blue 
streak  and  sell  goods  to  beat  the 
band,  who  the  minute  they  set  down 
to  write  an  ad.  stiffened  up  like 
a  mummy  and  wrote  stuff  about  as 
juicy  as  one  of  those  things  the 
census  people  push  over  on  you. 

“It  may  be  that  I  don’t  know 


how  to  write  advertisements,”  said 
my  friend. 

I  think  maybe  he’d  have  liked 
it  better  if  I’d  said  “no,  no;  it  ain’t 
that !”  in  a  loud  voice,  but  I  didn’t. 

“When  you  say  that,  old  man,” 
I  said,  “you’re  hunting  pretty  near 
the  nest,  if  you  ask  me.  I  don’t 
know  much  about  it,  but  these  ad; 
don’t  make  a  noise  like  an  order 
in  my  ear.  Why  don’t  you  let 
somebody  else  write  a  few  and  se< 
if  there’s  any  difference?” 

“Who’ll  I  get?”  he  said.  “Son* 
faker  a  thousand  miles  away?”  < 

“Sure  not,”  I  said,  “why  don’' 
you  let  the  boys  take  a  hack  at  it?’ 

He’s  got  four  clerks,  all  gooc 
sharp  fellows. 

“Charlie  asked  me  a  year  ago  t( 
let  him  try  it,”  he  said.  “I  said  nc 
then,  but  I  might  let  him  try  it  ; 
while,  I  suppose.  Charlie !” 

Charlie  came  in. 

“I’ve  half  a  mind  to  let  you  writ 
some  advertisements  for  us,”  h 
said.  “We  don’t  get  a  thing  fron 
what  I  do,  so  you  can’t  do  an 
worse  anyway.  Think  you  could  d' 
it?” 

“I’ll  make  a  big  try  at  it,”  h 
said.  “I  think  I  might.  You  knov 
I  offered  to  do  it  a  year  ago.” 

“I  know  you  did  and  I  wish  I’' 
have  let  you  do  it  then.  I  might  nc 
have  wasted  so  much  money.”  T 

Now  I  have  a  hunch  that  tha 
thing  will  work  out  all  right.  Th 
boy’s  got  a  cinch  in  a  way,  for  he’ 
only  got  to  beat  nothing. 

If  I  had  a  store  and  my  adverth 
ing  wasn’t  bringing  me  in  anything 
I’d  dig  up  some  clerk  and  let  hii 
work  it,  and  if  he  didn’t  make  goo 
I’d  give  it  to  another  one  and  so  o 
until  Swipesy,  the  store  boy,  woul 
have  a  hack  at  it.  I’ll  bet  ther 
ain’t  a  store  anywhere  that  ain 
got  at  least  one  good  ad-writer  i 
it.  The  Stroller. 


“The  Sayings  of 


ii 


Anty  Drudge”  is  a  4  x  5-inch  eight-page  booklet  telling  in  a  delightfully  con 
cise,  clear  style  the  story  of  '7 he  Fels-Naptha  way;"  and  the  plain  directions 
for  using  Fels-Naptha  in  this  Fels-Naptha  way.  A  supply  of  these  booklets 
is  yours  for  a  postal.  They  will  help  your  Fels-Naptha  sales — not  (of 
course)  without  helping  other  sales ! 
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Ever  Drop  a  Stone 
Into  the  Water 

and  watch  the  wavelets  circle  and  spread  on — 
and  on  ? 

That’s  the  way  with  the  sale  of 


Grape-Nuts 

Heavy,  continuous  advertising-,  backed  by  flavour  and  quality,  has  made  Grape-Nuts  as  staple  as 

sugar  and  flour. 

■  ] 

For  you,  Mr.  Grocer,  Grape-Nuts  yields  a  good,  steady  profit— sale  guaranteed  to  the  last  package. 

But — “there  ain’t  goin’  to  be  no  last  package.”  You’ll  keep  on  selling,  because  people  like 

Grape-Nuts. 

"There’s  a  Reason” 


Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich.,  U.  S.  A. 


When  sugar  bags  burst  it  displeases  your  customers, 
but  before  they  get  a  chance  to  burst  they  cost  you  money,  the 
twine  costs  you  money,  so  does  the  overweight.  It’s  a 
waste  of  energy  to  put  sugar  in  bags— you  might  as  well 


FRANKLIN 

GRANULATED 

SUGAR 


•  Standard  of  Purity* 

REFINED  FOB 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


PA 

7) 


spend  your  time  canning  tomatoes.  Sell  FRANKLW f  CARTOF\[  SUGAR  and  use 
the  time  you  save  to  arrange  a  display  of  it  on  your  counter.  The  neat  blue  cartons  sell 
on  sight.  FRANKLIN  CARTON  SUGARS  include  FRANKLIN  GRANULATED, 
FRANKLIN  POWDERED ,  FRANKLIN  DESSERT  CtND  TABLE,  FRANKLIN  XXXX  CONFECTION¬ 
ERS’  and  FRANKLIN  CUBE  SUGAR;  all  the  fast  selling  grades,  in  cartons  of  convenient  size  for  your 
customers,  packed  24,  48,  60  and  120  lbs.  to  the  container — all  ioc  your  convenience. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA,  PA. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  sugar” 
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CCI.— The  Seller’s  Remedy  When  He  Finds  He  Has  Sold  a  Bankrupt  Buyer. 


The  following  letter  describes  a 
situation  which  is  arising  almost 
daily  in  business  houses : — 

New  York,  N.  Y.,  March  29,  1913- 
Elton  J.  Buckley,  Esq. 

Dear  Sir What  are  the  rights 
of  a  creditor  in  a  case  like  this : 
About  March  1st  of  this  year  we 
sold  a  bill  of  goods  to  a  firm  of 
retailers  in  Lancaster,  Pa.  The 
goods  were  sold  on  terms  of  2 
per  cent,  in  ten  days,  30  days  net. 
We  had  sold  the  firm  some  small 
bills  before,  but  had  never  had  any 
large  dealings  with  them.  This 
particular  order  was  sent  by  mail, 
and  we  gave  it  no  special  thought, 
but  shipped  the  goods.  Ten  days 
after  they  were  delivered  we  re¬ 
ceived  notice  that  they  were  bank¬ 
rupt  and  had  gone  in  the  hands  of 
a  receiver.  If  they  were  bankrupt 
on  March  14th,  the  date  of  the 
notice,  they  must  have  been  in  the 
same  condition  on  March  1st,  when 
they  ordered  the  goods.  Is  not  this 
a  fraud,  for  of  course  they  must 
have  known  their  condition.  What 
is  our  remedy? 

Respectfully, 

Daviss  &  Hurley. 

I  repeat  that  this  same  question 
is  arising,  and  is  likely  to  arise  in 
the  experience  of  almost  any  busi¬ 
ness  house.  Perhaps  the  interval 
between  the  date  of  the  order  and 
the  date  of  receivership  is  not  in 
many  cases  so  short  as  this,  but 
every  day  sellers  of  merchandise  are 
receiving  notice  that  customers  to 
whom  they  have  recently  sold  goods 
are  insolvent.  The  ideal  remedy  in 
such  cases  would  be  some  such  pro¬ 
ceeding  as  replevin,  by  which  the 
goods  could  be  taken  bodily  back. 
When  can  replevin  be  used? 

In  the  correspondent’s  case  I  am 
clear  that  it  cannot  be  used  at  all, 
and  that  they  will  be  obliged  to 
take  their  percentage  of  dividend, 
whatever  it  may  be,  with  the  rest  o:: 
the  creditors.  In  fact,  in  the  ordi¬ 
nary  such  case  the  goods  cannot  be 
reclaimed.  The  only  theory  on 
which  goods  can  be  taken  back, 
after  they  have  been  sold  and  deliv¬ 
ered,  and  title  has — or  ordinarily 
would  have — passed  to  the  buyer,  is 
that  ordering  them  when  the  buyer 
knew  he  was  insolvent  constitutec 
a  fr;aud  which  prevented  title  from 


massing.  Much  as  a  bank  which  ac¬ 
cepts  a  deposit  when  it  knows  it  is 
insolvent,  is  guilty  of  a  fraud  and 
is  compelled  to  refund  it  in  full. 
As  a  recent  Pennsylvania  case  puts 
it :  “The  question  for  decision  at 
this  stage  of  the  case  is,  Did  the 
receiving  and  retaining  of  the  goods 
under  the  circumstances  stated 
amount  to  such  fraud  in  law  as  en¬ 
titled  the  seller  to  rescind  the  sale 
and  reclaim  the  goods,  even  after 
they  had  gone  into  the  hands  of  the 
receivers?” 

The  circumstances  of  this  case, 
which  the  court  decided  did  not 
constitute  such  a  fraud  as  would 
entitle  the  seller  to  take  the  goods 
back,  were  interesting.  The  seller 
was  an  Ohio  jobbing  house,  and  the 
buyer  a  retailer  in  Chambersburg, 
Pa.  The  retailer  sent  in  an  order, 
which  the  jobber  accepted,  and  on 
December  31st  shipped  the  goods. 
On  January  6th  they  were  delivered 
in  Chambersburg,  and  on  January 
7th,  one  day  after  delivery,  and 
only  seven  days  after  the  order,  the 
retailer’s  creditors  threw  him  into 
bankruptcy.  They  filed  a  bill 
charging  that  he  was  unable  to  pay 
his  debts,  he  filed  an  answer  admit¬ 
ting  that  the  charge  was  true,  and 
the  business  passed  into  the  hands 
of  a  receiver. 

The  Ohio  house  took  the  posi¬ 
tion  that  the  customer  must  have 
known  on  December  31st  that  he 
was  insolvent  and  would  not  be  able 
to  pay,  therefore  his  purchase  was  a 
fraud.  They  tried  to  replevin  the 
goods,  but  the  court  said  they  were 
not  entitled  to;  there  was  not  suf¬ 
ficient  evidence  of  fraud.  This  is 
from  the  court’s  opinion: — 

The  mere  fact  that  the  buyer  in¬ 
tended  not  to  resist  the  bankruptcy 
proceedings  which  he  expected 
would  be  instituted  on  the  following 
day  does  not,  in  our  opinion,  put  ' 
the  plaintiff’s  (seller’s)  claim  to  re¬ 
scind,  and  especially  to  reclaim  the 
goods  after  they  went  into  the  hands 
of  the  receivers,  upon  a  higher 
plane  either  by  law  of  morals,  than 
would  be  the  fact  if  when  he  or¬ 


dered  them  he  intended  not  to  pay 
for  them. 

The  court  even  held  that  if  the 
buyer  had  at  the  time  of  purchase  a 
well-defined  intention  not  to  pay,  he 
still  would  not  be  guilty  of  such  a 
fraud  as  would  allow  the  seller  to 
replevin,  “unless  some  false  repre¬ 
sentation,  trick  or  artifice  of  con¬ 
duct  which  involves  a  false  repre¬ 
sentation  be  added.”  Certainly  not 
much  protection  to  the  seller  there. 

All  the  above  comes  to  this :  That 
a  seller  of  goods  under  such  cir¬ 
cumstances  as  are  here  related,  can 
get  his  goods  back  only  where  the 
buyer  makes  the  purchase  through 
some  open  fraud,  such  as  represent¬ 
ing  himself  to  be  solvent  when  he 
knows  he  is  not.  It  is  not  enough 
that  the  buyer  is  insolvent ;  it  is  not 
enough  that  he  knows  he  is  insol¬ 
vent.  He  must  know  it  and  mis¬ 
represent  it  either  directly  or  indi¬ 
rectly. 

Another  case  almost  directly  in 
point  has  just  been  decided  by  the 
Pennsylvania  courts,  but  the  law 
laid  down  would  be  the  law  practi¬ 
cally  everywhere.  Here  the  seller 
was  a  Philadelphia  jobbing  house 
and  the  buyer  a  Lancaster  depart¬ 
ment  store  company.  The  latter 
bought  blankets  in  July,  which  were 
delivered  the  following  September 
1st.  On  September  6th  the  buyer’s 
largest  stockholder — it  was  a  corpo¬ 
ration — filed  a  bill  alleging  insol¬ 
vency,  and  the  department  store  put 
in  an  answer  admitting  it.  The 
Philadelphia  house  tried  to  replevin 
its  blankets,  but  failed.  The  court 
said  no  fraud  was  shown.  A  por¬ 
tion  of  the  opinion  is  as  follows : — 

There  was  no  proof  that  any  mis¬ 
representation  was  made  when  the 
order  was  placed,  and  the  president 
of  the  defendant  company  (the  de¬ 
partment  store),  the  only  witness 
called  on  the  point,  stated  that  the 
company  was  solvent  at  that  time. 

*  *  *  There  is  no  evidence  that 
the  stockholder  who  filed  the  ap¬ 
plication  for  receivership  and  the 
officers  and  directors  of  the  com¬ 
pany  were  in  collusion,  but  when 
he  announced  that  that  was  his 


intention,  the  directors  agreed 
to  file  an  answer  admitting  the 
insolvency,  and  this  was  accord¬ 
ingly  done.  It  was  testified  that  in 
July  the  assets  were  $47,000  and  the 
liabilities  $39,000,  and  that  when  the 
goods  were  ordered  the  president 
had  no  reason  to  believe  that  the 
company  was  insolvent,  and  he  said 
in  his  judgment  it  was  not;  that  he 
knew  it  would  be  insolvent  on  a 
forced  sale;  that  they  had  the  mer¬ 
chandise,  but  were  not  able  to  turn 
it  for  the  money  to  pay  these  bills. 

This  case  differs  somewhat  froi 
the  other  because  here  the  presidei 
contended,  with  some  plausibilit 
that  he  did  not  know  the  compati 
was  insolvent  when  he  bought  tf 
goods,  though  he  admitted  that 
would  be  on  a  forced  sale.  In  tl 
other  case  the  company  was  inso 
vent  beyond  all  question  when  tl 
goods  were  bought.  Under  tl 
law,  however,  it  makes  no  diffe 
ence  whether  the  buyer  is  insolve 
or  not;  if  he  makes  no  active,  op* 
misrepresentation  as  to  solvency  1 
is  not  guilty  of  fraud,  and  the  sell 
has  lost  his  goods.  The  princip 
is  clearly  summed  up  by  a  we 
known  legal  author  as  follows : — 

It  may  be  regarded  as  settled  law 
that  it  is  not  fraud  for  a  person  ir 
dealing  with  another  and  obtain¬ 
ing  credit,  merely  to  fail  to  disclose 
the  fact  that  he  is  insolvent  if  nc 
inquiry  is  made  as  to  his  financia 
condition.  And  it  makes  no  differ¬ 
ence  in  such  a  case  that  he  is  in¬ 
tentionally  silent  and  knows  that  the 
other  party  is  ignorant  of  his  cir 
cumstances. 

Obviously  the  way  for  the  sel  r 
to  get  around  this  is  for  him  to  a< 
the  buyer  in  so  many  words,  whe- 
ever  he  thinks  it  necessary,  whetlr 
he  is  insolvent  or  not. 

( Copyright ,  April,  1913,  by 
Elton,  J.  Buckley.) 

Note. — Requests  for  inforn.- 
tion  in  this  Department  shotd 
tersely  set  out  in  full  all  the  fa  s 
bearing  on  the  case,  and  all  qu  - 
tions  should  be  •  carefully  fraird 
to  avoid  misconstruction.  Wre 
on  one  side  of  the  sheet  oik. 
Letters  should  be  received  at  t  s 
office  not  later  than  Tuesday  »f 
each  week  to  ensure  an  ansvr 
in  the  Monday’s  issue  followig. 
The  signature  and  address  of  te 
writer  must  accompany  all  1- 
quiries,  and  will  be  published  u- 
less  there  is  a  request  not  to  0 
so.  All  inquiries  received  will  * 
answered  without  charge.  /I- 
dress  all  communications  to  Led 
Editor  “Grocery  World  and  Gi- 
eral  Merchant.” 


Florida  oranges  are  still  v'y 
high  on  account  of  scarcity  ad 
lack  of  competition.  Fancy  frit 
brings  as  much  as  $5-5°  Per 
and  from  there  the  market  drps 
all  the  way  to  $2.  The  demands 
fair. 
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This  Hasn’t 
Happened  Once 

Since  we  began  to  make  Gurnse  butter  nobody,  so  far 
as  we  know,  has  ever  sniffed  at  it,  called  it  strong,  and 
toted  it  back  to  you.  No  normal  person  with  a  proper 
sense  of  smell  or  taste  could  do  that. 


Gurnse  butter  satisfies  the  most  fastidious  person,  as 
is  inevitable,  for  it  is  the  cleanest,  richest,  fanciest  dairy 
butter  possible  to  make,  and  runs  uniform  the  whole  year 
through. 

You’ve  heard  that  we  authorize  money  back  to 
dissatisfied  customers,  haven’t  you? 


Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds — 43  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  South  Front  St. 
- —Philadelphia,  Pa. 


Look  at  These  Shelves 

Here  is  a  store  fitted  with  Baines’  Brackets.  Our 
word  for  it,  there  are  at  least  25  per  cent,  more  goods 
on  the  shelves  here  than  there  can  possibly  be  on  the 
shelves  of  any  similar  store  using  the  old  style  shelves. 

No  crowding  either. 

The  point  about  Baines’  Brackets  is  that  they  hold 
up  the  shelves  without  uprights.  That  gives  you  the 
use  of  the  whole  unobstructed  shelf  length,  and  not 
only  greatly  improves  the  appearance  of  your  stock, 
but  gives  you  a  place  for  at  least  one-fourth  more  goods. 

piqva  bucket  company 

PIQUJi,  OHIO 


5,000  GROCERS  ARE  WANTED  to  Use  the  FREE 
Window  Displays  That  We  Will  Send  to 
Those  Who  Will  Assist  in  Observing 

California 
Raisin  Day 


r 


APRIL  30th 


Will  you  be  one  of  the  5,000  grocers  who  will  participate  in 
the  observing  of  California  Raisin  Day  and  who  will  derive 
much  benefit  thereby  ? 

We  are  sending  out  5,000  plans  to  grocers  for  stimulating  a 
demand  for  raisins.  It  includes  beautiful  pennants,  posters  and 
window  cards  with  suggestions  for  their  use.  An  advertising 
campaign  with  copy  is  also  included,  together  with  stickers  and 
raisin  recipes. 

Your  business  will  be  increased 
by  making  use  of  our  Free  Plan 

Not  only  will  the  demand  for  raisins  be  stimulated  for  the  one 
day,  but  the  use  of  raisins  will  be  popularised,  and  you  can  expect 
an  increased  trade  in  them  for  the  remainder  of  the  year.  A  national 
campaign  of  advertising  raisins  is  being  carried  on. 

DON'T  DEL  A  Y—  WRITE  A  T  ONCE  TO 

California  Raisin  Day  Committee 

E.  A.  BERG,  Director  of  Publicity  FRESNO,  CAL. 


MR.  GROCER-HERE  IS 

The  New  Dessert 

Your  customers  are  right  now  seeing  NESNAH  ads  in  the  leading  women's 
publications,  and  they’re  going  to  come  into  your  store  for  it. 

You  know  how  a  new  dessert,  when  properly  exploited,  attracts  women. 
You  also  know  the  prestige  to  be  had  for  all  grocers  who  proclaim  themselves 
progressive  by  stocking  the  best  and  latest  things  in  your  line. 

Here  is  NESNAH — a  welcome  change  from  gelatine — a  decidedly  differ¬ 
ent  dessert.  A  quick  selling  preparation  for  making  the  most  delicious  milk 
and  cream  desserts  and  ice  cream.  Nutritious,  healthful,  very  tasty  and 
easily  made  in  a  jiffy.  An  easy  seller  that  repeats  often. 

Your  profit :  331^%  on  cost  and  25%  on  selling  price. 

Put  up  in  Nine  Rich  Flavors — packed  single  or  assorted  : 

Caramel  Chocolate  Orange 
Coffee  Raspberry  Lemon 

Vanilla  Pistachio  Maple 


I  Dozen  10c  Packages  in  a  Container 
3, 6  or  12  Dozen  in  a  Case,  90c  a  Dozen 


We  assure  you  that  Nesnah  will 
“make  good”  for  you.  Our  policy 
is  to  supply  the  trade  through  the 
local  jobber.  If  not  found  in  stock 
order  direct  from  Laboratory  :  :  : 


Chr.  Hansen’s  Laboratory 

LITTLE  FALLS,  N.  Y. 
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Two  Mousecleaning  Displays 


No.  i. 

This  is  the  season  for  housecleaning  displays,  when  the  demand 
for  those  useful  articles  is  much  greater  than  any  other  time.  To 
arrange  the  display  of  buckets,  brooms,  etc.,  first  cover  the  bottom 
of  the  window  with  dark  green  paper  or  oilcloth.  Along  the  front  at 
each  side  small  pyramids  of  stove  and  metal  polish,  lye,  scouring 
soap,  etc.  In  the  centre  place  a  wooden  bucket  with  loose  washing 
soda.  Tilt  the  bucket  and  spread  out  part  of  the  contents  on  the 
bottom  of  the  window  and  place  a  good  scrub  brush  and  a  bar  of  soap 


on  it.  Back  of  this  place  a  row  of  washing  blue  and  ammonia.  At 
each  side  at  the  rear  arrange  some  brooms  in  gun  fashion — “  stack 
them  ” — and  at  the  top  place  some  feather  dusters  and  dust  brushes  as 
illustrated.  In  the  centre  place  several  pyramids  of  washing  powders, 
such  as  Gold  Dust,  Soapine,  etc.,  lye  and  chloride  of  lime.  At  the 
rear  stretch  a  clothes  line,  to  which  fasten  a  strip  of  linen  or  muslin 
with  black  lettering.  The  strip  is  held  in  place  with  clothespins. 


No.  2. 

The  little  house  is  arranged  in  the  following  manner :  First  make 
a  wall  of  soap  powder,  soap,  or  scouring  soap  and  then  make  the  sides 
with  cans  of  lye.  Make  a  little  roof  out  of  wood  and  tack  some  rolled 
cotton  along  the  edges  of  it.  In  the  centre,  at  the  top,  cut  a  hole  large 
enough  to  admit  a  can  of  lye,  which  answers  for  a  chimney,  and  a  little 
strip  of  wood  tacked  on  the  under  side  will  prevent  the  can  from  slip¬ 
ping  through.  The  chimney  arranged,  place  the  roof  on  the  house 
and  cover  it  all  over  with  loose  washing  soda.  The  cotton  tacked 


of  washing  powder  for  a  doorstep.  Paint  a  small  sign  with  the  words, 
“  Brighten  your  carpets  with  Dustbane.”  Tack  it  to  a  little  stick  and 
nail  to  the  floor  of  the  window  towards  the  front.  Now  cover  the 
bottom  of  the  window  with  Dustbane,  which  is  green  and  looks  like  a 
lawn.  At  the  rear  arrange  cans  of  it  to  represent  a  wall  or  fence. 
Suspend  a  large  signcard,  with  lettering  to  suit  your  display. 


Why  Not  Sell  Your  Own  Brand  of 
Peanut  Butter? 

Of  course  you  sell  peanut  butter, 
everybody  does.  You  sell  this,  that  or 
the  other  make,  all  of  which  may  or 
may  not  be  good,  but  how  much  better 


it  would  be  for  you  to  establish  your 
own  brand  and  to  be  able  to  say  that 
it  is  the  best  on  the  market  and  that 
you  guarantee  it.  You  can  do  this  by 
having  Upham,  Miller  &  Co.,  of  New 
York  City,  pack  peanut  butter  for  you 
under  your  own  private  label.  This  firm 


will  supply  the  label  for  you  and  will 
pack  the  best  quality  of  peanut  butter 
in  vacuumired  glass  drinking  tumblers 
or  in  Mason  jars,  cans  or  pails.  This 
firm  packs  food  products  of  all  kinds 
for  the  most  exclusive  grocers  in 
America.  They  will  satisfy  you  that 


they  pack  only  goods  of  the  highest 
quality. — Adv. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Canned  Foods  Week  Didn’t  Do  Much  in 

This  Territory 


Committee  Raised  Only  $550  and  Trade  Did  Not  Seem  to  be 
Alive.  Many  Did  Nothing  Whatever.  Reports  from  Many 
Members  of  the  Trade. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  taken  consider¬ 
able  pains  during  the  last  few  days 
to  obtain  some  idea  as  to  what  re- 
snlts  Canned  Foods  Week  has  had, 
if  any,  upon  the  local  sale  of  tinned 
commodities.  The  local  committee 
for  this  district  do  not  seem  to 
think  the  affair  was  an  unqualified 
success  in  Philadelphia,  although  it 
may  have  done  better  in  other  mar¬ 
kets.  The  central  committee, 
whose  headquarters  were  in  Chi¬ 
cago,  asked  members  of  the  trade 
all  over  the  United  States  to  con¬ 
tribute  toward  the  expenses,  but 
only  $550  was  raised  in  Philadel¬ 
phia,  although  packers,  wholesale 
grocers,  retail  grocers  and  brokers, 
were  all  asked  to  contribute.  The 
committee  complain  with  particular 
vigor  at  the  size  of  the  contribution, 
for  as  the  amount  of  advertising 
done  in  the  local  newspapers  by  the 
central  committee  was  apportioned 
to  the  amount  of  money  which  the 
particular  territory  had  raised,  the 
advertising  done  in  Philadelphia 
papers  was  quite  small.  Some  ad¬ 
vertising  was  inserted  in  three 
morning  papers,  but  none  whatever 
in  the  “Evening  Bulletin,”  the  paper 
with  the  largest  circulation  in  the 
city.  Complaint  is  also  made  at 
the  indifference  of  many  whole¬ 
salers  and  retailers. 

There  appeared  to  be  no  con¬ 
certed  effort  on  the  part  of  either 
jobbers  or  retailers  to  make  the 
thing  go.  Most  of  the  large  central 
retailers  like  the  Finley  Acker  Co., 
Thomas  Martindale  &  Co.,  Hans- 
com  Bros,  and  so  on,  did  special 
advertising  and  held  demonstra¬ 
tions.  Comparatively  few  of  the 
smaller  neighborhood  stores  did, 
outside  of  some  of  the  chain  stores. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant"  has  had  representa¬ 
tives  obtain  from  a  considerable 
number  of  wholesale  and  retail  gro¬ 
cers  during  the  past  week  reports 
as  to  what  effect  Canned  Foods 
Week  had  had  upon  their  sales  of 
canned  goods.  These  reports  fol¬ 
low  : — 

No  extra  business  at  Eighteenth 
Street  Store.  Wrong  time  of  the 
year.  So  slow  that  one  canned 


goods  table  has  been  used  for  some¬ 
thing  else.  Twelfth  Street  Store  has 
a  small  increase,  but  not  enough 
to  give  the  canned  food  specials  the 
place  they  have  this  time  of  year. 

Mitchell,  Fletcher  &  Co. 

Yes,  doing  very  nicely;  are  push¬ 
ing  Acker  Quality  goods  and  Su¬ 
perior  and  doing  extremely  well. 

Finley  Acker  Co. 

So  far  extremely  good  results. 

Hanscom  Bbos. 

Canned  goods  business  stimulated 
very  much;  going  to  try  another 
week  of  pushing  canned  goods. 

Thos.  Martindale  &  Co. 

Business  has  increased  a  little, 
although  it’s  hardly  the  weather  for 
canned  goods. 

S  howell.  Fryer  &  Co. 

Result  has  not  been  very  notice¬ 
able  as  yet. 

E.  Bradford  Clark  Co. 

Cannot  say  that  it  has,  although 
they  have  four  men  on  the  street 
and  are  co-operating  in  every  way 
possible  with  the  advertising.  Seems 
to  be  no  extra  demand  in  the  store. 

Jos.  A.  McCaffrey  &  Sons. 

About  50  per  cent,  increase  in 
their  sales.  Mr.  Schoch  was  talk¬ 
ing  to  one  grocer,  who  is  a  great 
pusher  of  specials,  who  has  sold 
about  sixty-five  cases  and  expects, 
perhaps,  to  sell  as  many  as  ioo 
this  week,  as  against  almost  no 
sales  before;  probably  three  or 
four  cases  heretofore.  This  grocer 
has  six  specials,  one  for  each  day; 
one  day  it  will  be  peas,  another  day 
tomatoes,  another  day  beans,  etc. 

Girard  Grocery  Co. 

Results  would  come  afterwards 
on  account  of  grocers  being  stocked 
up.  When  they  replenish,  jobbers 
will  feel  the  result  of  Canned  Foods 
Week. 

Comly,  Flanigan  &  Co. 

Not  any  results  at  all. 

Halpen,  Green  &  Co. 

Splendid  success  with  retailers 
this  week,  expect  increase  next 
week. 

Howell  &  Bursk. 

Haven't  noticed  any  result  yet, 
probably  will  next  week. 

A.  J.  Lowry  &  Bro. 

If  there  has  been  any  increase  it 
has  been  rather  slight. 

Reeves,  Parvin  &  Co. 

Trade  pretty  well  loaded  up,  and 
then  the  mild  weather  are  against 
increased  business  for  jobbers. 

W.  C.  Young. 

Can't  say  they  have  had  any  extra 
business.  Expect  benefit  later  on. 

Kirk,  Foster  &  Co. 

It  does  seem  that  some  little 
extra  business  has  been  done  this 
week,  things  picking  up  a  little,  but 
results  will  come  to  jobbers  later 


if  retailers  have  pushed  canned 
foods  this  week. 

Barber  &  Perkins. 

No  noticeable  increase. 

T.  A.  James  &  Co. 

April  9,  1913. 

In  regards  to  canned  goods,  al¬ 
though  having  quite  a  display  in 
two  windows,  emphasizing  quality 
and  price,  conditions  were  about 
normal,  with  no  noticeable  increase 
or  decline. 

Robt.  Boyd, 

Markoe  and  Parrish  Streets. 

April  8,  1913. 

In  reply  to  your  inquiry  I  will 
say  I  did  not  notice  any  difference 
in  my  sales. 

Yours  truly, 

Guss  Edwards, 

2101  S.  Simpson  Street. 

April  8,  1913. 

We  sold  more  canned  foods  last 
week  than  any  week  this  season. 
Business  was  good  in  all  lines.  We 
had  a  window  and  store  display  of 
canned  foods  and  received  first 
prize  in  the  Frankford  Grocers’  As¬ 
sociation  display  contest. 

W.  S.  Gibbs, 

2001  E.  Cambria  Street. 

April  5,  1913. 

We  are  glad  of  a  chance  to  an¬ 
swer  your  inquiry  as  to  the  effect 
of  Canned  Foods  Week  on  our 
business.  It  is  our  opinion  that 
whatever  increased  sales  we  had 
during  the  week  was  due  to  our 
own  efforts.  We  also  think  that  the 
promoters  of  Canned  Foods  Week 
fell  down  pretty  badly  in  Philadel¬ 
phia.  The  Frankford  Grocers’  Asso¬ 
ciation,  of  which  we  are  members, 
was  very  active  in  prompting  an  in¬ 
terest  in  canned  foods,  and  for  that 
purpose  offered  three  prizes,  of  $5, 
$3  and  $2,  for  the  best  display  of 
canned  foods  made  by  any  member 
of  the  association  during  the  week. 
These  prizes  prompted  the  members 
to  make  the  best  display  of  canned 
foods  that  most  of  them  had  ever 
attempted.  Now,  to  our  mind,  right 
here  is  where  the  promoters  of 
Canned  Foods  Week  fell  down. 
With  so  many  good  displays  going 
at  the  one  time,  it  seems  to  us  that 
the  members  of  our  association, 
who  spent  time  and  money  to  help 
the  sale  of  canned  foods,  should 
have  been  well  supplied  with  educa¬ 
tional  matter,  for  the  purpose  of 
converting  people  who  were  not 
using  canned  goods.  Advertising 
matter  of  this  kind  used  at  this 
time  would  have  been  a  great  help, 
but  the  canned  foods  promoters  did 
not  seem  to  reach  Philadelphia. 
We  had  increased  sales  of  canned 
foods  during  the  week,  but  we  went 
after  them  and  made  them  our¬ 
selves. 

Darreff  &  Gallen, 

2016  Orthodox  Street,  Frankford. 

Note. — Darreff  &  Gallen  issued 
some  special  advertising,  some  of 
which  they  have  sent  to  this  office. 
This  was  a  heavy  card  7  x  11^2, 
bearing  two  columns  of  special 
prices  on  canned  goods.  The  in¬ 
troduction  was  as  follows : — 

THIS  IS  CANNED  FOODS  WEEK. 

We  are  celebrating  the  occasion 
by  giving  you  the  best  value  in 
Canned  Goods  that  it  is  possible  to 
give  for  the  money.  All  Canned 
Goods  are  Specially  Priced  for  this 
Week  at  our  Store. 

April  5,  1913. 

Owing  to  the  high  cost  of  canned 
goods  last  fall,  we  were  unable  to 


offer  any  special  prices,  therefore 
did  not  notice  any  increase  in  sales. 

J.  L.  Clayton. 

April  5,  1913. 

Replying  to  your  inquiry  about 
Canned  Foods  Week,  would  say 
that  I  believe  that  it  did  not  ac¬ 
complish  much.  I  noticed  no  in¬ 
crease  in  business.  I  think  that  it 
was  not  advertised  sufficiently  and 
that  it  was  a  little  bit  late  in  the 
season. 

L.  S.  Felber, 

4546  Wayne  Avenue,  Germantown. 

April  5,  1913. 

I  will  say  that  Canned  Foods 
Week  has  brought  us  no  extra  busi¬ 
ness,  only  what  we  worked  for. 
Extra  sales  were  all  by  our  own 
efforts,  through  this  we  have  sold 
more  canned  goods. 

J.  W.  Batman, 

Thirteenth  and  Cambria  Streets. 

April  s,  1913. 

We  sold  more  canned  goods  last 
week  than  we  did  any  week  this 
winter. 

E.  Davenport, 
2157  E.  Monmouth  Street. 

April  7,  1913. 

As  this  is  the  best  time  of  the 
year  for  canned  goods,  we  had  a 
very  good  week  on  same,  but  did 
not  notice  any  particular  increase 
in  sales  over  previous  years. 

Wm.  Bamford, 
1610  Frankford  Avenue. 

April  7,  1913. 

I  sold  a  great  deal  more  canned 
goods  last  week,  but  attribute  it  to 
extra  stamps  and  cut  prices. 

Hugh  C.  Dunn, 

6116  Market  Street. 

_ 

April  7,  1913. 

Canned  Foods  Week  increased 
the  receipts  considerable  and  did 
some  good  in  the  general  way  of 
business. 

Oscar  Gerlach, 
Bridge  and  Willow  Streets. 

April  7,  1913. 

We  had  an  increase  in  our  canned 
goods  sales  this  week,  but  we  had 
to  make  some  inducement  to  the 
buyers  to  get  them  interested. 

We  think  it  is  just  the  grand 
thing.  Why  don’t  other  manufac¬ 
turers  come  together  and  get  busy? 
The  retailer  is  always  ready  to  fol¬ 
low. 

H.  W.  Fisher, 
1422  W.  York  Street. 

April  7,  1913. 

I  don’t  think  I 
usual. 

2000 

April  10,  1913. 

I  did  not  find  any  material  change 
in  the  sale  of  canned  goods  during 
the  week. 

D.  F.  Donovan, 
521  N.  Thirty-third  Street. 


Strawberries  are  poor.  Sout 
Carolina  fruit  ranges  from  5  to  1 
cents  and  Florida  5  to  20  cent 
No  really  fancy  berries  are  comin 
forward. 


rold  any  more  tnan 


E.  W.  Godfrey, 
Fairmount  Avenue 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Lat 
643-648  Land  Title  Building 

Philadelphia,  Pa. 
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overnment  Reports  That  Cold 
Storage  of  Food  Makes  for 
Price  Uniformity. 

:amined  Food  Conditions  All  Over 
Country  to  See  What  Cold  Storage 
Had  Done  to  Values  at  Different 
Seasons. 


ecial  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

April  9,  1913. 

Cold  storage  in  relation  to  prices 
the  subject  of  a  recently  issued 
illetin  prepared  by  George  K. 
olmes,  Chief  of  the  Division  of 
•oduction  and  Distribution,  Bu- 
au  of  Statistics,  Department  of 
griculture.  This  is  supplementary 
a  former  bulletin  in  which  busi¬ 
es  features  of  cold  storage  were 
eated.  A  large  amount  of  infor- 
ation  is  presented  bearing  on  the 
intention  that  the  cold  storage  in¬ 
rests  artificially  raise  the  prices 
'  commodities,  and  that  the  effect 
:  the  cold  storage  of  foods  has 
:en  to  lower  the  annual  level  of 
•ices  paid  for  them  by  consumers 
id  to  make  prices  more  uniform 
iroughout  the  year. 

The  products  embraced  in  the 
eatment  of  this  bulletin  are  fresh 
jef,  mutton,  pork,  dressed  poultry, 
itter  and  eggs. 

One  important  topic  of  this  report 
dates  to  the  effect  upon  uniform- 
y  of  prices  throughout  the  year 
ecause  of  the  introduction  of  cold 
torage.  “If  a  portion  of  a  prod- 
ct  is  withdrawn  from  consumption 
t  a  time  of  the  year  when  produc- 
ion  is  'relatively  large,  and  re¬ 
used  for  consumption  at  a  time  of 
he  year  when  production  is  rela- 
ively  small,  the  academic  logic  of 
he  proceeding  is  that  prices  will 
ie  raised  during  the  period  of  natu- 
al  surplus,  and  depressed  during 
he  period  of  natural  scarcity,  so 
hat  there  will  be  in  operation  an 
equalizing  force.”  The  price  sta- 
istics  collected  in  this  investigation 
lermit  a  definite  and  conclusive 
mswer  to  this  question. 

In  the  special  investigation  for 
New  York  City  it  appears  that 
there  has  been  a  tendency  from  the 
Rrst  to  the  last  period  toward  uni¬ 
formity  of  prices  of  fresh  butter 
through  all  of  the  twelve  months  of 
the  year,  and  an  unbroken  tendency 
toward  uniformity  when  the  fresh 
butter  of  the  first  period  is  com¬ 
pared  with  the  cold  storage  butter 
of  the  last.  Holt. 

Florida  cucumbers  are  selling 
well  around  $3.50  per  basket. 


ADVERTISING  AND  QUALITY  MAKE 

Borden’s  Cagle  Brand  Condensed  Milk 

1  •  =  arid  ====== 

Borden’s  Peerless  Brand  Evaporated  Milk 

THE  FASTEST-SELLING  BRANDS 

Our  steady  advertising-  is  constantly  stimulating-  the  demand  for 
Borden’s  Eagle  Brand  Condensed  Milk  and  Borden’s  Peerless  Brand 
Evaporated  Milk,  making  new  customers  every  day.  Keep  them  well 
displayed  in  your  store  and  secure  the  sales  we  are  sending  to  you, 
because  your  customers  will  like  their  quality  and  flavor  so  that,  once 
started,  they  will  always  buy  these  brands.  You  can  not  only  start  new 
customers  on  Borden’s  Milks  but  you  can  get  regular  buyers  to  buy 
more  if  you’ll  call  their  attention  to  the  many  delicious  dishes  they  can 
make  with  them ;  many  people  who  are  only  using  them  for  tea  and  coffee 
will  make  cookies,  doughnuts,  cinnamon  bun,  milk  bread.  If  you’ll  suggest 
it  you’ll  not  only  sell  more,  but  you’ll  also  sell  cocoa,  cocoanut,  spices, 
butter,  eggs  and  flavoring  extracts.  We’ll  help  you  stir  up  these  sales; 
send  us  your  customers’  names  and  we’ll  mail  our  Recipe  Book  to  them 
for  you. 

Borden’s  Condensed  MilK  Company 


" LEADERS  OF  QUALITY” 


Established  1857 


NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“We  recommend  BORDEN’S  MILKS  because  we  know  they 
are  best  and  purest.  We’re  making  special  efforts  now  to  get  all 
our  customers  using  them  in  preference  to  others.  Let  us  send 
Borden’s  this  week.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize"  the  Pennsylvania  Retail  Merchants 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Nebraska  Retailers  Decide  Merchant  Who 
Gives  Order  Has  No  Right  to  Counter¬ 
mand  Except  in  Special  Cases 

Concensus  of  Opinion  at  Recent  Convention  on  Live  Trade 
Topics.  Question  Box  Answers.  National  Convention  in 
St.  Louis  Next  Month. 


Why  Does  a  Consumer  Pay  One  Dollar  a 
Bushel  for  Potatoes  and  the  Producer 
Only  Get  Thirty  Cents  of  It? 

Convention  Held  in  Chicago  During  the  Week  to  Solve  this  One 
Question.  Fruit  and  Vegetable  Men  from  New  England 
to  Texas  All  Tell  the  Same  Story. 


Special  Correspondence  .of  “Grocery  World 

and  General  Merchant.” 

Cleveland,  Ohio,  April  io,  1913. 
At  the  recent  convention  of  the 
Nebraska  State  Association,  one  of 
the  chief  features  was  the  question 
box.  Here  are  the  queries  pre¬ 
sented  and  my  own  summary  of  the 
answers.  The  answers  are  much 
condensed ;  as  a  matter  of  fact,  they 
were  all  extensively  discussed.  I 
give  the  answer  which  represented 
the  concensus  of  opinion: — 

1.  From  the  viewpoint  of  profit 
making,  should  a  merchant  handle 
National  advertised  goods  to  any 
large  extent? 

Ans. — Yes. 

2.  Do  you  consider  a  thirty-day 
system  a  cash  system? 

Ans. — If  that  is  the  time  at  which 
the  customer  receives  his  pay,  yes. 

3.  When  a  merchant  gives  an  or¬ 
der  for  merchandise,  should  he  be 
allowed  the  privilege  of  counter¬ 
manding  it? 

Ans. — Only  in  extreme  cases. 

4.  Would  you  keep  in  your  em¬ 
ploy  a  man  whom  you  know  has  the 
habit  of  beating  others  out  of  their 
bills? 

Ans. — Decidedly  not. 

5.  Should  the  merchant  enter 
politics? 

Ans. — Yes. 

6.  Would  you  place  a  customer’s 
name  on  the  “suspended  list”  who 
has  not  paid  his  bill,  pays  no  atten¬ 
tion  to  statements  sent  him,  but  who 
can  be  made  to  pay  his  account  by 
law? 

Ans. — Yes. 

7.  Would  you  close  the  account 
or  extend  further  credit  to  one  of 
whom  you  have  become  suspicious? 

Ans. — Close  the  account. 

8.  Does  not  co-operation,  as  sug¬ 
gested  by  the  State  Association, 
take  away  a  man’s  individuality? 

Ans. — No. 

9.  Should  the  merchants  treat  the 
traveling  salesman  as  a  friend,  a 
nuisance  or  a  necessity? 

Ans. — As  a  friend  and  a  neces¬ 
sity. 

10.  Our  local  association  seems  to 
be  dead.  We  try  our  best  to  get 
our  members  out,  but  seldom  have 
more  than  25  per  cent,  in  attend¬ 
ance;  what  should  we  do  to  revive 
interest? 

Ans. — No  one  was  able  to  give  an 
effective  answer,  although  several 
suggestions  were  made. 

11.  You  sell  an  article  of  mer¬ 
chandise,  guarantee  the  article  to 
give  satisfaction,  you  allow  the  cus¬ 
tomer  to  be  the  judge,  he  tells  you 
the  goods  were  not  as  represented, 
would  you  try  and  collect  the  ac¬ 
count? 

Ans. — No. 

All  of  the  questions  that  had  sug¬ 
gested  themselves  from  years  of  ex¬ 
perience  were  printed  in  a  circular. 
There  were  fifty  of  them  and  as  I 


each  was  answered  someone  from 
the  assembly  would  call  out  some 
other  question  which  he  wanted  to 
have  discussed,  so  that  it  kept  the 
convention  in  a  state  of  excitement 
and  enthusiasm  during  the  entire 
time.  The  set  speeches  were  lim¬ 
ited,  and  the  convention  given  over 
entirely  to  the  delegates. 

*  * 

The  sixteenth  annual  convention 
of  the  National  Association  of  Re¬ 
tail  Grocers  of  the  United  States 
will  be  held  at  St.  Louis,  May  19, 
20,  21,  22,  1913. 

The  annual  convention  will  con¬ 
vene  at  9-3°  o’clock  on  the  mornii  g 
of  Monday,  May  19th,  at  the  Plant¬ 
ers’  Hotel,  for  its  first  session,  and 
will  be  called  to  order  by  D.  E.  J. 
Noonan,  president  of  the  St.  Louis 
Retail  Grocers’  Association. 

The  annual  reports  of  the  execu¬ 
tive  officers  -will  be  submitted  and 
the  programme  will  follow  the 
plans  provided  by  the  constitution 
and  by-laws  of  the  National  Asso¬ 
ciation. 

John  A.  Green, 

Secretary  National  Retail  Gro¬ 
cers’  Association. 


Nearby  salad  is  now  coming  for¬ 
ward  at  $3.25  to  $5 ;  Southern,  $2 
to  $3.25  per  barrel.  Good  salad  is 
scarce  and  wanted. 


Special  Correspondence  of  “Grocery  World 

and  General  Merchant.” 

Chicago,  Ill.,  April  10,  1913. 

The  National  Conference  on 
Marketing  and  Farm  Credits,  the 
meeting  of  which  was  announced 
in  your  columns  two  weeks  ago, 
opened  its  meetings  here  last  Tues¬ 
day,  and  first  took  up  the  great  dif¬ 
ference  between  the  price  received 
for  food  products  by  the  grower  or 
producer,  and  the  price  paid  by  the 
consumer.  One  speaker  told  the 
convention  that  that  day  Chicago 
housewives  paid  2  cents  a  pound  or 
from  8  to  12  cents  a  head  for  fresh 
cabbage.  On  South  Water  street 
commission  merchants  paid  $1.50 
to  $2  a  crate;  down  in  the  Rio 
Grande  country,  on  the  Gulf  coast 
of  Texas,  cabbage  was  rotting  on 
the  farms. 

The  convention  lasted  three  days 
and  devoted  almost  all  its  time  to 
seeking  an  answer  to  this  one  ques¬ 
tion  why  there  was  such  a  large 
difference  between  the  price  paid  by 
the  consumer  and  the  amount  re¬ 
ceived  by  the  producer.  As  Ed¬ 
ward  R.  Kone,  Commissioner  of 
Agriculture  of  Texas,  said,  some¬ 
body  else  is  getting  the  money  for 
nearly  everything  that  farmers 
grow. 

“The  railroads  aren’t  getting  the 
money,”  said  Kone.  “At  least,  we 


think  not.  The  farmer  isn’t.  The 
consumer  isn’t  getting  the  farm 
goods  cheaply.  He’s  hollering 
about  the  high  cost  of  living. 
Where  does  the  money  go?  If  to 
the  middleman,  we’re  after  him.” 

Peter  Radford,  president  of  the 
Texas  Farmers’  Union,  said  that 
farmers  have  long  been  restive  un¬ 
der  present  marketing  conditions. 

“We  are  going  after  the  trouble 
in  an  organized  way,”  said  Rad¬ 
ford.  “We  want  to  know  why  we 
get  only  30  cents  on  a  bushel  for 
potatoes  which  sell  for  75  cents  to 
$1  a  bushel  here.  That  seems  too 
big  a  profit.” 

Other  States  besides  Texas  are  in 
revolt.  Warren  Dunham  Foster, 
member  of  the  Massachusetts 
Homestead  Commission,  told  why 
New  England  is  supporting  the 
conference. 

“Potatoes  we  raise  on  truck 
farms  in  Cummington,  Mass.,  are 
rotting  in  the  fields,”  said  Foster. 
“In  Worthington,  a  town  practi¬ 
cally  contiguous  to  Cummington, 
they  sell  for  $1.50  a  bushel.  There 
seems  to  be  need  for  co-operaticn 
between  East  and  West.” 

Sidney  E.  Mezes,  president  of  the 
University  of  Texas,  was  unable  to 
attend  and  his  address  was  read  for  H 
him. 

“While  some  progress  has  been 
made  in  teaching  the  farmer  how 
to  grow  more  crops,”  the  paper 
reads,  “little  has  yet  been  done  to 
aid  him  in  getting  fair  prices  for  || 
his  products.  To  illustrate  the 
gross  injustice  of  our  present  mar¬ 
keting  system,  I  may  point  out  the 
fact  that  at  Laredo,  Texas,  in  our 
onion-growing  district,  one  day,  a 
short  time  ago,  onions  were  sold  for 
2  cents  a  pound ;  the  next  morning 
Laredo  onions  were  sold  in  the 
open  market  at  Austin,  Texas,  at 
15  cents  a  pound.  In  this  transac¬ 
tion,  as  you  will  see,  the  commis¬ 
sion  man,  the  public  carrier,  and  the 
retail  dealer  divided  650  per  cent, 
of  the  price  paid  to  the  grower. 

“Again,  tomatoes  were  sold  one 
day  at  two-thirds  of  a  cent  each  in 
Palestine,  Texas,  and  the  next 


Beware  of  this  Man— He  is  a  Swindler 

Subscribers  of  this  journal  and  grocers  and  general 
merchants  generally  are  warned  against  a  man  representing 
himself  as  a  solicitor  for  the  “  Grocery  World  and  General 
Merchant.”  bora  while  he  will  have  the  written  authority 
of  this  journal  to  solicit  and  the  regular  receipt  blanks  used 
by  this  journal.  Less  than  medium  height,  probably  around 
5  feet,  5  inches,  inclined  to  stoutness,  light  brown  hair,  round 
face,  smooth  shaven,  clear  complexion,  good  teeth,  highly 
polished  finger  nails  and  thoroughly  well  groomed.  Claims 
to  be  twenty-seven  years  old  and  looks  twenty-four.  He  is 
borrowing  money  and  is  collecting  subscriptions  which  he 
does  not  turn  in.  Has  a  bad  record,  which  this  journal  did 
not  discover  till  too  late.  Traveling  now  or  recently  through 
Maryland  and  using  the  name  of  Thomas  A.  McClaine. 
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Drning  were  sold  at  Austin  at  5 
nts  each. 

“In  each  of  the  instances  cited 
e  producer  received  only  13  per 
nt.  of  the  final  selling  price, 
.file  87  per  cent,  was  divided 
long  the  railroads  and  the  sellers, 
le  glaring  injustice  of  such  a  sys- 
tn  is  made  more  apparent  by  a 
mparison  with  the  results  of  co- 
leration  in  marketing  farm  prod- 
:ts  in  Denmark.  In  that  country 
e  co-operation  society  handles, 
■rts  according  to  size,  and  packs 
rgs  for  y/2  per  cent.;  the  ship- 
ng  and  selling  cost  form  4  per 
nt.,  leaving  the  farmer  92 J4  per 
:nt  of  the  final  price  paid  by  the 
uisumer.” 

The  convention  adopted  resolu- 
Dns  that  “the  cost  of  taking  the 
roducts  of  the  farm  to  the  con- 
imer  is  unnecessarily  large,  and 
le  methods  employed  are  wasteful 
conomical  and  efficient  methods 
>r  the  distribution  of  these  farm 
roducts  are  of  pre-eminent  impor 
mee  in  reducing  the  cost  and  rais- 
ig  the  standard  of  living.  The 
rovernment  should  establish  an  ef- 
^ctive  agency  for  the  study  of  the 
roblems  of  marketing  and  for  the 
istribution  of  information  as  to 
onditions  and  needs  and  rationa 
lethods  of  meeting  these  needs; 
tiat  consumers  and  producers 
hould  organize  to  promote  efficient 
[istribution,  economical  marketing 
nd  reduce  expenses.” 

E.  R.  Berfield. 
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qq  NOT  LET  THE  SOAR  LIE  IN  THE  WATER. 

‘  Crocers  Everywhere.  n 


An  Easy, 


sw  Patents  and  Trade-marks  In  the 
Grocery  Line. 

Messrs.  Davis  Sr  Davis,  Washington 
j tent  Attorneys,  report ,  this  week,  the 
■ ant  of  the  following  patents: — 

Washington,  D.  C.,  April  8,  1913- 
1,058,093.  Can  filling  machine.  W.  J. 
helps,  Baltimore  Md.  (five  patents). 
1,058,279.  Method  of  making  coffee  | 
ctract  tablets.  G.  Volckers,  San  Juan, 
orto  Rico.  .  , 

1,058,344.  Apparatus  for  separating 
round  material,  particularly  cocoa 
Dwder.  E.  L.  H.  Bauermeister,  Al¬ 
ina,  Germany. 

1,058,449.  Display  rack.  M.  Mayer, 
few  York,  N.  Y. 

1,058,460.  Fruit  cleaner.  O.  K. 
'orter,  The  Dalles,  Ore.  (two  patents). 

’RADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  53,827.  “Melba”  for  candies, 
leisdorff  &  Taylor,  Chicago,  Ill. 

Ser.  No.  60,736.  “White  Jacket”  for 
rheat  flour.  The  Grafton  Roller  Mill 
lo.,  Grafton,  N.  D. 

Ser.  No.  61,015.  “Oriole”  for  bis¬ 
uit.  National  Biscuit  Co.,  Jersey  City, 

I-  J- 

Ser.  No.  61,099.  “Marigold”  for  bis- 
:uit.  National  Biscuit  Co.,  Jersey  City, 

T  J. 

Ser.  No.  64,993.  “Sea  Breeze’  for 
fiscuit.  National  Biscuit  Co.,  Jersey 
City,  N.  J.  ' 

Ser.  No.  67,167.  “Dubar”  for  cakes, , 
rrackers,  wafers  and  biscuits.  Bremner  j 
Bros.,  Chicago,  Ill. 

IN  WRITING  TO 


YOUNG’S  SCOURING  SOAP 

scours  without  scratching.  Women  who 
use  it  describe  it  as  “the  finest  scouring 
soap  you  can  buy,”  and  once  you  get  your  customers  started 
buying  it  you  can  depend  on  steady  sales. 

Young’s  Scouring  Soap,  in  addition  to  its  Quality  and  effectiv  e- 
ness,  has  the  extra  advantage  of  wrappers  which  can  be  exchanged 
for  hundreds  of  beautiful  gifts.  This  feature  makes  it  easier  to  start 
customers  as  well  as  helping  to  hold  them. 

Every  cake  of  Young’s  Scouring  Soap  weighs  a  full  found. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“YOUNG’S  SCOURING  SOAP  will  not  only  eat  greases,  dirt 
and  stains  off  of  any  pot  or  pan,  but  it  doesn’t  scratch  so  you  can 
use  it  to  scour  anything  that  can  be  scoured.  Don  t  forget  to 
save  the  wrappers.” 


V&Vi 5BTP/SC 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


Messrs.  Procter  &  Gamble,  soap 
manufacturers,  are  being  kept 
pretty  busy,  these 
Mort  About  the  d  a  y  s,  explaining 

Incident.  J  ust  why  their  re¬ 
cent  change  of 
method  is  not  as  important  as  it 
seems.  Readers  hereof  will  re¬ 
member  what  that  change  was : 
They  formerly  sold  only  the  jobber 
and  held  him  to  a  fixed  price.  Now 
they  have  no  fixed  price  and  will 
sell  retailers  direct,  not  in  all  ter¬ 
ritories,  but  it  is  coming  to  that. 

The  latest  explanation  of  the  rea¬ 
son  for  the  change  comes  from  a 


stockholder  of  the  Procter  &  Gam¬ 
ble  business  named  George  Lee. 
He  is  thus  quoted : — 


Mr.  Lee,  who  is  well  known  in 
New  York  and  who  has  been  with 
the  company  for  over  twenty  years, 
says  that  the  reason  why  the  change 
was  made  in  New  York  is  because 
the  company  found  it  better  to  sell 
direct  than  through  wholesalers. 
“The  company,  like  a  good  many 
others,”  he  said,  “has  been  selling 
the  goods  for  the  jobbers,  turning 
the  orders  over  to  them  and  giving 
them  the  stocks  to  fill  the  orders 
as  they  needed  them.  All  the  whole¬ 
salers  did  was  to  pick  up  the  goods 
from  day  to  day  and  deliver  them 
to  the  retailers  and  collect  their 
commission.  There  will  be  no  con¬ 
cessions  made  to  the  retailers ;  they 
pay  the  same  price  they  would  the 
jobber  and  that  is  necessary,  be¬ 
cause  it  costs  us  the  difference  to 
get  business  direct. 


This  is  the  frankest  statement 
yet  issued,  and  it  comes  to  this : 
“the  jobbers  whom  we  were  pro¬ 
tecting  were  doing  nothing  but  fill¬ 
ing  the  orders  which  we  obtained 
and  collecting  the  commissions 
which  we  guaranteed.  We  have 
therefore  decided  to  fill  the  orders 
ourselves  and  save  the  commission.’’ 
The  change  takes  effect  as  yet  only 
in  the  New  York  territory,  which 
includes,  however,  about  half  of 
New  Jersey.  The  conditions  are 
not  different  in  other  territories, 
and  what  Procter  &  Gamble  have 
done  in  New  York  they  will  of 
course  in  time  do  everywhere  else. 

The  point  that  lies  at  the  bottom 
of  this  incident  is  that  the  jobber 
is  entitled  to  profit  or  commission 
only  when  he  earns  it,  and  that  he 
does  not  earn  it  merely  by  filling 
orders — gotten  for  him  by  the  man¬ 
ufacturer — from  customers  who 
don’t  need  carrying.  In  such  cases 
there  is  constantly  increasing 
danger  to  the  jobber  that  the  man¬ 


ufacturer  will  decide  to  go  straight 
to  the  retailer  as  Procter  &  Gamble 
have  done. 

There  is  some  question,  however, 
whether  it  is  as  fair  to  hold  the 
jobber  responsible  for  not  person¬ 
ally  pushing  Ivory  soap  as  for  not 
pushing  other  articles  where  the 
possibilities  are  different.  Ivory 
soap  and  a  few  other  products  occu¬ 
py  a  very  peculiar  position — every¬ 
body  sells  them  and  the  need  of  in¬ 
dividual  work  is  pretty  well  gone. 


A  Swinish  Bill. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  had  its  at¬ 
tention  called 
to  Pennsylvania 
House  Bill  527, 
which  is  comment¬ 
ed  upon  in  this  week’s  Harrisburg 
letter.  It  forbids  the  sale  of  all 
“drugs,  medicines  or  poisons”  ex¬ 
cept  in  regularly  licensed  pharma¬ 
cies,  or  in  stores  three  miles  or 
more  from  pharmacies,  which  latter 
also  have  to  be  licensed  by  the  State 
Pharmaceutical  Board  before  they 
can  sell  the  simple  drugs  and  medi¬ 
cines  which  it  is  necessary  to  sell 
for  the  convenience  of  the  neighbor¬ 
hood.  The  bill  will  affect  hundreds 


of  country  stores  which  now  sell 
the  little  needfuls  that  their  custom¬ 
ers  ask  them  for,  and  which  there 
is  not  the  slightest  reason  why  they 
should  not  sell. 

That  the  sale  of  poisons  and 
harmful  drugs  should  be  confined 
to  graduated  druggists  goes  with¬ 
out  saying.  But  can  anybody  give 
a  reason  why  they  should  have  the 
exclusive  sale  of  borax  or  washing 
soda,  or  Dr.  Bull’s  cough  syrup? 
Patent  medicines  should  not  be  sold 
at  all,  in  the  writer’s  judgment,  but 
if  they  are  to  be  sold  then  the  gro¬ 
cer  and  general  storekeeper  has  all 
the  right  to  sell  them  that  a  drug¬ 
gist  has.  It  is  true  that  such  things 
originally  belonged  to  the  druggist’s 
stock,  but  the  druggist  has  long 
ago  demonstrated  that  he  didn’t  be¬ 
lieve  in  confining  merchants  to  their 
own  stocks.  When  it  comes  to  sell¬ 
ing  goods  foreign  to  his  line,  the 
druggist  is  the  biggest  swine  alive. 
Pie  has  stolen  stationery,  confec¬ 
tionery,  jewelry,  glassware,  some 
groceries,  leather  goods,  and  a  host 
of  other  goods  for  which  there 
never  was  any  other  excuse  than 
greed.  He  is  the  last  one  to  re¬ 
strict  the  grocer’s  stock;  let  him 


Ought-to>be  Subscribers  and  Should-be 
Advertisers  Take  Notice 


JOmn  C  AVAN  Pxa.oiNf 


JAM!  3  J  DAWSON.  Sffr»»  3  fatM 

TME^AH'{pRRElL(Oi, 

Wholesale  Grocers. 

Qjfohn^tow^A  April  7,  1913. 


T be  Grocery  World, 

Philadelphia,  pa. 

Gentle men 

Please  mall  us  the  Grocery  World  until  further  notified. 

We  overlooked  renewing  our  subscription  sometime  ago  and  our  salesmen 
are  now  calling  our  attention  to  It,  so  we  want  to  be  registered  as  one 
or  your  subscribers. 

If  not  asking  too  much,  please  mall  us  copies  of  the  Issues 
Tor  the  past  three  weeks. 

Very  truly  yours, 

JCR/lica.  The  Ryan-Correll  Company. 


first  restore  what  he  has  stolen 
from  others. 

The  “Grocery  World  and  General 
Merchant”  suggests  that  this  bill 
should  receive  the  instantaneous  at¬ 
tention  of  the  Pennsylvania  Retail 
Merchants’  Association.  On  second 
thought,  how  can  the  State  Associ¬ 
ation  oppose  it  when  some  of  its 
members  are  druggists?  This  is  a 
pretty  good  illustration  of  the 
weakness  of  mercantile  associations 
which  include  all  classes. 


According  to  the  Philadelphia 
newspapers,  the  cold  storage  people 
who  appeared  be- 
,  fore  the  Pennsyl- 

No  Need  to  Evade.  .  J  ' 

vama  Legislative 
Committee  last 
Tuesday  to  oppose  the  pending  cold 
storage  food  bill,  “all  agreed  that 
articles  were  not  stored  to  put  up 
or  keep  up  prices.” 

The  man  who  says  a  thing  like 
that  is  giving  a  convincing  imitation 
of  a  fool.  Until  representatives  of 
the  cold  storage  industry  abandon 
such  evasions  and  come  frankly  out 
and  tell  the  truth,  the  industry  will 
remain  under  its  present  ban,  and 
will  continue  to  be  the  butt  of  ill- 
considered  and  hostile  legislation. 

The  thing  appears  all  the  more 
foolish  because  there  is  nothing  to 
hide  about  the  cold  storage  food 
business.  Food  is  stored  to  keep 
up  prices,  but  it  is  also  stored  to 
keep  prices  down,  and  both  results 
are  accomplished,  greatly  to  the  ad¬ 
vantage  of  everybody.  If  eggs 
cannot  be  stored  in  March,  April 
and  May,  the  supply  will  be  so 
great  that  the  price  will  drop  to 
near  nothing  and  the  poultry  indus¬ 
try  will  be  dealt  such  a  vital  blow 
that  when  next  winter  comes  there 
won’t  even  be  the  inadequate  supply 
of  fresh  eggs  that  th6re  usually  is 
in  winter.  The  result  would  be  a 
price  of  possibly  a  dollar  a  dozen, 
with  a  tenth  enough  eggs  to  go 
round. 

Cold  storage  carries  over  a  sur¬ 
plus  that  is  not  needed,  until  the 
time  when  it  is  needed,  and  thus 
steadies  the  market  throughout  the 
year.  It  also  preserves  the  poul¬ 
try  industry  from  what  would 
surely  be  contraction  and  partial 
annihilation.  Why  should  a  plan  so 
invincibly  logical  need  to  mask  it¬ 
self  behind  evasions? 
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roposed  Sugar  Tariff  Means  Reduction 
of  Almost  One-half  Cent.  Per  Pound 


sociated  Sugar  Brokers  Ask  Congress  Not  to  Reduce  Tariff 
Until  After  October  15th,  When  Summer  Season  is  Over. 
What  the  Contemplated  Reduction  Means. 


[f  the  tariff  bill  becomes  a  law  as 
vv  framed,  it  will  cost  just  forty- 
e  hundredths  of  a  cent  less  per 
and  to  deliver  sugar  into  this 
intry.  A  reduction  of  25  per 
it.,  amounting  to  the  above  per- 
ltage,  is  to  go  immediately  into 
ect  and  continue  for  three  years, 
:er  which  sugar  would  be  free. 
H.  Huston  &  Co.,  the  Philadel- 
ia  sugar  brokers,  thus  explain 
i  effect  of  the  proposed  change 
the  tariff : — 

The  so-called  Dutch  Standard  is 
diminated  in  the  sugar  schedule. 
Die  present  duty  of  95-1000  of  1 
;ent  per  pound  in  the  sugar  testing 
iy  the  polariscope  not  above  75 
legrees  is  reduced  71-1000  of  1  cent 
>er  pound,  and  for  each  additional 
legree  by  the  polariscope  test  the 
-atio  is  reduced  from  35-1000  to 
26-1000  of  1  cent  per  pound  addi- 
:ional;  therefore,  sugars  testing  96 
legrees  would  pay  a  duty  of  1.256 
nstead  of  the  present  rate  of  1.685, 
while  Cuba  sugars  would  pay  1.005 


instead  of  the  present  rate  of  1.348. 
This  would  mean  a  duty  of  1  cent 
per  pound  on  Cuban  sugars.  This 
duty  to  be  in  effect  for  three  years, 
after  which  time  all  sugars  are  to 
be  placed  on  the  free  list. 

The  National  Association  of 
Sugar  Brokers  fears  the  unsettling 
effect  of  the  proposed  tariff  change 
upon  the  summer  sugar  market,  and 
has  petitioned  the  Ways  and  Means 
Committee  to  postpone  the  taking 
effect  of  any  reduction  until  after 
October  15th,  when  the  summer 
season  is  about  over.  The  associa¬ 
tion’s  letter  to  the  committee  is  as 
follows : — 

To  the  Members  of  Committee  on 
Ways  and  Means,  United  States 
House  of  Representatives,  and 
Finance  Committee,  United 
States  Senate,  Washington, 
D.  C. 

Gentlemen : — On  behalf  of  the 
buyers  and  sellers  in  all  parts  of  the 
country,  distributing  sugar  to  the 
value  of  many  millions  of  dollars 


per  annum,  we  beg  to  call  your  at¬ 
tention  to  the  fact  that  the  most 
active  season  for  the  distribution 
and  actual  consumption  of  sugar 
commences  in  June  and  terminates 
about  October  15th,  this  being  the 
period  when  fruits  mature  and  are 
preserved,  and  which  the  general 
consumption  is  stimulated  by  hot 
weather. 

Also  that  a  reduction  in  duty  of 
sugar  during  the  active  season 
would  likely  interfere  with  the  fruit 
growing,  preserving  and  other  in¬ 
dustries,  by  the  dealers  not  being 
willing  to  carry  the  needed  sugar 
supplies,  involving  risk  of  loss  in 
value  by  change  in  duty,  and  would 
both  restrict  and  disturb  the  busi¬ 
ness  in  sugar  greatly. 

In  order,  therefore,  to  avoid  a 
sugar  “famine”  for  a  time  preceding 
the  application  of  the  new  duty,  and 
which  would  prove  a  hardship  to 
consumers  generally  and  a  calamity 
to  fruit  producers,  we  respectfully 
suggest  that  provisions  be  made  for 
the  new  tariff  to  take  effect  either 
BEFORE  June  1st  or  not  until 
AFTER  October  15th,  and  that  an¬ 
nouncement  to  be  made  as  soon  as 
possible  of  the  proposed  date  of 
effect,  so  that  the  trade  may  have 
some  information  on  which  to  base 
their  calculation  of  necessary  sup¬ 
plies,  instead  of  bringing  business 
to  a  standstill  from  lack  of  reason¬ 
able  enlightenment. 

Respectfully  yours, 

(Signed.) 

There  is  a  rumor  that  even  if  the 
sugar  duty  is  reduced  by  41  points, 
which  is  nearly  one-half  cent,  the 
refiners  will  not  willingly  reduce 
the  price  of  refined  sugar,  for  the 
reason  that  they  are  not  making 


any  money  at  present  prices.  It  is 
certain,  however,  that  if  they  did 
not  reduce  the  price  they  would  be 
made  the  subject  of  a  considerable 
hue  and  cry. 


Changes  in  Food  Products 
Tariffs  Made  by  New 
Democratic  Bill. 


Rates  Reduced  Wherever  Changed  At 
All.  Many  Articles  on  Free  List. 
Comparison  of  Old  and  New  Pro¬ 
posed  Rates. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

April  11,  1913. 

As  the  daily  newspapers  have 
stated,  the  proposed  new  Demo¬ 
cratic  tariff  bill  was  announced  dur¬ 
ing  the  week,  and  will  be  taken  up 
in  the  House  when  it  convenes. 
The  bill  affects  many  food  products, 
one  of  the  most  important  of  which 
is  sugar,  and  wherever  any  change 
is  made,  it  is  a  reduction.  Several 
food  products  are  put  on  the  free 
list. 

A  list  showing  the  present  and 
proposed  tariff  on  the  most  im¬ 
portant  food  products  is  as  fol¬ 
lows  :  — 


Save  $25  Now 


If  two  registers  of  equal  mechanical  perfection,  equally  efficient 
to  safeguard  your  profits,  equal  in  good  looks,  and  guarantee  were 
placed  before  you,  one  costing  $100  and  the  other  only  $75,  would 
you  not  consider  saving  the  $25  ? 

A  Michigan  No.  6  Total  Adding  Cash  Register  is  not  only  equal, 
but  actually  superior  in  these  points  to  any  $100  register  of  any 
other  make. 

On  first  cost  alone  hundreds  of  thousands  of  dollars  have  been 
saved  by  the  merchants  who  have  bought  one  or  more  Michigan  No.  6 
Total  Adders.  And  hundreds  of  thousands  more  are  being  saved 
through  the  protection  the  registers  give. 

Progressive  merchants  everywhere  are  realizing  the  economy  of 
buying  Michigan  Cash  Registers.  To  take  care  of  their  increasing 
orders  we  have  been  forced  to  erect  and  equip  a  new'  building  with 
much  larger  facilities  for  manufacturing  Michigan  Cash  Registers. 

These  merchants  are  good  buyers.  They  are  keen  to  save  money, 
but  they  demand  full  value  for  what  they  pay.  Yoo  can  safely  be 
guided  by  their  judgment  in  buying  a  Michigan  No.  6. 

Remember,  the  Michigan  No.  6  Total  Adder  not  only  saves  $25  on  the  first  cost,  but  saves  money  every  day  you  own  it  by 
preventing  the  mistakes  and  losses  which  continually  result  from  using  the  old-fashioned  cash  drawer. 

Consider  now  this  saving  of  $25.  You  can  buy  a  Michigan  No.  6  from  your  jobber  or  his  salesman  on  his  regular  terms,  just  as 
you  buy  your  goods.  If  they  can’t  supply  you  write  us  direct,  giving  the  name  of  the  salesman  wrho  calls  on  you.  We  will  gladly 
send  you  our  new  catalogue  E  3,  showing  the  complete  line  of  Michigan  Cash  Registers. 


Insure  Your  Profits  for  Years  to  Come 


and 


Michigan  Cash  Register  Company  -  -  -  Detroit,  Mich. 
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Item. 


Act  of  1909. 
Rate. 


Proposed  New  Tariff. 
Rate. 


Common  soap  . 

Saleratus  or  bicarbonate  of 

20  per  cent . 

. .  5  per  cent. 

soda  . 

cent  per  pound. . .  . 

. .  y  cent  per  pound. 

Sal  soda,  washing  soda . 

l/2  cent  per  pound.... 

. .  cent  per  pound. 

Borax,  refined  . 

China  and  crockery,  not  dec- 

2  cents  per  pound . 

. .  y%  cent  per  pound. 

orated,  etc.  . 

55  per  cent . 

•  •  35  per  cent. 

Swine  . 

$1.50  per  head . 

. .  Free. 

Cattle  . 

. .  10  per  cent. 

Bran  and  wheat  screenings... 

20  per  cent . 

. .  Free. 

Buckwheat  flour  . 

25  per  cent . 

. .  Free. 

Macaroni,  etc . 

Wheat  flour  . 

1  ]/2  cents  per  pound. . . 

. .  1  cent  per  pound. 

25  per  cent . 

. .  Free. 

Rve  flour  . 

25  per  cent . 

. .  Free. 

Eggs  . 

5  cents  per  dozen . 

. .  2  cents  per  dozen. 

Fish  . 

. .  Free. 

Meats  . 

. .  Free. 

Fancy  cakes  . 

50  per  cent . 

. .  25  per  cent. 

Mushrooms  and  truffles . 

2 y2  cents  per  pound. .. 

. .  2.y2  cents  per  pound. 

Caviar  . 

Comfits  and  fruits  of  all  kinds, 

30  per  cent . 

. .  30  per  cent. 

preserved,  containing  over 
100  per  cent,  of  alcohol . 

Olives,  n.  s.  p.  f . 

Game,  except  birds  . 

Rice,  cleaned  . 

Mineral  waters  . 

Brooms . 

Barley . 

Fruits . 

Figs . 

Lemons . 

Live  poultry . 

Vinegar  . 

Molasses,  not  over  40  per  cent.. 
Molasses,  from  40  to  56  per 

cent . 

Molasses,  above  56  per  cent... 

Maple  sugar . 

Refined  syrups  . 

Sugar  candy,  worth  15  cents 
per  pound  or  less  . 


$2.50  per  proof  gallon, 

plus  35  per  cent . 

15  cents  per  gallon . 

2  y2  cents  per  pound, 

54.05  per  cent . 

43.56  per  cent . 

40  per  cent . 

43.05  per  cent . 

27.21  per  cent . 

51.53  per  cent . 

68.85  per  cent . 

13.10  per  cent . 

33  03  per  cent . 

20  per  cent . 


$2.50  per  proof  gallon, 
plus  20  per  cent. 

15  cents  per  gallon. 
il/2  cents  per  pound. 
33-33  per  cent. 

30.00  per  cent. 

15  per  cent. 

23.07  per  cent. 

15.38  per  cent. 

42.10  per  cent. 

24.03  per  cent. 

6.67  per  cent. 

17.39  per  cent. 

15  per  cent. 


3  cents  per  gallon . 2 y  cents  per  gallon. 

6  cents  per  gallon . \l/2  cents  per  gallon. 

4  cents  per  pound . 3  cents  per  pound. 

4  cents  per  pound . 3  cents  per  pound. 


Oats . 

Butter . 

Cheese . 

Beans  . 

Fresh  vegetables  .... 

Apples,  peaches  . 

Raisins . 

Pineapples  . 

Chocolate  and  cocoa 


4  cents  per  pound,  plus 

15  per  cent . 

15  cents  per  bushel . 

6  cents  per  pound . 

6  cents  per  pound . 

45  cents  per  bushel . 

25  per  cent . 

25  cents  per  bushel . 

2V2  cents  per  pound . 

$8  per  1,000 . 

2  y2  cents  per  pound, 
plus  10  per  cent . 


2  cents  per  pound. 
10  cents  per  bushel. 

3  cents  per  pound. 
20  per  cent. 

25  cents  per  bushel. 
15  per  cent. 

10  cents  per  bushel. 
2  cents  per  pound. 
$6  per  1,000. 


It  goes  without  saying  that  all 
possible  pressure  will  be  brought 
to  bear  upon  the  above  rates,  by 
producing  interests  who  will  be  ad¬ 
versely  affected  by  them,  and  they 
may  be  changed  radically  before 


1.  Will  motors  effect  a  saving  in 
present  delivery  costs? 

2.  Is  the  adjacent  territory,  at 
present  too  far  off  to  cover  with 
horse  delivery,  worth  developing 
with  motor  wagons  or  trucks? 


8.  Are  you  equipped  to  answer  a 
telephone  call  to  deliver  groceries 
five  or  six  miles  away  within  the 
next  half  hour,  or  would  you  have 
to  let  your  rival  tal.e  the  order  and 
probably  the  customer  too,  because 
you  couldn’t  deliver  the  goods  on 
time? 

These  and  many  other  questions 
intimately  concern  the  advisability 
of  using  motor  delivery. 

There  are  many  who  will  say: 
“Yes,  that’s  all  very  well,  but  I’m 
doing  a  comfortable  business  now 
and  making  a  decent  living  under 
the  old  conditions.  I’m  satisfied. 
I  don’t  need  motors.” 

All  of  which  may  be  very  true, 
but  it’s  no  assurance  that  your  near¬ 
est  rival  or  an  entirely  new  concern 
may  not  come  into  your  territory 
with  a  motor  delivery  system  in  the 
near  future  and  take  away  your 
best  customers  before  you  are 
aware  of  what  is  happening.  Such 
things  have  occurred. 

Two  advertisements,  in  news¬ 
papers  at  opposite  sides  of  the  coun¬ 
try,  will  show  the  trend  of  the 
times  better  than  any  mere  argu¬ 
ment. 

In  a  recent  issue  of  one  of  the 
big  New  York  dailies  there  ap¬ 
peared  a  large  advertisement  an¬ 
nouncing  the  sale  of  60  horses  from 
the  stable  of  the  New  York  chain- 


store  grocer,  James  Butler.  Quot¬ 
ing  from  this  advertisement:  “Tc 
insure  the  greatest  satisfaction  tc 
customers  by  the  quickest  daily  dis¬ 
tribution  of  fresh  food  supplies  t 
change  has  been  made  graduall) 
from  horse  trucks  to  motor  trans 
portation,  with  its  bigger  loads  an- 
rapid  runs.” 

The  other  advertisement  is  fron 
a  recent  issue  of  a  Los  Angele 
newspaper.  Three-quarters  of  th< 
space  is  devoted  to  a  large  illustra 
tion. 

Across  the  top  is  the  slogan :  “/ 
Sign  of  Good  Living.”  The  bal 
ance  of  the  text  reads :  “The  house 
wife  who  has  never  bought  her  gro 
ceries  and  table  supplies  fron 
Jevne’s  over  the  telephone  canno 
appreciate  the  personal  convenienc 
this  affords  her.  Two  deliverie 
are  made  each  day  to  all  parts  0 
the  city,  and  one  daily  to  Holly 
wood,  Pasadena,  South  Pasaden? 
Oak  Knoll,  Alhambra,  etc.” 

The  picture  shows  in  the  back¬ 
ground  a  private  house  in  the  sub 
urbs,  and  in  the  foreground  is  a  bi; 
motor  truck  with  the  driver  hand 
ing  out  packages  to  his  helper. 

Perhaps  “A  Sign  of  the  Times 
would  have  been  a  more  fittin 
slogan.  Henry  Farrington, 
Editor  “Power  Wagon. 

Chicago,  Ill.,  April  7,  1913. 


One  Dealer’s  Experience  in  Shipping  Egg 
to  New  York  Commission  Merchants 

\  a 

Large  Tennessee  Shipper  Tells  How  They  Cheated  Him  an 
How  He  Found  it  Out.  Contributes  Experiences  as  Evidenc 
of  Need  of  Pending  Bills  to  License  and  Bond  Commissio 


Merchants  in  Pennsylvania  and  New  York. 


the  bill  passes.  Holt. 


Contributed. 

How  to  Tell  Whether  it  Will 
Pay  You  to  Deliver  by 
Auto  Delivery. 


Expert  Points  Out  the  Tests.  One  is 
Value  of  Up-to-date  Reputation.  An 
Advertisement  Which  is  a  Sign  of  the 
Times. 

Naturally  every  merchant,  large 
and  small,  who  considers  adopting 
power  delivery  wagons  instead  of 
horses,  asks  himself  whether  the 
power  wagon  will  pay  him  better 
than  the  team  plan.  On  the  gen¬ 
eral  proposition  whether  or  not  a 
motor  wagon  will  pay  in  a  particu¬ 
lar  case  there  are  many  things  to 
take  into  consideration.  Some  of 


3.  What  is  it  worth  to  be  able  to 
make  deliveries  on  icy  or  snow- 
covered  streets,  or  under  a  broiling 
sun,  when  ordinary  horse  wagon 
service  is  demoralized  or  tempo¬ 
rarily  out  of  business  ? 

4.  Is  it  vital  to  be  able  to  work 
one’s  delivery  equipment  overtime 
in  the  “rush”  season,  with  the  as¬ 
surance  that  it  will  be  just  as 
efficient  the  next  day? 

5.  What  does  it  mean  to  you  in 
dollars  and  cents  to  be  considered 
up-to-date  ? 

6.  Do  your  customers  insist  upon 
prompt  deliveries  at  stated  hours  so 
many  times  a  day? 

7.  Do  your  present  horse  wagons 
take  so  long  to  cover  their  routes 
that  perishable  food  is  delivered  in 
poor  condition  to  your  furthermost 


Apropos  of  the  bill  pending  both 
in  New  York  State  and  Pennsyl¬ 
vania  to  cause  commission  mer¬ 
chants  in  butter,  eggs,  dairy  prod¬ 
ucts,  fruits,  vegetables,  etc.,  to  ob¬ 
tain  a  license  and  file  a  bond  before 
they  can  do  business,  the  object 
being  to  stop  the  present  frauds  of 
some  commission  merchants  in  ac¬ 
counting  to  their  shippers  for  less 
than  they  have  received,  perhaps 
some  experiences  of  the  under¬ 
signed  in  shipping  eggs  to  the  New 
York  market  may  be  interesting. 

I  ship  probably  150  carloads  of 
eggs  and  50  carloads  of  live  poultry 
every  year  from  my  section  of  Ten¬ 
nessee  and  I  have  practically 
stopped  shipping  to  the  New  York 


stage  in  New  York  that  we  ha\ 
been  forced  to  seek  outside  market 
In  other  cities  we  find  responsib 
jobbers  who  buy  our  goods  ou 
right  and  avoid  the  market  manipi 
lation  of  prices. 

We  shipped  eggs  to  New  Yor 
last  fall  which  were  of  the  san 
quality  and  from  the  same  territoi 
that  we  have  been  shipping  froi 
ever  since  we  have  been  in  the  bus 
ness.  Heretofore  they  alwaj 
brought  the  top  market  prices.  Bi 
from  some  cause  or  other  we  di 
not  realize  more  than  half  of  tl 
quotations  on  our  grades.  The  r- 
suit  has  been  that  shippers  from  a 
sections  have  lost  heavily — mo? 
than  $2,000,000  in  the  last  fiv 


these  are: — 


customers? 


market. 


It  has  reached  such 


a 


months — in  this  market. 


Whei 
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r  a  complaint  \$&s  made  the 
-eotyped  reply  was  returned  that 
ter  the  goods  were  in  bad  condi- 
i  or  were  not  up  to  grade, 
n  one  instance  I  had  a  carload 
iped  to  the  New  York  market  to 
self.  I  went  to  New  York  be- 
e  the  arrival  of  the  car  and  gave 
iples  to  one  firm.  They  pro- 
meed  the  eggs  of  good  quality 
l,  in  fact,  said  they  would  have 
inspector  test  them,  thinking 
y  would  sell  at  a  premium.  An 
sector  who  is  employed  by  the 
rcantile  Exchange  and  whose 
iry  is  paid  by  the  organized  colli¬ 
sion  merchants,  examined  and 
died  the  eggs  and  reported 
m  as  only  “seconds.”  I  told  the 
mbers  of  the  firm  that  either  the 
sector  did  not  know  how  to  test 
egg  or  else  he  was  laying  down, 
sok  the  eggs  out  of  the  house, 
they  stated  they  could  not  sell 
m  at  over  20  cents  a  dozen  on 
inspector’s  report.  The  market 
itation  at  that  time  for  this  class 
eggs  was  from  35  cents  to  37 
ts  a  dozen. 

’  took  the  eggs  to  another  colli¬ 
sion  merchant  and  was  informed 
y  would  net  me  32  cents  per 
:en,  which,  of  course,  means  no 
nmission  or  expense.  J  told  him 
ahead  with  the  sale.  As  long 
I  was  in  New  York  he  obtained 
price.  When  I  returned  home 
:  only  word  I  received  was  that 
had  sold  only  about  half  of  the 
load  at  32  cents  net  and  the 
ler  half  at  20  cents.  This  is  all 
vould  have  gotten  had  I  not 
eatened  this  concern  with  a 
vsuit  and  by  so  doing  obtained  a 
isonable  adjustment.  This  was  a 
v  months  ago — in  the  latter  part 
1912.  Since  that  time  I  have 
pped  to  points  outside  of  New 
>rk.  I  have  lost  as  much  at 
,500  on  a  shipment  of  one  carload 
eggs  to  New  York  commission 
irehants. 

.j  > 

I  am  only  one  shipper  in  many 
lusand  and  it  is  easy  to  see  how 
my  millions  of  dollars  shippers 
d  producers  lose,  while  consum- 
s  buy  the  goods  at  an  exorbitant 
ice  and  complaints  of  the  high 
st  of  living. 

Robert  S.  Hill. 
Lebanon,  Term.,  April  7,  1913. 


California  asparagus  is  worth 
■25  to  $4.75  per  dozen  and  Geor- 
a  grass  20  to  40  cents.  The  first 
rsey  grass  is  in  and  is  offered  at 
>  cents.  The  demand  is  light  on 
count  of  the  cold. 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  well  named,  because  it’s  winning  friends  for  us 
every  day.  Try  it  and  let  me  know  how  you  like  it.  One  of  the  best  things 
about  it  is  that  it's  made  by  a  responsible  concern,  and  you  can  depend  on  it 
being  always  uniform  in  quality  and  flavor." 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


The  money  is  in  PRIZE  BUTTER  if  you’ll  do  your 
part  to  get  it.  PRIZE  BUTTER  will  be  packed  to  suit 
your  trade — you  can  get  it  in  a  carton,  tub  or  print,  colored 
and  salted  to  suit.  You  can  depend  on  it  being  uniform  in 
quality  and  flavor ,  so  it  will  always  please  your  customers, 
and  you  know  the  satisfaction  in  handling  a  butter  that  both 
you  and  your  customers  could  depend  on — no  complaints,  no 
dissatisfaction.  Our  name  on  a  butter  is  a  guarantee  to  you, 
because  it’s  a  guarantee  to  your  customers.  Our  GURNSE 
BUTTER  is  the  leader  in  Philadelphia,  and  we’re  going  to 
make  PRIZE  BUTTER  the  biggest  seller  in  the  State  of 
Pennsylvania.  All  you  have  to  do  is  push  it  and  get  the 
benefit  of  the  steady  stream  of  sales  and  profits. 


P.  F.  BROWN  Sz  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 
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■PREPARED  AMD  SOLD  ItTMl 

RI£F0RD  CHEMICAL W0B» 
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Will  You 
Do  This  ? 


Cleave  fast  to  the  baking 
powders  that  have  been 
proven  good  ;  that  have 
satisfied  particular  people 
for  years ;  that  leaven 
against  any  powder  made  ; 
that  are  composed  of  food 
substances,  not  drugs,  and 
last,  but  not  least,  that 
pays  the  grocer  an  honest 
profit  for  his  work. 

This  description  fits  none 

but  Rumford  Powders. 

Your  customers  will  be  as 
well  satisfied  with  them  as 
you  will  be  with  yourself, 
if  you  sell  them. 

Rumford 
Chemical  Works 

PROVIDENCE,  R.  I. 


The  New  York  Letter 


Effect  of  New  Tariff  Being  Discounted.  Bill  to  Tax  and  Bond 
Commission  Merchants  Passes  Assembly.  Pushcart 
Peddler  Problem  Up  Again.  More  Tea  Reforms  Wanted. 
Market  Summary. 

Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 


New  York,  April  9,  1913. 

General  business  interests  in  New 
York  seem  to  be  but  little  disturbed 
by  the  new  tariff  bill,  the  general 
opinion  being  that  many  changes 
will  be  made  in  the  bill  before  it  is 
passed.  Few  dealers  cared  to  make 
any  comments  until  the  Senate 
takes  action.  The  trade  most  dis¬ 
turbed  was  the  flour  trade.  A 
meeting  of  the  dealers  was  held  in 
the  New  York  Produce  Exchange 
within  an  hour  after  the  bill  was 
made  public.  The  proposal  in  the 
new  bill  to  place  flour  on  the  free 
list  and  place  a  10-cent  per  bushel 
duty  on  wheat  caused  a  storm  of 
protests.  The  trade  is  agreed  that 
such  a  tariff  would  make  it  impos¬ 
sible  for  the  United  States  milling 
interests  to  compete  with  the  Ca¬ 
nadian  and  foreign  mills. 

The  Canadian  mills  were  the  ones 
most  feared  by  the  dealers.  While 
Canada  at  present  has  a  duty  on 
wheat  which  will  cause  her  flour 
to  be  subject  to  an  import  duty  in 
this  country,  the  trade  believes  the 
Canadian  Government  will  remove 
their  tariff  in  order  to  give  the 
flour  interests  an  opportunity  to 
compete  with  the  millers  of  this 
country.  One  dealer  at  the  meeting 
said  the  bill  will  give  the  Canadians 
an  opportunity  for  underselling  the 
American  miller  right  in  New  York 
by  35  cents  a  barrel.  A  poor 
wheat  crop  in  this  country  the  deal¬ 
ers  say  will  give  the  British  mill¬ 
ers  the  opportunity  for  manufactur¬ 
ing  the  Russian  wheat  and  by  tak¬ 
ing  advantage  of  the  cheap  freight 
rates  on  the  Western  trip  undersell 
American  millers  who  must  pay  a 
duty  to  import  Canadian  wheat. 
It  was  agreed  by  all  that  wheat  and 
flour  should  be  treated  in  the  same 
way. 

R.  A.  Claybrook,  president  of  the 
Flour  Club,  said  at  the  meeting: 
“It  is  unbelievable  that  such  an  in¬ 
equality  should  have  been  allowed 
to  creep  into  the  new  tariff.  To  tax 
the  raw  article  and  admit  the  man¬ 
ufactured  article  free  is  absolutely 
wrong  in  principle.  It  is  not  only 
un-Demooratic,  but  it  is  un-Ameri¬ 
can.  It  means  that  the  great  mill¬ 


ing  industry  of  this  country  will  be 
placed  at  a  disadvantage  that  will 
be  practically  ruinous.  If  flour  is 
free  then  wheat  should  be  free. 
The  tax,  if  there  is  one,  should  be 
the  same  in  either  case.  Whoever 
drafted  that  section  could  not  have 
been  familiar  with  the  problem.  I 
certainly  advocate  prompt  action  on 
the  part  of  the  flour  trade  to  pre¬ 
vent  the  passage  of  this  discrimi¬ 
nating  act.” 

The  following  resolution  was 
drafted  and  unanimously  passed  by 
the  meeting:; — 

Whereas,  Information  comes  to 
us  that  the  contemplated  change  in 
the  tariff  laws  call  for  a  10-cent 
per  bushel  duty  on  wheat  and  10 
per  cent,  ad  valorem  duty  on  flour, 
and  countries  admitting  our  flour 
free  can  ship  flour  here  duty  free; 
and 

Whereas,  This  would  admit  Brit¬ 
ish  flour  and  Canadian  also,  if  Can¬ 
ada  removes  her  duty,  without  al¬ 
lowing  American  millers  access  to 
the  same  wheat  on  a  competitive 
basis;  it  is 

Resolved,  That  the  flour  trade  of 
the  New  York  Produce  Exchange 
petition  the  President  and  Con¬ 
gress  to  avoid  such  discrimination. 

A  committee  was  also  appointed 
to  go  to  Washington  immediately 
and  see  what  could  be  done  to  over¬ 
come  the  difficulty. 

The  sugar  trade  was  not  dis¬ 
turbed  by  the  25  per  cent,  reduc¬ 
tion  of  the  tariff.  Dealers  ex¬ 
pressed  the  opinion  that  it  would 
not  result  in  cheaper  sugar  to  the 
consumer.  The  only  fear  expressed 
as  to  the  new  bill  was  in  the  pro¬ 
vision  for  free  sugar  in  three  years. 

Butter,  eggs  and  cheese  dealers 
were  not  worried  by  the  reduction 
in  tariff  on  these  articles.  The 
general  opinion  was  that  it  would 
result  in  the  United  States  being 
supplied  with  these  commodities  at 
an  average  world’s  value.  The 
New  York  market  during  the  past 
year  has  been  practically  on  a  level 
with  those  of  Canada  and  England 
so  it  is  not  believed  the  change  will 
result  in  any  heavy  importations. 

The  radical  changes  in  the  tariff 
on  green  fruits  seemed  satisfactory 
to  the  trade  with  the  exception  of 
representatives  of  Florida  and  Cali¬ 
fornia  growers.  These  interests 
though  dissatisfied  will  wait  the  ac¬ 
tion  of  the  Senate  before  taking  ac- 
1  tion. 


The  speciakx:ommittee  appoints 
by  Mayor  Gaynor  to  investigate  th< 
push  cart  peddlers  in  the  city  mad' 
its  report  this  week  in  which  i 
recommends  that  seven  sites  name: 
be  given  to  the  peddlers  in  whicl 
they  may  take  stands  and  that  th 
peddlers  be  prohibited  from  doin| 
business  on  the  streets  in  any  othe 
parts  of  the  city.  The  report  ha 
not  yet  been  acted  upon.  The  com 
mittee  found  that  push  cart  peddler 
were  in  many  cases  the  victims  c 
grasping  persons  who  took  out  th 
licenses  at  $30  a  year  and  rente 
them  to  peddlers  at  prices  greatl 
above  this  figure.  About  one-thir 
of  all  the  licenses  issued  accordin 
to  the  committee  are  rented.  Th 
peddlers  are  in  the  hope  that  th 
Mayor  will  act  on  the  committee 
report  and  give  them  permission  t 
ply  their  trade  without  interferenc 
in  some  sections.  Retail  grocer 
feel  that  such  an  ordinance  will  t 
helpful  to  them,  as  peddlers  will  n 
longer  be  able  to  pass  through  th 
streets  selling  some  produce  ui 
usually  cheap  when  the  market  hj 
been  overstocked. 

*  *  * 

Tea  importers  in  this  city  ai 
again  starting  an  agitation  for  tl 
repeal  or  amendment  of  the  tea  a 
of  1897,  which  regulates  the  impo 
tations  of  teas  into  this  countr 
Assistant  Attorney-General  Win 
fred  T.  Denison  this  week  submi 
ted  an  opinion  to  the  Secretary  < 
the  Treasury  in  which  the  Atto 
ney-General  states  the  Treasury  D  1 
partment  has  no  right  to  reop< 
cases  or  to  order  the  Tea  Boai 
to  rehear  cases  which  have  bet 
once  disposed  of.  The  opinion  w 
caused  by  the  case  of  Carter,  Mai 
&  Co.,  who  requested  first  tl; 
Board  and  then  the  Department  '* 
reopen  the  case  of  an  assignment 
2,217  cases  of  teas  which  the  Boai 
had  held  to  be  inferior,  but  whin 
it  had  been  found  on  a  later  inspe- 
tion  was  of  such  quality  as  to  coi 
ply  with  the  law.  The  Tea  Boai 
announced  that  it  had  no  legal  a- 
thority  for  reopening  the  case  ) 
the  Treasury  Department  was  a- 
pealed  to.  When  the  firm  heard  f 
the  opinion  of  the  Assistant  A 
torney-General  it  took  the  case  t- 
fore  Circuit  Court  Judge  Nays 
who  issued  an  order  restraining  te 
Government  from  destroying  te 
teas  and  instructing  the  imports 
to  take  the  matter  before  the  Covt 
of  Appeals. 

The  present  agitation  amog 
other  things  seeks  to  have  the  wck 
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ascertaining  the  quality  of  teas 
.nsferred  from  the  Treasury  De- 
rtment  to  the  Department  of  A g- 
ulture,  which  has  supervision 
er  all  foods  and  drugs  imported. 
*  *  * 

Dealers  in  live  poultry  are  com- 
lining  recently  that  their  business 
being  run  on  a  loss  because  of 
;  number  of  unscrupulous  and  ir- 
;ponsible  dealers  who,  by  alluring 
:ers,  persuade  Western  shippers 
dispose  of  their  stock  through 
sm  instead  of  the  old  and  more 
liable  dealers.  Many  failures 
th  large  debts  and  small  assets 
ve  been  reported  in  this  past  few 
jnths.  The  dealers  say  that  these 
•esponsible  merchants  frequently 
come  overstocked  and  offer  single 
ses  of  poultry  at  the  wholesale 
r  rate.  This  forces  their  neigh- 
>rs  to  do  likewise  and  so  run  their 
isiness  at  a  loss.  The  old  reliable 
alers  say  it  is  now  a  case  of  the 
oducer  and  consumer  getting 
erything  and  the  dealer  getting 
(thing  for  handling  the  stock. 


*  *  * 


m- 


Among  the  new  companies 
irporated  this  week  are : — 

The  Cahart  &  Brothers,  Inc., 
Manhattan,  coffee,  teas  and  spices ; 
ipital,  $50,000;  incorporators,  Id. 

.  Carhart,  O.  E.  Abraham  and  H. 
olm,  New  York. 

The  Maria  Victoria  Sugar  Co., 
ic.,  to  conduct  sugar  plantations ; 
ipital,  $250,000;  incorporators,  B. 

.  Rionda,  J.  K.  Byard,  W.  F.  Cor- 
>s,  New  York. 

*  *  * 

The  “commission  merchants' 
ill,”  aimed  at  unscrupulous  and 
nancially  irresponsible  persons 
ho  sell  farm  products  on  commis- 
on,  passed  the  Assembly  on  Tues- 
ay  by  a  vote  of  no  to  9.  The  bill 
rovides  that  commission  houses 
ealing  in  farm  produce  must  take 
ut  a  State  license  and  give  a  fidel- 
:y  bond  of  $3,000  to  protect  the 
armer  who  ships  to  them.  The 
ill  would  also  give  to  the  farmer 
he  right  to  hale  the  commission 
nei  chant  who  either  defaults  in 
>ayment  or  does  not  give  a  full  ac- 
ount  for  goods  received  before  the 
itate  Commissioner  of  Agriculture 
or  a  hearing.  Sustained  charges 
vould  result  in  the  revocation  of 
icense. 

*  *  * 

Superintendent  Reichmann,  of 
he  State  Weights  and  Measures 
Department,  has  issued  a  pamphlet 
luring  the  week  in  which  he  thus 
dzes  up  the  fight  for  honest  weights 
ind  measures : — 


When  you  sell  a  woman  a  whole  CONTAINER  of  24  or  30  CARTONS 
of  FRANKLIN  CARTON  SUGAR,  instead  of  selling:  her  one  CAR¬ 
TON,  you  prevent  her  buying-  the  other  23  or  29  CARTONS  from  a 
competitor.  She’s  your  customer;  nobody  else  can  sell  her  any  sugar  for 
some  time.  She  has  a  supply  instead  of  a  sample.  You  have  only  one 
delivery  to  make,  instead  of  perhaps  dozens.  You  make  the  profit  on  every 
carton  in  one  sale  without  even  having  to  open  the  container,  although  you 
can  do  that  in  five  seconds  with  a  pocket  knife.  You  can  see  that  this  is  the 
right  way  to  sell  sugar  because  your  customers  expect  to  go  on  eating  it  all 
their  lives  and  don’t  have  to  “try”  it  to  “see  what  it’s  like.” 

CAPACITIES  OF  CONTAINERS 

You  can  buy  FRANKLIN  CARTON  SUGAR  in  the  original  CONTAINERS  of  24,  48,  60 
and  120  pounds,  according  to  the  grade.  CUBE,  GRANULATED,  and  DESSERT  fc 
TABLE  are  packed  in  CONTAINERS  that  do  not  hold  too  much  for  a  family  to  buy  at  one 
time.  POWDERED  and  CONFECTIONERS’  XXXX  are  also  packed  in  CONTAINERS  of 
small  capacity  to  suit  your  convenience  in  buying.  Full  information  on  weights  of  both 
CARTONS  and  CONTAINERS  can  be  had  from  your  jobber. 

The  Franklin  Sugar  Refining  Company 

PHILADELPHIA 

"  Your  customers  knout  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR 


WHAT  TO  TELL  CUSTOMERS 

“Let  us  send  you  a  Container  of  Franklin  Carton  Sugar. 

Sugar  is  something  that  you  always  need,  and  it’s  a  big  conveni¬ 
ence  to  know  that  you  have  a  supply  of  it  in  the  house  instead 
of  having  to  buy  it  every  time  you  need  it. 


\cO\  IMimBfi  /‘-rt 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


16 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


We’ll  Help  You  Sell 


We  have  just  prepared  this  beautiful  life-size  cut¬ 
out,  handsomely  lithographed  in  four  colors  on  stiff 
cardboard,  36  inches  high,  showing  a  grocer  offer¬ 
ing  his  customers  FREIHOFER’S  MACARONI. 
It’s  a  strikingly  handsome  advertisement  and  will 
make  sales  if  placed  on  your  counter  or  in  your 
window.  If  you’re  going  to  push  the  sale  of 
FREIHOFER’S  MACARONI  write  us  for  this 
cut-out.  Only  a  limited  number  to  be  given  out, 
so  let  us  hear  from  you  soon.  You  want  to  push 
the  sale  of  FREIHOFER’S  EGG  ELBOW  MACARONI  because  it  will  lead  to 
sales  of  FREIHOFER’S  NOODLES,  SPAGHETTI  and  PASTELS— all  clean, 

American-made  goods  that  will  please  your  customers  and  pay  you  good  profits. 


Freihofer  Baking  Company 

PHILADELPHIA 


EGG  ELBOW 
MACARONI 


Banner  Lye  is  the  Greatest  Cleanser  of  All 


BANNER  LYE  is  not  only  a  powerful  deodorizer  and  disinfectant,  but  it  is  the  most poiverful 
cleanser  manufactured.  It  eats  off  the  dirt  and  grease  without  the  rubbing  and  scrubbing  required 
when  ordinary  cleansers  are  used.  It  cleans  what  nothing  else  can  clean.  BANNER  LYE  is  needed 
in  every  household \  and  you  haven’t  a  customer  who  won’t  buy  it  if  you  keep  it  on  display  and  call 
attention  to  its  wide  range  of  usefulness.  It’s  a  steady  seller  once  you  start  it,  because  the  house¬ 
keeper  is  always  clea?iing  something ;  get  your  customers  using  BANNER  LYE  and  you  open  the 
way  for  steady  sales  and  profits. 


THE  PENN  CHEMICAL  WORKS 


Philadelphia,  Penna. 


WHAT  TO  TELL  CUSTOMERS 

"BANNER  LYE  cleans  without  work;  it  makes  dirt  and  grease  disappear 
quicker  than  any  other  cleanser  and  with  less  effort  on  your  part." 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


OPPONENTS  OF  HONEST  WEIGHTS  AND 
MEASURES  AND  OF  HONEST 
AND  FULL  QUANTITY. 

The  opponents  may  be  briefly 
stated!  as  follows : — 

1st.  The  one  who  wishes  to  de¬ 
ceive  the  consumer  bv  the  use  of 
false  or  faulty  constructed  weigh¬ 
ing  and  measuring  ^devices  in  their 
hourly  and  daily  purchases. 

2d.  The  manufacturer  of  such 
weighing  and  measuring  devices, 
which  are  made  to  look  like  weigh¬ 
ing  and  measuring  devices,  but  are 
not  such  in  fact,  but  are  marketed 
on  a  purely  price  cutting  basis. 

3d.  Those  who  believe  in  the 
principle  of  “let  the  purchaser  be¬ 
ware,”  which  principle  had  some 
justification  as  long  as  people  lived 
in  small  communities  and  there  was 
no  extensive  trade. 

4th.  The  dealers  or  persons  who 
have  been  prosecuted  or  who  have 
been  warned  and  are  kept  straight 
for  fear  of  prosecution. 

5th.  Some  who  have  a  hobby  or 
who  are  cranks  and  who  insist  on 
one  special  mandatory  way  of  sell¬ 
ing,  and  who  believe  that  all  others 
who  do  not  believe  their  way  are 
dishonest.  There  are  a  number  of 
very  honest  and  equitable  dealers 
who  have  certain  notions  that  every 
commodity  should  be  sold  only  in 
a  certain  way  and  no  variations  al- 
lowed. 

6th.  These  manufacturers,  and 
some  of  them  of  the  largest,  who 
are  putting  up  package  goods,  not 
necessarily  food  products,  who  do 
not  wish  to  let  the  consumer  know 
what  they  are  getting  and  who  be¬ 
lieve  in  selling  in  indefinite  terms 
and  are,  therefore,  selling  in  con¬ 
stantly  decreased  packages,  ingen¬ 
iously  keeping  the  form  of  the  same 
or  else  selling  gross  weight  and 
increasing  the  tare.  These  last  will 
be  particularly  affected  by  Chapter 
81  of  the  Laws  of  1912,  and  they 
will  render  the  enforcement  of  that 
statute  ineffective  or  have  it  re¬ 
pealed  or  amended,  which  would 
open  the  door  to  continue  their 
practices  of  deception  of  the  public. 

THOSE  WHO  FAVOR  CORRECT  WEIGHING 
AND  MEASURING  DEVICES. 

1st.  The  consumer. 

2d.  The  honest  dealer. 

3d.  The  honest  manufacturer.  ' 

4th.  Manufacturers  of  correct 
weighing  and  measuring  devices. 

5th.  Associations  which  have 
openly  favored  correct  weights  and 
measures  and  correct  and  known 
quantity. 

(a)  State  Federation  of  Women’s 
Clubs. 

(b)  Rainy  Day  Club. 

(c)  Consumers’  League. 

(d)  The  Housewives’  League. 

(e)  The  State  Retail  Grocers’  As¬ 
sociation,  particularly  the  Roches¬ 
ter  Association. 

(f)  The  State  Butchers’  Associa¬ 
tion. 

(g)  The  State  Wholesale  Gro¬ 
cers’  Association. 

(h)  The  State  Hardware  Dealers’ 
Association. 

(i)  The  National  League  of  Com¬ 
mission  Merchants. 

(j)  The  International  Apple  Ship¬ 
pers’  Association. 

(k)  The  Specialty  Manufactur¬ 
ers’  Association. 

(l)  The  Coal  Dealers’  Associa¬ 
tion  of  the  State  of  New  York  and 
Pennsylvania. 

(m)  The  New  York  State  Hay 
Dealers’  Association. 


Summarized  Market  Con¬ 
ditions. 

The  break  in  coffee  options  had 
no  effect  on  the  spot  coffee  market 
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ept  to  cause  the  country  to  be 
re  skeptical  than  ever  in  regard 
future  prices.  Despite  the  low 
:es  quoted  dealers  are  .buying 
y  enough  to  tide  them  over  from 
to  day.  Brazilian  grades  were 
i  at  a  lower  level,  but  buyers  re¬ 
ed  to  be  interested.  The  mild 
des  were  quiet  in  sympathy  with 
Brazil  coffee. 

Vhile  there  is  little  activity  in  the 
market  prices  are  firmly  main- 
led,  cables  from  Colombo  and 
don  stating  that  all  descriptions 
tea  were  selling  at  prices  higher 
n  those  for  several  months, 
st  of  the  buyers  seem  willing  to 
t  stocking  up  until  Congress  has 
sed  on  the  new  tariff.  Broken 
coes  this  week  excited  the  most 
:rest. 

lefiners  showed  no  desire  this 
;k  to  stock  up  with  raw  sugar, 
lough  several  holders  offered  to 
de  the  market  quotations, 
jles  from  Cuba  predict  a  large 
p  and  it  is  expected  that  prices 
1  drop  somewhat  within  the  next 
ik. 

n  refined  sugar  the  withdrawals 
resented  only  the  present  needs 
the  dealers  and  little  new  busi- 
s  was  written.  The  market  is 
et,  awaiting  developments  in  the 
/  sugar  market. 

rhe  demand  for  rice  increased 
5  week,  considerable  new  busi¬ 
es  being  done.  The  proposed 
inges  in  the  tariff  have  little  effect 
the  market  as  only  Patna  are 
ng  imported.  Honduras  and  Ja- 
is  were  in  the  most  demand  and 
ces  on  all  grades  remain  firm, 
rhe  country  is  not  so  actively  in- 
ested  in  spices  as  dealers  ex- 
:ted  after  the  submission  of  the 
)posed  new  tariff,  but  the  de- 
.nd  is  increasing.  The  dealers 
:m  to  believe  that  there  is  plenty 
time  to  stock  up  if  the  new  tariff 
es  into  effect  and  are  not  buying 
y  large  advance  stock. 

Ihe  decline  in  wheat  and  the 
iff  situation  caused' a  decrease  in 
:  routine  business  in  flour  this 
ek.  Prices  are  still  being  main- 
ned,  as  sellers  point  out  the  de¬ 
base  in  the  price  of  wheat  is  not 
t  sufficient  to  cause  a  readjust- 
:nt  of  prices  of  flour.  Buyers, 
wever,  are  holding  out  for  in¬ 
cements  which  the  holders  do  not 
mi  willing  to  give. 

Prices  of  butter  took  another 
arp  raise  this  week,  the  best 
ades  of  creamery  selling  at  3 7 
tits,  with  firsts  at  35  to  36 Yz 

(Continued  on  page  23.) 


You  can  sell  MASON’S  WHITE  DRESSING  to  your  customers  with  CONFIDENCE  because  it 
is  the  finest  White  Dressing  made.  It  deans  and  whitens  white  shoes  and  makes  them  REAL  WHITE, 
instead  of  smearing  over  the  dirt  and  making  them  GRAY.  MASON’S  WHITE  DRESSING  is  well 
known  and  will  sell  itself  if  you  put  it  on  your  counter  ;  it  is  so  good  that  one  customer  will  tell 
others  about  it  and  so  you  will  have  plenty  of  sales.  You  want  these  sales,  it  will  pay  you  to  get 
them  started  because  they  PAY  YOU  75%  PROFIT. 

CAUTION — Don’t  let  your  shelves  get  loaded  •with  slow  sellers; 
insist  on  having:  Mason’s  Shoe  Dressings— the  lively  sellers 

JAS.  S.  MASON  COMPANY 

138=140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL,  CUSTOMERS 

“Madame,  I  can  absolutely  guarantee  MASON’S  WHITE  DRESSING  to  give 
satisfaction.  It  is  the  dressing  that  makes  a  white  shoe  REAL  WHITE  instead  of  GRAY. 
Try  it.” 


This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Bouillon  “Herringlets”— Something  to  Talk  About 

Your  customers  are  always  looking  for  “something  new’’  for  all  meals.  Tell  them  about 
BOUILLON  “HERRINGLETS,’’  choice  little  NORWEGIAN  HERRING, packed  in  delicious 
bouillon,  15  cents  a  can,  each  can  a  meal  for  a  family.  Recommend  BOUILLON  “HER¬ 
RINGLETS,’’  because  we’ll  refund  the  money  to  any  customer  who  is  not  satisfied,  and 
remember  that  they  pay  you  a  good  profit.  BOUILLON  HERRINGLETS  mean  big 
sales,  satisfied  customers  and  good  profits  for  you.  PUSH  THEIR  SALE. 

ANGUS  WATSON  &  COMPANY,  Sole  Proprietors 

Also  Proprietors  of  “  Skipper  ”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 

WHAT  TO  TELL,  CUSTOMERS 

“Try  BOUILLON  ‘HERRINGLETS’  this  week.  Delicious,  nourishing,  wholesome. 
A  meal  for  six  persons  for  15  cents. 


This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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This  Bill  Would  Prevent  Grocers  and  General 
Storekeepers  from  Selling  Simple  Drugs 
and  Household  Medicines 

House  Bill  No.  527,  Introduced  by  Pharmaceutical  Interests, 
Makes  it  a  Criminal  Offense  to  Sell  Drugs,  Medicines  or 
Poisons  Except  in  Licensed  Pharmacy.  Food  Bill  Hearing 
and  Other  Legislative  Notes. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Harrisburg,  Pa.,  April  n,  1913. 

A  bill  which  will  affect  every 
grocer  and  general  storekeeper 
selling  drugs  and  medicines,  par¬ 
ticularly  the  country  stores,  is 
House  Bill  No.  527,  which  is  now 
in  the  hands  of  the  Health  and 
Sanitation  Committee.  The  bill  is 
entitled  “An  Act  to  Regulate  the 
Practice  of  Pharmacy  and  Sale  of 
Poisons  and  Drugs,”  etc.  After  de¬ 
fining  a  pharmacy  as  a  drug  store 
in  charge  of  a  licensed  druggist,  it 
provides : — 

Section  18.  That  hereafter  it 
shall  be  unlawful  to  sell  drugs, 
medicines  or  poisons  at  retail,  or  to 
compound  physicians’  prescriptions, 
or  to  conduct  a  pharmacy  or  a  li¬ 
censed  store,  within  the  meaning  of 
this  Act  of  Assembly,  or  to  act 
as  a  pharmacist  or  assistant  phar¬ 
macist  except  in  compliance  with 
the  provisions  of  this  Act  of  As¬ 
sembly  ;  provided,  however,  that 
nothing  in  this  Act  of  Assembly 
shall  be  so  construed  as  to  interfere 
with  students  of  pharmacy  or  other 
employees  in  a  pharmacy  from 
performing  such  duties  as  may  be 
assigned  to  them  by  and  under  the 
supervision  of  a  pharmacist  or  as¬ 
sistant  pharmacist,  providing  that 
the  compounding  of  physicians’ 
prescriptions  or  the  dispensing  and 
selling  of  poisons  at  retail  shall  not 
be  permitted  except  under  the 
strict  supervision  and  in  the  pres¬ 
ence  of  a  pharmacist  or  assistant 
pharmacist. 

The  word  “drug”  is  defined  as 
follows : — 

(c)  That  the  term  “drug,”  as 
used  in  this  Act  of  Assembly,  shall 
include  all  medicines  and  prepara¬ 
tions  recognized  in  the  United 
State  Pharmacopoeia,  the  National 
Formulary  or  the  American  Ho¬ 
meopathic  Pharmacopoeia  for  in¬ 
ternal  or  external  use,  and  any 
other  substance  or  mixture  of  sub¬ 
stances  intended  to  be  used  for  the 
cure,  mitigation  or  prevention  of 
disease  of  either  man  or  other 
animals. 

The  sub-committee  of  the  Senate 
Committee  on  Health  and  Sanita¬ 
tion  gave  a  hearing  to  representa¬ 
tives  of  the  Philadelphia  Grocers’ 
and  Importers’  Exchange  last  Tues¬ 
day  morning  on  the  general  food 
bill.  The  bill  came  up  in  the  Sen¬ 
ate  on  second  reading  and  was  re¬ 
committed  to  a  sub-committee  of 
the  Health  and  Sanitation  Commit¬ 


tee.  Two  members  of  the  sub-com¬ 
mittee  are  said  to  favor  the  bill  as 
amended,  and  one  to  oppose  it. 
The  Grocers’  and  Importers’  Ex¬ 
change  is  trying  to  have  the  bill 
contain,  when  it  passes,  clauses  per¬ 
mitting  benzoate  of  soda,  sulphur 
dioxide,  a  guarantee  which  will 
protect  jobbers,  and  so  on.  It  is  as 
certain  as  anything  can  be  that 
some  food  bill  will  pass  at  this  ses¬ 
sion. 

The  bill  reproduced  in  this  cor¬ 
respondence  last  week,  requiring  all 
food  inspectors  to  leave  a  part  of  all 
samples  with  the  merchants  from 
whom  taken,  has  been  reported  to 
the  House  by  the  Committee  on 
Health  and  Sanitation,  with  a 
favorable  recommendation. 

The  Senate  Committee  on  Health 
and  Sanitation  gave  a  hearing  last 
Tuesday  to  the  opponents  of  the 
cold  storage  food  bill,  the  text  of 
which  has  been  printed  in  these  let¬ 
ters.  The  hearing  was  had  before 
a  sub-committee  of  the  Health  and 
Sanitation  and  was  participated  in 
by  the  following  representatives  of 
the  cold  storage  interests:  A.  V. 
Mason,  secretary  of  the  Pittsburgh 
Butter  and  Egg  Exchange;  Wil¬ 
liam  D.  Edson,  Philadelphia;  R.  A. 
Hays,  Pittsburgh ;  E.  Culver,  Pitts¬ 
burgh  ;  F.  H.  Field,  representing 
New  York  wholesale  fish  dealers; 
C.  C.  Curry,  Philadelphia;  Frank 
R.  Shattuck,  Philadelphia;  C.  J. 
Freeman,  Pittsburgh;  C.  L.  Criss, 
Pittsburgh ;  J.  J.  McDonald,  Phila¬ 
delphia  ;  J.  R.  Schact  and  Henry 
Heinrichs,  Jr.,  Erie,  and  J.  D. 
Avery,  Pittsburgh.  All  of  those 
are  interested  either  in  the  butter, 
egg  or  fish  business  or  in  the  cold 
storage  business. 

The  speakers  merely  voiced  the 
same  arguments  which  have  been 
made  against  previous  bills,  viz., 
that  the  tifne  limit  set  for  the  vari¬ 
ous  food  products  was  too  short, 
and  that  the  provisions  requiring 
all  cold  storage  products  to  be 
labeled  were  unfair. 


The  new  bill  regulating  the 
manufacture  of  distilled  and  fer¬ 
mented  vinegar,  printed  in  full  a 
week  or  two  ago,  came  up  on  third 
reading  in  the  Senate  during  the 
week  and  failed  to  receive  the  nec¬ 
essary  vote.  Unless  revived  it  is 
therefore  dead. 

The  bill  to  compel  food  inspectors 
to  leave  a  portion  of  samples  with 
merchants  where  they  are  gotten 
has  come  up  in  the  House  on  first 
reading.  It  was  laid  over  without 
amendment  for  second  reading. 

The  bill  forbidding  the  sale  of 
rots  and  spots  eggs  for  any  purpose 
without  first  denaturing  them  with 
coal  ,  oil  has  passed  both  houses  and 
is  now  in  the  Governor’s  hands. 

Senator  Catlin,  of  Luzerne 
County,  introduced  on  Wednesday 
a  partial  modification  of  the  mer¬ 
cantile  tax  law.  It  relieves  cor¬ 
porations,  joint  stock  associations 
and  limited  partnerships  who  pay 
a  tax  on  capital  stock  from  having 
to  pay  a  mercantile  tax  as  well. 
There  appears  to  be  no  expectation 
that  the  bill  will  pass. 

It  looks  now  as  if  the  bill  making 
it  a  criminal  offense  to  make  false 
statements  for  the  purpose  of  ob¬ 
taining  credit,  would  not  pass.  The 
bill  has  been  printed  in  full  in  these 
letters.  A  hearing  was  had  on  the 
bill  before  the  Senate  Judiciary 
Special  Committee  on  Tuesday  and 
several  persons,  chiefly  representing 
credit  men’s  associations,  spoke  in 
favor  of  it.  One  of  the  committee 
asked  if  the  bill  would  not  strike 
at  the  workingman  who  must  get 
credit  at  the  corner  grocer,  and 
who,  perhaps,  might  exaggerate 
his  resources.  A  representative  of 
the  credit  men’s  association  said 
that  it  would  not,  and  disagreed 
with  Senator  Crow’s  suggestion 
that  perhaps  the  bill  might  serve  to 
make  the  Court  of  Quarter  Sessions 
a  collection  agency.  No  action  was 
taken. 

The  text  of  this  bill  is  as  follows : 

AN  ACT 

Making  it  a  misdemeanor  to  make 
or  use  a  false  statement  or  state¬ 
ments  in  writing,  for  the  purpose 
of  obtaining  property,  money, 
credit  or  the  extension  of  credit, 
and  providing  penalties  for  the 
violation  thereof. 

Section  i.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
(Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  any  person  know¬ 
ingly  to  make  or  cause  to  be  made, 
directly  or  indirectly  or  through 
any  agency  whatsoever,  any  false 


statement  in  writing,  with  intent 
that  it  shall  be  relied  upon  respect¬ 
ing  the  financial  condition  or  means, 
or  present  ability  to  pay,  of  himself 
or  of , any  other  person,  firm  or  cor¬ 
poration  in  whom  he  is  interested, 
or  for  whom  he  is  acting,  for  the 
purpose  of  procuring  in  any  form 
whatsoever  either  to  himself  or  to 
the  person,  firm  or  corporation  in 
whom  he  is  interested,  or  for  whom 
he  is  acting,  either  the  delivery  of 
property,  the  payment  of  cash,  the 
making  of  a  loan  or  credit,  the  ex¬ 
tension  of  credit,  the  discount  or 
sale  of  an  account  receivable  or  the 
making,  acceptance,  discount,  sale 
or  indorsement  of  a  bill  of  ex¬ 
change,  promissory  note  or  of  any 
negotiable  instrument  for  the  bene¬ 
fit  of  either  himself  or  of  any  such 
person,  firm  or  corporation. 

Sec.  2.  It  shall  be  unlawful  for 
any  person  who,  knowing  that  a 
false  statement  in  writing  has  been 
made  respecting  the  financial  con¬ 
dition  or  means  or  present  ability 
to  pay  of  himself  or  any  person, 
firm  or  corporation  in  whom  he  is 
interested,  or  for  whom  he  is  act¬ 
ing,  to  procure  or  receive,  upon  the 
faith  of  such  false  statement,  for 
the  benefit  either  of  himself  or  of 
any  person,  firm  or  corporation  in 
whom  he  is  interested,  or  for  whom 
he  is  acting,  any  property,  the  pay-  . 
ment  of  cash,  the  making  of  a  loan 
or  credit,  the  extension  of  credit, 
the  discount  or  sale  of  an  account 
receivable,  or  the  making,  accept¬ 
ance,  discount,  sale  or  indorsement 
of  a  bill  of  exchange,  promissory 
note  or  of  any  negotiable  instru¬ 
ment. 

Sec.  3.  It  shall  be  unlawful  for 
(any  person  who,  knowing  that  a 
statement  in  writing  has  been  made 
respecting  the  financial  condition 
or  means  or  present  ability  to  pay, 
of  himself  or  of  any  person,  firm 
or  corporation  in  whom  he  is  in¬ 
terested,  or  for  whom  he  is  act¬ 
ing,  to  represent  subsequently  in 
writing  that  such  statement  there¬ 
tofore  made  if  again  made  would 
still  be  true,  when  in  fact  such 
statement  if  then  made  would  be 
false,  and  to  procure  upon  the 
strength  thereof,  for  the  benefit  of 
himself,  or  of  any  person,  firm  or 
corporation  in  whom  he  _  is  inter¬ 
ested,  or  for  whom  he  is  acting, 
any  property,  the  payment  of  cash, 
the  making  of  a  loan  or  credit,  the 
extension  of  credit,  the  discount  or 
sale  of  an  account  receivable  or 
the  making,  acceptance,  discount 
sale  or  indorsement  of  a  bill  of 
exchange,  promissory  note  or  of  any 
negotiable  instrument. 

Sec.  4.  Any  person  violating  any 
of  the  provisions  of  this  act  shall  • 
be  guilty  of  a  misdemeanor,  and 
shall,  upon  conviction  thereof,  be 
sentenced  to  pay  a  fine  not  exceed¬ 
ing  $1,000,  or  to  undergo  imprison¬ 
ment  not  exceeding  one  year,  or 
both,  at  the  discretion  of  the  court. 

Sec.  5.  All  acts  or  parts  of  acts 
in  so  far  as  they  are  inconsistent 
herewith  are  hereby  repealed. 

R.  C. 


Tell  Your  Trade 

MflPLEINI 

Suits  the  Fastidtoi 

It’s  different,  dainty, 
delicate. 

U sed  like  lemon  or  vanil 
in  Cakes,  Icings,  Ice 
Cream,  Candies 
and  Desserts 
and  for  Table  Syrup 
Order  from  your  jobber 
Frank  A.  Smith  A  C 
105  S.  Front  St., 
Philadelphia,  Pa. 

Cresoent  Mfg.  Cc 
Seattle!  Wail. 
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The  Quality  Cash  Wholesale  Grocery  Warehouse 

Nos.  1311-13=15  NORTH  SECOND  STREET,  PHILADELPHIA,  FVA. 


RED  ALASKA  SALMON— The  finest  L 62#,  6-oaee  lots,  $1.60 

FIVE-OENT  SPIOES — In  sifting  top  osns,  abeolutely  pure,  fcur 
dozen  boxes,  42c  per  dozen. 

PILLSBURT  FLOUR— Special  low  price.  Quotations  will  be  made 
you  by  return  mail  on  receipt  of  your  inquiiy. 

A  good,  low-priced  OOLONG  TEA— Half  chests,  good  leaf,  good 
drink,  ll#c  less  3  per  cent.  Will  put  this  tea  for  quality 
against  the  average  Teas  selling  at  16 e. 


CRUSHED  CORN— All  grades,  ranging  in  price  from  66c  to 
87>£c  per  dozen  for  fancy  quality.  The  low-priced  Corn  repre¬ 
sents  a  loss  to  the  packer,  it  is  below  the  cost  of  productu  n. 
One  lot  of  corn  we  have  at  bl'fio  has  given  very  good  eatis- 
faoticn,  seme  of  the  tiade  having  ordered  five  lots.  Have 
also  sold  the  same  brand  by  carload.  Will  Bhip  you  case  as 
sample. 

GOOD  STANDARD  COLD-PACKED  TOMATOES,  83c  per  dozen. 
Deliveries  to  any  shipping  station  in  this  city. 


Send  cash  with  order  or  reference  and  goods  will  be  shipped  and  you  can  mail  check  after  you  have  received  goods.  The  business  cf  prempt  paying  trade  soliciled 


Waste  No 
More  Time  Nor  Trade 

^Nobody  can  find  any  better  butter  than  Gurnse,  and  hunt¬ 
ing  for  butter  as  good  will  cost  you  time  and  money — and 
may  cost  you  trade. 

tJWhy  not  stock  Gurnse  now  and  get  the  benefit  of  the 
strongest  and  most  sweeping  guarantee  ever  given  for  butter  ? 
The  only  money-back  guarantee  of  quality  ever  given  for 
butter,  so  far  as  we  know. 

^Gurnse  butter  is  the  finest  dairy  butter  made  and  runs 
absolutely  uniform  from  one  year  to  another.  Wrapped  in 
brine-dipped  parchment  and  sealed  in  cartons. 

Packed  in  20, 30 and  50-pound  boxes  — pounds  and  half  pounds  —  43  cents 
Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO. 


39-41-4 3  SOUTH  FRONT  STREET 
PHILADELPHIA.  PA. 


Stop  Pay  Day  Arguments 

It  costs  money  to  show  a  customer  that  his 

account  has  been  properly  kept.  Pay  days  and  Saturdays  are 
your  busiest  days,  and  these  are  the  times  your  customers  settle  their  accounts 
and  occasionally  question  the  correctness  of  statements. 


tfCCASKty 


tMffi  Only  'ThC  I 

One  Writing  SYSTEM 

prevent  all  arguments,  because  every  cus¬ 
tomer  has  the  same  record  as  you  and  in  the  same 
handwriting.  Every  customer  always  knows  what 
he  owes. 

The  McCaskey  System  cuts  out  useless 
bookkeeping.  It  does  with  one  writing  what  other 
methods  require  from  three  to  five  writings  to  ac¬ 
complish. 

It  prevents  forgetting  to  charge  and  in 
this  way  alone  earns  hundreds  of  dollars  for  you 
each  year. 

It  prevents  mistakes  in  keeping  ac¬ 
counts. 

It  improves  collections. 

Itstopsoverbuying 

and  prevents  overselling. 

It  will  prove  your 

loss  in  case  of  fire. 

A  hundred  thou¬ 
sand  merchants  are  using 
The  McCaskey  System. 
Let  us  show  you  in  figures 
based,  on  your  business,  what 
The  McCaskey  System  will  do 
for  you. 


The  End  of 
Drudgery 


Mrs.  C.  L.  DcGroff, 

Oberlin,  Ohio 
L.  Suess,  McCook.  Neb. 

Office  of 

C.  L.  DeGROFF  &  CO. 

Dealers  in 

General  Merchandise 
McCook.  Neb, 

McCaskey  Register  Co. 

We  have  used  a  700  account 
McCaskey  Register  for  about 
three  years  and  like  it  very 
much  better  than  our  old  sys¬ 
tem  of  daybook  and  ledger. 
The  up-to-the-minute  posting 
feature  is  important  to  us.  as 
our  credit  business  is  mostly 
with  railroad  employees  who 
come  in  on  pay  day  or  two  or 
three  days  later.  Under  the  old 
system  it  was  impossible  to 
have  the  books  posted  on  pay 
day  and  the  two  or  three  days 
following,  which  caused  dis 
putes  and  confusion.  We  sell 
dry  goods,  clothing,  shoes, 
groceries,  ladies’  clothing  and 
millinery.  All  departments 
served  from  the  balcony  where 
our  office  and  The  McCaskey 
are  located. 

C.  L.  DeGROFF  &  CO.. 

L.  Suess.  Pres. 


The  McCaskey  Register  Co.,  Alliance,  Ohio 

Branches: — New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memphis, 
Atlanta,  Kansas  City,  San  Francisco,  Seattle  ;  Dominion  Register 
Company, Ltd. ,  Toronto,  Canada;  Manchester,  England. 

The  Largest  Manufacturers  of  Carbon  Coated  Sa/esbooks  in  the  World  ^ 


W.  H.  BAKER,  WINCHESTER,  VA. 


W  H  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 


United  States  Serial  No.  «267 

Guaranteed  Under  the  Food  and  Drop  Aet,  J um  SO.  ISO* 


Chocolate  and  Cocoa  Preparations 

IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MLRulAM 


20 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no  change 
for  the  week,  the  demand  still  being 
quiet  and  for  wants  only,  and  prices 
about  steady. 

Coffee 

The  coffee  market  is  exceedingly 
soggy  and  soft.  Values  of  Rio  and 
Santos  have  taken  another  slump 
during  the  week,  probably  as  much 
as  Vz  cent  per  pound.  Milds  have 
also  suffered  in  sympathy.  The 
market  seems  to  be  sagging  by  its 
own  weight,  but  there  is  believed 
to  be  a  speculative  cause  behind 
which  may  put  it  back  again  almost 
as  readily  as  it  declined.  The  de¬ 
mand  for  coffee  is  small  owing  to 
general  distrust  of  conditions.  Java 
and  Mocha  are  unchanged  and 
quiet. 

Sutar. 

The  sugar  market  is  unchanged 
for  the  week,  but  is  unquestionably 
weak  rather  than  strong.  The  re¬ 
ceipts  of  raw  sugar  are  heavy,  but 
refiners  are  not  buying,  and  the 
prospective  reduction  in  the  tariff 
adds  to  the  general  weakness. 
Refined  sugar  is  unchanged  and 
probably  will  not  decline  again  as 
refiners  are  already  working  on 
very  narrow  margin. 

Late  in  the  week  the  raw  sugar 
market  weakened  considerably  and 
refiners  declined  the  price  of  refined 
ten  to  fifteen  points. 

Syrup  and  Molasses. 

Glucose  has  advanced  5  points 
during  the  week,  but  syrup  remains 
unchanged  and  dull.  Sugar  syrup 
is  quiet  and  unchanged,,  and  molas¬ 
ses  also. 

Fiah. 

The  demand  for  mackerel,  as 
usual  at  this  time  of  the  year,  is 
light,  with  prices  ruling  weak. 
Salmon  is  about  the  same  as  last 
week.  Cod,  hake  and  haddock  still 
quiet  and  steady.  Domestic  sar¬ 
dines  are  showing  some  life  and  ap¬ 
pear  to  be  in  better  demand.  Im¬ 
ported  sardines  are  scarce  and 
firm. 

Canned  Gooda. 

Tomatoes  are  much  weaker,  due 
probably  to  the  lack  of  demand ; 
trading  is  exceedingly  dull,  and 
here  and  there  packers  are  selling 
at  2^/2  cents  off.  Future  tomatoes 


are  unchanged  and  dull.  Spot  corn 
is  exceedingly  cheap,  Southern 
corn  being  offered  in  some  cases  as 
low  as  45  cents  in  a  large  way  de¬ 
livered.  It  probably  cost  several 
cents  more  to  pack  last  summer. 
Future  corn  is  dull  and  unchanged. 
It  is  certain  that  there  will  be  a 
heavy  carry  over.  Spot  and  future 
peas  are  unchanged  and  quiet,  al¬ 
though  future  peas  are  stronger 
owing  to  injury  of  crop  prospects 
by  storms  and  high  winds.  Apples 
are  unchanged  and  dull ;  California 
canned  goods  moderately  active  at 
ruling  prices ;  small  Eastern  staple 
canned  goods  quiet  and  unchanged. 

Dried  Fruits. 

Prunes  are  dull  and  rule  at  un¬ 
changed  prices.  Peaches  and  apri¬ 
cots  fairly  active  at  unchanged 
prices.  Raisins  strong  and  advanc¬ 
ing  on  the  coast,  but  unchanged  and 
dull  in  Eastern  markets.  Currants 
and  other  dried  fruits  dull  at  ruling 
figures. 

Beans  and  Peas. 

Domestic  pea  beans  and  marrows 
are  both  unchanged  and  in  moder¬ 
ate  request.  California  limas  un¬ 
changed  and  in  light  demand. 
Green  and  Scotch  peas  dull  and  un¬ 
changed. 

Butter. 

The  receipts  of  butter  of  all 
grades  clean  up  every  day,  and  the 
market  is  firm  at  an  advance  of  1 
cent  per  pound.  The  high  prices 
and  the  consequently  affected  de¬ 
mand  make  the  market  very  sensi¬ 
tive,  and  every  slight  increase  or 
decrease  in  the  supply  has  and  will 
for  some  time  have  an  immediate 
effect  on  prices.  Present  condi¬ 
tions  will  probably  continue  for  at 
least  a  month  until  the  make  sub¬ 
stantially  increases. 

E  «*• 

The  egg  market  is  firm  at  1  cent 
per  dozen  advance.  Receipts  clean 
up  on  arrival  and  a  good  part  of 
the  supply  is  going  into  cold  stor¬ 
age.  The  quality  of  the  eggs  now 
arriving  is  the  best  of  the  year,  and 
the  market  is  probably  established 
on  about  the  present  basis  for  the 
balance  of  the  month. 

Cheese. 

The  consumptive  demand  for 
cheese  shows  some  increase,  and 
the  market  is  steady  and  un¬ 
changed.  No  radical  change  seems 


in  sight,  as  new  cheese  will  not  be 
available  until  the  middle  of  May. 

Provisions. 

Everything  in  smoked  meats  is 
firm  and  unchanged,  with  a  con¬ 
sumptive  demand  that  shows  some 
increase  as  spring  approaches.  The 
market  is  firm.  Both  pure  and 
compound  lard  are  unchanged  and 
firm,  with  a  good  consumptive  de¬ 
mand.  Barreled  pork,  dried  beef 
and  canned  meats  are  active  and 
unchanged. 


INDIVIDUAL  MARKET  REPORTS. 


Evaporated  Apples,  Etc. 

Trading  in  evaporated  apples 
locally  continues  to  be  at  almost  a 
complete  standstill.  Speculators 
appear  to  be  pretty  well  filled  up 
and  are  waiting  to  see  how  the 
blossoms  turns  out  next  month  be¬ 
fore  going  in  any  further.  Offer¬ 
ings  to  sell  are  very  scarce,  the 
holders  not  weakening  to  any  ex¬ 
tent  by  the  lack  of  demand. 

Prime  quality  in  50-pound  boxes 
is  quotable  at  4%  to  5'4  cents  in 
carload  lots,  with  cartons  y2  cent 
per  pound  higher.  Choice  5%  to 
6  cents  ;  fancy  7  to  yy2  cents.  Some 
business  is  being  booked  for  1913 
crop  October-November  shipment 
at  6J6  cents  f.  o.  b.  for  prime. 

Raspberries  hold  steady.  Good 
stock  is  quotable  at  14J/2  to  15 
cents. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Rice. 

In  spite  of  contrary  conditions  in 
many  other  staples  of  interest  to 
the  grocery  economy,  the  movement 
in  rice  holds  to  former  volume,  and 
is  in  reality  ahead  of  the  ordinary 
seasonable  limit.  The  demand  can 
hardly  be  called  uniform.  The  re¬ 
cent  terrible  floods  in  the  Middle 
West,  and  strikes  in  other  direc¬ 
tions,  have  reduced  the  demand  and 
have  modified  the  situation  in  some 
quarters,  and  brought  other  sections 
to  a  nominal  standstill,  but  these 
may  be  termed  merely  incidental  or 
conservative  features,  as  the  gen¬ 
eral  trend  of  affairs  is  strong  and 
encouraging. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  report  still 
slow.  What  little  planting  is  being 
done  is  progressing  in  good  shape. 
At  New  Orleans  the  market  has 
stiffened  decidedly  under  the  influ¬ 
ence  of  the  recent  purchase  of  all 
the  Texas  holdings,  and  the  demand 
by  the  dealers  has  improved. 

In  the  Interior — Southwest  Lou¬ 
isiana,  Texas  and  Arkansas — the 
mills  for  the  most  part  have  ap¬ 


parently  entered  into  a  plan  to  pool 
their  interests,  and  this  move  has 
undoubtedly  improved  the  general 
situation,  and  must  naturally  tend 
to  stop  further  ruinous  competition. 
Meanwhile  preparations  for  the 
new  crop  are  going  forward  as  fast 
as  good  weather  permits.  Under 
the  influence  of  the  good  prices  ob¬ 
tained  by  the  Growers’  Association 
the  present  year,  the  planters  are 
increasing  the  acreage  to  a  consid¬ 
erable  degree,  and  a  bumper  crop  is 
expected,  far  beyond  any  former 
year. 

Cables  and  correspondence  from 
abroad  note  that  business  in  rough 
rice  lias  been  restricted  owing  to  the 
holidays;  “spot  cleaned”  inactive; 
“forward  Burma”  steady. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Standard  Canned  Goods. 

We  believe  that  the  Western 
floods  will  be  much  felt  in  the  ] 
canned  goods  world.  The  surviv¬ 
ors  must  be  fed,  and  amid  such 
havoc  and  destruction  what  food  is 
more  nourishing,  and  what  can  be 
more  quickly  rushed  to  the  scene  of 
sad  disaster  as  canned  food  in  its 
many  varieties  and  forms.  Some 
factory  stocks  are  said  to  have  been 
destroyed  in  the  floods  and  we  be- 1 
lieve  that  great  will  be  the  demand, 
especially  for  the  staple  articles  in 
canned  foods,  during  the  period  of 
restoration  in  the  flood  devastated 
districts. 

This  added  to  the  great  effort 
throughout  the  country  on  the  part 
of  those  interested  in  canned  foods 
as  the  result  of  the  campaign  of 
education  carried  on  before,  and  the 
culmination  of  these  efforts  during 
Canned  Foods  Week  should  bring 
to  the  industry  a  greatly  increased 
movement  and  demand,  and  while 
this  will  first  be  felt  from  the  re¬ 
tailer  to  the  jobber,  yet  as  the  latH 
ter’s  stocks  are  depleted  the  calls 
will  come  for  their  replenishment, 
and  we  believe  the  effect  of  these 
two  passing  events  may  be  greatly 
felt  by  the  industry. 

In  spot  tomatoes  it  is  becoming 
more  and  more  realized  that  desir¬ 
able  stocks  are  scarce  and  those 
possessing  same  are  receiving  better 
demand  and  better  prices,  and  while 
some  are  disposed  to  use  such  goods 
as  will  barely  pass  muster  in  order 
to  compete,  yet  it  is  being  realized 
that  these  off-quality  goods  must  be 
sold  in  a  class  by  themselves,  and 
that  if  merchants  want  goods  of  de¬ 
sirable  quality,  they  must  pay  the 
price.  It  is  difficult  to  find  such 
goods  under  82J/2  to  85  cents  for  3s 
full  standard  grades,  especially  in 
unlabeled  lots,  with  goods  of  still 
higher  grade,  hand  packed  extra 
selected  and  fancy  commanding 
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>portionately  higher  prices.  It 
ks  as  if  the  spring  movement 
i  but  begun,  and  with  the  im- 
:us  which  should  be  given  it  by 
;sing  events  that  the  time  of  the 
lal  spring  demand  was  approach- 
r  and  the  small  stocxs  in  first 
ids  will  not  go  far  towards  filling 
{  active  demand. 

Regarding  future  tomatoes,  pack- 
are  not  anxiously  seeking  acre- 
;  and  growers  who  are  accus¬ 
ed  to  planting  an  uncontracted 
eage  will  doubtless  be  retarded 
the  lack  of  interest  displayed  in 
;ry  community  by  its  packers,  all 
which  it  is  hoped  will  tend  to- 
rds  a  normal  pack  rather  than  a 
ord-breaking  pack  such  as  was 
oerienced  in  1912,  but  the  high 
;t  of  packing  precludes  conserva- 
e  packers  from  seeking  business 
present  prices,  as  it  simply  is  a 
jstion  of  “swapping  dollars.” 
.is  class  feel  that  it  is  impossible 
book  business  under  82^2  cents 
■  3s  standards  in  cap  cans  and 
:se  prices  do  not  afiford  a  living 
ge  to  the  seller — hence  the  mar- 
:  conditions  are  on  a  nominal 
Sales  are  few  and  many  are 
on  their  oars,”  awaiting 
•ther  developments. 

The  corn  market  remains  as  pre- 
msly  quoted.  The  cheaper 
ides  continue  to  be  moved  in 
od  sized  blocks,  showing  that 
ich  of  this  grade  has  gone  into 
asumption  and  stocks  are  being 
fienished.  Every  wise  packer 
11  surely  get  rid  of  this  undesir- 
le  surplus  as  soon  as  possible, 
rtail  his  acreage,  cut  down  his 
ck,  try  to  pack  only  the  better 
ades,  and  assist  in  every  way  pos- 
>le  towards  a  restoration  of  the 
rn  packing  business  to  a  solid  and 
bstantial  basis. 

Fancy  and  extra  grades  continue 
irce,  and  those  desiring  same  find 
emselves  compelled  to  pay  full 

ices. 

William  Silver  &  Co.,  Inc. 
Aberdeen,  Md. 

Imported  Fiih  Specialties. 

Herring  business  is  practically  at 
standstill,  and  the  trade  is  buying 
erely  from  hand-to-mouth,  as  the 
ason  is  drawing  to  a  close. 
Imported  Sardines. — The  situ- 
ion  is  absolutely  unchanged.  The 
:mand  continues  very  good.  The 
rench  sardines  are  scarce.  Very 
w  are  to  be  had.  The  Portuguese 
e  very  scarce,  especially  the  bone- 
ss,  but  fishing  is  expected  to  be 
sumed  very  shortly,  so  that  we 
ay  receive  new  supplies  within  an- 
her  month  or  so.  In  Norway  the 
diing  will  be  resumed  again  about 
ie  15th  of  next  month,  and  it  is 
1  be  hoped  that  the  fishing  will  be 
x>d  because  stocks  are  pretty  well 
eared  up.  The  prices  for  sardines 
1  around  are  very  firm,  owing  to 
ie  scarcity  of  stocks. 

Business  in  general  is  quite  satis- 
ictory.  Orders  are  coming  in  very 
icely,  only  they  are  not  very  large. 
:  seems  that  the  trade  is  buying 


PARKES 

UNMATCHABLE 

COFFEE 


si**,',* 


Is  the  best 
selling;  line  of  Coffee  you  can  handle 


Careful  blending  and 
roasting  gives  high 
cup  quality  and  fine 
flavor,  and  our  large 
facilities  insure  a  uni¬ 
formity  that  will 
please  your  custom¬ 
ers  and  make  them 
keep  on  buying  once 
you  get  them  started. 


\ro\  ‘-hi 

ft// 1 

s^PENHN/^ 


PARKE 


STAMP 


The  Parke  Stamp  is 
packed  with  Parke’s 
Coffee,  Tea,  Spices, 
Baking  Powder,  Am¬ 
monia,  Bluing,  etc. 
Tell  your  customers 
to  save  the  stamps, 
because  they  are  re¬ 
deemable  for  hun¬ 
dreds  of  valuable 
premiums. 


L.  H.  PARKE 
COMPANY 

232-234  Market  Street 
PHILADELPHIA 


638-640  Grant  Street 
PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“PARKE’S  COFFEES  are  best  value  at  the  price  and  no 
matter  whether  you  pay  32c.,  35c.,  38c.  or  40c.,  I  m  sure  you  II 
be  pleased.  Besides  the  quality  of  the  coffee  the  stamps  are 
valuable;  don’t  forget  to  save  them.” 


This  is  one  of  the  firms  they  sale,  of  whose  products 
helps  organize  the  i  Pennsylvania  Retail  Merchants 
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just  from  hand-to-mouth,  and  buy¬ 
ing  more  frequently,  which  is  a 
very  satisfactory  condition,  because 
most  of  the  goods  in  our  line  are 
very  scarce. 

Strohmeyer  &  Arpe  Co. 

New  York. 


Spices. 

The  market  is  active  and  exceed¬ 
ingly  firm  since  Monday  last  after 
the  introduction  in  the  House  of 
the  new  tariff  bill.  Spices  are  on 
the  dutiable  list  and  are  assessed 
as  follows: — 

Pepper,  ginger,  cassia,  cayenne, 
nutmegs,  i  cent  per  pound ;  allspice, 
34  cent  per  pound;  cloves,  2  cents 
per  pound;  sage,  )4  cent  per 
pound;  mace,  8  cents  per  pound. 

We  believe  the  duties  as  assessed 
will  be  passed  by  the  House.  It 
is  remotely  possible  that  the  Sen¬ 
ate  will  decline  to  accept  the  rates 
proposed.  We  will,  in  the  mean¬ 
time,  see  higher  prices  throughout 
the  list. 

Pepper  firmer  and  prices  have 
advanced.  Demand  exceedingly 
good. 

Red  peppers  are  quiet  and  only 
in  fair  demand.  The  duty  on  this 
spice  has  been  reduced. 

Cloves  very  firm.  Prices  here  are 
under  foreign  quotation.  The  spot 
stock  is  exceedingly  small  and 
hardly  sufficient  for  the  usual  de¬ 
mand  before  arrival  of  new  crop. 

Pimento  (Allspice)  fairly  active. 
Prices  slightly  firmer. 

Mace  exceedingly  scarce  and 
has  advanced.  Higher  prices  prob¬ 
able. 

Nutmegs  verv  steady  and  in  fair 
demand.  We  believe  present  prices 
are  safe. 

Cassia  s. — Saigon  and  China 
grades  unchanged.  Batavia  is 
steady  and  in  fair  demand.  Ceylon 
cinnamon  very  scarce  and  tending 
upward. 

Gingers. — African  steady.  Coch¬ 
ins  quiet.  Good  grade  Jamaicas 
scarce  and  firm. 

Tapiocas  in  slow  demand  at  un¬ 
changed  prices. 

Paprika. — H  ungarian  selling 
fairly  well  at  unchanged  prices; 
Spanish  in  good  demand.  Prices 
steady. 

Seeds,  Herbs,  Etc. — Canary  eas¬ 
ier.  Under  the  new  tariff  act  this 
seed  is  dutiable  at  y2  cent  per 
pound;  caraway  seed  1  cent  per 
pound;  anise,  2  cents  per  pound. 
We  believe  prices  on  the  seeds  men¬ 
tioned  are  h'kely  to  advance.  Cel¬ 
ery  unchanged. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Florida  oranges  are  very  high — 
$5-5°  Per  box:  for  the  fanciest. 
The  prediction  is  for  a  price  of 
$6.50  before  the  season  is  over. 
The  scarcity  of  California  oranges 
is  the  main  reason,  only  about  2 


THROW  AWAY 
THE  SCOOP! 


You  don’t  need  it  to  sell 
ARGO  STARCH.  ARGO 
STARCH  in  its  neat  carton  is 
ready  for  you  to  hand  out  to 
customers  without  scooping-, 
weighing,  wrapping  or  tying. 

This  saves  time  and  bother 
and  gives  you  a  profit  that  is 

NET  profit  because  there  is  no  loss  from  overweight,  no  cost  for  labor, 
bags  or  time. 

ARGO  STARCH  is  clean,  -pure  and  white  and  starches  clothes  a 
pure  white.  This  makes  it  please  the  consumer  so  it  sells  steadily  every¬ 
where.  You  don’t  really  want  to  bother  with  selling  bulk  starch  and 
your  customers  would  much  rather  buy  ARGO  STARCH,  so  you  can 
easily  secure  increased  sales  if  you  keep  it  well  displayed  at  all  times. 

Corn  Products  Refining  Company 

NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“If  you’ll  try  ARGO  STARCH  you’ll  find  it  very  satisfactory; 
the  carton  keeps  it  clean,  and  so  it  starches  your  clothes  a  pure 
white.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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rs  a  clay  being  received  instead  of 
to  20. 

Florida  tomatoes  are  higher  be- 
nse  they  are  both  scarcer  and  bet- 
Good  tomatoes  are  worth 
onnd  $3  per  crate.  Hothouse  25 
30  cents  per  pound. 

Good  Florida  beans  range  from 
.50  to  $3.50  per  crate;  demand 

ir. 

Lima  beans  are  scarce ;  in  fact, 
nost  out  of  the  market.  Good 
)ck  would  bring  $4. 

Florida  potatoes  are  cheap  corn- 
red  with  last  year,  largely  because 
:1  potatoes  are  so  much  cheaper, 
ew  Florida  potatoes  are  quoted  at 
.  to  $4.50  per  barrel,  and  Ber- 
udas,  which  are  riper,  around 
'.50.  Last  year  old  potatoes  were 
Drth  $1.75  per  bushel,  this  year 
ev  are  75  cents. 

A  few  peas  are  coming  from 
ruth  Carolina,  but  they  are  poor, 
he  range  is  $1.50  to  $2.  Good 
:as  would  bring  $3. 

Florida  eggplants  are  coming 
)or,  and  the  price  is  comparatively 
w — $2  to  $2.25. 


ASSOCIATION  NEWS 


Southern  Wholesale  Grocers’ 
Association. 

President  J.  H.  McLaurin,  of  the 
outhern  Wholesale  Grocers’  Asso- 
ation,  which  is  just  now  under- 
3ing  the  second  prosecution  by  the 
nited  States  Government  on  ac- 
>unt  of  practices  which  the  Gov- 
•nment  says  are  in  restraint  of 
ade,  has  sent  the  following  letter 
)  the  members  : — 

To  Southern  Wholesale  Grocers. 

Gentlemen: — A  telegram  just  in 
hand  announces  that  Judge  Win.  I. 
Grubb,  of  the  United  States  Court 
for  the  Northern  District  of  Ala¬ 
bama,  has  designated  Monday,  June 
16,  19x3,  as  the  date  upon  which  he 
will,  sitting  at  Birmingham,  Ala., 
hear  arguments  in  the  matter  of  the 
contempt  case  filed  by  the  United 
States  Government  against  this  or¬ 
ganization: 

We  had  hoped  that  this  matter 
might  have  been  heard  earlier,  that, 
thereby,  this  country  might  the 
sooner  have  witnessed  an  exhibi¬ 
tion  of  triumph  of  justice  and  right¬ 
eousness,  and  the  rebuke  of  injus¬ 
tice  and  iniquity,  which  we  believe 
will  result  from  the  decision  of  the 
courts. 

This  organization,  through  its 
methods  and  activities,  has  violated 
or  held  in  contempt  no  law  or  de¬ 
cree  of  either  God  or  man.  Keep 
that  fact  in  your  mind. 

It  faces  with  a  clear  conscience 
and  unswerving  confidence  in  its 
integrity,  this  second  attack  made 
upon  the  rights  and  integrity  of 
Southern  men  and  Southern  mer¬ 


chants,  through  the  efforts  of  an 
individual  whose  appetite  for  re¬ 
venge  remains  yet  unsatisfied. 

The  present  situation  is  not  one 
of  our  making. 

As  individuals  and  as  an  organi¬ 
zation  we  are  being  persecuted 
without  a  cause,  but  as  worthy  sons 
of  worthy  sires  the  membership  of 
this  organization,  to  a  man,  will 
meet,  and  are  meeting,  this  issue  as 
only  real  men  know  how. 

Out  of  existing  conditions  are 
being  born  every  day  unmistakable 
evidences,  that  this  organization  is 
soon  to  enter,  and  indeed  is  now  en¬ 
tering,  upon  a  period  of  develop¬ 
ment  and  a  career  of  usefulness 
and  accomplishment  to  the  com¬ 
mercial  interests  of  this  country  not 
to  have  been  anticipated  ninety  days 
ago. 

This  organization  enjoys  the  con¬ 
fidence  and  respect  of  every  manu¬ 
facturer  in  the  United  States. 

There  cannot  be  found  to-day  in 
the  United  States  a  wholesale  gro¬ 
cer  or  a  retail  grocer  who,  pos¬ 
sessed  of  a  clear  knowledge  of  the 
work  of  the  organization,  and  un¬ 
blinded  by  self-interests,  does  not 
recognize  and  appreciate  the  reason¬ 
ableness  and  fairness  of  our  every 
activity. 

The  Department  of  Jusice  of  the 
United  States  has  been  accorded  by 
this  organization  a  full  opportunity 
to  possess  itself  of  any  record  or 
any  paper  of  any  nature  whatso¬ 
ever  bearing  upon  our  work,  and 
availed  themselves  of  it.  Unable, 
naturally,  to  discover  there  even  a 
vestige  of  material  by  which  to 
discredit  the  organization,  a  drag 
net  in  the  form  of  a  circular  letter 
signed  by  the  young  man  who  hates 
us  most  and  who,  up  to  this  time 
has  enjoyed  the  benefits  of  the  pow¬ 
erful  machinery  of  the  Department 
of  Justice,  has  been  circulated  in 
every  nook  and  corner  of  this 
country,  all  to  the  evident  end  that 
from  somewhere  some  disgruntled 
man  might  be  brought  in  to  lend 
assistance  to  this  effort  to  discredit 
the  manufacturers  and  this  organi¬ 
zation. 

The  membership  of  this  organi¬ 
zation  to-day  is  something  over 
450. 

With  the  approach  of  the  enemy 
let  it  be  said  to  the  everlasting- 
glory  of  a  Southern  institution  and 
Southern  merchants,  that  only  three 
men  laid  down  their  uniforms  and 
retired  from  the  ranks,  one  from 
Tennessee  and  two  from  North 
Carolina. 

Against  the  above  record  of  three 
resignations  are  to  be  recorded 
three  applications  for  membership, 
one  each  from  Alabama ,  Arkansas 
and  Georgia. 

No,  the  members  of  the  South¬ 
ern  Wholesale  Grocers’  Association 
believe  in  their  institution  and  they 
believe  in  those  things  for  which 
it  stands,  and  will  never  be  found 
retiring  under  the  fire  of  an  enemy. 

Respectfully  yours, 

J.  H.  McLaurin, 
President. 


THE  NEW  YORK  LETTER 

(Continued  from  page  17.) 

cents.  Supplies  from  the  West  are 
still  coming-  in  uncertainly,  the  rail¬ 
roads  not  yet  having  recovered 
from  the  disorganization  caused  by 
the  floods.  The  demand  is  steady, 
but  it  is  thought  that  at  the  ad¬ 
vanced  prices  the  out-of-town  or¬ 
ders  will  become  smaller.  Dealers 
believe  the  prices  will  fluctuate  for 
some  time. 


The  receipts  of  eggs  here  this 
week  is  lighter  than  is  usual  at  this 
time  of  the  year  and  the  trade  is 
beginning  to  find  it  difficult  to  se¬ 
cure  enough  high  grade  eggs.  The 
demand  for  this  grade  is  strong. 
Very  few  consignments  arc  being 
put  in  storage  because  of  the  high 
price  asked  by  holders.  There  is 
some  demand  for  this  grade,  how¬ 
ever,  for  immediate  use.  The  best 
grades  are  now  selling  at  21  cents, 
though  in  some  cases  buyers  have 
paid  a  fraction  over  this  to  secure 
choice  lots.  Fred.  A.  McGill. 


Window  Lighting 


m 


the 


Grocery  Store 

ffl  A  shop  window  is  a  splen¬ 
did  advertisement  only  when 
the  goods  in  it  are  properly 
displayed  and  properly  illum¬ 
inated. 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standard 

being  absolutely  pure, 
fulfilling  ALL  THE 
REQUIREMENTS  of 
the  Pure  Food  Laws. 
Grocers  assume  no  risk 
in  handling  these  goods 
as  the  demand  for  them 
is  constant. 

'  MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltd. 

Established  1780 

DORCHESTER,  MASS. 

JoimB.)ncFeinflge&soas 

Printers 

927  Arch  Street 

Philadelphia 


(J  The  illumination  of  a  shop 
window  is  seldom,  if  ever, 
right  unless  the  source  of 
light  is  concealed,  and  the 
only  illuminant  which  can  be 
successfully  used  to  obtain 
this  effect  is  Electricity. 

<fl  We  will  design  an  effective 
method  of  lighting  your 
Grocery  Store  and  windows 
without  charge.  Consult 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  in  all  countries. 

Davis  &  Davis,  Washington,  D.G. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 


Sample  free,  or  four  months’  trial  for  10  cents 


These 


Kidney  and  Liver 

and  ilU  ai 
Rich  in  Protei 


ery  package 

IET  FOR  • 
DIABETICS 

enmatism,  Obesity 

Uric  Acid 

sician/xJ-^ding  grocer*. 


.Y..U.S.  A. 


Sell  Goods  That  Sell  Themselves 

The  main  reason  for  selling  Wheatena 
is  that  you  can  sell  it  so  easily.  It  is 
different  and  distinctive,  and  if  you  sell  it 
once  you  can  sell  it  again. 

We  have  done  everything  to  make 
Wheatena  the  ideal  merchandise  from 
your  standpoint.  We  guarantee  it  or  give 
the  money  back,  and  we  make  it  more 
carefully  than  almost  any  other  cereal  food 
made. 

The  hearts  of  selected  wheat. 

THE  WHEATENA  GO.,  Rahway,  N.  J. 

Member  ot  the  American  Specialty  Manufacturers '  Association 
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ADVERTISING 


mm 


a  written  contract.  After  I  deliv¬ 
ered  the  first  two  carloads  they  had 
me,  for  if  I  had  complained  of  the 
returns  they  would  have  robbed  me 
anyway  and  not  have  taken  the  rest. 
On  the  same  quality  and  pack  they 
kept  returning  less  and  less,  under 
the  pretext  that  the  celery  was 
‘‘short  stalks,  badly  blighted,  very 
undesirable  stock  and  hard  to  sell 
at  any  price.”  They  returned  less 
than  50  cents  a  crate  on  some  of  it. 
My  total  return  for  the  crop  was 
$1,606.19. 

Respectfully, 

Emile  A.  Valeille. 


A  business  card,  sent  to  this  de¬ 
partment  for  criticism  by  a  Brook¬ 
lyn  grocer,  gives  an  opportunity  to 
say  something  about  business  cards 
for  retail  grocers.  The  card  in 
question  measured  2%  x  5J4  inches 
and  was  printed  on  both  sides. 
Very  poorly  printed,  I  might  add. 
The  card  was  cheap  and  poor  and 
the  printing  likewise.  Here  are 
both  sides  of  the  card,  slightly  re¬ 
duced  : — 


tend  that  advertising  didn’t  pay  be¬ 
cause  he  was  unable  to  trace  any 
results  from  a  business  card  of  this 
character !  The  average  grocer  no 
doubt  knows  better  than  to  expect 
results  from  such  things,  but  all  of 
them  have  a  lurking  idea  that  they 
are  going  to  benefit  in  some  way, 
or  they  wouldn’t  spend  the  money 
to  have  them  printed. 

*  *  * 

My  idea  that  the  grocers’  adver- 


WAKF.  UP! _ BUY  RIQHT: _ MONEY  TALKS 

GO  TOiS^ 

GARRABRANT’S 

ron  your - — 

FINE  GROCERIES  &  DELICATESSEN 

102  RALPH  AVENUE 

Near  Jefferson  Avenue  BROOKLYN,  N.  Y. 

TKLRPHONR.  2053— W  RUSH  WICK 

FINE  QOODS__— .  (See  other  aide)  -  rerir  t  VALUE 


The  Rest  Groceries  Hellcatessen,  American  or 
v  Imported  S°'d  In  the  City  v> 

PURE  GOODS  PROMOTES  HARMONY  IN  THE  HOUSEHOLD 
MAKES  BABIES  FAT  AND  PREVENTS  THE  OLD  GENTLEMAN 
FROM  SCOLDING  THE  COOK 
Our  Rich  Creameiy  Butter  or  Surprise  your  —  _ 

Palate  with  our  Delightful  Coffee  at  25C»  Per 

“Tiok.1©  the  F*utolio  and  make  them  Or  in. 

The  more  you  Tickle,  the  more  you.  Win" 

Home  Made  Clam  Chowder  on  Friday 


In  the  course  of  my  experience  I 
have  met  many  grocers  who  care¬ 
fully  had  business  cards  printed 
and  usually  kept  them  on  the 
counter.  My  idea  has  always  been 
that  merchants  in  this  line  of  busi¬ 
ness  had  no  more  use  for  a  business 
card  than  they  had  for  roller  skates. 
It  isn’t  advertising,  it  isn’t  and 
doesn’t  need  to  be  the  means  of  in¬ 
troduction  that  a  business  card  is 
supposed  to  be,  and  therefore  I 
have  personally  seen  piles  of  busi¬ 
ness  cards  lying  around  on  grocers’ 
counters  month  after  month,  with¬ 
out  being  put  to  the  slightest  use, 
until  they  got  all  dirty  and  fly 
specked  and  had  to  be  thrown 
away.  I  actually  heard  one  grocer 
several  years  ago  seriously  con- 


tising  appropriation  should  be  spent 
in  different  ways — ways  that  would 
at  least  have  a  chance,  conditions 
being  right,  to  get  results.  I  don’t 
believe  that  a  business  card  can  get 
results,  direct  or  indirect,  under 
any  circumstances.  There  is  only 
one  thing  on  this  card  that  could 
be  expanded  into  'real  advertising, 
and  that  is  the  last  line  on  the  re¬ 
verse  side :  “Home  Made  Clam 
Chowder  on  Friday.”  That  is  de¬ 
cidedly  worth  advertising,  hut  not 
on  a  business  card  by  any  means. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 


advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


CORRESPONDENCE. 


Figuring  Freight  Bills. 

Berwick,  Pa.,  April  4,  1913. 
To  the  Editor. 

Dear  Sir: — Please  advise  me  if 
you  think  freight  hills  should  be 
figured  as  expenses  of  doing  busi¬ 
ness  or  on  cost  of  goods. 

Thanking  you  in  advance,  I  re¬ 
main,  Yours  respectfully, 

Floyd  Klinetob. 

An  approved  way  to  handle  this 
matter  is  to  have  an  expense  ac¬ 
count  called  “Freight,”  into  which 
all  items  of  freight  are  charged,  and 
then  at  the  end  of  the  year  to 
charge  the  whole  account  against 
profit  and  loss  as  an  expense  of 
doing  business.  It  is  hardly  practi¬ 
cable  to  charge  each  item  of  freight 
against  the  goods  shipped,  as  it 
would  involve  unnecessary  trouble. 
*  *  * 

Reflecting  on  Pittsburgh  Commission 
Merchants. 

Paterson,  N.  J.,  April  9,  1913. 
To  the  Editor. 

Dear  Sir : — With  regard  to  the 
proposed  Pennsylvania  law  to  issue 
licenses  to  commission  merchants 
and  bond  them,  I  have  a  farm  in 
Sanford,  Fla.,  on  which  I  raise  cel¬ 
ery.  At  the  time  of  marketing  the 
last  crop,  a  local  Florida  shipper 
had  offered  me  $1.25  to  $1.50  per 
crate  in  the  field.  At  this  price  I 
would  have  received  $2,875  f°r  my 
crop. 

A  leading  Pittsburgh  commission 
merchant’s  representative  came  to 
me  and  told  me:  “You’re  a  fool, 
Mr.  Valeille,  to  sell  so  cheap.  You 
have  the  best  crop  in  the  district. 
We’ll  guarantee  you  $2.25  for  the 
first  two  cars  and  $2  for  the 
third.  It  is  extra  early  and  fine 
goods.” 

I  was  fool  enough  to  be  induced 
by  his  promises  to  throw  over  the 
local  shipper,  and  without  making 


*  *  * 

Chain  Stores,  Etc. 

Louisville,  Ky.,  April  1,  1913. 
To  the  Editor. 

Dear  Sir: — We  are  advised  that 
the  retail  grocers  in  several  cities 
have  organized  collective  buying 
companies  so  as  to  get  co-oper¬ 
atively  the  benefit  of  purchasing  in 
larger  quantities,  as  for  instance  the 
Girard  Grocery  Company  of  Phila¬ 
delphia. 

Can  you  give  us  the  titles  and 
addresses  of  similar  buying  com¬ 
panies  organized  by  retail  grocers 
in  other  cities? 

Can  you  also  give  us  the  titles 
and  addresses  of  ten  of  the  most 
prominent  companies  in  different 
cities  operating  chain  retail  grocery 
stores  like  James  Butler,  Inc.,  New 
York?  The  information  you  can 
give  us  along  these  lines  will  be 
fully  appreciated. 

Thanking  you  in  anticipation  of 
your  courtesy,  I  remain, 

Very  sincerely, 

Nat.  T.  Frame, 
Louisville  Commercial  Club. 

There  are  not  very  many  co¬ 
operative  buying  organizations  out¬ 
side  of  the  East.  There  are  several 


in  Pennsylvania,  the  names  of 
which  you  can  get  by  writing  Mr. 
A.  M.  Howes,  secretary  Pennsyl¬ 
vania  Retail  Merchants’  Associa¬ 
tion,  Lincoln  Building,  Erie,  Pa. 
There  are  also  a  number  in  New 
York,  and  these  names  can  he  ha 
from  Mr.  Charles  Thorpe,  47  Wa 
street,  New  York  City.  A.  B 
Banghart  is  the  president  of  a  larg 
concern  of  this  kind  in  Baltimore. 

We  give  you  the  following  names 
of  large  chain-store  concerns:  I 
Acme  Tea  Co.,  Robinson  &  Craw¬ 
ford.  James  Bell  Co.,  William  But¬ 
ler  Co.,  Dunlap  Co.,  all  of  Phila¬ 
delphia;  Childs  Grocery  Co.,  Cam-: 
den,  N.  J. ;  Kroeger  Grocery  and 
Baking  Co.,  Cincinnati,  Ohio; 
Thomas  Roulston  &  Sons,  Brook¬ 
lyn,  N.  Y. ;  J.  T.  Connor  Co.,  Bos¬ 
ton  ;  Michael  O’Keife,  Boston, 
Mass.;  Atlantic  and  Pacific  Tea 
Co.,  Jersey  City,  N.  J. ;  Andrew 
Davies,  New  York  City,  and  the 
Mohican  Tea  Co.,  New  York 


City. 
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among  the  trade. 

Vn  investigation  is  under  way  of 
lackerel  “bargain”  advertised  by 
arge  central  store  during  the 
»k.  Twelve-pound  pails  were 
rertised  “regularly  $1.50,”  re- 
;ed  to  considerably  less  than  $1. 
the  pail  the  fish  were  represent- 
as  “Norways,”  but  were  really 
;h,  which  are  worth  much  less 
n  Norways.  The  cost  to  the  ad- 
tiser  was  about  66  cents.  It  is 
;sible  that  an  action  for  mis- 
nding  under  the  food  law  may 
brought,  as  well  as  an  action 
ler  the  new  Pennsylvania  fraud- 
nt  advertising  law. 


Pennsylvania  News  Items. 

I  — 

Dairy  and  Food  Commissioner 
ust  gives  the  following  con- 
ised  account  of  the  business  of 
bureau  during  the  time  it  has 
n  in  his  charge : — 


Samples 

Cases 

ar 

An'z’d  TermYd 

Receipts 

Expenditures 

>7 

7,400 

664 

$  55,7°2-63 

$78,455.88 

>8 

8,300 

300 

64.58O.62 

69  968.20 

>9 

6  200 

797 

86,594-15 

83,700.00 

LO 

5.594 

667 

II0,802.95 

79,661.65 

II 

8,200 

1,029 

j  20.993.4S 

83^83. 15 

t  2 

7,204 

1,049 

136. >25. 49 

81,858.55 

42,898 

3.506 

$564,829.32 

$476,727.43 

<1  Which  would  you  rather 
eat  yourself  —  bulk  prunes 
from  a  long-opened  box,  or 

U-Say  Selected  Sun-Cured 
Sanitary  Prunes? 

<I[  Your  customer  will  feel 
the  same.  U-Say  Prunes 
are  better  than  average  bulk 
prunes  to  begin  with,  and 
they  are  infinitely  better 
when  they  reach  the  con¬ 
sumer,  for  the  sealed  carton 
keeps  them  moist,  fresh  and 
clean. 

Packed  in  five  sizes,  retail¬ 
ing  at  10,  12,  15,  25  and  50 

cents. 


Beh  &  Herter 


SALES  AGENTS 

140  Franklin  Street 
New  York 


TRY  IT  YOURSELF 

Make  yourself  a  cup  of  WILBUR’S  COCOA  and 
as  soon  as  you  taste  it  you’ll  know  why  it’s  such  a  BIG 
SELLER.  It  has  the  FLAVOR  because  it  is  made  from 
a  skillful  blend  of  the  FINEST  SELECTED  cocoa  beans. 

There  are  many  grades  and  kinds  of  cocoa  beans,  and  the  flavor  of 
prepared  cocoa  depends  upon  expert  knowledge  in  selecting  and  blend¬ 
ing;  them.  Cocoa  that’s  made  from  poor  quality  cocoa  beans,  even 
though  it  may  be  “pure  cocoa,”  doesn’t  taste  like  WILBUR’S  COCOA. 
Your  customers  will  appreciate  the  fine  flavor  of  WILBUR’S  COCOA; 
they  will  USE  IT  MORE  OFTEN  than  they  would  use  an  inferior 
cocoa,  so  you’ll  sell  more. 

Beside  the  satisfaction  to  your  customers  it  will  pay  you  to  push  the 
sales  of  WILBUR’S  COCOA  because  it  pays  you  a  splendid  profit. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“Try  WILBUR’S  COCOA  this  time.  It’s  not  only  PURE  but 
it’s  also  the  FINEST  QUALITY  that  can  be  made,  and  has  the 
most  delicious  FLAVOR  you  ever  tasted.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N  J. 


Handling  a  New  Customer. — Want 
of  thought  often  loses  to  a  store  a 
new  customer.  Very  important  it 
is  to  find  out  exactly  the  kind  of 
tea  she  has  been  using,  the  charac¬ 
ter  of  coffee  she  likes,  the  grade  of 
butter  she  has  been  buying  and  the 
cut  of  meat  she  prefers.  You  may 
guess  at  it  but  that  won’t  do.  She 
has  decided  to  try  your  store  for 
one  (or  maybe  all)  of  three  rea¬ 
sons  :  Better  service,  better  goods, 
lower  prices.  Now  then,  the  first 
thing  to  do  before  you  sell  a  penny’s 
worth  is  to  allow  her,  if  you  can  do 
so  judiciously,  to  tell  you  her  ex¬ 
perience,  her  ideas  of  goods,  the 
prices  she  has  been  paying,  and  so 
on.  Then  you’ve  something  to 
work  on.  But  if  she’s  using  a  reno¬ 
vated  butter  at  33  or  35  cents  and 
you  go  to  work  and  put  in  your 
“First”  at  45  cents,  you  can  im¬ 
agine  the  effect  this  will  have  when 
old  bills  are  compared.  Of  course, 
the  womanly  inference  in  this  case 
would  be — “They’re  charging  me 
10  cents  a  pound  more  for  butter 
than  I  have  been  paying.  If  she’s 
been  using  a  60-cent  Ceylon  tea 
and  you  send  her  a  60-cent  For¬ 
mosa,  “your  tea  is  rank.” 


Get  a  line  on  her  and  get  her 
name  and  address  as  well  in  your 
mind  so  you  can  “pronounce”  them 
when  she  comes  again. 

*  *  * 

Importance  of  Being  “Fit.” — Two 

people  suffer  directly  when  you 
land  back  of  the  counter  “tired.” 
You  and  the  boss.  Especially  you. 
The  remedy  is  sleep.  No  medicine 
that  was  ever  compounded  com¬ 
pares  with  it.  Show  me  the  man 
that’s  on  the  job  mornings  prompt¬ 
ly  and  that  has  a  spring  in  his  step, 
and  I’ll  show  you  an  early  sleeper. 
His  eye,  his  action,  his  cheerfulness, 
his  ambition,  his  health — all  show 
it.  He  can  work  all  around  a 
“night  owl.”  He  can  think  twice 
as  fast  as  the  fellow  that  “pun¬ 
ished  six  schooners  last  night  and 
had  a  royal  time.”  He  is  “fit.” 
And  to  be  “fit”  in  our  business, 
gentlemen,  and  get  ahead  in  it 
you’ve  got  to  turn  in  early. 

*  *  * 

Down  To  Levels.— Said  a  mana¬ 
ger  to  a  clerk  in  my  presence  a  few 
weeks  ago,  “What  do  you  think  of 
Brown?”  Said  the  clerk,  “I  think 
he  is  an  honest  fellow  and  a  good 
worker.”  Said  the  manager,  “You 


arc  aware,  I  believe,  that  lie  doesn’t 
speak  so  well  of  you  and  many 
others.”  The  clerk  said,  “I  am  well 
aware  of  it,  but  I  can’t  in  that  habit 
get  down  to  his  level.”  What  a 
splendid  reply  that  was  and  what  a 
lesson  it  contained.  Here  was  a 
fellow  strong  enough  to  speak  out 
the  truth  about  a  man  who  knocked 
him  at  every  turn.  One  of  the 
things  that  you  and  I  have  to  fight 
against  is  getting  down  to  levels, 
and  some  of  these  levels  as  you 
know  are  pretty  fascinating — tem¬ 
porarily.  To  keep  on  the  high 
plane,  to  live  up  to  our  own  stand¬ 
ard  of  right  means  stamina.  It 
means  the  practice  of  living  every 
inch  a  man  and  it  means  above  all 
peace  and  a  fearlessness  that  dollars 
can't  buy.  Beware  of  getting  down 
to  levels. 

*  *  * 

Be  Quick.— Some  men  are  slow 
because  they  want  to  be.  Quick¬ 
ness  is  a  mind  sharpener  and  muscle 
loosener  and  the  habit  looks  good. 
Nobody  objects  to  having  business 
done  with  energy.  But  a  “slow 
coach”  wears  on  the  nerves  of  the 
just  and  unjust.  To  be  popular,  be 
quick.  It  isn’t  that  you’re  clumsy 
—it  isn’t  that  you’re  too  heavy,  that 
you’re  slow.  It’s  simply  because 
you’ve  got  the  “habit”  and  you 
haven’t  got  the  sense  to  get  out  of 
it.  It’s  all  right  to  be  deliberate. 
It’s  a  fine  thing  to  go  slow  on  big 
things.  But  not  on  big  bundles. 
It’s  a  fearful  thing  to  give  a  woman 
the  fidgets  while  she  expects  the 
car  every  minute.  Be  quick — quick 
to  respond,  quick  to  give  your  com¬ 
puting  scale  price.  Quick  to  ring 


up  your  check.  Live,  quick,  decis¬ 
ive  fellows  are  in  demand.  Train 
yourself  to  save  the  time  of  other 
people. 

*  *  * 


Know  Dried  Fruits. — Take  the 

item  of  package  raisins  for  in¬ 
stance.  Your  price  is  10  cents. 
The  customer  buys  them  elsewhere 
for  9  cents.  Break  yours  open  in 
the  center  and  she  sees  4-crown 
fruit.  Bright,  soft  and  clean,  with 
no  “dries”  nor  bits  of  stems.  Your 
“apricots,”  she  says,  are  “high,” 
but  look  at  the  color,  the  size  and 
the  general  selection  of  the  fruit. 

Your  prunes  at  i2l/2  cents  count 
45  to  the  pound — beautiful  fruit.. 
Heavy  meated  with  that  smooth, 
soft,  thin  skin  characteristic  of  fine 
cultivation. 

The  peaches  you  offer  are  meaty 
and  healthy  looking,  very  different 
from  the  “impoverished”  kind 
sometimes  offered  at  a  low  price. 
Make  these  points  and  make  the 
sale. 

Take  pains  to  account  for  your 
price  by  proving  quality.  Not  only 
that  but  by  showing  that  your  goods 
at  a  little  higher  price  are  actually 
cheaper. 
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PUSH  YOUR  OWN  BRAND  OF 

Peanut  Butter 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumucd 
glass  drinking  tumblers;  also  Mason  jars, 
cans  or  pails. 

Ipham,  Miller  Co. 

NEW  YORK 

Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America. 
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208  N.DEL  AWARE  M 

AND 

209  N.  WATER  ST. 


Seasonable  Merchandise 


We  would  call  your  attention  to  a  few  lines  that  sell  well  at  this  time 
of  the  year ;  it  might  pay  you  to  push  them  ;  of  course,  we  carry 
a  full  stock  of  most  everything  in  fancy  and  staple  groceries  ::  :: 


SYRUPS- Always  in  season.  What  is  more  pleasing  than  a  breakfast  sweet,  and  have  you  ever  sold  a  more  satisfactory  Table  Syrup  than  our  ROYAL 
TABLE  SYRUP  ?  We  might  also  include  our  CHALLENGE  BRAND  SYRUP,  both  great  favorites  and  becoming  more  popular  all  the  time.  The  Syrup  market 
is  a  trifle  higher,  but  we  are  in  a  position  to  name  low  prices.  Send  us  your  orders. 

CANNED  PEAS-One  of  the  early  vegetables  and  the  consumer  can  hardly  wait  for  the  fresh  goods.  This  is  the  best  time  to  sell  Canned  Peas. 
Fancy,  Small,  Sifted  Peas,  Cruiser  Brand,  at  $2.00;  Large  Sweet  Peas,  Telephone  Variety,  Cruiser  Brand,  at  $1.65;  Boyer’s  Early  June  Peas,  at  $1.25; 
Mispillion  Sifted  Early  June,  at  $1.20  ;  Peerless  Early  June,  at  $1.15  ;  Rivertide  Early  June,  at  $1.05  ;  and  Ribbon  Peas  (fancy  soaked),  at  75c.  Order  now. 

ASPARAGUS— There  is  always  a  demand  for  Canned  Asparagus  at  this  time  of  the  year,  just  before  fresh  goods  come  into  the  market.  The  Cali¬ 
fornia  product  is  hard  to  beat;  Mammoth  Green,  full  stalk,  No.  2!  2  size  tins,  per  dozen,  $2.40;  Del  Monte  Brand  Tips,  No.  \V2,  per  dozen,  $2.00; 
Buckskin  Tips,  No.  per  dozen,  $2.05;  Peak  Tips,  No.  1  round  cans,  per  dozen,  $1.25.  Add  to  stock  and  you  will  sell  it. 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

GROCERS 


NORTH  WATER  STREET 
PHILADELPHIA  -  PENNSYLVANIA 
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The  only  egg-  carton  that  will  really  pre¬ 
vent  breakage  is  the  CONTINENTAL 
SAFETY  EGG  CARTON,  which  grips 
each  egg-  in  a  cushion-like  nest.  Old  style 
cartons  with  square  compartments  let  the 
eggs  rattle  around  and  get  cracked,  and 
rofits.  The  CONTINENTAL  SAFETY 

fillers”  to 
It  is  quickly  and 
Use  it  and  be  sure 


EGG  CARTON  is  complete  in  one  piece;  there  are  no 
put  in ;  it  even  carries  its  own  string  and  fastener 
easily  filled  and  fastened,  saving  time  and  string, 
of  a  profit  on  eggs  that  will  not  be  cut  down  by  breakage 

250  to  the  case— packed  flat. 

Ask  your  jobber,  or  write  us  for  FREE  sample. 


There’s  a  Continental  Bag  for 
Every  Paper  Bag  Purpose 


Our  mills  at  Rumford,  Maine,  are  the  largest  paper  bag  mills 
in  the  world.  When  you  purchase  CONTINENTAL  PAPER 
BAGS  you  get  the  benefit  of  our  enormous  facilities  for  improving 
qiialiiy.  Let  us  submit  samples. 

Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 


Continental  Paper  Ba&  Co 

WHITEHALL  BUILDING,  NEW  YORI 
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CCII. — The  Legal  Status  of  a  Seller  Who  Makes  a  Mistake  in 

He  Agrees  to  Deliver. 


The  following  letter  comes  to  me 
through  a  Southern  paper: — 

Birmingham,  Ala.,  April  5,  1913. 
Elton  J.  Buckley,  Esq. 

Dear  Sir : — We  are  in  the  midst 
of  a  situation,  on  which  we  would 
be  glad  to  have  your  discussion  in 
your  weekly  articles  on  legal  phases 
of  business.  We  hope  you  will  con¬ 
sider  the  subject  of  sufficiently  gen¬ 
eral  interest  to  warrant  writing 
something  upon  it  for  your  general 
readers.  About  six  months  ago  we 
decided  to  build  ourselves  a  new 
store  building  with  a  warehouse  at¬ 
tached.  We  asked  for  bids  for  the 
building  materials  and  when  they 
were  received  we  awarded  the  con¬ 
tract  to  a  fairly  well-known  dealer 
in  lumber  and  other  materials,  who, 
while  not  so  long  in  business  as 
some  of  his  competitors,  has  a  con¬ 
siderable  amount  of  work  and  en¬ 
joys  a  good  reputation.  His  bid 
was  about  25  per  cent,  lower  than 
the  others.  The  work  went  ahead 
satisfactorily  until  it  was  about 
three-fourths  finished,  when  this 
lumber  contractor  served  notice  on 
us  that  he  had  made  a  mistake  in 
his  estimate  and  his  price  should - 
have  been  about  $500  more  than  it 
was.  This  would  have  made  his  bid 
next  to  the  lowest  bid,  instead  of 
the  lowest.  He  refused  to  deliver 
the  balance  of  the  lumber  unless  we 
agreed  to  pay  about  $500  more  on 
the  whole  job.  We  declined  to  do 
that  and  went  into  the  open  market 
and  bought  the  rest  as  we  needed  it. 
Altogether  we  have  spent  $625  more 
for  the  lumber  than  he  agreed  to 
furnish  it  to  us  for.  What  is  our 
right  in  the  case?  Can  we  collect 
this  money  from  him, "or  does  the 
fact  that  he  made  a  mistake  exon¬ 
erate  him?  Respectfully  yours, 
Burden  &  Son. 

This  is  truly  an  interesting  situ¬ 
ation,  but  one  that  is  not  so  rare  as 
one  might  think.  I  have  personally 
met  several  cases  where  much  the 
same  situation  has  arisen,  and  have 
known  of  quite  a  number  more. 
There  are  also  quite  a  number  of 
similar  cases  reported  in  the  books. 

Occasionally  material  men  do 
this  with  deliberate  fraudulent  in¬ 
tent,  but  often,  I  think,  it  is  the  re¬ 
sult  of  inexpertness  in  estimating. 
The  cases  are  by  no  means  confined 
to  building  operations;  there  are 
cases  involving  estimates  for  gro¬ 
ceries,  hardware,  and  even  dry  j 
goods  where  the  successful  bidder 
has  afterward  tried  to  beg  off  on 
the  ground  of  mistake. 

W  bat  ought  to  be  done  in  such  a 
case  is  exactly  what  this  corre¬ 


spondent  has  done:  go  into  the 
market  and  buy,  as  reasonably  as 
possible,  the  goods  which  the  bid¬ 
der  refuses  to  deliver.  He  should 
first  be  notified  that  you  intend  to 
do  this  and  that  you  will  hold  him 
responsible  for  any  difference. 
Afterward  suit  should  be  brought 
against  him  for  the  additional  sum 
you  have  had  to  pay,  which  in  the 
case  submitted  to  me  is  $625. 
The  bidder  will  undoubtedly  de¬ 
fend  on  the  ground  that  owing  to 
the  mistake,  the  contract  was  not 
a  real  one,  and  he  should  therefore 
be  relieved  of  it.  Whether  his  de¬ 
fense  succeeds,  depends  on  the  facts 
of  the  given  case. 

One  party  to  a  contract  will  al¬ 
ways  be  relieved  from  it  when  both 
parties  were  mistaken  as  to  some 
important  fact  when  they  made  it ; 
or  where  somebody  made  a  mistake 
in  copying  or  writing  it,-  so  that  it 
failed  to  express  the  mutual  intent; 
or  where  the  contract  has  not  been 
carried  out,  and  was  hastily  made, 
and  enforcing  it  would  mean  great 
injustice  to  one  party. 

But  along  with  the  above  princi¬ 
ples,  there  is  another  one,  equally 
well  established,  that  is  thus  ex¬ 
pressed  in  a  well  known  case  much 
like  the  one  cited  in  the  above  let¬ 
ter  :  “Courts  of  equity  will  not  re¬ 
lieve  a  party  from  the  consequences 
of  an  alleged  mistake  which  is 
purely  the  result  of  his  own  supine 
or  inexcusable  carelessness,  where 
he  has,  within  his  own  hands,  every 
means  to  enable  him  to  avoid  such 
a  mistake  by  the  exercise  of  reason¬ 
able  care ;  and  especially  is  this  so 
when  his  application  for  relief  is 
postponed  to  a  time  when  it  is  be¬ 
yond  his  power  to  restore  to  the 
other  party  the  situation  he  occu¬ 
pied  before  the  contract  was  en¬ 
tered  into.” 

This  means  that  in  the  average 
case,  where  a  party  agrees  to  sup¬ 
ply  certain  goods  at  certain  prices 
and  does  supply  a  large  part  of 


Estimating  the  Price  of  Goods 

them  on  the  basis  of  the  bid,  he 
cannot  come  in  and  refuse  to  com¬ 
plete  his  contract  on  the  ground 
that  he  made  a  mistake  in  his  esti¬ 
mate. 

The  case  I  have  quoted  from  is 
a  Pennsylvania  case  which  would 
be  probably  accepted  as  law  in  any 
State,  for  the  reason  that  the 
judges,  in  their  decision,  went  all 
over  the  country  for  authorities, 
and  considered  the  law  as  it  was 
generally,  rather  than  in  Pennsyl¬ 
vania  alone.  This  takes  the  case 
outside  of  an  ordinary  State  de¬ 
cision.  The  facts  were  that  a 
builder  submitted  to  a  dealer  in 
lumber  and  mill  work  plans  and 
specifications  for  the  lumber  and 
mill  work  for  a  building  operation. 
The  dealer  in  turn  submitted  the 
detailed  lists  which  he  had  figured 
out  from  the  plans,  accompanied  by 
a  bid.  The  builder  without  hastily 
accepting  the  bid  made  certain 
changes  in  the  lumber  and  mill 
work  which  added  considerably  to 
the  cost  of  each  house.  He  sub¬ 
mitted  these  changes  to  the  dealer 
and  asked  for  another  bid.  Subse¬ 
quently  the  dealer  offered  to  “fur¬ 
nish  the  entire  lot”  for  a  specified 
sum.  This  offer  was  accepted. 
Deliveries  were  begun  at  once  and 
a  large  portion  of  the  materials  had 
been  accepted  by  the  builder  and 
incorporated  into  the  buildings, 
when  the  builder  was  informed  by 
the  dealer  that  a  serious  blunder 
had  been  made  in  the  preparation 
of  the  bid,  in  that  the  price  of  the 
lumber,  amounting  to  between 
$3,000  and  $4,000,  had  been  inad¬ 
vertently  omitted.  The  builder  was 
informed  of  the  mistake,  but  he 
stated  that  he  realized  that  the  bid 
was  low,  and  that  was  why  he  had 
accepted  it,  but  that  if  a  mistake 
had  been  made,  it  was  not  his  con¬ 
cern.  The  dealer  delivered  the  re¬ 
mainder  of  the  materials  without 
making  any  further  demand  on  the 
builder,  and  after  the  deliveries 


were  completed  filed  a  mechanic’s 
lien,  in  which  he  charged  the  mar¬ 
ket  price  of  the  various  articles  at 
the  time  of  their  delivery.  The 
court  decided  that  the  dealer  was 
not  entitled  to  recover  more  than 
the  contract  price  for  material  fur¬ 
nished. 

The  defaulting  bidder  here  went 
further  in  his  effort  to  get  relief 
than  the  defaulting  bidder  in  the 
Birmingham  case:  he  tried  to  get 
out  of  his  bid  in  toto,  and  sued  to 
collect  the  full  market  price  on  the 
whole  contract,  as  if  there  had  been 
no  bid.  The  principles  governing 
all  such  cases,  however,  were  dis¬ 
cussed  by  the  court.  The  following 
is  the  core  of  the  decision  and  it 
supplies  some  light,  at  least,  on  the 
Birmingham  correspondent's  case 
and  on  other  cases  embodying  sim¬ 
ilar  facts : — 

The  bidding  firm  present  a  writ¬ 
ten  contract,  executed  by  them  with 
every  appearance  of  deliberation,  on 
the  strength  of  which  they  delivered 
to  the  builder  large  quantities  of 
material  which  he  intended  to  buy, 

.  not  at  the  market  price,  but  at  the 
competitive  price  established  by  the 
various  bidders.  After  his  situa¬ 
tion  had  been  so  changed  that  he 
could  not  be  restored  to  the  position 
he  occupied  before  his  acceptance 
of  the  plaintiffs’  bid,  they  come  into  j 
a  court  of  equity.  They  say  that,  by  j 
their  own  inexcusable  carelessness,  j 
continued  during  a  period  which 
afforded  ample  time  for  its  recti-" 
fication,  with  every  means  of  knowl¬ 
edge  at  their  hands,  in  no  way  in-  . ' 
fluenced  or  controlled  by  any  act 
of  the  defendant,  an  injury  has  re¬ 
sulted  to  them.  They  ask  that  this 
injury  be  repaired,  not  by  the  re¬ 
scission  of  a  contract  not  yet  exe¬ 
cuted,  not  by  the  reformation  of 
that  contract  to  make  it  express 
what  the  parties  in  fact  had  agreed 
upon,  but  by  simply  striking  it  down 
because  of  its  injurious  consequences 
and  by  substituting  for  it  an  obliga¬ 
tion  of  the  defendant  to  pay  at  mar¬ 
ket  price  which,  it  is  clear  from  the 
very  fact  that  he  sought  competitive  f 
bids,  he  never  intended  to  do. 

The  result  of  the  plaintiffs'  care¬ 
lessness  may  be  a  financial  loss  to 
them,  but  such  results  are  every  day 
registered  in  the  judgments  of 
courts,  the  time  of  which  is  now 
largely  consumed  in  ascertaining  the 
liability  of  those  who  have  been 
careless  towards  those  who  would 
suffer  as  a  consequence  of  such 
carelessness,  did  not  the  law  require 
such  consequences  to  be  borne  by 
those  whose  act  or  neglect  pro¬ 
duced  them. 

The  court  held  that  the  bidder 
could  recover  only  the  amount  of 
his  bid,  and  the  same  principle  of 
law  would  have  compelled  it  to 
hold,  had  the  facts  been  like  those 
of  the  Birmingham  case,  that  the 
bidder  would  have  to  pay  his  cus¬ 
tomer  what  the  latter  had  to  pay 
in  the  open  market  for  the  balance 
of  goods  not  delivered. 

( Copyright ,  April,  1913,  by 
Elton  J.  Buckley.) 

Question :  R.  A.  Bates,  Cowan- 
esque,  Pa. — About  six  years  ago  I 
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Welch’s 

“rWc  IN  a  tio  n  cl  l  Z)  rz  n  A. 

You  Sell  the  Standard  When  You  Sell  Welch’s 

u  also  get  the  benefit  of  advertising  which  has  already  created  a  demand  for  your  supply.  Your  store  be- 
nes  a  link  in  the  good-will  chain  that  we  have  stretched  across  the  country,  because  of  the  high  quality  of 
elch’s,  and  by  means  of  our  continuous  and  widespread  publicity. 

elch’s  advertising  is  cumulative  in  effect.  Its  value  extends  to  the  dealer  and  the  consumer  as 
11  as  to  the  manufacturer. 

ople  want  Welch’s  Grape  Juice  because  they  know  that  it  is  made  from  the  choicest  Concord 
ipes  only.  This  year  we  have  paid  as  much  as  $10  per  ton  more  than  the  market  price  for 
ipes,  thus  following  our  custom  of  securing  the  pick  of  the  crop.  Our  process  of  manufacture 
narked  by  the  most  exacting  care. 

ese  facts  have  been  and  are  being  widely  advertised.  You  get  the  benefit  of  this  advertising 
en  you  order  Welch’s.  In  addition  to  your  old  customers  we  will  send  new  ones  to  you. 
ere  is  an  ever  increasing  tendency  to  “buy  Welch’s  by  the  case.’’  You  will  note  that  our 
yertising  this  year  urges  this  business-increaser  for  you. 

dealers  who  push  Welch’s  we  send  attractive  and  attention-compelling  advertising  matter, 
you  are  dispensing  Welch’s,  mention  the  fact  when  you  write  to  us. 

SEND  FOR  OUR  PROPOSITION 

THE  WELCH  GRAPE  JUICE  COMPANY 

WESTFIELD,  NEW  YORK 


Bowse^R 

OUTFIT 
is  a  big 
Advertisement 
■■■'’  for  your  store 


•The  clean  grocery  store  is  the  one  that  does  the  best  business,  but  you  can’t  have  a  clean  store  if  you  sell  oil  from  the  old-fashioned 
:ank,  dripping  oil,  spoiling  and  tainting  other  goods.  Get  a 

BOWSER  SAFE  SELF-MEASURING  OIL  TANK 

and  show  your  customers  you  are  up-to-date;  make  money  on  oil  instead  of  letting  your  profits  drip  a  nay.  The  BOWSER 

away  with  the  nasty,  oily  funnel  and  measure  ;  when  you  have  to  fill  an  odd  measure,  such  as  a d^vva/cgr01  aiV’'r mtir  s't’on  cuts  off  the 

glance  how  much  to  charge.  The  BOWSER  gauge  shows  how  much  oil  is  left  in  your  tank.  The  BOWSER  ai^0[^ 

oil  the  instant  you  cease  to  pump  and  prevents  dripping.  You  can’t  afford  to  be  without  a  BOWSER  outh  'e<-  '  k 

to  pay  for  it  without  having  the  benefit  of  its  cleanliness  and  convenience.  Write  at  once  for  our  rRbb  catalogue. 

S.  F.  BOWSER  &  CO.,  Inc.,  Home  Plant  and  General  Offices,  Box  2077,  FT.  WAYNE,  1ND. 

Branches— ATLANTA,  CHICAGO,  DALLAS,  DENVER,  MINNEAPOLIS,  NEW  YORK,  ST.  LOUIS,  SAN  FRANCISCO,  TORONTO,  ALBANY,  HARRISBURG 

Patentees  and  Manufacturer,  of  Standard  Self-Measuring.  Hand  and  Power  Driven  Pumps.  Large  and  Small  Tanks.  Gasolene  and  0.1  Storage  Systems.  Self-Reg.ster.ng  Pipe  Line 
Measures,  Oil  Filtration  and  Circulating  Systems,  Dry  Cleaning  Systems,  Etc. 
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SIDLLEKS 

COLUMN 


Now-You’ve-Got-’Em-and-Now-You-Ain’t  Customers. 


started  in  business  here.  A  family 
here,  and  strangers  to  me,  started 
an  account  in  the  husband’s  name. 
They  bought  feed  for  the  cows  and 
horses  and  groceries  for  the  house 
and  clothes  for  the  children,  and  oc¬ 
casionally  they  paid  money  on  the 
account.  After  about  a  year  I 
found  out  that  the  cows  and  horses 
belonged  to  the  wife,  also  real  es¬ 
tate  was  in  her  name,  but  I  let 
the  account  run  along  in  the  same 
name.  Three  years  ago  they  sold 
their  cows,  rented  another  farm 
with  cow's  on  and  moved  to  this 
farm  ;  the  husband  gave  me  his  note 
to  balance  the  account.  While  on 
this  farm  they  bought  feed  for 
these  cows  and  their  own  horses, 
also  groceries  and  clothing  for  the 
house ;  after  being  there  a  little 
over  a  year  the  wife  gave  me  her 
note  for  $50  on  account,  with  hus¬ 
band  as  signer;  since  then  the  ac¬ 
count  has  kept  running  and  I  still 
have  both  notes.  The  husband 
signed  the,  contracts  for  the  rented 
farm.  A  short  time  ago  the  hus¬ 
band  committed  suicide  and  the 
wife  claims  she  will  not  settle  his 
debts.  What  chance  is  there  for  me 
to  collect? 

Answer. — This  is  a  much  compli¬ 
cated  case.  Of  course  the  person 
responsible  for  your  claim  is  the 
person  who  maintained  the  estab¬ 
lishment.  It  may  be  that  the  claim 
is  really  two  claims,  part  against 
the  w'ife  for  the  feed  bought  for  her 
stock,  and  the  balance  against  the 
husband — -if  he  w'as  the  head  of  the 
house,  though  the  fact  that  the  wife 
owned  the  real  estate  and  the  stock 
would  indicate  the  contrary — for 
the  goods  sold  for  family  use.  If 
the  husband  left  anything  I  should 
separate  the  claims  in  this  way  and 
present  the  latter  to  his  executor. 
If  he  left  nothing  I  should  sue  the 
wife  for  the  whole,  on  the  ground 
that  she  must  pay  for  the  feed  sold 
for  her  own  stock,  and  that  as  she 
was  the  real  owmer  of  the  family 
property  and  the  head  of  the  house 
she  is  liable  for  the  family  grocer¬ 
ies. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


One  of  my  customers  was  tick¬ 
ling  himself  to  death  last  week  over 
a  new  order  salesman  he  had. 

“By  George,  but  he  can  sure  get 
the  business!”  he  said.  “He  has 
brought  us  a  lot  of  customers  that 
never  come  inside  of  the  store.  I 
don’t  even  know  ’em  by  sight.  He 
just  goes  around  in  the  morning 
and  gets  their  orders.  That  busi¬ 
ness  alone  amounts  to  about  a  thou¬ 
sand  a  month.” 

“Where  did  you  pick  him  up?” 
I  asked. 

“He  was  at  Hard  Bros,  before  he 
came  here,”  he  said,  “they  didn’t 
treat  him  right  and  he  made  a  deal 
with  me.  He  brought  nearly  all  his 
trade  with  him.” 

“Just  like  he’ll  take  it  with  him 
when  you  don’t  treat  him  right  and 
he  makes  a  deal  with  somebody 
else,”  I  said. 

“Oh,  but  I’ll  treat  him  right,”,  he 
answered. 

“Sure,  but  it’s  whether  he  thinks 
so,”  I  said.  “If  you  can’t  satisfy 
him,  away  he  goes  and  his  trade 
with  him.  I’ll  be  darned  if  I’d  have 
customers  that  I  never  saw.  By 
the  way,  does  he  only  call  on  his 
own  customers?” 

“No,  he  calls  on  the  whole  order 
trade — his  own  and  what  we  had 
before.” 

“And  of  course  he’ll  make  as 
many  of  your  customers  his  as  he 
can,  won’t  he?” 

“Oh,  I  don’t  think  so,”  he  said. 

“All  right,”  I  said,  “but  I 
wouldn't  put  myself  in  such  a  posi¬ 
tion  as  that  for  a  heap  of  money.” 

“How  can  I  help  it?  I  might  as 
well  have  what  new  trade  he  can 
get  as  long  as  I  can,  mightn’t  I?” 

“Sure,  but  it’s  better  to  hold  on 
to  it  forever  than  to  hold  it  for  a 
while  and  lose  it  when  he  goes, 
ain’t  it?  Why  he  really  ain’t  a 
salesman  for  you  ;  he’s  the  owner  of 
an  order  route  of  his  own,  and  he 
simply  changes  his  jobber  once  in 
a  while.  His  customers  don’t  care 
a  darn  how  much  he  changes  his 


jobber,  so  long  as  their  stuff’s  all 
right.” 

“I  don’t  see  how  I  can  help 
that,”  he  said. 

“Well,  I  see.  You  can  get  ac¬ 
quainted  with  the  people.” 

“How?” 

“Go  round  and  see  ’em  once  in  a 
while.  Ask  ’em  if  everything’s  all 
right.  Sell  ’em  something  while 
you’re  there.” 

Then  I  told  him  of  a  scheme  an¬ 
other  customer  of  mine  put  over 
that  struck  me  as  all  to  the  good. 
He  had  a  lot  of  people  that  would 
only  give  their  trade  to  the  order 
man  or  telephone  it  in — wouldn’t 
come  to  the  store  once  a  month. 
He  says  to  himself,  one  customer  in 
the  store  is  worth  two  at  the  end 
of  a  phone,  and  he  got  up  a  special 
sale  of,  I  think  there  was  four  or 
five  things  with  prices  way  down. 
He  cut  way  below  cost.  I  only  re¬ 
member  one — it  was  Ivory  soap 
two  cakes  for  five.  He  only  offered 
these  drives  to  certain  people  that 
he  wrote  to  about  it,  and  they  were 
all  people  that  hardly  ever  came  to 
the  store.  To  get  these  things  they 
had  to  come  to  the  store  themselves. 
No  phoning,  or  sending  Maggie — 
they  had  to  show  up  themselves. 
I  think  he  called  it  something  like 
“Get-Better-Acquainted  Sale,”  or 
something  like  that. 

When  he  told  me  he  was  going 
to  do  this  I  hooted  at  it. 

“You  can’t  do  a  thing  like  that,” 
I  said,  “the  customers  who  are  al¬ 
ways  coming  to  the  store  will  sure 
hear  about  it  and  raise  merry  hen. 
You’ll  be  in  hot  water  from  morn¬ 
ing  to  night.” 

He  thought  he  could  put  it  over, 
and  by  gad,  he  did.  He  said  he  had 
two  little  fights,  but  that  was  all. 
You  see  it  couldn’t  get  out  very 
well,  for  he  only  sent  a  letter 
through  the  mail  to  these  special 
people,  and  there  weren’t  any  signs 
up  or  anything. 

“Well,  did  it  bring  ’em?”  I  asked 
him. 


“You  bet  it  did,”  he  said.  “Nc 
all,  but  a  good  many.” 

“Did  you  sell  ’em  other  stul 
while  you  had  ’em  here?” 

“Yes,  although  we  didn’t  try  to, 
he  said.  “I  didn’t  want  to  mak 
’em  feel  that  I  only  wanted  ’em  t 
come  here  so  I  could  load  ’em  up- 
it  was  just  that  I  wanted  ’em  t 
come  here  and  see  us  and  th 
store.” 

“Did  they  laugh  when  they  sa' 
you  ?”  I  asked. 

“That’s  all  right,”  he  said,  “yo 
ain’t  so  much  on  beauty  yourself. 

“No,  but  think  of  my  stylis 
shape,”  I  said. 

Howsomever,  be  that  as  it  ma> 
the  thing  worked.  Oh,  I  forgot  on 
thing  I  asked  him — 

“Did  that  put  ’em  in  the  hab 
of  coming  to  the  store?” 

“No,  it  didn’t;  I  didn’t  think 
would  all  at  once.  I’m  going 
hold  another  sale  pretty  soon,  an 
I’ll  get  some  of  ’em  in  the  end.”  < 

Well,  as  I  said,  I  told  my  frien  ’ 
about  this.  He  thought  his  ne' 
salesman  might  not  like  it. 

“What,  not  like  you’re  goin 
after  your  own  customers !”  I  sak 
“If  he  don’t  like  it  that’ll  sure  prov 
that  he  thinks  he  owns  ’em  and  i 
only  loaning  ’em  to  you  until  h 
finds  a  better  job.  All  the  mor 
reason  why  you  ought  to  go  afte 
’em  if  you  can.” 

It  ain’t  always  easy  to  know  jus 
what  to  do  in  a  case  like  this,  bi: 
by  the  big  horn  spoon,  I’d  go  as  fa 
as  I  could  to  get  acquainted  wit 
everybody  I  sold  goods  to,  s 
they’d  look  on  me  ls  the  store  an 
not  the  salesman. 

The  Stroller. 


ECHOES. 


Kindly  change  my  address  for  th 
“Grocery  World  and  General  Mer 
chant”  from  Lancaster  to  R.  E 
No.  6,  Lancaster.  Am  now  en 
gaged  in  the  line  of  general  mer 
chandise  and  need  it  more  tha 
ever. — A.  S.  Reidenbach. 
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THERE'S 
MONEY 
IN  IT 
FOR 
YOU 


k  Babbitts 


Cleanser 


Pays  Good  Profits  to 
the  Grocer 

Sure  to  Please  Itis  Customers 

BABBITT’S  CLEANSER  is  a  fast  and 
steady  seller  because  women  find  it  sat¬ 
isfactory.  It  will  pay  you  to  push  its 
sale  because  “There’s  Money  in 
It  for  You.”  You  can  be  sure  of 
steady  sales  at  a  good  profit  if 
you’ll  keep  it  always  on  your 
shelves  where  customers  can 
see  it. 

B.  T.  Babbitt,  Inc. 

New  York 


ALL  STEEL  BALING  PRESS 


Fire  Risk  Decreased 

BY  USING  A  STEEL  BALER 

The  Ideal  Baler  for  Waste  Paper 
Rigs,  Straw,  Excelsior,  etc. 


k  y  Makes  bale  weighing  150  lbs.,  measuring 
18x20x33".  ::  Floor  space  requires  2 Vi. 
Write  for  catalog  P,  prices  and  discounts 


They  are  all  steel  constructed  and  most  powerful  press  built. 

They  are  convenient  to  fill  and  require  least  floor  space. 

They  are  the  most  rapid— only  three  turns  of  the  handle  make  compression. 
They  are  more  economical— others  require  two  men;  ours,  one  boy. 

They  are  an  absolute  fire  protection  and  reduce  your  insurance. 

They  are  cheaper  than  others  when  considering  quality  and  efficiency. 


A  BALING  PRESS  PAYS  FOR  ITSELF  IN  A  SHORT  TIME 

DMT  It.  CMPM,  IfflMIt,  urn 
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It’s  Easy 
To  Sell 

Hooton’s 

Cocoa 


because  our  10c  can  is  the  biggest  First 
Quality  can  on  the  market  at  that  price 
and  you  can  persuade  any  customer  to 
try  it.  Once  tried,  the  Quality  makes 
her  a  permanent  buyer  of  Hooton’s  Cocoa 
at  good  profit  to  you.  Write  for  partic¬ 
ulars  of  our  generous  introductory  offer 
to  new  dealers. 


COCOA  £.  CHOCOLATE  CO. 

NEWARK.  N.J. 


REMEMBER  HOOTON’S,  NEWARK. N.J.' 


UNOUESTIDIIABllf  TBt  fINEST  COffEt  CDHINCIDTltlS  KASHI.  | 
!  CAREFUlUfiOMTEO  SBUNOtO SO  US  1 0  SUIT  IUE  PtfllAR  MSTE 

©PRIVATE 

fESTATEfef 

COFFEEf 

J  PRIVATE  ESTATE  COEFEE  CO.r 
THE'FUUON  MIUS'NEW  YORK.USA. 

j  E5T  1851  REG<5TEREO 


See  This 
Burlap  Bag  ? 

It  holds  but  a  pound  of  Pri¬ 
vate  Estate  Coffee  and  is  an 

exact  facsimile  of  the  big  bur¬ 
lap  bag  that  comes  to  you. 


You  can’t  imagine  a  more  distinctive  package,  and  it 
attracts  attention  wherever  shown. 

You  as  a  merchant  know  the  selling  value  of  a 
package  like  that. 

Private  Estate  Coffee  is  unique  in  another  way  - 
it  consists  largely  of  Mexican  bean,  which  you  don  t 
often  see  in  package  goods. 

Costs  you  28  cents  a  pound,  packed  either  in  the 
one-pound  burlap  bags  or  in  one  and  three-pound  tins. 

Private  Estate  Coffee  Company 

Succesiori  to  F.  A.  CAUCHOIS  &  CO. 

21-33=25  PULTON  STREET 


FULTON  MILLS 


NEW  YORK 
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Lime  Display. 

With  housecleaning  season  comes  the  use  of  lime  for  cellars, 
fences,  etc.  If  you  handle  canned  lime  make  a  window  display  of  it 
and  sell  three  times  as  much.  To  arrange  this  window,  first  make  a 
rough  fence  with  a  few  boards  and  give  it  two  coats  of  the  whitewash. 
When  dry,  letter  it  in  black,  as  illustrated — stove  polish  will  answer 
for  paint.  Cover  the  bottom  of  the  window  with  grass  green  crepe 


(Thy  Our  Canned  LlME 


hue 


Makes  you*  Cellars  Clean  -e-San  iTARy 


IO^rCan 


LIMB  LIM£ 


mmmmm 


Display  of  Fresh  Vegetables. 

New  fresh  vegetables  are  coming  into  the  market  now.  Make 
neat  window  of  them  after  you  receive  a  new  supply.  To  arrange  thi 
window  use  fresh  moss,  if  you  can  obtain  it,  and  the  path  is  of  sane 
Along  the  front,  at  the  left,  place  heads  of  lettuce ;  back  of  thes 
place  bunches  of  radishes  and  green  onions.  At  the  other  side  plac 
bunches  of  beets,  carrots  and  rhubarb  along  the  rear.  Some  invisibl 
wire  fastened  to  the  fence  will  do  to  hold  the  rhubarb  in  position.  I 


paper.  In  the  centre,  in  front,  place  a  neat  card  with  price  per  can. 
Back  of  this,  about  the  centre^  place  the  bucket  in  which  the  lime  was 
mixed,  rest  the  brush  on  the  rim  of  the  bucket  ar.d  place  the  empty 
can  aside  of  it.  Place  pyramids  of  the  lime  at  each  side  of  the 
window.  Now  place  the  fence  at  the  rear. 


the  path  place  a  chip  basket  filled  with  tomatoes,  a  hoe  and  a  smal 
wheelbarrow,  on  which  place  two  small  burlap  bags.  Roll  them  ovei 
at  the  top  and  display  new  potatoes.  At  the  rear  make  a  rustic  ole 
fence  out  of  saplings.  If  the  window  is  very  small  use  only  a  toj 
wheelbarrow  and  hoe.  Suspend  a  large,  neat  sign  card,  with  lettering 
as  illustrated. 


Baling  the  Store’s  Waste  Paper. 

Baling  Presses  of  Steel  Construction  as 

Important  Part  of  Store  Equipment — 
Designed  for  Greater  Efficiency. 

A  waste  paper  baling  press  as  a  part 
of  the  money-making  equipment  of  the 
retail  store  has  long  ago  demonstrated 
its  value.  The  modern  concentrator  of 
paper  scraps  is  no  longer  a  novelty  in 
the  stores  of  merchants  who  are  ac¬ 
quainted  with  the  capabilities  of  these 
machines. 

As  the  “one-lunged”  auto  has  passed, 
so  has  the  experimental  stage  in  the 
manufacture  of  these  fixtures  long  ago 


been  left  behind.  Improvement  has 
been  in  the  direction  of  greater  effi¬ 
ciency  and  as  each  new  model  has  been 
perfected,  the  cost  of  production  has 
been  lessened.  With  the  economy  of 
the  fixture  demonstrated  more  pointedly 
by  this  lowering  of  the  cost  to  the  mer¬ 
chant  and  the  additional  advantages  to 
be  offered  by  greater  efficiency  of  the 
new  models,  the  novelty  feature  has 
disappeared  and  its  practicability  as  an 
important  piece  of  store  equipment  has 
been  demonstrated. 

In  order  to  occupy  permanently  a 
prominent  position  in  the  class  of  es¬ 


sential  store  equipment,  this  fixture,  it 
was  quickly  realized  by  prominent  man¬ 
ufacturers,  must  be  constructed  to  give 
the  maximum  in  service  for  the  amount 
expended,  be  as  compact  as  possible, 
durable  to  a  degree  that  will  minimize 
or  eliminate  all  cost  of  maintenance  and 
be  practical  and  easy  of  operation,  so 
that  no  special  knowledge  is  required 
to  secure  the  maximum  in  results  from 
the  fixture  so  installed.  The  new  steel 
baling  press  meets  with  these  require¬ 
ments. 

It  has  been  found  that  to  satisfactorily 
compress  waste  paper,  empty  cartons, 


rags,  etc.,  great  pressure  is  necessary  tc 
produce  solid  and  compact  bales,  foi 
among  other  advantages  the  matter  oi 
less  storage  room  is  a  factor  to  be  giver 
consideration.  Schick’s  Steel  Baling 
Press  is  the  result  of  several  years  oi 
study  of  the  subject,  making  the  saving 
of  waste  paper  a  source  of  revenue,  and 
facilitating  a  more  exact  observance  of 
sanitary  requirements.  As  a  part  of  the 
modern  sanitary  store,  one  operated  on 
the  lowest  basis  of  maintenance  expense 
the  steel  baling  press  occupies  a  popular 
niche  in  the  list  of  necessary  store 
equipment. — Adv. 
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United  States  Supreme  Court  Makes 
Radical  Decision  in  Food  Law 
Case  Involving  Entire  Trade 
and  All  State  Food  Laws 


In  Case  Brought  to  Decide  Whether  Karo  Syrup  Sold  in 
Wisconsin  Was  Subject  to  State  or  Federal  Food  Law, 
Court  Holds  That  State  Food  Law  Cannot  Apply  to  Food 
Products  Sent  From  Outside  Direct  to  Retailers  and  Re¬ 
maining  in  Tin  or  Carton.  Text  of  Opinion. 


The  Supreme  Court  of  the 
United  States  has  during  the  past 
week  handed  down  a  decision  which 
will  probably  revolutionize  the  re¬ 
lation  between  State  food  laws  and 
the  Federal  food  act  of  1906.  The 
decision  has  as  yet  attracted  but 
little  attention,  but  it  is  by  far  the 
most  important  decision  handed 
down  since  the  Federal  food  law 
passed. 

The  case  was  brought  to  the  Su¬ 
preme  Court  from  the  State  of 
Wisconsin,  and  involved  the  ques¬ 
tion  whether  Karo  syrup  sold  in 
Wisconsin  was  subject  to  the  label¬ 
ing  restrictions  of  the  State  law  or 
the  Federal  law.  If  the  latter,  it 
was  correctly  labeled,  if  the  for¬ 
mer,  it  was  misbranded.  The  Wis¬ 
consin  law  provides  that  syrup  con¬ 
taining  more  than  75  per  cent,  of 
glucose  shall  be  labeled  “Glucose 
Flavored  with  Refiners’  Syrup.” 
The  Federal  law  allows  such  a 
syrup  to  be  called  “corn  syrup 
with  cane  flavor,”  and  that  is  what 
the  Karo  sold  in  Wisconsin  was 
labeled.  The  Wisconsin  food  au¬ 
thorities  got  after  it  on  a  mis¬ 
branding  charge  and  the  Corn 
Products  Co.  defended,  carrying 
the  case  even  to  the  United  States 
Supreme  Court,  on  the  ground  that 
the  Wisconsin  law  was  an  inter¬ 
ference  with  interstate  commerce, 
since  the  syrup  had  been  sold  direct 
to  the  Wisconsin  retailers  by  Illi¬ 
nois  jobbers  and  remained  in  the 
original  packages  when  offered  for 
sale,  therefore  no  State  law  could 
touch  it  and  since  it  was  labeled  in 
accordance  with  the  Federal  law  it 
was  legal  from  every  standpoint. 
1  he  Wisconsin  food  authorities 
answered  that  it  did  not  remain  in 
the  original  packages  when  sold  in 
\\  isconsin,  that  the  original  pack¬ 
age  was  the  box  containing  twelve 
half  gallon  tins,  which  box  was 
broken  and  the  cans  taken  out  and 
put  upon  the  grocer’s  shelf,  thus 


bringing  them  within  the  operation 
of  the  State  law.  The  crux  of  the 
question  was  therefore  what  was 
the  original  package.  Under  all 
previous  decisions  it  was  the  box, 
but  the  Supreme  Court  now  decides 
that  it  was  the  tin  which  went  to 
the  consumer.  This  is  revolution¬ 
ary  and  of  the  highest  importance, 
for  it  decides  that  a  State  food 
regulation  which  differs  from  the 
Federal  regulation  will  not  be  per¬ 
mitted  to  apply  to  goods  which 
come  in  from  outside  the  State, 
and  remain  in  what  the  court  now 
decides  is  the  original  package. 
Further  comment  upon  the  case  ap¬ 
pears  on  the  editorial  page. 

The  verbatim  opinion  of  the  Su¬ 
preme  Court  is  as  follows : — 

Supreme  Court  of  the  United 
States. 

Nos.  112  and  113.  October  Term,  1912. 


George  McDermott,  Plaintiff 
in  Error, 

1 12  vs. 

The  State  of  Wisconsin. 

T.  H.  Grady,  Plaintiff  in  Error, 

1 13  vs. 

The  State  of  Wisconsin. 

In  Error  to  the  Supreme  Court  of 
the  State  of  Wisconsin. 

(April  7,  1913.) 

Mr.  Justice  Day  delivered  the 
opinion  of  the  court. 

The  plaintiffs  in  error,  George 
McDermott  and  T.  H.  Grady,  were 

severally  convicted  in  the  Circuit 

Court  of  Dane  County,  in  the  State 
of  Wisconsin,  upon  complaints 
made  against  them  by  an  Assistant 
Dairy  and  Food  Commissioner  of 
that  State  for  the  violation  of  a 
statute  of  Wisconsin  relating  to  the 
sale  of  certain  articles  and  for  the 
protection  of  the  public  health.  The 
convictions  were  affirmed  by  the  de¬ 
cision  of  the  Supreme  Court  of 
Wisconsin.  143  Wis.  18. 

The  complaint  against  McDermott 
charged  that  on  March  2,  1908,  at 
Oregon,  in  Dane  County,  he  “did 
unlawfully  have  in  his  possession 
with  intent  to  sell,  and  did  offer  and 
expose  for  sale  and  did  sell  a  cer¬ 
tain  article,  product,  compound  and 
mixture  composed  of  more  than  75 
per  cent,  of  glucose  and  less  than 
25  per  cent,  of  cane  syrup,  said  cane 
syrup  being  then  and  there  mixed 
with  said  glucose,  and  that  the  can 
containing  said  compound  and  mix¬ 
ture  was  then  and  there  unlawfully 
branded  and  labeled  ‘Karo  Corn 


Syrup’  and  was  then  and  there  fur¬ 
ther  unlawfully  branded  and  la¬ 
beled  ‘10  per  cent.  Cane  Syrup,  90 
per  cent.  Corn  Syrup,’  contrary  to 
the  statute  in  such  case  made  and 
provided.”  As  to  Grady,  the  com¬ 
plaint  was  similar  to  that  against 
McDermott,  except  that  the  label 
designated  the  mixture  as  “Karo 
Corn  Syrup  with  Cane  Flavor”  and 
added  “Corn  Syrup,  85  per  cent.” 
The  statute  of  Wisconsin  for  the 
violation  of  which  plaintiffs  in  error 
were  convicted  is  found  in  Laws  of 
Wisconsin  for  1907  at  page  646,  be¬ 
ing  chapter  557,  and  the  pertinent 
parts  of  it  are  as  follows: — 

“Section  1.  *  *  *  No  person, 

*  *  *  by  himself  *  *  *  or 

agent  *  *  *  shall  sell,  offer  or 

expose  for  sale  or  have  in  his  pos¬ 
session  with  intent  to  sell  any  syrup, 
maple  syrup,  sugar  cane  syrup,  su¬ 
gar  syrup,  refiners’  syrup,  sorghum 
syrup  or  molasses,  mixed  with  glu¬ 
cose,  unless  the  barrel,  cask,  keg, 
can,  pail  or  other  original  contain¬ 
er,  containing  the  same  be  distinctly 
branded  or  labeled  so  as  to  plainly 
show  the  true  name  of  each  and  all 
the  ingredients  composing  such 
mixture,  as  follows: — 

********** 

“Third.  In  case  such  mixture 
shall  contain  glucose  in  a  propor¬ 
tion  exceeding  75  per  cent,  by 
weight,  it  shall  be  labeled  and  sold 
as  ‘Glucose  flavored  with  Maple 
Syrup,’  ‘Glucose  flavored  with  Sugar 
Cane  Syrup,’  *  *  *  ‘Glucose 

flavored  with  Refiners’  Syrup’  *  *  * 
as  the  case  may  be.  The  labels 

*  *  *  shall  bear  the  name  and 

address  of  the  manufacturer  or 
dealer.  *  *  *  In  all  mixtures  in 
which  glucose  is  used  in  the  pro¬ 
portion  of  mlore  than  75  per  cent, 
by  weight  the  name  of  the  syrup  or 
molasses  which  is  mixed  with  the 
glucose  for  flavoring  purposes  and 
the  words  showing  that  said  syrup 
or  molasses  is  used  as  a  flavoring, 
as  provided  in  this  section,  shall  be 
printed  on  the  label  of  each  con¬ 
tainer  of  such  mixture.  *  *  * 

The  mixture  or  syrups  designated 
in  this  section  shall  have  no  other 
designation  or  brand  than  herein 
required  that  represents  or  is  the 
name  of  any  article  which  contains 
a  saccharine  substance ;  *  *  *  nor 
shall  any  of  the  aforesaid  glucose, 
syrups,  molasses  or  mixtures  con¬ 
tain  any  substance  injurious  to 
health,  nor  any  other  article  or 
substance  otherwise  prohibited  by 
law  in  articles  of  food.” 

The  facts  are  that  the  plaintiffs 
in  error  were  retail  merchants  in 
Oregon,  Dane  County,  Wisconsin; 
that  before  the  filing  of  the  com¬ 
plaints  against  them  each  had 
bought  for  himself  for  resale  as 
such  merchant  from  wholesale  gro¬ 
cers  in  Chicago  and  had  received 
by  rail  from  that  city  twelve  half- 
gallon  tin  cans  or  pails  of  the  ar¬ 
ticles  designated  in  the  complaints, 
each  shipment  being  made  in  wood¬ 
en  boxes  containing  the  cans,  and 
that  when  the  goods  were  received 
at  their  stores  the  respective  plain¬ 
tiffs  in  error  took  the  cans  from  the 
boxes,  placed  them  on  the  shelves 
for  sale  at  retail,  and  destroyed  the 
boxes  in  which  the  goods  were 
shipped  to  them,  as  was  customary 
in  such  cases.  From  their  nature, 
the  articles  thus  canned  and  offered 
to  be  sold,  instead  of  being  labeled 
as  they  were,  if  labeled  in  accord¬ 
ance  with  the  State  law,  should 
have  been  branded  with  the  words 
“Glucose  flavored  with  Refiners’ 
Syrup,”  and,  as  the  statute  provides 
that  the  mixtures  or  syrups  offered 
for  sale  shall  have  upon  them  no 
designation  or  brand  which  repre¬ 
sents  or  contains  the  name  of  a 
saccharine  substance  other  than  that 
required  by  the  State  law,  the  labels 


upon  the  cans  must  be  removed  if 
the  State  authority  is  recognized. 

Plaintiffs  in  error  contend  that 
the  cans  were  labeled  in  accordance 
with  the  Food  and  Drugs  Act 
passed  by  Congress  June  30,  1906 
(34  Stat.  768,  ch.  3915),  and  that 
that  fact  is  evidenced  by  the  deci¬ 
sion  of  the  Secretaries  of  the  Treas¬ 
ury,  Agricultural  and  Commerce 
and  Labor  made  under  the  claimed 
authority  of  that  act,  which  is  as 
follows : — 

Washington,  D.  C.,  Feb.  13,  1908. 

“We  have  each  given  careful  con¬ 
sideration  to  the  labeling,  under  the 
Pure  Food  Law,  of  the  thick,  vis¬ 
cous  syrup  obtained  by  the  incom¬ 
plete  hydrolysis  of  the  starch  of 
corn,  and  composed  essentially  of 
dextrose,  maltose  and  dextrin.  In 
our  opinion  it  is  lawful  to  label  this 
syrup  as  corn  syrup,  and  if  to  the 
corn  syrup  there  is  added  a  small 
percentage  of  refiner’s  syrup,  a 
product  of  cane,  the  mixture  in  our 
judgment  is  not  misbranded  if  la¬ 
beled  ‘corn  syrup  with  cane  flavor.’ 

George  B.  Cortelyou, 
Secretary  of  the  Treasury. 

James  Wilson, 

Secretary  of  Agriculture. 

Oscar  H.  Strauss, 
Secretary  of  Commerce  and 
Labor.” 

And  it  is  insisted  that  the  Fed¬ 
eral  Food  and  Drugs  Act  passed 
under  the  authority  of  the  Consti¬ 
tution  has  taken  possession  of  this 
field  of  regulation  and  that  the 
State  act  is  a  wrongful  interference 
with  the  exclusive  power  of  Con¬ 
gress  over  interstate  commerce,  in 
which,  it  appears,  the  goods  in  ques¬ 
tion  were  shipped.  The  case  pre¬ 
sents,  among  other  questions,  the 
constitutional  question  whether  the 
State  act  in  permitting  the  sale  of 
this  article  only  when  labeled  ac¬ 
cording  to  the  State  law  is  open  to 
the  objection  just  indicated. 

That  Congress  has  ample  power 
in  this  connection  is  no  longer  open 
to  question.  That  body  has  the 
right  not  only  to  pass  laws  which 
shall  regulate  legitimate  commerce 
among  the  States  and  with  foreign 
nations,  but  has  full  power  to  keep 
the  channels  of  such  commerce  free 
from  the  transportation  of  illicit 
or  harmful  articles,  to  make  such  as 
are  injurious  to  the  public  health 
outlaws  of  such  commerce  and  to 
bar  them  from  the  facilities  and 
privileges  thereof.  Congress  may 
itself  determine  the  means  appro¬ 
priate  to  this  purpose,  and  so  long 
as  they  do  no  violence  to  other  pro¬ 
visions  of  the  Constitution,  it  is 
iself  the  judge  of  the  means  to  be 
employed  in  exercising  the  powers 
conferred  upon  it  in  this  respect. 
McCulloch  v.  Maryland,  4  Wheat. 
316,  421;  Lottery  Case,  188  U.  S. 
321,  355;  Hipolite  Egg  Co.  v. 
United  States,  220  U.  S.  45;  Hoke 
v.  United  States,  227  U.  S.  308. 

The  Food  and  Drugs  Act  was 
passed  by  Congress,  under  its  au¬ 
thority  to  exclude  from  -interstate 
commerce  impure  and  adulterated 
food  and  drugs  and  to  prevent  the 
facilities  of  such  commerce  being 
used  to  enable  such  articles  to  be 
transported  throughout  the  country 
from  their  place  of  manufacture  -to 
the  people  who  consume  and  use 
them,  and  it  is  in  the  light  of  the 
purpose  and  of  the  power  exerted 
in  its  passage  by  Congress  that  this 
act  must  be  considered  and  con¬ 
strued.  Hipolite  Egg  Co.  v.  United 
States,  supra. 

Section  2  of  the  act  provides  that 
“the  introduction  into  any  State  or 
Territory  or  the  District  of  Colum¬ 
bia  from  any  other  State  or  Ter¬ 
ritory  or  the  District  of  Columbia 
*  *  *  of  any  article  of  food  or 

drugs  which  is  adulterated  or  mis- 
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branded,  within  the  meaning  of  this 
Act,  is  hereby  prohibited ;  and  any 
person  who  shall  ship  or  deliver 
for  shipment  from  any  8tate  or 
Territory  or  the  District  of  Colum¬ 
bia  to  any  other  State  or  Territory 
or  the  District  of  Columbia  *  *  * 
any  such  article  so  adulterated  or 
misbranded  within  the  meaning  of 
this  Act,  *  *  *  shall  be  guilty 

of  a  misdemeanor,  and  for  such  of¬ 
fense  shall  be  fined,”  etc.  The  ar¬ 
ticle  of  food  or  drugs,  the  ship¬ 
ment  or  delivery  for  shipment  in 
interstate  commerce  of  which  is 
prohibited  and  punished  is  such  as 
is  adulterated  or  misbrdnded  unthin 
the  meaning  of  the  act.  What  it  is 
to  adulterate  or  misbrand  food  or 
drugs  within  the  meaning  of  the 
act  requires  a  consideration  of  its 
other  provisions,  wherein  such  adul¬ 
teration  or  misbranding  is  defined. 

According  to  the  terms  of  Sec¬ 
tion  7  drugs  are  “adulterated” 
where,  if  they  are  sold  under  a 
name  recognized  in  the  United 
States  Pharmacopaeia  and  differ 
from  the  standard  of  strength 
therein  laid  down,  the  standard  of 
strength,  etc.,  is  not  plainly  stated 
upon  the  bottle,  box  or  other  con¬ 
tainer;  and  food  is  “adulterated” 
where  it  contains  an  added  poison¬ 
ous  or  other  added  deleterious  in¬ 
gredient  which  may  render  it  in¬ 
jurious,  except  that,  where  direc¬ 
tions  are  printed  on  the  covering 
or  the  package  for  the  necessary  re¬ 
moval  of  such  preservative,  the  pro¬ 
visions  of  the  act  shall  apply  only 
when  the  food  is  ready  for  con¬ 
sumption.  Turning  to  Section  8,  we 
find  that  the  term  “misbranded,” 
as  used  in  the  statute,  shall  apply 
to  all  drugs  or  articles  of  food,  the 
package  or  label  of  which  shall  bear 
any  statement,  design  or  device  re¬ 
garding  such  article,  or  the  ingre¬ 
dients  or  substances  contained 
therein,  which  is  false  or  mislead¬ 
ing  in  any  particular,  and  to  any 
food  or  drug  product  which  is 
falsely  branded  as  to  the  State,  etc., 
in  which  it  was  manufactured;  and 
in  the  case  of  drugs  it  is  provided 
that,  if  the  contents  of  the  pack¬ 
age  as  originally  put  un  shall  have 
been  removed  in  whole  or  in  part 
and  other  contents  placed  in  such 
package,  or,  if  the  package  fail  to 
bear  a  statement  on  the  label  as 
required,  the  drugs  shall  be  deemed 
misbranded;  and  as  to  food,  if  it 
shall  be  labeled  or  branded  so  as 
to  deceive  or  mislead  a  purchaser  or 
purport  to  be  a  foreign  product 
when  not  so,  or,  if  the  contents  of 
the  package  as  originally  put  up 
shall  have  been  removed  in  whole 
or  in  part  and  other  contents  placed 
in  such  package,  or,  if  the  package 
fail  to  bear  a  statement  on  the  label 
as  required,  or,  if  in  package  form 
and  the  contents  are  stated  in  terms 
of  weight  or  measure  and  they  are 
not  plainly  and  correctly  stated  on 
the  outside  of  the  package,  or,  if 
the  package  containing  it  or  its  la¬ 
bel  contain  any  design  or  device  re¬ 
garding  the  ingredients  or  the  sub¬ 
stances  contained  therein  which  are 
false  or  misleading  in  character,  the 
food  shall  be  deemed  misbranded. 
That  the  word  “package,”  or  its 
equivalent  expression,  as  used  by 
Congress  in  Sections  7  and  8  in 
defining  what  shall  constitute  adul¬ 
teration  and  what  shall  constitute 
misbranding  within  the  meaning  of 
the  act,  clearly  refers  to  the  im¬ 
mediate  container  of  the  article 
which  is  intended  for  consumption 
by  the  public,  there  can  be  no  ques¬ 
tion.  And  it  is  sufficient,  for  the 
decison  of  these  cases,  that  we  con¬ 
sider  the  extent  of  the  word  pack¬ 
age  as  thus  used  only,  and  we  there¬ 
fore  have  no  occasion,  and  do  not 
attempt,  to  decide  what  Congress  in¬ 
cluded  in  the  terms  “original  un- 
(Continued  on  page  iB.) 


Borden’s  Peerless  Brand  Evaporated 
Milk  Is  a  Steady,  Satisfactory  Seller 

at  All  Seasons 


BORDEN’S  EVAPORATED  MILK  will  please  your  customers 
by  its  natural  milk  flavor  and  rich,  smooth  creaminess.  It  is  made  from 
pure  milk  of  the  highest  grade.  The  Borden  process  removes 
nothing  from  the  milk  except  water,  and  positively  nothing  is  added. 
BORDEN’S  EVAPORATED  MILK  is  used  for  just  as  many  pur¬ 
poses  as  raw  milk,  and  you  can  be  sure  of  a  large  and  steady  sale  if 
you  will  call  your  customers’  attention  to  it.  Our  sterilizing  process 
insures  its  keeping  qualities,  and  your  customers  will  be  pleased  with  its 
quality,  condition  and  flavor.  Write  for  sample  of  our  Recipe  Book, 
which  we’ll  mail  to  customers  whose  names  you  send  us. 


Borden’s 

Established  1857 


Condensed  Milk 

“ LEADERS  OF  QUALITY ” 


Company 

NEW  YORK 


This  is  one  of  the  firms  the^saloof  whose  products 
helps  organize^theiPennsylvanla  Retail  Merchants 


WHAT  TO  TELL  CUSTOMERS 

"We  recommend  BORDEN’S  EVAPORATED  MILK  because 
we  know  it  is  best  and  purest.  We’re  making  special  ettorts  now 
to  get  all  our  customers  using  it  in  preference  to  others.  Let 
me  send  Borden’s  this  week.’’ 
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Experts  Tell  What  They  Think  Lower 
Tariffs  Will  Do  to  Prices  and 
Market  Conditions 

Deemed  Certain  That  Markets  Will  Be  Affected  in  Most  Lines. 
All  Trade  Branches  Interested.  Effect  of  Lower  Tariff  on 
Flour,  Sugar,  Beans,  Rice  and  Other  Products. 


The  proposed  reductions  in  the 
tariff  on  food  staples  will  vitally 
affect  all  branches  of  the  grocery 
trade,  not  only  because  it  may  per¬ 
mit  the  increased  sale  in  this  coun¬ 
try  of  foreign  food  products  which 
under  high  tariff  have  not  been 
able  to  come  in,  but  it  may  also  re¬ 
duce  the  price  of  domestic  food 
products  whose  prices  have  been 
high  either  because  of  imported 
and  high-priced  raw  material,  or 
because  of  lack  of  foreign  compe¬ 
tition. 

Therefore  the  “Grocery  World 
and  General  Merchant”  has  asked 
factors  well  informed  on  the  prob¬ 
able  effect  of  the  proposed  reduc¬ 
tions  to  give  their  ideas  on  the  sub¬ 
ject  and  they  appear  below.  The 
opinions  expressed  refer  to  some  of 
the  most  important  staples : — 

Flour. 

Schedule  G,  of  the  Underwood 
Tariff  Bill,  proposes  to  place  a  duty 
of  io  cents  per  bushel  on  wheat 
and  admit  flour  free  from  those 
countries  which  admit  American 
flour  free  of  duty. 

This  provision  is  made  for  the 
purpose  of  reducing  the  price  of 
flour  to  the  consumer.  The  method 
of  arriving  at  the  result  is  unscien¬ 
tific,  and  as  at  present  framed 
would  work  a  great  injustice  upon 
the  American  miller. 

In  principle  and  practice  it  is  re¬ 
moving  the  duty  from  a  manu¬ 
factured  product  and  placing  it 
upon  the  raw  material. 

The  milling  industry  is  the  fifth 
largest  in  the  United  States.  In 
1909  there  were  23,652  mills,  giving 
employment  to  88,849  persons,  who 
received  in  wages  and  salaries 
$35,167,693.  In  Pennsylvania  alone 
there  are  between  400  and  500  mills, 
which  grind  21,000,000  bushels  of 
wheat. 

The  mills  ask  only  a  fair  deal, 
either  the  same  equal  duty  on  flour 
and  wheat  or  no  duty  at  all  on 
either.  No  duty  on  either  or  a 
small  equal  duty  will  accomplish 
the  same  result  without  imperiling 
the  future  of  a  great  American  in¬ 
dustry,  that  in  no  way  nor  by  any 
possibility  can  ever  become  a  com¬ 
bination  of  trade. 

On  April  nth,  at  a  meeting  of 
the  Millers’  National  Federation  at 
Chicago,  the  following  resolution 
was  adopted  and  wired  to  President 
Wilson  and  to  the  chairman  of  the 
Senate  Finance  Committee  and  to 
the  chairman  of  the  House  Com¬ 
mittee  on  Ways  and  Means: — 
Resolved,  That  the  millers  of 
the  United  States  ask  for  no 
tariff  protection  whatever,  but 
they  do  claim  their  right  to 
fair  play.  They,  therefore,  urge 
that  if  a  tariff  be  placed  on 


wheat,  an  equalizing  tariff  be 
placed  on  the  products  of 
wheat,  and  that  if  the  products 
of  wheat  be  admitted  free, 
wheat  be  admitted  tree. 

Samuel  Bell  &  Sons. 
Philadelphia,  Pa. 

Eggs. 

We  will  gladly  give  you  our  opin¬ 
ion  in  this  matter  for  yourself  only 
and  not  for  publication.  We  believe 
that  reducing  the  tariff  on  eggs  will 
be  a  benefit  and  would  really  like  to 
see  them  on  the  free  list.  We  don’t 
believe  that  it  will  make  any  ma¬ 
terial  difference  in  the  price,  as  we 
do  not  think  that  Canada  is  pro¬ 
ducing  enough  eggs,  more  than  she 
is  using  herself,  to  make  any  par¬ 
ticular  change  in  our  market. 

*  *  *  * 

Philadelphia,  Pa. 

Raisins. 

In  our  opinion,  the  proposed 
reduction  of  duty  of  cent  on  rai¬ 
sins  is  not  enough  to  make  itself 
felt  either  one  way  or  the  other. 

We  do  not  see  how  the  consumer 
is  going  to  benefit  by  so  slight  a  re¬ 
duction,  and  the  Government  will 
suffer  very  little  loss  in  revenue. 

Certainly  there  will  be  no  marked 
effect  on  the  general  market  condi¬ 
tions  of  the  product. 

Cavanna  &  Co.,  Inc. 
Philadelphia,  Pa. 

Beans. 

You  ask  our  opinion  as  to  the 
probable  effect  on  the  price  and 
general  market  condition  of  beans, 
providing  the  new  tariff  bill  goes 
into  effect  with  the  reduction  of  20 
cents  per  bushel. 

Of  course,  generally  speaking,  the 
price  of  beans  will  be  regulated  by 
the  old  law  of  supply  and  demand. 
If  we  have  a  large  crop  in  this 
country  and  they  have  a  short  crop 
abroad,  the  tariff  should  equalize 
matters,  and  importations  will  not 
be  very  heavy.  If,  on  the  other 
hand,  we  have  a  normal  crop  here 
and  they  also  have  a  normal  crop 
abroad,  the  probabilities  are  that 
the  foreign  quotations  will  be  low 
enough  so  that  they  will  be  able  to 
compete  with  the  domestic  stock. 
If  the  crop  abroad  is  large  enough 
so  that  quotations  may  be  made  at 
less  than  the  normal  price  here,  the 
domestic  growers  will  have  to  re¬ 
duce  their  ideas  or  carry  over 
goods. 

To  sum  the  whole  matter  up,  we 
would  say  that  under  ordinary  crop 
conditons,  the  price  of  beans  would 
be  reduced  20  cents  a  bushel. 

T.  A.  James  &  Co.,  Inc. 
Philadelphia,  Pa. 

Rice. 

The  change  in  the  duty  on  rice, 
as  proposed  in  the  Underwood 
schedule,  if  enacted  into  a  law 
would  have  no  material  effect  on 
prices  at  the  present  time.  The 
higher  grades  of  foreign  rice  are 
more  expensive  than  they  have  been 
for  some  time  past,  whereas  our 
domestic  stock  is  on  a  reasonably 
low  basis.  The  majority  of  gro¬ 


cers  prefer  domestic  rice,  unless 
prices  reach  an  abnormally  high 
basis,  when  Siam  and  Patna  grades 
are  frequently  imported  heavily. 

The  greatest  danger  in  the  change 
proposed  will  be  at  such  times  as 
when  the  American  crop  is  larger 
than  our  home  requirements,  if  the 
same  condition  exists  with  the  for¬ 
eign  crops.  During  the  past  few 
years  the  rice  industry  has  been 
struggling  with  a  fairly  liberal  pro¬ 
duction  and  ways  and  means  have 
been  devised  from  season  to  season 
whereby  a  part  of  each  year’s  crop 
could  be  exported,  for  the  sole  pur¬ 
pose  of  relieving  the  American  mar¬ 
ket  and  keeping  this  cereal  up  to  a 
basis  that  paid  the  Southern  planter 
a  sufficient  margin  of  profit  to  war¬ 
rant  his  continuing  the  production 
of  rice.  This  article,  like  several 
other  items,  which  will  be  affected 
by  the  proposed  tariff  change,  needs 
protection  very  badly,  for  our 
Southern  growers  have  not  yet 
reached  the  point  where  they  have 
solved  the  lower  cost  of  produc¬ 
tion  problem  sufficiently  to  enable 
them  to  compete  with  the  far  East¬ 
ern  countries,  where  labor  is  nat¬ 
urally  much  cheaper. 

A  reduction  in  the  import  tax,  as 
proposed,  will  make  practically  no 
difference  with  the  price  of  rice  to 
consumers.  The  better  grades  have 
been  commanding  10  cents  per 
pound  at  retail  for  a  great  many 
years,  and,  in'our  opinion,  this  price 
basis  will  be  maintained.  The  lower 
grades  have  always  been — more  or 
less — sold  according  to  market 
conditions,  and  on  a  close  margin 
of  profit  by  the  cash  stores,  and 
during  seasons  when  our  domestic 
crops  have  been  plentiful,  consum¬ 
ers  have  benefited  accordingly.  The 
drawback,  in  our  opinion,  that  the 
revised  tariff  will  have,  will  be  to 
discourage  planters  during  periods 
of  extremely  low  prices  to  such  an 
extent  that  cultivation  of  rice  in 
this  country,  should  three  or  four 
seasons  of  large  crops  succeed  one 
another,  will  be  greatly  reduced,  if 
not  wholly  eliminated. 

The  rice  business  has  given  every 
promise  of  some  day  being  a  big 
industry,  but  it  is  still  in  its  infancy 
and  needs  the  protecting  arm  of  a 
fairly  liberal  import  tax. 

B.  Fischer  &  Co., 

G.  E.  Diefenthaler,  Rice  Dept. 

New  York,  N.  Y. 


Fancy  Cakes,  Etc. 

Regarding  the  possible  effect  of 
the  contemplated  reduction  of  the 
duty  on  fancy  cakes  from  50  to 
25  per  cent.,  while  we  think  such 
reduction  inadvisable  and  unneces¬ 
sary,  we  do  not  believe  it  will  have 
any  appreciable  effect  on  the  prices 
or  general  market  conditions  in  this 
country. 

J.  S.  Ivins’  Son. 

H.  S.  Roberts. 

Philadelphia,  Pa. 

Butter. 

As  we  understand  it,  the  tariff 
reduction  is  on  cream  and  milk  in¬ 
stead  of  on  butter.  However,  for 
the  moment,  I  cannot  see  where, 
from  the  consumer’s  standpoint,  as 
well  as  from  the  dealer’s  standpoint, 
this  can  have  much  effect. 

We  cannot  make  enough  butter 
in  this  country  to  keep  the  price 
within  reason.  If  it  were  possible 
to  make  a  law  eliminating  the  kill¬ 
ing  of  calves  for  the  next  four 
years  we  probably  would  overcome 
some  of  the  beef  and  milk,  as  well 
as  -butter  troubles  that  we  expe¬ 
rience,  and  as  far  as  the  farmer 
is  concerned,  he  cannot  suffer  very 
much,  because  only  when  prices  are 
high  will  the  goods  be  brought  here, 
and  then  the  quality  will  not  come 


in  competition  with  the  fine  made 
butter. 

Probably  Canada  will  give  us 
some,  milk  and  cream,  but  there  was 
a  time  when  they  used  to  export 
lots  of  butter  to  the  other  side,  but 
are  just  now  making  about  enough 
to  supply  their  own  demands,  so 
that  we  cannot  see  anything  detri¬ 
mental  in  it. 

P.  F.  Brown  &  Co. 

Philadelphia,  Pa. 

Flavoring  Extracts,  etc. 

The  following  is  a  list  of  drugs, 
spices,  seeds,  chemicals,  etc.,  which 
we  handle  that  are  affected  by  the 
new  tariff. 

The  chances  of  the  duties  being 
confirmed  are  exceedingly  strong. 
Note  the  following: — 


Oil  of  lemon  . 10%  Adv. 

Oil  of  orange  . 10%  Adv. 

Oil  of  peppermint  . 25c.  per  lb. 

Vanilla  beans  . 50c.  per  lb. 


All  these  are  used  in  the  manu¬ 
facture  of  flavoring  extracts,  which 
will  naturally  advance  same. 

Vanillin,  10c.  oz.,  used  in  manu¬ 
facture  of  imitation  vanilla  flavor¬ 
ing. 

Tea:  “That  the  cans,  boxes  or 
other  containers  of  tea  packed  in 
packages  of  less  than  five  pounds 
each,  shall  be  dutiable  at  the  rate 
chargeable  thereon  if  imported 
empty.” 

Opium,  $3  to  $4  per  lb.,  from 
which  laudanum  is  manufactured. 
Prices  will  be  higher. 


Allspice  . 

Cassia  . 

Cassia  buds . 

Capsicum  . 

Cinnamon  . 

Cloves  . 

Ginger  . 

Mace  . 

Sage  . 

Ground  mustard  . . . . 

Nutmeg  . 

Pepper,  black,  white 

and 

red  . 

Canary  seed  . 

Caraway  seed  . 

....  ic.  per  lb. 

Anise  seed . 

McCormick  &  Co. 
Baltimore,  Md. 


China  and  Earthenware. 

The  rates  of  duty  on  china  and 
earthenware  recommended  by  the 
Ways  and  Means  Committee  are  as 
follows : — ■ 

China,  white,  50  per  cent.,  for¬ 
merly  55  per  cent. ;  china,  decorated, 
55  per  cent.,  formerly  60  per  cent. ; 
earthenware,  white,  35  per  cent., 
formerly  55  per  cent. ;  earthenware, 
decorated,  40  per  cent.,  formerly  60 
per  cent. 

If  these  rates  should  become  ef¬ 
fective,  it  would  mean  a  reduction 
in  the  laid  down  cost  of  china,  both 
white  and  decorated,  of  about  2j4 
per  cent.,  and  on  earthenware,  both 
white  and  decorated,  of  about  10 
per  cent. 

The  small  difference  in  the  cost 
of  china  would  make  a  very  slight, 
if  any,  reduction  in  the  retail  prices, 
but  the  difference  in  the  cost  of 
earthenware  would  reduce  the  sell¬ 
ing  prices  about  10  per  cent.,  which 
would  no  doubt  increase  the  sale  of 
this  class  of  foreign  goods. 

Fisher,  Bruce  &  Co. 

Philadelphia,  Pa. 

Imported  Fish. 

We  refrain  from  saying  anything 
in  regard  to  the  rates  which  the 
new  tariff  proposes.  What  will 
cause  importers  the  greatest  trou¬ 
ble  will  be  the  administration  of 
this,  new  tariff,  if  it  is  passed  as 
proposed.  First  of  all,  practically 
all  the  rates  have  been  changed 
from  a  specific  to  an  ad  valorem 
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asis,  and  while  this  is  perhaps  the 
ght  and  correct  way  of  taxation, 
will  cause  a  lot  of  trouble  to  the 
nporters  and  to  the  administra- 
on.  On  a  great  many  goods  which 
e  import  there  are  so  many  grades 
hich  only  experts  can  determine 
lat  it  will  be  almost  impossible  to 
jnvince  the  appraisers  of  the  ac- 
lal  value  of  the  goods.  While 
jme  may  import  some  very  fine 
rades  of  olive  oil  or  very  fine 
rades  of  sardines,  for  which  nat- 
rally  they  have  to  pay  a  good  big 
rice,  others  will  probably  import  a 
>wer  grade  of  goods,  and,  natural- 
r,  enter  them  at  the  price  which 
ley  paid  for  the  lower  grade, 
hen  there  will  be  trouble,  because 
re  appraisers  will  be  unable  to 
etermine  themselves  as  to  the  dif- 
;rence  in  quality,  as  not  even  ex¬ 
erts  can  tell  the  exact  value  of  the 
arious  grades  of  olive  oil. 

Then,  again,  the  new  act  places 
le  responsibility  for  acts  of  for- 
ign-  shippers  on  the  innocent  im- 
orters  here.  Paragraph  B  of  the 
ew  bill,  if  enacted  into  a  law  as 
stands,  will  penalize  the  importers 
ar  acts  committed  by  their  ship- 
ers,  over  whom  they  probably  can- 
ot  possibly  exercise  any  control, 
a  a  great  many  cases  we  get  con- 
ignments  from  practically  all  over 
le  world  of  various  goods,  and  we 
now  nothing  about  these  consign- 
lents  until  we  receive  the  docu- 
lents,  and  sometimes  not  even  un- 
1  the  goods  have  arrived.  Then 
re.  probably  get  a  cable  telling  us 
bat  so  and  so  has  shipped  us  a  lot 
f  goods  to  be  sold  for  his  account. 
Ve  have  no  control  over  how  he 
lakes  out  his  consular  invoice,  and 
/e  do  not  know  anything  about  the 
;oods.  We  do  not  know  what  value 
e  has  put  on  them,  and  if  there 
5  anything  wrong  the  innocent  im¬ 
porters  will  be  penalized.  We  cer- 
ainly  hope  that  the  legislation  will 
ee  the  injustice  of  such  a  para- 
raph,  and  will  omit  it  from  the 
ill. 

No  matter  how  this  bill  may  be 
egarded  by  any  one,  we  feel  that 
rrespective  of  the  merits  of  the 
»ill,  it  will  enable  us  to  do  a  very 
nuch  larger  business  in  our  im- 
>ort6d  food  products  than  we  have 
lone  heretofore. 

Strohmeyer  &  Arpe  Co. 

G.  Porges,  Secretary. 
New  York,  N.  Y. 


Jam*,  Jellies. 

You  inquire  what  changes  the 
iroposed  reduction  of  duty  will  be 
an  comfits  and  preserved  fruits.  As 
Ear  as  jams  and  preserves  are  con- 
:erned,  it  will  mean  a  reduction 
iveraging  about  30  cents  per  dozen, 
i.  e.,  if  the  prices  of  jams  for  this 
Doming  summer  will  average  the 
same  as  prices  of  the  summer  of 
1912.  This  means  that  jams  will 
be  retailed  at  25  cents  per  jar  of 
sixteen  ounces.  This  ought  to  ma¬ 
terially  increase  the  demand. 

H.  Kellogg  &  Sons. 

Philadelphia,  Pa. 


A  soap 
for 
every 
purpose 


•jiTrti 


rmvmiT ffliinL  ucxmaM 

BORAX 

4 

We  make  it  easy  for  you  to  secure  the  entire  soap  trade 
of  all  your  customers  with  satisfaction  to  them  and  good  profit 
to  yourself.  First,  we  make  a  soap  for  every  purpose ;  sec¬ 
ond,  each  is  so  superior  to  ordinary  soaps  that  it  will  outsell 
them  on  merit  alone  ;  third,  we  give  your  customers  high- 
grade  gifts  in  exchange  for  our  wrappers. 

Our  gifts  are  the  best  kind  of  advertising,  because  they  keep 
the  sales  up.  The  combination  of  quality  and  gifts  insures  a 
steady  stream  of  sales  that  pass  through  your  hands.  Don  t  let  your 
customers  buy  soap  elsewhere  to  get  premiums — start  them  buying 
Pearl  Borax  Soap  (full  pound  of  hard  white  soap  in  each  cake ;  will 
wash  anything  from  a  lace  curtain  to  a  blanket) ;  Young’s  Scouring 
Soap  (best  for  pots  and  pans) ;  Pearl  Cleanser  (powerful  cleanser  that 
doesn’t  scratch);  Pearl  Borax  Soap  Powder  (real  powdered  soap); 
Cygnet  Soap  (fine,  white,  floating,  toilet  soap).  Every  one  is  so  good 
it  makes  all  the  others  sell— get  your  customers  started. 

CHAS.  W.  YOUNG  &  CO.  x 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


Molasses. 

You  ask  my  opinion  as  to  the 
effect  that  a  duty  of  2l/±  cents  per 
gallon,  as  proposed  under  the  new 
tariff  bill,  against  3  cents  per  gal¬ 
lon  in  the  present  bill,  would  have 
upon  the  price  and  general  market 
conditions  of  molasses? 

The  demand  for  molasses  for 
grocery  purposes,  that  pays  3  cents 
per  gallon  duty,  is  practically  con¬ 
fined  to  the  Eastern  States,  and, 
until  a  few  years  ago,  was  getting 
gradually  less.  Since  the  agitation 
about  sulphur  dioxide,  Barbadoes 
molasses  has  come  in  great  favor 
with  that  section  and  parts  of  New 

(Continued  on  page  14.) 


WHAT  TO  TELL  CUSTOMERS 

“It  will  really  pay  you  to  buy  YOUNG’S  SOAPS,  POWDBR 
AND  CLEANSER  because  of  their  fine  quality  and  the  big,  full- 
weight  packages.  Save  the  wrappers,  too— they  are  exchange¬ 
able  for  the  finest  line  of  gifts  you  ever  saw.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


10 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


WITH  THE  EDITOR 


No  more  important  decision  upon 
pure  food  questions  has  ever  been 

handed  down  by 

The  Wisconsin  any  court  than  has 

Karo  Syrup  Case.  just  been  handed 

down  by  the 
United  States  Supreme  Court  in 
the  Wisconsin  Karo  syrup  case. 
The  full  text  of  the  opinion  ap¬ 
pears  in  another  column.  It  affects 
every  State  that  has  a  food  law, 
every  manufacturer  that  ships 
goods  from  State  to  State,  and 
every  grocer  that  sells  goods  that 
come  to  him  direct  from  other 
States. 

The  question  was  this :  In  the 
case  of  package  goods  going  into 
Wisconsin  from  Illinois,  and 
offered  for  sale  in  a  Wisconsin  re¬ 
tail  store,  which  law  are  they  sub¬ 
ject  to,  the  law  of  Wisconsin  or 
the  Federal  law,  where  the  two 
laws  differ?  In  the  Wisconsin 
case  the  controversy  waged  around 
Karo  syrup,  which  is  a  syrup  con¬ 
sisting  of  more  than  75  per  cent, 
of  glucose.  The  Wisconsin  law 
said  it  had  to  be  labeled  “Glucose 
Flavored  with  Refiners’  Syrup,” 
while  the  Federal  law  said  “Corn 
Syrup  with  Cane  Flavor”  was  the 
proper  label.  Naturally  the  manu¬ 
facturers  of  Karo  preferred  the 
Federal  idea  and  resisted  the  effort 
of  the  Wisconsin  authorities  to 
make  them  call  their  product  “Glu¬ 
cose  Flavored  with  Refiners’ 
Syrup.” 

The  test  was  whether  the  tins 
of  Karo  syrup,  when  offered  at  re¬ 
tail  sale,  were  in  their  original 
packages  and  therefore  a  part  of 
interstate  commerce.  If  they  were 
the  Federal  law  applied,  if  they 
were  not,  the  State  law  applied. 
Under  all  previous  decisions,  tins 
of  Karo  on  the  grocer’s  shelf 
would  not  be  considered  original 
packages.  The  original  package 
would  be  the  package  offered  for 
shipment  at  the  starting  place,  i.  e., 
the  box  containing  the  tins,  and 
when  the  package  reached  the  Wis¬ 
consin  buyer  and  the  box  was  re¬ 
moved,  the  original  package  was 
broken  and  the  tins  became  ex¬ 
clusively  subject  to  the  State  law. 

The  Supreme  Court  now  over¬ 
turns  this  absolutely.  It  says  that 
the  original  package — only,  how¬ 
ever,  under  this  particular  section 


of  the  law — is  not  the  box,  but  the 
tin ;  therefore  the  original  package 
is  not  broken  when  the  box  is  re¬ 
moved,  and  as  long  as  the  tin  is 
kept  intact,  it  is  a  part  of  interstate 
commerce  and  subject  to  the  Fed¬ 
eral  law  alone. 

The  way  this  Karo  syrup  was 
sold  had  something  to  do  with  the 
decision.  It  was  sold  to  the  Wis¬ 
consin  retailer  direct  by  an  Illinois 
jobber.  Had  it  been  first  sold  to  a 
Wisconsin  jobber,  and  then  resold 
by  him  to  the  retailer,  a  different 
case  would  have  been  presented, 
and  the  decision  would  not  have 
been  as  it  was.  What  the  case  de¬ 
cides  is  this :  that  where  a  sale  of 
package  goods  is  made  direct  by 
somebody  outside  the  State  to  a  re¬ 
tailer  within  the  State,  any  pack¬ 
age  'whatever — tin  can  or  carton — 
is  an  original  package  and  not  sub¬ 
ject  to  State  law.  Therefore  any 
manufacturer  who  is  tired  of  con¬ 
forming  to  different  State  laws  can 
make  himself  subject  to  the  Fed¬ 
eral  law  alone  by  selling  the  re¬ 
tailer  direct.  This  suggestion  is 
advanced  in  the  .  following  para¬ 
graph  of  a  letter  issued  to  the  trade 
during  the  week  by  a  large  New 
York  packer: —  1 

If  the  State  laws  and  the  regula¬ 
tions  adopted  thereunder  are  not 
put  in  substantial  harmony  with  the 
Federal  laws  and  regulations,  the 
result  will  be  that  the  manufactur¬ 
ers  will  be  compelled  to  make  sales 
direct  to  the  retailers  and  the  job¬ 
bers’  profits  will  go  to  the  railroads 
for  L.  C.  L.  rates,  and  the  cost  to 
the  retailer  (and  therefore  to  the 
consumer)  will  be  increased;  the 
manufacturers  who  do  not  sell  to 
or  through  jobbers,  and  those  few 
retailers  in  every  State  who  can  af¬ 
ford  to  buy  in  carload  lots,  will  reap 
all  the  benefit. 


A  somewhat  heart-rending 
glimpse  into  the  possibilities  under 
the  enforcement 
„  of  the  new  bills 

A  Forecast. 

requiring  net 
weight  to  appear 
upon  the  label,  is  supplied  by  the 
report  of  a  case  brought  by  the 
United  States  Government  against 
E.  R.  Durkee  &  Co.,  of  New  York. 
This  report  has  just  been  issued, 
although  the  case  was  brought  sev¬ 
eral  months  ago. 

Durkee  &  Co.  make  “Durkee’s 
Salad  Dressing  and  Meat  Sauce,” 
which  they  say  on  their  label  con¬ 
tains  “16  oz.  net  weight.”  Govern¬ 


ment  inspectors  bought  something 
like  ten  bottles  and  found  that  none 
contained  more  than  16  ounces,  two 
contained  16  ounces  and  the  balance 
contained  less  than  16  ounces,  but 
none  were  short  as  much  as  an 
ounce.  Two  cases  were  brought 
against  Durkee,  on  which  the  com¬ 
bined  fines  were  $150! 

The  shortage  here  was  so  ob¬ 
viously  innocent  that  one  wonders 
what  the  fine  would  have  been  had 
the  offense  been  deliberate.  No 
manufacturer  is  going  to  put  the 
net  weight  on  his  label,  when  the 
lazv  does  not  require  it,  unless  he 
believes  it  is  the  correct  weight, 
therefore  it  is  quite  clear  that  Dur¬ 
kee  &  Co.  did  not  aim  to  defraud 
their  customers,  but  at  most  were 
careless. 

Net  weight  laws,  however,  are 
about  the  worst  things  a  careless 
man  can  fool  with. 


The  letters  published  elsewhere 
from  authorities  on  various  food 

products,  who  tell 
Th t  Forthcoming  what  they  expect 
Tariff  Redaction*,  the  lower  tariff  to 

do  to  prices  and 
market  conditions,  will  prove  gen¬ 
erally  interesting.  In  many  lines 
those  who  express  opinions  expect 
decided  declines.  The  writer  was 
born  and  raised  a  Republican,  be¬ 
lieving  in  the  protective  tariff  prin¬ 
ciple,  but  freely  admits  that  the 
present  test  of  a  tariff  for  revenue 
only  will  be  a  good  thing.  Maybe 
we  have  all  been  wrong  in  believ¬ 
ing  it  was  necessary  to  surround 
the  country  with  a  high-priced 
wall  in  order  that  American  indus¬ 
tries  should  live.  Is  it  not  almost 
time  that  we  were  climbing  out  of 
our  incubator  and  taking  our 
chance  on  the  floor?  To  shut  out 
all  competition  from  foreign  manu¬ 
facturers  or  producers,  on  the 
ground  of  our  confessed  inability 
to  meet  it,  is  not  very  courageous, 
after  all.  It  is  usually  contended 
that  the  United  States  can  do  what 
anybody  else  can  do,  and  the  chance 
is  that  our  manufactuers,  even  if 
confronted  with  absolute  free  trade, 
would  find  ways  and  means  to  hold 
their  own  in  the  free-for-all  com¬ 
petition  which  would  then  ensue, 
rather  than  withdraw  from  busi¬ 
ness.  Our  position  under  high  tar¬ 


iff  has  been  purely  artificial  and  de¬ 
pendent;  we  are  now  about  to  get 
out  in  the  open  and  see  if  we  are  as 
helpless  as  we  thought  we  were. 

The  writer  expects  the  reduction 
in  food  tariffs  to  plunge  the  trade 
into  renewed  newspaper  contro¬ 
versy  over  alleged  exorbitant  prices 
and  profits.  Without  doubt  the 
manufacturers  and  distributors  in 
many  lines  in  this  country  are 
working  now  on  what  they  con¬ 
sider  too  small  a  margin,  and  they 
will  appropriate  to  themselves  at 
least  a  part  of  any  tariff  reduction 
that  comes  to  them,  in  order  to  re¬ 
coup  their  past  privations.  For  in¬ 
stance,  the  proposed  reduction  in 
raw  sugar  is  slightly  less  than  one- 
half  cent.  The  refiners  will  prob¬ 
ably  not  feel  that  they  can  pass  all 
of  this  along  to  consumers,  because 
they  have  not  made  a  cent  out  of 
refined  sugar  for  several  months. 
They  may  pass  half  of  it  along,  but 
unless  they  pass  it  all,  and  unless 
other  manufacturers  pass  their  tarM 
iff  reductions  along,  there  will  rise 
a  fearful  howl  that  the  public  is  not  j 
being  given  the  benefit  of  the  re*| 
duction  that  was  made  for  them.  1 
Inevitably  this  will  fall  on  the  head 
of  the  grocer,  for  he  is  the  only 
man  that  the  consumer  knows,  and  ! 
of  course  the  grocer  cannot  reduce 
a  price  any  further  than  it  is  re¬ 
duced  to  him. 


Several  considerations  come  to 
one  who  contemplates  the  present 
canned  corn  situll 
The  Moral  of  the  ation.  The  nor- 

Caoned  Coro  , 

situation.  mal  consumption 

of  canned  corn  in 
the  United  States  is  about  9,000,- 
000  cases.  The  packs  in  1912  and 
1911  aggregated  27,000,000,  or 
three  years’  supply  in  two.  Sur¬ 
plus,  9,000,000  cases.  The  result 
has  of  course  been  a  very  heavy 
market,  with  prices  considerably 
below  the  actual  cost  of  production. 
When  the  packers  started  in  to 
pack  in  1912  they  knew  that  there 
was  a  considerable  carry-over,  and 
they  know  now,  as  they  approach 
the  season  of  1913,  that  there  are 
still  huge  blocks  of  corn  about 
which  will  not  move  even  at  the 
very  low  prices  now  put  upon  them. 

This  is  somewhat  of  a  calamity 
to  the  packers  and  holders  of  corn, 
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t  it  is  nothing  to  the  calamity 
it  would  have  ensued  under  a 
ined  goods  dating  law.  There 
considerable  1911  corn  on  the 
irket  which  is  as  good  as  1912  or 
13,  yet  who  would  buy  it  if  it 
re  the  date  1911?  It  is  by  no 
:ans  impossible  that  a  canned 
ods  law  such  as  was  recently  in¬ 
duced  but  killed  in  New  Jersey, 
iuld  have  made  it  necessary  to 
stroy  this  1911  corn  and  other 
)ducts  that  remained  unsold 
>re  than  one  year.  The  chance  is 
it  a  large  percentage  of  consum- 
i  would  not  be  convinced  that 
rn  packed  two  years  ago  was 
od  to-day,  and  if  these  would  not 
y  it  what  could  be  done  except 
destroy  it? 

Over-production  of  corn,  or  of 
ything,  for  that  matter,  is  just 
much  an  evil  as  under-produc- 
n.  From  under-production  the 
nsumer  is  the  chief  sufferer  by 
ason  of  high  prices,  and  the  pro- 
.cer  and  distributer  secondary 
fferers  because  they  haven’t 
iods  to  sell.  From  over-produc- 
>n  the  consmer  is  an  indirect 
neficiary,  but  the  producer  is 
alt  a  fatal  blow.  What  a  good 
ing  it  would  be  if  both  evils  could 
:  prevented  and  both  market  and 
ice  kept  stable.  Something  like 
e  Brazilian  Government  did  for 
:r  coffee  growers.  There  was  too 
uch  coffee  grown,  just  as  there 
now  too  much  canned  corn, 
he  Brazilian  Government  simply 
ok  the  surplus  off  the  market  and 
;ld  it.  If  our  own  Government 
)uld  do  the  same  thing,  on  the 
ime  principle  that  surplus  eggs 
•e  stored  in  spring  and  held  until 
le  winter  scarcity,  our  food  mar- 
ets  would  be  infinitely  steadied, 
ome  day  this  will  be  done,  but  not 
y  speculators  as  now. 

It  seems  a  little  odd,  incidentally, 
lat  the  corn  packers  themselves 
an’t  have  sense  enough  to  pack 
:ss  when  they  know  there  is  al- 
sady  a  surplus. 


Florida  oranges  are  still  scarce 
nd  high,  sales  being  made  at  auc- 
ion  during  the  week  at  $6.05. 
?his  means  about  $6.50  in  a  job- 
iing  way.  The  demand  is  fair. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant’' 

\ttorney  and  Counselorat  Law 
643-648  Land  Title  Building 

Philadelphia,  Pa. 

“'-'■““{is.ac.Rsr 
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This  is  the  Parke 
stamp — redeemable 
for  hundreds  of  beau¬ 
tiful  premiums.  It 
insures  steady  sales 
for  you. 
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It  Will  Pay  You  to  Push 
the  Sale  of  This  Tea 


PARKE’S  GOLD  CAMEL  CEYLON-INDIA 
TEA  is  a  very  high  grade  of  real  Ceylon-India  of 
unusual  strength  and  fragrance.  It  is  sure  to 
please  customers  who  want  the  best  and  becomes 
the  leader  among  package  teas  wherever  intro¬ 
duced.  The  red,  blue  and  silver  package  makes  a 
beautiful  and  conspicuous  display  on  your  shelves 
and  sells  on  sight.  PARKE’S  GOLD  CAMEL 
MIXED  TEA  is  a  popular  blend  because  of  its 
fine  flavor  and  rich  amber  color.  I  he  carton 
makes  it  a  handy  package  for  you  and  guarantees 
its  quality  and  condition.  Cut  open  a  package  of 
Parke’s  Tea  and  you  will  see  at  once  how  clean  it 
is,  vastly  superior  to  ordinary  package  teas  and 
sure  to  sell  better. 

Parke’s  Stamp  line  includes  Coffee,  lea,  Baking 
Powder,  Spices,  Ammonia,  Bluing,  etc.,  all 
strong,  steady  sellers. 


L.  H.  PARKE  COMPANY 


232-234  Market  Street 
PHILADELPHIA 


638-640  Grant  Street 
PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“  I  can  sell  you  either  a  strong  Ceylon-India  Tea  or  a  milder 
mixed  Tea  and  guarantee  the  flavor,  if  it’s  Parke  s.  When  you 
open  this  Tea  notice  how  clean  it  is  no  dirt  and  sticks,  but  all 
pure  fragrant  Tea.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 


Discussion  Over  Recently  Enacted  New  Jersey  Law.  United 
Fruit  Company  Under  Federal  Examination.  Renovated 
Butter  Largely  Sold  as  Creamery.  New  Tariff  Changes. 
American  Specialty  Manufacturers’  Association  Talking 
of  Wisconsin  Case  Decision. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York, 

April  17,  1913. 

In  various  lines  of  trade  atten¬ 
tion  is  being  called  to  the  impor¬ 
tant  character  of  a  law  recently 
passed  by  the  Legislature  of  New 
Jersey.  This  law  seems  to  uphold 
the  principle  of  fixed  prices  most 
strongly.  It  .  also  is  aimed  against 
unfair  practices  of  various  kinds 
including  the  appropriation  of 
trade-marks,  or  doing  anything 
that  will  injure  the  value  of  a 
trade-mark  or  the  good  will  of  the 
trade  toward  manufacturers. 

This  legislation  is  said  to  go 
further  in  these  directions  than  any 
law  previously  adopted  in  any  other 
State.  The  law  may  be  invoked 
by  manufacturers  by  means  of  in¬ 
junction  proceedings  and  suits  for 
damages.  Its  most  important  sec¬ 
tion,  defining  the  practices  that 
are  made  unlawful,  is  as  follows : 

1.  It  shall  be  unlawful  for  any 
merchant,  firm  or  corporation,  for 
the  purpose  of  attracting  trade  for 
other  goods,  to  appropriate  for  his 
or  their  own  ends  a  name,  brand, 
trade-mark,  reputation  or  good  will 
of  any  maker  in  whose  product  said 
merchant,  firm  or  corporation  deals, 
or  to  discriminate  against  the  same, 
by  depreciating  the  value  of  such 
products  in  the  public  mind,  or  by 
misrepresentation  as  to  value  or 
quality,  or  by  price  inducement,  or 
by  unfair  discrimination  between 
buyers,  or  in  any  other  manner 
whatsoever,  except  in  cases  where 
said  goods  do  not  carry  any  notice 
prohibiting  such  practice,  and  ex¬ 
cepting  in  case  of  a  receiver’s  sale, 
or  a  sale  by  a  concern  going  out 
of  business. 

*  *  * 

The  Federal  Grand  Jury,  it  has 
become  definitely  known,  is  mak¬ 
ing  an  inquiry  into  the  affairs  of 
the  United  Fruit  Co.  The  charge 
is  that  the  company  has  violated 
the  Sherman  law  and  by  trade- 
stifling  methods  has  obtained  more 
than  80  per  cent,  of  the  business  of 
importing  fruit  from  Cuba,  Ja¬ 
maica,  Central  and  South  America. 
The  relations  of  this  company, 
called  the  fruit  trust,  with  its  prin¬ 
cipal  competitor,  the  Atlantic  Fruit 
Co.,  are  being  scrutinized. 

Officers  and  directors  of  these 
and  other  fruit  companies  have 
been  examined  before  the  Grand 


Jury  and  the  proceedings  have  not 
yet  been  brought  to  a  close. 

*  *  * 

An  answer  was  filed  this  week  by 
the  Corn  Products  Refining  Co.  to 
the  dissolution  suit  of  the  Govern¬ 
ment  pending  in  the  Federal  Dis¬ 
trict  Court.  In  general,  the  com¬ 
pany  denies  that  it  has  a  monopoly 
or  that  it  has  done  anything  illegal 
in  restraint  of  trade  or  in  violation 
of  the  Sherman  law. 

*  *  * 

The  attack  of  the  Kellogg  Toast¬ 
ed  Corn  Flake  Co.  on  the  .free 
deals  is  attracting  much  attention 
and  causing  lots  of  discussion  in 
the  trade.  The  company  warns 
the  retailers  against  the  free  deal 
salesman  and  in  doing  so  says  that 
he  is  “the  best  fellow  in  the  world.” 
But  the  free  deal,  on  whatever 
form  it  comes,  is  declared  to  be  a 
swindle. 

*  *  * 

At  the  last  meeting  of  the  New 
York  Retail  Grocers’  Association 
it  was  brought  out  that  many  deal¬ 
ers  are  selling  renovated  butter  as 
the  best  creamery.  Those  who  are 
doing  so  are  not  members  of  the 
association,  as  far  as  known. 

The  dealers  are  to  be  warned 
that  the  practice  is  against  the  law 
and  inspectors  are  now  collecting 
evidence  against  grocers  who  sell 
butter  in  this  way.  The  law  re¬ 
quires  that  the  word  “renovated” 
must  be  stamped  in  black  letters  on 
each  package  of  that  kind  of  but¬ 
ter.  Although  it  is  known  that 
large  quantities  of  renovated  butter 
are  sold  yet  it  is  rare  that  such  a 
sign  is  seen.  The  penalty  for  a 
violation  of  the  law  is  a  fine  of  $50. 

This  is  one  of  the  practices  that 
are  unfair  to  the  honest  grocer  who 
really  supplies  a  high  grade  of 
fresh  creamery  butter  to  his  trade 
and  naturally  has  to  charge  more 
than  he  would  for  inferior  grades. 
A  lot  of  stores,  including  chain 
stores,  always  advertise  butter  at  4 
to  5  cents  less  than  the  regular  gro¬ 
cer  has  to  charge  for  the  best 
grade.  The  stores  selling  cheaper 
grades  so  word  their  signs  and  ad¬ 
vertisements  as  to  give  the  idea  that 


their  cheap  butter  is  the  very  best 
and  the  same  as  that  for  which 
others  charge  the  higher  prices. 
The  result  is  that  many  times 
people  suspect  their  own  grocer  of 
overcharging  when  the  difference  is 
in  the  quality  as  well  as  in  the 
price. 

Many  grocers  believe  that  some¬ 
thing  should  be  done  to  stop  the 
deceptive  advertising  of  cheap  but¬ 
ter.  Such  advertising  on  the  part 
of  certain  kinds  of  stores  is  most 
prevalent  of  course  in  the  periods 
when  butter  is  really  high  in  price. 
Bv  using  some  general  words  such 
as  “the  best  creamery”  the  dealer 
with  an  inferior  grade  of  butter 
causes  much  harm  and  annoyance. 
Even  people  who  do  not  buy  from 
him  see  his  signs  as  they  pass  by 
and  are  led  to  suspect  their  own 
grocer  of  overcharging.  This 
often  causes  them  to  chase  around 
and  try  other  stores  in  an  effort 
to  buy  butter  below  the  regular 
price. 

*  *  * 

A  bill  is  pending  at  Albany  that 
will  greatly  increase  the  liability  of 
employers  for  accidents  to  em¬ 
ployees.  While  it  is  general,  it  is 
of  interest  to  grocers,  for  if  it  be¬ 
comes  a  law  they  will  have  full 
responsibility  for  any  accidents  to 
their  clerks  or  drivers  in  the  course 
of  their  employment.  Under  the 
present  statutes  in  this  State,  the 
employee  takes  the  ordinary  risks 
of  his  employment  and  the  em¬ 
ployer  is  liable  only  if  he  has  been 
negligent  in  some  way. 

Another  bill  affecting  all  em¬ 
ployers  provides  for  compulsory  in¬ 
surance  of  employees. 

*  *  * 

It  is  found  that  in  various  parts 
of  the  city  drug  stores  have  taken 
on  some  of  the  appearance  of  gen¬ 
eral  stores  so  that  they  sell  teas, 
coffees,  spices,  condensed  milk  and 
other  supplies.  The  drug  stores 
can  sell  these  articles  all  day  Sun¬ 
day  while  the  grocer  must  close  his 
store.  It  is  suggested  that  the  at¬ 
tention  of  the  authorities  should  be 
called  to  this  unfair  and  inconsist¬ 
ent  feature  of  the  law. 

*  *  * 

Among  the  manufacturers  the 
discussion  of  the  proposed  new 
tariff  continues  the  great  subject  of 
discussion.  The  views  advanced  in 
various  quarters  differ  largely  ac¬ 
cording  to  the  interest  represented. 

Distributors  have  not  the  same 
acute  concern  in  the  matter.  Their 
chief  object  now  is  not  to  get 


caught  with  heavy  stocks  of  any 
lines  of  supplies  that  are  likely  to 
go  down  in  price  as  a  result  of  the 
tariff  changes.  For  instance,  they 
look  ahead  with  some  anxiety  to 
the  prospect  of  having  large  sup¬ 
plies  of  sugar  on  hand  to  meet  the 
canning  situation  and  then  possibly 
losing  something  on  such  stocks  by 
the  introduction  of  cheaper  si.,_,  tr 
just  at  that  time. 

Importers  are  naturally  inclined 
to  view  the  changes  with  favor, 
as  a  rule,  although  there  are  some 
troubles  for  them  in  the  proposed 
changes  in  the  administration  of 
the  law. 

The  retailers  as  a  rule  feel  that 
they  will  sell  the  supplies  whether 
they  are  made  here  or  abroad,  and 
that  their  profits  are  likely  to  be 
about  the  same  whether  or  not 
wholesale  prices  come  down  after 
the  tariff  is  cut. 

The  flour  millers  are  fighting 
hard  against  the  proposed  wheat 
and  flour  schedule.  They  say  that 
it  will  ruin  the  milling  business  of 
this  country,  will  not  really  protect 
the  wheat  growers  and  will  not 
give  the  consumer  any  cheaper 
flour. 

President  John  Aspegren,  of  the 
New  York  Produce  Exchange, 
yesterday  sent  the  following  tele¬ 
gram  to  Senator  La  Follette: — 

The  millers,  representatives  of 
mills  and  flour  merchants,  members 
of  the  New  York  Produce  Ex¬ 
change,  deeply  appreciate  your  op- 
positon  to  the  discrimination  in  the 
proposed  tariff  bill  against  Ameri¬ 
can  flour  millers.  Under  the  opera¬ 
tion  of  this  schedule  Canada  will 
of  course  promptly  remove  the 
present  tax  on  flour.  It  is  unfair 
and  unscientific  to  tax  Canadian 
wheat  grain  10  cents  per  bushel  and 
admit  Canadian  wheat  flour  free. 

It  will  encourage  the  immediate  ex¬ 
pansion  of  Canadian  mills,  which  al¬ 
ready  are  driving  Americans  out  of 
the  West  Indian  and  other  markets 
and  will  discourage  and  destroy  the 
immense  milling  business  of  this 
country.  It  will  injure  also  the 
American  farmer,  by  restricting  his 
market  and  reducing  his  price, 
while  Canadian  wheat  growers  are 
protected  by  our  tariff.  We  believe 
the  committee  was  not  correctly  in¬ 
formed  on  the  subject  or  it  would 
not  have  given  its  approval  to  the 
schedule,  which  will  practically  de¬ 
stroy  the  flour  enterprise  of  this 
country  while  it  builds  up  that  of 
Canada  and  other  nations.  We 
count  confidently  on  the  success  of 
your  effectual  influence  and  argu¬ 
ments  against  this  result. 

* *  *  * 

A  bulletin  will  be  issued  to-mor¬ 
row  by  the  American  Specialty 
Manufacturers’  Association  giving 
a  digest  of  the  decision  and  opin¬ 
ion  in  the  so-called  Wisconsin  glu¬ 
cose  or  Corn  Products  case  recent¬ 
ly  decided  by  the  United  States 
Supreme  Court. 
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le  officers  of  the  association 
ve  that  this  is  one  of  the  most 
irtant  decisions  that  have  been 
.ed  down  in  years  affecting 
products.  The  Supreme 
•t  held  in  this  case  that  when 
xl  manufacturer  complies  with 
federal  food  laws  then  no  State 
the  power  to  interfere  by  its 
with  his  privilege  of  doing 
nterstate  business  according  to 
provisions  of  the  Federal  law. 
t  first  glance  this  would  seem 
elieve  the  manufacturer  of  the 
ble  that  has  been  encountered 
ecent  years  as  a  result  of  the 
rsity  of  State  legislation.  If 
manufacturer  has  only  to  com- 
with  one  set  of  regulations, 
e  of  the  Federal  Government, 
his  difficulties  would  be 
.tly  lessened. 

ut  the  new  decision  applies  only 
.rticles  sold  in  interstate  com- 
ce,  so  that  in  the  commerce 
fin  the  various  States  the  manu- 
urer  is  still  obliged  to  comply 
1  State  laws  differing  in  the 
ous  States  as  well  as  with  the 
eral  regulations, 
lie  question  as  to  what  inter- 
e  commerce  comprises  gets  at- 
ion  in  the  consideration  of  the 
ject.  The  court  holds  that  if  a 
mfacturer  sells  to  jobbers  and 
jobber  in  a  State  sells  to  the 
tilers  in  the  same  State  then  the 
tection  on  interstate  commerce 
s  not  follow  to  the  sales  from 
jobbers  to  the  retailers.  The 
:s  by  importer  or  manufacturer 
;ct  to  the  retailers  in  another 
te  would  of  couse  be  comprised 
hin  the  term  interstate  commerce 
l  so  it  is  surmised  that  the  de- 
on  will  encourage  the  sales  of 
nufacturers  and  importers  di- 
t  to  the  retailers. 
rVhile  the  decision  is  regarded 
h  satisfaction  as  far  as  inter- 
te  trading  is  concerned,  yet  it 
:s  not  eliminate  the  troubles 
lsed  by  the  diversity  of  State 
islation  in  the  domestic  business 
each  State  and  so  the  manufac 
ers  conclude  that  it  really  em- 
asizes  the  urgent  need  of  uni- 
'mity  in  such  legislation. 


Summarized  Market  Con¬ 
ditions. 

Sentiment  in  the  spot  coffee  trade 
s  improved  in  sympathy  with 
tions.  It  is  said  that  the  country 
eds  coffee  and  will  come  in  to  I 
y  it  if  convinced  that  prices  will 
ntinue  at  the  present  level.  The  | 

(Continued  from  page  15.) 


Grocers  often  lose  trade  because  of  butter  that  is  not 
uniform  in  quality  and  flavor;  customers  are  pleased  one  time 
and  disappointed  the  next,  so  they  shop  around  and  no  one 
can  depend  on  their  trade.  PRIZE  BUTTER  overcomes 
this  trouble;  our  enormous  facilities  enable  us  to  guarantee  its 
uniformity  of  both  quality  and  flavor.  You  can  recommend 
PRIZE  BUTTER  to  your  customers  with  confidence;  it  will 
please  them  this  week,  next  week  and  always.  This  means 
you  can  secure  a  big,  steady  volume  of  sales  from  satisfied 
customers,  in  fact,  you  will  do  the  big  butter  business  of  your 
town  if  you’ll  push  the  sale  of  PRIZE  BUTTER.  We  pack 
PRIZE  butter  in  carton,  tub  or  print,  and  color  and  salt  it  to 
suit  your  trade.  Let  us  know  your  requirements. 

P.  F.  BROWN  <&  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  rich,  pure  butter,  made  in  the  finest 
dairy  section  of  Pennsylvania.  We  get  it  fresh  daily  and  can 
guarantee  it  in  every  respect.  You’ll  like  its  flavor  and  quality 
better  than  any  butter  you’ve  ever  tasted.  Try  it 


\co\  f  j  ipjK  ic n 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Many  Grocers  Rained  by  Ohio  Floods 

Secretaries  of  Associations  at  Columbus,  Cincinnati,  Hamilton 
and  Dayton  Describe  Effects  of  Disaster  Upon  the  Retail 
Trade.  Ruinous  to  Nearly  Two  Hundred  Dayton  Grocers. 


Special  Correspondence  of  ‘‘Grocery  World  and 
General  Merchant." 

Cleveland,  Ohio,  April  17,  1913. 
The  following  letters  received 
from'  grocers’  associations  in  the 
flooded  sections  will  have  a  painful 
interest  to  the  general  trade : — 
From  the  Dayton  Retail  Grocers’ 
Association : — 

The  flood  was  fatal  to  probably 
between  150  and  175  retail  grocers 
in  our  city.  The  loss  will  be  be¬ 
tween  $200,000  and  $300,000. 

When  I  heard  of  the  danger  I 
was  helping  a  neighbor  of  mine  get 
stock  out  of  his  cellar.  My  son 
came  home  and  told  me  that  we 
were  going  to  have  a  flood  at  our 
•house.  Something  which  I  never 
feared.  This  was  about  9  in  the 
morning,  and  in  less  than  fifteen 
minutes  my  cellar  was  full.  I  saved 
a  great  deal  from  my  first  floor,  ex¬ 
cept  all  heavy  furniture.  At  3  A.  M. 
the  following  day  I  had  nine  feet 
in  my  house.  Every  wholesale  gro¬ 
cer  was  caught.  The  flood  zone 
was  about  three  miles  across  the 
city,  and  the  full  length,  north  and 
south.  Everything  in  the  business 
center  was  caught.  The  water  was 
from  ten  to  fifteen  feet  in  all  hotels 
and  banks.  The  loss  of  life  will  be 
over  200.  I  saw  horses  by  the 
hundreds,  drowned  last  Sunday, 


laying  in  the  streets.  I  could  write 
a  book  of  the  casualties,  but  what¬ 
ever  you  read  in  the  daily  papers 
you  can  say  it  must  be  us,  except 
the  loss  of  life  is  not  so  great  as 
the  press  made  it.  Thank  God,  my 
family  got  together  three  days  af¬ 
terwards.  To-day  was  the  first  time 
since  March  25th  that  I  was  in  the 
office. 

It  is  a  blessing  to  our  citizens  that 
the  Natoinal  Cash  Register  was  not 
flooded,  as  that  was  made  a  central 
station  for  all  purposes,  and  Mr. 

J.  N.  Patterson  was  the  Man  of  the 
Hour. 

The  people  are  still  living  from 
relief  stations  (I  am  included),  but 
there  is  not  a  want  for  food  up  to 
the  present  time,  but  it  is  getting 
scarce  every  day.  There  will  be 
a  number  of  factories  open  to-mor¬ 
row,  but  there  will  be  no  business 
in  the  center  of  the  town  for  ten 
days  yet.  D.  A.  Barlow, 

Secretary. 

From  the  Columbus  Retail  Gro¬ 
cers’  Association : — 

In  regard  to  the  flood  situation 
here  in  our  city,  will  say  that  no 
human  tongue  can  ever  describe  the 
awful  condition  that  exists  among 
our  West  Side  grocers.  We  had  at 
least  sixty  retail  grocers  who  were 
under  water.  Several  stores  were 
completely  washed  away,  and  all 


stocks  and  fixtures  are  a  total  loss. 
We  are  doing  all  we  can  to  help 
them,  but  can’t  do  much.  What  we 
need  most  is  finance,  but  as  you 
know,  that  is  a  hard  thing  to  get. 

I  have  not  been  able  to  find  out 
anything  in  other  cities,  as  we  have 
had  too  much  to  look  after  here. 

All  that  I  can  say  now  is  that 
our  grocers  who  were  in  the  flooded 
district  are  in  destitute  circum¬ 
stances.  John  W.  Trego, 

Secretary. 

From  the  Cincinnati  and  Hamil¬ 
ton  Retail  Grocers’  Association: — 

It  is  simply  impossible  to  give  any 
adequate  idea  of  the  conditions.  In 
Hamilton  over  two-thirds  of  the 
groceries  are  put  out  of  business, 
many  of  them  being  wiped  off  the 
map  entirely.  Am  told  that  the 
store  of  John  Kreigenhofer,  direc¬ 
tor  Ohio  Retail  Grocers’  Associa¬ 
tion,  was  entirely  destroyed,  store, 
stock  and  all  had  simply  disap¬ 
peared. 

In  many  cases  the  fixtures  have 
been  swept  out  of  the  stores  and 
are  gone.  The  stock  on  the  shelves 
in  the  stores  which  have  escaped 
destruction  are  covered  with  mud, 
labels  are  gone  and  it  is  impossible 
to  tell  what  the  cans  really  contain. 

Mr.  Knowles,  of  the  McCray  Co., 
tells  me  that  in  every  direction  he 
could  see  among  the  rubbish  and 
driftwood,  ice  boxes,  scales  and 
grocery  fixtures  of  every  kind. 
Many  of  the  grocers  are  simply 
ruined.  Even  those  where  the 
buildings  remained  intact  will  never 
be  able  to  realize  50  per  cent,  on 
their  stock.  All  who  have  seen  con¬ 
ditions  in  the  flood  cities  say  that 
it  is  impossible  to  give  any  idea 
of  how  bad  things  really  are.  In 
Hamilton  even  the  asphalt  street 


pavements  are  torn  up  and  great 
holes,  from  ten  to  twenty  feet  deep, 
exist  on  the  principal  streets. 

Every  grocer  in  Hamilton,  except 
a  few  in  the  extreme  West  End  of 
the  city,  is  out  of  business.  No 
attempt  is  being  made  to  conduct 
business  of  any  kind.  Hamilton 
and  Dayton  are  both  under  martial 
rule,  and  all  foodstuffs  in  the  city 
are  in  the  hands  of  the  relief  com¬ 
mittees,  where  rich  and  poor  alike 
have  to  go  for  provisions  of  every 
kind. 

In  Cincinnati  probably  300  to  400 
grocers  are  temporarily  out  of  busi¬ 
ness,  the  stores  being  from  five  to 
twenty  feet  under  water.  The  ac¬ 
tual  loss,  however,  will  be  small 
compared  with  the  other  cities,  as 
we  had  ample  time  here  to  get 
foods  out  of  the  way  of  the  water. 

I  have  been  thinking  for  the  past 
few  days  that  it  would  be  a  good 
plan  if  a  fund  could  be  raised;  do 
not  know  just  how  such  a  fund 
could  be  properly  handled  so  as  to 
apply  where  actually  needed.  If  a 
fund  could  be  raised  and  properly 
distributed,  it  would  be  of  great 
benefit  to  the  poorer  members. 

C.  H.  Elliott, 
Secretary. 

The  Chicago  Grocers’  and  Bute! 
ers’  Association,  at  its  last  mee 
ing,  wishing  to  assist  materially  i 
the  alleviation  of  suffering,  opene 
a  subscription  list  for  the  flood  su 
ferers.  In  about  five  minutes  the 
raised  $126.  This  was  added  to  tl 
following  day  to  $216. 

John  A.  Green, 
Secretary  National  Retail  Gn 
cers’  Association. 


EXPERTS  TELL  WHAT  THEY 
THINK  LOWER  TARIFFS*  WILL 
DO  TO  PRICES  AND  MARKET 
CONDITIONS. 

(Continued  from  page  9.) 

York  State  because  it  was  free  of 
sulphur  and  also  it  has  a  very 
sweet  flavor,  so  that  the  demand 
is  so  large,  with  a  limited  produc¬ 
tion,  that  the  price  the  last  few 
years  has  advanced  considerably, 
and  we  believe  that  next  season  we 
will  see  higher  prices  than  this  year. 
Therefore,  the  proposed  reduced 
duty  will  have  no  effect  in  lowering 
the  price.  The  above  applies  to  a 
much  less  extent  to  the  other 
grades  of  foreign  molasses  that  pay 
a  duty,  as  the  difference,  $4  of  a 
cent  per  gallon,  will  hardly  be  con¬ 
sidered  in  reducing  price  to  jobbers 
or  consumers.  The  fact  of  the 
matter  is,  the  selling  price  will  de¬ 
pend  on  the  supply  and  demand. 

Frank  Halpen. 

Philadelphia,  Pa. 

Sugar. 

The  proposed  reduction  in  the 
duty  of  raw  sugar  is  25  per  cent. 
The  United  States  draws  the  bulk 
of  its  requirements  from  Cuba. 
The  reduction  on  Cuban  sugars,  ac¬ 
cording  to  the  new  schedule,  will 
figure  about  35  points,  the  present 
duty  being  1.348,  while  the  new  duty 
figures  1.005  cents,  or  nominally  1 
cent  per  pound  new  duty  for  Cuban 
sugars.  This  reduction,  however, 
has  been  already  largely  discounted 
and  it  is  doubtful  if  refined  sugars 
will  sell  much  lower  for  some  time 
to  come. 

The  refiners  are  making  entirely 
too  many  refined  sugars  and  are 
carrying  very  large  stocks  of  both 
refined  as  well  as  raw  sugars  at  this 
time.  Cuba  has  been  making  large 


quantities  of  raw  sugars  and  their 
stocks  are  now  the  heaviest  in  the 
history  of  the  business. 

The  trade  generally  have  been 
carrying  very  light  stocks  for  some 
time,  owing  to  the  tariff  agitation. 
This,  together  with  the  overproduc¬ 
tion,  has  a  tendency  to  force  and 
keep  down  prices.  Porto  Rico 
holders,  anticipating  a  reduction  in 
the  tariff,  have  been  offering  sugars 
freely  and  forcing  sales  at  slight 
concessions.  Cuban  holders,  in  or¬ 
der  to  make  sales,  have  been  com¬ 
pelled  to  meet  competiton.  This 
brought  the  price  of  Cuban  sugars 
down  to  or  even  below  the  figured 
cost  of  production,  and  under  the 
circumstances,  it  is  doubtful  if  the 
reduction  in  duty  can  force  raw 
sugars  below  present  prices. 

Cuban  sugars  are  sold  duty  for 
account  of  the  buyer,  while  Porto 
Rican  sugars  are  sold  at  the  landed 
price  in  the  United  States,  and  the 
Porto  Rican  producer  receives  the 
full  benefit  of  the  duty,  whatever 
it  may  be.  This  explains  the  rea¬ 
son  for  their  anxiety  to  market 
their  product,  so  that  they  will  re¬ 
ceive  the  benefit  of  the  present  rate 
of  duty,  as  any  reduction  in  the 
tariff  means  just  so  much  loss  to 
the  Porto  Rican  producer. 

Wlith  better  weather  conditions 
approaching  and  the  season  of  small 
fruits  drawing  near,  there  should  be 
considerable  improvement  in  the  de¬ 
mand  for  refined  sugars.  There¬ 
fore,  we  do  not  see  any  reason  why 
refined  sugars  should  sell  lower, 
while  it  is  just  possible  that  we  may 
have  a  temporary  reaction. 

Take  raw  sugars  at  3.33  cents 
and  add,  say,  75  points  for  cost  of 
manufacture,  would  bring  the  net 
price  of  refined  sugars  to  4.08  cents, 
while  the  selling  price  to-day  is  4.20 
cents,  less  2  per  cent.,  or  4.12  cents 
net,  so  all  things  considered,  re¬ 


fined  sugars  are  not  far  out  of  the 
way. 

If  the  tariff  is  finally  settled  on 
the  present  proposed  basis,  it  is  just 
possible  that  holders  of  raw  sugars 
may  be  inclined  to  advance  their 
views  slightly  and  bring  the  price 
up  to  a  basis  where  the  landed  price 
at  New  York  would  probably  reach 
present  figures  at  least.  It  would 
not  take  much  of  an  advance  to  do 
this.  It  must  not  be  overlooked 
that  refiners  have  bought  a  great 
many  sugars  at  various  prices  from 
3.33  cents  to  3.58  cents,  duty  paid, 
which  have  not  yet  been  consumed 
or  even  shipped  from  Cuba  and 
Porto  Rico. 

It  is  very  hard  to  make  any  rash 
predictions,  but  taking  into  consid¬ 
eration  that  the  reduction  has  been 
largely  discounted  and  the  fact  that 
yve  must  surely  have  a  very  much 
increased  consumptive  demand  from 
now  on,  there  is  really  no  reason 
why  sugars  at  present  prices  are 
not  almost  safe  enough. 

J.  H.  Huston  &  Co. 

Philadelphia,  Pa. 

Soapa. 

You  ask  our  opinion  as  to  what 
effect  the  reduction  on  the  duty  of 
soap  from  20  per  cent,  to  5  per 
cent,  will  have? 

In  our  opinion,  so  long  as  they 
keep  soap  stock,  consisting  of  oils, 
grease  and  rosin,  on  the  free  list, 
lowering  the  duty  will  have  no  ser¬ 
ious  effect. 

Fels  &  Co. 

Philadelphia,  Pa. 

Macaroni. 

In  reference  to  contemplated  re¬ 
duction  of  macaroni  from  1  ]/2  to  1 
cent  a  pound  duty,  we  believe  this 
will  have  a  tendency  to  flood  the 
country  with  a  lot  of  cheap  im- 


. ported  macaroni.  As  you  are  prob¬ 
ably  aware,  this  is  being  done  at 
the  present  time  with  the  Ij4  cent 
duty,  so  you  can  readily  understand 
that  the  duty  reduced  to  1  cent  a 
pound,  the  macaroni  industry  in  the 
United  States  would  be  in  a  de¬ 
moralized  condition  for  some  time, 
and  no  doubt  it  will  be  hard  for 
some  of  us  to  recover  at  all  unless 
we  adopt  the  same  methods  that 
they  use  in  Europe  and  cheapen 
everything  wherever  possible,  in¬ 
cluding  labor. 

In  our  case  we  are  in  a  peculiar 
positon  with  the  increasing  of  sal¬ 
aries  in  the  past  five  years,  cost 
of  up-to-date  machinery,  our  plant, 
which  is  up  to  date,  kept  in  a  san¬ 
itary  condition  at  all  times  to  in¬ 
sure  perfection,  not  figuring  the 
cost  of  the  best  grades  of  farina 
and  eggs,  wfiich  we  purchase  to  use 
in  the  manufacture  of  our  maca¬ 
roni.  We  are  positive  the  duty 
should  be  at  least  2  cents  a  pound 
instead  of  iY2  cents,  to  be  able  to 
compete  with  our  foreign  competi¬ 
tors  against  cheap  labor,  long  hours 
and  small  children  employed,  which, 
as  you  know,  the  law  of  this  coun¬ 
try  would  not  allow,  and  further¬ 
more,  we  would  not  be  found  guilty 
of  working  infants  in  our  factory. 

Freihofer  Baking  Co. 

William  Freihofer,  President. 

Philadelphia,  Pa. 

Sugar. 

As  to  the  effect  of  the  proposed 
sugar  tariff  on  prices,  I  will  give 
you  the  argument  I  heard  in  Porto 
Rico,  which  appeals  to  me  as  rea¬ 
sonable. 

Sugar  from  Porto  Rico,  of 
course,  pays  no  duty,  and  therefore 
the  Porto  Rico  sugars  have  had  a 
very  material  effect  in  holding  the 
prices  down  on  Cuba.  It  is  claimed, 
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wever,  by  the  Porto  Rico  pro- 
cers  that  they  cannot  reduce  their 
jars  over  14  cent  per  pound  and 
me  out  whole.  As  the  supplies 
)m  other  countries  are  not  now 
excess  of  the  demand,  therefore, 
ices  will  be  reduced  only  suffi- 
mtly  to  knock  out  the  cane  sugar 
iustry  in  Porto  Rico  and  the  beet 
gar  industry  in  the  West. 

The  saving  to  the  purchaser  of 
gar  will  probably  figure  no  more 
in  J4  cent  per  pound,  which 
;ans  nothing  in  the  cost  of  living, 
d  the  sacrifice  of  a  big  industry 
r  this  small  saving  to  the  con- 
mer  seems  unreasonable. 

Franklin  Baker,  Jr. 
Philadelphia,  Pa. 


HE  NEW  YORK  LETTER 

(Continued  from  page  13.) 

roved  sentiment  has  not  as  yet, 
rever,  led  to  any  noticeable  in- 
ise  in  actual  buying,  but  the 
cers  are  hopeful  that  this  will 
le  soon.  Mild  grades  show  an 
roved  tone  and  will  probably 
jme  more  active  if  Brazils  lead 
way. 

)n  large  lines  of  teas  concessions 
be  obtained.  The  trade  reports 
ight  inquiry  of  a  jobbing  kind 
ering  the  general  list  of  green 
I  black  teas.  Warehouse  stocks 
not  being  pressed  for  sale, 
ne  grades  are  heavy,  however. 
Distributors  are  showing  little  in- 
;st  in  refined  sugar  for  immedi- 
shipment,  although  the  refiners 
still  quoting  the  low  prices  of 
5  to  4.20  cents  for  standard 
mutated,  the  lower  quotations 
ng  obtained  from  Warner  and 
»well. 

[n  canned  tomatoes  some  weak 
;s  has  appeared  in  the  stocks  on 
id  as  the  result  of  the  long,  dull 
•iod  and  the  fact  that  buyers 
:m  willing  to  cover  their  necessi- 
3  only  at  prices  a  little  under  the 
pilar  quotations.  Some  carloads 
No.  3  Marylands  have  been  sold 
77}^  cents,  but  most  of  the 
uthern  packers  seem  unwilling 
sell  below  80  cents  f.  o.  b.  Such 
ying  as  there  is  for  current  re- 
irements  is  gradually  cleaning  up 
:  carry-over  stock  of  canned 
rn.  The  finer  grades  of  corn 
e  fairly  firm.  Peas  are  a  little 
mer  in  tone,  especially  the  finer 
ades,  partly  because  of  weather 
ports  from  the  West  and  South. 
>ot  string  beans  are  offered  only 
limited  quantities  and  are  firm, 
general,  canned  vegetables  are 
iiet  as  far  as  actual  business  is 
ncerned. 

Ihe  demand  for  California  and 
luthern  canned  fruits  of  all  kinds 
light  and  is  of  a  jobbing  char¬ 
ter.  It  is  said,  however,  that  the 
:mand  is  sufficient  to  clean  up  the 


Sell  FRANKLIN  CARTON  SUGAR 
Instead  of  Bothering  with  Bags 

One  of  our  machines  can  fill  127  CARTONS  with  FRANKLIN  CARTON  SUGAR 
in  the  time  it  takes  to  fill,  fold  and  tie  a  paper  bag.  There  are  127  more  sensible  things  to  do 
in  a  grocery  store  than  put  up  sugar ;  it’s  not  only  a  foolish  waste  of  time,  even  if  the  boy  does 
it,  but  besides  the  cost  of  the  labor  you  must  also  take  the  cost  of  the  bags  and  the  twine  and 
the  loss  from  overweight  out  of  the  slender  margin  of  profit. 

FRANKLIN  CARTON  SUGAR  is  ready  to  sell  when  you  get  it ;  it’s  as  handy  as 
cans  of  tomatoes  or  bottles  of  pickles.  It’s  a  tight,  neat,  clean,  convenient,  sanitary  package 
that  will  please  your  customers  as  much  as  yourself.  The  CARTON  does  not  burst  on  the  way 
to  a  customer’s  home  and  let  the  sugar  get  over  everything  in  the  basket  or  box,  it  does 
not  burst  or  fall  over  and  spill  when  customers  handle  it.  Women  like  its  cleanliness ;  they 
like  the  sparkling  white  purity  of  the  sugar.  Once  you  start  them  buying  it,  they  will 
always  buy  it. 

You  can  buy  FRANKLIN  CARTON  SUGAR  in  the 
original  CONTAINERS  of  24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

** Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR.9’ 


WHAT  TO  TELL  CUSTOMERS 

“  Here’s  the  finest  sugar  you  can  possibly  buy — FRANKLIN 
CARTON  SUGAR.  In  the  first  place,  it’s  absolutely  clean,  pure 
sugar  and,  in  the  second  place,  the  sanitary  CARTON  keeps  it 
clean,  to  the  last  grain.” 


Em 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITINQ  TO  ADVERTISERS  KINDLY  MENTION  “OROCERY  WORLD  AND  GENERAL  MERCHANT" 


16 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


available  supplies  before  the  new 
crop  gets  on  the  market,  and  so 
prices  are  steady. 

Flour  is  selling  only  in  a  small 
way,  but  the  mills  seem  less  in¬ 
clined  than  they  were  to  consider 
low  bids.  There  are  still  reports, 
however,  of  sales  being  put  through 
at  considerable  concessions.  The 
New  York  quotations  on  Spring 
wheat  patents  range  from  $4.50  to 
$4-75- 

Most  of  the  sales  of  California 
prunes  are  in  small  amount.  The 
demand,  such  as  it  is,  continues  to 
be  chiefly  for  the  larger  sizes.  For 
straight  carloads  of  40s  or  50s  the 
brokers  have  been  able  to  obtain 
full  prices  on  several  sales  made 
during  the  week.  On  the  spot  the 
40s  bring  about  9  cents  and  50s 
about  6%  cents  as  the  inside  price 
out  of  store.  Raisins  have  been 
tending  upward.  There  is  little 
call  for  currants.  Peaches  are  not 
in  much  demand.  Apricots  are 
selling  in  a  jobbing  way  to  a  mod¬ 
erate  extent. 


Receipts  of  butter  have  increased 
but  trading  is  active  and  prices  sus¬ 
tained.  The  best  grades  of  fresh 
creamery  bring  from  34 y2  to  35^ 
cents.  The  seconds  and  thirds 
range  from  34  down  to  31  cents. 
The  best  grades  of  State  dairy 
bring  from  32  to  35  cents.  In  pro¬ 
cess  butter  the  top  grades  range 
from  29  to  3  lid  cents. 

Arrivals  of  eggs  are  liberal  but 
not  excessive  for  this  season. 
There  is  only  moderate  accumula¬ 
tion  in  cold  storage.  There  is  a 
special  demand  at  this  time  from 
the  Jewish  trade  for  high  grade 
eggs  of  large  size  and  clean  shells. 
The  market  for  these  grades  is  firm 
in  tone.  There  is  only  a  moderate 
demand  for  the  medium  and  lower 
grades  which  comprise  the  bulk  of 
the  receipts.  The  high  grades  of 
fresh  Western  eggs  range  from  18 
to  21  cents,  with  lower  grades 
down  all  the  way  to  14  cents. 
Nearby  eggs  bring  from  19  to  23 
cents,  according  to  grading. 

Fred.  A.  McGill. 


mental  proposition  of  business  that 
that  which  injures  credit  and  im¬ 
pairs  confidence  injures  all  men  en¬ 
gaged  in  trade,  and  ultimately  in¬ 
jures  the  consumer. 

This  act  will  offer  adequate  pro¬ 
tection  to  the  creditors  of  the 
seller  without  burdening  unduly  the 
honest  merchant  who  intends  to  pay 
his  debts.  In  arriving  at  a  solu¬ 
tion  of  this  problem  we  have  to 
guide  us  the  experience  of  forty- 
two  States  of  the  Union  which  have 
had  just  such  a  bulk  sales  law  as 
this  in  force  for  a  period  of  ten 
years  and  more. 

For  these  reasons  and  many  others 
that  could  be  advanced,  this  act 
should  pass. 

Mr.  Humes. — Mr.  Speaker,  I  don’t 
think  this  House  cares  to  consider 
this  bill  as  a  joke  entirely,  because 
there  are  some  serious  features  con¬ 
nected  with  it.  The  Act  of  1905  is 
a  meritorious  act  and  it  may  be 
possible  that  this  act  might  be 
amended  in  order  to  improve  it. 
We  all  believe  that  merchants 
should  be  protected  as  well  as  the 
creditors,  and  I  believe  that  we 
should  undertake  to  protect  the  pur¬ 
chasers  as  well  as  the  merchants. 
This  act  goes  further  and  requires 
that  the  seller  must  furnish  an 
itemized  inventory  and  appraisement 
of  the  stock  of  goods  and  carry 
with  it  the  ruling  wholesale  price, 
and  it  also  goes  so  far  as  to  make 
it  an  offense  under  the  act  if  that 
inventory  and  appraisement  is  not 
a  true  one.  Consequently,  it  will 
place  any  merchant  in  a  position 
that  he  would  have  to  have  an  in¬ 
ventory  to  determine  the  real  whole¬ 
sale  price  of  every  article  of  mer¬ 
chandise  in  the  store  before  he  sold 
it.  This  information  be  would  have 
to  supply  to  the  purchaser.  This 
amendment  is  not  intended  to 
protect  creditors,  but  to  protect 
solely  the  purchaser.  It  would 
impose  an  unwarranted  hardship 
upon  every  one  concerned  and  pro¬ 
tect  in  no  way  any  man  who  buys 
a  large  stock  of  goods.  He  has  a 
right  to  buy  that  stock  without  an 
inventory,  if  he  wants  to  do  it,  at  a 
stipulated  price.  It  is  not  material 
to  the  creditor  under  the  Act  of 
1905  and  the  amount  of  the  consid¬ 
eration  in  no  way  concerns  the 
creditor. 

Mr.  Stein. — Mr.  Speaker,  I  desire 
to  take  issue  wjth  the  Democratic 
party  as  represented  by  its  former 
leader,  the  gentleman  from  Craw¬ 
ford,  and  wish  to  state  that  if  the 
gentleman  does  not  display  better 
logic  and  more  interest  in  the  wel¬ 
fare  of  his  party,  that  the  Demo¬ 
crats  on  this  side  will  depose  him 
and  appoint  Mr.  Gray,  of  Johns¬ 
town,  who  ought  to  have  the  job 
anyhow.  The  bill  under  considera¬ 
tion  does  not  aim  to  protect  any 
seller,  nor  does  it  aim  to  inter¬ 
fere  with  the  rights  of  any  honest 
man.  You  gentlemen  will  agree 
with  me  that  we  are  strong  for  the 
honest  man,  and  what  this  bill  aims 
to  do,  my  friends,  is  this :  We  have 
now  here  on  the  statute  books  the 
Act  of  1905,  which  prohibits  a  dis¬ 
honest  merchant  from  selling  out 
his  entire  stock  to  the  loss  and  de¬ 
spair  of  his  creditors.  In  1905  this 
House,  with  the  assistance  of  the 
Democratic  friends  and  merchants 
who  desired  to  be  honest,  enacted 
an  act  which  requires  notice  of  any 
intent  of  sale.  Commerce  has  not 
changed  in  the  last  five  or  seven 
years,  and  those  who  still  desired 
to  be  honest,  and  were  honest  then, 
were  anxious  to  have  the  act  passed. 
This  act  places  further  safeguards 
around  the  sale  of  the  wares  of 
merchants,  providing  that  the  mer¬ 
chant  shall  not  sell  out  his  entire  stock 
without  notice.  It  further  provides 
that  he  cannot  pledge  his  stock  to 
any  auctioneer  or  warehouse  with- 


New  Bulk  Law  Fails  of  Passage— What 
It  Was  Expected  to  Do 

Governor  Signs  New  Rots  and  Spots  Egg  Law.  Bill  to  Leave 
Part  of  Sample  With  Merchant  Passes  House  Finally. 
Other  Legislative  Notes. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  April  18,  1913. 
As  reported  in  this  letter,  a  bill 
has  been  pending  in  the  House 
amending  the  bulk  sales  law  in 
many  important  ways.  The  full 
text  of  the  bill  appeared  in  a  re¬ 
cent  issue.  This  bill  came  up  on 
third  reading  in  the  House  during 
the  week  and  failed  of  passage, 
though  it  may  be  brought  up  again. 
The  discussion  in  the  House  as  to 
what  the  bill  was  expected  to  ac¬ 
complish  is  interesting,  and  I  insert 
here  a  portion  of  the  official  account 
of  it: — 

Mr.  Rockwell. — Mr.  Speaker,  I 
would  like  to  have  this  bill  ex¬ 
plained  a  little  bit. 

Mr.  Gans. — Mr.  Speaker,  the  pur¬ 
pose  of  the  present  act  is  to  take 
the  place  of  the  Act  of  March  28, 
1905,  Pamphlet  Laws,  page  62.  The 
present  act  is  an  enlargement  of  the 
Act  of  1905  and  in  addition  to  the 
Act  of  1905,  it  provides  that  a  man 
cannot  sell  his  goods,  stock  and 
fixtures  in  bulk  in  defraud  of  his 
creditors;  this  act  provides  that  he 
cannot  sell  nor  can  he  pledge  his 
stock,  fixtures  and  merchandise  for 
the  purpose  of  defrauding  his  cred¬ 
itors  and  making  the  punishment 
similar  to  the  punishment  under  the 
Act  of  1905.  After  the  passage  of 
the  Act  of  1905  those  who  desired 


to  be  dishonest  in  order  to  avoid 
that  act,  instead  of  selling  their 
goods  outright  would  pledge  them; 
that  is,  they  have  in  many  instances 
placed  in  a  storage  warehouse  or 
delivered  them  over  to  some  person 
from  whom  they  would  take  a  note 
or  cash,  and  that  person  or  ware¬ 
house,  after  the  expiration  of  a  cer¬ 
tain  timte,  would  acquire  title  to 
the  property  and  would  sell  the 
goods  or  merchandise  as  their  own 
and  by  a  secret  arrangement  turn 
over  to  the  original  seller  the  pur¬ 
chase  price  less  the  commission, 
thereby  defrauding  the  creditor  of 
his  honest  obligation.  This  is  a 
meritorious  act  and  one  which 
should  receive  the  support  of  every 
member  of  the  House. 

When  a  merchant  sells  out  his 
business  and  fails  to  pay  his  credi¬ 
tors,  whether  the  intent  exists  in  the 
first  place  to  defraud  'his  creditors 
or  whether  the  temptation  comes 
to  him  after  the  money  is  in  his 
pocket  and  he  is  too  weak  to  resist, 
the  consequence  is  the  same  and  the 
loss  falls  upon  the  creditors  or 
dealers  who  have  sold  to  this  mer¬ 
chant  upon  good  faith  and  must  in 
consequence  of  the  fraudulent  act 
of  the  merchant  lose  the  entire 
amount,  not  only  of  the  goods,  but 
of  their  profit  therefrom. 

When  a  fraudulent  bulk  sale  is 
perpetrated,  the  stock  or  other  sub¬ 
ject  matter  of  the  bulk  sale  usually 
falls  into  the  hands  of  a  class  of 
men  whose  operations  with  such 
stocks,  that  they  buy  for  less,  some¬ 
times,  than  the  cost  of  production, 
also  demoralizes  the  market  and 
again  makes  the  lot  of  the  retailer 
harder  than  ever.  It  is  a  funda- 


out  similar  notice,  just  the  same  as 
if  it  were  personal  property,  and  the 
law  not  states  that  you  cannot  sell 
your  house  without  notice,  and  this 
bill  says  that  you  cannot  mortgage 
your  property  or  your  goods  or 
your  merchandise  without  notice. 
There  is  nothing  unfair  or  unrea¬ 
sonable  about  it.  Would  you  not 
consider  it  very  unfair  if  a  man 
would  sell  his  real  estate  and  would 
not  notify  you  if  you  had  an  in¬ 
terest  in  it?  and  you  would  also 
consider  it  unfair  if  it  would  be 
mortgaged  with  full  value  without 
your  knowledge  if  you  were  in¬ 
terested  in  it.  The  protection  that 
the  land  owner  has  on  lands,  the 
merchant  should  have,  and  is  en¬ 
titled  to  the  same  protection.  He  is 
entitled  to  the  same  protection  when 
he  undertakes  to  sell  or  mortgage 
his  entire  stock.  I  will  assure  you 
gentlemen  that  you  will  do  what  the 
honest  merchants  want  who  desire 
things  to  be  right,  and  you  will 
prevent  dishonest  merchants  from 
accomplishing  things  they  have  no 
right  to  accomplish  in  voting  in 
favor  of  this  bill. 

There  were  89  yeas  and  76  nay 
which  is  less  than  the  constitution 
majority. 

The  hearing  on  House  Bill  N 
1,614,  which  was  fathered  by  tl 
Pennsylvania  Retail  Merchants’  A 
sociation  and  allows  the  attachme: : 
of  wages,  was  poorly  attended.  A 
the  executive  committee  were  the 
but  Wagner,  who  is  sick  in  be 
Pittsburgh  sent  6,  Slatington 
Bellevue  1,  Plarrisburg  3,  Berwi( 
1.  The  president  of  the  Sta 
Federation  of  Labor  spoke  again 
the  bill,  but  those  in  favor  of 
were  given  full  hearing.  The  b  i 
was  left  with  a  sub-committee  co  j 
sisting  of  Representatives  Mi 
chell,  Dunn  and  Letzkus.  The  a  ■' 
sociation  has  now  offered  amem  ; 
ments  containing  the  best  featur  1 
of  the  New  York  and  Ohio  lav  : 
which  should  pull  some  of  the  tee' : 
of  the  opposition. 

The  bill  requiring  a  part  of  a 
samples  to  be  left  with  merchan 
where  they  were  obtained  has  no  i 
passed  second  reading  in  tl  1 
House. 

The  new  oleo  bill  came  up  f< 
third  reading  in  the  House  durir 
the  week,  but  on  motion  its  consi' 
eration  was  postponed  for  the  pre 
ent.  The  bill  reduces  the  tax  of  tl 
retail  dealer  in  oleo  to  $18,  ; 
against  the  present  tax  of  $10 
and  there  appears  to  be  enoug 
farming  strength  in  the  Legislatu: 
to  keep  the  bill  back. 

The  bill  changing  the  pharmai 
laws  so  that  country  stores  cou 
not  sell  simple  medicines  and  houS' 
hold  drugs  was  reported  to  tl 
Plouse  with  a  favorable  recon 
mendation  by  the  Committee  c 
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iblic  Health  and  Sanitation, 
iter  it  came  up  and  passed  first 
ading. 

House  Bill  1,291,  regarding  the 
anufacture  and  shipment  of  milk 
id  milk  food  products,  has  passed 
cond  reading  in  the  House. 

The  Governor  has  signed  the  new 
ts  and  spots  eggs  bill,  forbidding 
e  sale  of  rotten  eggs  for  any  pur- 
ise  without  first  treating  them 
ith  coal  oil,  and  it  is  now  a  law. 

A  brief  private  hearing  was 
veil  on  the  general  food  bill  last 
Liesday  by  the  sub-committee  on 
ealth  and  Sanitation.  The  chief 
>int  considered  was  the  effect 
ion  the  State  law  of  the  United 
:ates  Supreme  Court’s  decision  in 
e  Wisconsin  syrup  case.  The 
ttorney-General  was  asked  for  an 
>inion  as  to  how  this  would 
lange  the  draft  of  the  new  law. 

The  bill  providing  that  when 
.mples  are  taken  by  Dairy  and 
ood  Division  agents  duplicate 
.mples  shall  be  given  to  person 
om  whom  it  is  taken  and  analysis 
:  permitted,  result  of  which  may 
:  put  in  evidence,  passed  the 
'ouse  finally  on  Tuesday.  There 
:ems  to  be  reason  to  believe  it  may 
iss. 

R.  C. 


CD 


arocery  Failures  Fewer  for 
First  Time  in  Months. 


larch  Report  Shows  Falling  Off  as 
Compared  With  March,  1912.  Gen¬ 
eral  Store  Failures  Also  Fewer.  Re¬ 
port  for  First  Quarter. 


For  the  first  time  in  many 
lonths,  'the  grocery  failures  for 
larch  were  smaller  than  for 
larch,  1912.  The  general  store 
ii  lures  were  smaller  also.  The 
gures  follow: — • 

General  Store  Failures — March, 
913.  155;  liabilities,  $1,348,696; 
larch,  1912,  201 ;  liabilities, 

1,287,185. 

Grocery  Failures — March,  1912, 
«9;  liabilities,  $1,172,948;  March, 

912,  220;  liabilities,  $1,464,593. 
The  report  of  failures  in  both 

ines  for  the  first  quarter  of  the 
ear  is  also  at  hand.  The  figures 
ollow : — 

General  Store  Failures — March, 

913.  540;  liabilities,  $4,886,357; 
darch  1912,  664;  liabilities,  $4,- 
65,990. 

Grocery  Failures — March,  1913, 
ho;  liabilities,  $3,556,203;  March, 
912,  726;  liabilities,  $3,515,166. 


FOR  ALL 

EATING 

OCCASIONS 


BOUILLON  “  HERRINGLETS  ”  are  a  substantial  meal  at  a  price  any  one  can  pay,  and  the 
most  delicious  lunch  anyone  can  buy  at  any  price.  They  are  selected  little  NORWEGIAN  HER¬ 
RING  packed  in  delicious  BOUILLON,  and  different  from  any  canned  fish  you  ever  sold.  'Iheir 
special  nature  insures  a  big  sale  at  a  good  profit  to  you.  We  guarantee  them  to  satisfy  or  we  11 
refund  your  customers’  money.  Your  customers  are  always  looking  for  something  new  and  good 
in  eats”— sell  them  BOUILLON  11  HERRINGLETS.” 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “  Skipper  ”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 


WHAT  TO  TELL,  CUSTOMERS 

‘‘BOUILLON  ‘HERRINGLETS’  are  a  new  eating  delight— se¬ 
lected  little  Norwegian  herring  in  delicious  buillon.  Try  them.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


She’ll  Use  Banner  Lye  Every  Hour  of  the  Day 

There  are  many  things  which  nothing  but  Banner  Lye  will  clean  satisfactorily,  and  once  you  start 
you  customers  buying  it  they  will  find  so  many  uses  for  it  they  will  never  stop  buying  it.  It  sterilizes, 
cleans,  disinfects,  removes  foul  odors  and  cleans  out  waste  pipes.  You  can  easily  sell  Banner  Lye, 
and  you  can  absolutely  guarantee  it.  The  patent  top,  sifting  can  makes  it  easy  to  use,  yet  avoids  waste. 
Not  only  householders,  but  doctors,  butchers,  bakers,  printers,  plumbers,  hotels  and  institutions,  restau¬ 
rants,  etc.,  use  Banner  Lye,  and  you  can  sell  it  to  all  of  them  if  you  keep  it  well  stocked  and 
displayed  where  the  attractive  red  label  will  be  seen. 

THE  PENN  CHEMICAL  WORKS 

^  11 Philadelphia,  Penna. 

- WHAT  TO  TELL  CUSTOMERS 

r^Sz  “You  can  use  BANNER  LYE  in  dozens  of  ways  as  a  cleanser.  It’s  also  a  powerful 

disinfectant.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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UNITED  STATES  SUPREME  COURT 
MAKES  RADICAL  DECISION  IN 
FOOD  LAW  CASE  INVOLVING 
ENTIRE  TRADE  AND  ALL  STATE 
FOOD  LAWS. 

(Continued  from  page  7.) 

broken  package”  as  used  in  the  sec¬ 
ond  and  tenth  sections  and  “un¬ 
broken  package”  in  the  third  sec¬ 
tion.  Within  the  limitations  of  its 
right  to  regulate  interstate  com¬ 
merce,  Congress  manifestly  is  aim¬ 
ing  at  the  contents  of  the  package 
as  it  shall  reach  the  consumer,  for 
•whose  protection  the  act  was  pri¬ 
marily  passed,  and  it  is  the  brand¬ 
ing  upon  the  package  which  con¬ 
tains  the  article  intended  for  con¬ 
sumption  itself  which  is  the  subject- 
matter  of  regulation.  Limiting  the 
requirements  of  the  act  as  to  adul¬ 
teration  and  misbranding  simply  to 
the  outside  wrapping  or  box  con¬ 
taining  the  packages  intended  to  be 
purchased  by  the  consumer,  so  that 
the  importer,  by  removing  and  de¬ 
stroying  such  covering,  could  pre¬ 
vent  the  operation  of  the  law  on 
the  imported  article  yet  unsold, 
would  render  the  act  nugatory  and 
its  provisions  wholly  inadequate  to 
accomplish  the  purposes  for  which 
it  was  passed. 

The  object  of  the’  statute  is  to 
prevent  the  misuse  of  the  facilities 
of  interstate  commerce  in  convey¬ 
ing  to  and  placing  before  the  con¬ 
sumer  misbranded  and  adulterated 
articles  of  medicine  or  food,  and  in 
order  that  its  protection  may  be  af¬ 
forded  to  those  who  are  intended 
to  receive  its  benefits  the  brands 
regulated  must  be  upon  the  pack¬ 
ages  intended  to  reach  the  purchas¬ 
er.  This  ,is  the  only  practical  or 
sensible  construction  of  the  act,  and, 
for  the  reasons  we  have  stated,  we 
think  the  requirements  of  the  act 
as  so  construed  clearly  within  the 
powers  of  Congress  over  the  facili¬ 
ties  of  interstate  commerce,  and 
such  has  been  the  construction  gen¬ 
erally  placed  upon  the  act  by  the 
Federal  courts.  In  re  Wilson,  168 
Fed.  566;  Nare-McCord  Mercantile 
Co.  v.  United  States,  182  Fed.  46; 
United  States  v.  American  Drug¬ 
gists’  Syndicate.  186  Fed.  387; 
United  States  v.  Ten  Barrels  of 
Vinegar,  186  Fed.  400;  Von  Bremen 
v.  United  States,  192  Fed.  904; 
United  States  v.  Seventy-five  Boxes 
of  Alleged  Pepper,  198  Fed.  934. 

While  these  regulations  are  with¬ 
in  the  power  of  Congress,  it  by  no 
means  follows  that  the  State  is  not 
permitted  to  make  regulations,  with 
a  view  to  the  protection  of  its  peo¬ 
ple  against  fraud  or  imposition  by 
impure  food  or  drugs.  This  sub¬ 
ject  was  fully  considered  by  this 
court  in  Savage  v.  Jones,  225  U.  S. 
501,  in  which  the  power  of  the  State 
to  make  regulations  concerning  the 
same  subject-matter,  reasonable  in 
their  terms  and  not  in  conflict  with 
the  acts  of  Congress,  was  recog¬ 
nized  and  stated,  and  certain  regu¬ 
lations  of  the  State  of  Indiana  were 
held  not  to  be  inconsistent  with  the 
Food  and  Drugs  Act  of  Congress. 
While  this  is  true,  it  is  equally  well 
settled  that  the  State  may  not,  un¬ 
der  the  guise  of  exercising  its 
police  power  or  otherwise,  impose 
burdens  upon  or  discriminate 
against  interstate  commerce,  nor 
may  it  enact  legislation  in  conflict 
with  the  statutes  of  Congress  passed 
for  the  regulation  of  the  subject, 
and  if  it  does,  to  the  extent  that  the 
State  law  interferes  with  or  frus¬ 
trates  the  operation  of  the  acts  of 
Congress,  its  provisions  must  yield 
to  the  superior  Federal  power  given 
to  Congress  by  the  Constitution. 
Texas  &  Pacific  Ry.  Co.  v.  Abilene 
Cotton  Oil  Co.,  204'  U.  S.  426; 
Northern  Pacific  Ry.  Co.  v.  Wash¬ 
ington,  222  U.  S.  370;  Southern  Ry. 


Co.  v.  Reid,  222  U.  S.  424;  Second 
Employers’  Liability  Cases,  223, 
U.  S.  1;  Savage  v.  Jones,  supra  533. 

Having  in  view  the  interpretation 
we  have  given  the  Food  and  Drugs 
Acts  and  applying  the  doctrine  just 
stated  to  the  instant  cases,  how 
does  the  matter  stand?  When  de¬ 
livered  for  shipment  and  when  re¬ 
ceived  through  the  channels  of  in¬ 
terstate  commerce  the  cans  in  ques¬ 
tion  bore  brands  or  labels  which 
were  supposed  to  comply  with  the 
requirements  of  the  Act  of  Con¬ 
gress.  Whether  the  Secretaries  had 
the  power  under  the  Food  and 
Drugs  Act  to  make  the  regulation 
set  out  above  is  not  now  before  us. 
It  is  enough  for  the  present  pur¬ 
pose  to  say  that,  so  far  as  this  rec¬ 
ord  discloses,  it  was  undertaken  in 
good  faith  to  label  the  articles  in 
compliance  with  the  Act  of  Con¬ 
gress,  and,  if  they  were  not  so  la¬ 
beled,  by  Section  2  provision  is 
made  for  the  enforcement  of  the 
act  by  criminal  prosecution  and  by 
Section  10  by  proceedings  in  rem. 
Whether  the  labels  complied  with 
the  Federal  law  was  not  for  the 
State  to  determine.  This  was  a 
matter  provided  for  by  the  Act  of 
Congress  and  to  be  determined  as 
therein  indicated  by  proper  proceed¬ 
ings  in  the  Federal  courts. 

The  label  upon  the  unsold  article 
is  in  the  one  case  the  evidence  of 
the  shipper  that  he  has  complied 
with  the  Act  of  Congress,  while  in 
the  other,  by  its  misleading  and 
false  character,  it  furnishes  the 
proof  upon  which  the  Federal  au¬ 
thorities  depend  to  reach  and  pun¬ 
ish  the  shipper  and  to  condemn 
the  goods.  If  truly  labeled  within 
the  meaning  of  the  act  his  goods 
are  immune  from  seizure  by  Fed¬ 
eral  authority;  if  the  label  is  false 
or  misleading  within  the  terms  of 
the  law  the  goods  may  be  seized 
and  condemned.  In  other  words, 
the  label  is  the  means  of  vindica¬ 
tion  or  the  basis  of  punishment  in 
determining  the  character  of  the  in¬ 
terstate  shipment  dealt  with  by 
Congress.  While  in  this  situation, 
the  goods  being  unsold,  as  a  condi¬ 
tion  of  their  legitimate  sale  within 
the  State,  and  also  of  their  being 
in  the  possession  of  the  importer 
for  the  purpose  of  sale  and  of  be¬ 
ing  exposed  and  offered  for  sale  by 
him,  the  Wisconsin  statute  provides 
that  they  shall  bear  the  label  re¬ 
quired  by  the  State  law  and  none 
other  (which  represents  a  sacchar¬ 
ine  substance,  as  do  the  labels  in 
these  cases).  In  other  words,  it  is 
essential  to  a  legal  exercise  of  pos¬ 
session  of  and  traffic  in  such  goods 
under  the  State  law  that  labels 
which  presumably  meet  with  the  re¬ 
quirements  of  the  Federal  law  and 
for  the  determination  of  the  cor¬ 
rectness  of  which  Congress  has 
provided  efficient  means,  shall  be 
removed  from  the  packages,  before 
the  first  sale  by  the  importers.  In 
this  connection  it  might  be  noted 
that  as  a  practical  matter,  at  least, 
the  first  time  the  opportunity  of 
inspection  by  the  Federal  authori¬ 
ties  arises  in  cases  like  the  present, 
is  when  the  goods,  after  having  been 
manufactured,  put  up  in  package 
form  and  boxed  in  one  State  and 
having  been  transported  in  inter¬ 
state  commerce,  arrive  at  their  des¬ 
tination,  are  delivered  to  the  con¬ 
signee,  unboxed,  and  placed  by  him 
upon  the  shelves  of  his  store  for 
sale.  Conceding  to  the  State  the 
authority  to  make  regulations  con¬ 
sistent  with  the  Federal  law  for  the 
further  protection  of  its  citizens 
against  impure  and  misbranded 
food  and  drugs,  we  think  to  per¬ 
mit  such  regulation  as  is  em¬ 
bodied  IN  THIS  STATUTE  IS  TO  PER¬ 
MIT  a  State  to  discredit  and  bur¬ 
den  LEGITIMATE  FEDERAL  REGULA¬ 
TIONS  OF  INTERSTATE  COMMERCE,  TO 


DESTROY  RIGHTS  ARISING  OUT  OF  THE 

Federal  statute  which  have  ac¬ 
crued  BOTH  TO  THE  GOVERNMENT 
AND  THE  SHIPPER,  AND  TO  IMPAIR 
THE  EFFECT  OF  A  FEDERAL  LAW 
WHICH  HAS  BEEN  ENACTED  UNDER 

the  Constitutional  power  of  Con¬ 
gress  OVER  THE  SUBJECT. 

To  require  the  removal  or  de¬ 
struction  before  the  goods  are  sold 
of  the  evidence  which  Congress  has 
by  the  Food  and  Drugs  Act,  as  we 
shall  see,  provided  may  be  examined 
to  determine  the  compliance  or  non- 
compliance  with  the  regulations  of 
the  Federal  law,  is  beyond  the 
power  of  the  State.  The  Wiscon¬ 
sin  act  which  permits  the  sale  of 
articles  subject  to  the  regulations 
of  interstate  commerce  only  upon 
condition  that  they  contain  the  ex¬ 
clusive  labels  required  by  the  stat¬ 
ute  is  an  act  in  excess  of  its  legi¬ 
timate  power. 

It  is  insisted,  however,  that,  since 
at  the  time  when  the  State  act  un¬ 
dertook  to  regulate  the  branding  of 
these  goods,  namely,  when  in  the 
possession  of  the  plaintiffs  in  error 
and  held  upon  their  shelves  for  sale 
the  cans  had  been  removed  from 
the  boxes  in  which  they  were 
shipped  in  interstate  commerce,  they 
had  therefore  passed  beyond  the 
jurisdiction  of  Congress,  and  their 
regulation  was  exclusively  a  matter 
for  State  legislation.  This  asser¬ 
tion  is  based  upon  the  original  pack¬ 
age  doctrine  as  it  is  said  to  have 
been  laid  down  in  the  former  deci¬ 
sions  of  this  court.  The  term 
original  package  had  its  origin  in 
Brown  v.  Maryland,  12  Wheat.  419, 
in  which  this  court  had  to  consider 
the  extent  of  the  protection  given 
under  Federal  authority  to  articles 
imported  into  this  country  from 
abroad  for  sale,  and  it  was  there 
held  that  (p.  441): — 

“When  the  importer  has  so  acted 
upon  the  thing  imported  that  it  has 
become  incorporated  and  mixed  up 
with  the  mass  of  property  in  the 
country,  it  has,  perhaps,  lost  its 
distinctive  character  as  an  import, 
and  has  become  subject  to  the  tax¬ 
ing  power  of  the  State ;  but  while 
remaining  the  property  of  the  im¬ 
porter,  in  his  warehouse,  in  the 
original  form  or  package  in  which 
it  was  imported,  a  tax  upon  it  is 
too  plainly  a  duty  on  imports  to 
escape  the  prohibition  in  the  Con¬ 
stitution.” 

That  doctrine  has  been  many 
times  applied  in  the  decisions  of 
this  court  in  defining  the  line  of 
demarcation  which  shall  separate 
the  Federal  from  the  State  author¬ 
ity  where  the  sovereign  power  of 
the  Nation  or  State  is  involved  in 
dealing  with  property.  And  where 
it  has  been  found  necessary  to  de¬ 
cide  the  boundary  of  Federal  au¬ 
thority  it  has  been  generally  held 
that,  where  goods  prepared  and 
packed  for  shipment  in  interstate 
commerce  are  transported  in  such 
commerce  and  delivered  to  the  con¬ 
signee  and  the  package  by  him  sepa¬ 
rated  into  its  component  parts,  the 
power  of  Federal  regulation  has 
ceased  and  that  of  the  State  may 
be  asserted.  Some  of  the  cases 
in  which  this  doctrine  has  been  con¬ 
sidered  will  be  found  in  the  mar¬ 
gin*  In  the  view ,  however,  which 
we  take  of  this  case  it  is  unneces- 


*Leisy  v.  Hardin,  135  U.  S.  100; 
Rhodes  v.  Iowa,  170  U.  S.  412,  424; 
Schollenberger  v.  Pennsylvania,  171 
U.  S.  1,  19  et  seq. ;  May  v.  New  Or¬ 
leans,  178  U.  S.  496;  Austin  v.  Ten¬ 
nessee,  179  U.  S.  343;  American 
Steel  and  Wire  Co.  v.  Speed,  192 
U.  S.  500,  519  et  seq. ;  Cook  v.  Mar¬ 
shal  County,  196  U :  S.  261 ;  Hey- 
man  v.  Southern  Ry.  Co.,  203  U.  S. 
270,  276;  Savage  v.  Jones,  225  U.  S. 
501,  520;  Purity  Extract  Co.  v. 
Lynch,  226  U.  S.  192,  200. 


sary  to  enter  upon  any  extended 
consideration  of  the  nature  and 
scope  of  the  principles  involved  in 
determining  what  is  an  original 
package.  For,  as  we  have  said, 
keeping  within  its  Constitutional 
limitations  of  authority,  Congress 
may  determine  for  itself  the  char¬ 
acter  of  the  means  necessary  to 
make  its  purposes  effectual,  in  pre¬ 
venting  the  shipment  in  interstate 
commerce  of  articles  of  a  harmful 
character,  and  to  this  end  may  pro¬ 
vide  the  means  of  inspection,  ex¬ 
amination  and  seizure  necessary  to 
enforce  the  prohibitions  of  the  Act, 
and  when  Section  2  has  been  vio¬ 
lated,  the  Federal  authority,  in  en¬ 
forcing  either  Section  2  or  Sec¬ 
tion  10,  may  follow  the  adulterated 
or  misbranded  article  at  least  to 
the  shelf  of  the  importer. 

Congress  having  made  adulter¬ 
ated  and  misbranded  articles  con¬ 
traband  of  interstate  commerce,  in 
the  manner  we  have  already  pointed 
out,  provides  in  Section  10  of  the 
act  that  such  articles  may  be  pro¬ 
ceeded  against  and  seized  for  con¬ 
fiscation  and  condemnation  while 
being  transported  from  one  State, 
territory,  district  or  insular  posses¬ 
sion  to  another  for  sale,  or,  hav¬ 
ing  been  transported,  remaining, 
“'‘unloaded,  unsold,  or  in  original 
unbroken  packages,”  and  the  subse¬ 
quent  provisions  of  the  section  reg¬ 
ulate  the  disposition  of  the  articles 
seized.  To  make  the  provisions  of 
the  act  effectual,  Congress  has  pro¬ 
vided  not  only  for  the  seizure  of 
the  goods  while  being  actually 
transported  in  interstate  commerce, 
but  has  also  provided  for  such  seiz¬ 
ure  after  such  transportation  and 
while  the  goods  lemain  “unbroken, 
unsold  or  in  original  unbroken 
packages.”  The  opportunity  for  in¬ 
spection  en  route  may  be  very  in¬ 
adequate.  The  real  opportunity  of 
Government  inspection  may  only 
arise  when,  as  in  the  present  case, 
the  goods  as  packed  have  been  re¬ 
moved  from  the  outside  box  in 
which  they  were  shipped  and  re¬ 
main  as  the  act  provides,  “unsold.” 
It  is  enough,  by  the  terms  of  the 
act,  if  the  articles  are  unsold, 
whether  in  original  packages  or  not. 
Bearing  in  mind  the  authority  of 
Congress  to  makeefficient  regulations 
to  keep  impure  or  misbranded  ar- 
tcles  out  of  the  channels  of  inter¬ 
state  commerce,  we  think  the  pro¬ 
visions  of  Section  10  are  clearly 
within  its  power.  Indeed,  it  seems 
evident  that  they  are  measures  es¬ 
sential  to  the  accomplishment  of  the 
purpose  for  which  the  Act  was  in¬ 
tended. 

The  doctrine  of  original  packages 
had  its  origin  in  tho  opinion  of 
Chief  Justice  Marshall  in  Brown  v. 
Maryland  already  referred  to.  It 
was  intended  to  protect  the  importer 
in  the  right  to  sell  the  imported 
goods  which  was  the  real  object 
and  purpose  of  importation.  To  de¬ 
termine  the  time  when  an  article 
passes  out  of  interstate  into  State 
jurisdiction  for  the  purpose  of  tax¬ 
ation  is  entirely  different  from  de¬ 
ciding  when  an  article  which  has 
violated  a  Federal  prohibition,  be¬ 
comes  immune.  It  was  not  intended 
to  limit  the  right  of  Congress,  now 
asserted,  to  keep  the  channels  of 
interstate  commerce  free  from  the 
carriage  of  injurious  or  fraudulent¬ 
ly  branded  articles  and  to  choose 
appropriate  means  to  that  end.  The 

LEGISLATIVE  MEANS  PROVIDED  IN  THE 

Federal  law  for  its  own  enforce¬ 
ment  MAY  NOT  BE  THWARTED  BY 

State  legislation  having  a  direct 
effect  to  impair  the  efficient  ex¬ 
ercise  OF  such  means. 

For  the  reasons  stated,  the  stat¬ 
ute  of  Wisconsin,  in  forbidding  all 
labels  other  than  the  one  it  pre¬ 
scribed  is  invalid,  and  it  follows 
that  the  judgment  of  the  State 
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ourt  affirming  the  convictions  of 
he  plaintiffs  in  error  for  selling  the 
rticles  in  question  without  the  ex- 
lusive  brand  required  by  the  State, 
nust  be  reversed,  and  the  cases  are 
emanded  to  the  State  court  for 
'urther  proceedings  not  inconsistent 
,vith  this  opinion. 


ore  About  “  Linwood  Haines 
Limited  of  America.” 


ditional  Information  About  the 
tew  Mail  Order-Cooperative  Buy- 
ng  Scheme  Shows  But  Small  Finan- 
:ial  Backing. 

In  a  recenl  issue  some  space  was 
yen  to  a  report  and  discussion 
the  mail-order  co-operative  buy- 
j  scheme  of  “Linwood  Haines, 
d.,  of  America,”  whose  head- 
arters  are  in  Camden.  Some  ad- 
ional  information  obtained  about 
;  scheme  during  the  week  indi- 
:es  that  although  the  concern  has 
authorized  capital  of  $500,000,  it 
s  very  small  financial  resources, 
d  probably  will  not  spread  very 
idely  on  that  account. 

The  president  and  treasurer  of 
e  company  is  Linwood  Haines,  of 
imden.  Haines  was  formerly  a 
)ck  salesman  for  the  United  5- 
d-10-cent  stores,  and  also  for  the 
nited  Grocers’  Co.,  of  Washing- 
11,  D.  C.,  the  latter  of  which  con- 
m  failed  recently.  He  is  said  to 
ive  sold  considerable  stock  for  the 
>Ove  two  concerns,  but  is  only 
•ssessed  of  small  financial  means. 
The  vice-president,  Joseph  H. 
aines,  was  formerly  a  Camden 
rocer,  and  was  successful  in  a 
nail  way.  The  secretary  is  G. 
orace  Roberts,  a  bookkeeper  of 
fiiladelphia,  and  the  directors  are 
1  the  above  and  J.  H.  Applegate, 
r.  Irwin  May,  O.  D.  Kline  and 
>hn  A.  Woodruff.  None  of  these 
e  men  of  large  means.  The  com¬ 
ply  claims  to  own  unpaid  stock 
Ascriptions  of  nearly  $3,000  and 
erchandise  on  hand  of  about 
5,500.  Its  own  estimate  of  its  ma- 
linery  and  fixtures  is  over  $4,000, 
Jgregating  total  assets  of  slightly 
*’er  $11,000.  Its  only  liabilities 
re  accounts  payable  of  about  $600. 
’eople  who  know  the  concern  es¬ 
tate  it  as  worth  not  over  $4,000 
r  $5,000  net.  So  far  the  credit 
^tended  to  it  has  been  very  moder- 
te. 


California  asparagus  is  pretty 
3or,  the  range  is  $2.75  to  $3.75 
er  dozen ;  the  Jersey  grass  is  25  to 
3  cents  and  South  Carolina  20  to 
5  cents.  A  little  warm,  sunny 
eather  would  bring  lots  of  aspara- 
us  in. 


Tell  your  customers  about 


EGG  ELBOW 
MACARONI 

FIRST: — It’s  absolutely  PURE,  made  of  best 
eggs  and  farina.  SECOND:— It’s  made  in  a  sani¬ 
tary  American  factory,  where  machines  do  the  work 
instead  of  human  hands.  THIRD  :— When  it’s 
cooked,  it’s  the  most  delicious,  most  tender,  most 
wholesome  macaroni  anyone  ever  tasted.  Tell 
your  customers  these  facts  and  get  them  buying 
FREIHOFER’S  EGG  ELBOW  MACARONI ;  it 
pays  you  a  good  profit  and  you  can  depend  on 
steady  sales,  because  its  quality  is  so  pleasing. 

Freihofer  Baking  Company,  Philadelphia 

WHAT  TO  TELL  CUSTOMERS 

“FREIHOFER’S  EGG  ELBOW  MACARONI  is  so  tender,  delicious  and  nourishing,  that  if 
you  try  it  on  my  recommendation,  you’ll  thank  me  for  telling  you  about  it.’ 

This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania' Retail  Merchants 


As  long  as  you  let  the  shoe  store  sell  all  the  shoe  dressing  you  are  losing  a  big  volume  of 
sales  that  would  pay  you  7.5%  profit,  Think  of  it,  75%  profit  on  an  article  everybody  buys.  Don’t 
think  people  “  won’t  buy  shoe  dressing  from  me,”  they’ll  buy  MASON'S  WHITE  DRESSING  and 
MASON’S  TAN  COMBINATION  wherever  they  see  them.  Get  these  sales  and  profits  instead  of 
letting  them  walk  past  your  door.  MASON’S  WHITE  DRESSING  and  MASON'S  TAN  COMBI¬ 
NATION  not  only  pays  you  75%  profit,  but  they  SELL  FAST,  because  everybody  knou'S  them  and 
almost  everybody  will  wear  white  or  tan  shoes  this  season. 


REMEMBER,  you  buy  shoe  dressings  lo  SELL  them,  not  to  KEEP 
them.  MASON’S  SHOE  DRESSINGS  quickly  SELL,  and  pay  you  75% 

JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“  The  beauty  of  white  or  tan  shoes  depends  on  having  them  spick  and  span  at  all  times. 
Use  MASON’S  SHOE  DRESSINGS  and  keep  yours  looking  like  new.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no  change 
and  light  demand  for  actual  wants 
only.  Some  business  is  doing  every 
day,  but  the  market  is  quietly 
rounding  out  its  season,  and  no 
radical  change  is  looked  for  now. 
Values  are  on  a  comparatively  low 
level,  and  holders  do  not  seem  to 
be  pressing  for  sale. 

Coffee 

The  coffee  market  has  shown 
some  slight  upward  tendency  dur¬ 
ing  the  week,  but  not  enough  to 
eliminate  the  softness  and  the 
weakness  which  struck  it  a  few 
weeks  ago.  Prices  on  all  grades 
of ,  Rio  and  Santos  are  unchanged 
for  the  week,  but  decidedly  in  buy¬ 
er’s  favor.  There  seems  to  be  a 
general  belief  that  prices  may  sag 
even  further.  Milds  are  unchanged 
and  dull.  Java  and  Mocha  in  light 
demand  at  unchanged  prices. 

Sugar. 

Sugar  is  a  trifle  uncertain.  Most 
of  the  refiners  are  quoting  about 
the  same  prices  as  a  week  ago,  but 
the  quotation  is  higher  for  future 
shipment  than  on  spot.  Raws  are 
about  unchanged.  The  consump¬ 
tive  demand  for  refined  sugar  is 
fair. 

Syrup  and  Molaaaea. 

Glucose  has  advanced  another  5 
points  since  the  last  report,  and 
compound  syrup  has  also  moved  up 
with  the  total  10  points  made  on 
glucose  during  the  last  two  weeks. 
Sugar  syrup  is  dull  at  ruling  prices, 
and  so  is  molasses. 

Flak. 

Mackerel  shows  no  change  for 
the  week.  The  demand  is  still 
light.  Prices  unchanged.  Cod, 
hake  and  haddock  are  unchanged 
and  quiet.  Salmon  shows  no 
change  for  the  week  and  rather 
light  demand.  Imported  sardines 
still  very  scarce  and  high.  Do¬ 
mestic  sardines  unchanged  and 
quiet. 

Canned  Gooda. 

Tomatoes  are  about  where  they 
were  a  week  ago,  and  the  demand 
is  rather  quiet.  The  market  is  cer¬ 
tainly  not  strong,  and  present 
prices  are  2j4  cents  below  the  level 
ruling  a  month  ago.  No.  2s  are 
relatively  higher  than  3s,  due  to 
greater  scarcity.  Corn  and  peas 
are  dull  and  unchanged,  both  on 


spot  and  futures.  Apples  have 
shown  some  demand  during  the 
week  at  unchanged  prices.  Califor¬ 
nia  canned  goods  and  small  staple 
Eastern  canned  goods  are  in  fair 
demand  at  unchanged  prices. 

Dried  Fruits. 

Prunes  are  unchanged  and  quiet. 
Peaches  and  apricots  are  moder¬ 
ately  active  at  unchanged  prices. 
Raisins  are  firmer  and  higher  on 
the  coast,  due  to  the  new  combina¬ 
tion  out  there,  but  in  the  East  there 
is  only  the  faintest  trace  of  firm¬ 
ness,  and  prices  on  seeded  are  still 
about  1  cent  per  pound  below  the 
coast  parity.  Currants  and  other 
dried  fruits  dull  and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  are  firmer 
and  a  little  higher  in  primary  mar¬ 
kets,  but  about  unchanged  in  a 
jobbing  way.  The»demand  is  fair. 
Marrows  are  also  considerably 
higher  and  $3.50  instead  of  $3.35 
is  now  the  large  quotation  for 
fancy  stock.  California  limas  are 
quiet  and  unchanged,  as  are  green 
and  Scotch  peas. 

Butter. 

The  consumptive  demand  for 
butter  is  absorbing  the  receipts 
each  day,  and  the  quality  now  ar¬ 
riving  is  showing  up  better  each 
week.  There  is  no  material  in¬ 
crease  in  quantity,  however,  and 
the  market  is  still  firm  and  is  not 
likely  to  weaken  much  in  the  near 
future. 

Eggs. 

The  egg  market  is  about  station¬ 
ary,  owing  to  the  fact  that  much 
of  the  receipts  is  going  into  cold 
storage.  The  quality  of  the  eggs 
now  arriving  is  the  best  for  the 
year,  and  the  receipts  are  now 
fairly  liberal.  The  market  is 
healthy  throughout. 

Cheese. 

The  consumptive  demand  for 
cheese  is  somewhat  better,  but  is 
still  below  normal.  As  soon  as  the 
weather  gets  warmer  the  demand 
should  still  further  improve.  What 
new  cheese  are  arriving  are  mild 
and  poor  and  are  selling  at  3  to  4 
cents  under  the  market  for  the  best 
held  cheese. 

Provisions. 

Everything  in  the  provision  line 
is  firm.  All  cuts  of  smoked  meats 
show  an  average  advance  of  J4 


cent.  Pure  lard  is  firm  and  un¬ 
changed  and  shows  increased  con¬ 
sumptive  demand.  Compound  lard 
is  also  in  better  consumptive  de¬ 
mand  at  an  advance  of  about  J4 
cent.  Dried  beef  is  up  cent  per 
pound  and  firm.  Barreled  pork  is 
firm  and  unchanged  and  canned 
meats  are  steady  and  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 

Imported  Fish  Specialties. 

Herring  business,  as  expected  at 
this  season  of  the  year,  is  practi¬ 
cally  at  a  standstill,  very  little  being 
sold,  and  very  little  demand.  The 
only  thing  that  we  are  selling  in 
the  herring  line  is  Norwegian  her¬ 
ring,  and  they  are  very  scarce,  and 
what  is  left  that  is  really  fine  bring 
good  prices. 

Mackerel  absolutely  neglected 
and  practically  no  business. 

Imported  Oil  Sardines. — The 
trade  continues  very  good  and  is 
very  satisfactory.  There  is  a  good 
consumptive  demand  and  the  trade 
in  general  seems  to  have  little  or 
no  stock,  having  bought  for  some 
time  past  from  hand  to  mouth. 
Portuguese  sardines  are  scarce,  but 
the  catch  will  soon  start  again. 
French  sardines  continue  scarce. 
Norwegian  sardines  are  very  scarce. 
The  cheapest  grades  are  practically 
unobtainable,  and  fishing  is  expec¬ 
ted  to  begin  again  May  15th. 
Prices  for  all  sardines  are  very 
firm. 

Strohmeyer  &  Arpk  Co. 

New  York. 

Rice. 

Despite  the  efforts  in  some  quar¬ 
ters  during  the  past  week  to  in¬ 
augurate  a  “bear”  movement,  it  is 
quite  evident  that  it  met  with  fail¬ 
ure,  for  the  market  certainly  has 
held  its  own,  and  the  situation  may 
be  regarded  as  healthy  and  the 
general  tone  in  reality  decidedly 
improved,  with  greater  activity  ap¬ 
parent  in  the  near  future.  Several 
large  blocks  of  stocks  have  changed 
hands  and  the  whole  range  of  val¬ 
ues  has  moved  upwards.  This  has 
stimulated  a  feeling  of  confidence 
on  part  of  buyers  that  any  pur¬ 
chases  made  will  yield  a  satisfac¬ 
tory  profit  between  now  and  the 
next  crop,  and  therefore  insure  the 
investment,  though  it  is  expected 
that  there  will  be  a  degree  of  con¬ 
servatism  in  operations  until  the 
tariff  question  is  settled,  as  this 
would  be  the  natural  trend.  It  is 
admitted  that  Japan  is  in  much 
larger  proportion  when  compared 
with  the  stocks  of  Honduras,  yet 
the  demand  has  improved  for  all 
styles,  and  therefore  it  is  the  gen¬ 


eral  belief  that  present  pjrice^  ar 
likely  not  only  to  be  maintained,  bi 
that  it  will  shdrtly  be  demonstrate 
that  the  remainder  supply  wi 
prove  quite  inadequate  to  trade' r< 
quirements. 

Advices  from  the  South,  afon 
the  Atlantic  Coast,  still  report  du 
conditions,  though  encouragemei 
has  taken  the  place  of  pressur 
under  the  conception  that  the  sitr 
ation  cannot  be  any  worse,  an 
therefore  improvement  must  ult 
mately  prevail.  At  New  Orlear 
the  demand  is  reported  inactiv. 
and  there  is  a  general  dispositio 
to  wait  and  see  how  much  cond 
tions  will  improve  under  the  stimi 
lating  effect  of  the  recent  larg 
operations. 

In  the  interior — Southwest  Lot 
isiana,  Texas  and  Arkansas — notl 
ing  of  note  is  reported.  Plantin 
is  said  to  be  progressing  favorabl 

Cables  and  correspondence  froi 
abroad  note  more  inquiry  for  roug 
rice  and  prices  higher ;  “sp< 
cleaned”  in  better  demand;  “fo 
ward  Burma”  dearer. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Evaporated  Apples,  Etc. 

There  is  no  sign  of  improvemei 
in  the  evaporated  apple  situatic 
locally.  There  seems  to  be  no  in 
provement  in  the  demand  from  tl 
consuming  markets  in  this  counti 
or  Europe,  and  the  speculators  at 
also  awaiting  further  developmen 
before  buying. 

Weather  conditions  are  vei 
favorable,  and  at  the  present  tin 
the  greening  trees  and  early  varii 
ties  iook  very  promising.  Baldwin 
which  bore  very  heavily  last  yea 
do  not  look  to  be  so  well  loadeil 
with  blossoms. 

Asking  prices  are  unchangf 
from  last  week.  Prime  quality,: 
50-pound  boxes  is  quotable  at  4] 
to  5}i  cents  in  carload  lots,  wii 
cartons  J4  cent  per  pound  highe 
Choice,  5jkr  to  6  cents;  fancy,  7  ( 
7J4  cents.  Prime  quality,  191 
crop  for  October-November  shi] 
ment  is  quotable  at  6^4  cents  f.  0. 

Raspberries  are  firmly  held  ; 
14 y2  to  15  cents  f.  0.  b.  in  barrel 
C.  C.  Hall. 

Rochester,  N.  Y. 

Standard  Canned  Good*. 

A  leading  trade  paper  has  ju 
reported  a  feeling  among  me 
chants  that  there  is  still  a  large  su 
plus  of  tomatoes  in  packers’  hand 
This  feeling  is  unfounded,  as.  tl: 
most  carefully  gathered  statist!, 
show  an  exceedingly  small  percen- 
age  of  all  grades  in  first  hand, 
and  especially  of  the  better  class  <: 
packing  such  as  is  demanded  fc 
buyer’s  label,  which  is  commandir; 
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m  8 2j4  to  85  cents  in  the  stand- 
[  grades  as  against  the  regular 
station  of  80  cents  for  packer’s 
el,  but  many  of  the  latter  offer- 
;s  are  found  to  be  of  unsatisfac- 
y  quality  and  really  should  be 
ssed  as  seconds  rather  than 
ndards. 

rhe  regular  spring  demand  has 
t  begun,  and  there  is  every  rea- 
1  to  believe  that  this  will  be  aug- 
nted  this  season  by  the  impetus 
ich  has  been  given  to  the  trade 
Canned  Foods  Week  and  the 
ent  Western  floods, 
rhat  stocks  in  first  hands  are  not 
ge  is  evidenced  by  the  fact  that 
)t  prices  have  been  so  well 
intained  notwithstanding  the 
olutely  nominal  market  which 
:  prevailed  since  the  first  of  the 
.r  and  the  little  disposition  to 
de  quotations  even  in  the  unde- 
ible  grades  and  the  firm  and 
her  prices  that  have  been  main- 
led  for  better  grades. 

Ackers  and  growers  are  getting 
ether  on  a  general  price  of  $9  per 
for  raw  stock.  In  New  Jersey 
price  is  $10.  In  a  few  favored 
tions  where  the  farmers  have 
)wn  a  more  reasonable  attitude 
d  have  been  made  to  realize  the 
Ji  cost  of  packing,  factories  have 
itracted  on  a  basis  of  $8  per  ton. 
$10  per  ton  the  cost  of  packing 
good  standard  tomatoes  will  be 
per  dozen ;  at  $9,  .8037  per 
'en;  at  $8,  .775  per  dozen — so 
:n  at  the  lowest  price  paid  for 
v  stock  the  packer  who  sells  his 
ods  at  80  cents  cannot  make  a 
ing  wage. 

It  is  true  that  for  extra  standard, 
ected  and  fancy  grades,  more 
>ney  is  being  asked  and  obtained, 
t  these  require  extra  care  in 
ndling,  extra  labor,  selection  of 
w  stock,  necessitating  the  dis- 
rding  of  much  that  might  be  used 
lower  grades  or  the  packing  and 
rketing  of  these  at  a  possible 
s  and  the  additional  hazard  of 
>oor  crop  which  is  naturally  fol¬ 
ded  by  a  still  greater  expense  in 
ection  of  fruit;  a  greater  loss 
>m  shrinkage  and  the  necessary 
:king  of  a  still  larger  proportion 
the  inferior  grades  which  must 
sold  at  the  best  obtainable  price, 
en  entailing  a  loss  which  must 
deducted  from  whatever  profit  i's 
tained  from  the  better  grades, 
d  as  the  proportion  of  the  better 
>ck  is  decreased  the  profits  are 
.is  likewise  also  decreased  and 
e  cost  of  packing  by  the  same 
cans  increased.  This  is  a  com- 
-x  question  fully  understood 
ly  by  the  experienced  packer  and 
Idom  appreciated  bv  the  trade. 
We  have  experienced  an  exceed- 
?ly  mild  winter,  in  fact  a  freak 
nter,  and  after  such  good  crops 
dom  materialize  the  following 
ison.  Already  we  have  expen¬ 
ded  an  unprecedented  flood  in 
:  Middle  West.  The  Georgia 
ach  crop  has  been  ruined  by  the 
3st,  in  consequence  of  which 
ckers  have  cancelled  their  orders 
r  supplies,  and  within  the  last  few 


HOW  TO  SELL 

Wilbur’s  Cocoa 

Tell  your  customers  about  the  delicious  Cakes,  Cake 
Icing-,  Puddings,  Pudding  Sauces,  Desserts  and 
Candies  they  can  make  with  WILBUR’S  COCOA 
and  you’ll  find  it  easy  to  sell  them  POUND  and 
HALF-POUND  cans  instead  of  QUARTER 
POUNDS.  They’ll  buy  OFTEN,  too. 

This  is  the  right  idea  in  selling  WILBUR’S  COCOA — to  sell  it 
as  a  FOOD  as  well  as  a  BEVERAGE,  for  COOKING  as  well  as 
for  DRINKING. 

Send  us  the  names  and  addresses  of  some  good  customers  and 
we’ll  mail  to  each  a  copy  of  our  Recipe  Booklet  “  COOK’S 
TOURS  THROUGH  WILBURLAND ”  and  a  coupon  that  will 
bring  them  to  you  to  buy  WILBUR’S  COCOA.  You  make  a 
good  profit  on  WILBUR’S  COCOA — let  us  show  you  how  to 
increase  your  sales. 

H.  0.  WILBUR  a  SONS,  Inc. 

PHILADELPHIA 


Baking 

Cakes 

Cake  Icings 

Charlottes 

Custards 

Ice  Cream 

Puddings 

Pies 

Sauces 

Desserts 

Candy 

Hot  Cocoa 

Iced  Cocoa. 

Cocoa  Syrup 


4; 


WHAT  TO  TELL  CUSTOMERS 

“When  you  use  WILBUR’S  COCOA  for  icing  cakes  you  don’t 
have  to  cook  it,  like  chocolate.  This  saves  time  and  trouble  and 
there’s  no  danger  of  your  icing  being  lumpy.” 


\rp\  (&£TTT\&  JLn 
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helps  organize  the  Pennsylvania  Retail  Merchants 
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days  we  have  had  advices  that  the 
recent  storms  have  greatly  injured 
the  early  peas  on  the  peninsula 
and  packers  have  accordingly  with¬ 
drawn  offerings.  This  is  but  a  be¬ 
ginning.  What  may  follow  is  not 
for  us  to  know  now.  We  may 
know  later  on  to  our  sorrow ; 
hence,  conservative  packers  are 
slow  to  book  business  in  advance 
unless  it  will  show  some  reasonable 
margin  of  profit.  Can  you  blame 
them,  especially  the  men  who  ex¬ 
pect  to  deliver  what  they  sell  both 
in  quality  and  quantity?  You  may 
gamble  on  future  conditions — you 
may  win.  On  the  other  hand,  if 
we  should  have  a  freak  year  you 
might  be  surer  of  winning  should 
you  place  your  order  now  with  the 
responsible  and  reliable  packers 
who  have  made  good  in  the  past 
and  guarantee  to  make  good  in  the 
future. 

The  cheaper  grades  of  spot  corn 
continue  in  demand  and  many 
blocks  are  cleaning  up.  It  is  be¬ 
coming  difficult  to  obtain  anything 
that  will  pass  muster  at  50  cents 
delivered.  Some  is  being  offered 
for  less  money,  but  the  grade  will 
not  bear  investigation.  There  has 
been  a  disposition  to  buy  the 
cheaper  grades  and  to  substitute 
them  for  the  higher  class  article, 
because  to  use  the  language  of  one 
of  the  leading  trade  papers,  “this 
50-cent  corn  makes  a  good  10-cent 
seller  to  the  retailer.”  Why 
shouldn’t  it?  If  he  can  induce  his 


customer  to  take  it  at  this  price  he 
can  obtain  100  per  cent,  profit.  It 
is  questionable  whether  this  kind  of 
illegitimate  merchandise  produces 
satisfied  customers  and  increased 
business,  but  the  temptation  is 
great  and  many  yield  to  it;  yet 
there  have  been  many  who  have 
given  their  trade  the  benefit  of  the 
low  price  and  have  in  consequence 
moved  large  volumes  of  this  cheap 
corn,  thereby  on  account  of  the 
volume  of  sales  making  good  profits 
and  moving  much  of  the  cheaper 
grades  from  packers’  warehouses. 

The  better  grades  of  corn  con¬ 
tinue  to  be  scarce  and  holders  are 
firm  in  their  quotations  and  are 
enabled  to  secure  same  where  these 
better  grades  are  demanded,  which 
is  always  the  case  with  a  certain 
class  of  consumers  even  if  they 
can  buy  the  cheaper  grade  for  less 
money. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Spices. 

The  market  has  been  moderately 
active.  There  has  been  consider¬ 
able  buying  since  the  new  tariff 
bill  has  been  introduced  in  the 
House.  Present  prices,  however, 
we  consider  very  safe,  and  in  an¬ 
ticipation  of  a  duty,  buyers  would 
do  well  to  replenish  their  stock. 

Pepper. — Black  peppers  are  gen¬ 
erally  unchanged.  White  peppers 
are  scarce  and  firmer,  with  upward 
tendency. 


Bed  peppers  higher,  especially 
the  cheaper  grades,  due,  we  believe, 
to  the  proposed  reduction  in  duty. 

Cloves  have  been  fluctuating  and 
at  present  slightly  higher  than  last 
week.  It  is  predicted  that  higher 
values  will  be  realized  during  the 
summer  months  on  account  of 
shortage. 

Nutmegs  steady  and  in  fair  de¬ 
mand.  Prices  generally  un¬ 
changed. 

Cassia  s. — Saigon  unchanged ; 
Batavia  in  steady  demand  at  un¬ 
changed  prices ;  China  grades  very 
active ;  prices  firmer  with  upward 
tendency. 

Gingers. — Prices  remain  low  and 
some  large  sales  have  been  made 
during  the  week.  African  and 
Cochin  are  both  higher. 

Tapiocas  only  in  fair  demand. 
Prices  unchanged. 

Paprikas. — Practically  no  change 
in  spot  prices.  The  proposed  re¬ 
duction  from  to  1  cent  per 
pound  has  made  no  change  in  our 
market ;  both  Hungarian  and  Span¬ 
ish  grades  selling  unusually  well. 

Seeds,  Herbs,  Etc. — The  Under¬ 
wood  Tariff  Bill  places  the  follow¬ 
ing  seeds  on  the  dutiable  list: — 

Anise,  2  cents  per  pound ;  canary, 
Yz  cent  per  pound ;  caraway,  1  cent 
per  pound;  sunflower,  15  per  cent, 
adv. ;  sage,  y2  cent  per  pound ; 
the  duty  on  sage  was  formerly  1 
cent. 

Other  articles  are  on  the  free 
list  as  heretofore. 
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Celery  seed,  poppy  and  musta 
seeds  unchanged  during  the  wet 

McCormick  &  Co.,  Inc, 
Baltimore,  Md. 


MARKET  NOTES. 

Salad  is  wanted,  and  good  sto 
brings  $3.  The  range  is  from 
to  $1.  Stock  is  coming  from  V 
ginia,  North  Carolina  and  Sou 
Carolina,  and  some  from  nearby. 

Florida  beans  range  from  $2. 
to  $3  for  good  stock,  which 
wanted. 

Cucumbers  keep  up — $3.50 
$3-75  f°r  Floridas.  The  quality 
good  and  the  demand  active. 

New  Florida  potatoes  still  av< 
age  $4.50  for  No.  i’s,  and  Bo 
mudas  $6.50.  Demand  active. 

Florida  strawberries  have  flucb 
ated  a  good  deal.  Last  Saturd/ 
they  were  as  high  as  60  cents,  bl 
the  market  went  off  to  15  to  ) 
cents  later.  Most  of  the  stock  t 
very  poor,  on  account  of  bad  Flc- 
ida  weather. 

Virginia  and  North  Carolina  a? 
shipping  a  good  many  beets  and  t2 
range  is  3  to  4  cents  per  bunch. 


John  R.  McFetridge  &  Sons 

\ 

printers  ant>  publishers 


Bine  Catalogue  and  Color  Work 


No.  927  Arch  Street,  Philadelphia 
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AMONG  THE  TRADE. 

David  W.  Gteen,  special  pettier 
the  wholesale  grocery  house  of 
alpen,  Green  &  Co.,  30  South 
ront  street,  died  suddenly  last 
uesday  from  fatty  degeneration  of 
e  heart.  He  took  no  active  part 
the  business,  being  a  man  of  in- 
:pendent  means.  Two  brothers, 

.  Mason  Green  and  Frank  R. 
reen,  are  also  connected  with 
alpen,  Green  &  Co.,  the  former  as 
irtner. 

Sales  of  glass  jars  for  the  1913 
:ason  are  reported  to  have  been 
;ry  good.  Prices  are  about  5 
;r  cent,  below  a  year  ago,  and 
rms  are  better  to  large  buyers. 

Our  attention  has  been  called  to 
>ur  errors  which  appeared  in  a 
atement  sent  to  this  journal  last 
eek  by  J.  H.  Huston  &  Co.,  the 
hiladelphia  sugar  brokers,  and 
ublished  in  that  issue.  The  state- 
rient  discussed  the  proposed  tariff 
eduction  and  mentioned  the  fol¬ 
ding  percentages:  “95-1,000  of 
cent,  71-1,000  of  1  cent,  35-1,000 
f  1  cent  and  26-1,000  of  1  cent.’ 
ill  these  should  have  read  hun 
redths  instead  of  thousandths. 


Vegetables  Coming  From  Mexico. 

A  number  of  tomato  shipments 
ave  already  come  to  the  United 
states  this  year  from  Mexico, 
rhe  greater  part  of  production  is 
it  San  Dieguito,  State  of  San  Luis 
Potosi,  and  Forlorn,  State  of  Tam¬ 
pico,  but  several  carloads  went 
rom  Cervantes,  Tampico.  Many 
hipments  go  by  express.  Mexican 
inion  growers  have  been  greatly 
lisappointed  this  year.  The  acre-' 
ige  was  much  larger  than  ever  be- 
ore  and  everything  indicated  a 
leavy  crop.  It  was  expected  that 
5oo  or  700  carloads  of  onions 
would  be  sent  to  New  York  from 
Tampico  via  the  Ward  Line. 
These  expectations  have  not  been 
realized.  The  crop  is  only  about 
one-half  what  had  been  expected, 
while  growers  could  not  secure 
sufficient  cars.  Total  shipments  to 
New  York  by  the  first  week  in 
April,  when  the  last  shipment  was 
made,  did  not  exceed  200  cars. 
The  New  York  price  is  also  much 
lower  than  last  year.  Two  Ameri 
can  grocery  stores  have  recently 
opened  in  Tampico — the  American 
Grocers  and  the  Torreon  Mecantile 
Co.  The  Sanborn  drug  store  was 
recently  opened  and  has  the  first 
high-grade  soda  water  fountain 
established  in  that  city. 


HOUSEHOLD  COOKING 


GRIDDLE  CAKES  E*  WAFFLES 


CANDY  MAKING 


USED  EVERY  DAY 
USED  EVERY  WAY 

Our  extensive  advertising  has  made 
KARO  the  biggest  selling  syrup.  It 
is  not  only  the  national  favorite  as  a 
table  syrup  because  of  its  purity,  fine 
flavor  and  high  food  value,  but  it  is 
also  extensively  used  in  cooking  and 
home  candy  making.  We  have  shown 
the  KARO  can  in  newspaper,  maga¬ 
zine,  street  car  and  billboard  adver¬ 
tising  everywhere,  and  your  customers 
know  it  as  soon  as  they  see  it.  Make  a 
good  display  of  KARO  and  you  are 
sure  to  have  an  ever  increasing  sale 
to  satisfied  customers. 

Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you  a 
profit  and  sugar  does  not. 

Corn  Products 
Refining  Company 


New  York 


WHAT  TO  TELL  CUSTOMERS 

“You’ll  find  KARO  superior  to  other  syrups  or  molasses, 
not  only  for  hot  cakes  but  also  for  cooking  and  candy  making. 


WHBJb/ZS 
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would  bo  pleased  to  hsw  for  pub! icotioa  li  this  colu ms  the  ideas  of  oar  readers  apoa  trade  topics 
k  boiaf  aadorstood  that  wo  do  >ot  hold  ourselves  respoasible  for  aay  visors  expressed  thereU.  All  com 
■unications  must  bo  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  rood  faith,  bat  not 
necessarily  for  publication.  All  Inquiries  within  oar  power  to  answer  will  also  be  noticed  la  this  department 


State  Secretary  Howes  on  the 
Pharmacy  Bill. 

Erie,  Pa.,  April  16,  1913. 
To  the  Editor. 

Dear  Sir: — Your  editorial  in  last 
issue  on  the  subject  of  House  Bill 
No.  527,  which  forbids  the  sale  of 
all  drugs,  medicines  or  poisons  ex¬ 
cept  in  regularly  licensed  pharma¬ 
cies,  noted.  The  substance  of  this 
bill  was  communicated  to  all  of  our 
local  associations  some  time  ago  in 
our  Bulletin  No.  8.  None  of  our 
local  associations  have  offered  any 
objections  to  the  bill.  So  far  as  I 
am  officially  concerned,  it  is  my  of¬ 
ficial  opinion  that  there  is  nothing 
to  get  alarmed  about  and  not  much 
danger  of  the  bill  passing.  It  is 
one  of  the  numerous  bills  offered 
by  a  special  interest  to  serve  their 
individual  ends.  Whenever  any  of 
our  local  associations  think  we 
should  act  on  this  bill  we  shall  act 
as  vigorously  as  the  circum¬ 
stances  may  require  within  our 
means. 

You  say,  “How  can  the  State 
Association  oppose  it  when  some 
of  its  members  are  druggists?” 
Do  you  think  we  should  hesitate  to 
oppose  a  bill  if  some  of  our  mem¬ 
bers  were  crooks  just  because  it 
was  designed  for  the  regulation  of 
crooks  ?  Don’t  you  worry,  my  dear 
editor,  about  the  inability  of  the 
Retail  Merchants’  Association  of 
Pennsylvania  to  take  up  this  bill 
if  required.  We  have  done  such 
things  before,  and  we  will  prob¬ 
ably  again.  A  majority  rules.  We 
have  never  been  able  to  satisfy  all 
trades  or  all  merchants  on  some 
questions,  and  this  is  one  of  them. 
We  shall  press  the  interests  of  the 
majority  as  vigorously  as  they  may 
require. 

Will  you  please  give  this  letter 
the  same  publicity  that  your  edi¬ 
torial  had.  I  do  not  regard  mercan¬ 
tile  associations  including  all  classes 
as  weakened  thereby,  either  in  leg¬ 
islative  work  or  any  other  work, 
and  I  can  point  you  to  a  number  of 
towns  where  good  general  associ¬ 
ations  have  been  organized  out  of 
the  wrecks  or  remains  of  poor  one 
line  organizations. 

Yours  very  truly, 

A.  M.  Howes, 

Secretary  Pennsylvania  Retail 
Merchants’  Association. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant’s”  suggestion  was 
that  the  Pennsylvania  Retail  Mer¬ 


chants’  Association  might  have 
trouble  effectively  opposing  the 
pending  Pennsylvania  law  forbid¬ 
ding  the  sale  of  drugs  and  medi¬ 
cines  by  grocers  and  general  store¬ 
keepers,  for  the  reason  that  some  of 
its  members  were  druggists,  and 
therefore  heartily  in  favor  of  the 
law.  This  situation  was  used  to 
show  the  weakness  of  a  general 
mercantile  association  instead  of 
one  confined  to  one  line  such  as  a 
grocers’  association  or  a  hardware 
dealers’  association. 

Mr.  Howes  says  there  is  nothing 
in  this — the  State  association  will 
oppose  the  law  anyway;  “the  ma¬ 
jority  rules.”  Of  course  it  can  op¬ 
pose  it,  but  the  “Grocery  World 
and  General  Merchant”  repeats  that 
such  situations  are  not  good  things 
for  associations  and  do  not  make 
for  maximum  efficiency.  Such  a 
condition  is  much  more  than  a 
mere  difference  in  opinion  between 
members ;  it  presents  all  the  differ¬ 
ence  between  poison  and  meat. 

*  *  * 

Something  More  About  Figuring 
Profits. 

Detroit,  Mich.,  April  10,  1913. 

To  the  Editor. 

Dear  Sir : — Here  is  one  of  the 
liveliest  and  clearest  articles  on  the 
subject  of  figuring  profits  that  has 
appeared  in  a  long  time.  It  illus¬ 
trates  two  different  methods  of 
figuring  profits,  either  one  of  which 
is  correct.  It  illustrates  the  dan¬ 
gers  of  mixing  methods. 

The  principle  explained  here 
marks  a  new  epoch  in  business 
arithmetic — a  same  method  of  fig¬ 
uring  profits  that  will  go  a  long 
way  towards  lessening  the  number 
of  retail  failures  that  occur  every 
year. 

Public  school  arithmetics  have 
taught  the  present  generation  of 
business  men  a  method  of  figuring 
profits  that  is  largely  responsible 
for  most  of  these  failures. 

The  American  Book  Co.,  the 
biggest  publishers  of  schools  books 
in  the  world,  has  already  taken  the 
step  to  bring  school  arithmetics  into 
line  with  business  practice,  as  out¬ 
lined  in  this  article. 

Very  truly  yours, 

F.  M.  Paull. 


The  article  sent  with  this  is  en¬ 
titled  "School  Arithmetic  and  Busi¬ 
ness  Arithmetic,”  by  H.  C.  Lening- 
ton.  The  following  extracts  are 
worthy  of  reproduction  : — 

“A  retail  merchant  bought  a  suit 
of  clothes  at  wholesale  for  $16. 
How  much  would  he  have  to  sell  it 
for  to  make  a  profit  of  25  per 
cent.  ?” 

This  is  a  problem  found  in  a 
school  arithmetic  used  in  Dallas. 
This  department  of  the  book  was 
called  “Gain  and  Loss.”  The  re¬ 
sult  as  given  in  the  key  to  answers 
found  in  the  back  of  the  volume 
was  $20. 

That  does  very  well  for  a  boy  in 
the  fifth  or  sixth  grade  at  school. 
But  for  the  man  conducting  a  retail 
clothing  store,  the  real  question  is: 
"How  much  would  a  merchant  lose 
who  figured  his  profit  and  loss  ac¬ 
count  in  this  manner?” 

I  have  sprung  the  following  prob¬ 
lem  to  several  of  our  school  boys : 

“A  retailer  handled  a  stove  costing 
him  wholesale  $10.  He  wished  to 
make  a  profit  of  10  per  cent.  His 
cost  of  doing  business  he  estimates 
at  18  per  cent.  What  should  be 
his  selling  price?” 

The  answer  is  not  $12.80,  but 

$1389. 

My  way  of  figuring  has  caused 
some  excitement  among  our  school 
teachers,  who  claim  that  I  have  not 
worked  the  example  correctly.  They 
seem  to  think  that  this  is  just  a 
“grafting”  way  the  merchants  have 
of  figuring  up  their  profits. 

Suppose,  for  illustration,  that  a 
retail  merchant  is  going  over  his 
last  year’s  business.  Suppose  that 
he  finds  that  his  total  sales 
amounted  to  $10,000.  That  includes 
every  last  cent  he  took  in  over 
the  counter.  In  other  words,  that 
$10,000  exactly  equals  the  gross  to¬ 
tal  selling  prices  on  merchandise 
sold  during  1912. 

Now,  he  goes  over  his  books 
again  and  finds  that  his  various  nec¬ 
essary  expense  items,  rent,  salaries, 
deliveries,  light,  heat,  advertising, 
insurance,  losses,  depreciations,  bad 
accounts,  etc.,  amount  to  $1,800. 

That  $1,800  is  just  18  per  cent, 
of  $10,000,  his  gross  sales.  If  he 
made  $1,000  profit  (net),  that  is 
10  per  cent,  on  the  same  $10,000 
gross  sales.  The  cost  of  doing 
business  added  to  the  profit,  there¬ 
fore  equals  28  per  cent.,  not  of  the 
cost  of  the  merchandise,  but  of  the 
selling  price  of  all  the  merdhandise 
sold.  The  first  cost  of  the  mer¬ 
chandise  is  found  by  adding  the 
business  charges  ($1,800)  and  the 
profit  ($1,000)  together,  making 
$2,800,  and  substracting  this  from 
the  $10,000,  the  answer  being  $7,200. 
This  is  72  per  cent,  of  the  $10,000 
gross  sales. 

Stated  concisely,  this  means  that 
the  $10,000  gross  sales  equals  100 
per  cent.,  of  which  18  per  cent.,  is 
the  cost  of  doing  business,  10  per 
cent,  the  profit  and  72  per  cent,  the 
cost  of  merchandise  at  first  hand. 


Suspicious  Even  When  Food 
is  Cheap. 

Charles  J.  Kramer,  past  president 
of  the  National  Association  of  Re¬ 
tail  Grocers,  has  recently  written 
several  articles  for  the  public  press 
of  Little  Rock,  Ark.,  defending  the 
retail  grocer  against  the  imputation 
of  being  the  blame  for  what  is 
termed  the  “high  cost  of  living.” 
Not  only  defending  the  grocef  from 
this  attach  but  declaring  that  there 


is  no  cause  whatever  for  the  con¬ 
tention  that  the  cost  of  living  is 
higher  than  it  has  been  during  the 
past  few  years.  We  quote  the  fol¬ 
lowing  from  a  letter  just  received 
from  him : — 

“A  few  days  ago  we  received  a 
carload  of  cabbage.  It  cost  us  at 
the  rate  of  $8  a  ton,  as  against  a  jj 
cost  price  last  year  of  $50  a  ton.  1 
A  sample  of  the  vegetable  was 
placed  on  exhibition  in  the  window 
with  a  price  mark  of  5  cents  on  it. 
Within  ten  minutes  after  the  display 
had  been  arranged  a  police  officer 
walked  into  the  store  and  wanted 
to  know  what  was  the  matter  with 
the  head  of  cabbage.  It  took  some 
time  to  convince  him  that  the  cab¬ 
bage  was  sound.  He  finally  bought 
one.  I  think  that  is  a  lesson  on 
the  ‘high  cost  of  living’  myth.  Peo¬ 
ple  are  afraid  to  pay  reasonable 
prices  for  goods  nowadays.  They 
prefer  to  pay  highly  and  get  the  sat¬ 
isfaction  of  knowing  that  their  pos¬ 
sessions  are  valuable.” 


Valencia  Raisin  Producers  Say 
Sulphurizing  is  Harmless. 

The  producers  of  imported  Va¬ 
lencia  raisins  invariably  use  sulphur 
to  bleach  the  fruit,  and  scout  the 
idea  that  it  is  harmful.  Here  is  a 
description  of  the  process:  “A  de¬ 
velopment  of  the  artificial  curing 
of  raisins  (and  probably  itself  a 
big  incentive  to  the  more  extended 
use  of  that  method)  is  the  chemical 
mode  of  decolorization  or  bleach¬ 
ing  and  preservation  by  the  sulphur 
treatment.  When  this  process  is 
rationally  employed  there  is  no  det¬ 
riment  to  the  health  of  the  con¬ 
sumer,  while  the  keeping  quality 
and  appearance  of  the  raisin  are 
greatly  enhanced.  A  receptacle 
containing  burning  sulphur  is  in¬ 
serted  in  the  pipe  or  tube  which 
conducts  heat  from  the  stove  to  the 
room  or  oven,  and  in  this  manner 
the  sulphur  fumes  are  forced  into 
the  room  with  the  air  and  circulate 
among  the  grapes  undergoing  des¬ 
iccation.  The  chemical  action  of 
the  sulphur  tends  to  heal  the  cracks 
in  the  skin  produced  by  the  alkali 
bath,  disinfects  the  fruit  and  de¬ 
stroys  any  microorganisms  result¬ 
ing  from  possible  fermentation  of 
the  raisins,  without  extracting  an 
excess  of  humidity;  and  by  its  ac¬ 
tion  on  thevegetable  coloring  matter 
in  the  grape  leaves  the  raisin  with 
a  beautiful  golden  hue  and  empha¬ 
sizes  the  sweet  aromatic  taste  and 
odor  characteristic  of  the  muscat 
grape.  Subsequent  exposure  of  the 
fruit  to  the  sun  for  two  or  three 
days  eliminates  all  trace  of  the  sul¬ 
phurous  agent,  leaving  no  percep¬ 
tible  taste  or  smell.” 


Florida  limas  are  still  high — 
around  $4.  The  demand  is  slow. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Store*,  Dover,  N.  J. 


The  Pre-convinced  Buyer 
is  a  Quick  Buyer 

THE  merchant  and  the 
salesmen  who  recognize 
this  fact  and  take  advantage 
of  it  are  bound  to  push  ahead 
of  the  dealer  who  assumes 

the  task  of  educating,  convincing,  and 
selling  each  customer. 

The  store  selling  advertised  goods  is 
the  store  sought  by  the  pre-convinced 
buyer.  Such  purchasers  know  what  they 
want,  and  it  requires  no  educational  argu¬ 
ment  to  sell  them  advertised  goods  —  the 
chances  are  that  they  are  as  well  posted 
on  the  merits  of  the  goods  as  the  mer¬ 
chant  or  clerk  selling  them  —  and  all 
through  advertising. 

National  Biscuit  Company  products 
are  the  standard  of  the  country  in  qual¬ 
ity.  They  are  nationally  known  because 
they  have  been  nationally  advertised  for 
years.  Buyers  are  pre-convinced  in  regard 
to  N.  B.  C.  products.  It  takes  neither 
argument  nor  effort  to  sell  them. 

NATIONAL  BISCUIT 
COMPANY 


©  ©  ®  © 


Parcels  Post  Business  Increasing. 


Parrot  Talk  seldom  sells  goods, 
ying  “soap,  starch,  blue,  baking 
wder,  spices,  tea,  coffee,  sugar, 

at  the  rate  of  a  hundred  a  min- 
;  leaves  no  impression  on  the 
stonier.  It’s  only  when  you  take 
e  thing  at  a  time  and  talk  that 
,ng  with  impressiveness  and  in- 
ligence  that  counts.  If  I  want 
win  a  customer  on  tea  I  find  out 
lat  she  uses  then  I  talk  some- 
ing  like  this.  Taking  up  a  sam- 
;  I  would  say:  “This  is  our 
ora  Blend  Mixed  Tea;  while  we 
11  it  for  50  cents  a  pound  the 
;ylon  that  is  in  this  retails  for  80 
nts.  It’s  put  here  to  add  particu- 
r  strength  and  character  to  the 
snd.  This  long  leaf  is  ‘Basket- 
red  Japan’  and  that  light  green 
if  is  Hyson.  You  would  not  en- 
y  either  one  of  these  teas  of 
emselves  nor  would  you  like  this 
olong — that  other  dark  leaf,  but 
ft'erent  quantities  of  these 
oughtfully  put  together  makes  a 
end  that  you  will  find  most  de- 
ghtful  and  I  would  be  pleased  to 
id  a  half  pound  to  your  order.’’ 
Just  saying  your  50-cent  mixed 
:a  is  “good  tea”  isn’t  enough.  No 
Jod  ad  Writer  would  stop  there. 
And,  gentlemen,  you  are  all  ad- 
ertising  men. 

Keep  that  fact  before  you. 

*  *  * 

“He’s  Just  Lucky.” — Don’t  you 
elieve  it.  The  fellow  that  you 
iiink  is  “just  lucky”  is  just  a  hust- 
:r.  His  “luck”  came  from  being 
n  the  job  and  being  wide  awake 
nd  putting  a  lot  of  ambition  into 
lis  work.  Let  no  man  sit  back 
ind  imagine  that  luck  is  against 
dm.  My  dear  boy,  good  luck  is 
"eady  for  you  just  as  soon  as  you 
nake  yourself  ready  for  it.  Keep 
hat  big  aim  of  yours  well  in  sight 
nd  hammer  away  every  day  fitting 
■ourself  to  “arrive”  there.  When 
ou  do  “arrive”  the  other  fellow 
vill  say  “he’s  just  lucky.”  What 
vould  you  call  it? 

*  *  * 

“AH  Together.”— Ever  see  a  tug 
)f  war?  Notice  how  the  home 
:eam  pulled  together.  That’s  the 


game  in  business.  All  the  snarling 
and  this  “getting  back”  business 
and  all  this  running  counter  to  one 
another  is  death  to  good  results. 
Clap  the  receiver  and  the  shipper 
and  the  driver  on  the  back  and  tell 
them  “we’re  all  in  it  for  the  good 
of  the  Boss,  boys,  and  I’m  there 
with  the  rest.  Let  go  your  feelings 
— forget  the  weakness  of  the  other 
chap  and  “let’s  commence  over 
again.”  No,  no,  there  must  be  no 
antagonism.  Pull  good  and  hard 
together  and  you'll  make  the  town 
ring.  Keep  up  the  snap  and  bite 
and  argue  and  the  spirit  of  you  be 
damned  and  your  store  won’t  be 
heard  of  much  farther  than  the 
next  block. 

*  *  * 

“The  Under  Your  Nose  Things.” — 

A  store  that  has  any  real  life  has 
specials.  Giving  the  customer 
what  she  calls  for  is  a  good  ar¬ 
rangement  of  a  finely  equipped  slot 
machine  institution.  You  are  liv¬ 
ing  men.  These  specials,  these 
things  that  pay  a  fair  profit  and 
these  brands  of  goods  that  you 
want  to  establish  must  be  under 
your  nose  so  to  speak.  They  must 
be  right  at  hand  so  they  can  be 
picked  up  and  talked  about.  Not 
long  since  I  -noticed  on  one  of  the 
order  tables  (grocery  department) 
of  a  New  York  department  store 
a  dozen  specials  that  the  salesman 
could  conveniently  show  while  he 
sat  with  the  customer  writing  her 
order.  That’s  the  idea  exactly. 
Don’t  take  her  time  nor  your  own 
finding  these  articles  on  the 
shelves.  Try  this.  Have  your  own 
brand  of  corn  and  peas  or  coffee 
or  preserves  handy. 

*  *  * 

Business  Manners. — Roughness  is 
never  pleasing.  Neither  is  abrupt¬ 
ness.  There  are  clerks  who  con¬ 
sider  it  smart  to  cut  out  parlor 
manners  in  business.  Never. 
Back  of  the  counter  is  where  good 
manners  count.  Every  effort  to 
please  leaves  its  impression.  Every 
polite  action  shows  deference  to  the 
customer.  “No  Ma’am”  and  “Yes 
Sir”  are  simple  forms  of  speech, 


but  they’re  respectful  and  proper, 
and  above  all  they’re  pleasing  to 
the  party  addressed.  If  you  wear  a 
cap  it  should  invariably  be  tipped 
to  the  woman  coming  up  to  your 
counter.  It  isn’t  much  to  do,  but 
it’s  business  manners.  Every  cus¬ 
tomer  should  be  thanked  for  an 
order  whether  the  order  is  paid, 
C.  O.  D.  or  charged. 

Another  thing  that  is  somewhat 
in  line  with  this  talk  is  good  gram¬ 
mar.  There  is  no  excuse  for  any 
young  man  that  is  intelligent 
enough  to  sell  goods  to  say  “them” 
prunes  instead  of  those  prunes  or 
these  prunes.  “Isn’t”  is  just  as 
easily  pronounced  as  “ain’t.” 
“Coming”  sounds  nicer  than 
“coinin’  ”.  These  things,  however 
small  they  may  look  to  you,  are 
noticed  by  people  whose  surround¬ 
ings  warrant  carefulness  of  speech. 
Besides  attention  to  niceties  of 
manner  and  speech  most  assuredly 
gain  for  you  personal  respect. 


Parcel  post  business  during 
March  showed  a  gain  of  12,000,000 
packages  over  February,  according 
to  a  report  issued  by  Postmaster 
General  Burleson,  and  Chicago 
with  her  enormous  mail-order  busi¬ 
ness  dropped  from  first  to  second 
place.  More  than  62,000,000  pack¬ 
ages  were  carried  in  March.  The 
New  York  post  office  handled 
5-9 73>000  packages,  to  which  should 
be  added  983,000  packages  handled 
by  the  Brooklyn  office,  making  a 
total  of  6,956,000  packages  for 
New  York  City.  Chicago  came 
next  with  6,800,000  parcels.  Bos¬ 
ton  was  third  with  1,657,000  pack¬ 
ages,  and  Detroit,  which  in  Feb¬ 
ruary  was  ninth,  jumped  to  fourth 
place,  having  1,420,000  packages. 
Next  in  order  were  Philadelphia 
with  1,225,000;  Cleveland,  1,209,- 
000;  St.  Louis,  1,148,000;  Jersey 
City,  863,000  and  Kansas  City, 
687,000. 
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ADVERTISING 


York,  Pa.,  April  7,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — We  are  inclosing  an 
ad.  used  during  Canned  Foods 
Week.  We  would  appreciate  your 
criticism  of  same. 

Yours  very  truly, 

Chas.  H.  Bear  Co. 


The  advertisement  enclosed 
measured  15  inches  across  three 
columns,  and  the  reduced  photo¬ 
graphic  representation  of  it  is  here 
presented : — 


I  think  this  advertisement  could 
have  been  set  better.  For  an  ad¬ 
vertisement  of  this  size  it  isn’t  as 
striking  as  it  might  have  been,  and 
the  reason,  in  my  judgment,  is  that 
it  is  too  cluttered  up  with  rules  and 
side  lines.  I  should  begin  by  elim¬ 
inating  the  lines  above  the  head 
“Canned  Foods  Week.”  They  do 
absolutely  no  good,  but  rather 
harm,  for  they  detract  from  the 
conspicuousness  of  the  head.  I 
should  then  have  set  the  lines  of 
the  introduction  in  one  type  instead 
of  three  or  four,  and  I  would  have 
left  out  those  rules  under  the  lines 
beginning  “An  Event  of  Special 
Importance.”  The  introduction 
doesn't  have  the  straight-away, 
easy-to-read  look  that  it  ought  to 
have.  The  body  of  the  advertise¬ 
ment,  by  which  I  mean  the  part 
containing  the  prices,  could  have 
been  immensely  improved.  The 
short  lines  on  the  sides  ought  to 
have  been  omitted ;  they  do  no  good 
and  eat  up  space.  I  would  be  wil¬ 
ling  to  make  a  small  wager  that  if 
it  could  be  learned  from  the  per¬ 
sons  who  read  this  advertisement, 
either  wholly  or  in  part,  it  would 
be  found  that  hardly  anybody  read 
those  short  lines.  I  would  have 
given  all  that  space  to  a  better  dis¬ 
play  of  the  offerings.  With  that 
additional  space  they  could  have 
been  set  in  larger  type  and  spread 
out.  I  wish  I  had  the  space  to  re¬ 
set  this  whole  advertisement  as  I 
think  it  ought  to  be  reset;  I  am 
sure  it  would  stand  out  of  the  page 
much  more  strikingly,  and  by  the 
same  token  would  stand  to  get  bet¬ 
ter  results. 

*  *  * 

As  to  the  text  of  this  adver¬ 
tisement,  I  think  it  should  have  got¬ 
ten  some  results,  but  believe  I  can 
suggest  some  ways  in  which  it 
might  have  been  improved.  The 
object  was  of  course  to  get  people 
eating  canned  goods  who  hadn’t 
eaten  them  before,  and  to  get 
people  who  are  already  eating  them 
to  eat  more.  To  accomplish  that 


result  it  seems  most  logical  to  pre¬ 
sent  the  proposition  something 
like  this  in  skeleton  form  :  1 — This) 
is  addressed  to  you  who  Might 
Eat  More  Canned  Foods  Than 
You  Do.  2 — Canned  Foods  are 
convenient,  pure,  wholesome,  cheap. 

3 —  They  have  the  fullest  endorse¬ 
ment  of  the  United  States  Govern¬ 
ment  and  are  practically  packed 
under  Government  supervision. 

4—  This  is  a  special  sale  of  brands 
that  we  know  all  about  and  can 
recommend  to  the  limit.  5 — The 
point  of  the  special  sale  is  Canned 
Foods  Week,  a  time  set  apart  tc 
push  canned  foods  all  over  the 
country,  in  order  to  get  everybody 
better  acquainted  with  them.  6 — 
Prices  during  this  sale  are  specially 
reduced  to  about  the  wholesale  cost 
and  such  savings  will  probabl) 
never  be  possible  again.  Perhaps 
Bear  &  Co.  might  have  made  their 
presentation  of  these  points  a  little 
more  effective ;  certainly  they  coulc 
have  done  so  by  stating  each  time 
what  the  goods  would  have  cosl 
sold  in  the  ordinary  way. 

Note. — This  Department  is  de 
voted  to  the  criticism  of  advertis 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  foi 
special  occasions,  upon  request 
and  to  the  suggesting  of  origina 
advertisements  when  data  is  sup 
plied.  All  communications  seni 
in  for  this  Department  should  b< 
addressed  to  the  Editor  of  Scienc< 
of  Advertising.  They  will  lx 
filed  in  their  order  and  taken  uf 
in  strict  rotation. 


Unique  New  Law  for  New  Jersey. 

The  following  new  law  wa; 
passed  by  the  New  Jersey  Legis 
lature,  and  was  signed  by  the  Gov 
ernor,  so  it  is  now  a  law.  The  bil 
was  known  as  Assembly  Bill  No 
668.  Its  intent  was  to  legalize 
fixed  prices  or  to  prevent  unfair 
competition.  The  first  section  of 
this  bill  covers  the  entire  situation 
and  is  as  follows : — 

1.  It  shall  be  unlawful  for  any 
merchant,  firm  or  corporation,  for 
the  purpose  of  attracting  trade  for 
other  goods,  to  appropriate  for  his 
or  their  own  ends  a  name,  brand, 
trade  mark,  reputation  or  good  will 
of  any  maker  in  whose  product  said 
merchant,  firm  or  corporation  deals, 
or  to  discriminate  against  the  same 
by  depreciating  the  value  of  such 
products  in  the  public  mind,  or  by 
misrepresentation  as  to  value  or 
quality,  or  by  price  inducement,  or 
by  unfair  discrimination  between 
buyers,  or  in  any  other  manner 
whatsoever,  except  in  cases  where 
said  goods  do  not  carry  any  notice 
prohibiting  such  practice,  and  ex¬ 
cepting  in  case  of  a  receiver’s  sale 
or  a  sale  by  a  concern  going  out  of 
business. 


Everybody  Should  Vitit 
Oar  Pure  Food  Grocery  \ 
Thit  Week 


Canned  Foods  Week 


An  Exposition  and  Sale  at  Special  Low  Prices  of  Im¬ 
ported  and  Domestic  Canned  hoods  All  This  Week 

AN  event  of  ■pceial  im  lortance  to  Hotelkeepers.  Restauranters(  Boardinghouse  Proprie¬ 
tors  and  Sjna^Gfocer^M^^f^^iojiverj^Jiouaewlfe  io  the  city.  Immense  pur 
chases  from  the  largest  canneries  for  this  special  occasion,  enable  os  to  quote  about  usual 
wholesale  prices  on  many  standard  brands.  Large  users  of  canned  foods  will  find  our 
special  prices  10  dozen  lots  the  lowest  ever  quoted  in  this  city.  Attractive  displays  of  enor- 
mous  quantities  of  various  foods  afford  interesting  inspection  to  visitors. 


What  the  li.  S.  Government’s  Report  Shows 

IS  i*  •  *r  f«eS  that  *v*r  tHrwa  billion  Sins,  of  aft >  (Srti  of  food*  hermetically  aooUd.  oro  oaten  In  the 

United  stole*  every  yoar  without  a  fatality,  while  hund  redo-Af  death*  occur  yearly  from  un»ound  fro*n  food*. 
A*  compared  with  froah  food*.  'Canned  food*  aro  cleaner,  of  lea*  trouble  and  cheaper,  when  ell  eeaoent  are  ceo- 
aidered.  m  addition  to  which,  they  afford  a  variety  ef  foods  the  year  around  not  pctaible  m  any  other  way. 

Special  Prices  For  This  Week  on  Single 

Cans  or  Quantity  Lots 

Whore  dozen  pycet  ore  quoted  half-dozen  lot$  will  be  told  at  the  tame  rate 


At  Onr 
Prices 
Canned 
Foods 
Are 

Economi¬ 

cal. 

Buy 
7  hem 
by  the 
Dozen 


Onr 

Canned 

Foods 

Are 

Strictly 

This 

Season's 

Pack. 

Buy 
7  hem 

by  the 
Dozen 


Shoe  Peg  Com,  4  can*  for  25* 
A  dozen 

Shoe  Teg  Corn,  3  cans' for  25* 
A  dozen  95* 
Cream  Corn,  4  can*  for.  ?*z 
A  dozen  69* 
Cream  Corn,  3  cans  for  20* 
A  dozen  73* 
Cream  Corn.  3  cans  for  25* 
A  dozen  90c 
Cream  Corn,  2  cans  for  19* 
A  dozen  $1.03 
Victoria  Fancy  Maine  Corn! 

2  cans  (or  ...  .  25* 

A  dozen  91  39 
Large  Cans  Toma  toed,  3  cans 

for  ; .  23* 

Large  Cans  Mothers'  Toma¬ 
toes  .  10* 

A  dozen  f  1.05 
Victoria  Tomatoes,  extra  large 
cans  whole  tomatoes.  2 

can6  .  25* 

A  dozen  91.40 

Peas,  4  cans  for .  25* 

-  A  dozen  60* 

Peas,  3  cans  for .  ■. . 23* 

A  dozen.  85* 
Peas,  2  calls  lor  .  25* 

A  dozen  91.42 
Mother's  Peas,  2  rani  for  29* 
A 'dozen  81.63 
Fancy  Stringless  Bean*.  No  2 
_  cans,  3  for  .  . .  .  25* 

A  dozen  90* 
Fancy  Stringless  Bears,  No.  3 

.  cans,  3  for .  32* 

A  dozen  91.15 
California  Asparagus  Tips,  a 

can .  20* 

2  cans  for  3»* 
A  dozen  92. 18 
Victoria  Mammoth  Asparagus. 

30c  cans  . . 25* 

A  dozen  82.75 
California  Lemon  Cling 
Peaches,  20c  cans. .  15* 

2  ca*it  for  28* 
A  dozen  91-60 


Victoria  Brand  Asparagus 
Tips,  a  can  .  22c 

A  dozen  99.50 
Mushrooms.  25c  cans  21* 
A  doz**n  92.30 
California  Apricots,  20c  :ans 
13* 

2  cans  fey  28* 
A  dozen  91.00 

Victoria  Peaches,  30c  cans 

27* 

s  cans  for  52* 
A  dozen  92.73 
Victoria  Hawaian  Slued  Pine 
•pple.  30c  cans  27* 

•  2  cans  for  52* 
A  dozen  92.75 
Canned  Plums,  15c  cans,  2  for 
22* 

A  dozen  91  >25 
Campbell's  Soups;  all  kinds.  ^ 

««»  .  25* 

A  dozen  98* 
Campbell’s  Tork  and  Beans.  3 

cans  for .  27* 

A  dozen  91.00 
Wagner’s  Pork  and  B^rts.  1 

cans  for . 25* 

A  dozen  93* 

Heinz  Pork  and  Beans,  a  fin 
'  0* 
3  cans  25* 
Heinz  Tomato  Soup,  i^r  can* 

2  tor . 27* 

A  dozen  $1.60 
Karo  Syrup,  3  cans  for  27* 
A  dozen  91.00 
Pink  Alaska  Salmon,  3  cans 

lot  .  25* 

A  dozen  85* 
Red  Alaska  Salmon,  »  Sc  cans 
16* 

A  dozen  91-75 
Kippered  Herrings,  12c  tans 

9* 

3  cans  for  24* 
A  dozen  89* 

Sardines  in  oil  or  mustard.  V 
cans.  3  foi  . . .  . n*e 


Canned 
Foods 
Afford  a 
Wide 
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of  Foods 
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Buy 
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by  the . 
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passed 

Buy 
I  hem 
by  the 
Dozen 


Canned  Foods  Week  is  Presented  With  the 
Object  of  Futher  Increasing  the  Prestige  of 
Our  Pure  Food  Grocery  ::::::: 

It  is  a  practical  demonstration  of  the  High  Quality  of 
the  " Bear”  Proaucts  and  the  lowness  of“Bear”prtceSy 
It  should  make  many  new  customers  for  the  Rear  store 

qoa  P*h  L»qj  m  Canned 

Foodt 
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ADAMS 

NEVER-BURST 

PAPER 


Increasing 

Tfie  Grocers!  style 
Profit  on  I  flour 

FL0UR.J  bag 


.'.*p 


L 


Keeps  flour  dry. 

Keeps  out  odors. 

Keeps  flour  from  sifting  out  and  so 
insures  full  weight. 

Costs  less  than  the  cotton  flour 
bag  and  gives  the  grocer  a  larger 
profit. 

Because  it  will  pay  you  and  be¬ 
cause  your  customers  will  be  better 
pleased,  be  absolutely  certain  to  or¬ 
der  your  flour  in  quarters,  eighths 
and  smaller  sizes  packed  in  Adams 
“Never-Burst”  Paper  Flour  Sacks. 

“Never-Burst”  Paper  is  a  combina¬ 
tion  of  New  Manilla  Hemp  stock  with 
used  rope  stock  in  the  right  scientific 
proportions  to  assure  the  greatest 
tensile  strength  without  affecting 
the  pliability  of  the  paper. 


u 


Lets  flour  get  damp. 

Lets  in  odors. 

Lets  flour  sift  out  causing  short 
weight. 

Costs  more  than  the  Adams 
“Never-Burst”  Paper  Flour  Sack 
and  leaves  the  grocer  a  smaller 
profit. 

Stop  buying  and  selling  flour  packed 
in  cotton  bags  because  you  make  less 
on  it,  because  it  is  affected  by  dirt, 
dampness  and  odors,  and  cannot  give 
your  customers  the  same  satisfaction 
as  flour  packed  in  Adams  “Never- 
Burst”  Paper  Flour  Sacks. 


7SEVERBBUR5T 

■.fgg  £E59^g]QI 

The  Adams  Bag  Co. 

CLEVELAND,  OHIO. 


W 
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CCIII. — What  Sometimes  Happens  to  Contracts  Made  by  Telephone. 


In  the  State  of  Ohio  a  few  days 
ago  a  case  was  tried  that  will  find 
a  counterpart  in  the  experience  of 
many  readers  of  these  articles,  so 
for  the  general  good  I  have  de¬ 
cided  to  devote  this  article  to  it. 
The  principles  of  law  laid  down  and 
applied  in  the  disposition  of  that 
case  are  so  fundamental  and  well 
settled  that  it  would  have  had  the 
same  result  whether  it  had  arisen  in 
Maine,  California  or  Ohio.  The 
point  was  the  standing  and  validity 
of  contracts  or  business  dealings 
made  or  had  over  the  telephone. 

A  retail  dealer  in  Cincinnati, 
last  December,  when  the  market  we 
will  say  was  a  dollar,  ordered  some 
goods  by  telephone  from  a  local 
jobber,  the  contract  being  that  they 
should  all  be  delivered  during  the 
following  March,  in  installments  as 
requested  by  the  buyer.  The  re¬ 
tailer  was  accustomed  to  give  his 
orders  to  a  salesman  of  the  jobbing 
house,  and  he  knew  practically  no 
one  at  the  latter’s  store.  He  had 
decided  between  the  salesman’s 
regular  trips  that  the  market  in  this 
particular  commodity  was  likely  to 
advance,  and  that  a  purchase  then 
for  future  delivery  would  be  a  good 
risk.  He  accordingly  telephoned 
his  order  in,  giving  it  to  the  per¬ 
son  who  answered  the  telephone, 
whose  name  and  identity  he  did  not 
take  the  trouble  to  learn. 

When  the  time  arrived  for  the 
delivery  of  the  goods  the  market 
had  advanced  about  20  per  cent., 
and  the  retailer  congratulated  him¬ 
self  on  having  made  a  ten-strike. 
March  passed  without  any  of  the 
goods  appearing,  and  when  the 
buyer  got  in  touch  with  the  house, 
first  through  his  regular  salesman 
and  next  direct,  he  found  that  no¬ 
body  had  the  slightest  knowledge 
of  the  order.  It  did  not  appear  on 
any  of  the  books,  not  even  a  mem¬ 
orandum  of  it  of  any  kind  existed, 
and  none  of  the  employees,  when 
questioned,  remembered  the  tele¬ 


phone  conversation  at  all.  Just 
why  the  buyer  here  failed  to 
mention  the  order  to  the  salesman 
on  his  next  trip,  and  thus  got¬ 
ten  in  touch  with  the  situation 
earlier,  was  not  explained. 

The  jobbing  house  naturally  re¬ 
fused  to  fill  this  man’s  order,  for 
which  it  can  hardly  be  blamed, 
since  it  had  no  record  of  it,  and 
filling  it  would  have  cost  it  nearly 
$100.  The  retailer  went  into  the 
open  market  and  bought  as  many 
goods  as  the  order  had  called  for, 
paying  of  course  the  higher  price. 
Then  he  sued  the  jobbing  house 
for  the  difference,  and  the  trial  of 
a  few  days  ago  was  to  determine 
whether  the  jobbing  house  was  lia¬ 
ble.  The  decision  was  that  the 
jobbing  house  was  not  liable,  and 
the  judge  did  not  even  let  the  case 
go  to  the  jury. 

In  order  to  hold  the  jobbing 
house  on  the  telephone  contract 
which  the  retailer  said  he  made 
with  it,  it  was  first  necessary  to 
show  that  the  jobbing  house  made 
the  contract  by  accepting  his  or¬ 
der.  Right  here  is  the  keynote  of 
all  cases  involving  the  validity  of 
contracts  or  arrangements  made  by 
telephone. 

The  jobbing  house,  like  all  other 
principals,  was  responsible  for  the 
acts  of  its  employees  or  agents, 
within  the  scope  of  their  authority, 
and  the  Cincinnati  retailer  could 
have  fastened  this  contract  upon  it 
by  proving  that  he  telephoned  it  to 
some  member  of  the  firm  or  to  some 
employee.  But  he  would  have  had 
to  prove  who  the  person  was,  and 
in  this  case  he  couldn’t  do  that. 
He  didn’t  know  the  voice,  he  didn’t 
ask  the  name,  and  he  couldn’t  posi¬ 
tively  swear  that  it  was  an  em¬ 
ployee  of  the  house,  or  even  that 
he  talked  with  the  jobbing  house 
at  all.  The  court  therefore  held 
that  there  was  no  proof  whatever 
that  the  contract  was  ever  made 
with  the  defendant  and  dismissed 


the  case.  Any  court  in  the  land 
would  have  held  the  same. 

The  principle  is  thus  stated  in  a 
leading  case:  “Evidence  of  a  con¬ 
versation  by  telephone  between  the 
plaintiff  and  some  one  at  the  de¬ 
fendant’s  place  of  business  is  not 
evidence  against  the  defendant 
without  proof  of  who  the  person  at 
defendant’s  place  of  business  was.” 
The  fundamental  principle  is  that 
to  bind  anybody,  the  party  to  a  tele¬ 
phone  contract  or  conversation  who 
seeks  to  hold  the  other  party  to  it, 
must  prove  clearly  who  the  other 
party  was,  and  that  he  or  some  one 
through  him,  is  in  a  position  to  be 
bound. 

Once  the  identity  of  the  other 
party  is  proven,  the  contract,  or 
whatever  it  was,  is  as  good  as  if 
it  had  been  made  with  the  parties 
within  sight  and  arm’s  length  of 
each  other,  and  is  judged  by  the 
same  standard.  This  applies  not 
only  to  such  cases  as  that  tried  in 
Ohio,  but  to  what  would  be  the 
converse  of  that  case,  i.  e.,  where  a 
seller  claimed  to  have  sold  certain 
goods  by  telephone,  but  was  unable 
to  identify  the  voice  of  his  supposed 
buyer  or  prove  who  he  was.  It 
would  also  apply  to  admissions  said 
to  have  been  made  over  the  tele¬ 
phone,  as  in  a  case  known  to  me, 
where  a  creditor  who  had  never 
seen  or  talked  with  a  certain  debtor, 
called  him  up  by  long  distance  tele¬ 
phone,  got  somebody  he  supposed 
was  the  debtor  and  talked  with  Jiim 
about  the  debt.  During  the  con¬ 
versation  the  supposed  debtor  ad¬ 
mitted  the  debt.  It  wasn’t  paid, 
and  the  creditor  brought  suit.  The 
debtor  put  in  a  defense,  and  the 
creditor  to  offset  this  tried  to  tes¬ 
tify  of  the  debtor’s  admission  of 
the  debt  by  telephone,  but  the  court 
stopped  him  when  he  said  he 
couldn’t  identify  the  voice  and  in 
fact  didn’t  certainly  know  who  he 
was  talking  to. 

( Copyright ,  April,  1913,  by 
Elton.  /.  Buckley.) 


Question:  H.  A.  Hanewald,  D 
troit,  Mich. — On  or  about  the  26 
of  December,  1912,  I  purchas< 
from  the  American  Cash  Registj 
Co.  one  second-handed  cash  regi; 
ted,  paying  $10  on  contract,  ai 
was  to  pay  $7.50  per  month, 
notified  them  at  once  that  ca 
register  was  defective,  which  defe 
I  noticed  about  a  week  after  recei 
ing  it.  They  sent  their  repair  m; 
to  repair  it,  but  he  did  not  bett 
it  any,  and  it  was  worthless  to  1 
and  I  refused  to  use  it.  I  then  r 
turned  it.  They  insist  upon  t 
balance  and  hold  my  contra' 
Please  advise  me  what  to  do  in  tl 
case. 

Answer. — Your  status  here  d 
pends  on  the  contract  between  yc 
You  may  have  agreed  to  take  t 
register  “as  is.”  Read  your  co 
tract  carefully  again.  If  you  d 
not,  the  register  must  of  cour 
work,  or  you  can  reject  it  and  n 
only  refuse  to  pay  any  more  on 
but  you  can  demand  the  return 
the  $10  already  paid.  There  is 
least  an  implied  warranty  that 
cash  register  will  do  the  usual  wotl 
of  a  cash  register,  and  if  it  does  ni 
the  seller,  particularly  when  he  > 
the  manufacturer,  cannot  insist  i 
the  buyer  keeping  it. 

Question :  Geo.  L.  Issermovu 
Hokendauqua,  Pa. — On  Octobi 
10,  1912,  J.  Frank  Reed,  of  AlleJ 
town,  representing  the  C.  F.  Wa 
Coffee  Co.,  of  Dayton,  Ohio,  sc 
me  baking  powder,  125  quarto 
pound  cans,  125  premiums  and  2- 
piece  breakfast  set  for  $13,  f: 
which  I  hold  a  duplicate  cop 
About  four  weeks  later  I  receivl 
an  invoice  of  the  C.  F.  Ware  Coffa 
Co.,  of  Dayton,  Ohio,  of  $9.60,  i-3 
voice  calling  for  1 -pound  bakiia 
powder  and  altogether  differed 
premiums  from  what  I  bought.  [j 
wrote  a  letter  the  next  day  to  t  d 
C.  F.  Ware  Coffee  Co.  and  tcl| 
them  that  I  would  not  accept  t; 
goods  as  they  were  not  what  I  c-j 
dered.  I  also  notified  the  statin ; 
agent  that  I  would  not  accept  t: 
goods.  I  wrote  two  letters — t: 
last  one  I  registered — and  told  thei 
I  never  accepted  the  goods,  b: 
they  paid  no  attention  to  my  lette; 
and  kept  on  sending  statemen. 
They  are  now  in  the  hands  of 
receiver  and  they  have  sent  r: 
statements. 

They  have  now  placed  it  in  t‘ 
hands  of  an  attorney  for  collectic. 

About  six  weeks  ago  the  C. 
Ware  Coffee  Co.  ordered  the  st- 
tion  agent  at  Hokendauqua,  P., 
to  return  the  goods. 

I  never  touched  the  goods  b- 
cause  they  did  not  send  me  what- 
bought. 

Can  they  collect  anything  froi 
me? 

Answer. — On  your  statement  m 
facts  the  Ware  Co.  has  no  clan 
against  you,  and  their  attempt  > 
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^PRIVATE 
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COFFEE 

PRIVATE  ESTATE  COFFEE  CO.' 
THE'FULTON  MILLS'NEW  Y0RK.USA 

]  CST  1851  REGISTERED 


The  Shelf  Will  Tell  the  Story 

<Jf  If  you  are  looking  for  merchandise  that  is  easier  to  sell  because  it  is  different,  and  because 
it  therefore  has  a  talking  point,  you  have  it  in  Private  Estate  Coffee.  Out  of  a  shelf  full 
of  ordinary  coffee  the  little  one-pound  Private  Estate  burlap  bags  will  stand  sharply  out. 

Look  at  the  cut — you  can  see  the  distinctiveness  yourself. 

Private  Estate  Coffee  is  a  rich  blend  of  Mexican  and  other  beans,  largely  Mexican,  and 
it  will  hold  and  deepen  all  the  good  impression  that  the  little  bag  makes. 

PRIVATE  ESTATE  COFFEE  COMPANY 


FULTON  MILLS 


Successors  to  F.  A.  CAUCHOIS  &  CO. 


Package  Prunes 


Sell 


By  which  we  mean  U-Say  Selected  Sun-Cured  Sanitary 
Prunes.  You  save  all  the  labor  of  digging,  weighing, 
wrapping,  and  the  goods  please  more.  They  are  clean, 
dustless,  fresh  and  moist. 

§  U-Say  Prunes  don’t  depend  entirely  on  the  package 
principle  for  their  success  —  they  are  a  very  superior 
grade  of  prunes  to  begin  with. 

<1  Five  sizes,  retailing  for  10,  12,  15,  25  and  60  cents. 


BEH  &  HERTER,  Sales  Agents 

140  Franklin  Street,  New  York 


It’s  a  Pretty  Good 
Proposition 

If  you  don’t  sell  Wheatena,  let  us  tell 
you  you  are  missing  something.  We  know 
of  no  other  cereal  with  half  the  steady  re¬ 
peating  power.  It  sells  and  sells  and  sells. 

Why?  Because  it  is  wholly  different 
from  other  breakfast  foods,  and  is  there¬ 
fore  a  welcome  relief  from  the  rank  and 
file  of  conventional  brands. 

Guaranteed  till  it  reaches  your  cus¬ 
tomer’s  spoon. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers*  Association 


■  MCT; 
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■Standard  of  Purity  . 
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'SiandiJ  o(  Puriij 
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Franklin  Carton  Sugars  Include 
All  Active  Selling  Grades 


And  are  packed  in  24,  48  and  60*lb.  containers 


franklin 

granulated 

SUGAR 


FRANKLIN  CARTONS  save  time,  prevent  loss  by  overweight,  save  bags  and  string.  We 
do  the  “factory  work”  of  packaging  the  sugar — you  do  the  “store  work”  of  selling  it.  I  he 
saving  of  time,  overweight  and  string  enables  you  to  make  a  positive  profit  on  sugar  instead 
of  a  loss.  You  can  sell  any  grade  of  sugar  your  customers  want  in  the  convenient,  sanitary 
carton  ;  the  capacity  of  the  containers  enables  you  to  buy  in  the  most  convenient  quantities. 


THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia, 


“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR” 
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make  a  claim  in  court  would  be 
thrown  out.  Assuredly  they  cannot 
make  you  pay  for  what  you  did 
not  buy,  unless  you  accepted  it, 
which  you  did  not  do.  I  should  see 
the  lawyer  who  is  representing 
them — if  he  is  near — and  show  him 
your  copy  of  the  invoice.  If  it 
hears  out  your  statement  he  will 
advise  his  clients  that  they  have  no 
case. 

Question:  R.  S.  Titus,  Sayre, 
Pa. — Have  taken  over  stock  of  an¬ 
other  grocery.  They  have  ioo 
pounds  of  baking  powder,  of  which 
I  am  sending  you  a  wrapper.  I 
agreed  to  take  it  if  it  complies  with 
our  pure  food  laws,  but  would  not 
shelf  or  accept  until  I  hear  from 
you.  My  idea  is  it  is  not  up  to 
the  law,  for  they  did  not  shelf  it. 

Answer. — On  the  end  of  the  box 
appeared  this  label :  “Caution.  Phos¬ 
phate  goods  should  always  be  mixed 
with  cold  milk  or  cold  water.” 
The  main  label  bore  the  name 
“Alderney  Baking  Powder,”  with 
the  usual  recipes  and  directions, 
without  any  revelation  of  the  ghar- 
acter  of  baking  powder  this  is.  I 
scarcely  feel  that  I  can  advise  about 
this  powder  intelligently  without 
knowing  what  kind  of  a  powder  it 
is — phosphate,  alum  or  cream  of 
tartar.  The  label  on  the  end  im¬ 
pliedly  represents  that  it  is  phos¬ 
phate,  but  if  it  is,  it  seems  strange 
that  the  manufacturers  didn’t  say 
so  directly,  as  I  understand  phos¬ 
phate  baking  powder  has  a  better 
reputation  than  either  of  the  others. 
The  point  is  that  if  it  is  not  a 
phosphate  powder  it  is  misbranded. 

I  suggest  that  you  write  the 
Kenton  Baking  Powder  Co.,  Cin¬ 
cinnati,  Ohio,  manufacturers  of 
“Alderney,”  and  after  telling  them 
the  facts,  ask  what  kind  of  a  bak¬ 
ing  powder  “Alderney”  is.  If  they 
tell  you,  write  me  again  and  I  will 
tell  you  whether  its  present  label 
is  legal  or  not. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


My  Views  on  the  Taxation  Business. 


Holy  crikes,  if  it  ain’t  one  thing 
to  worry  over,  it’s  another.  I  ain’t 
had  one  good  night’s  sleep  since  I 
heard  they  were  going  to  pass  an 
income  tax. 

Every  man  that  makes  over 
$4,000  a  year  gets  soaked.  Ain’t 
it  tough  ?  I  can’t  eat  my  meals  for 
fear  I’ll  make  more’n  that  by  the 
time  they  pass  the  tax.  If  they’d 
only  put  it  over  now  my  tax  would 
be  something  like  minus  a  dollar 
and  sixty  cents.  The  Government 
would  owe  me  money,  but  it  would 
be  just  my  luck  to  have  my  wages 
go  up  by  that  time  so’s  I’d  have 
to  pay  some  of  it  over. 

I  know  what  the  fat  rich  feel 
like  now.  All  the  same,  they  ain’t 
gwine  git  me  without  a  fight.  The 
minute  I  hear  the  tax  is  on  and  the 
dog  catcher’s  been  sent  out  with  a 
net  for  me,  I’m  gwine  hide  down 
cellar  and  I  won’t  make  a  copper 
till  he’s  done  gwine  by. 

That’s  me.  Down  with 
gov’ment ! 

All  you  fellows  are  in  it,  too. 
There  ain’t  one  of  you  makes  less’n 
$4,000  a  year.  Why  you  make  that 
much  out  of  sugar  alone.  It  serves 
you  right;  you  hadn’t  ought  to  be 
so  plumb  prosperous. 

I’m  thinking  mighty  hard  of 
starting  something  about  this  tax 
business.  If  these  English  women 
can  set  places  on  fire  just  because 
we  won’t  let  ’em  vote,  why  ain’t  we 
got  the  right  to  burn  things  because 
we’re  taxed  up  to  the  neck?  One 
of  my  customers  was  talking  to  me 
the  other  day  about  his  taxes.  He 
put  his  grocery  business  into  a 
corporation  last  year  and  he  was 
telling  me  the  way  they  soaked 
him. 

“In  the  first  place,”  he  said,  “I 
had  to  pay  a  lot  of  money  just  to 
be  a  corporation.  That  cost  me 
something  like  $300.  Then  when 
the  year  came  around  I  had  to  pay 
a  big  tax  on  my  capital  stock.  I 
had  just  paid  a  tax  on  all  the  real 


estate  I  own,  or  my  wife  had  to, 
which  is  the  same  thing — it’s  in  her 
name — and  then  the  mercantile  tax. 
It’s  something  awful — it  made  a 
fearful  hole  in  my  year’s  profits. 
And  now  comes  the  income  tax 
and  if  I  happen  by  working  hard  to 
make  more  than  $4,000  in  a  year, 
another  levy  goes  on.  Why  it’s 
getting  as  bad  as  Russia !” 

“All  your  own  fault,”  I  said  out 
of  comfort. 

“Why  is  it?” 

“You  have  no  business  to  own 
so  much,”  I  said.  “It’s  easy 
enough  to  get  out  of  it.” 

“Fifty  dollars  cash  for  you  if 
you’ll  tell  me  how.” 

“It’s  a  legal  contract,”  I  said, 
“and  if  you  welch  on  it  I’ll  have 
you  arrested.  Do  less  business, 
that’s  all.  The  less  business  you 
do  the  less  mercantile  tax  you  pay 
and  the  less  money  you’ll  make. 
And  if  you  get  it  below  $4,000 
there’s  no  income  tax.  Why  it’s 
a  cinch !  Gimme  the  $50.” 

“You  forgot  one  thing,”  he  said, 
“what  about  the  taxes  on  the  prop¬ 
erty?  I  suppose  I  could  burn  the 
property  down !” 

“Sure,”  I  said,  “or  sell  it  and  put 
the  money  into  prunes.  There  ain’t 
any  tax  on  prunes  yet  that  I’ve 
heard  of.” 

He  sat  and  looked  at  me  for  two 
or  three  minutes  without  saying 
anything,  just  admiring  me. 

“You  have  certainly  got  a  big 
head,”  he  said,  “pity  there  isn’t 
something  in  it.” 

Understand,  that  shot  was  just 
after  I’d  put  myself  out  to  help 
him ! 

Speaking  about  taxes,  the  only 
real  happy  man  I  know  is  a  darkey 
that  hangs  around  my  boss’s  store, 
picking  up  odd  stevedore  jobs  and 
things  like  that.  A  dollar  to  a  cent 
he  wouldn’t  know  a  tax  if  he  saw 
one.  He  don’t  own  a  darn  thing 
to  pay  a  tax  on  and  he  makes  a  few 
dollars  a  week,  just  enough  to  put 


with  what  his  wife  makes  washing 
to  keep  ’em  alive.  He  don’t  care  a 
blame  whether  you  and  me  have  tc 
pay  a  tax  on  our  rubber  collars,  01 
whether  Caruso’s  windpipe  is 
busted,  or  whether  overcoats  have 
belts  on  or  not.  Happy  ?  Why  it’s 
the  only  life  to  live ! 

The  minute  you  go  into  business 
the  Government  puts  out  a  fellow 
to  sit  up  and  watch  you  so’s  it  car 
grab  something  if  you  make  good 
By  gad,  it  don’t  even  wait  till  yoi 
make  good — you’ve  got  to  pay  the 
tax  anyway.  I  know  dozens  of  fel 
lows  who  ain’t  really  making  a  dol 
lar  out  of  their  stores,  but  the) 
have  to  pay  their  mercantile  tax  al 
the  same,  even  if  they’ve  got  to 
borrow  the  money  to  do  it.  It  ain’ 
right,  but  you’ll  have  to  send  me  t< 
Congress  to  fix  it.  Nobody  else  i 
looking  after  it  that  I  can  see. 

I’ll  guarantee  to  fix  it  if  I  cai 
once  get  to  Congress.  I’ll  get  it 
a  law  that  puts  the  tax  where  i 
belongs.  I’ll  put  a  tax  on  whisker 
and  arrest  every  fellow  that  shave, 
’em  off  to  get  out  of  paying  it.  I’l 
put  a  tax  on  big  feet — a  man  tha 
takes  up  that  much  more  roon 
ought  to  pay  for  it.  I’ll  put  a  ta: 
on  getting  soused;  it’s  worth  it. 

Ain’t  that  the  right  idea? 

The  Stroller. 


Rhubarb  is  very  cheap,  averag 
ing  2y2  cents  per  bunch.  Most  0 
it  is  from  nearby,  points  and  tin 
demand  is  good. 


$2,000,000  Paid  for  Waste 
Paper  in  Pennsylvania 
Last  Year 

How  much  of  it  did  you 
get  ?  There  is  ready  sale 
for  all  your  Waste 
Paper,  Pasteboard 
Boxes,  etc.,  if  baled. 

Till  Buckeye 
Paper  Press 

does  the  work  perfectly. 

Write  for  catalog.  Dept.  A 

Buckeye  Baler  Co. 

IINDLAT,  OHIO 
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Don't  Let  Customers  Complain 
Both  of  Quality  and  Price 

The  best  way  to  make  people  feel  easier  about  the  high 
prices  of  butter  is  to  sell  them  butter  that  pleases  them  to  death. 

Gurnse  butter.  The  price  is  high  on  Gurnse, 
as  it  is  on  all  other  butter,  but  it  is  gilt-edged  value  for  the 
money  and  nobody  will  ever  complain  of  the  quality.  Woe 
betide  you  if  your  customer  complains  both  of  price  and  quality. 

A  fancy  dairy  butter,  made  by  us  in  our  own  way. 
Wrapped  in  brine- dipped  parchment  and  sealed  in  carton. 

Packed  in  20, 30  and  50-pound  boxes  — pounds  and  half  pounds  — 43  cents. 

Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO. 


39-41-43  SOUTH  FRONT  STREET 
PHILADELPHIA,  PA. 


vertisement  for  Fels-Naptha 
soap  is  Fels-Naptha  soap 
itself. 

The  education  of  women  of 
the  home  to  the  special  value 
of  Fels-Naptha,  by  practi¬ 
cal  experience  with  it,  is  a 
continuous,  strong  advertise¬ 
ment  that  is  steadily  making 
for  more  permanent 
sales  for  the  dealer. 


LTD 

PHILADELPHIA 


The  biggest  ad- 


BURK’S 

MEAT  LOAF 


Seasonable  Throughout  the  Year 

Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of 
about  six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  also  be  served  cold  for 
luncheon  or  warmed  in  th  .  oven  in  one  piece  to  take 
the  place  of  a  roast. 

MEAT  LOAf  was  originated  by  us,  now  imitated  by 
others,  but  none  equal  to  Burk’s,  which  is  prepared 
from  only  the  choicest  materials. 


BURK'S 


PASTRY  LARD 


IN  ONE-POUND  PRINTS 

This  lard  is  open  kettle  rendered,  absolutely  pure 
and  prepared  in  the  most  careful  manner  from  the  fat 
of  young  corn-fed  pork.  It  contains  no  stiffening  and 
as  none  of  its  original  properties  have  been  extracted, 
it  is  rich  in  oil  and  especially  adapted  for  fine  pastry. 

Wrapped  in  parchment  paper,  resembling  in  size 
and  shape  a  pound  print  of  butter,  making  a  clean, 
sanitary  and  ever  ready  package. 

Desirable  at  this  season  of  the  year  as  housekeepers 
prefer  to  buy  lard  in  small  quantities,  the  limited 
capacity  of  an  ordinary  refrigerator  preventing  the 
storage  of  the  usual  three  and  five  pound  can. 

Economical  for  the  dealer,  as  it  saves  all  draughts 
and  possible  overweight  during  a  rush  or  through  the 
indifference  of  clerks,  and  makes  unnecessary  the  use 
of  wooden  trays  and  similar  contrivances. 

Made  additionally  attractive  by  the  use  of  the  blue 
and  white  label  which  makes  Burk’s  products  so  dis¬ 
tinctive  wherever  displayed. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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May  Pole  Display. 

May  day  will  soon  be  here  again.  Use  the  old  time  Maypole  as  a 
window  decoration.  It’s  always  attractive  and  especially  if  it’s  bargain 
day.  The  illustration  shows  canned  and  fresh  tomatoes  as  articles 
offered  at  the  bargain  price,  but  the  grocer  can  please  himself  as  to 
this;  another  article  is  just  as  much  appreciated  by  the  customer.  To 
arrange  this  display,  first  cover  the  bottom  of  the  window  with  green 
crepe  paper.  Nail  a  neat  little  round  stick  in  the  centre  of  the  window 
for  the  Maypole  and  on  top  place  a  neat  white  sign  card  with  black 


letters.  Cut  pink  crepe  paper  in  strips  and  about  two  inches  wide. 
Now  start  at  the  bottom  of  the  pole  and  wrap  them  around,  placing  the 
one  end  under  a  large  can  of  tomatoes.  Wrap  the  next  strip  higher 
and  place  the  one  end  under  a  mediym  can  of  tomatoes,  and  the  last 
strip  wrap  towards  the  top  and  place  the  end  under  a  small  can 
of  tomatoes,  the  kind  that  is  used  for  soup  flavoring.  Place  some 
choice  fresh  tomatoes  on  top  of  each  can.  Make  the  background 
of  twisted  strips  of  the  pink  crepe  paper. 


Coffee  Display. 

Coffee  is  always  a  good  selling  article,  but  a  window  display  of  it 
helps  it  along.  Here  is  a  neat  one  sure  to  please.  To  arrange  this 
display,  first  cover  the  bottom  of  the  window  with  white  crepe  paper. 
In  the  centre  in  front  place  a  sign  card  with  lettering  as  illustrated.  At 
each  side,  on  white  paper  napkins,  place  a  little  pile  of  it,  ground.  In 
the  centre  at  the  rear  place  a  long  box,  or  make  a  platform  about  one 
foot  high.  Make  a  slant  of  boards  from  this  at  the  three  sides  and  on 
them  place  some  bags — this  will  prevent  the  coffee  from  slipping.  Cover 


the  slant  and  top  with  the  loose  coffee  after  placing  a  row  of  coffee  in 
bags  all  around  the  bottom.  The  price  per  pound  is  placed  on  the 
large  slant  in  front  with  loaf  or  Domino  sugar.  On  top  place  a  few 
coffee  cups  and  saucers.  At  each  side  place  a  large  burlap  bag  with 
the  word  coffee  painted  on  them.  Roll  the  top  around  and  display  the 
coffee.  The  bags  can  be  made  fakes  by  filling  with  something  else 
and  just  placing  a  little  coffee  at  the  top.  The  background  is  made 
of  twisted  strips  of  the  white  crepe  paper. 


Montgomery  Ward’s  New  York 
Branch  Will  Open  May  1st. 

Current  reports  to  the  effect  that 
Montgomery,  Ward  &  Co.,  the  big 
Chicago  mail-order  house,  will  es¬ 
tablish  a  branch  in  New  York  is 
confirmed  by  advices  from  head¬ 
quarters.  The  company  has  se¬ 


cured  adequate  room  on  the  New 
York  Dock  Co’s  property  in  Brook¬ 
lyn.  The  chief  interest  in  the.  ven¬ 
ture  in  the  grocery  trade  is  con¬ 
nected  with  the  announcement  that 
one  of  the  activities  of  the  concern 
will  have  to  do  with  that  branch  of 
business.  The  Chicago  report 


states  that  this  branch  will  be  very 
actively  looked  after  and  that  it 
will  be  under  the  immediate  super¬ 
vision  of  J.  M.  Kenney,  who  has  a 
wide  experience  in  that  field.  Mr. 
Kenney  is  now  in  Chicago  and  is 
not  expected  back  in  New  York 
much  before  May  ist,  on  which 


date  Montgomery,  Ward  &  Co.  ex¬ 
pect  to  start  their  New  York  ven¬ 
ture  . 


Three  dollars  is  top  price  for 
peas,  which  are  mostly  poor. 
North  Carolina  has  begun  to  ship. 
The  demand  is  fair. 


Published  every 
Monday. 


Grocery  World 


Circulates  in  every 
State  of  the  Union 
and  Canada. 


AJfD 

General  IVlerehant 

Entered  at  the  Philadelphia  Post-Office  as  Second-class  Matter. 


VOL.  LV. 


Philadelphia  and  New  York,  April  28,  1913. 


No.  17. 


Grocery  World 

AND 

leneral  Merchant 

PUBLISHED  WEEKLY  BY  THE 
IOCKKT  WORLD  PUBLICATION  CO., 
AT 

tST  Arch  Street,  Philadelphia. 

telephones: 

1  J  Filbert  3286. 

I  Filbert  3287.  Keystone,  Race  746. 

vate  Exchange. 

New  York  Office: 

No.  56  Pine  Street,  Suite  415-416. 
Telephone,  3792  John. 

All  Checks  and  Drafts  payable  to  the  Gro- 
y  World  Publishing  Co. 

n  Independent  Journal  published  ex- 
lively  In  the  Interests  of  retail  grocers 
1  general  merchant#. 


ELTON  J.  BUCKLEY, 
Editor. 

DAVID  EZEKIEL, 
Advertising  Manager. 


inbsorlptlon  Rates,  Including  Postage, 
Payable  in  Advance : 

PES  YEAS 

United  States  and  Mexico . $3.00 


Canada  .  3.50 

Great  Britain  and  Continent  of  Europe 

and  Asia  .  4.50 

igle  Copies  . 10 


Contents. 


PACK 


ie  Effect  of  the  Wisconsin  Decision  on 
State  Food  Laws .  6 

J  Meat  Packers  Start  to  Fight  Sausage 
RuliDg .  6 

nong  the  Trade .  7 

ie  New  York  Letter .  8 


PAGE 


The  Noise  of  a  Cut  Price .  11 

Bill  to  Give  Merchants  Part  of  Food 
Samples  Will  Probably  Pass .  12 

Well-known  Brands  Prosecuted  Under 
Federal  Food  Law .  14 


Says  Retailers  Are  Throwing  Away 
By-product  Worth  Hundred  Million.  14 


Much  Bogus  Vinegar  on  Market  Still .  18 

The  Grocery  Markets .  20 

Individual  Market  Reports .  20 

Market  Notes . «►. .  23 

Selling  Talks  With  Clerks .  24 

Correspondence .  25 

The  Science  of  Advertising .  26 

Legal  Department .  28 

CCIV. — What  the  Incorporation  of  a 
Small  Business  May  Mean. 

The  Stroller’s  Column  (Contributed  ) .  30 

The  Account  of  a  Tough  Case. 

Window  Dressing  Ideas . .  32 

Want  Department .  34 

“Grocery  World”  Prices  Current .  36 


Index  to  Advertisements. 


PAGE 


"Advertising  World  ” .  30 

Babbitt,  B.  T .  31 


PAGE 

Bell  &  Sons,  Samuel .  33 

Borden’s  Condensed  Milk  Co .  7 

Brown  &  Co.,  P.  F . , .  13  and  27 

Buckley,  Elton  J .  18 

Continental  Paper  Bag  Co .  19 

Corn  Products  Refining  Co .  23 

Crescent  Manufacturing  Co .  34 

Croft  &  Allen  Co .  34 

Davenport  Manufacturing  Co .  27 

Davis  fit  Davis .  18 

Eagle  Roller  Mill  Co . Cover  3 

Fairbank  Co.,  N.  K  .  11 

Farwell  &  Rhines .  30 

Fischer  at  Co.,  B . Cover  4 

Flelschmann’s  Yeast .  11 

Forbes,  J.  P .  34 

Franklin  Sugar  Refining  Co .  15  and  29 

Freihofer  Baking  Co.,  The .  25 

Gold  Medal  Flour .  33 

Hamilton  Corporation,  The .  4 

Hansen’s  Laboratory,  Chr .  31 

Heacock,  H.  F .  34 

Hires  Condensed  Milk  Co . Cover  2 


PAGE 

Kirk,  Foster  at  Co .  24 

Knight  Cooking  Extract  Co . Cover  2 

Lautx  Bros.  Si  Co . Cover  s 

Maplelne .  34 

Mason  Co.,  Jas.  S .  17 


McCahan  Sugar  Ref.  Co., The  W.  J. .Cover  j 


McCaskey  Register  Co.,  The .  31 

National  Cash  Register  Co .  3 

Parke  Co.,  L.  H .  16 

Penn  Chemical  Works,  The .  25 

Philadelphia  Electric  Co.,  The .  is 

Private  Estate  Coffee  Co .  22 

Rumford  Chemical  Works .  14 

Sauer  Co.,  C.  F . Cover  4 


Shredded  Wheat  Company,  The. ..Cover  2 


♦ 

Swift  at  Co .  22  and  33 

Tanglefoot . Cover  4 

Troemner,  Henry .  33 

Upham,  Miller  Co .  34 

Washburn-Crosby  Co.. . .  33 

Watson  A  Co.,  Angus .  17 

Welch  Grape  Juice  Co.,  The .  27 

Wessels  Co.,  The  C.  M .  35 


iitorial . 

h  Power  Held  But  Not  to  Exercise, 
rhe  Real  Reason. 

Some  Sense  from  Lux. 

^mazirgly  Foolish. 

Last  Wednesday’s  Arguments  Against 
Oleo. 


Baker,  W.  H . 

Baker  81  Co.,  Limited,  Walter 
Beh  &  Herter . 


3° 


26 


22 


Hooton  Cocoa  and  Chocolate  Co... 

International  Har.  Co.  of  America 
Indexed  Coupon  Books . 


*9 

34 


Wheatena  Co.,  The . 

Wilbur  &  Sons,  H.  O... 
Young  &  Co.,  Chas.  W, 


24 


21 


9 


6 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  Effect  of  the  Wisconsin  Case  Decision 
on  State  Food  Laws 

Counsel  for  Pennsylvania  Dairy  and  Food  Department  Gives 
Opinion.  Says  State  Still  Has  Power  to  Regulate  Sale  of 
Food  Products  Within  Its  Own  Borders,  Which  is  True 
but  Not  Quite  in  Point.  Another  View  as  to  the  Effect. 


The  chief  counsel  of  the  Penn¬ 
sylvania  Dairy  and  Food  Depart¬ 
ment,  Col.  A.  H.  Woodward,  has 
given  Commissioner  Foust  an 
opinion  as  to  the  effect  of  the 
United  States  Supreme  Court  deci¬ 
sion  in  the  Wisconsin  case,  pub¬ 
lished  last  week,  upon  the  present 
Pennsylvania  food  laws  and  those 
now  pending  in  the  Pennsylvania 
Legislature.  The  opinion  was 
given  with  special  reference  to 
Pennsylvania,  but  it  is  probably 
just  as  applicable  to  other  States, 
for  the  decision  would  be  apt  to 
have  the  same  effect  upon  the  gen¬ 
eral  food  laws  of  one  State  that  it 
would  have  upon  the  general  food 
laws  of  another,  because  the 
phraseology  in  many  cases  is  pre¬ 
cisely  the  same.  The  opinion  fol¬ 
lows  : — 

After  a  careful  examination  of 
the  opinion,  as  well  as  an  exami¬ 
nation  of  the  authorities  therein 
cited,  with  most  of  which  I  was 
already  familiar,  I  beg  to  submit 
the  following: — 

So  far  as  I  know  there  are  no 
laws  of  the  State  of  Pennsylvania 
whose  enforcement  are  committed 
to  your  office  that  are,  in  my  opin¬ 
ion,  affected  in  any  way  at  the  pres¬ 
ent  time  by  the  opinion  in  the  Wis¬ 
consin  cases.  As  I  understand  the 
opinion  of  Mr.  Justice  Day,  it  de¬ 
cides  that  a  statute  of  the  State 
of  Wisconsin  is  inoperative,  uncon¬ 
stitutional  and  in  conflict  with  Fed¬ 
eral  law  wherein  such  statute  reads 
as  follows: — 

Third. — In  case  such  mixture  shall 
contain  glucose  in*a  proportion  ex¬ 
ceeding  75  per  cent,  by  weight,  it 
shall  be  labeled  and  sold  as  ‘glucose 
flavored  with  maple  syrup,’  ‘glucose 
flavored  with  sugar  syrup,’  *  *  * 
‘glucose  flavored  with  refiner’s 
syrup,’  *  *  *  as  the  case  may 

be.  The  labels  *  *  *  shall  bear 
the  name  and  address  of  the  man¬ 
ufacturer  or  dealer  *  *  *.  In 

all  mixtures  in  which  glucose  is 
used  in  the  proportion  of  more  than 
75  per  cent,  by  weight,  the  name 
of  the  syrup  or  molasses  which  is 
mixed  with  the  glucose  for  flavor¬ 
ing  purposes  and  the  words  showing 
that  said  syrup  or  molasses  is  used 
as  a  flavoring  as  provided  in  this 
section,  shall  be  printed  on  the 
label  of  each  container  of  such  mix¬ 
ture  *  *  *.  The  mixture  or 

syrup  designated  in  this  section 
shall  have  no  other  designation  or 
brand  than  herein  required  that 
represents  or  is  the  name  of  any 
article  which  contains  a  saccharin 
substance ;  *  *  *  nor  shall  any 

of  the  aforesaid  glucose,  syrups, 
molasses  or  mixtures  contain  any 
substances  injurious  to  health,  nor 
any  other  article  or  substances 
otherwise  prohibited  by  law  in  ar¬ 
ticles  of  food.” 


You  will  note  that  the  complaint 
against  McDermott  charged  that  he 
did  unlawfully  have  in  his  posses¬ 
sion  with  intent  to  sell,  etc.,  a  cer¬ 
tain  article,  etc.,  composed  of  more 
than  75  per  cent,  glucose  and  less 
than  25  per  cent,  of  cane  syrup,  said 
cane  syrup  being  then  and  there 
mixed  with  said  glucose,  and  that 
the  can  containing  said  compound 
and  mixture  was  then  and  there  un¬ 
lawfully  branded  and  labeled  “Karo 
Corn  Syrup,”  and  was  then  and 
there  further  unlawfully  branded 
“10  per  cent,  cane  syrup,  go  per 
cent,  corn  syrup,”  contrary  to  the 
statute,  etc.  As  to  Grady,  the  com¬ 
plaint  was  similar  to  that  against 
McDermott,  except  that  the  label 
designated  the  mixture  as  “Karo 
Corn  Syrup  with  cane  flavor”  and 
added  “corn  syrup  85  per  cent.” 

The  particular  part  of  the  Wis¬ 
consin  statute  to  which  I  desire  to 
call  your  attention  is  that  part  which 
states  that  “the  mixture  or  syrups 
designated  in  this  section  shall  have 
no  other  designation  or  brand  than 
herein  required  that  represents  or  is 
the  name  of  any  article  which  con¬ 
tains  a  saccharin  substance.”  I 
call  you  attention  to  this  particular 
clause  of  the  Wisconsin  act  because, 
to  my  mind,  it  is  the  clause  which 
rendered  the  act  unconstitutional 
and  in  violation  of  Federal  statute 
under  the  facts  cited  by  Justice 
Day.  It  is  well  to  note  these  facts: 
The  plaintiffs  in  error  were  retail 
merchants  in  Oregon,  Dane  County, 
Wisconsin.  They  had  purchased 
from  wholesale  grocers  in  Chicago 
twelve  half-gallon  tin  cans  or  pails 
of  “Karo  Corn  Syrup,”  marked  as 
stated  in  the  complaints.  These 
cans  were  shipped  in  wooden  boxes. 
When  they  were  received  at  the 
stores  of  the  respective  plaintiffs  in 
error  the  boxes  containing  them 
were  broken  open  and  the  contents 
thereof  removed  and  placed  on  the 
shelves  of  the  respective  purchas¬ 
ers  for  sale  at  retail.  It  was  for  the 
sale  of  these  cans,  or  some  of  them, 
by  the  retailers,  who  were  also  the 
importers,  that  the  appellants  were 
arrested  and  convicted. 

Under  the  statute  of  Wisconsin 
these  tin  cans  containing  the  glucose 
or  corn  syrup  were  required  to  be 
branded  “glucose,  flavored  with  re¬ 
finer’s  syrup,”  and  also  under  said 
Wisconsin  statutes  the  label  al¬ 
ready  upon  the  can,  to  wit :  in  the 
case  of  McDermott,  “Karo  Corn 
Syrup,  10  per  cent,  cane  syrup  and 
go  per  cent,  corn  syrup,”  and  as 
to  Grady,  “Karo  Corn  Syrup  with 
cane  flavor  corn  syrup  85  per  cent.,” 
would  have  to  be  removed  from  the 
can  before  sale,  offering  for  sale, 
etc.,  as  the  Wisconsin  statute  pro¬ 
vided  that  the  mixture  *  *  * 

shall  have  no  other  designation  or 
brand  than  herein  required,  etc. 

In  this  connection  you  will  note 
that  the  Act  of  Congress  relating 
to  food  and  drugs  provides  for  a 
seizure  of  adulterated  or  mis¬ 
branded  food  or  drugs  which  are 
the  subjects  of  interstate  com¬ 
merce,  while  actually  transported  in 
interstate  commerce,  and  also  while 
the  goods  remain  “unloaded,  un¬ 
sold  or  in  original  unbroken  pack- 


The  decision  of  Justice  Day  de¬ 
claring  the  Wisconsin  statute  un¬ 
lawful,  in  my  opinion,  is  put  upon 
the  ground  that  said  statute  requires 
the  obliteration  and  destruction  of 
the  orginal  brand  or  label  upon  in¬ 
terstate  articles  of  commerce.  The 
Supreme  Court  holds  in  this  opin¬ 
ion  that  under  the  Act  of  Congress, 
as  a  necessary  incident  for  the  en¬ 
forcement  of  the  act,  the  goods,  the 
subject  matter  of  the  interstate 
commerce,  are  seizable  by  the  Gov¬ 
ernment,  not  only  while  in  process 
of  transportation,  but  after  arrival 
at  destination  and  remaining  unsold, 
and  that  for  the  purpose  of  enabling 
the  Government  to  enforce  the  stat¬ 
ute,  such  goods  must  necessarily 
be  preserved  with  the  same  labels 
or  brands  upon  them  while  remain¬ 
ing  unsold  in  the  hands  of  the  im¬ 
porter  as  when  said  goods  were 
shipped,  and  that  therefore  an  act 
of  a  State  which  requires  the  oblit¬ 
eration  and  destruction  of  such  la¬ 
bels  or  brands  is  an  act  that  un¬ 
lawfully  interferes  with  the  enforce¬ 
ment  of  the  United  States  statute. 
Justice  Day  decides  that  in  order 
to  carry  out  the  purposes  of  Con¬ 
gress  in  the  enactment  of  the  Food 
and  Drugs  Act  effectually,  it  is 
necessary  to  provide  the  means  of 
inspection,  examination  and  seizure, 
and  that  therefore  an  act  of  any 
State  which  interferes  with,  ob¬ 
structs  or  destroys  the  means  of 
inspection,  examination  and  seizure 
is  in  conflict  with  the  Federal  law 
and  is,  therefore,  void. 

There  is  nothing  in  this  decision 
which  affects  previous  decisions  as 
to  the  control  which  Congress  may 
exercise  over  commodities  imported 
from  outside  the  State  into  any 
State  or  territory  further  than  I 
have  stated.  This  decision  does  not 
affect,  so  far  as  I  can  see,  the  de¬ 
cisions  of  the  Federal  courts  as  to 
what  constitutes  an  “original  pack¬ 
age.”  It  does  not  affect  the  control 
which  the  State  may  exercise  over 
commodities  imported  from  another 
State  or  country  except  while  such 
commodities  remain  unsold  in  the 
hands  of  the  original  importer,  or 
except  by  preventing  the  destruc¬ 
tion  or  obliteration  of  the  label  or 
brand  under  which  such  article  was 
originally  imported  into  the  State. 
I  think  the  decision  does  go  so 
far  as  to  prevent  a  State  by  statute 
from  requiring  the  obliteration  or 
destruction  of  a  label  or  brand  con¬ 
tained  upon  an  article  of  feed  or 
drugs  which  has  been  imported 
from  another  State,  etc.  It  does 
not  prevent  the  State  from  requir¬ 
ing  an  additional  label.  It  only 
protects  from  obliteration  or  de¬ 
struction  the  original  label. 

I  know  of  none  of  our  State  laws 
which  exclude  or  require  the  oblit¬ 
eration  of  any  label  placed  on 
foods  by  the  manufacturer  that 
would  be  recognized  as  lawful  un¬ 
der  the  United  States  Food  and 
Drugs  Act.  As  a  rule  our  laws  are 
positive  in  their  requirements  and 
not  negative,  and  certainly  we  have 
no  labeling  requirements  that  would 
require  the  destruction  of  a  manu¬ 
facturer’s  label  that  is  in  conformity 
with  United  States  laws  and  the  sub¬ 
stitution  of  a  State  label  for  the 
same. 

This  decision  might  affect  the 
question  of  the  advisability  of  pros¬ 
ecution  on  labeling  or  misbranding 
features  of  our  laws  where  the  ar¬ 
ticle  is  imported  from  another  State 
or  country,  or  where  the  label  has 
been  approved  by  the  United  States 
Government,  but  that  is  a  question 
which  will  have  to  be  determined 
in  each  case  as  it  arises. 

I  am  clearly  of  the  opinion  that 
this  case  is  not  susceptible  of  the 
construction  given  to  it  or  at¬ 
tempted  to  be  given  to  it,  and  cer¬ 
tain  claims  made  as  to  it  by  attor¬ 


neys  representing  food  manufactur¬ 
ers  and  importers,  viz. :  That  it  per¬ 
mits  the  sale  in  the  State  of  any 
food  labeled  in  accordance  with  the 
United  States  Statute  regardless  of 
the  question  whether  such  food  is 
labeled  under  the  State  statute. 
Food  importers  will  still  be  re¬ 
quired  under  our  law  to  have  their 
labels  conform  to  our  law,  but  un¬ 
der  this  decision  we  may  not  pass 
a  law  which  in  effect  requires  the 
destruction  of  the  original  label  un¬ 
der  which  the  article  of  food  has 
been  imported. 

A.  H.  Woodward. 
Certainly  the  decision  referre 
to  will  affect  Pennsylvania  law 
and  render  them  inoperati\ 
in  every  such  case  as  this,  for  ii 
stance :  The  Pennsylvania  law,  fc 
illustration,  might  require  all  gooc 
containing  benzoate  of  soda  to  ss 
so  on  the  label.  The  Federal  la 
might  not  require  a  disclosure  ( 
benzoate  on  the  label.  Bottle 
cider,  packed  one  dozen  in  a  bo: 
is  shipped  from  a  New  York  Stai 
jobber  to  a  retailer  in  Pennsylvanb 
It  contains  benzoate  but  does  m 
say  so  on  the  label.  Under  the  d 
cision  in  the  Wisconsin  case  tl 
State  authorities  cannot  prosecu 
this  cider,  on  account  of  misbram 
ing,  for  the  reason  that  it  is  hel 
under  the  decision  in  the  Wis'coi 
sin  case,  to  be  a  part  of  intersta 
commerce  and  because  the  bottle 
the  original  package.  The  facts  c 
which  this  illustration  is  based  a 
wholly  imaginary ;  the  fact  is  th 
both  Federal  and  State  laws  requi 
benzoate,  when  present,  to  be  stab 
on  the  label. 

Of  course  a  State  still  has  unin 
paired  the  power  to  make  and  e 
force  food  laws,  but  its  power 
cut  off  to  enforce  its  laws  again 
products  which  the  United  Stab  j 
Supreme  Court  now  hold  are  a  pa  i 
of  interstate  commerce. 

Big  Meat  Packers  Start  to  Figl 
Sausage  Ruling. 

Ask  the  Courts  to  Prevent  Enforceme 
of  Ruling  Limiting  Amount  of  Wati 
in  Sausage  to  Three  Per  Cent,  ar 
Amount  of  Cereal  to  Two  Per  Cer 
Court  Refuses  Injunction  and  Matti 
Will  Go  Higher. 

The  big  meat  packers  are  n< 
satisfied  with  the  Federal  rulir 
that  not  more  than  3  per  cent.  < 
water  and  2  per  cent,  of  cerea 
could  be  added  to  sausage,  and  ha\ 
taken  the  matter  to  the  court 
choosing  St.  Louis,  Mo.,  as  tl 
place  to  try  it.  As  reported  at  tl 
time,  this  order  went  into  effe 
April  1st,  after  the  packing  inte 
ests  had  tried  to  have  it  modifie 
Advices  come  from  St.  Loir 
that  an  application  was  made  to  tl- 
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lited  States  Court  in  behalf  of 
:  St.  Louis  Independent  Packing 
for  a  temporary  injunction  to 
itrain  Secretary  of  Agriculture 
jus  ton  from  the  enforcement  of 
;  sausage  order  which  limits  cer- 
!  in  sausage  to  2  per  cent.,  and 
ter  in  sausage  to  3  per  cent.  The 
:sident  of  the  St.  Louis  Company 
Gustav  Bischoff,  Sr.,  who  is  also 
:sident  of  the  American  Meat 
ckers’  Association, 
riie  attorney  for  the  Government 
;ued  at  length  in  support  of  the 
isage  ruling,  quoting  the  State 
r  of  Pennsylvania,  which  pro- 
its  all  cereal  in  sausage,  and  also 
opinions  of  European  scientists. 
?  whole  argument  was  based  on 
point  that  the  regulation  was 
the  purpose  of  preventing  de- 
tion.  The  answer  of  the  pack- 
was  merely  that  the  ruling 
uld  work  great  hardship  and 
;  to  the  packers. 

rhe  court  considered  the  matter 
ew  days  and  then  refused  the  in- 
lction.  An  appeal  was  at  once 
pared  and  will  be  taken  before 
United  States  Circuit  Court  of 
peals,  which  will  hear  the  case 
May. 


AMONG  THE  TRADE. 

[oseph  M.  Craven,  the  butter  and 
l  dealer,  of  Chester,  who  was 
ently  convicted  in  the  United 
ites  District  Court  of  selling 
omargarine  without  paying  a 
vernment  tax,  was  fined  $1,000 
1  the  costs  of  prosecution  by 
lge  Thompson  during  the  week, 
cording  to  charges  of  Govern- 
nt  officials,  Craven  shipped  a 
intity  of  oleomargarine  from 
ester  to  the  Independent  Pro¬ 
ion  Co.  in  this  city  as  pure  dairy 
ter.  In  imposing  a  fine  Judge 
ompson  took  into  consideration 
it  it  was  Craven’s  first  offense 
1  also  the  defendant’s  promise  to 
jage  in  other  business. 

The  retail  grocery  firm  of 
lompson  Brothers  &  Co.,  Oak 
me,  Philadelphia,  went  into 
nkruptcy  last  Monday  at  the  in- 
ince  of  Harry  L.  Kneedler, 
lolesale  meat  dealer,  to  whom  the 
m  owe  $5,641.47;  Edgar  J. 
lomas,  to  whom  they  owe 
,089.90,  and  Alfred  Lowry  & 
o.,  whose  claim  is  $465.13.  The 
al  liabilities  are  about  $15,000, 
d  the  dividend  will  likely  be  very 
'all.  The  firm  has  done  $1,000 
veek  and  its  collapse  was  due  en- 
ely  to  bad  management. 


Used  in  Dozens  q/  Dishes 


CHOCOLATE  LAYER  CAKE 


RAISED  DO 


VEAL 


CINNAMON  BUN 


PLAIN  COOKIES 


POTATO  CROQUETTES 


Borden’s  Peerless  Brand  Evaporated  Milk 
Has  a  Big  Sale  for  Cooking  Purposes 

BORDEN’S  EVAPORATED  MILK  is  not  only  used  for  tea, 
coffee  and  cereals  at  the  table,  but  many  delicious  dishes  can  be  made 
from  it.  It  is  better  than  raw  milk  for  many  dishes,  because  it  is  so  rich 
and  creamy.  Encourage  your  customers  to  bake  cakes,  cookies,  dough¬ 
nuts,  to  make  soups,  pies  and  croquettes  with  BORDEN’S  EVAPO¬ 
RATED  MILK.  They  will  be  pleased  with  its  flavor  and  quality  and 
will  become  steady  purchasers,  thus  increasing  your  sales.  All  your  cus¬ 
tomers  buy  milk  and  YOU  ought  to  sell  it  to  them  ;  you  can  if  you  try. 
BORDEN’S  EVAPORATED  MILK  is  made  by  the  most  modern 
process — only  the  water  is  taken  out  of  the  milk  and  absolutely  nothing  is 
put  into  it.  Our  constant  advertising  and  established  reputation  makes 
BORDEN’S  EVAPORATED  MILK  easy  to  sell. 


Borden’s  Condensed  MilK  Company 


LEADERS  OF  QUALITY' 


Established  1857 


NEW  YORK 


mmrplici 


WHAT  TO  TELL  CUSTOMERS 

"You  can  always  depend  on  BORDEN’S  EVAPORATED  MILK 
because  it  is  made  from  the  richest  cow’s  milk  by  a  sanitary 
process  that  preserves  all  its  food  value  and  creamy  richness. 
Try  it  this  week.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 


Comment  on  Alleged  Laxity  in  Enforcement  of  Federal  Food 
Law.  Progress  of  New  Wholesale  Grocery  Merger.  Greeks 
Want  Two  Cent  Duty  Removed  from  Currants.  Various 
Trade  Items  and  Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York,  N.  Y., 

April  24,  1913. 

Laxity  in  the  enforcement  of  the 
Federal  food  law  is  said  to  be  a 
temporary  result  of  the  readjust¬ 
ment  consequent  upon  the  new  ad¬ 
ministration  taking  charge  and  the 
period  of  readjustment.  Some  of 
the  manufacturers  and  importers 
say  that  there  has  been  a  loosening 
of  the  bars  here  and  there.  They 
ascribe  this  in  part  to  the  fact  that 
the  reorganizations  of  the  food  and 
chemical  bureaus  have  not  been 
completed  and  that  affairs  seem  in 
a  transitional  stage.  It  is  said  that 
some  of  the  officials  who  have  held 
over  are  naturally  pursuing  a  cau¬ 
tious  policy  since  they  do  not  know 
as  yet  whether  or  not  their  tenure 
of  office  is  to  be  continued  perma¬ 
nently  under  the  new  administra¬ 
tion. 

In  some  quarters  there  is  a  sen¬ 
timent  that  the  new  officials  and 
those  who  hold  over  may  well  make 
some  changes  in  the  policy  of  the 
department  on  various  matters.  It 
is  urged,  however,  that  any  changes 
to  be  made  in  policy  should  be  out¬ 
lined  without  delay,  as  the  unsettled 
conditions  are  unfair  to  manufac¬ 
turers  and  merchants  who  are  hon¬ 
estly  trying  to  comply  with  the  let¬ 
ter  and  the  spirit  of  the  laws. 

Those  manufacturers  and  im¬ 
porters  who  have  been  advancing 
the  standards  of  their  supplies  to 
meet  the  requirements  under  recent 
regulations  are  likely  to  be  put  at 
a  disadvantage  if  there  is  any  loose¬ 
ning  of  such  standards,  as  others 
can  enter  the  market  with  cheaper 
products  and  compete  unfairly.  In 
fact,  it  is  said  that  something  of 
this  kind  is  already  occurring  here 
and  there. 

For  these  reasons,  hope  is  ex¬ 
pressed  that  the  new  officials  at 
Washington  will  not  lose  any  time 
in  making  clear  their  attitude  on  all 
doubtful  points  in  relation  to  the 
interpretation  and  administration 
of  the  food  law.  Especially  is  it 
hoped  that  they  will  promptly  bring 
the  various  divisions  of  the  depart¬ 
ment  into  close  co-operation  so 
that  there  may  be  a  smooth  and 


uniform  administration  of  the  law, 
treating  everybody  alike. 

*  *  * 

Austin,  Nichols  &  Co.,  the  whole¬ 
sale  grocers,  have  leased  from  the 
Havemeyer  &  Elder  Co.  a  plot  of 
land  covering  an  entire  block  on  the 
East  River  water  front  in  Brook¬ 
lyn.  The  plot  is  bounded  by  city 
streets  on  three  sides  and  by  the 
river  on  the  fourth.  The  streets 
so  bounding  the  property  are  Kent 
avenue,  Third  and  Fourth  streets. 

On  this  plot  is  to  be  erected  a 
$1,000,000  concrete  structure  with 
a  frontage  of  500  feet  on  Kent 
avenue,  extending  within  seven  feet 
of  the  river  dock.  On  one  side  the 
building  will  have  a  railroad  track 
running  alongside  it;  on  the  other 
the  river  docks. 

Harry  Balfe,  the  secretary  of 
Austin,  Nichols  &  Co.,  says  that 
this  building  will  be  the  largest 
plant  devoted  exclusively  to  gro¬ 
ceries  in  the  world.  The  company, 
by  establishing  itself  in  this  build¬ 
ing,  will  obtain  direct  railroad  and 
lighterage  service  to  all  of  the 
transportation  companies  entering 
New  York.  The  top  floor  of  the 
new  building  will  contain  a  restau¬ 
rant  for  the  company’s  employees. 

*  *  * 

Importers  of  cheese  are  asking 
that  a  specific  instead  of  an  ad 
valorem  duty  be  placed  on  the  prod¬ 
uct.  They  express  themselves  as 
much  pleased  with  the  proposed 
reduction  in  the  duty,  but  they  say 
that  because  of  the  fluctuations  in 
value  at  foreign  ports  the  Govern¬ 
ment  and  the  importers  will  be  put 
to  much  trouble  in  assessing  an  ad 
valorem  duty  of  20  per  cent,  as  pro¬ 
posed.  They  also  say  that  an  ad 
valorem  duty  would  give  the  dis¬ 
honest  importer  an  opportunity  to 
obtain  unfair  advantages  in  the 
valuations. 

For  these  reasons  the  importers 
ask  that  the  tariff  bill  be  changed 
so  as  to  substitute  a  specific  duty 
of  3  or  at  most  4  cents  a  pound  in¬ 
stead  of  the  20  per  cent,  ad  valorem 
duty  proposed. 

These  sentiments  were  conveyed 
to  the  Ways  and  Means  Committee 
at  Washington  by  Antonia  Zucca, 


who  went  to  the  capital  for  that 
purpose  with  a  petition  signed  by 
most  of  the  importers  of  cheese  in 
this  city. 

*  *  * 

The  Greeks  in  this  city  are  agi¬ 
tating  for  the  removal  of  the  duty 
of  2  cents  a  pound  on  Greek  cur¬ 
rants.  They  say  that  this  duty  is 
about  90  per  cent,  ad  valorem. 
The  Underwood  bill  at  present  does 
not  call  for  any  change  in  the  rate. 
The  Greeks  claim  that  the  duty  was 
originally  placed  on  the  currants  in 
order  to  protect  certain  California 
growers  who  were  experimenting 
in  the  hope  of  growing  seedless 
currants  in  this  country.  The  ex¬ 
periment  has  long  since  been  aban¬ 
doned,  the  Greeks  say,  and  so 
there  is  no  longer  any  good  reason 
for  adding  to  the  cost  of  the  work¬ 
man’s  cakes  and  plum  puddings  by 
taxing  the  currants. 

*  *  * 

The  Department  of  Agriculture 
has  sent  out  a  notice  of  a  case 
brought  against  Steinwender,  Stof- 
fregan  &  Co.,  charging  that  firm 
with  selling  green  coffee  that  had 
been  adulterated.  The  coffee  was 
shipped  from  New  York  to  Ken¬ 
tucky.  The  Government  charged 
that  the  green  coffee  had  been 
coated  to  conceal  inferiority.  The 
fissures  were  filled  with  a  carbon¬ 
aceous  material  as  a  result  of  the 
coating. 

It  was  set  forth  in  the  complaint 
that  coatings  have  been  used  in  the 
past,  sometimes  of  talc,  at  other 
times  of  soapstone  and  in  still  other 
cases  of  a  material  containing  plum¬ 
bago.  The  Governmnet’s  officials 
were  unable  to  say  exactly  what 
kind  of  coating  was  used  in  the 
present  case.  But  in  any  event,  it 
was  claimed,  the  coffee  was  adulter¬ 
ated  and  misbranded  since  it  was 
sold  as  green  coffee,  when  it  was 
not  green  coffee,  but  coated  coffee. 

The  charge  was  admitted  and 
sentence  suspended. 

*  *  * 

The  Pennsylvania  Railroad  has 
established  a  system  of  examining 
the  employees  in  its  dining  car 
service  so  as  to  bar  from  the  work 
any  who  shall  have  communicable 
diseases.  This  is  a  precaution  that 
will  add  a  feeling  of  more  security 
on  the  part  of  patrons  of  the  din¬ 
ing  cars.  It  will  also  suggest  the 
idea  that  the  great  armies  of  people 
who  eat  in  the  restaurants  and 
hotels  have  no  such  protection  at 
present.  Perhaps  the  day  of  in¬ 
spection  of  employees  in  all  eating 


places  may  yet  come,  for  the  ten¬ 
dency  is  to  do  more  and  more  in¬ 
specting.  City  health  boards  that 
are  inspecting  so  many  kinds  of 
business  may  yet  turn  their  at¬ 
tention  to  this  matter. 

*  *  * 

The  International  Salt  Co’s 
stockholders  held  their  annual 
meeting  in  Jersey  City  Monday. 
The  report  of  President  Mortimer 
S.  Fuller  showed  an  increase  of 
$189,025  in  net  earnings  for  the 
fiscal  year  ending  with  February 
28th  last,  as  compared  with  the 
preceding  year.  He  reported  im¬ 
provement  in  market  conditions  and 
increased  tonnage  in  the  company’s 
production.  The  outlook  for  the 
coming  year  he  regarded  as  highly 
favorable  except  as  to  the  possibil¬ 
ity  of  salt  being  placed  on  the  free 
list  in  the  new  tariff. 


Summarized  Market  Con¬ 
ditions. 

A  better  inquiry  is  reported  ir 
the  spot  coffee  market.  The  busi¬ 
ness  seems  improving  in  som( 
quarters,  but  most  of  the  roaster.'  1 
continue  to  buy  for  requirements 
Brokers  expect,  however,  rathei 
general  improvement  soon,  as  they 
say  that  supplies  throughout  th< 
country  are  small.  The  indication.1 
of  decreased  supplies  in  Santos  41 
and  the  Brazil  strength  are  giving 
a  better  tone  to  the  primary  mar¬ 
ket. 

A  routine  demand  for  teas  con 
tinues.  The  aggregate  of  the  busi¬ 
ness  is,  however,  considerable.  Ail 
the  stocks  in  the  country  are  ligh 
the  distributors  are  obliged  to  re 
plenish  their  supplies  from  time  t( 
time.  Prices  are  generally  steady 
except  that  Japans  are  rathei 
heavy.  Some  of  the  brokers  say 
that  the  stocks  of  Japans  are  no 
so  great  as  most  of  the  trade  thinks 

Withdrawals  of  refined  sugar  are 
light  and  new  business  is  at  a 
standstill.  Although  the  usual  sea¬ 
son  of  a  big  consuming  demand  is 
at  hand  the  distributors  are  not  ir 
any  hurry  to  acquire  supplies.  A1 
interests  quote  4.20  cents  for  fine 
granulated  sugar. 

Rice  is  quiet  and  steady  for  al 
grades.  Distributors  are  not  push¬ 
ing  the  product  and  the  tendency 
is  to  buy  only  for  requirements 
The  South  continues  firm  on  prices 

Canned  vegetables  of  nearly  al 
kinds  are  moving  slowly.  Spot  to 
matoes,  No.  3s,  are  freely  offered  ii 
New  York  at  prices  ranging  fron 
77  JZ  to  8 2 pi  cents.  Many  of  thesi  ! 
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ipplies  are  held  in  the  warehouses 
;  the  result  of  rejections  or  dis¬ 
ites  over  shipping  orders  and  it 
said  that  some  of  these  goods 
)ine  pretty  well  up  to  standard,  al- 
lough  a  large  part  of  them  may 
e  below  the  standard  and  may 
fen  be  classed  as  seconds.  Some 
r  the  best  packers  are  not  trying 
i  meet  this  competition  and  are 
)t  taking  orders  for  less  than  80 
:nts  and  from  that  up  to  85  cents, 
applies  of  spot  corn  of  desirable 
-ade  at  50  cents  continue  in  fair 
:mand  but  are  now  getting  a  little 
arce.  Fancy  and  standard  corn 
:  the  best  packs  is  held  well  up 
1  quotations.  There  have  been 
mie  sales  of  future  fancy  Maine 
>rn  at  87^  cents,  but  the  leading 
ickers  are  not  seeking  business 
dow  90  to  923/2  cents,  according 
1  brand.  There  are  occasional 
des  of  future  fancy  State  corn  at 
)  to  75  cents  at  the  factory,  f.  o.  b. 
here  is  increased  interest  in  the 
tier  grades  of  peas  as  a  result  of 
le  uncertain  outlook  for  the  new 
•op,  but  medium  and  lower  grades 
-e  dull.  There  is  much  irregular- 
y  in  the  market  for  futures,  and 
ny  trading  is  put  through  after 
inch  bargaining.  String  beans 
re  quiet  and  steady.  Complaint  is 
lade  that  the  enameled  tins  result- 
:1  in  deterioration  of  the  last  pack. 
Jobbing  orders  for  California 
mned  fruits  are  in  moderate  vol- 
me.  Peaches  are  the  most  active 
rticle.  Apricots,  pears  and  cher- 
ies  are  selling  in  a  fair  way  on 
Dbbing  orders.  Southern  fruits 
re  quiet.  Future  Southern  pine- 
pple  is  getting  some  attention. 

An  improvement  is  noted  in  the 
wvement  of  California  dried  fruits 
f  various  kinds.  Spot  prunes  in 
le  desirable  sizes  continue  firm, 
'he  spring  demand  for  apricots 
>  active  and  the  trend  of  prices  is 
lightly  upward.  Spot  peaches  are 
elling  slowly.  Jobbers  and  retail- 
rs  are  well  supplied  with  raisins 
nd  efforts  to  increase  consumption 
iave  not  produced  any  apparent 
ffect  in  this  part  of  the  country, 
dthough  they  may  have  been  more 
uccessful  in  the  interior.  Currants 
ire  firm ;  figs  dull ;  carton  dates  are 
neeting  with  a  good  demand  but 
>ulk  stock  is  selling  slowly. 

The  new  packing  season  for 
daine  sardines  is  well  under  way, 
»ut  packers  are  in  no  hurry  to  make 
ipening  prices.  The  spring  de- 
nand  for  salmon  is  slow  and  except 
n  fancy  grades  the  tone  of  the 
narket  is  easy. 

(Continued  on  page  17.) 


Keep  well 


stocked  with 

PEARL 
BORAX 
SOAP 


TRADE 
FULL  WEIGHT 


PEARL 


MASH. 
16  OUNCES 


BORAX  SOAP. 


Ml  Mil 


KB0AAXS0A/0 


When  a  customer  asks  for  laundry  soap 

THAT  WILL  WASH  WHITE  GOODS  PURE  WHITE— 
sell  her  PEARL  BORAX  because  it’s  PURE  SOAP. 

THAT  WON’T  HURT  HER  HANDS— 
sell  her  PEARL  BORAX  because  it’s  PURE  SOAP. 

THAT  WILL  WASH  A  BLANKET  OR  A  LACE  CURTAIN— 
sell  her  PEARL  BORAX  because  it  will  wash  anything. 

THAT  WILL  DO  MOST  PER  CAKE— 
sell  her  PEARL  BORAX  because  every  cake  is  a  FULL  POUND — 
sixteen  honest  ounces  of  hard,  white,  PURE  SOAP,  and  it  will  do  two 
to  three  times  as  much  as  a  cake  of  ordinary  soap. 

WHEN  YOU  SEE  A  CUSTOMER  WHO  DOESN’T  BUY 
HER  SOAP  FROM  YOU— she’s  probably  buying  inferior  soaps  to  get 
inferior  premiums.  Persuade  her  to  buy  PEARL  BORAX  SOAP,  and 
tell  her  she  can  get  high-grade  gifts  in  exchange  for  the  wrappers. 
She’ll  buy  PEARL  BORAX  always,  and  that  means  more  sales  for  YOU. 

CHAS.  W.  YOUNG  &  CO. 


Makers  of  Soaps  of  Merit 


ESTABLISHED  1877 


PHILADELPHIA 


Vcpv  I J  Ms*)  Ln> 


WHAT  TO  TELL  CUSTOMERS 

“PEARL  BORAX  SOAP  is  as  pure  as  can  be  made,  and  will 
not  hurt  the  hands  nor  the  finest  fabrics.  It  contains  no  acid  or 
other  harmful  ingredients,  but  it  takes  out  stains  and  dirt  like 
magic.  Here’s  a  list  of  gifts  you  get  for  the  wrappers.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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As  told  briefly  in  another  col¬ 
umn,  the  grocers  and  marketmen  of 
Milwaukee,  Wis., 

A  Power  Held  but  to  the  number  of 

Not  to  Exerciee.  about  a  thousand, 

have  organized  a 
company  to  operate  an  omnibus  line 
in  competition  with  the  regular 
local  line.  The  move  is  one  of  re¬ 
taliation,  as  the  local  line  recently 
announced  that  it  was  arranging  to 
sell  its  employees  groceries  and 
meats  at  wholesale  cost.  Probably 
the  idea  will  not  prove  popular,  as 
it  seeks  revenge  rather  than  public 
improvement,  and  even  worse,  will 
be  viewed  by  the  public  as  pure 
selfishness. 

The  fact  that  such  a  plan  is  in 
prospect,  however,  reminds  one  of 
the  power  that  the  merchants  of  a 
community  always  have  if  they 
could  be  brought  to  exercise  it.  It 
is  true  that  every  horse  possesses 
the  power  to  run  amuck  at  any  time, 
and  if  he  started,  his  driver,  no  mat¬ 
ter  what  he  did,  would  be  as  help¬ 
less  as  an  infant.  Yet  few  run¬ 
aways  occur,  because  the  horse  is 
a  brute  and  ignorant  of  his 
strength. 

The  grocers  of  Philadelphia 
could  in  one  week,  if  they  would 
use  the  certainly  simple  expedient 
of  working  together,  eliminate  from 
the  market  any  article  which  by 
^reason  of  conditions  permitted  by 
the  manufacturer,  they  were  unable 
to  sell  at  a  profit.  They  could  do 
anything  they  liked,  in  fact,  with 
the  retail  market  conditions  of  any 
product. 

But  they  never  will  accomplish 
such  results  in  the  wide  world,  for 
they  could  never  work  together  that 
closely. 

The  sponsor  of  the  Pennsylvania 
bill  requiring  food  inspectors  to 
leave  a  portion  of 
all  samples  taken 

The  Re»l  Reaion.  .  . 

with  merchants, 
whose  explanation 
of  his  bill  appears  in  another  col¬ 
umn,  really  missed  the  main  reason 
for  the  passage  of  the  act.  The 
food  inspectors  now  in  the  service 
of  the  Department  do  not  manufac¬ 
ture  evidence ;  that  is  all  nonsense. 
Time  was  when  certain  insectors 
made  cases ,  but  that  time  is  hap¬ 
pily  past.  The  main  reason  why 


this  bill  should  pass  is  so  that  the 
accused  merchant  may  be  able  to 
employ  his  own  chemist  to  check 
the  conclusions  of  the  State  chem¬ 
ist.  Chemistry  is  still  an  inexact 
and  experimental  science,  and  no 
man  should  be  at  the  mercy  of  any 
one  chemist’s  opinion,  no  matter 
how  eminent  and  careful  that  chem¬ 
ist  may  be.  All  food  samples  on 
which  it  is  proposed  to  bring  prose¬ 
cution  should  be  analyzed  by  two 
chemists,  one  representing  the 
prosecution,  the  other  representing 
the  defense,  and,  if  they  differ,  the 
jury  should  judge  which  opinion 
they  believe  to  be  correct. 

Mr.  John  W.  Lux,  president  of 
the  National  Retail  Grocers’  Asso¬ 
ciation,  whose 
Some  Sense  term  will  expire 

From  Lux.  next  month,  has 

made  his  chief  im¬ 
pression  as  a  writer  of  addresses 
usually  read  at  conventions  by 
somebody  else.  Some  of  these  ad¬ 
dresses  revealed  only  labor  on  the 
part  of  the  author,  but  he  sends  this 
journal  a  copy  of  an  address  on 
“The  Merchant”  which  was  to  have 
been  read  at  the  Illinois  State  con¬ 
vention  at  Alton,  Ill.,  last  Tuesday, 
April  22d,  which  is  in  a  large  de¬ 
gree  historical  and  a  very  worthy 
paper.  In  the  course  of  it  appears 
the  following: — 

I  am  not  going  to  attempt  to  hold 
the  retail  merchants  blameless  for 
conditions  that  surround  the  re¬ 
tail  trade.  Many  of  them  don’t  un¬ 
derstand  their  business  and  make 
no  attempt  to  learn  it,  which  is  of 
course  a  fatal  mistake.  They  al¬ 
low  the  politicians  to  fool  them 
again  and  again,  and  seem  to  lack 
the  force  to  resent  it.  Some  of 
them  are  too  careless,  or  too  lazy, 
to  look  up  the  credit  record  of 
those  who  apply  to  them  for  credit, 
and  often  refuse  credit  to  the 
worthy  and  extend  credit  to  the 
unworthy. 

A  retail  merchant  to  be  of  any 
real  value  to  the  trade  must  have 
power  enough  in  his  community  to 
compel  the  politician  to  recognize 
him  and  use  this  power  when  nec¬ 
essary,  and  to  be  of  any  real  value 
to  his  business  he  must  be  wise 
enough  to  know  the  man  to  whom 
he  gives  credit  is  good.  The  poli¬ 
ticians  make  and  execute  the  laws 
under  which  the  merchant  must 
work,  and  his  customers  either 
make  or  break  him.  So  we  find 
legislation  and  credits  are  the  most 
important  factors  in  the  retail 
business. 

This  is  somewhat  blistering,  but 
every  word  of  it  is  true.  The  curse 
of  the  retail  business  is  the  men 


in  it  who  have  no  right  to  be.  there, 
and  whose  presence  is  an  injury  to 
themselves  and  to  every  one  of 
their  competitors.  Get  them  out, 
and  prevent  others  equally  un¬ 
worthy  from  coming  in,  and  you 
have  a  condition  which  would  seem 
much  like  the  millenium. 


A  crude  and  badly  phrased 
little  law  passed  by  the  New  Jer¬ 
sey  Legislature 
.  ,  „  shortly  before  it 

Amazingly  Foolish. 

adjourned,  is 
being  discussed  all 
over  the  United  States  as  an  act 
“preventing  price  cutting,”  and  as 
a  “victory  for  fixed  prices,”  and  as 
the  author  of  various  other  accom¬ 
plishments  for  the  saving  of  the 
trade. 

The  act  is  as  follows,  its  various 
aims  being  divided  into  paragraphs 
and  numbered  so  they  can  be  more 
easily  discussed.  Each  provision  is 

referred  to  as  it  occurs : — 

• 

Be  in  enacted  by  the  Senate  and 
General  Assembly  of  the  State  of 
New  Jersey: — 

i.  It  shall  be  unlawful  for  any 
merchant,  firm  or  corporation,  for 
the  purpose  of  attracting  trade  for 
other  goods,  to  appropriate  for  his 
or  their  own  needs  a  name,  brand, 
trade  mark,  reputation  or  good  will 
of  any  maker  in  whose  product  said 
merchant,  firm  or  corporation  deals. 

There  is  nothing  new  about  this, 
except  the  prohibition  against  ap¬ 
propriating  the  “reputation  or  good 
will”  of  another.  This  language  is 
obscure  and  for  that  reason  prob¬ 
ably  meaningless.  Even  if  it  has 
a  meaning,  it  is  not  new  law,  for 
there  are  already  laws  which  pen¬ 
alize  the  stealing  of  another’s  prop¬ 
erty. 

Or  to  discriminate  against  the 
same,  by  depreciating  the  value  of 
such  products  in  the  public  mind,  or 
by  misrepresentation  as  to  value  or 
quality,  or  by  price  inducement,  or 
by  unfair  discrimination  between 
buyers,  or  in  any  other  manner 
whatsoever,  except  in  cases  where 
said  goods  do  not  carry  any  notice 
prohibiting  such  practice,  and  ex¬ 
cepting  in  case  of  a  receiver’s  sale 
or  a  sale  by  a  concern  going  out 
of  business. 

This  is  amazing  legislation,  and 
the  writer  has  a  deep  conviction 
that  it  will  never  be  enforced,  for 
the  reason  that  it  cannot  be.  A 
seller  is  forbidden  to  “depreciate 
the  value  of  such  products  in  the 
public  mind,”  which  literally  en¬ 
forced  would  prevent  him  from  tell¬ 
ing  the  truth  at  times.  A  consumer 


in  a  grocery  store  points  to  tw 
brands  of  package  coffee  and  ask 
which  is  the  better.  The  groce 
who  answers  that  the  Java  is  bette 
than  the  Rio  violates  this  law  fc 
he  is  unquestionably  “depreciatin 
the  value  of  the  product  in  the  pul 
lie  mind.”  If  the  law  had  foi 
bade  unfair  depreciation,  it  migl 
be  worth  something. 

Misrepresentation  as  to  value  c 
quality  was  against  the  law  befoi 
this  act  was  passed.  The  mo: 
meaningless  portion  is  that  forbic 
ding  a  seller  to  discriminate  again, 
the  products  of  another  by  “prk 
inducement.”  In  the  first  plan 
that  means  nothing,  but  if  it  don 
it  is  invalid  for  it  transgresses  tl 
fundamental  right  to  sell  one’s  ow 
property  at  one’s  own  price  whe 
not  under  a  contract  to  do  othe: 
wise.  The  first  attempt  to  enforc 
this  will  blow  it  full  of  holes. 

An  equal  lack  of  meaning  is  1 
be  found  in  the  provision  exemp 
ing  from  the  act  “goods  that  do  nc 
carry  any  notice  prohibiting  sue 
practice.”  The  writer  has  no  p; 
tience  to  discuss  such  absurditie 
Altogether  this  is  one  of  the  mo 
mysterious  and  remarkable  piec< 
of  legislation  that  have  ever  slippe 
into  the  statute  books  of  any  Stat 
It  will  never  and  can  never  be  ei 
forced. 


Of  course  there  was  not  a  thin 
in  most  of  the  arguments  used  t 
the  butter  men 

L»st  'Wednesday’s  bers  Qf  the  Pem 
Arguments  .  t  ■  1 

Against  oieo.  sylvama  Legisl; 

ture  last  Wedne 

day,  against  the  bill  allowing  tk 

use  of  the  same  color  in  oleo  thz 

is  legally  used  in  butter,  but  re 

strieting  the  sale  so  as  to  eliminat 

fraud.  They  said  that  colorin: 

oleo  would  allow  it  to  compete  wit! 

butter — why  not?  Competition  i 

what  we  want.  They  said  that  a 

lowing  coloring  matter  in  ole 

would  be  an  infringement  upon  bul 

ter  manufacturers,  who  by  long  us 

had  acquired  the  right  to  it  as 

sort  of  trade-mark!  You  can 

trade-mark  a  fraud.  Coloring  butte 

a  deeper  yellow  than  nature  coloi 

it  has  always  been  a  fraud.  A  mil 

and  harmless  fraud,  perhaps,  bi 

still  a  fraud,  and  the  contentio 

that  the  butter  interests  have  ac 
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ired  the  exclusive  right  to  the 
e  of  a  fraud  is  a  novel  proposi- 
,n,  both  legally  and  morally, 
jloring  oleo  is  no  greater  deceit 
an  coloring  butter ;  in  both  cases 
e  aim  is  to  create  an  artificial  and 


deceptive  condition,  and  one  inter¬ 
est  has  as  much  right  to  it  as  the 
other.  Perhaps  this  is  no  right  at 
all,  but  while  it  is  recognized  by 
giving'  it  to  butter,  it  should  also 
be  recognized  by  giving  it  to  oleo. 


*  *  *  *  *  * 't  *  *  *  *  *****  *  *  * 't'  *  *  *****  *  *  *  ****** 

The  Noise  of  a  Cut  Price 

;  ;4 ,t, ,1, ft ,t. » .|, ,f  .f  .!■  .1. ■!< '!■ » * »  * <■  * **** -t- '!■  *  ***** »»»*♦♦»♦ *** 


The  Philadelphia  jobbing  trade 
e  being  more  or  less  constantly 
rred  up  by  cut  price  drives  made 
the  jobbers  who  sell  for  cash 
thout  salesmen.  Manufacturers 
lose  goods  figure  in  these  drives 
e  receiving  protests  from  the 
idit  jobbers,  based  on  the  belief 
at  such  manufacturers  have 
yen  the  cash  houses  a  preferential 
ice.  There  are  threats  and 
unter  threats,  all  this  disturbance 
:ing  inspired  by  the  fact  that  the 
,sh  houses  are  introducing  com- 
itition  that  the  credit  houses 
nnot  meet.  For  instance. 

One  of  the  cash  houses  recently 
ivertised  at  85  cents  per  dozen, 
,  a  leader,  a  canned  product  for 
lich  it  paid  90  cents,  not  counting 


the  cost  of  doing  business,  which 
was  probably  5  per  cent.  more.  In 
other  words,  the  concern  sold  for 
85  cents  an  article  which  cost  at 
least  94  cents. 

Naturally  nobody  could  meet  this 
unless  he  was  willing  to  lose  as 
much. 

A  certain  other  product  sold  in 
bags  was  recently  quoted  at  72J4 
cents  in  10-bag  lots  and  70  cents  in 
50-bag  lots.  Two  of  the  cash 
houses  bought  it  at  70  and  sold  it 
at  72^2.  This,  too,  was  under  cost 
when  the  expense  of  doing  business 
is  considered. 

A  sale  of  canned  tomatoes  was 
made  to  a  cash  house  recently  at  80 
cents  per  dozen.  They  were  resold 
at  81  cents,  which  was  probably 


2  to  3  cents  below  actual  cost. 

Naturally  nobody  could  meet  any 
of  these  drives  and  escape  loss, 
naturally  they  didn’t  want  to  make 
a  loss,  and  so  the  thing  stirred  up 
a  good  deal  of  muss  and  inevitably 
lost  business  to  the  houses  who 
didn’t  feel  like  matching  the  cuts. 

It  occurred  to  me  when  hearing 
about  these  cases  that  a  cut  price 
is  able  to  make  a  noise  wholly  out 
of  proportion  to  the  real  loss  it  in¬ 
volves. 

For  instance,  suppose  as  the  re¬ 
sult  of  the  worst  of  these  three 
cuts — the  product  that  cost  94 
cents  and  was  sold  at  85 — the  cash 
house  had  sold  two  hundred  cases 
of  two  dozen  each. 

Two  hundred  cases  is  pretty 
good  results  for  one  advertisement. 
Four  hundred  dozen  at  a  loss  of  9 
cents  per  dozen  means  a  total  loss 
of  $36!  Doesn’t  sound  so  fatal, 
does  it? 

Naturally  it  is  bad  principle  to 
sell  live  goods  for  less  than  they 
cost  you,  but  figured  as  an  adver¬ 
tisement  pure  and  simple,  I  would 
be  willing  to  wager  that  this  $36 
advertisement  brought  back  more 
phenomenal  returns  than  any  ad¬ 
vertisement  ever  brought  that  ad¬ 
vertiser  before.  Brought  returns 


in  two  ways:  First,  by  creating  a 

reputation  of  close,  cheap  selling, 
which  will  bring  future  business ; 
second,  by  bringing  trade  for  other 
things  at  once.  Doubtless  there  are 
plenty  of  buyers  with  nerve  enough 
to  order  the  drive  alone,  but  usually 
they  would  not  fcxercise  it  because 
they  would  fear  that  something 
would  happen  to  prevent  their  or¬ 
der  from  being  filled.  Buyers 
know  they  are  expected  to  buy 
other  things  and  they  almost  al¬ 
ways  do  it.  Making  up  the  $36 
from  the  other  things  is  the  sim¬ 
plest  of  all  processes.  E.  J.  B. 


If  All  Grocers 

knew  the  increased  profit  to  them 
in  Fleischmann’*  Yeast,  through 
the  sale  of  flour  and  other  grocer¬ 
ies,  there  would  be  more  interest 
taken  in  the  sale  of  this  household 
necessity.  The  use  of  Yeast  re¬ 
quires  the  use  of  flour,  et  cetera. 
Women  generally  buy  these  articles 
where  they  buy  Fleischmann’s 
Yeast.  Aside  from  this,  there  is  a 
fair  profit  in  Fleischmann’s  Yeast 
and  absolutely  no  loss. 

Think  it  over  you  who  are  look¬ 
ing  for  increased  business. 

The  Fleischmann  Co. 


All  your  customers  know  the  “Gold  Dust  Twins.”  Why  shouldn  t  they  know  the  best 

working  and  steadiest  servants  they  ever  had  ? 

GOLD  DUST  does  its  work  so  well  that  word-of-mouth  recommendation  of  woman  to 
woman  has  been  added  to  our  extensive  advertising  in  magazines,  billboards,  street  cars  an 

newspapers.  .  ,  ,  , 

GOLD  DUST  has  done  as  much  for  the  grocer  as  it  has  for  the  housewife,  for  its  wonderlui 

reputation  causes  a  wonderful  sale  and  a  steady  stream  of  profits  for  him. 


“Recommend  GOLD  DUST— Every  sale  means  another” 


Let  the  Gold  Dust  Twins  do  your  worK' 

TTOKIAIRBANK  COMPANY 
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Bill  to  Give  Merchants  Part  of  Pood 
Samples  Will  Probably  Pass 

Sponsor’s  Reasons  for  Introducing  It.  Affords  Great  Protection 
to  All  Grocers.  Oleo  Coloring  Bill  Defeated.  Governor’s 
Veto  of  Bread  Weight  Bill  Sustained.  The  Week’s  Record 
of  Legislative  Events  of  Trade  Interest. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Harrisburg,  Pa.,  April  25.  1913. 
As  reported  last  week,  the  bill  to 
compel  food  inspectors  to  leave 
with  merchants  a  portion  of  all 
samples  taken,  passed  the  House — 
there  were  only  five  votes  against 
it.  Just  prior  to  passage  the  spon¬ 
sor  of  the  bill,  Mr.  Kitts,  explained 
its  purpose  in  the  following  state¬ 
ment  : — 

Mr.  Kitts. — Mr.  Speaker,  in  my 
experience  as  an  attorney,  it  has 
come  to  my  notice  that  the  Board 
of  Health  or  other  inspectors  or 
some  agent  who  is  going  about  the 
county  and  city  at  large,  taking 
samples  of  food  for  chemical  analy¬ 
sis  to  determine  into  their  purity 
and  quality  and  standard,  etc.,  often 
goes  up  to  a  store  or  stand  or  farm¬ 
er’s  milk  wagon  wherein  any  article 
of  food  products  are  sold  and  slyly 
sneaks  away  a  sample  and  two  or 
three  months  later  a  prosecution 
may  be  brought,  and  the  man  who 
sold  this  particular  stuff  may  he 
unaware  of  this  intention  and  may 
be  out  of  that  kind  of  product  and 
may  not  have  a  sample  of  that  par¬ 
ticular  can  of  milk,  and  he  is 
brought  into  court  entirely  unpre¬ 
pared  to  defend  any  prosecution 
for  violation  of  the  Dairy  and  Food 
Laws.  I  drew  this  bill  to  provide 
that  when  any  Dairy  and  Food 
agent  or  Board  of  Health  or  any 
other  inspectors  should  go  to  the 
vendor  of  anything  known  as  food¬ 
stuff  in  this  Commonwealth  and 
take  away  a  food  sample  for  the 
purpose  of  later  having  it  chem¬ 
ically  analyzed,  that  at  the  same 
times  he  takes  a  sample  away  he 
shall  hand  to  the  vendor  or  man 
from  whom  he  secures  it,  the  same 
kind  of  a  sample  and  in  the  same 
kind  of  a  receptacle  and  marked 
the  same  for  identification.  Then 
that  gives  the  vendor  or  farmer  or 
producer  a  little  notice  of  what  he 
may  expect,  and  he  himself  can  go 
out  and  have  his  foodstuff  analyzed 
and  prepare  himself  if  there  should 
be  a  prosecution.  For  instance,  let 
me  recite  a  little  experience :  In 
my  legislative  district  was  a  gro¬ 
cer,  and  one  of  the  inspectors  came 
along  one  day  and  said,  “Give  me 
a  little  lard.’’  And  he  said,  “I 
haven’t  any  lard,  but  I  have  a  com¬ 
pound.”  And  he  sold  it  to  him  for 
just  what  it  was,  did  not  misrep¬ 
resent  it ;  it  was  branded  on  the  tub, 
and  the  analysis  was  given,  and  a 
month  later  they  instituted  a  prose¬ 
cution  against  that  grocery  man ; 
and  in  the  meantime  he  had  sold 
out  of  this  particular  product  and 
had  quit  dealing  with  the  firm  from 
whom  they  bought  it,  and  when  he 
sent  on  he  could  not  get  a  sample, 
such  as  was  taken  and  used  in  the 
prosecution ;  and  you  can  see  the 
disadvantage  the  vendors  are  placed 
in  when  suit  is  brought. 

Mr.  Speaker,  I  believe  that  in 
some  cases  the  agents  or  inspectors 
manufacture  evidence  and  the  man 


is  placed  at  a  great  disadvantage. 
This  bill  is  simply  drawn  and  aimed 
to  correct  that  difficulty.  It  re¬ 
quires  that  whosoever  shall  take  a 
sample  that  that  person  shall  give 
to  the  vendor  a  similar  sample  in 
a  similar  package,  and  on  failure 
so  to  do  that  sample  so  taken  can¬ 
not  be  introduced  in  evidence.  It 
also  provides  for  some  penalty. 

The  bill  has  already  been 
brought  up  in  the  Senate  and  has 
been  referred  to  the  Committee  on 
Health  and  Sanitation. 

The  oleo  interests  had  their  “day 
in  court”  last  Wednesday  with  a 
bill  allowing  oleo  to  be  colored  yel¬ 
low,  but  went  down  to  defeat.  The 
bill  was  sponsored  by  the  member 
from  Allegheny  County,  the  oleo 
center  of  Pennsylvania.  Under  it 
oleo  could  be  colored,  but  could 
not  be  sold  except  in  half-pound, 
pound,  two-pound,  three-pound  and 
five-pound  bricks  or  rolls,  plainly 
labeled  for  what  it  was.  Speakers 
for  the  bill  said  that  it  simply  per¬ 
mitted  oleo  to  obtain  a  market,  to 
bring  down  the  cost  of  living,  and 
that  the  bill  provided  against  fraud 
by  most  stringent  regulations  and 
penalties.  Advocates  of  the  bill 
proclaimed  their  absolute  independ¬ 
ence  of  any  trust ;  said  that  the  bill 
was  simply  in  the  interest  of  the 
poor  man,  who  could  not.afford  to 
buy  good  butter,  but  would  be  just 
as  easily  satisfied  with  good  oleo, 
at  a  lower  price,  and  that  the  bill 
was  being  opposed  by  the  Creamery 
Trust,  in  the  interest  of  a  special 
privilege  for  themselves  and  their 
farmer  allies. 

There  was  heated  discussion  of 
the  bill,  the  members  representing 
the  farming  interests  arguing  that 
it  would  legalize  deception,  allow 
oleo  to  compete  with  real  buter,  and 
that  the  proposed  yellow  color 
would  be  an  imposition  upon  the 
butter  men,  who  had  adopted  it  as 
a  sort  of  trade-mark. 

The  bill  failed  by  a  vote  of  142 
to  45. 

House  Bill  1,086,  which  provides 
for  the  inspection  of  meat  and  meat 
food  products,  and  House  Bill 
1,085,  which  aims  to  do  the  same 
thing,  both  came  up  in  the  House 


during  the  week,  but  on  motion 
immediate  consideration  on  them 
was  postponed.  The  bill  would 
give  inspectors  access  to  any  place 
meat  or  meat  food  products  are 
stored  or  prepared  for  sale. 

The  Governor  vetoed  the  bill 
which  repealed  the  old  bread  bill 
passed  about  a  hundred  years  ago, 
providing  that  all  bread  should  be 
sold  by  the  pound.  The  bill  has 
been  ignored  for  many  years  but 
still  stood  on  the  statute  books  as 
a  menace  to  makers  and  sellers  of 
bread,  so  House  Bill  85  was  passed 
to  kill  it  forever.  The  Governor 
vetoed  it  on  the  ground  that  it 
“has  been  in  force  for  more  than  a 
century.  I  am  not  advised  that  it 
has  worked  any  hardship  nor  am  I 
advised  of  any  good  reason  for  its 
repeal  at  this  time.” 

As  soon  as  the  veto  was  received 
in  the  House,  a  movement  was 
made  to  pass  the  bill  over  the  Gov¬ 
ernor's  veto,  and  Mr.  Allen,  the 
sponsor,  made  the  following  expla¬ 
nation  of  the  purposes  of  the  bill : — 

This  bill  as  stated  in  the  veto, 
has  been  upon  the  statute  books 
for  more  than  100  years — 1 16  years 
— and  at  the  time  the  bill  was  be¬ 
fore  this  House  for  passage  I 
called  the  attention  of  the  House  to 
the  provisions  of  the  bill  which  was 
a  repealer  for  this  law  which  stands 
upon  the  statute  books. 

“All  loaf  bread  made  for  sale 
within  this  Commonwealth  shall  be 
sold  by  the  pound  avoirdupois;  and 
every  baker  or  other  person  offer¬ 
ing  the  same  for  sale,  shall  keep 
at  his  or  her  house,  or  at  such 
other  place  at  which  he  or  she  shall 
at  any  time  offer  or  expose  for 
sale  any  such  bread,  sufficient  scales 
and  weights  lawfully  regulated  for 
the  purpose  of  weighing  the  same ; 
and  if  any  baker  or  other  person 
shall  sell  or  offer  for  sale  any  loaf 
bread  in  any  other  manner,  the  con¬ 
tract  respecting  the  same  shall  be 
void ;  and  the  person  offending 
against  this  act  shall,  on  conviction, 
forfeit  and  pay  the  sum  of  $10  for 
every  such  offense,  one-half  to  the 
use  of  the  informer,  and  the  other 
half  to  the  use  of  this  Common¬ 
wealth  ;  and  it  shall  be  the  special 
duty  of  the  clerk  of  the  market, 
in  any  place  where  such  officer  is 
appointed,  to  discover  and  prosecute 
all  persons  offending  against  this 
act.”  Mr.  Speaker,  I  submit  as  a 
matter  of  fact  that  this  law  has 
been  on  the  statute  books  since  that 
time,  but  I  feel  that  the  Executive 
has  been  illy  advised  in  relation  to 
the  hardships  which  have  been  im¬ 
posed  on  account  of  this  act.  I 
call  your  attention  to  a  case  cited 
in  the  “Weekly  Notes  on  Cases,  No. 

3,”  a  case  which  was  passed  upon 
in  1876,  in  which  a  man  by  the 
name  of  Johnston  had  been  work¬ 
ing  for  a  man  by  the  name  of  Kolb, 
and  Johnston  bought  a  loaf  of 
bread  from  Kolb  which  he  sold  at 
6  cents  a  loaf.  Kolb  was  to  fur¬ 
nish  Johnston  the  bread  at  5  cents 
a  loaf.  Johnston  established  a 
route  for  bread  and  had  been  work¬ 
ing  but  about  one  month  when 
Kolb,  seeing  that  the  route  had  been 
established,  concluded  that  he  would 
take  over  the  route,  and  did  take  | 


the  same  away  from  Johnston 
Johnston  thereupon  instituted  a  suit 
of  law  against  Kolb  to  recover  for 
his  earnings  and  also  on  a  breach 
of  contract.  The  court  in  that  case, 
held  that  Johnston  had  no  action 
because  of  the  fact  that  the  con¬ 
tract  was  null  and  void  for  the  rea¬ 
son  that  he  made  a  contract  to  buy 
the  bread  and  sell  the  bread  by  the 
loaf  instead  of  selling  it  as  so  much 
per  pound.  Then  a  motion  was 
made  to  take  off  the  non-suit  which 
had  been  granted  in  the  case,  but 
that  motion  was  overruled.  This  is 
but  one  of  the  cases  which  has 
fallen  under  this  act  and  that  ael 
still  stands  to-day,  and  the  courts 
now  hold  that  if  any  wholesale 
baker  were  to  sell  and  continue  tc 
sell  for  weeks  and  months  bread 
in  large  quantities  to  any  retailer, 
selling  it  to  him  by  the  loaf,  and 
not  by  weight,  that  that  contract 
is  absolutely  null  and  void.  If  I 
were  to  go  to  a  retailer  and  that 
retailer  were  to  sell  me  a  loaf  of 
bread  for  5  or  10  cents,  and  he  sells 
it  to  me  in  any  other  manner  than 
by  weight,  I  can  make  a  charge 
against  him  under  this  law,  and  all 
the  court  can  do  is  to  fine  him  $ic 
and  I  take  one-half  of  the  $10  and 
the  State  takes  the  other  half. 

The  only  reason  that  I  take  up 
this  time  at  this  moment  in  making 
the  explanation  of  this  matter  isj 
that  I  do  not  want  any  veto  to  be 
read  before  this  House,  and  appear 
upon  any  bill  which  I  may  have 
'had  introduced  and  passed  in  this 
House  without  attempting  to  show 
that  the  bill  did  have  some  merit. 

I  do  not  expect  this  House  to  over¬ 
rule  the  veto  of  the  Governor,  but 
I  do  expect  myself  to  go  on  record 
as  against  the  veto  which  has  been 
entered  against  this  bill,  because  I 
feel  that  the  Governor  has  been  illy 
advised  in  relation  to  this  law. 


Don’t 


Drive  Away 

Trade 

<If  The  retail  shops  and  stores 
presenting  a  dark  and  unin¬ 
viting  exterior  and  interior 
deliberately  drive  away 
trade. 

<If  Why  not  consider  the 
installation  and  use  of 
Electricity  and  make  your 
Grocery  Store  cheerful  and 
attractive  to  the  public  ? 
Electric  Light  and  the  use 
of  Electric  Signs  act  as  a 
tonic  in  building  up  a  busi¬ 
ness —  Electricity  is  an  j 
advertisement  as  well  as  an 
illuminant. 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 
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The  bill  was  then  put  to  a  vote 
ain,  but  lacked  the  necessary  ma- 
-ity  and  the  Governor’s  veto 
incls. 

An  effort  was  made  in  the  House 
iring  the  week  to  revive  House 
11  1,208,  amending  the  bulk  sales 
at.  The  bill  failed  on  final  pas- 
ge,  as  reported  last  week.  On 
e  vote  to  revive,  4 7  voted  aye  and 
;  nay,  so  it  was  defeated  again 
id  is  probably  dead  for  the  sea- 
n. 

It  is  generally  agreed  that  there 
not  much  if  any  chance  of  cold 
urage  legislation  at  this  session 
iw.  When  the  Cold  Storage  bill 
as  teached  in  the  Senate  on  M on¬ 
ly  night  last,  having  already 
issed  the  House,  Buckman,  of 
neks,  asked  that  the  bill  go  over 
r  the  present,  and  this  is  a  request 
at  is  usually  acceded  to.  There 
as  no  opposition.  Directly  there- 
iter  there  broke  from  the  Senate 
idiciary  Special  Committee  the 
lolution  offered  by  Kline,  of  Al- 
gheny,  providing  for  the  creation 
:  a  legislative  committee  of  five 
>  investigate  the  cold  storage  sub- 
:ct,  provide  suitable  legislation  to 
overn  it,  and  report  at  the  next 
ession  of  the  Legislature.  This 
ras  passed  in  the  Senate  and  sent 
d  the  House,  where  it  may  or  may 
ot  pass.  The  text  of  the  resolu- 
on  gives  the  purpose  of  the  com- 
lission  as  follows  : — 

A  concurrent  resolution  for  the 
appointment  of  a  Commission  to  in¬ 
vestigate  and  report  to  the  next 
session  of  the  Legislature  all  mat¬ 
ters  pertaining  to  cold  storage,  and 
the  preservation  of  food  products, 
and  the  length  of  time  goods  shall 
remain  under  refrigeration  or  cold 
storage,  and  to  the  branding  and 
sale  of  such  articles  and  making 
an  appropriation  to  meet  the  ex¬ 
penses  of  the  said  Commission. 

Whereas,  There  has  been,  and  is, 
considerable  agitation  regarding 
cold  storage  and  the  preservation 
of  food  products,  as  well  as  the 
length  of  time  that  goods  shall  re¬ 
main  under  refrigeration  or  cold 
storage,  and  the  proper  branding 
and  sale  of  such  articles;  and 

Whereas,  It  is  of  the  utmost  im¬ 
portance  that  a  thorough  and  com¬ 
plete  investigation  and  study  of  the 
whole  matter  of  refrigeration  and 
cold  storage  should  be  made  at  the 
present  time ;  therefore  be  it 

Resolved  (if  the  House  concur), 
That  a  committee  of  five  members 
of  the  General  Assembly,  three  to 
be  appointed  by  the  president  pro 
tempore  of  the  Senate  and  two  by 
the  Speaker  of  the  General  Assem¬ 
bly,  to  investigate  at  the  earliest 
possible  moment,  and  to  report  at 
the  next  session  of  the  General  As¬ 
sembly,  a  comprehensive  bill  cover¬ 
ing  the  following  questions  : — 

1.  The  necessity  of  cold  storage 
and  the  proper  provisions  for  the 
protection  of  perishable  products. 

2.  The  value  of  such  products  to 
the  producer  and  the  community  at 
the  period  of  the  greatest  produc- 


PRIZE  BUTTER  is  packed  in  tub,  carton  or  print, 
as  you  may  require ;  we  also  salt  it  and  color  it  to  suit 
your  trade. 

It  must  suit  all  conditions,  because  we’re  going  to  make  it  the 
best  known  and  biggest  selling  butter  in  Pennsylvania.  We  call  it 
“PRIZE  BUTTER”  because  you  can  “win  trade”  with  it,  and  you 
can  also  depend  on  it  to  hold  trade,  because  your  customers  will  find  its 
quality  and  flavor  always  the  same.  The  way  to  build  up  a  big  sale  on 
PRIZE  BUTTER  is  to  tell  your  customers  about  it,  keep  on  telling 
them,  have  your  clerks  tell  them — get  your  customers  to  try  it,  and 
they’ll  not  only  keep  on  trying  PRIZE  BUTTER,  but  they’ll  like  it  so 
well  they’ll  tell  others  and  send  them  to  your  store.  People  who  come 
to  your  store  for  PRIZE  BUTTER  will  also  buy  other  high-grade 
articles  that  pay  you  good  profits.  Butter  trade  is  worth  working  for ; 
you  can  get  it  and  hold  it  with  PRIZE  BUTTER. 

P.  F.  BROWN  &  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“  Here’s  a  butter  that’s  made  especially  to  please  our  best 
customers— PRIZE  BUTTER.  I  want  you  to  try  it  this  week  and 
then  let  me  know  if  it  isn’t  exactly  what  you  always  wished  you 
could  get.  ” 

This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  »  organize ;  the)  Pennsylvania  Retail  Merchants 


\co\  Mi  l  i  Lnl 
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tion  when  the  supply  exceeds  the 
demand  and  at  all  other  times. 

3.  The  length  of  time  articles 
should  remain  under  refrigeration 
or  cold  storage. 

4.  Whether  refrigeration  or  cold 
storage  products  shall  be  branded, 
and  if  so,  what  shall  be  determined 
to  be  refrigerator  products  or  cold 
storage  products,  or  both. 

5.  The  effect  on  the  price  of  com¬ 
modities  by  reason  of  placing  them 
under  mechanical  refrigeration  or 
cold  storage. 

6.  The  relation  of  cold  storage 
or  refrigeration  to  the  high  cost  of 
living. 

7.  The  effect  of  cold  storage  leg¬ 
islation  in  other  States. 

8.  The  advisability  of  a  uniform 
cold  storage  or  refrigeration  law, 
provided  that  the  actual  expenses 
incurred  by  the  committee  shall  not 
exceed  the  sum  of  $10,000,  which 
shall  be  provided  for  in  the  general 
appropriations  bill. 

Meanwhile  the  original  bill  has 
come  up  in  the  Senate  again,  after 
being  amended  by  allowing  poultry 
to  be  stored  eight  months  instead 
of  six ;  also  by  striking  out  the  pro¬ 
vision  giving  informers  half  the 
fine. 

The  soft  drink  bill,  as  recom¬ 
mended  to  the  Senate  by  the  Health 
and  Sanitation  Committee,  contains 
a  retailers’  guarantee  clause. 

The  Senate  Committee  on  Health 
and  Sanitation  has  at  last  decided 
on  the  general  food  law  it  will 
recommend,  and  the  bill  has  al¬ 
ready  been  reported  in  this  form. 
It  prohibits  benzoate  of  soda,  but 
allows  the  use  of  sulphur  dioxide 
in  somewhat  smaller  quantity  than 
that  allowed  by  the  present  law.  It 
also  prevents  the  excessive  use  of 
acetic  acid  and  oil  of  spices  as  pre¬ 
servatives  ;  some  concerns  use  these 
ingredients  instead  of  benzoate  of 
soda.  The  retailers’  guarantee 
clause  is  also  in  the  bill,  and  if  it 
passes  at  all,  it  will  without  doubt 
pass  in  that  form.  There  is  also 
a  provision  against  prosecution 
where  the  seller  of  the  goods  is 
outside  the  State.  In  such  cases 


the  facts  will  be  certified  to  the 
Federal  food  authorities.  The  im¬ 
munity  from  prosecution,  however, 
extends  only  to  the  first  offense. 

House  Bill  No.  1,614,  the  10  per 
cent,  wage  attachment  bill  fathered 
by  the  Pennsylvania  Retail  Mer¬ 
chants’  Association,  was  reported 
favorably  to  the  House  of  Repre- 
|  sentatives  from  House  Committee 
on  Labor  and  Industry,  in  amended 
form. 

R.  C. 


Radishes  are  from  Virginia  and 
Maryland  and  range  from  50  cents 
to  $1.25  per  hamper  of  125  bunches. 
Demand  good. 


Well-known  Brands  Prosecuted 
Under  Federal  Food  Law. 


Coffee,  Soft  Drinks,  Extracts  and 
Prunes  Feel  Weight  of  National  Act. 


The  following  reports  of  cases 
have  been  certified  to  this  paper  by 
the  United  States  Department  of 
Agriculture.  They  represent  cases 
of  adulteration  and  misbranding 
under  the  Federal  food  law : — 

Judgment  No.  2,128 — Adulteration 
and  Misbranding  of  Coffee. 

The  United  States  Attorney  for 
the  Southern  District  of  New  York 
filed  in  the  District  Court  an  infor¬ 
mation  against  Julius  Steinwender, 
Charles  Stroffregan  and  Christian 
Arndt,  doing  business  under  the 
firm  name  of  Steinwender,  Strof¬ 
fregan  &  Co.,  New  York,  N.  Y., 
alleging  shipment  by  them,  in  viola¬ 
tion  of  the  Food  and  Drugs  Act, 
from  New  York  into  Kentucky  of 
a  quantity  of  green  coffee  which 
was  adulterated  and  misbranded. 
The  product  was  labeled :  “H.  R. 

K.  19.  Ouerbacker  Coffee  Co., 
Louisville,  Ky.” 

Examination  of  a  sample  showed 
it  to  be  what  is  known  as  polished 
coffee.  There  is  a  coating  used, 
sometimes  it  is  talc  and  soapstone 
and  other  times  it  is  a  substance 
containing  plumbago.  Exactly  what 
coating  or  polish  has  been  used  on 
this  sample  cannot  be  stated,  but 
there  is  no  question  but  that  some  | 


finish  has  been  applied.  This  con¬ 
ceals  the  inferiority  of  the  goods  to 
a  slight  degree.  The  product  as  a 
whole,  however,  would  appear  bet¬ 
ter  to  a  certain  class  of  trade  than 
an  unpolished  coffee  of  the  same 
grade.  The  fissures  on  the  surface 
of  the  coffee  beans  were  filled  with 
a  black  substance  having  the  char¬ 
acteristics  of  some  form  of  carbon. 
Adulteration  of  the  product  was  al¬ 
leged  in  the  information  for  the 
reason  that  it  was  sold  as  green 
coffee  and  was  coated  in  a  manner 
whereby  inferiority  was  concealed. 
Misbranding  was  alleged  for  the  rea¬ 
son  that  the  product  was  offered 
for  sale  under  the  distinctive  name 
of  another  article,  to  wit,  green 
coffee,  whereas,  in  fact,  it  was  a 
mixture  of  coffee  coated  with  a 
carbonaceous  material. 

A  plea  of  guilty  was  entered  on 
behalf  of  the  defendants  and  the 
court  suspended  sentence. 

Judgment  No.  2,115 — Adulteration 
of  Wild  Cherry  Phosphate. 

1  he  United  States  Attorney  for 
the  Northern  District  of  Illinois 
filed  in  the  District  Court  of  the 
LTnited  States  an  information 
against  L.  G.  Spencer,  doing  busi¬ 
ness  as  the  Thompson  Phosphate 
Co.,  Palos  Park,  Ill.,  alleging  ship¬ 
ment  by  him  from  Illinois  into 
Colorado  of  a  quantity  of  Thomp¬ 
son’s  Wild  Cherry  Phosphate  which 
was  adulterated.  The  product  was 
labeled :  “Thompson’s  Wild  Cherry 
Phosphate. ” 

Analysis  of  a  sample  showed : 
Arsenic,  as  AszO,  parts  per  million, 
100.  Adulteration  of  the  product 
was  alleged  in  the  information  for 
the  reason  that  it  contained  an 
added  poisonous  ingredient,  to  wit, 
arsenic,  in  quantities  of  5  milli¬ 
grams  per  100  cc  of  the  product, 
and  that  the  said  arsenic  was  not 
used  to  preserve  the  product  in  any 
manner  and  the  directions  for  its 
removal  were  not  printed  on  the 
cover  or  the  labels  on  the  contain¬ 
ers. 

The  defendant  entered  a  plea  of 
guilty  to  the  information  and  the 
court  imposed  a  fine  of  $25,  with 
costs. 

Judgment  No.  2,139 — Adulteration 
and  Misbranding  of  Shaco- 
Kauphy. 

The  United  States  Attorney  for 
the  Southern  District  of  New  York 
filed  in  the  District  Court  of  the 
United  States  an  information 
against  Stephen  FI.  Angell  and 
McDonough  Craven,  doing  business 
under  the  firm  name  and  style  of 
S.  H.  Angell  &  Co.,  New  York, 
N.  Y.,  alleging  shipment  by  them,  in 
violation  of  the  Food  and  Drugs 
Act,  from  New  York  into  Pennsyl¬ 
vania,  of  a  quantity  of  a  food  prod¬ 


uct  called  Shaco-Kauphy  which  was 
adulterated  nd  misbranded.  The 
product  was  labeled:  “Shaco-Kau¬ 
phy.  S.  H.  Angell,  129  Maiden 
Lane,  New  York  City.” 

Analysis  of  a  sample  showed 
adulteration,  for  the  reason  that 
pea  hulls  and  exhausted  coffee 
from  which  the  valuable  constitu¬ 
ents  of  coffee  had  been  in  part  ex¬ 
tracted  had  been  substituted  in  part 
for  the  product. 

The  defendants  plead  guilty  andl 
were  fined  $75. 


The  cold  weather  of  last  Sunday 
badly  injured  the  Keiffer  pear  crop 
in  this  section.  Peaches  are  also 
hurt  some  little  but  not  so  much. 


Written  for  the  “Grocery  World  and  General 
Merchant.” 

Says  Retailers  Are  Throwing 
Away  By-Product  Worth 
Hundred  Million. 


C.  M.  Wessels  Says  Retailers  Control 
Better  Consumer  Advertising  Than 
Manufacturers  Yearly  Pay  a  Hundred 
Million  Dollars  For.  More  About  the 
Pennsylvania  Plan  of  Aiding  Organi¬ 
zation. 


I  believe  every  thinking  mer¬ 
chant  in  Pennsylvania  is  with  me 
in  my  opinion  that  organization 
means  the  salvation  of  the  retailer. 

What  would  it  mean,  Mr.  Re¬ 
tailer,  if  a  way  were  discovered  to 
give  every  secretary  of  every  retail 
merchants’  association  in  Pennsyl¬ 
vania  a  salary — a  salary  which 
would  represent  adequate  compen¬ 
sation  for  the  sort  of  services  an 
organization  should  have  from  its 
secretary  if  the  organization  is  to 
thrive? 

What  would  it  mean  if  every  re¬ 
sponsible  merchant  in  every  city 
and  town  in  Pennsylvania  should 
become  affiliated  with  the  mer¬ 
chants’  association  in  his  city  with¬ 
out  his  being  called  upon  to  pay 
dues  ? 

It  would  mean  that  every  mer¬ 
chant  who  could  get  his  application 
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Rumford’s  and  No  Other” 

Every  grocer  sells  baking  powder,  and  the  percentage  that  have 
come  to  sell  Rumford  Powders  and  no  other  except,  possibly,  one  or 
two  brands  for  low-priced  trade,  is  astonishing.  Rumford  Powders 
wear  well.  They  are  composed  of  three  food  substances— phosphate, 
soda  and  starch,  whose  leavening  power,  combined  as  we  combine 
them,  is  incomparable. 

Rumford  Powders  have  always  paid  the  retailer  an  acceptable 
profit. 


Rumford  Chemical  Works 


Providence,  R.  I. 
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:epted  would  become  a  member, 
cause  the  principal  reason  for  not 
ining — the  expense — would  be 
minated. 

I  propose  to  show  you  just  how 
is  can  be  done.  The  caption  un- 
•r  which  this  article  is  written  is : 
jays  Retailers  are  Throwing 
way  a  By-Product  Worth  Over 
Hundred  Million  Dollars.”  Ask 
lybody  who  knows  what  would 
■come  of  Armour,  Swift  or  any 
'  the  big  packers  if  they  did  not 
rn  their  “by-products”  into  cash, 
ou  will  be  told  that  they  would 
il.  One  of  the  reasons  so  many 
tailers  fail  is  because  they  do  not 
rn  a  valuable  by-product  they 
ive  into  cash.  They  should  not 
i  blamed,  however,  when  it  is 
membered  that  one  of  the  great 
,t  industries  in  the  world  did  the 
ime  thing  until  a  short  time  ago: 
Standard  Oil  tried  to  get  rid  of 
asoline,  a  by-product  of  kerosene, 
t  any  old  price.  To-day  the  mar 
et  for  gasoline  has  almost  made; 
erosene  the  by-product. 

I  told  you  that  you  were  throw-! 
lg  away  a  by-product  worth  over 
hundred  million  dollars  a  year 
nd  I  know  that  that  statement  is 
rue  because  the  manufacturers  of 
Iris  country  are  paying  over  a  hun 
red  million  dollars  a  year  for  it 
;  is  consumer  advertising. 

When  I  say  over  a  hundred  mil 
ion  dollars  a  year  is  spent  for  con- 
umer  advertising,  I  am  conserva- 
ive,  and  yet  the  advertising  which 
his  hundred  million  dollars  a  year 
s  spent  for — the  printed  word  in 
he  magazines,  newspapers,  etc. — 
:annot  be  compared  in  value,  or 
efficiency,  with  the  face-to-face  ad¬ 
vertising  you,  Mr.  Merchant,  can 
>ut  before  ‘your  customers. 

If  the  manufacturer  whose  prod 
act  you  are  selling  could  buy  this 
tremendously  valuable  advertising 
which  you  alone  own,  he  would  do 
so,  and  he  would  pay  you  a  big 
price  for  it.  I  am  prepared  to  dem¬ 
onstrate  this  to  you  any  time  you 
are  sufficiently  interested  to  ask  me 
to,  and  I  advise  you  not  to  throw 
away  this  by-product  any  more.  It 
is  worth  money,  and  if  you  don’t 
know  how  to  sell  it  for  money,  I 
will  show  you. 

I  intimated  above  that  every  as¬ 
sociation  could  pay  its  secretary  a 
salary  and  the  other  expenses  inci 
dent  to  conducting  a  merchants’  or¬ 
ganization  without  calling  on  the 
members  to  supply  the  money. 
Now  to  show  you  how  that  can  be 
done. 


When  you  have  slit  the  top  of  a  CONTAINER  of  FRANKLIN  CARTON  SUGAR 
with  your  pocketknife  (and  that’s  easier  than  taking  the  head  off  a  barrel),  the  CARTONS 
are  ready  to  hand  out  to  the  customers  with  no  more  work  than  if  they  were  cans  of 
tomatoes. 

FRANKLIN  CARTON  SUGAR  saves  you  all  the  work  of  putting  sugar  in  bags,  saves 
the  cost  of  the  bags,  the  cost  of  twine,  saves  time,  prevents  loss  by  overweight.  The  CARTON 
is  a  neat,  tight,  strong  package  that  will  not  burst  like  a  paper  bag  and  let  the  sugar  out. 
It  keeps  the  sugar  clean  and  dry  and  your  customers  will  appreciate  those  features. 
FRANKLIN  CARTON  SUGAR  pays  you  a  profit  because  it  costs  you  nothing  to  handle ; 
bulk  sugar  does  not  pay  you  any  profit  because  of  the  cost  of  handling.  You  can  make  a 
profit  instead  of  a  loss  on  all  your  sugar  trade  by  handling  FRANKLIN  CARTON  SUGAR 
as  we  pack  all  fast  selling  grades  in  the  FRANKLIN  CARTON,  including  FRANKLIN 
GRANULATED,  FRANKLIN  CUBE,  FRANKLIN  DESSERT  &  TABLE,  FRANKLIN 
XXXX  CONFECTIONERS’  and  FRANKLIN  POWDERED. 

You  can  buy  FRANKLIN  CARTON  SUGAR  in  the 
original  CONTAINERS  of  24,  48.  60  and  120  pounds 

The  Franhlin  Sugar  Refining  Company 

PHILADELPHIA 

"  Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR  " 


WHAT/TO  TELL  CUSTOMERS 

“We  know  you’ll  like  Franklin  Carton  Sugar  because  it’s 
cleaner  and  better  quality  than  other  sugars,  and  the  Carton 
keeps  it  clean  and  dry  as  well  as  being  a  handy  package  for  your 
cupboard.’’ 


s^PENHN/^ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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VALUABLE  PRtMIUM5  FBff 


5  STAMPS 


W|th  this  bottle 

L.H. PARKE  CO. 

23 4  MARKET  ST.  PHIL ADE.LP*'* 
63S  GRANT  ST.  PITTSBURGH. 


All  Products  in  the 
PARKE’S  STAMP  LINE 
are  Fast,  Steady  Sell¬ 
ers  and  Sure  to  Please 
Your  Customers 


Parke’s  Stamp  Line  includes  Cof¬ 
fee,  Tea,  Spices,  Baking  Powder, 
Ammonia,  Blue,  etc.,  and  will  appeal 
to  your  customers,  because  in  addi¬ 
tion  to  the  high  quality  of  all  the 
articles  each  package  carries  a  liberal 
number  of  stamps  with  it.  The 
stamps  are  good  as  cash  in  exchange 
for  hundreds  of  valuable  and  useful 
premiums.  It  will  pay  you  to  handle 
the  whole  line  because  the  sale  of 
one  leads  to  the  sale  of  all  the 
others.  Once  you  start  trade  on 
Parke’s  Products  it  stays  with 
you,  because  of  the  combination  of 
high  quality,  big  moneysworth  and 
liberal  premiums. 


L.  H.  PARKE 
COMPANY 


232=234  Market  Street 
PHILADELPHIA 


638=640  Grant  Street 
PITTSBURGH,  PA. 


MME  PREMIUMS  FHK 


pARKEs 
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5  STAMPS 


WITH  THIS  BOTTLE 

L.H. PARKE  CO. 

MARKET  ST.  RHILAOELEH'4 
[  638  GRANT  ST.  PITTSBURGH 


WHAT  TO  TELL  CUSTOMERS 

“  Of  course  you’re  saving  PARKE’S  STAMPS.  Don’t  forget  that 
you  get  them  with  Parke’s  Ammonia,  Bluing,  Baking  Powder,  Pepper, 
Mustard  and  other  spices,  etc.,  as  well  as  Tea  and  Coffee.  Buy 
all  Parke’s  goods  and  you’ll  soon  have  enough  stamps  for  a  beauti¬ 
ful  premium.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


A  number  of  the  manufacturer: 
who  are  participating  in  the  Penn 
sylvania  plan  don’t  cover  Pennsyl 
vania  with  specialty  men  regularly 
Those  who  are  so  situated  have  de 
cided  that  the  best  specialty  mer 
they  could  possibly  get  to  represen- 
them  in  the  different  cities  am. 
towns  in  Pennsylvania  are  the  sec¬ 
retaries  of  the  associations  in  eact 
town,  and  these  manufacturers  an 
willing  to  employ  the  secretaries  o 
these  associations  on  a  basis  whicl 
will  put  in  the  treasury  of  their  as 
sociations  enough  money  to  prop 
erly  compensate  the  secretary  am 
pay  the  expenses  of  the  associatior 
as  well.  The  associations  whicl 
have  already  manifested  their  in 
tention  of  taking  advantage  of  thi 
opportunity  to  finance  their  treas 
uries  follow : — 

Philadelphia,  Erie,  Hanover 
Meadville,  New  Castle,  Scranton 
Tarentum,  Wilkes-Barre,  Butler. 
Frank  ford,  Johnstown,  New 
Brighton,  Penn  Station,  Sharps 
burg,  Warren,  Sharon. 

The  manufacturers  for  whon 
the  secretaries  of  the  associations  it 
these  towns  are  going  to  take  or 
ders  are : — 

Tames  S.  Mason  Co.,  134  N 
Front  street,  Philadelphia,  sho< 
polishes  and  white  dressing. 

Penn  Chemical  Works,  1 33; 
Washington  avenue,  Philadelphia. 
Banner  lye. 

Angus  Watson  &  Co.,  1011 
Chestnut  street,  Philadelphia,  Bou¬ 
illon  Herringlets. 

The  C.  F.  Sauer  Co.,  Richmond 
Va.,  flavoring  extracts. 

P.  F.  Brown  &  Co.,  39-41-43  S 
Front  street,  Philadelphia,  buttei 
and  eggs. 

If  there  are  any  more  secretarie: 
of  any  of  the  other  associations  ir 
Pennsylvania  who  would  like  to  se< 
enough  money  in  their  treasury  tc 
pay  all  its  expenses,  including  a 
salary  for  themselves,  a  letter  to 
the  writer  will  bring  it  about. 

The  manufacturers,  in  addition 
to  those  named,  who  are  participat¬ 
ing  in  the  Pennsylvania  plan  are: 

Armour  &  Co.,  with  their  entire 
line  of  products  except  soap. 

The  Borden’s  Condensed  Milk 
Co. 

Franklin  Sugar  Refining  Co.,  on 
Carton  sugar. 

Freihofer  Baking  Co.,  on  maca¬ 
roni,  spaghetti,  noodles,  etc. 

Charles  W.  Young  &  Co.,  on 
soaps. 

L.  H.  Parke  &  Co.,  on  teas,  cof¬ 
fees  and  spices. 


1  1 
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he  Corn  Products  Refining  Co., 
Karo  syrup,  Argo  and  Kings- 
1  starch. 

I.  O.  Wilbur  &  Son,  on  cocoa, 
colate,  etc. 

'hese  manufacturers  have  their 
i  specialty  men,  so  can’t  appoint 
secretaries  to  take  orders  for 
r>,  but  they  are  spending  many 
usands  of  dollars  in  advertising 
your  publications,  and  are  con- 
luting  the  money  which  is  to  be 
i  as  an  award  to  the  twelve  as- 
iations  which  have  shown  the 
g^est  resuits  on  the  Pennsylvania 
i. 

[very  purchase  and  sale  you 
<e  of  these  products  will  help 
r  city  to  the  award. 

)f  the  105  associations  listed  as 
nbers  of  the  Pennsylvania  Re- 
Merchants’  Association,  44  are 
record  as  in  favor  of  the  Penn- 
/ania  plan. 

C.  M.  Wessels. 

Philadelphia,  Pa., 

April  23,  1913. 


HE  NEW  YORK  LETTER 

(Continued  from  page  9.) 

Mills  have  advanced  prices  of 
ur,  but  buyers  are  not  at  all  in- 
ned  to  pay  the  higher  prices, 
lere  are  wide  variations,  how- 
;r.  Some  mills  are  quoting  as 
v  as  $4.40  for  spring  wheat  pat- 
:s  111  jute  and  this  seems  to  be 
nut  as  high  as  the  distributors 
i  willing  to  go.  Some  mills  are 
<ing  from  10  to  20  cents  more, 
t  the  buyers  look  on  such  prices 
exorbitant.  Most  buyers  are  still 
the  opinion  that  $4.25  is  about 
s  right  price,  but  the  mills  are 
t  now  looking  for  business  on 
at  basis. 

Slight  accumulations  of  butter 
used  a  sharp  decline  in  the  last 
eek.  The  extras  are  now  to  be 
id  at  33  to  33 ]/2  cents  and  firsts 
32^/2  cents.  There  is  a  fair 
ovement  in  seconds  at  32  cents, 
be  higher  grades  of  process  but 
r  range  from  29)4  to  31^2  cents. 
Arrivals  of  eggs  are  liberal,  but 
large  proportion  are  placed  in 
'arehouses  and  so  do  not  burden 
ie  market.  The  medium  and  lin¬ 
er  grade  goods  are  moving  slowly, 
trictly  high  grade  fresh  eggs  are 
firly  firm.  The  best  grades  of 
'esh  Western  eggs  range  from  18 
>  21  cents.  Fancy  nearby  eggs  go 
3  high  as  22  to  23  cents  and  ordi 
ary  grades  of  nearby  eggs  are  to 
e  had  at  prices  ranging  down  to 
9  to  20  cents. 

Fred.  A.  Magill. 


“A  MEAL  FOR  SIX— 15  CENTS 


A  can  of  BOUILLON  “  HERRINGLKTS  ”  makes  a  delicious  luncheon  for  five  or  six 
persons,  yet  you  sell  it  for  15  cents  and  make  a  good  profit.  BOUILLON  “  HER  RINGLETS 
are  selected  little  NORWEGIAN  HERRING,  packed  in  del  ctous  bomllon  ;  we  grantee  them 
to  please  your  customers  or  we’ll  give  their  money  back.  BOUILLON  HERRINGLETS  are 
an  ideal  proposition  for  you,  Mr.  Grocer— a  new  luncheon  delicacy,  selling  at  a  popular  price, 
quality  guaranteed,  and  a  good  profit  for  you.  PUSH  THEIR  SALE. 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “Skipper”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 

WHAT  TO  TELL  CUSTOMERS 

“BOUILLON  ‘HERRINGLETS’  are  both  a  substantial  meal  and  a  delicious 
luncheon.  Guaranteed  to  please  or  your  money  back.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


WALKING  PASTYOUKLDOORJ 

MASON’S  WHITE  DRESSING  FOR  WHITE  SHOES  and 
MASON’S  TAN  COMBINATION  FOR  TAN  SHOES 

pay  you  75%  profit  and  SELL  FAST,  because  everybody  has  to  have  shoe  dressing.  White  shoes  and 
tun  shoes  are  going  to  be  more  popular  than  ever  this  season.  That  means  a  big  sale  for  white  and 
tan  dressings,  and  MASON’S  are  the  ones  to  PUSH,  because  they  will  give  your  customers  more 
satisfaction  than  any  others.  They  will  also  PAY  YOU  BEST,  not  only  on  account  ot  the  big 
profit,  but  also  because  they  are  FAST  SELLERS. 

CAUTION  —  Don’t  let  your  shelves  b.e 

Insist  oil  havltiK  MAHON'8  HHO 1-.  ORES8INGS,  llie  1,11  I.I.t  sellers. 

JAS.  S.  MASON  COMPANY 

138=140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“We  sell  MASON’S  SHOE  DRESSINGS  because  they’re  BEST.  They’re  the  choice  of  the 
fine  shoe  trade  in  the  large  cities,  so  they  have  to  be  better  than  others.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Much  Bogus  Vinegar  on  Market  Still 

So  Says  Big  Manufacturer  in  Discussing  Effect  of  Lower  Tariff. 
Wood  Acid  Used  as  Adulterant.  Lower  Tariff  Will  Not 
Affect  Market.  Fruit  Men  Welcome  Lower  Lemon  and 
Pineapple  Duty. 


The  following  additional  opin¬ 
ions  have  been  received  as  to  the 
probable  effect  of  the  revised  tariff 
on  the  products  named : — 

Vinegar. 

Regarding  a  proposed  reduction 
of  duty  on  vinegar  from  33.03  per 
cent,  to  17.39  Per  cent.,  this  will 
have  no  effect  whatever  upon  the 
price  and  the  general  market  con¬ 
ditions  of  the  product  mentioned, 
for  the  very  simple  reason  that  vin¬ 
egar,  as  one  of  the  great  staple 
commodities  ot  food,  has  been  buf¬ 
feted  about  and  kicked  in  the  shins 
to  such  an  extent  that  no  possible 
condition  arising  could  make  the 
price  any  worse  or  any  lower  than 
it  is  to-day. 

The  men  interested  in  the  man¬ 
ufacture  of  pure,  honest,  straight 
cider  vinegar,  made  from  the  ex¬ 
pressed  juice  of  apples,  have  cer¬ 
tainly  had  troubles  of  their  own 
because  of  the  sophistication  that 
is  produced  by  so  many  manufac¬ 
turers  in  this  line  of  business. 
There  is  too  much  spurious  vinegar 
on  the  market  competing  with  the 
honest  goods,  and  for  this  reason 
prices  have  been  shot  to  pieces  and 
no  one  in  the  business  has  made  a 
dollar. 

There  is  a  great  deal  of  sophis¬ 


tication  going  on  in  Pennsylvania. 
The  Federal  authorities  only  re¬ 
cently  traced  to  one  plant  in  the 
State  of  New  York  shipments  ag¬ 
gregating  600  and  odd  barrels  of 
pyroligneous  acid;  1,000  and  odd 
barrels  during  1911  of  this  kind  of 
stuff,  and  900  and  odd  barrels  dur¬ 
ing  the  season  of  1912.  All  of  this 
wood  acid  was  used  to  stretch  vin¬ 
egar,  with  the  addition  of  water  and 
a  small  addition  of  cider  vinegar, 
and  placed  on  the  market  by  these 
unscrupulous  manufacturers  as  pure 
cider  vinegar.  Fortunately,  the 
Federal  authorities  secured  convic¬ 
tions  in  some  of  the  New  England 
States,  and  this  product  was  or¬ 
dered  shipped  back  to  its  owners, 
who  promised  to  label  it  properly 
before  putting  it  on  the  market 
again.  However,  we  are  informed 
that  most  of  this  vinegar  has  found 
its  way  into  the  hands  of  the  job¬ 
bers  and  grocers  as  pure  goods,  and 
the  authorities  in  the  State  of  New 
York  are  now  busily  engaged  in 
finding  this  vinegar,  and  it  is  hoped 
that  the  manufacturers  will  meet 
with  their  just  deserts. 

We  also  understand  that  the  State 
of  Pennsylvania  has  been  flooded 
with  the  same  kind  of  vinegar. 
Isn’t  it  high  time  that  the  jobbers 
paid  a  fair  price  for  a  quality  ar¬ 
ticle? 


We  are  very  pleased  at  the  op¬ 
portunity  to  write  this  letter  to 
your  paper  and  will  also  be  glad 
to  hear  from  you  further. 

American  Fruit  Product  Co. 

George  Dietrich. 

Rochester,  N.  Y.,  April  21,  1913. 

Lemons  and  Pineapples. 

Regarding  the  new  tariff  bill, 
would  say  that  it  is  the  general 
opinion  of  the  dealers,  and  the  im¬ 
porters  as  well,  that  a  lower  and 
more  reasonable  rate  of  duty  on 
lemons  and  all  other  fruits  will 
enable  those  who  are  engaged  in 
the  business  to  purchase  more  freely 
and  will  encourage  shippers  in  other 
countries  to  ship  more  freely  and 
to  keep  the  markets  more  regularly 
supplied,  and  will  widen  the  volume 
of  business  for  traders  in  the  East, 
so  that  they  will  be  able  to  re¬ 
cover  quite  a  large  portion  of  the 
territory  that  has  been  lost  to  them 
by  reason  of  the  unjust  competition 
created  by  unfair  legislation  by  the 
California  interests. 

The  receipts  of  foreign  lemons 
last  year  were  1,500,000  boxes.  The 
duty  on  these,  at  $1.15  per  box, 
would  be  $1,725,000.  This  has  been 
collected  from  both  the  people  and 
those  having  capital  in  the  business. 

As  regards  pineapples,  these  at 
times  are  imported  at  a  great  loss 
to  the  shippers  in  Cuba  and  Porto 
Rica  and  to  receivers  here  who 
make  advances  on  them.  While 
Florida  produces  a  large  crop,  the 
production  in  several  West  India 
islands  is  enormous,  and  there  is 
no  reason  why  the  consumers 
should  not  have  some  benefit  from 
this  product  of  the  soil,  which  can 
be  grown  under  much  more  favor¬ 
able  circumstances  in  those  islands. 
In  other  words,  prohibitory  duties 
are  too  often  collected  for  the  bene¬ 


fit  of  the  comparatively  few  pro¬ 
ducers  at  the  expense  of  the  large 
number  of  consumers,  simply  be¬ 
cause  the  consumer  is  not  organized 
and  incorporated,  as  are  some  bod¬ 
ies  of  producers,  and  have  not  the 
means  to  appear  before  Congress  ' 
and  argue. 

We  trust  that  this  gives  you  the 
desired  information  and  we  hope 
that  the  reduction  in  the  tariff  will 
have  the  effect  of  causing  lower 
prices  and  a  large  consumption  of 
the  goods  in  question.  Should  you 
write  an  editorial  on  this  subject,* 
we  shall  be  very  glad  to  receive  , 
a  copy  of  it. 

C.  Wilkinson's  Sons. 

Philadelphia,  Pa. 


Salad  is  from  both  nearby  an< 
Southern  points.  The  former  is  ( 
to  7  cents  per  head  and  the  latte 
$1.75  to  $2  per  basket. 


PATENTS 

and  Trade-marks  procured  promptly  am 
properly  in  all  countries. 

Davis  &  Davis,  Washington,  D.G 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Law 

643-648  Land  Title  Building 

Philadelphia,  Pa. 

-{iSiasrss'Br 
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Continental  Safety  Egg  Cartons  are  the 
Only  Practical  Egg  Cartons 

First:  They  prevent  breakage,  because  each  egg  is  firmly  gripped  in  a  cushion-like  nest,  and  this 
secures  your  full  profit. 

Second:  They  are  quickly  and  easily  filled  and  fastened. 

Third:  Each  carton  has  its  own  string  and  fastener  attached  to  it,  thus  saving  time  and  string. 

Packed  flat ,  250  to  the  case 
Ask  your  jobber  or  write  us  for  FREE  sample 

CONTINENTAL  PAPER  BAGS 

“  There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose,”  and  our  name  on  a  bag  carries  with  it  the  quality 
guarantee  of  the  biggest  paper  mills  in  the  world.  Let  us  quote  prices  on  the  grade  of  bags  you  are  now  using. 

COFFEE  BAGS  :  Let  us  show  you  how  to  make  a  reputation  for  your  coffee  and 
increase  your  sales  by  using  bags  that  will  retain  the  fresh  roasted  flavor  and  aroma. 

IVrite  us  for  samples  and  prices 

Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 


I 


Continental  Paper  Ba&  Co. 

WHITEHALL  BUILDING,  NEW  YORK 


M 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no  change 
for  the  week.  The  demand  is  ex¬ 
tremely  moderate,  and  prices  show 
no  change.  From  now  on  the  as¬ 
sortment  of  desirables  will  become 
more  ragged,  but  no  materia 
change  is  expected  before  the  new 
season  opens. 

Coffee 

The  coffee  market  shows  some 
slight  improvement  for  the  week, 
and  holders  believe  it  correct  to 
quote  a  small  fractional  advance  on 
all  grades  of  Rio  and  Santos  since 
a  week.  A  better  general  feel¬ 
ing  seems  to  be  responsible,  aider 
by  the  fact  that  the  market  in  Bra¬ 
zil  has  kept  steady  on  a  basis  con-; 
siderably  above  ours  all  through 
the  slump  in  this  country.  Holders 
of  milds  are  also  feeling  firmer 
and  believe  in  a  better  market. 
Mocha  is  firmer  and  holders  ask 
an  advance  of  about  cent.  The 
demand  for  coffee  is  somewhat  im¬ 
proved,  though  still  light. 

Sugar. 

Sugar  is  unchanged  for  the  week. 
Raws  are  about  where  they  were 
and  quotations  for  refined  on  the 
same  basis  as  a  week  ago.  The  re¬ 
fined  situation,  however,  is  still  a 
little  uncertain,  and  will  remaiif  so 
until  the  tariff  is  settled.  The  con¬ 
sumptive  demand  for  refined  sugar 
is  fair. 

Syrup  and  Molasses. 

Glucose  remains  unchanged  for 
the  week.  Compound  syrup  is  dull 
at  ruling  prices.  Sugar  syrup  quiet 
and  in  demand  only  for  manufac¬ 
turing.  Molasses  moderately  ac¬ 
tive  at  unchanged  prices. 

Canned  Goods. 

*1  omatoes  are  unchanged  for  the 
week,  and  seem  to  be  in  somewhat 
improved  demand.  No  important 
change  in  price  is  in  sight.  Corn 
and  peas  are  unchanged  and  dull, 
both  spot  and  futures.  Corn  is  still 
in  the  decided  dumps,  by  reason  of 
large  over-supply.  Apples  are  un¬ 
changed  and  moderately  active. 
California  canned  goods  unchanged 
and  in  fair  demand.  Small  East¬ 
ern  staple  canned  goods  unchanged 
and  dull. 

Fish. 

The  mackerel  market  has  contin¬ 
ued  dull  and  weak  since  the  last 
report.  Prices  are  in  buyers’  favor 


especially  on  Norways,  and  to  a  les¬ 
ser  degree  on  Irish.  The  demand 
is  very  light.  Cod,  hake  and  had¬ 
dock  are  in  quiet  demand  at  steady 
prices.  Salmon  of  all  grades  is 
dull  at  unchanged  prices,  spot  salm¬ 
on  being  particularly  soft.  Domes¬ 
tic  and  imported  sardines  are  both 
unchanged  and  cpiiet.  Some  new 
pack  domestic  sardines  are  now 
being  offered  at  around  $2.10  in  a 
large  way. 

Dried  Fruits. 

Prunes  are  somewhat  scarcer 
and  firmer  as  to  the  large  sizes, 
unchanged  and  quiet  as  to  the  inter¬ 
mediate  sizes.  Peaches  are  in  fair 
demand  at  steady  prices.  Apricots 
quiet  and  unchanged.  Raisins  un¬ 
changed,  Eastern  markets  still 
being  lower  than  the  coast.  Cur¬ 
rants  seasonably  active  at  un¬ 
changed  prices.  The  Greek  resi¬ 
dents  of  the  United  States  have 
petitioned  Congress  to  put  currants 
on  the  free  list. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  on  spot  and  in  moderate 
demand.  There  is  a  firmer  feeling 
in  the  primary  markets,  but  it  has 
not  yet  reached  the  secondary  mar¬ 
kets.  Marrows  unchanged  and 
dull.  California  limas  are  nomi¬ 
nally  unchanged,  but  some  holders 
arc  shading  a  little.  Green  and 
Scotch  peas  considerably  demoral¬ 
ized.  Stocks  in  holders’  hands  have 
not  moved,  on  account  of  high 
prices,  and  now  the  end  of  the  sea¬ 
son  is  approaching  with  too  large 
a  surplus.  Prices  on  some  lots  are 
as  low  as  $1.55;  though  this  was 
not  fancy  stock  it  shows  where  the 
market  has  gone. 

Butter. 

The  consumptive  demand  for 
jutter  is  fairly  good.  The  receipts 
have  increased  considerably,  how¬ 
ever,  and  the  market  is  barely 
steady  at  3  cents  off  for  the  week. 
The  make  will  probably  increase 
from  now  on,  with  a  possible  slight 
decline  as  the  season  advances. 

Eggs. 

The  receipts  of  eggs  continue 
iberal,  but  tbe  market  is  firm  at  an 
advance  of  1  cent  per  pound,  owing 
to  the  large  demand  both  for  stor¬ 
ing  and  consumption.  The  receipts 
,  are  cleaning  up  every  day  on  ar¬ 


rival  and  show  exceedingly  fine 
quality. 

Cheese. 

The  demand  for  new  cheese  is 
increasing  to  some  extent,  but  the 
market  is  firm  on  fancy  held  cheese 
at  an  advance  of  ]/2  cent.  Some 
new  cheese  is  arriving  and  is  being 
sold  at  3  to  4  cents  per  pound  un¬ 
der  the  price  of  old  stock.  The 
market  on  new  cheese  is  steady  anc 
the  future  depends  on  the  make, 
which  has  not  yet  started  to  any 
extent.  Under  grades  are  dull  anc 
irregular. 

Provisions. 

All  cuts  of  smoked  meats  are 
firm  at  unchanged  prices.  Both 
pure  and  compound  lard  are  steady 
and  unchanged,  with  a  good  con 
sumptive  demand.  Dried  beef  is 
firm  and  in  good  demand  at  un 
changed  prices.  Barreled  pork  anc 
canned  meats  unchanged  and  quiet 


INDIVIDUAL  MARKET  REPORTS 


Imported  Fish  Specialties. 

Herring. — There  is  very  little 
being  done  in  the  herring  market. 
For  Holland  herring,  the  demand  is 
practically  over  for  the  season,  but 
unfortunately  there  are  only  very- 
small  stocks  left  unsold,  and  they 
are  likely  to  be  cleared  before  new 
herring  make  their  appearance  in 
this  market  again.  Practically  all 
the  good  parcels  of  Scotch  herring 
are  cleared,  and  what  is  left  con¬ 
sists  principally  of  Irish  herring, 
which  are  mostly  of  a  very  inferior 
and  undesirable  quality,  and  are 
taken  by  the  trade  only  when  they 
cannot  possibly  get  anything  else ; 
but  even  of  these  the  stocks  are  very 
small  and  are  likely  to  be  cleared 
before  new  goods  come  into  the 
market.  Norway  herring  are  rather 
scarce  and  prices  somewhat  higher. 
The  demand  continues  quite  good, 
and  the  demand  for  this  class  of 
herring  keeps  up  just  the  same  even 
during  the  hot  summer  months. 

Mackerel. — During  the  last  week 
there  has  been  some  little  move¬ 
ment  in  mackerel,  particularly  Nor¬ 
way  mackerel  have  been  in  some¬ 
what  better  demand,  although  at 
the  expense  of  values.  Still  the 
holders  are  only  too  willing  to  ac¬ 
cept  reasonable  bids  because  if  the 
new  tariff  passes  as  it  is  proposed. 
It  will  take  off  the  duty  entirely 
and  tend  to  lower  prices  on  mack¬ 
erel  in  general. 

Sardines. — There  is  of  course  no 
news  in  regard  to  French  sardines, 
as  there  is  practically  nothing  to  be 
had,  with  the  exception  of  just  a 


few  small  lots.  In  Norway  the 
catch  has  not  commenced  yet, 
which  probably  is  a  good  thing,  as 
stocks  here  are  gradually  being 
cleaned  up,  and  this  shortage  dur* 
ing  the  last  winter  has  probably 
been  the  best  thing  for  the  trade  in 
Norwegian  sardines  that  could  have 
possibly  happened.  Holders  who 
have  been  really  too  anxious  at  all 
times  to  sell  their  goods  at  little  or 
practically  no  profit  merely  to  do 
business  have  been  cleaned  out  of 
stocks,  and  now  that  a  combination 
has  been  formed  in  Norway  to  up¬ 
hold  selling  prices,  and  now  that  the 
combination  price  holds  good  for 
practically  every  single  sardine 
packer  in  Norway  the  importers 
here  will  not  find  themselves  in  a 
position  to  give  goods  away,  but 
will  probably  come  to  their  senses 
and  offer  their  goods  at  a  reason¬ 
able  and  fair  profit.  Last  week  we 
had  a  cable  from  our  packers  in 
Portugal  advising  that  there  is  a 
prospect  of  some  sardines  being 
packed  within  the  next  few  days, 
which  is  very  much  to  be  desired, 
as  it  would  tend  to  relieve  the 
shortage  of  Portuguese  sardines  in 
the  American  markets. 

Codfish. — The  fishing  of  cod  in 
Norway  is  progressing  very  poorly, 
and  it  seems  that  the  quality  hung 
for  stock  fish  this  season  is  about 
the  smallest  on  record,  so  prices  are 
likely  to  be  high  this  coming  sea¬ 
son,  certainly  very  much  higher 
than  they  were  last  season. 

Strohmeyer  &  Arpe  Co. 
New  York. 

Standard  Canned  Good*. 

No.  1 

Nothing  out  of  the  ordinary  oc¬ 
curred  last  week  in  future  tomatoes 
in  this  market.  The  character  of 
the  buying  was  the  same  as  it  has 
3een  in  the  last  six  weeks,  namely! 
in  lots  ranging  from  one  to  four  or 
five  carloads  widely  scattered  over 
the  country,  with  repeat  orders  now 
and  then.  A  gratifying  feature 
about  the  buying  of  futures  is  the 
act  that  the  jobbers  are  paying 
more  attention  than  heretofore  to 
the  man  behind  the  contract,  and 
those  canners  who  never  welched, 
on  a  contract,  no  matter  how  strong 
the  temptation,  are  beginning  to 
eel  that  there  is  something  worth 
while  in  a  good  reputation.  Fur¬ 
ther  progress  has  been  made  to¬ 
ward  getting  together  on  a  satisfac¬ 
tory  basis,  as  between  the  growers 
and  canners,  regarding  the  price 
ler  ton  for  the  tomato  crop  next 
summer,  and  that  question  is  now 
about  settled  on  fair  terms  to  both 
sides.  Of  course  it  is  entirely  too 
early  to  size  up  the  crop  prospects. 
Purchases  of  well-known,  reliable 
brands  of  tomatoes  for  future  de- 
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very  appear  to  be  advisable  at  this 
me. 

There  was  the  same  steady  buy- 
lg  last  week  of  spot  tomatoes  that 
as  been  going  on  during  the  last 
vo  months  in  carlots  and  over,  but 
o  big  business  is  in  sight  as  yet. 
'he  months  of  April  and  May  are, 
s  a  rule,  considered  to  be  the  lar- 
est  months  for  the  tomato  business 
etween  the  ending  of  the  fall  buy- 
rig  and  the  opening  of  the  follow- 
ng  canning  season,  but  the  ex- 
remely  unfavorable  weather  con- 
itions  all  over  the  country  during 
ie  last  eight  weeks  have  interfered 
nth  the  distribution  of  the  goods, 
'here  is  plenty  of  time  left  in  which 
)  market  the  holdings  of  spot  to- 
latoes  before  the  next  canning 
;ason  rolls  around  in  August,  and 
few  weeks  of  seasonable  weather 
■ould  help  greatly. 

Other  vegetables  were  fairly  ac- 
ve  in  a  small  way,  with  occasional 
rders  for  straight  carlots.  The 
)w  price  for  sweet  potatoes  attracts 
dditional  orders  for  that  article, 
nd  there  is  a  gradual  cleaning  up 
f  low-priced  corn.  Kraut,  spinach 
nd  string  beans  are  moving  out  in 
mall  lots  steadily,  and  so  are  peas, 
'he  other  vegetables  are  dull  and 
nchanged. 

Light  business  last  week  in  canned 
ruits,  with  the  exception  of  black- 
erries,  for  which  there  was  an  ex- 
ellent  demand  after  remaining 
ery  quiet  all  winter.  There  was 
fair  demand  for  peaches  and  pine- 
pples,  the  latter  being  pretty  well 
leaned  up  of  all  grades  and.  sizes 
f  the  sliced  fruit.  This  market 
olds  the  smallest  stocks  of  fruits 
f  all  kinds  for  many  a  year. 

The  prices  for  cove  oysters  have 
gain  advanced. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

No.  2 

Inquiry  for  spot  tomatoes  during 
he  past  week  has  been  conservative 
iut  well  scattered.  Buyers  have 
ieen  placing  orders  largely  to  cover 
mmediate  wants  and  therefore  the 
orders  have  been  of  the  “hand-to- 
nouth”  variety,  yet  all  the  while 
stocks  in  first  hands  are  being  de¬ 
ceased  and  the  better  grades  are 
becoming  scarcer. 

General  quotations  are  80  cents 
l.  o.  b.,  with  unlabeled  goods  such 
is  will  meet  the  requirements*  of 
>uvers  for  private  labels  2 to  5 
:ents  a  dozen  higher  for  3s  full 
standard  grade.  All  the  time  we 
are  approaching  the  months  when 
the  spring  consumption  is  the 
greatest  and  it  will  require  but  lit¬ 
tle  active  demand  to  absorb  the 
very  small  stocks  in  first  hands. 

Regarding  future  tomatoes,  at 
this  early  stage  in  the  game  it  is  im¬ 
possible  to  make  predictions,  but 
one  would  imagine  for  the  last  week 
that  the  days  of  Noah  had  returned 
and  if  the  rains  continue  to  fall  we 
will  need  to  resort  to  the  “Ark  .of 
Safety.”  Such  weather  interferes 
with  farm  work  and  is  especially 
detrimental  to  seed  planting,  as  it 


Let  the  Chocolate  Wizard  Help 
You  Win  the  Money 


WILBUR’S  COCOA  is  so  well  advertised  and  so  well 
liked  by  the  public  that  you  can  easily  increase  your 
sales  of  it  if  you  make  the  effort. 

The  right  way  to  sell  more  of  WILBUR’S  COCOA  is  to  encourage  your 
customers  to  use  it  for  COOKING  and  CAKE  BAKING ,  as  well  as  for 
DRINKING.  WILBUR’S  COCOA  is  a  substantial  food,  as  well  as  a 
delicious  beverage,  and  our  Recipe  Booklet  shows  59  ways  of  using  it.  When 
you  teach  your  customers  to  use  WILBUR’S  COCOA  in  Cake  Baking  and 
Candy  Making  they  will  use  many  times  as  much  as  if  using  it  for  drinking 
only;  this  means  they  will  buy  POUND  and  HALF  POUND  cans, 
instead  of  QUARTER  POUNDS,  and  buy  OFTENER.  This  increased 
trade  is  well  worth  working  for — WILBUR’S  COCOA  pays  you  a  good 
profit  and  its  flavor  is  so  delicious  your  customers  will  KEEP  ON 
BUYING ,  once  you  start  them,  so  increased  trade  on  WILBUR’S 
COCOA  is  PERMANENT  trade. 

H.  0.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 
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^PRIVATE 

lESTATEg) 

COFFEE? 

,  PRIVATE  ESTATE  COFFEE  C&’ 

I  THETUUON  MILLS'MEW  Y0RK.USA 


Does  This 
Bag  Look 
Different? 


You’ve  seen  a  lot  of 
package  coffee,  did  you 
ever  see  one  that  looked 
anything  like  the  little 
burlap  bag  that  Private 
Estate  Coffee  is  packed 
in? 

Don’t  you  see  the  sell¬ 
ing  force  in  this? 

There’s  more  to  it  than 
the  bag,  however.  Pri¬ 
vate  Estate  Coffee  is  as 

unusual,  in  its  way,  as 
the  bag  it  is  packed  in. 
Much  of  it  is  fine  Mexi¬ 
can,  which  is  splendid  in 
the  cup. 

Altogether  it  is  by  far 
the  best  package  coffee 
proposition  on  the  mar¬ 
ket.  Price  to  you,  28 
cents  per  pound.  Also 
packed  in  tins. 


Private  Estate 
Coffee  Co. 

Successors  to  F.  A.  CAUCHOIS  &  CO. 

FULTON  MILLS 
21-23-25  Fulton  Street 
NEW  YORK  CITY 


Something  New 
in  Prunes 

<|  A  fancy  grade 
of  selected  prunes, 
packed  in  a  sealed 
package  that 
keeps  them  clean, 
moist,  fresh  and 
dustless — U-SAY 
SELECTED SUN- 
CURED  SANI¬ 
TARY  PRUNES. 
The  only  prunes  that 
can  be  satisfactorily 
handled  all  the  year 
’round.  Packed  in  five 
sizes,  retailing  at  10,  12, 
1?,  25  and  60  cents. 
Fine  retail  profit. 

Consumers  buy  these 
instantly,  their  advan¬ 
tages  are  so  obvious. 
One  advantage  is  abso¬ 
lutely  full  weights. 
Write. 

BEH  &  HERTER 

SALES  AGENTS 

140  Franklin  St.,  New  York 


Ham  without  a  name  is  "just 
ham,’’  and  has  no  uniform 
quality.  It  may  be  good  once, 
but  you  don’t  know  how 
it  will  be  the  next  time. 

Your  customers  can’t  de¬ 
pend  on  you  if  you  sell  that 
kind  of  ham. 

SWIFT’S  PREMIUM 

• 

HAMS  are  uniform — always 
properly  cured,  tasty,  appe¬ 
tizing.  When  a  woman  gets 
a  PREMIUM  HAM  she 
wants  another  like  it  next 
time.  The  only  way  you  can 
be  sure  to  have  all  your  hams 
uniformly  good  is  to  see  that 
all  you  sell  are  SWI  FT’S 
PREMIUM  HAHS. 

Swift  &  Company,  U.  S.  A. 


not  only  delays  the  time  of  planting 
but  where  same  has  been  done  it 
bakes  the  ground  and  often  pre¬ 
vents  the  seed  from  properly  ger¬ 
minating. 

Orders  for  Futures. — Well  es¬ 
tablished  brands  have  been  scat¬ 
tered  during  the  past  week  over  a 
wide  territory.  A  great  many  seem 
to  realize  that  packers  are  quoting 
at  very  reasonable  prices  and  in 
view  of  such  conditions  are  taking 
long  chances  on  the  future  crop, 
and  that  therefore  it  is  safer  to 
place  their  orders  where  past  ex¬ 
perience  has  taught  them  they  will 
be  well  cared  for  and  where  they 
could  expect  full  delivery  at  the 
time  of  shipment.  Our  offerings 
have  received  such  generous  re¬ 
sponse  that  some  of  our  packers 
are  already  booked  up  for  future 
delivery.  This  applies,  of  course, 
to  special  grades  and  brands. 

The  general  tone  of  the  market 
on  regular  standard  grades  con¬ 
tinues  quiet.  Conservative  packers 
are  not  inclined  to  meet  the  80- 
cent  price  for  3s  standards  which 
has  been  quite  freely  offered  since 
the  opening  on  the  future  market, 
and  buyers  thus  far  have  been 
prone  to  neglect  ordinary  and  regu¬ 
lar  standards  and  to  place  orders 
for  special  brands  and  grades  only 
where  the  treatment  they  have  re¬ 
ceived  in  the  past  has  proved  an 
incentive  for  further  transactions. 

The  demand  still  continues  for 
cheap  corn  and  quite  a  number  of 
jobbers  are  watching  opportunities 
to  pick  up  desirable  blocks  of  spot 
corn  which  are  being  offered  be¬ 
low  cost,  feeling  that  they  can 
carry  over  stocks  with  impunity  if 
necessary.  Much  of  this  cheap 
corn  has  been  used  by  the  chain 
stores  and  large  operators  as  lead¬ 
ers  and  the  indications  are  that  a 
great  deal  has  gone  into  consump¬ 
tion  and  while  there  are  still  heavy 
stocks  of  corn,  each  block  that  is 
moved  from  first  hands  helps  to 
clear  the  atmosphere  and  pave  the 
way  for  more  healthy  conditions. 
The  better  grades  are  being  held 
both  in  first  and  second  hands  as 
good  corn  is  really  scarce  and 
packers  feel  that  it  is  better  to  cur¬ 
tail  future  packing  rather  than  sac¬ 
rifice  present  stocks.  It  is  un¬ 
doubtedly  the  duty  of  each  packer 
to  cut  his  acreage  at  least  50  per 
cent,  or  only  take  sufficient  acreage 
simply  to  keep  the  factory  organi¬ 
zation  together.  If  this  policy  is 
conservatively  pursued  and  the  bet¬ 
ter  grade  of  packing  consistently 
followed,  it  is  only  a  question  of 
time  when  the  market  will  round 
into  a  normal  condition  and  healthy 
price,  but  everyone  interested  in 
the  business  must  lend  his  hand  to 
the  oar  and  consciously  do  his  part 
in  bringing  about  these  much  to  be 
desired  changed  conditions. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Rice. 

The  market  can  be  said  to  be 
only  in  a  waiting  mood,  pending 


definite  action  on  the  tariff,  and 
buyers  appear  to  be  inclined  to  be 
very  conservative  in  their  oper¬ 
ations.  Prices  hold  steady  to 
strong  on  all  styles.  There'  has 
been  an  effort  to  boost  values  a 
trifle,  hut  it  seems  difficult  to  stir 
the  trade  into  any  degree  of  activ¬ 
ity,  as  the  general  market  for  gro¬ 
cery  commodities  does  not  appear 
to  respond  to  any  special  efforts  to 
effect  a  rise  in  prices,  though  so 
much  has  been  made  of  the  recent 
reports  of  shipments  abroad.  If 
this  action  could  only  be  definitely 
confirmed  by  real  consignments, 
positive  benefit  would  undoubtedly 
inure  to  the  general  situation,  and 
the  market  take  on  an  impetus  that 
would  carry  the  remainder  crop 
out  promptly  and  successfully. 
However,  despite  the  uncertainty 
which  still  seems  to  persist,  the 
tone  of  the  market  is  stronger  and 
the  outlook  good. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  report  continued 
dullness,  though  demand  slightly 
improved.  At  New  Orleans  the 
market  is  reported  quiet ;  prices  re¬ 
main  unchanged,  but  there  is  an 
evident  ease  in  Japan. 

In  the  interior — Southwest  Lou¬ 
isiana,  Texas  and  Arkansas — crop 
preparations  are  progressing,  and 
it  is  expected  that  with  the  heavy 
increase  in  acreage,  the  yield  will 
be  greater  than  any  year  in  the 
history  of  the  product. 

Cables  and  correspondence  from 
abroad  note  fair  inquiry  for  rough 
rice,  .but  business  checked  by  the 
higher  prices  asked  ;  “spot  cleaned” 
in  good  demand;  “forward  Bur¬ 
ma,"  more  inquiry  at  higher  prices. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Spices. 

The  market  is  steady  with  firm 
undertone.  The  tariff  bill  as  ap¬ 
proved  by  the  Democratic  caucus 
of  the  lower  House  retains  the 
duties  as  proposed  on  April  7th. 
The  outcome  of  this  bill  in  the  Sen¬ 
ate  is  uncertain.  There  appears  to 
be  Vvide  opposition  in  the  spice 
trade  to  a  duty  on  spices.  How¬ 
ever,  it  looks  to  us  as  if  the  pro¬ 
posed  duties  will’ be  finally  passed 
and  become  a  law. 

Pepper. — Prices  in  Holland  the 
East  all  firmer  on  both  white  and 
black  peppers.  The  demand  is 
fairly  active  here  at  slightly  higher 
prices. 

Red  Pep  per  s. — Prices  hold 
steady,  notwithstanding  the  pro¬ 
posed  lower  rate  of  duty.  This  is 
due  to  the  prospective '  short  crop 
for  this  year. 

Cloves. — No  new  features  to  re¬ 
port.  Prices  are  unchanged. 

Pimento  (Allspice)  steady  and  in 
fair  demand.  Prices  remain  low. 

Mace. — Good  quality  very  scarce. 
Foreign  markets  considerably 
higher,  due,  we  believe,  to  the  pro¬ 
posed  duty  of  8  cents  per  pound! 

Gingers. — African  higher.  De¬ 
mand  good.  Other  grades  are 
steady  hut  without  change. 
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Nutmegs  in  fair  demand  at  very 
;ady  prices. 

Cassias. — All  grades  unchanged. 
!ie  demand  is  light  at  present,  but 
e  think  will  increase  from  now 

Tapiocas  only  in  fair  demand  at 
ichanged  prices. 

Paprikas. — Hungarian  steady 
id  in  fair  demand.  Spanish 
ades  are  unchanged. 

Seeds,  Herbs,  Etc. — Caraway 
gher  here  and  in  Holland.  Cei- 
v  slightly  easier.  Laurel  leaves 
gher.  Spot  stocks  are  about  ex- 
mstecl. 

McCormick  &  Co. 
Baltimore,  Md. 

Evaporated  Apples,  Etc. 

We  have  had  quite  a  decided  im- 
ovement  in  the  evaporated  apple 
uation  here  during  the  past  few 
ys.  This  has  been  brought  about 
a  better  demand  from  Europe 
r  both  spot  and  future  delivery 
ods.  This  improvement  in  the 
ying  from  over  there  is  reported 
be  on  account  of  the  severe 
;eze  which  they  had  about  ten 
ys  ago.  Later  reports  seem  to 
much  more  serious  than  was 
st  expected. 

Exporters  are  paying  up  to  554 
r  good  quality  prime  apples  in  50- 
und  boxes,  and  up  to  63/g  for  the 
me  quality  1913  crop  October- 
avember  shipment. 

The  domestic  trade  has  not 
own  any  signs  of  improvement, 
it  with  practically  all  the  goods 
re  now  in  cold  storage  holders 
e  raising  their  prices.  Choice 
lality  is  quotable  to-day  at  6l/2  to 
4  cents,  with  fancy  "j]/2  to  8 
nts. 

Raspberries  are  also  in  better  de- 
and  ;  offerings  are  becoming  quite 
arce.  Strictly  choice  stock  is  not 
Jtainable  below  15  to  16  cents  per 
)und  f.  o.  b.  in  barrels. 

C.  C.  Hall. 

Rochester,  N.  Y. 


MARKET  NOTES. 


All  the  rhubarb  on  the  market  is 
om  nearby  points  and  averages 
V2  cents  per  bunch.  The  demand 
fair. 

New  potatoes  are  slow  but  cheap, 
he  range  is  $4.25  to  $4.50  per 
arrel  and  the  demand  only  moder- 

te. 

All  the  beans  are  from  Florida 
id  range  from  $3  to  $3.50.  The 
smand  is  good. 

Peas  are  from  North  Carolina 
id  South  Carolina  and  are  not 
iry  good;  $1.75  is  top. 

The  first  Florida  com  is  in,  but 
1  verY  poor.  It  Brought  $2.50  per 
amper  of  too  ears. 


LOSI NG  YOU  R 


TIME 

AND 

HERS! 


You  could  sell  ARGO 
STARCH  to  ten  cus¬ 
tomers  in  the  time  it  takes 
to  sell  bulk  starch  to  one , 
because  when  you  handle 

ARGO  STARCH 
there's  no  weighing,  no 
wrapping,  no  tying — just 

a  neat  carton  to  take  from  the  shelf  and  hand  out.  You  can 
sell  ARGO  STARCH  and  nine  other  articles  to  one 
customer  in  the  time  it  would  take  to  scoop,  weigh,  wrap  and 
tie  bulk  starch.  This  means  you  can’t  afford  to  bother  with 
bulk  starch.  ARGO  STARCH  is  clean  starch,  it  starches 
clothes  white  ;  we  say  so  in  our  extensive  advertising  and  sales 
come  quick  to  the  grocer  who  keeps  ARGO  STARCH 
well  displayed. 

Corn  Products  Refining  Company 

NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“ARGO  STARCH  is  the  clean  and  pure  starch.  The  first 
time  you  use  it  you’ll  notice  how  much  whiter  your  clothes 
look.  Let  me  send  it  to  you  this  week.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 

A  New  Boss.— You  and  I  have 
now  to  meet  the  demands  of  a  new 
boss.  She  represents  the  House¬ 
wives’  League.  She  is  gentle  and 
reasonable  and  occasionally  rational 
in  laying  down  her  rules.  Most  of 
them  are  very  old  rules.  Clean 
floors,  clean  counters,  clean  hands 
and  clean  looking  fellows  gener¬ 
ally  are  prominent  features  of  the 
new — old  agitation.  All  of  which 
have  been  “agitated”  in  Straight 
Talks  very  many  times  during  the 
past  five  years. 

So  we  are,  or  should  be,  fully 
up  to  the  standard  of  Madam’s 
tardy  awakening. 

Maybe  she  isn’t  a  trade  paper 
reader. 

You  remember  what  Hamlet  said 
to  Ophelia.  He  said :  “Be  thou  as 
chaste  as  ice,  as  pure  as  snow,  thou 
shalt  not  escape  calumny.”  But 
the  Housewives’  League  means 
well  and  will  point  out  to  you  many 
of  your  shortenings,  all  of  which 
from  a  sense  of  good  taste  you  will 
endeavor  to  correct. 

*  *  * 

Being  Yourself. — Sell  goods  in 
your  own  way.  If  you  try  to  imi¬ 
tate  somebody  you’ll  slop  over. 


Going  at  a  customer  hammer  and 
tongs  like  the  other  fellow  may 
make  a  monkey  of  you.  Your  way 
is  the  best  for  you.  Always  re¬ 
member  that.  But  put  energy  and 
earnestness  into  your  efforts.  A 
man  can  always  be  himself  by  al¬ 
ways  believing  in  himself.  If  you 
are  at  the  age  when  you’re  dis¬ 
posed  to  imitate  be  careful  that  you 
don’t  lose  your  identity.  Act  well 
your  part.  Don’t  confound  this 
with  imitating  things  well  done. 
That’s  different.  That’s  head  work 
and  hand  work.  It’s  a  pretty  good 
sign  when  you  want  to  go  some¬ 
body  in  your  line  one  better.  It 
shows  ambition.  It  shows  prog¬ 
ress.  Lie’s  a  dead  one  that  never 
resents  a  thing  being  better  done  by 
anybody  than  he  does  it.  But  in 
mannerisms,  in  speech,  in  real  life 
— be  yourself. 

*  *  * 

About  “Owning”  the  Customer. 

Better  get  that  “owning”  business 
out  of  your  mind.  Many  a  good 
fellow  has  split  on  the  rock  of  sup¬ 
posed  personality.  You  don’t  own 
the  customer.  “I”  doesn’t  com¬ 
mand  that  man  or  woman  to  come 
to  a  certain  store.  Certainly  you’re 


a  factor.  She  knows  you  because 
you  know  her.  Not  because  you 
know  her  name  and  her  graces,  but 
because  you  know  her  whims.  You 
know  on  what  point  she’s  cranky. 
But  knowing  those  things  doesn’t 
own  a  customer.  Sometimes  you 
may  think  it  does.  If  there’s  any 
permanent  owning  going,  it  reflects 
on  the  firm.  It’s  the  firm,  boys, 
that  holds  the  grip  on  the  trade. 
So  don’t  bank  on  anything  rosy 
from  the  people  who  you  have  been 
“in  the  habit  of  waiting  on  so  many 
years.” 

*  *  * 

Speaking  of  Favoritism. — There 
simply  can’t  be  any  when  it  comes 
to  square  dealing.  The  man  that 
gives  goods  away  is  a  fool.  That 
is  exactly  the  term.  No  matter 
how  slick  he  may  consider  himself 
he’ll  be  tripped  up.  Even  the 
woman  or  the  man  he  “accommo¬ 
dates”  will  go  back  on  him  in  time. 
The  fellow  that  lasts  is  the  fellow 


that’s  on  the  level.  The  salesman 
that  is  respected  is  the  one  that  is 
looking  out  for  the  Boss’s  end  of 
it.  His  end  of  it  is  your  end  of  it. 
*  *  * 

Know  Canned  Goods. — Many  a 

sale  is  lost  because  salesmen  aren’t 
posted  on  canned  goods.  When  a 
customer  says  she  can  buy  canned 
peas  for  io  cents  she  needs  instruc¬ 
tion.  Your  price  is  12  cents,  but 
yours  are  solid  packed  cans.  Your- 
are  so  sifted  that  the  size  is  uni¬ 
form  Yours  are  small.  Your? 
don’t  contain  yellows  nor  bursts 
nor  soaks.  If  she  kicks  on  a  12- 
cent  tomato  price  she  must  be  told 
that  yours  at  12  cents  are  cheaper 
than  hers  at  10  cents.  The  cans 
contain  less  water.  The  fruit  is 
more  whole — more  selected  and 
very  likely  Jersey  pack  extra  stand¬ 
ards  instead  of  Maryland  standard. 
Your  peaches,  too,  at  25  cents  is 
the  extra  standard  California  fruit, 
and  while  “extra  standard”  means 


Summer  Sales  of 
Wheatena 

<]fYour  sales  of  Wheatena  oughtn’t 
to  fall  off  much  in  Summer.  The 
brand  has  an  astonishing  all-the- 
year  round  sale.  Partly  because 
of  its  distinctiveness,  partly  because 
of  the  extraordinarily  careful  way 
in  which  it  is  packed,  and  partly 
because  of  the  very  wide  guarantee 
that  we  put  behind  it. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 


^^.fOSTER 

_ x  _ .  ■ 

^grocJRs. 

208  N.DEL  AWARE  AVE. 

AND 

209  N.  WATER  ST. 


Our  business  is  to  sell  merchandise.  We  want  your  trade  on  a 
business  basis.  We  guarantee  you  full  weight  and  measure  and  goods 
as  represented.  Can  you  beat  it  ?  We  are  building  for  the  future. 
- - 


BYRUPS-Our  Syrup  trade  is  a  source  of  great  satisfaction  to  us.  Our  aim  has  been  to  keep  our  Syrups  up  to  the  standard,  always  uniform  inequality, 
and  prices  right,  our  trade  continues  to  grow.  A  square  deal  always  wins  out.  Our  principal  brands  include  :  Royal  Table  Syrup,  Challenge,  Gilt  Edge, 
Ex.  Amber,  Cresent  Fancy  Cloudy,  King  “B”  Drips,  White  Clover,  Cruiser  Brand,  Etc.  We  also  carry  a  line  of  Sugar  Syrups  and  New  Orleans  Molasses. 

Send  us  your  orders.  _ _  | 

EVAPORATED  PEACHES — We  are  offering  a  fine  line  of  California  Dried  Peaches  at  very  attractive  prices;  last  week’s  sales  as  heavy 
as  any  week  this  year.  Herbert’s  Santa  Clara  Choice,  at  6L>c-;  New  Choice  Yellow  Free,  bright,  at  6%c.;  Green  Pennant  Ex.  Choice  Muirs,  at  7Hc.; 
Flora  Ex.  Fancy,  large,  at  9c.;  Jumbo  Ex.  Large  Fancy,  at  9J^c.  These  goods  all  in  25-lb.  boxes  and  crop  of  1912 ;  don’t  miss  these,  the  trade  will  buy 
Peaches  for  two  months  yet,  and  some  sell  all  summer. _ 

APRICOTS— The  finest  lot  of  Evaporated  Slab  Apricots  offered  this  season.  You  know  a  Slab  Apricot  means  that  the  fruit  is  dried  and  evaporated 
when  it  is  dead  ripe,  in  perfect  condition  for  eating,  having  all  the  full,  rich  flavor  of  ripe  fruit.  You  should  not  miss  these:  50-lb.  boxes,  at  9HC.,  and 
25-lb.  boxes,  at  10c.  The  indications  are  that  next  year’s  crop,  owing  to  frost  damage,  will  be  at  least  two  cents  per  pound  higher. 


KIRK,  FOSTER  &  CO. 
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tie  just  now  in  tomatoes,  it  does 
signate  a  standard  in  California 
lit.  It  means  almost  tile  choicest 
eked.  It  means  speckless  fruit 
uniform  size  put  up  in  sweet 
avy  syrup.  Not  ragged.  Not 
)ppy.  Not  colorless.  In  lima 
ans  you  know  the  size  regulates 
e  price.  In  corn  it  isn't  the  color 
it  the  flavor  and  wholeness 
:  the  kernel  and  the  creamy  taste 
at  tells.  Meet  “cheap”  prices  by 
Iking. 


CORRESPONDENCE. 


Another  Bang  at  the  Retailers’ 
Canned  Corn  Profits. 

Aberdeen,  Md.,  April  22,  1913. 

>  the  Editor. 

Dear  Sir: — If  the  retailers  would 
ye  the  consumer  the  benefit  of  the 
n  price  in  corn,  the  market  would 
Lind  to  that  much  sooner,  and  it 
es  seem  a  shame  that  so  many 
tailers  should  aim  at  abnormal 
ofits  instead  of  selling  to  their 
stomers  on  a  reasonable  advance 
id  thus  help  to  get  rid  of  the  over- 
oduction  of  corn  and  help  in  this 
ly  to  reduce  the  “hue  and  cry” 
ainst  the  high  cost  of  living. 

It  is  small  wonder  that  the  out- 
y  should  be  so  great  when  the 
me  prices  are  demanded  of  con- 
mers  whether  there  is  an  over- 
oduction  of  an  article  or  not.  If 
ere  is  an  over-production  and  re- 
ilers  can  buy  at  a  greatly  reduced 
ice,  surely  they  should  give  their 
stomers  the  benefit  of  this  re- 
iction  instead  of  trying  to  make 
killing  and  pocket  that  much 
rger  profits.  This  policy  holds 
kxIs  on  the  shelf  that  might 
herwise  be  quickly  moved  to  be 
placed  by  others  and  the  con- 
imer  would  be  given  food  at  a 
uch  lower  price  than  he  is  often 
)le  to  buy  under  present  methods 
:  trading. 

Business  methods  are  changing 
id  many  retailers  who  pursue  this 
dicy  will  either  have  to  change 
ime  or  give  way  to  competitors 
he  have  their  ear  closer  to  the 
round  and  who  follow  improved 
lethods  in  trading. 

“The  people”  are  studying  busi- 
ess  methods  to-day  as  never  be- 
ire  and  they  are  not  going  to  be 
itisfied  until  many  of  the  existing 
‘ade  evils  are  a  thing  of  the  past 
nd  old  policies  have  given  place  to 
be  newer  and  better  methods  so 
lat  the  consumer  can  get  his  goods 
n  a  more  reasonable  basis  and  the 
rice  more  in  line  with  existing 
xiditions. 

Your  svery  truly, 
William  Silver  &  Co.,  Inc. 


Nearby  asparagus  is  coming 
Jgularly  forward  and  commands 
5  to  40  cents  per  bunch.  Southern 
sparagus  commands  20  to  32 

ents. 


Satisfactory  and  Profitable 

Freihofer’s  Egg  Elbow  Macaroni 

pays  the  grocer  a  nice  profit  and  pleases  nis  customers.  It’s  a  high  grade,  pure  food,  made  of  real  eggs 
and  fine  quality  farina,  in  a  clean,  sunlit,  American  factory. 

Tell  your  customers  it’s  the  most  tender  and  delicious  macaroni  they  ever  ate,  because,  once  you 
get  them  ftarted,  they’ll  buy  it  all  the  time,  and  that  means  a  steady  stream  of  sales  and  profits  for  you 
Selling  FREIHOFER’S  EGG  ELBOW  MACARONI  also  leads  to  the  sale  of  FREIHOI-ERS 
SPAGHETTI,  PASTELS  and  NOODLES,  all  clean,  American  made,  profitable  goods. 

Skdfivfec'  Baking  Company,  Philadelphia. 

WHAT  TO  TELL  CUSTOMERS 

“1  want  to  please  you,  so  I’m  going  to  ask  you  to  try  FREIHOFER  S  EGG 
MACARONI ;  it’s  the  tenderest,  most  delicious,  best  flavored  you  ever  tasted. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Speak  to  Customers  About  Banner  Lye 

Banner  Lye  should  be  used  regularly  to  disinfect  kitchen  sinks,  bath-room  and  closet  traps 
and  wastepipes,  to  remove  odors  from  outhouses,  chicken  coops,  damp  cellars,  barns,  stables,  in 
fact,  it  has  dozens  of  uses  as  a  protector  of  health.  A  weak  solution  will  cleanse  refrigerators  and 
prevent  the  accumulation  of  foul  matter  that  taints  butter,  milk,  etc.  Banner  Lye  is  used  for 
more  kinds  of  cleansing  than  any  other  article  you  sell,  therefore  you  should  sell  more  of  it,  and  you 
will  if  you’ll  call  it  to  the  attention  of  your  customers. 


THE  PENN  CHEMICAL  WORKS 

Philadelphia.  Penna. 

WHAT  TO  TELL  CUSTOMERS 

“  BANNER  LYE  is  a  household  ‘  Health  Protector,’  the  greatest  cleanser  and  disinfectant 
manufactured.  It’s  handy  to  use  because  of  the  sifter  top  can.  Let  me  send  you  some  this 
week  ?  ” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  ‘organize  the  Pennsylvania  Retail  Merchants 
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Philadelphia,  Pa.,  April  21,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — I  agree  with  you  that 
some  of  the  ads.  that  you  are  re¬ 
quested  to  pass  upon  makes  your 
heart  ache.  I  cannot  see  how  under 
heaven  some  of  these  merchants  do 
business  and  make  money  by  the 
kind  of  copy  that  they  expect  the 
public  to  digest,  and  where  is  the 
magnet  in  their  store  paper  that 
they  expect  will  draw  trade  to  their 
place  ? 

We  do  not  consider  ourselves 
masters  of  the  art,  but  do  claim 
some  magnetism  in  our  store  paper, 
as  you  will  find  inclosed. 

The  letter  on  tea  goes  to  the 
classes  in  the  month  of  September. 
The  store  paper  goes  out  weekly  to 
the  masses  up  to  April  1st.  Then 
the  card  goes  out  weekly  to  the 
stay-at-homes  from  April  1st  to 
September  1st. 

We  find  this  good  advertising. 

Yours  truly, 

11.  M.  F. 

If  this  correspondent  finds  that 
the  advertising  he  is  doing  is  good 
advertising,  then  it  is  apt  to  be  good 
advertising,  and  there  is  small  need 
of  criticism  from  me.  He  seems  to 
have  a  regular  campaign  mapped 
out  which  might  hold  something  for 
other  readers  of  this  department. 
The  letter  on  tea  is  quite  an  am¬ 
bitious  piece  of  advertising.  It 
goes  in  a  special  envelope  bearing 
the  wording  “A  Fragrance  of  the 
Far  East,”  and  both  the  envelope 
and  the  letter  are  very  well  printed 
in  colors  on  fine  paper.  The  effect 
is  exceedingly  good,  and  the  affair 
compares  favorably  with  any  ad¬ 
vertising  issued  even  by  the  largest 
and  most  pretentious  stores.  The 
letter  consists  of  a  four-page  cir¬ 
cular,  advertising  “Orange  Blend 
Ceylon  Tea”  at  80  cents  per  pound. 
It  is  good  advertising  and  if  judi¬ 
ciously  distributed  should  get  re¬ 
sults. 

*  *  * 

There  is  ^harp  contrast  between 
the  tea  letter  and  some  of  the  other 
advertising  this  correspondent 
sends.  His  store  paper  has  four 
pages  9  x  12  inches,  very  poorly 
printed  on  cheap  paper.  Wrongly 
printed,  too,  for  page  four  is  where 
page  one  ought  to  be.  It  is  called 
“The  News  Letter,”  and  carries  out 


the  newspaper  style  to  some  ex¬ 
tent,  but  the  heading  comes  on  the 
fourth  page  instead  of  the  first. 
Gross  carelessness,  it  looks  like,  on 
the  printer’s  part.  All  the  reading 
matter  is  plate  matter  (boiler  plate) 
without  any  care,  apparently,  being 
used  in  selection.  The  printing  of 
this  circular  is  exceedingly  bad. 
Part  of  it  is  too  faint,  and  part  of 
it  too  heavy ;  it  looks  very  smudgy 


and  poor — the  product  of  a  printer, 
evidently,  without  the  slightest 
pride  in  his  work. 

*  *  * 

The  inside  pages  of  the  store 
paper  are  occupied  by  one  large 
advertisement  of  the  Fisher  store 
running  the  long  way,  so  that  it 
practically  becomes  a  small  hand 
bill.  Here  is  the  reduced  reproduc¬ 
tion  : — 


FISHERS 


Good  Until  Saturday  Night 


GROCERY 

BIILLEIIN 


Loose  Stamps  BongM;  Yellot,  SMI)  per  1000;  BeJ,  $1.25  per  1000.  Foil  Bools  boogHi  u<  eictiiiged  for  900  Loose  Sumps 


_ Vou  cannot  afford  to  mbs  any  of  the  Bargains  offered  here  this  week. 

FRESH  BAKED  SODA  CRACKERS  lb  7/ 


15 


Wilhoul  exception  w.  h«ve  Ik.  belt  Sod.  Cr.cker  ever  mado.  Try  •  pound  'hi.  wo.h  .1  Iho  ipeci.l  price. 


Extra 


and 


Stamps 
with  2  Cans 


1  cake  Milady  Toilet  Soap  free  14V 

ans  LIGHTHOUSE  CLEANSER,  all  for 


Lighthouie  Clean. or  lighten,  your  work.  Will  go  much  further  than  other  cloan.era 


a  can 


50  Stamps  with  6  cans  New  Maine  Sugar  Corn 

‘Ig  “  «  £  H  ‘‘  U  “  II  << 

_ Here  i.  the  highe.l  grade  ol  genuine  Maine  Sugar  Corn.  Ah.olutely  pure  and  free  from  any  chemicala 
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15  Ex.  stamp*  with  3  cake*  FISHER’S  OLEINE  SOAP 
15  “  “  3  “  FELS  NAPTHA  SOAP 

15  “  “  3  “  KIRKMAN’S  BORAX  SOAP 


a  caka  4/ 

“  4'. 

“  5 


SANLTISSUE  TOILET  PAPER,  soft  and  cloth=like 

IS'  1  You'll  be  plead  with obo aeft.  cfrrthdIVe  tenure  Wji.rlfi“tJ7rBy  the  Canada  Baltam  with  which  it  i.  treated 

_  3  Roll*  for  25/ 


20  Extra  Stamp*  with  each  package  NEW  NATIONAL  ROLLED  OATS 
5  .  •'  pound  FISHER’S  ROLLED  OATS 

FISHER'S  Rolled  Oat.  it  a  moil  .ub.tantial  article  of  Food.  Fre.h  and  clean 


10/ 

5 


30  Extra  Stamp*  with  each  pound  FISHER’S  BLEND  COFFEE  35/ 

_ Fiber's  Coffee  poaieioe*  all  the  rich  delicioua  aroma,  and  full  natural  strength,  dry  roaet— no  water -to  pay  for 

10  Extra  Stamps  with  each  lb  bag  NATURAL  UNCOATED  HEAD  RICE  10/ 

Our  Uncoated  Pure  Food  Head  Rice  haa  not  been  subjected  to  *he  usual  covering  that  most  rice  is  treated  to 

AWL-TRU  PRINT  BUTTEfT 

The  Butter  that  has  stood  out  prominently— excellent  in  taste — uniform  in  quality- 
unquestioned  in  purity— and  above  all,'*  Butter  that  is  always  fair  in  price 


1 0  ^  .‘.ch-r  wi,h  Veribest  PORK  AND  BEANS,  with  Sauce  1 2t 

Varibe.t  Bean,  are  eery  palatable  and  rich  in  nutrition.  Fully  Ihe  equal  of  any  Baked  Bean,  obtainable 


Burk’s  Meat  Loaf 
“  Aired  Dry  Beef 
“  Boiled  Ham 
“  Bologna 
“  Half  Smoked 
Best  Corned  Beef 
Country  Scrapple 
Sliced  Beef  Tongue 


DELIKATESSEN  NOTES 


‘41b  8/ 
’4  lb  10 
'4  lb  10 
.  pound  1 6 

“  17 

“  30 

“  10 
'4  lb  15 

Best  Sharp  Cheese 


Own  Make  Potato  Salad 
“  “  Baked  Beans 

“  “  Pickled  Red  Beets 

Lebanon  Bologna 
Imperial  Swiss  Cheese 
Neufchatel  “ 

New  Sour  Pickles 
“  Dill  Pickles 

pound  23/ 


lb  10/ 
“  10 
“  10 
'4  1b  7 
'4  lb  10 
pkg  5 
doz  12 
*'  15 


FI  S  H  E  R’S  tr7adnegllE  STO  R  E 

YORK  STREET,  above  BROAD  ST. 


This  side  of  the  paper  presents 
a  better  appearance  than  the  other ; 
some  new  type  is  used  and  the  ar¬ 
rangement  is  not  so  bad  for  a  cir¬ 
cular  that  mostly  consists  of  display 
type.  This  is  intended  to  be  a  bar¬ 
gain  trading  stamp  advertisement, 
and  probably  got  some  trade,  if 
anybody  got  by  the  unprepossessing 
exterior.  I  notice  the  tendency  not 
to  explain  certain  points  sufficiently. 
For  instance  in  advertising  un¬ 
coated  head  rice  the  statement  is 
made  that  this  rice  “has  not  been 
subjected  to  the  usual  covering  that 
most  rice  is  treated  to.”  The  aver¬ 
age  consumer  knows  nothing  about 
the  covering  on  rice,  therefore  re¬ 
ferring  to  it  in  this  way  is  mean¬ 
ingless.  The  same  remark  applies 
to  advertising  coffee  as  “dry  roast 
— no  water  to  pay  for”' — that  is 
Greek  to  the  consumer.  Both 
points  bold  good  advertising  ma¬ 
terial  if  fully  explained. 

*  +  * 

The  card  also  sent  is  much  like 
the  circular,  though  on  the  whole 
better  printed.  I  do  not  reproduce 
it. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  senl 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standari 

being  absolutely  pur 
fulfilling  ALL  TH 
REQUIREMENTS, 
the  Pure  Food  Law 
Grocers  assume  no  ris 
in  handling  these  gooc 
as  the  demand  for  thei 
Registered,  is  constant. 

.  S.  rat.  off. 

MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltc 

Established  1780 

DORCHESTER,  MASS. 
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Make  Money  Out  of 
Baled  Waste  Paper 

Any  retail  grocer  and  general 
storekeeper,  large  or  small,  can 
make  money  out  of 

SCHICK’S 

All  Steel 

Baling  Press 

for  waste  paper. 

It  quickly  and  easily  makes  bales 
weighing  150  pounds,  measuring 
18x20x33  inches.  One  boy  can 
operate  it  in  odd  times. 

And  you  get  two  advantages  from  it — (1)  baling  waste 
paper  greatly  reduces  fire  risk  and  often  gives  you  a  lower 
insurance  rate  ;  and  (2)  it  fixes  it  so  that  you  can  sell  it. 
There  is  always  a  market  for  baled  waste  paper. 

Write  for  prices  and  terms. 


None  Better 
But  a  Lot  Poorer 


There  has  never  been  at  any  time  or  at  any  place  any  better  butter 
made  than  Gurnse,  but  there  is  a  mountain  of  poorer  butter  made. 

<1  From  which  it  would  appear  safe  to  pin  faith  to  Gurnse.  We  do  all 
we  can  to  protect  you — we  authorize  you  to  refund  the  money  to  one 
or  a  hundred  dissatisfied  customers.  Let  us  say  that  that  costs  little, 
for  nobody  is  ever  dissatisfied  with  Gurnse. 

fancy  dairy  butter,  made  by  us  with  care  and  affection,  wrapped 
in  brine-dipped  parchment  and  sealed  in  carton. 

Packed  in  20,  30  and  50-pound  boxes— pounds  and  half-pounds— 41  cents. 

Prices  subject  to  market  changes. 


DAVENPORT  16.  COM,  Davenport,  Iowa 


v: 


p.  r.  BROWN  &  CO. 


39-41-43  SOUTH  FRONT  ST 
-  -  PHILADELPHIA, 


J 


Welch’s 


Welch 


Westfield,  N.  Y, 
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CCIV. — What  the  Incorporation  of  a  Small  Business  May  Mean. 


Probably  the  readers  hereof 
know  that  the  National  Credit 
Men’s  Association  is  an  organiza¬ 
tion  composed  of  the  men  who  pass 
on  credits  for  the  largest  manufac¬ 
turers  and  wholesalers  in  the 
United  States.  It  is  an  important 
organization  and  anything  it  does 
is  entitled  to  consideration. 

The  National  Credit  Men’s  Asso¬ 
ciation  is  launching  a  movement 
now  which  will  have  a  widespread 
effect  if  it  succeeds,  as  it  probably 
will.  Its  aim  is  to  protect  manu¬ 
facturers  and  jobbers  against  small 
retail  concerns  who  incorporate 
their  businesses  in  order  to  evade 
individual  responsibility.  To  all 
the  association  members  has  gone, 
during  the  last  few  days,  the  fol¬ 
lowing  warning: — 

A  member  of  the  association  finds 
that  there  is  a  number  of  small 
people  seeking  to  limit  their  lia¬ 
bility  under  the  cloak  of  incorpo¬ 
ration — small  merchants  who  have 
fair  nominal,  but  small,  real  invest¬ 
ment  in  their  business,  though  con¬ 
siderable  outside,  which  they  wish 
to  put  beyond  the  risk  of  the  busi¬ 
ness.  Creditors  in  such  cases  should 
protect  themselves  by  getting  per¬ 
sonal  guarantee  of  officers  and 
owners. 

This  member  says  his  house  has 
frequently  made  losses  in  selling 
such  corporations,  though  it  was 
found  that  the  officers  were  pos¬ 
sessed  of  ample  outside  means. 

In  my  own  practice  I  have  seen 
this  tendency  for  a  long  time,  and 
have  in  many  cases  protected  clients 
against  it  in  precisely  this  way. 
No  matter  which  end  of  the  above 
situation  the  particular  reader 
hereof  represents,  he  will  be  inter¬ 
ested  and  enlightened,  perhaps,  in 
hearing  the  subject  discussed. 

It  is  a  familiar  result  of  incor¬ 
poration  that  the  stockholders  are 
not  personally  liable  for  the  debts 
of  the  company.  In  partnership  it 
is  different.  Suppose  A,  B  and  C 
form  a  partnership  for  the  doing  of 
a  retail  business.  Each  one  is 
worth  $5,000,  of  which  each  con¬ 
tributes  $1,000  to  the  firm  capi¬ 
tal.  The  creditors  of  the  firm  are 


really  guaranteed  the  payment  of 
their  debts  by  a  fund  of  $15,000 — 
the  $3,000  contributed  as  capital, 
plus  the  $12,000  held  by  the  part¬ 
ners  in  their  individual  right,  for 
if  the  $3,000  became  at  any  time  in¬ 
sufficient  for  the  payment  of  the 
firm’s  debts,  the  creditors  could  go 
after  the  $12,000  and  eat  every  dol¬ 
lar  of  it  up  if  necessary. 

This  feature  of  partnership  al¬ 
ways  figures  in  the  credit  rating. 
A  partnership  such  as  I  have  de¬ 
scribed  would  probably  be  given  a 
very  high  rating,  both  as  to  capital 
and  credit,  always  provided  that  it 
paid  its  debts  promptly,  because  its 
available  assets  would  be  so  far  in 
excess  of  its  probable  liabilities. 

Now  consider  the  case  of  A,  B 
and  C  if  instead  of  forming  a  part¬ 
nership,  they  formed  a  corporation. 
Each  contributed  $1,000  to  the 
capital  stock,  making  $3,000  in  all. 
The  company  would  then  be 
chartered  with  $3,000  capital.  In 
this  case  all  that  the  creditors 
would  have  by  way  of  guarantee 
would  be  the  $3,000  capital  stock, 
and  the  $12,000  held  by  A,  B  and 
C  personally  would  be  as  immune 
from  liability  for  the  company’s 
debts  as  money  owned  by  you  or 
me.  And  this  figures  in  the  credit 
rating,  too.  I  have  known  many 
cases  where  partners  with  a  certain 
rating  incorporated  their  business, 
and  where  the  immediate  result 
was  a  reduction  of  their  credit 
standing.  This  should  always  be 
expected  and  guarded  against 
when  a  business  is  turned  into  a 
corporation. 

The  tendency  which  the  National 
Credit  Men’s  Association  is  out  to 
fight  will  probably  continue  as  long 
as  incorporation  is  so  easy  and  so 
comparatively  inexpensive  as  it  is 
to-day.  There  have  recently  been 
several  bankruptcy  cases  in  this  dis¬ 
trict  in  which  this  precise  situation 
developed — a  little  bankrupt  cor¬ 
poration  formed  and  owned  by  sev¬ 


eral  individuals  of  good  financial 
standing,  any  one  of  whom  could 
have  paid  all  the  company’s  debts 
without  feeling  it,  but  did  not  be¬ 
cause  the  law  did  not  compel  it. 
In  not  one  of  these  cases,  so  far  as 
I  have  seen,  did  even  one  of  the 
creditors  take  the  trouble  to  pro¬ 
tect  himself  by  some  individual’s 
guarantee.  One  case  stands  out  as 
a  rather  notable  example.  The  cor¬ 
poration  which  figured  in  it  was 
capitalized  at  $10,000.  It  became 
bankrupt  when  its  liabilities 
reached  $11,000.  There  were  six 
stockholders  whose  combined 
wealth,  it  was  brought  out,  aggre¬ 
gated  nearly  $80,000,  not  a  cent  of 
which,  of  course,  could  be  touched 
by  the  creditors  of  the  company. 

Some  of  the  shrewdest  jobbing 
houses  in  existence  are  coming  to 
insist  that  every  corporation  whose 
capitalization  is  less  than  $10,000, 
guarantee  its  accounts  by  the  sig¬ 
nature  of  some  individual  who  is 
known  to  be  good  for  the  amount 
at  stake.  This  of  course  is  not  used 
where  the  credit  asked  is  small,  but 
proves  exceedingly  useful  when 
larger  sums  are  involved.  I  have 
met  a  number  of  cases  where  the 
seller  got  this  guarantee,  but  failed 
to  get  it  in  writing.  In  some  cases 
the  individual  who  was  asked  to 
give  the  guarantee  was  called  up 
by  telephone,  and  in  other  cases  he 
was  called  on  by  somebody  from  the 
seller’s  office.  Attempts  made  to 
collect  on  such  a  guarantee  invari¬ 
ably  failed,  for  the  reason  that  an 
agreement  to  pay  the  debt  of  an¬ 
other  must  almost  always  be  in 
writing,  and  this  includes  the 
agreement  of  a  stockholder  to  be 
responsible  for  the  debt  of  his  own 
corporation,  as  he  and  his  corpora¬ 
tion  are  two  distinct  and  separate 
entities  under  the  law. 

(Copyright,  April,  1913,  by 
Elton,  J .  Buckley.) 

Question :  A.  R.  S.,  St.  Paul, 
Minn. — I  bought  the  stock  and 


fixtures  of  a  small  grocery  and 
confectionery  store.  The  bill  oi 
sale  says  I  have  sold  to  A.  R. 
Steinke  the  following  described 
goods,  chattels  and  personal  prop¬ 
erty  to  wit :  “All  the  stock,  fixtures, 
good  will  of  business,  etc.,  located 
in  store  No.  831  University  avenue 
St.  Paul,  Minn.”  Ice  box,  twc 
counters  not  included  in  this  sale. 
(A  regular  bill  of  sale.) 

Now  after  several  months  I  find 
that  the  gas  light  (value  $5)  and 
the  pressure  tank  connected  with 
the  soda  fountain  (value  $25)  an 
claimed  by  different  companies 
The  light  is  rented  out  by  the  ga: 
company  and  the  tank  exchangee 
when  empty  for  a  full  tank  by  1 
soda  water  supply  company.  Cai 
I  compel  the  former  owner  to  de¬ 
duct  the  value  of  the  light  and  the 
tank — he  still  has  a  small  mortgage 
on  stock  and  fixtures — or  compe 
him  to  pay  the  companies  for  them ! 
My  reason  for  this  is  that  some  one 
may  come  in  and  say  he  owns  the 
scale  (value  $60)  and  that  it  wa: 
only  rented  to  the  former  owner 

Find  enclosed  a  self-addressac 
stamped  envelope  for  reply. 

Answer.— If  the  price  you  paic 
included  certain  fixtures  which  yoi 
understood  you  were  to  get,  and  i 
develops  later  that  the  man  wm 
sold  to  you  did  not  own  them,  yoi 
have  the  choice  of  three  remedies 
You  can  let  the  claimant  take  then 
and  deduct  their  fair  value  fron 
any  balance  still  due  him,  or  yoi1 
can  compel  him  to  pay  for  them 
or  you  can  hold  them  and  pay  foi 
them  out  of  any  balance  due  him 

This  applies  particularly  to  the 
light;  I  don't  see  that  you  have  sc 
much  ground  to  stand  on  as  to  the 
tank,  for  while  you  don’t  get  ac¬ 
tual  ownership  in  the  tank,  you  dc 
get  the  perpetual  use  of  it  without 
cost,  which  is  pretty  nearly  ai 
good. 


Note. — Requests  for  informa¬ 
tion  in  this  Department  shoulc 
tersely  set  out  in  full  all  the  fact' 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


A  few  baskets  of  lima  beans  are 
coming  North  from  Florida  al 
$4.50.  The  demand  is  fair. 
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Jjow Would  Yow  Like  To  Own 


INTERNATIONAL 

MOTOR 

TRUCK. 


Afford  it?  Of  course,  you  can  !  In  fact,  you  can’t  afford  to  be  without  it.  You  can  t  afford  to  lose  the  extra 
business  that  an  INTERNATIONAL  MOTOR  TRUCK  would  bring  you. 

With  proper  care — such  care  as  you  can  easily  learn  to  give  it — the  INTERNATIONAL  MOTOR  TRUCK 
costs  no  more  to  keep  than  a  horse  and  wagon,  but  it  will  do  over  twice  as  much  work.  An  INTERNATIONAL 
MOTOR  TRUCK  will  enable  you  to  serve  a  larger  number  of  customers ;  to  serve  them  more  promptly  and  better  than 
you  can  with  a  horse  and  wagon. 

It  is  a  good  advertisement  for  you,  for  it  shows  that  you  are  a  progressive  merchant.  It  never  gets  tired  or  sick 
as  a  horse  does,  but  is  ready  at  all  times  to  meet  the  demands  of  your  business  and  will  work  day  and  night  if  you  wish. 

Write  us  for  catalogue  and  literature  showing  pictures  of  INTERNATIONAL  MOTOR  TRUCKS  now  being 
used  by  successful  merchants.  Ask  us  for  any  information  you  wish  on  the  subject  of  motor  delivery.  We  will  gladly 
help  you  solve  your  delivery  problem  in  the  right  way.  Address  your  letter  to  the 


International  Harvester  Company  of  America 

504  Harvester  Building  ('ncoppopated)  Chicago  USA 


What’s  Your  Time  Worth? 

Any  man  who  is  worth  the  room  he  takes  up  in  a  grocery  store  can  find  something  more  profitable  to  do,  even  in  his 
spare  time,  than  putting  sugar  in  bags.  Add  to  the  waste  of  energy  the  cost  of  bags  and  twine  and  the  loss  from  overweight, 
and  you’ll  see  why  it’s  a  losing  proposition.  The  right  way  to  handle  sugar  is  in  Franklin  Cartons,  because  ran  in  ar  on 
Sugar  is  ready  to  sell  when  you  get  it;  no  scoop,  no  scales,  no  bags,  no  twine,  no  bother,  no  loss,  but  a  ne^ 
carton  that’s  a  pleasure  to  handle.  All  the  fast-selling  grades  of  sugar  are  packed  in  Franklin  Cartons  Granu  atec 
Powdered,  Confectioners’  XXXX,  Dessert  and  Table,  Cube— and  you  can  buy  to  suit  your  convenience  in  containers  of 
24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR 
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STROLLER'S 

COLUMN 


By  George,  I  believe  if  I’d  made 
money  and  had  it  all  safe  and  tight 
in  my  hand,  I’d  have  gumption 
enough  to  hang  on  to  it. 

I  suppose  everybody  has  the 
same  hunch  before  he  gets  the 
money.  It’s  after  it  comes  that  you 
feel  different. 

I  see  so  many  fellows  make  good 
money  out  of  their  business  and 
then  risk  the  whole  hag  by  going 
into  something  else.  They  forget 
all  about  how  hard  it  was  to  make 
it.  I  don’t  get  next  to  it  at  all. 

I  know  a  grocer  that  has  just 
died  that  did  this.  I  don't  know 
for  certain,  and  it  ain’t  any  of  my 
business,  but  people  say  he  didn’t 
have  a  dollar  he  could  call  his  own 
when  he  died.  I  do  know  this, 
though,  that  for  a  while  he  had  so 
much  he  could  have  pulled  out  and 
lived  like  a  king  for  the  rest  of  his 
life  without  doing  a  tap. 

He  wasn’t  an  old  man  either. 

This  fellow  started  without  a  dol¬ 
lar.  He  made  a  big  success  out  of 
the  grocery  business  in  twenty-five 
years,  and  owned  a  little  bunch  of 
bang-up  stores.  He  got  to  be  a 
big  man  in  his  town  and  was  on 
the  top  of  the  wheel  in  every 
way. 

Then  he  bought  some  stock  in 
another  concern,  and  that  made 


The  Account  of  a  Tough  Case. 

good,  too.  I  suppose  he  made  as 
much  money  out  of  that  as  he  did 
out  of  the  grocery  business,  but  all 
this  time  he  had  his  head  with  him 
and  didn't  let  up  on  his  grocery 
business  even  a  little  bit. 

When  you  add  to  what  he  made 
out  of  the  grocery  business,  what 
he  made  out  of  this  other  thing,  it 
piled  up  a  neat  bunch  of  money, 
with  more  being  put  with  it  all  the 
time. 

If  he’d  only  been  satisfied  with 
that,  everything  would  have  been 
all  right.  I  believe  he  would  have 
been  alive  to-day,  good  for  twenty- 
five  more  years. 

I’ve  always  had  a  hunch  that 
these  fellows  that  make  money  sort 
of  easy — when  all  their  eggs  hatch 
in  everything  they  go  in — are  apt 
to  get  the  idea  that  they  can’t  lose, 
and  take  it  from  me,  that’s  the  time 
when  they  need  a  guardian  ap¬ 
pointed. 

Somebody  went  to  this  man  just 
about  this  time  and  worked  him  up 
to  go  into  some  kind  of  an  electric 
light  scheme.  I  don’t  rightly  know 
the  ins  and  outs  of  it,  but  it  had 
to  do  with  starting  a  bunch  of  elec¬ 
tric  light  plants  in  little  towns  and 
feeding  ’em  all  from  one  big  plant. 

“Big  money  in  it,  old  man ;  you 
want  to  put  every  dollar  you  can 


scrape  together  in  it  and  get  all 
your  friends  to  put  theirs  in.” 

I  can  hear  the  big  talk  foaming 
now. 

It  got  him.  He  did  put  a  bunch 
of  money  in,  and  for  a  while  it 
seemed  like  it  wasn’t  going  to 
go.  They  found  they  had  to  do 
more  than  they  thought  and  they 
needed  more  coin.  It  was  put  up 
to  everybody  to  rustle  up  some 
more  stuff,  and  this  grocer  went 
out  with  a  crab  net  for  all  his 
friends.  He  even  got  people  that 
sold  him  goods  to  go  in,  and  by  the 
time  they  thought  they  had  enough 
he  had  little  bunches  of  money  from 
a  pretty  big  list  of  people  that  had 
gone  in  simply  because  he  said  it 
was  a  great  thing. 

Nothing  so  wrong  up  to  that 
point,  but  he  was  so  sure  the  thing 
would  go  and  so  big-hearted  about 
it,  that  he  gave  each  one  of  the 
friends  he  had  got  to  go  in  a  paper 
that  if  it  didn’t  go  he  would  stand 
good  for  all  they  had  in  it !  Holy 
crikes,  just  think  of  the  tarnal  fool¬ 
ishness  of  that ! 

And  listen  here — there’s  more. 
It  came  out  that  what  he  had  put 
in  himself  or  signed  up  for,  put 
with  what  guarantee  he’d  given  to 
his  friends,  was  just  about  all  he 
was  worth !  Can  you  beat  it — put 


everything  he’d  got  together  in 
twenty-five  years,  on  one  stake ! 

You  know  what’s  coming — the 
electric  scheme  busted.  He  lost 
every  dollar  he  had  in  it.  That 
wouldn’t  have  put  him  down  and 
out  by  itself,  but  the  friends  began 
to  come  in  his  office  with  the  papers 
lie  gave  ’em  in  their  hands.  He 
figured  up  that  when  he  made 
everything  good  he  was  done. 
Didn’t  have  a  dollar ! 

He  took  sick  and  died  and  they 
say  now  there  won’t  be  a  thing  left. 
Holy  smokes,  ain’t  it  a  shame? 

I’ve  met  up  with  a  lot  of  cases 
like  this  in  my  time,  but  this  is 
about  the  limit  so  far. 

I’ll  tell  you  my  hunch  about  it — 
all  this  sort  of  thing  comes  from 
that  feeling  that  the  fellow  gets 
that’s  made  good  two  or  three  times 
over — “I’m  a  born  winner;  every¬ 
thing  I’ve  touched  so  far  has  come 
across,  and  so’ll  this.  I’ll  play  the 
limit.” 

The  fellow  that  can  be  as  stingy  ; 
and  as  careful  with  his  coin  after 
he’s  made  a  lot  of  it,  as  he  was 
when  he  was  starting  in  to  make  it, 
is  the  fellow  that  these  things  don’t 
happen  to. 

The  Stroller. 
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These  trade-i 


CRES 


KIDNEY  110  LIV! 

Makes 
Unlike  other 

FARWELL 


very  package 

Diet  for 
Dyspeptics 


ES  no  OBESITY 

very  body. 

For  book 

.  T.,  0.  S.  L. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 
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Every 
Customer 
Who  Tries 
Hooton’s  Cocoa 


on  your  recommendation  will  be  a  better  cus¬ 
tomer  for  you  than  ever,  because  the  Quality, 
Fine  Flavor  and  Big  Money’s  Worth  will  make 
her  grateful  to  you.  This  also  means  she  will 
always  buy  it  and  you  can  count  on  steady  sales. 
We  give  you  a  special  opportunity  to  handle 
Hooton’s  Cocoa  profitably,  and  we  have  a  special 
proposition  that  will  start  it  selling  over  your 
counter.  We’ll  gladly  explain  if  you  write  us. 


HOOTON 


K  COCOA  £.  CHOCOLATE  CO 

NEWARK, N.J. 


REM  EMBER  HOOTON’S.  NEWARK. N.J.’ 


Babbitt's 

Cleanser 


"There’s  Money 
in  It  for  You” 

BABBITT’S  CLEANSER  is  one  of 
those  fast-selling,  profit-making  products 
that  are  always  turning  money  into  the 
grocer’s  cash  register.  Women  every¬ 
where  know  BABBITT’S  CLEANSER 
and  will  buy  it  on  sight  be¬ 
cause  they  know  its  effective¬ 
ness.  You’ll  find  the  package 
makes  a  splendid  display  on 
your  shelves.  Keep  it  there  so 
customers  can  always  see  it  and 
you’ll  have  lots  of  sales. 

B.  T.  Babbitt,  Inc. 

New  York 


MR.  GROCER-HERE  IS 

The  New  Dessert 


Your  customers  are  right  now  seeing  NESNAH  ads  in  the  leading  women's 
publications,  and  they’re  going  to  come  into  your  store  for  it. 


You  know  how  a  new  dessert,  when  properly  exploited,  attracts  women. 
You  also  know  the  prestige  to  be  had  for  all  grocers  who  proclaim  themselves 
progressive  by  stocking  the  best  and  latest  things  in  your  line. 

Here  is  NESNAH— a  welcome  change  from  gelatine — a  decidedly  differ¬ 
ent  dessert.  A  quick  selling  preparation  for  making  the  most  delicious  milk 
and  cream  desserts  and  ice  cream.  Nutritious,  healthful,  very  tasty  and 
easily  made  in  a  jiffy.  An  easy  seller  that  repeats  often. 


Your  profit :  33^5%  on  cost  and  25%  on  selling  price. 
Put  up  in  Nine  Rich  Flavors — packed  single  or  assorted  : 


Caramel 

Coffee 

Vanilla 


Chocolate 

Raspberry 

Pistachio 


Orange 

Lemon 

Maple 


I  Dozen  iOc  Packages  in  a  Container 
3, 6  or  12  Dozen  in  a  Case,  90c  a  Dozen 

We  assure  you  that  Nesnah  will 
“make  good”  for  you.  Our  policy 
i3  to  supply  the  trade  through  the 
local  jobber.  If  not  found  in  stock 
order  direct  from  Laboratory  :  :  : 


Chr.  Hansen’s  Laboratory 

LITTLE  FALLS,  N.  Y. 


^What  Do  Yon  Lose  by  Forgetting  to  Charge? ' 


You  may  be  losing  hundreds  or  thousands  of  dollars 

a  year  by  forgetting  to  charge  for  goods  sold  in  rush  hours. 
You  cannot  blame  yourself  nor  your  clerks  for  this.  The  human  mind  cannot 
remember  everything.  If  you  want  to  learn  how  to  stop  this  drain  on  your  business,  ask  us  to 


tell  you  about 


With  Only 
One  Writing 


The  End  of 
Drudgery 


By  preventing  forgetting  to  charge, 

The  McCaskey  System  will  put  hundreds  of  dollars 
of  profit  in  your  pocket  every  year.  It  saves  money  in  other 
ways.  too.  Here  are  some  of  the  ways  it  saves  and  earns  real 
profit. 

It  cuts  out  useless  bookkeeping,  gives 
you  more  time  for  the  important  ends  of  your 
business. 

It  prevents  mistakes  and  misunder¬ 

standings  with  customers  that  follow. 

It  ends  rebating  to  customers  when  they 
dispute  an  account— because  there  can  be  no  mis¬ 
takes— they  have  the  same  record  as  you  and  in  the  same 
handwriting. 

It  collects  money  faster  than  any  human 
collector  can  bring  it  in.  It  furnishes  a  statement 
in  full  with  every  purchase. 

It  prevents  overbuying 

and  overselling :  steers  you 
away  from  business  wreck. 

It  will  prove  your  loss 

to  the  insurance  companies  in 
case  of  fire. 

A  hundred  thousand 
merchants  in  all  lines  of  busi 
ness  use  The  McCaskcySystem  . 
Will  you  let  us  tell  you  what  it 
will  do  for  you.  in  figures  based 
on  your  own  business  ? 

Write  to-day.  bfefore  you  forget. 


R.  A.  Alouf  F.  A.  Alouf 

A  ALOUF  A-  SONS 
General  Merchandise 
308-310  Park  Street,  N.  W., 
Roanoke,  Va. 

February  9.  1912. 
McCaskey  Register  Co.. 
Alliance.  Ohio. 

Dear  Sirs:  — We  have  been 
using  one  of  your  latest  model 
registers  for  over  a  year,  and 
think  we  have  had  sufficient 
experience  with  it  to  be  able  to 
assure  you  it  is  tire  most  valua¬ 
ble  fixture  any  merchant  can 
place  in  his  store.  We  have 
used  several  different  simplified 
accounting  systems,  including 
the  separate  book  idea,  and  find 
the  McCaskey  far  ahead  of  any¬ 
thing  we  have  seen  or  had 
demonstrated  to  us.  The  cus¬ 
tomers  like  the  slip  holders, 
and  want  their  slips  with  each 
purchase,  as  they  are  then  sat¬ 
isfied  they  are  getting  a  square 
deal.  It  is  the  best  protection 
against  mistakes  disputes  and 
forgotten  charges  we  hat  e  ever 
seen,  as  well  as  helping  us  to 
easier  and  quicker  collections. 
and  we  would  not  part  with  it 
under  any  consideration  if  we 
could  not  get  another.  You  are 
at  liberty  to  refer  anyone  to  me 
as  to  the  merits  of  your  system. 
Yours  truly. 

A.  ALOUF  &  SONS. 

By  K  A  Alouf. 


The  McCaskey  Register  Co.,  Alliance,  Ohio 

Branches: — New  York,  Chicago,  Boston,  Washington,  l’ittsburgh,  Memphis, 
Atlanta,  Kansas  City,  San  Francisco,  Seattle  ;  Dominion  Register 
Company, Ltd.,  Toronto,  Canada;  Manchester,  England. 

The  Largest  Manufacturers  of  Carbon  Coaled  Sales  boohs  in  the  World 
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Egg  Noodle  Display. 

If  you  sell  a  good,  homemade  package  noodle  make  a  window 
of  them  in  the  following  manner  :  First  cover  the  bottom  of  the  window 
with  yellow  crepe  paper — a  pale  shade  looks  best.  Along  the  front 
place  three  paper  napkins.  On  the  one  in  the  centre  place  a  covered 
soup  tureen,  and  at  one  side  a  dish  of  fresh  eggs  and  at  the  other  side 
a  deep  bowl  filled  with  flour.  In  the  centre,  back  of  the  tureen,  place 


Ready-made  Salad  Display. 

This  display  is  suggestive  of  the  popular  and  tasty  dish,  “  chicken 
salad.”  If  you  sell  fowl,  make  a  display  like  this  and  increase  your 
sales  of  it.  To  arrange,  first  cover  the  bottom  with  green  crepe 
paper;  a  dark  shade  will  look  the  best.  Along  the  front  at  each  side 
place  a  small  sack  of  salt  and  small  pyramids  of  black  and  red  pepper. 
Back  of  this,  in  the  centre,  place  three  cans  of  tomatoes  and  on  them 
place  a  large  platter  with  a  nice  dressed  chicken  garnished  with 


two  sacks  of  salt.  Cover  two  wooden  boxes  with  the  crepe  paper  and 
letter  them  in  black  as  illustrated.  Build  a  pyramid  of  the  packages 
on  each  box  and  between  them  place  a  large  sack  of  a  good  selling 
brand  of  flour.  Run  a  width  or  two  of  the  crepe  paper  across  the 
rear  for  a  background.  Suspend  a  large,  neat  sign  card  with  lettering 
as  illustrated. 


parsley  or  celery  tops.  Place  fresh  eggs  all  around  this  to  form  a 
slant.  At  each  side  place  four  stalks  of  choice  celery,  tying  a  string 
around  the  top  to  hold  them  in  position.  In  the  centre  at  the  rear 
build  a  pyramid  of  olive  oil,  and  at  each  side  a  pyramid  of  vinegar  in 
fancy  bottles,  using  round  glass  disks  or  wooden  ones  covered  with 
the  green  crepe  paper.  Make  a  background  of  the  crepe  paper. 
Suspend  a  large  sign  card,  naming  article  and  its  price. 


Milwaukee  Grocers  Organize  New 
Public  Bus  Line. 

A  co-operative  motor  “bus  serv¬ 
ice”  similar  to  that  in  operation  in 
other  large  cities  has  been  proposed 
by  John  A.  Bayliss  to  Milwaukee, 
Wis.,  grocers  and  marketmen,  and 
they  will  act  definitely  upon  the 
proposition  at  a  meeting  on  May 
ist.  The  idea  has  been  the  subject 


of  much  discussion  and  it  is  looked 
upon  with  favor.  Bayliss,  at  a 
meeting  of  grocers  and  marketmen, 
outlined  a  tentative  plan  for  the 
issuance  of  5,000  shares  of  stock  at 
$10  a  share.  He  declared  that 
there  are  at  least  1,000  grocers  and 
butchers  interested,  all  of  whom 
would  be  agents  for  the  sale  of 
stock.  The  proposed  plan  is  in  the 


nature  of  a  retaliatory  measure 
upon  the  local  street  railway  com¬ 
pany,  a  subsidiary  of  the  North 
American  Company.  In  an  effort  to 
reduce  the  cost  of  living  the  street 
railway  officials  recently  announced 
their  intention  of  converting  unused 
portions  of  their  interurban  right 
of  way  into  gardens,  the  product  of 
which  was  to  be  sold  to  employees 


at  cost,  and  also  proposed  the 
wholesale  buying  of  groceries  and 
meats  for  the  benefit  of  employees. 


Florida  strawberries  are  about 
done.  Berries  from  Virginia  and 
North  Carolina  bring  12  to  17 
cents,  and  are  wanted,  despite  a 
rather  poor  quality. 
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Contributed. 

Well-Known  Grocer  Says  Grocers  Cannot 
Comply  With  Net  Weight  Laws 


L.  J.  Callanan,  Veteran  New  York  Retailer,  Discusses  New 
Weights  and  Measures  Act  of  That  State,  and  Shows  How 
Helpless  It  Leaves  the  Trade.  Some  Objections  Would 
Apply  to  Any  Net  Weight  Law. 


This  letter  is  intended  to  appeal 
to  every  honest  dealer  and  con¬ 
sumer  in  this  State.  It  is  abso¬ 
lutely  impossible  to  comply  with 
the  conditions  laid  down  by  the 
Bureau  of  Weights  and  Measures. 
Amend  the  law  by  striking  out 
measures,  then  if  a  consumer  is 
cheated  it  will  be  their  own  fault. 

I  respectfully  call  your  attention 
to  what  is  known  as  the  Brooks  Bill 
and  the  regulations  which  were 
formulated  by  Dr.  Reichman  and 
his  confreres  to  be  enforced  after 
June  ist  next.  It  would  be  simply 
impossible  for  merchants  to  comply 
with  their  instructions  in  regard  to 
the  sale  of  goods  by  weight,  meas¬ 
ure  or  numerical  count.  If  the  bill 
called  for  weight  alone  it  would 
be  a  bill  in  the  interest  of  the  con¬ 
sumer  and  could  be  complied  with 
without  any  risk  by  every  mer¬ 
chant  in  New  York.  There  are  two 
exceptions  which  could  not  be  sold 
by  weight  at  the  time  of  sale: 
Meat,  held  over,  which  marked  net 
weight  at  the  time  it  was  received. 
Nothing  evaporates  out  of  meat 
except  water. 

When  the  Bureau  of  Weights  and 
Measures  was  appointed  I  wrote  to 
Mayor  Gaynor  about  the  impossi¬ 
bility  of  complying  with  the  law  in 
respect  to  meats.  I  received  an 
answer  from  him  that  I  did  not 
know  what  I  was  talking  about. 
I  had  one  Irish  ham  left;  it  was 
hanging  up  in  my  store  four 
months;  when  it  was  hung  up  it 
weighed  twelve  pounds.  In  order 
to  make  a  test  I  had  it  put  in  soak 
for  about  twelve  hours.  It  weighed 
ten  pounds  when  it  was  put  in  soak ; 
when  it  was  taken  out  it  weighed 
eleven  and  a  half  pounds,  having 
absorbed  one  and  a  half  pounds  of 
water.  I  gave  it  to  the  steward  of 
my  yacht  to  cook.  Unfortunately 
he  was  sent  somewhere  else  and 
neglected  to  see  to  it  himself ;  he 
gave  it  to  another  man  in  the  store 
to  cook,  who  did  not  pay  attention 
to  it  and  left  it  to  boil  to  rags.  I 
lost  the  ham  and  the  evidence  I 
wanted  to  gain,  which  was  to  show 


that  it  regained  its  original  weight. 

I  lost  the  ham  and  the  evidence,  but 
the  fact  stood  clearly  that  it  ab¬ 
sorbed  one  and  a  half  pounds  of 
water. 

Soap :  I  have  two  to  three  hun¬ 
dred  boxes  of  soap  drying  on  the 
fourth  floor  of  my  store.  The  soap 
is  put  on  the  shelves  weighing 
about  seventy-eight  pounds;  it  re¬ 
duces  in  weight  to  about  sixty-five 
to  seventy  pounds,  according  to  the 
length  of  time  it  is  drying;  all  the 
water  that  is  in  the  soap  evaporates  ; 
it  is  then  fit  for  family  use.  Dry¬ 
ing  it  out  is  appreciated  by  every 
family  I  sell  it  to.  You  will  see 
that  it  is  impossible  to  comply  with 
the  law  in  regard  to  the  weight  of 
the  soap. 

I  have  not  had  a  measure  in  my 
store  for  years.  There  is  no  neec 
of  them  in  grocery  stores.  Every 
aticle  in  them  except  liquids  can  be 
sold  by  weight.  An  amendment  to 
the  Brooks  law  striking  out  all  o  : 
it  which  calls  for  measure  or  nu¬ 
merical  count,  and  especially  in  the 
way  of  tolerances,  should  be  struck 
out,  as  they  lead  to  graft ;  would  be 
in  the  interest  of  the  consumers 
and  of  all  honest  dealers  in  the 
State. 

I  advocate  the  striking  measures 
out  of  the  bill  for  the  simple  reason 
that  there  is  not  a  grocer  in  New 
York  who  employs  clerks  who  can 
guarantee  that  all  his  customers  will 
get  the  same  measure.  The  clerks 
are  human ;  they  have  their  likes 
and  dislikes,  and  naturally  the  cus¬ 
tomer  they  like  will  get  the  best 
measure.  How  easy  it  is  for  a 
clerk  when  asked  for  a  small  meas¬ 
ure  of  potatoes  or  other  vegetables 
to  leave  a  large  hole  in  measure, 
waiting  on  the  customer  he  dis¬ 
likes,  and  giving  the  customer  he 
likes  good  measure.  There  is  no 
way  of  stopping  it  except  to  weigh 
the  goods.  Neither  the  employer 
nor  the  customer  can  prevent  it.  It 
will  be  said  how  can  we  weigh  spin¬ 
ach?  When  it  is  brought  to  the 
store  weigh  it;  find  out  how  many 
pounds  you  get  for  the  money  you 


paid  for  it;  fix  your  profit  on  it; 
et  the  clerk  put  it  up  in  bags  and 
in  his  spare  moments  you  will  have 
it  in  better  condition,  clean  and 
more  pleasing  to  the  customers 
than  when  it  is  exposed  on  a  stand. 
,'t  will  be  far  less  trouble  when  the 
merchant  gets  used  to  it.  The  same 
with  all  other  vegetables ;  a  little 
more  trouble  at  first,  but  it  will 
amply  repay  the  trouble  and  satis¬ 
faction  it  will  give  to  the  custom¬ 
ers. 


Harrisburg,  Pa.,  May  2,  1913. 
The  Senate,  after  much  backing 
and  filling,  passed  the  cold  storage 
food  bill  on  Tuesday.  It  does  not 
go  to  the  Governor  yet,  however, 
for  although  the  House  passed  it 
first,  the  Senate  amended  it  in  two 
places  and  it  must  now  go  back  to 
see  if  the  House  will  agree  to  the 
amendments,  which  it  probably  will. 
If  it  does,  the  bill  will  go  to  the 
Governor,  who  will  sign  it.  The  | 
full  text  of  the  bill,  as  amended,  is 
as  follows : — 

AN  ACT 

For  the  protection  of  the  public 
health  and  the  prevention  of 
fraud  and  deception  by  regulating 
the  storage  and  sale  of  cold  stor¬ 
age  foods  and  fixing  penalties  for 
the  violation  of  the  provisions 
thereof  and  providing  for  the  en¬ 
forcement  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of- 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  this 
act  shall  be  known  and  may  be  cited 
as  the  “Cold  Storage  Act  of  1913.” 

Sec.  2.  The  term  “cold  storage,” 
as  used  in  this  act,  shall  mean  the 
storage  of  food  at  or  below  a  tem¬ 
perature  of  40  degrees  Fahrenheit 
in  a  cold  storage  warehouse. 

Sec.  3.  The  term  “cold  storage 
warehouse,”  as  used  in  this  act,  shall 
mean  an  establishment  employing 
refrigerating  machinery  or  ice  for 
the  purpose  of  refrigeration,  or  a 
place  otherwise  artificially  cooled,  in 
which  articles  of  food  are  stored 
for  thirty  days  or  more  at  a  tem¬ 
perature  of  40  degrees  Fahrenheit 
or  under. 

Sec.  4.  The  term  “food,”  as  used 
in  this  act,  shall  mean  the  fresh 
flesh  of  animals  and  fresh  products 
therefrom,  the  fresh  flesh  of  fowls, 
fresh  food,  fish,  eggs  and  butter, 
which  have  been  stored  in  a  cold 
storage  warehouse. 


If  the  Brooks  Bill  is  amended, 
beans,  peas,  cranberries  and  all 
other  goods  will  be  sold  in  that 
way;  a  tin  quart  which  holds  only 
one  and  a  quarter  pounds  of  beans 
cannot  be  palmed  off  for  a  quart. 
The  amendment  of  the  law  will  be 
in  the  interest  of  every  honest  mer¬ 
chant,  and  without  question  in  the 
interest  of  the  consumer. 

L.  J.  Callanan. 

New  York,  N.  Y., 

April  29,  1913. 


Sec.  5.  The  word  “container,”  as 
used  in  this  act,  shall  be  taken  to 
mean  any  bag,  band,  barrel,  bas¬ 
ket,  bottle,  box,  caddy,  can,  can¬ 
ister,  carton,  crate,  firkin,  hogshead, 
jar,  jug,  keg,  stopper,  vessel,  wrap¬ 
per,  frozen  bulk  or  any  similar  or 
analogous  utensil,  receptacle,  band 
or  wrapper  in  which  food  may  be 
kept  stored,  sold  or  offered  for  sale. 

Sec.  6.  The  word  “marked,”  as 
used  in  this  act,  shall  be  taken  to 
mean  written,  printed,  stamped  or 
painted,  or  any  other  means  where¬ 
by  words  or  figures  may  be  indi¬ 
cated  in  or  on  a  container  or  on 
any  cover  attached  thereto. 

Sec.  7.  The  term  “wholesome,”  as 
used  in  this  act,  shall  mean  fit  for 
human  food. 

Sec.  8.  No  person,  firm  or  cor¬ 
poration  shall  operate  a  cold  storage 
warehouse  without  a  license  issued 
by  the  Department  of  Agriculture, 
through  its  agent,  the  Dairy  and 
Food  Commissioner.  Such  license 
shall  be  issued  only  on  written  ap¬ 
plication,  stating  the  location  of 
such  warehouse.  Upon  receipt  of 
the  application  the  said  Dairy  and 
Food  Commissioner  shall  cause  an 
examination  to  be  made  into  the 
sanitary  conditions  of  such  ware¬ 
house.  If  it  be  found  to  be  in  a 
sanitary  condition  and  properly 
equipped  for  the  purpose  of  cold 
storage,  the  Dairy  and  Food  Com¬ 
missioner  shall  cause  a  license  to  be 
issued  authorizing  the  applicant  to 
operate  a  cold  storage  warehouse 
during  the  period  of  one  year  from 
the  date  of  such  license.  No  li¬ 
cense  shall  be  issued  until  the  ap¬ 
plicant  therefor  shall  have  paid  to 
the  Dairy  and  Food  Commissioner 
the  sum  of  $50.  A  license  shall 
be  required  for  each  separate  ware¬ 
house  building. 

Sec.  9.  Whenever  any  warehouse 
licensed  under  the  provisions  of  this 
act,  or  any  portion  of  such  ware¬ 
house,  shall  be  deemed  by  the  Dairy 
and  Food  Commissioner  to  be  in  an 
unsanitary  condition,  it  shall  be  the 
duty  of  the  Dairy  and  Food  Com¬ 
missioner  to  cause  such  warehouse, 
or  portion  thereof,  to  be  closed  un¬ 
til  it  shall  be  put  in  a  sanitary  con¬ 
dition.  If  such  changes  be  not 
made  within  a  reasonable  time,  the 
Dairy  and  Food  Commissioner  may 
suspend  or  revoke  the  license 
granted  for  the  operation  of  such 


Cold  Storage  Food  Bill  Passes  Both  Houses 
and  Goes  to  Governor,  Who  Will  Sign  It 


House  Agrees  to  Amendments  Eliminating  Informers  and 
Extending  Time  of  Storing  Eggs.  Not  Much  Hope  for 
Lower  Oleo  Tax  for  Year  to  Come.  Minnesota  Asks  Penn¬ 
sylvania  to  Favor  Government  Ownership  of  Oil  Industry. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 
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warehouse.  It  shall  be  unlawful 
for  any  person,  firm  or  corporation 
to  operate  any  such  warehouse,  or 
portion  thereof,  when  the  same 
shall  be"  closed  by  order  of  the 
Dairy  and  Food  Commissioner. 

Sec.  io.  It  shall  be  the  duty  of 
every  person,  firm  or  corporation 
that  shall  be  licensed  to  operate  a 
cold  storage  warehouse  to  keep  an 
accurate  record  of  the  receipts  and 
withdrawals  of  food  therefrom. 
The  agents  of  the  Dairy  and  Food 
Commissioner  shall  have  free  ac¬ 
cess  to  such  records  at  all  times. 
It  shall  be  the  duty  of  each  person, 
firm  or  corporation  licensed  to 
operate  a  cold  storage  warehouse 
to  file  in  the  office  of  the  Dairy 
and  Food  Commissioner  on  or  be- 
for  the  sixth  day  of  January, 
April,  July  and  October  of  each 
year  a  report  setting  forth  in  item¬ 
ized  particulars  the  kind  and  quan¬ 
tities  of  food  products  held  in  cold 
storage  in  such  warehouse.  The  re¬ 
port  shall  be  made  on  printed  forms 
prepared  and  supplied  by  the  Dairy 
and  Food  Commissioner.  If,  in  the 
judgment  of  the  Dairy  and  Food 
Commissioner,  it  shall  be  deemed 
better  in  enforcing  this  act  to  cause 
reports  to  be  made  at  more 
frequent  intervals  than  herein  re¬ 
quired,  said  Dairy  and  Food  Com¬ 
missioner  may  cause  such  reports 
to  be  filed  in  accordance  herewith. 

Sec.  n.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
place  in  any  cold  storage  ware¬ 
house,  to  keep  therein,  or  to  sell, 
offer  or  expose  for  sale  any  dis¬ 
eased,  tainted  or  otherwise  un¬ 
wholesome  food. 

Sec.  12.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
place  in  any  cold  storage  warehouse 
any  slaughtered  animals,  or  parts 
thereof,  unless  the  entrails  and 
other  offensive  parts  have  been  first 
properly  removed. 

Sec.  13.  It  shall  be  the  duty  of 
the  Dairy  and  Food  Commissioner 
to  cause  to  be  made  a  careful  in¬ 
spection  of  all  cold  storage  foods, 
with  a  view  to  determining  whether 
the  same  are  wholesome.  Such  in¬ 
spection  shall  be  made  where  such 
food  is  stored  and  each  package  of 
such  food  so  inspected  shall  bear 
the  marks,  stamps  or  other  device 
for  identification  provided  for  in 
this  section. 

It  shall  be  the  duty  of  the  Dairy 
and  Food  Commissioner  to  make 
such  rules  and  regulations  as  he  may 
deem  proper  relating  to  such  inspec¬ 
tion  and  supervision  and  to  the  cold 
storage  of  food,  and  otherwise  to 
secure  the  proper  enforcement  of 
this  act.  Duly  authorized  agents  of 
the  Dairy  and  Food  Commissioner 
may  at  any  reasonable  time  enter 
such  warehouse  and  inspect  the 
same. 

Sec.  14.  All  food,  when  deposited 
in  cold  storage  warehouses,  shall 
have  plainly  marked  upon  the  con¬ 
tainer  the  date  that  such  food  shall 
be  placed  in  such  warehouse.  If 
such  food  be  not  in  a  container, 
such  marking  shall  be  on  such  food 
or  on  a  tag  or  label  securely  and 
permanently  attached  thereto. 

Such  food,  or  the  container  thereof, 
shall  have  marked  plainly  thereon  the 
date  of  withdrawal  of  such  food 
from  such  warehouse.  The  mark¬ 
ing  of  food  in  accordance  with  the 
terms  of  this  section  shall  be  un¬ 
der  such  regulations  as  may  be  pre¬ 
scribed  by  the  Dairy  and  Food 
Commissioner. 

Sec.  15.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation,  or 
any  agent  thereof,  to  sell  or  offer 
or  expose  for  sale  or  have  in  pos¬ 
session  with  intent  to  sell  at  whole¬ 
sale,  any  food  which  is  not  marked 
and  distinguished  on  the  outside  of 
each  container  in  a  conspicuous 
place  by  a  placard  with  the  words 


“I  Have  Sold  Them  for  Years” 

It  is  a  pleasure  for  the  grocer  to  sell  Borden’s  Eagle  Brand  Con¬ 
densed  Milk  and  Borden’s  Peerless  Brand  Evaporated  Milk,  because 
they  are  such  lively  sellers  and  always  prove  so  satisfactory  to  the  cus¬ 
tomer.  Established  reputation  for  fturity  and  quality ,  together  with 
steady  advertising,  keep  Borden’s  Brands  of  Milk  moving  rapidly  from 
the  grocer’s  shelves.  You  can  handle  Borden’s  Milks  with  perfect  confi¬ 
dence,  knowing  that  every  can  in  every  case  will  sell  and  give  satisfaction. 

There  are  brands  of  condensed  and  evaporated  milks  which 
do  not  give  satisfaction  because  of  inferior  quality,  or  they  will  not 
keep  until  sold,  owing  to  unscientific,  careless  or  insanitary  methods  of 
manufacture,  causing  many  complaints  from  customers.  You  can  avoid 
all  these  complaints  by  handling  only  Borden’s  Eagle  Brand  Condensed 
Milk,  Borden’s  Peerless  Brand  Evaporated  Milk,  St.  Charles  and  Silver 
Cow  Brands  of  Evaporated  Milk.  All  Borden’s  Brands,  whether  sweet¬ 
ened  or  unsweetened,  are  made  from  the  highest-grade  raw  milk,  by  the 
most  modern  method  of  manufacture,  and  are  guaranteed  absolutely 
i)ure .  Push  their  sale. 

Borden’s  Condensed  Milk  Company 

" LEADERS  OF  QUALITY” 

Established  1857  NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“I  would  rather  have  you  use  BORDEN’S  MILKS  than 
any  other  brand,  because  I  know  from  experience  that  they  will 
give  you  better  satisfaction.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Chain  Stores  in  England  and  Their  Effect 
on  Individual  Retailers  || 

Figures  Showing  Business,  Net  Profits  and  Dividends  of  Several 
English  Chain  Store  Concerns.  Correspondent  Says  They 
Succeed  Because  of  Sound  Finance  and  Elimination  of 
Unnecessary  Business  Expenses. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


“wholesome  cold  storage  food” 
printed  thereon,  such  placard  to  be 
placed  in  a  conspicuous  position  in 
full  view  of  the  purchaser,  and  the 
said  words,  “wholesome  cold  stor¬ 
age  food,”  on  such  placard  shall  be 
printed  in  plain,  uncondensed  gothic 
letters,  not  less  than  one-half  inch 
in  length,  and  in  addition  to  all 
such  food  shall  be  marked  with  the 
date  when  it  is  placed  in  any  such 
cold  storage  warehouse  and  with  the 
date  when  it  is  withdrawn  from 
such  cold  storage  warehouse. 

There  shall  also  be  displayed  upon 
every  open  container  containing 
such  food  in  the  same  manner  in 
a  conspicuous  position,  a  placard 
with  the  words  “wholesome  cold 
storage  food”  printed  thereon  in  the 
same  form  as  above  described  in 
this  section,  and  when  such  food  is 
sold  from  such  container,  or  other¬ 
wise,  at  retail,  before  being  deliv¬ 
ered  to  the  purchaser,  it  shall  be 
wrapped  in  wrappers  plainly 
•  stamped  on  the  outside  thereof  with 
the  words  “wholesome  cold  storage 
food”  printed  or  stamped  thereon 
in  letters  one-fourth  inch  square, 
and  such  wrapper  shall  also  contain 
the  date  of  first  placing  such  food 
in  cold  storage  and  the  said  words, 
“wholesome  cold  storage  food,”  and 
the  date  of  first  placing  such  food 
in  cold  storage  so  stamped  or 
printed  on  said  wrapper  shall  not 
be  in  any  manner  concealed,  but 
shall  be  in  plain  view  of  the  pur¬ 
chaser  at  the  time  of  the  purchase. 

Sec.  16.  No  person,  firm  or  cor¬ 
poration  shall  sell,  offer  or  expose 
for  sale  any  of  the  herein  named 
foods  which  shall  have  been  held 
for  longer  period  of  time  than 
herein  specified  in  a  cold  storage 
warehouse  or  warehouses,  to  wit: 
Whole  carcasses  of  beef  or  any 
parts  thereof,  four  months;  whole 
carcasses  of  pork  or  any  parts 
thereof,  six  months;  whole  car¬ 
casses  of  sheep  or  any  parts  there¬ 
of,  six  months;  whole  carcasses  of 
lamb  or  any  parts  thereof,  six 
months;  whole  carcasses  of  veal 
or  any  parts  thereof,  three  months; 
dressed  fowl,  drawn,  five  months; 
dressed  fowl,  undrawn,  eight 
months;  eggs,  eight  months;  butter, 
nine  months,  and  fish,  nine  months. 

Sec.  17.  After  food  has  been 
withdrawn  from  a  cold  storage 
warehouse  for  the  purpose  of  plac¬ 
ing  it  on  the  market  for  sale,  it 
shall  be  unlawful  for  any  person, 
firm  or  corporation  to  return  such 
food,  or  any  portion  thereof,  to 
such  warehouse  or  any  other  simi¬ 
lar  warehouse.  Subject  to  such 
regulations  as  shall  be  prescribed 
by  the  Dairy  and  Food  Commis¬ 
sioner,  food  may  be  transferred 
from  one  cold  storage  warehouse 
to  another,  provided  that  the  total 
length  of  time  such  food  shall  re¬ 
main  in  cold  storage  for  the  pur¬ 
pose  of  sale  shall  not  exceed  the 
time  specified  in  Section  16  of  this 
act. 

Sec.  18.  No  food  shall  be  sold 
or  offered  or  exposed  for  sale  in 
this  State  which  shall  have  been 
placed  or  stored  in  any  cold  storage 
warehouse  outside  of  this  State, 
unless  it  first  shall  have  been 
marked  as  provided  for  in  Section 
15  of  this  act.  Provided,  however, 
that  no  such  food  shall  be  sold  or 
offered  or  exposed  for  sale  in  this 
State  if  the  total  length  of  time 
that  such  food  has  remained  in  cold 
storage  shall  exceed  that  specified 
in  Section  16  of  this  act. 

Sec.  19.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
mark,  or  cause  to  be  marked,  any 
container  of  food  with  a  mark  or 
marks  other  than  those  required  by 
this  act  to  be  marked  on  such  food 
or  container.  It  shall  be  unlawful 
for  any  person,  firm  or  corporation 
to  change,  or  cause  to  be  changed. 


any  mark  or  marks  on  any  food  or 
container  after  such  mark  or  marks 
have  been  placed  thereon.  Pro¬ 
vided,  that  nothing  in  this  section 
shall  apply  to  the.  marking  of  such 
container  with  the  name  and  ad¬ 
dress  of  the  owner  thereof. 

Sec.  20.  Nothing  in  this  act  shall 
be  construed  to  prohibit  the  ship¬ 
ping,  consigning  or  transporting  of 
fresh  food  in  properly  refrigerated 
cars  within  this  State  to  points  of 
destination,  nor  when  received  to 
prohibit  the  same  being  held  in  a 
cooling  room  for  a  period  of  forty- 
eight  hours.  And  provided  fur¬ 
ther,  that  nothing  in  this  act  shall 
be  construed  to  prohibit  the  keep¬ 
ing  of  fresh  food  in  ice  boxes  or 
refrigerators  in  retail  stores  while 
the  same  is  offered  or  exposed  for 
sale. 

Sec.  21.  It  shall  be  the  duty  of 
the  Department  of  Agriculture, 
through  its  Dairy  and  Food  Com¬ 
missioner,  to  enforce  all  of  the 
provisions  of  this  act,  and  to  make 
all  rules  and  regulations  not  other¬ 
wise  herein  provided  necessary  for 
the  enforcement  of  the  same,  but 
any  citizen  of  the  Commonwealth 
having  knowledge  or  information 
of  the  violation  of  any  of  the  provi¬ 
sions  of  this  act  may,  in  the  name  of 
the  Commonwealth  begin  a  suit  for 
penalty  or  prosecution  for  misde¬ 
meanor  in  accordance  with  the  pro¬ 
visions  of  this  act,  and  may  prose¬ 
cute  to  final  judgment  any  such  suit 
or  prosecution,  giving  notice  in 
writing,  however,  to  the  Dairy  and 
Food  Commissioner  of  the  com¬ 
mencement  of  such  suit  or  prose¬ 
cution  immediately  upon  the  com¬ 
mencement  of  the  same,  stating  thg 
nature  of  the  proceeding  and  the 
magistrate  before  whom  com¬ 
menced,  '  and  shall  in  like  manner 
report  to  the  Dairy  and  Food  Com¬ 
missioner  each  successive  step 
taken  in  such  suit  or  prosecution. 

Sec.  22.  That  all  license  fees  and 
fines  and  penalties  imposed  and  re¬ 
covered  for  the  violation  of  any 
of  the  provisions  of  this  act  shall 
be  paid  to  the  Dairy  and  Food 
Commissioner  or  his  agent,  and 
when  so  collected  and  paid  shall 
thereafter  be  by  the  Dairy  and 
Food  Commissioner  paid  into  the 
State  Treasury  for  the  use  of  the 
Commonwealth,  in  accordance  with 
the  provisions  of  this  act. 

Sec.  23.  Any  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of 
the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  shall  be  sen¬ 
tenced  for  the  first  offense  to  pay  a 
fine  not  exceeding  $500,  and  for  the 
second  and  each  subsequent  offense, 
such  person,  firm  or  corporation 
shall  be  sentenced  to  pay  a  fine 
of  not  more  than  $1,000,  and  in  ad¬ 
dition  thereto,  such  person,  or  the 
members  of  such  firm  or  the  offi¬ 
cers  of  such  corporation,  as  the 
case  may  be,  with  guilty  knowledge 
of  the  fact,  may  be  sentenced  to 
undergo  imprisonment  in  the  jail 
of  the  proper  county  for  a  period 
of  not  less  than  thirty  nor  more 
than  ninety  days,  or  both,  at  the 
discretion  of  the  court. 

Sec.  24.  All  acts  and  parts  of 
acts  inconsistent  with  the  provisions 
of  this  act  are  repealed. 

Sec.  25.  This  law  shall  take 
effect  ninety  days  after  its  final  pas¬ 
sage. 

The  House  agreed  to  the  amend¬ 
ments  on  Thursday  and  the  bill  is 
now  in  the  Governor’s  hands. 

The  State  of  Minnesota  has 
asked  the  Pennsylvania  Legislature 
to  declare  itself  in  favor  of  the 

(Continued  on  page  15.) 


London,  Eng.,  April  20,  1913. 

Your  readers  doubtless  know 
that  England  is  full  of  co-operative 
and  chain  stores,  sometimes  mean¬ 
ing  stores  whose  stock  is  ow.ntd  by 
consumers,  who  pay  regular  prices 
for  goods,  but  get  the  profits  back 
so  many  times  each  year  in  the 
form  of  dividends,  and  sometimes 
meaning  chains  of^stores  privately 
owned  like  those  in  America.  I 
have  just  been  interested  in  look¬ 
ing  over  the  annual  reports  of  sev¬ 
eral  chain  store  systems  for  the  last 
three  years,  showing  what  divi¬ 
dends  they  pay  and  what  their  net 
profits  were.  I  am  sending  the 
figures  herewith ; — 


All  these  concerns  maintain 
groups  of  retail  stores.  These  fig¬ 
ures  show  that  the  competition  of 
the  chain  store  as  it  bears  upon  the 
small  retailer  is  very  heavy.  In 
fact  the  position  of  the  small  retail 
dealer  is  becoming  constantly  more 
difficult  here.  An  inquiry  into  the 
real  condition  of  a  large  number  of 
shopkeepers  with  a  view  to  ascer¬ 
taining  the  methods'  by  which  they 


meet  competition  from  the  larger 
organizations  and  the  margin  by 
which  they  are  separated  from  in¬ 
solvency  is  impossible,  but  the  re¬ 
ports  used  cover  companies  dealing 
in  a  number  of  diversified  lines 
whose  only  common  point  is  the 
possession  of  a  retail  business,  and 
therefore  shed  some  light  on  the 
subject.  These  reports  show  much 
similarity,  especially  in  their  com¬ 
plaints  of  high  prices  and  the 
greater  difficulty  of  doing  a  profit¬ 
able  business  with  the  commodity 
markets  as  firm  as  they  have  been 
for  the  past  18  months.  Most  of 
the  balance  sheets  show  a  higher 
value  of  stock  in  hand,  involving 
the  use  of  large  quantities  of  capi- 


rise  in  the  price  of  commodities 
must  be  somewhat  embarrassing. 

Some  companies  operating  retail 
stores  have  entered  into  direct  com¬ 
petition  with  the  large  combines 
controlling  various  branches  of 
trade,  while  there  are  other  in¬ 
stances  in  which  the  retailer  has 
become  not  only  a  manufacturer  but 
also  a  supplier  of  his  own  raw  ma¬ 
terials.  Other  retail  store  compan- 


Companies. 

Net  Profits. 

Dividends. 

1910. 

1911. 

1912. 

1906. 

1907. 

1908. 

1909. 

1910. 

1911. 

1912. 

P.  Ct. 

P.  Ct. 

P.  Ct. 

P.  Ct 

P.  Ct. 

P.  Ct. 

P.  Ct. 

Albert  Baker . 

857,166 

850,174 

838,061 

6 

5.5 

5.5 

5.5 

5 

4 

3.5 

109,219 

117,278 

121,609 

12 

12 

12 

12 

12 

53,921 

79,241 

84  298 

2 

Nil. 

5 

7.5 

Eastman’s . 

458,400 

405,618 

182,727 

6 

6 

6 

10 

8 

8 

Nil. 

Freeman,  Hardy  &  Willis 

803,650 

316,799 

356,763 

12.5 

12.5 

12  5 

12.5 

12.5 

12.5 

12.5 

Fuller’s . 

76,063 

66,550 

73,903 

10 

10 

12.5 

15 

17.5 

17.5 

20 

Home  and  Colon’l  Stores 

568,699 

850,752 

738,365 

15 

Nil. 

Nil. 

10 

Nil. 

20 

20 

International  Tea  Co . 

531,140 

523,748 

608,582, 

8 

6 

6 

7 

7 

7 

8 

Lipton . 

690,007 

613,700 

642,106 

6.5 

7 

8 

8 

6 

6 

6 

Maynard’s . 

28,834 

51,585 

26,868 

10 

10 

10 

10 

10 

10 

10 

Maypole  Dairy . 

1,955,652 

2,358,500 

2,645,858 

53.75 

53.75 

02.5 

61 

100 

200 

212.5 

193,453 

27,910 

111,822 

4 

3 

Nil. 

Nil. 

The  balance  sheets  of  these  com-  tab  To  the  small  shopkeeper,  with 
panies  are  analyzed  as  follows : —  little  or  no  accumulated  capital,  any 


Companies. 

Total 

Liabilities. 

Reserves. 

Leases, 

Property, 

etc. 

Stock  in 
Trade. 

Good  Will. 

Cash  and 
Invest¬ 
ments. 

- - 

$34,586 

Albert  Baker . 

$1,092,369 

2,631,555 

2,001,835 

6,139,110 

4,720,218 

652,000 

9,518,334 

8,467,554 

19,536,603 

694,566 

11,008,101 

4,055,673 

$68,000 

$618,542 

$529,986 

C1) 

Boots  (Eastern) . 

402,601 

177,218 

1,845,475 

771,983 

601,996 

$122,000 

50,981 

Chas.  Baker  &  Co. . 

840,936 

279,367 

41,789 

Eastman’s . 

365,000 

681,000 

119,230 

4,894,273 

474,596 

(') 

248,172 

Freeman,  Hardy  &  Willis... 
Fuller’s . 

1,637,869 

455,120 

2,632,840 

70.301 

Nil. 

Nil. 

388,362 

8,915 

Home  and  Colonial  Stores... 
International  Tea  Co . 

1,318,023 

1,495,879 

706,000 

54,000 

3,017,000 

78,000 

1,365,861 

2,473,871 

3,051,344 

1,519,550 

3,311,707 

3,049,709 

(*) 

1,583,763 

630,723 

11,766,457 

6,204,430 

1,037,056 

281,274 

1S7.014 

124,500 

32,936 

Maypole  Dairy . 

4,345,877 

1,539,654 

2,058,043 

2,981.325 

R.  &  J.  Dick . 

654,992 

1,241,683 

63,000 

91,330 

- 
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es  have  close  connection  with  large 
wholesalers  and  manufacturers, 
rhe  sound  finance  of  these  compan- 
es,  however,  is  the  secret  of  their 
steady  dividends. 

Bertram  Ogden. 


Oatmeal  Millers  Are  Against  Pro¬ 
posed  Tariff  Change. 

The  smaller  oatmeal  manufactur¬ 
ers  are  forming  a  combination  to 
Dppose  the  proposed  change  in  the 
oatmeal  tariff.  A  meeting  of  the 
oatmeal  millers  will  be  held  in  Chi- 
:ago  within  a  few  days  and  at  that 
:ime  a  definite  programme  will  be 
idopted  for  the  preparation  and 
mesentation  of  the  matters  at  issue 
eefore  the  Senate  Committee.  Pri- 
narily  the  independent  manufac- 
urers  of  oatmeal  feel  that  the  end 
hey  must  attain  is  the  placing  of 
>ats  (grain)  and  the  manufactured 
jroduct  of  oats  on  a  parity  in  the 
ariff  bill.  As  adopted  by  the 
Democratic  caucus  and  soon  to  be 
fiaced  before  the  House  for  adop- 
;ion,  the  tariff  bill  specifies  that 
)ats  (grain)  shall  pay  a  duty  of  io 
:ents  a  bushel,  while  oatmeal,  oat 
mils  and  other  products  of  the 
jrain  shall  be  admitted  duty  free. 
\  brief,  in  which  these  points  were 
:mphasized,  already  has  been  laid 
)efore  President  Wilson  by  the 
nillers,  and  in  this  document  it  was 
leclared  that  practically  all  of  the 
nills,  both  in  the  United  States  and 
n  Canada,  draw  the  major  portion 
ff  their  supplies  of  the  grain  from 
Canada,  that  country  always  having 
i  greater  surplus  over  consumption 
needs  than  does  the  United  States. 
Strong  representations  were  made 
to  the  President  that  the  tariff  bill, 
if  enacted  as  drawn,  would  give 
such  an  advantage  to  the  Canadian 
aatmeal  trust  and  to  the  largest 
American  manufacturer,  with  mills 
also  in  Canada,  that  the  independ¬ 
ent  millers  literally  would  be  forced 
out  of  business. 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  in  all  countries. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10  cents 


Doesn’t  hurt 
the  hands” 


TRADE  npinf  MAAB 
Em  WEIGHT  Jr  Liilfil  16  OUNCE 

BORAX  SOAP. 


This  is  one  of  the  firms  the  j  sale  *  of  whose  products 
helps  organize  the  Pennsylyania  Retail  Merchants 


The  laundry  soap  that  will 
please  your  customers 

PEARL  BORAX  SOAP  does  not  injure  the  skin 
nor  the  most  delicate  fabric,  yet  it  has  no  equal  as  a  remover 
of  spots,  stains,  dirt  and  grease,  because  it’s  PURE  SOAP- 

Every  cake  weighs  a  full  pound — sixteen  honest  ounces,  white 
and  hard.  It  does  not  waste.  It  is  quantity  and  quality.  It  pleases  all 
classes.  It  repeats.  Pearl  Borax  Soap  has  been  a  success  for  35  years. 
Make  it  your  leader ;  you  couldn’t  offer  customers  a  finer  laundry  soap. 
We  make  handsome  gifts  to  your  customers  in  exchange  for  the 
wrappers  from  Pearl  Borax  Soap,  and  that  pleases  the  thousands  who 
want  gifts,  while  the  sales  pass  through  your  hands  and  every  cake  pays 
you  a  profit. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“PEARL  BORAX  SOAP  is  hard  because  it’s  pure,  but  it’s  not 
too  hard  to  make  good  suds.  Every  cake  weighs  a  full  pound. 
Try  it  and  see  how  much  less  it  takes  to  do  the  wash  than  when 
you  use  ordinary  soaps.  Don’ t  forget,  the  wrappers  are  valuable. 
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A  good  example  of  the  foolish 
and  oppressive  lengths  to  which  a 
so-called  protect- 

Thc  Foolishness  of  ive  tariff  can  go, 
the  Current  Doty.  js  the  duty  Oil 

Greek  currants. 
It  is  two  cents  a  pound,  and  the 
Greek  residents  of  the  United 
States,  as  stated  last  week,  have  pe¬ 
titioned  Congress  to  remove  it. 
If  it  is  removed  prices  in  this  coun¬ 
try  should  drop  two  cents  all  along 
the  line. 

The  absurdity  of  the  currant 
duty  is  that  it  gave  protection 
where  there  was  nothing  to  protect 
No  currants  are  grown  in  this  coun¬ 
try,  and  none  can  be  grown  here. 
Every  pound  we  consume  we  get 
from  Greece,  we  always  have  got¬ 
ten  it  from  Greece,  and  for  climatic 
reasons,  we  probably  always  will. 
The  California  interests,  who  have 
been  the  greediest  beneficiaries  of 
the  high  tariff,  originally  got  the 
two-cent  duty  on  the  ground  that 
their  sultana  raisins  competed  with 
currants  and  if  given  a  chance 
would  take  their  place.  This  was 
wholly  untrue.  Even  when  sultana 
raisins  have  been  cents  a  pound 
below  currants,  nobody  has  thought 
of  using  them  as  a  substitute.  The 
twro  are  totally  dissimilar. 

The  duty  has  therefore  done  the 
California  interests  no  good,  since 
it  “protected”  something  that  did 
not  exist,  and  it  has  injured  both 
currant  producers  and  consumers, 
the  first  by  raising  the  price  of 
their  product  two  cents  a  pound  and 
thus  reducing  sales ;  and  the  second 
by  taxing  every  pound  an  extra 
two  cents  for  a  perfectly  unneces¬ 
sary  and  empty  purpose.  * 

This  duty  should  be  taken  off. 


The  Philadelphia  “Evening  Tele¬ 
graph”  tried  to  do  the  traveling 
salesman  a  good 
turn  last  week,  but 

Awful.  .  ,  ,  , 

it  made  a  hopeless 
mess  of  it.  It 
published  an  article  headed  “Sales¬ 
man  and  Teacher  Too,”  which  very 
cleverly  exalted  the  traveling  man 
as  a  business  expert  who  can  do 
any  retailer  fine  service  by  keeping 
him  in  touch  with  outside  trade  de¬ 
velopments.  All  very  good,  but 

read  this  extract: — 


The  more  merchants  he  (the 
salesman)  sees  in  a  day  the  more 
goods  he  sells,  and  at  a  lower  mar¬ 
gin  of  cost.  He  is  absent  at  times 
from  two  weeks  to.  four  months 
from  his  fireside,  and  he  leaves  be¬ 
hind  large  and  anxious  families. 
Every  man  is  sent  into  the  field  of 
woe  on  a  small  drawing  account 
barely  sufficient  to  get  about,  and 
anxious  wives  and  babies  sit  alone 
at  home  waiting  the  glad  tidings 
and  praying  for  the  safety  of  the 
husband  that  is  trying,  trying,  try¬ 
ing! 


The  business  man  who  reads  the 
papers  and  is  alive  to  current  events 
is  apt  to  sleep 

Basinets  Men  and  much  more  poorly 
the  Legislature,  while  his  Legisla¬ 
ture  is  in  session 
than  he  did  before.  He  never 
knows  until  adjournment  just  what 
will  be  handed  to  him.  It  is  a 
mighty,  sovereign  power — the 
power  to  make  laws  for  the  people, 
and  why  we  so  carelessly  hand  it 
to  men  we  often  would  not  trust 
on  a  boy’s  errand,  is  one  of  the 
amazing  features  of  our  American 
governmental  practice. 

A  certain  member  of  the  Penn¬ 
sylvania  Legislature  died  a  few 
days  ago  and  the  Senate  held  a 
memorial  service  for  him.  Eulo¬ 
gies  flew  thick  and  fast,  and  a 
single  paragraph  from  one  of  them 
points  well  what  is  said  in  the  first 
paragraph  of  this  article.  Here  it 
is : — 

I  knew  Mr. - not  intimately, 

but  I  do  have  a  recollection  of  him 
when  I  was  a  member  of  the  House 
of  Representatives,  and  I  can  recall 
him  in  those  days  coming  over  to 
our  side  of  this  branch  of  the  gov¬ 
ernment  and  speaking  to  the  men 
of  that  House  of  Representatives  on 
questions  in  which  he  was  inter¬ 
ested,  and  at  all  times  you  could 
see  by  the  actions  of  the  man  that 
his  interests  were  the  interests  of 
the  people  of  his  home.  He  at  all 
times  has  a  kindly  word  to  say,  and 
as  a  matter  of  fact,  went  about  it 
in  such  a  fatherly  way  that  it  was 
almost  impossible  for  any  man  to 
say  no.  I  noticed  him  acting  the 
selfsame  way  in  this  present  ses¬ 
sion  of  the  Legislature,  and  I  rec¬ 
ollect  possibly  the  last  conversation 
I  had  with  him  when  he  came 
around  and  asked  if  I  could  not 

support  his  two-judge  bill  for — - 

County,  and  I  said  to  him,  “Sena¬ 
tor,  why  are  you  so  anxious  for 
another  judge?”  He  said,  “My  only 
interest  is  to  do  a  kindly  act  to 

some  good  person  in - County.” 

I  believe  that  this  was  Mr. 

- - ’s  entire  method  of  proceed¬ 
ing  in  life. 

Truly  a  legislator  typical  of  the 
kind  which  we  elect  to  tax  us  and 
to  prescribe  rules  for  the  running 


of  our  business.  He  was  working 
for  a  law  creating  an  additional 
judge  for  his  county,  to  be  paid  by 
the  taxpayers.  Because  a  second 
judge  was  needed?  No,  because  he 
wanted  “to  do  a  kindly  act  to  some 

good  person  in - county.”  The 

“good  person”  was  of  course  some 
henchman  of  his  own.  This  “rep¬ 
resentative”  of  the  people  of  that 
county  had  no  compunctions  in  cre¬ 
ating  this  new  burden  on  his  own 
community,  without  the  slightest 
apparent  necessity,  and  when  he 
dies,  a  fellow-member  sees  nothing 
incongruous  in  citing  the  instance 
by  way  of  eulogy — as  an  exhibition 
of  energy  and  efficiency ! 

God  guard  us  safely  through  the 
legislative  session ! 


This  journal  is 
in  receipt  of  the 

A  Good  Thing. 

following  let¬ 
ter  : — 

401  Fifth  Avenue, 

Brooklyn,  N.  Y.,  April  22,  1913. 

To  the  Editor. 

Dear  Sir : — Being  a  subscriber  to 
the  Grocery  World  and  General 
Merchant,”  I  would  like  very  much 
to  have  your  views  concerning 
the  bill  recently  before  the 
New  York  Assembly  with  re¬ 
gard  to  shorter  hours  for  re¬ 
tail  grocers  of  Greater  New  York. 
Such  a  bill  needs  all  the  help  pos¬ 
sible  to  become  law,  and  it  should 
become  law  to  abolish  the  slavish 
hours  now  existing  in  the  grocery 
business. 

Yours  sincerely, 

J.  Mulcahy. 

P.  S. — Would  wish  to  read  your 
editorial  views  on  the  above  mat¬ 
ter. 


% 

The  writer  has  not  seen  the  bill 
in  question,  and  would  therefore 
not  attempt  to  discuss  it  in  detail. 
If  this  correspondent  correctly 
states  its  object  to  be  compelling 
shorter  hours  for  retail  grocers, 
then  we  believe  it  to  be  a  good 
thing,  and  we  hope  it  will  pass.*  i 

It  ought  not  to  be  necessary  to 
pass  such  laws  as  this.  An  indi¬ 
vidual  business  man  ought  to  have 
the  courage  to  close  his  store  when 
his  mind  and  body  call  for  rest,  and 
if  he  alone  lacks  the  courage, 
then  he  with  other  business  men 
acting  together  ought  to  have 
the  courage  and  the  will  to 
exercise  it.  Experience,  however, 
has  shown  that  such  is  not  the  case. 
Thousands  of  retailers  who  would 
gladly  close  at  6  o’clock  keep  open 
until  7,  or  8  or  even  10  because 
their  competitors  do.  They  cannot 
be  blamed;  every  man  of  them  has 
to  work  so  hard  for  what  he  gets 
that  it  is  perfectly  natural  to  put 
business  before  everything  else. 

One  office  of  the  law  is  to  protect 
men  from  the  results  of  their  own 
folly,  and  to  grant  them  benefits 
which  they  lack  the  strength  to 
get  for  themselves.  So  necessary  is 
it,  and  so  beneficial,  that  business 
men  should  have  time  for  recre¬ 
ation  and  rest,  that  the  law  does 
well  to  get  this  for  them  by  mak¬ 
ing  it  compulsory  for  all  merchants  fa 
to  follow  the  same  practice. 

Whether  such  a  lawwould  be  con¬ 
stitutional  is  quite  another  question. 


The  New  York  Letter 


Scandal  Over  Freight  Claims  for  Broken  Eggs.  Importers  Want 
More  Time  to  Sell  Artificially  Colored  French  Canned 
Vegetables.  Will  Bring  Meats  and  Butter  from  Australia. 
Various  Trade  Notes  and  Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

New  York,  May  2,  1913. 

About  fifty  of  the  wholesale  egg 
dealers  have  received  subpoenas  to 
appear  before  the  Federal  Grand 
Jury  which  is  investigating  charges 
of  a  serious  nature  made  against 
the  receivers  of  eggs  in  this  city. 
It  is  charged  that  some  of  these  re¬ 
ceivers  have  been  getting  excessive 


damage  allowances  from  railroads 
for  breakage  of  eggs  in  transit. 

In  some  instances  it  is  supposed 
that  the  excessive  claims  were  al¬ 
lowed  by  the  railroads  to  such  an 
extent  that  the  egg  receivers  were 
really  getting  rebates  from  the  rail¬ 
roads  under  cover  of  allowances  for 
breakage.  In  other  instances,  it  is 
charged  that  the  egg  receivers 
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[rough  collusion  with  the  inspect- 
■s  employed  by  the  roads. 

The  practice  has  been,  when 
aims  for  breakage  are  made,  to 
ive  the  shipments  examined  by  an 
rent  of  the  receiver  and  the  rail- 
>ad’s  inspector.  It  is  said  that  the 
lilroad  inspectors  in  many  in- 
ances  made  only  a  cursory  ex- 
nination  of  the  shipment  or  made 
:>  examination  at  all,  but  simply 
lowed  the  claims. 

According  to  reports  that  are 
rculating,  the  allowances  for 
leakage  have  often  been  from  25 
>  50  per  cent,  more  than  the  ac- 
lal  damages. 

One  railroad  is  said  to  have  paid 
.it  on  such  claims  $80,000  more 
tan  the  receipts  for  this  business 
id  so  to  have  gone  out  of  the 
.isiness  of  shipping  eggs. 

The  egg  receivers  are  required  to 
ring  their  books  and  records  of 
1  kinds  before  the  Grand  Jury  so 
is  evident  that  a  comprehensive 
ivestigation  of  the  subject  is  in 
rogress.  Among  the  egg  mer- 
lants  a  number  say  that  the  in¬ 
stigation  has  been  inspired  by 
lilroads  in  an  effort  to  get  out  of 
le  payment  of  existing  claims  for 
amages.  ? 


A  number  of  the  lemon  dealers 
in  the  wholesale  trade  are  renew¬ 
ing  the  agitation  against  the  use  of 
so-called  “cigar”  boxes  in  the  ship¬ 
ment  of  Sicily  lemons.  They  claim 
that  the  use  of  these  small  boxes 
in  place  of  the  standard  size  is  the 
chief  reason  for  the  falling  off  in 
the  sale  of 'the  Sicilian  product  and 
the  corresponding  gain  in  the  sales 
of  the  fruit  from  California.  This 
factor  has  been  more  important, 
they  say,  than  the  tariff  in  reducing 
the  sales  of  the  Sicilian  product. 

The  law  does  not  designate  any 
standard  size  of  box  and  merely  re¬ 
quires  that  the  fruit  shall  count 
from  300  to  360  to  the  box  as  the 
case  may  be.  This  permits  of  wide 
variations  in  the  sizes  of  the  lemons 
and  of  the  boxes. 

The  New  York  Fruit  Exchange 
is  on  record  in  favor  of  a  standard 
size  of  box.  The  Federal  Food 
Board  is  now  being  urged  to  make 
stringent  regulations  on  the  sub¬ 
ject. 

It  is  said  that  the  variations  in 
the  sizes  of  lemons  and  boxes  in  the 
case  of  the  Sicilian  fruit  led  to  the 
frequent  deception  of  interior  deal¬ 
ers,  including  retail  grocers,  as  a 
result  of  which  such  dealers  came 


to  look  with  suspicion  on  the  prod¬ 

uct  and  to  prefer  the  California 
lemons  as  more  reliable. 

*  *  * 

Importing  grocery  firms  are  re¬ 
questing  the  Federal  Board  of  Food 
and  Drug  inspection  to  extend  the 
time  for  the  prohibition  of  the  sale 
of  copper  greened  vegetables  in  in¬ 
terstate  commerce.  The  prohibi¬ 
tion  became  effective  to-day.  The 
importers  say  that  they  are  caught 
with  heavy  stocks  on  their  shelves 
and  that  unless  the  time  be  extend¬ 
ed  they  will  lose  as  much  as  $250,- 
000.  The  stocks  consist  largely  of 
imported  peas. 

The  petition  asking  for  an  exten¬ 
sion  of  time  was  sent  to  the  depart¬ 
ment  by  Francis  E.  Hamilton,  as 
attorney  for  the  importing  firms. 

The  importers  claim  that  the 
warning  of  the  intention  to  enforce 
this  prohibition  was  vague  and 
that  because  of  the  uncertainty  they 
bought  large  quantities  of  the 
greened  vegetables  for  the  current 
year’s  trade.  The  action  of  the 
Federal  department  has  been  fol¬ 
lowed  by  similar  prohibitions  in  23 
States  in  which  it  is  now  illegal  to 
sell  these  vegetables.  Moreover,  in 
this  city,  in  which  most  of  the  vege¬ 


tables  are  now  located,  the  Board 
of  Health  is  threatening  to,  enforce 
a  regulation  under  which  all  of 
these  vegetables  remaining  here 
June  1st  will  be  confiscated. 

So  the  only  way  in  which  the 
importers  can  unload  the  vegetables 
is  by  selling  them  in  some  of  the 
States  in  which  the  sale  is  not  pro¬ 
hibited  at  the  present  time.  Other¬ 
wise  the  importers  will  be  heavy 
losers. 

*  *  * 

Secretary  Beckmann,  of  the  Na¬ 
tional  Wholesale  Grocers’  Associa¬ 
tion,  has  sent  out  the  programme  of 
the  annual  convention  to  be  held  by 
the  association  June  4,  5  and  6  in 
Atlantic  City,  N.  J. 

*  *  * 

According  to  reports,  prepara¬ 
tions  are  already  being  made  on  a 
huge  scale  for  the  importation  of 
meats  of  all  kinds  and  of  butter 
from  Australia  in  the  expectation 
that  the  tariff  will  be  removed 
within  a  few  weeks.  The  predic¬ 
tion  is  made  in  some  circles  that 
the  food  products  of  Australia  will 
begin  pouring  into  this  country  by 
way  of  San  Francisco  very  shortly 
after  the  new  tariff  goes  into  effect, 
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as  everything  will  be  in  readinesss 
and  as  a  result  prices  will  fall. 

American  packers  are  said  to  be 
in  the  field  already,  preparing  to 
add  the  Australian  business  to  their 
other  lines,  but  it  is  said  that  the 
Government  of  Australia  will  look 
out  that  there  are  no  monopolies. 
*  *  * 

Arquimbau  &  Ramee  have  taken 
possession  of  their  new  plant  at 
Washington  and  Beach  streets, 
were  they  have  a  five-story  build¬ 
ing,  60  feet  square,  in  which  they 
will  carry  on  their  olive  packing 
and  peanut  manufacturing  business. 
They  have  installed  new  machinery 
and  equipment,  including  many  new 
devices  and  improvements,  both  in 
manufacturing  and  in  bottling. 

*  *  * 

Secretary  A.  C.  Monagle,  of  the 
American  Specialty  Manufacturers’ 
Association,  will  leave  to-morrow 
on  a  six  weeks’  trip,  during  which 
he  will  visit  Detroit,  Chicago,  Mil¬ 
waukee,  Minneapolis,  Columbus, 
Cincinnati,  St.  Louis,  Pittsburgh, 
Baltimore  and  other  cities  in  the  in¬ 
terest  of  the  organization. 

While  at  St.  Louis  he  expects  to 
attend  the  convention  of  the  Na¬ 
tional  Retail  Grocers’  Association. 
He  will  be  back  in  the  East  in  time 
to  attend  the  annual  convention  of 
the  National  Wholesale  Grocers’ 
Association  at  Atlantic  City,  N.  J. 

While  the  jobbers  are  holding 
their  national  convention  in  Atlan¬ 
tic  City  a  meeting  of  the  Board  of 
Directors  of  the  American  Spe¬ 
cialty  Manufacturers’  Association 
will  be  held  in  the  same  place. 

*  *  * 

Circulars  are  being  sent  to  the 
retail  grocers  by  the  American  Spe¬ 
cialty  Manufacturers’  Association 
urging  them  to  co-operate  in  mak¬ 
ing  effective  use  of  the  guarantee 
stamp  on  order  blanks. 

In  this  folder  the  retailers  are 
reminded  that  a  signed  order  is  a 
legal  contract  to  accept  the  goods 
ordered  and  that  failure  to  accept 
goods  ordered  in  due  form  is  an 
unnecessary  expense  and  annoyance 
to  manufacturer  and  jobber  and  an 
insinuation  against  the  honesty  of 
the  specialty  salesman. 

The  following  requests  are 
urged  upon  the  retail  trade: — 

Look  for  the  guarantee  stamp  on 
order  blanks. 

Give  the  specialty  salesman’s 
proposition  careful  thought  before 
ordering. 

Sign  all  specialty  orders  bearing 
the  guarantee  stamp  so  as  to  have 
the  protection  of  the  stamp. 

Ask  for  and  keep  a  copy  of  every 

(Continued  on  page  17.) 


Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  think- 
ing  along  a  line  which  was  given  some  discussion  several  months  ago, 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod- 
nets  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  the  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  and  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all, 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling, 
demonstrating,  etc.] 

May. 


Good  Housekeeping. 

Shredded  Wheat,  one  page. 

Royal  Baking  Powder,  one  page. 
Armour’s  Simon  Pure  Lard,  one 
page. 

Wesson  Snowdrift  Oil,  one  page. 
Crisco,  one  page. 

Campbells’  Soups,  one  page. 
Nabisco,  one  page. 

Eagle  Brand  Condensed  Milk,  one 
page. 

Jell-O,  one  page. 

Hunt’s  California  Fruits,  half 
page. 

Ivin’s  Crackers,  Cookies,  etc., 
half  page. 

Cando  Silver  Polish,  quarter  page. 
Nesnah  Dessert,  quarter  page. 
Kitchen  Bouquet  Flavoring  Ex¬ 
tract,  quarter  page. 

Farwell  &  Rhines  Cresco  Flour, 
one  inch. 

Wheatena,  two  inches. 

U-All-No  Mints,  two  inches. 
Electro  Silicon,  quarter  page. 
Three-in-One  Oil,  quarter  page. 
Nosco  Onion  Salt,  half  page. 
White  House  Coffee,  half  page. 
Sunshine  Specialties,  half  page. 
Liquid  Veneer,  half  page. 

“61”  Floor  Varnish,  one  page. 
Elastica  Floor  Finish,  one  page. 
Jap-a-Lac,  one  page. 
Sherwin-Williams  Paints  and 
Varnishes,  one  page. 

Valspar,  one  page. 

Wrigley’s  Spearmint,  one  page. 
Heinz  Peanut  Butter,  one  page. 
Meadow  Gold  Butter,  one  page. 
Welch’s  Grape  Juice,  one  page. 
Worcester  Salt,  one  page. 

Van  Camp’s  Pork  and  Beans,  one 
page. 

Swift’s  Premium  Bacon,  one 
page. 

Ivory  Soap,  one  page. 

Bon  Ami,  one  page. 

Baker’s  Cocoa,  one  page. 

Delineator. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Crisco,  quarter  page. 

Postum,  quarter  page. 

Hunt’s  Fruits,  eighth  page. 

Grape  Nuts,  quarter  page. 
Mapleine  Flavoring,  two  inches. 
Yacht  Club  Salad  Dressing,  two 
inches. 

Royal  Baking  Powder,  quar¬ 
ter  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Post  Toasties,  quarter  page. 
Nestle’s  Food,  quarter  page. 
Jap-a-Lac,  quarter  page. 

Heinz’s  57  Varieties,  quarter  page. 
Karo  Corn  Syrup,  half  page. 
Snider’s  Pork  and  Beans,  half 
page. 


Jell-O,  quarter  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Electro- Silicon  Silver  Polish, 
eighth  page. 

Sapolio,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Old  Dutch  Cleanser,  one  page, 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Indies’  World. 

Old  Dutch  Cleanser,  one  page. 
Bon  Ami,  quarter  page. 
Campbell’s  Soups,  quarter  page. 
Van  Camp’s  Pork  and  Beans,  one 
page. 

Grape  Nuts,  quarter  page. 

Post  Toasties,  quarter  page. 

Lea  &  Perrin’s  Sauce,  twelfth 
page. 

Jell-O,  quarter  page. 

Mapleine,  four  inches. 

Puffed  Wheat  and  Rice,  half  page. 
Burnett’s  Vanilla,  eighth  page. 
Junket  Dessert,  three  inches. 
Snider’s  Pork  and  Beans,  quarter 
page. 

Instant  Postum,  quarter  page. 
Royal  Baking  Powder,  quarter 
page. 

Welch’s  Grape  Juice,  quarter  page. 
Sapolio,  quarter  page. 

Liquid  Veneer,  quarter  page. 
Heinz’s  57  Varieties,  half  page. 
Gold  Medal  Flour,  one  page. 

Designer. 

Ivory  Soap,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Crisco,  quarter  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Instant  Postum,  quarter  page. 
Royal  Baking  Powder,  quar¬ 
ter  page. 

Post  Toasties,  quarter  page. 

Grape  Nuts,  quartdr  page. 

Heinz’s  57  Varieties,  half  page. 
Snider’s  Pork  and  Beans,  half 
page. 

Puffed  Wheat  and  Rice,  half  page. 
Sapolio,  quarter  page. 

Jell-O,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Old  Dutch  Cleanser,  one  page. 
Kellogg  Toasted  Corn  Flakes,  one 
page. 

The  Woman’s  Magazine. 

Ivory  Soap,  one  page. 

Instant  Postum,  quarter  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Royal  Baking  Powder,  quar¬ 
ter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Crisco,  quarter  page. 

Grape  Nuts,  quarter  page. 

Post  Toasties,  quarter  page. 

Heinz  Peanut  Butter  and  Spag¬ 
hetti,  half  page. 


Jap-a-Lac,  quarter  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Three-in-One  Oil,  eighth  p_ge. 
Snider’s  Pork  and  Beans,  half 
page. 

Mapleine  Flavoring  Extract,  two 
inches. 

Kingsford’s  Cornstarch  and  Karo, 
half  page. 

Sapolio,  quarter  page. 

Liquid  Veneer,  quarter  page. 

Old  Dutch  Cleanser,  one  page. 
Kellogg’s  Corn  Flakes,  one  page. 

Saturday  evening  Post. 
U-All-No  Mints,  two  inches. 
Campbell’s  Soups,  half  page. 
Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Meadow  Gold  Butter,  one  page. 
Hawaiian  Pineapple,  half  page. 
Instant  Postum,  quarter  page. 
Beech-Nut  Peanut  Butter,  half 
page. 

Stag  Tobacco,  half  page. 
Wrigley’s  Spearmint  Gum,  two 
pages. 

Cream  of  Wheat,  one  page. 

Berry  Bros.  Varnishes,  quarter 
page. 

Huyler’s  Chocolates,  eighth  page. 
Occident  Flour,  quarter  page. 
Knox  Gelatine,  quarter  page. 
Valspar  Varnish,  quarter  page. 
Kellogg  Toasted  Corn  Flakes, 
eighth  page. 

Armour’s  Grape  Juice,  one  page. 
Fairy  Soap,  one  page. 

Crisco,  one  page. 

Post  Toasties,  quarter  page. 

Hires  Root  Beer,  half  page. 

Old  Dutch  Cleanser,  quarter  page. 
Acme  Quality  Paints,  Enamels, 
Stains,  half  page. 

“61”  Floor  Varnish,  one  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Barrington-Hall  Coffee,  quarter 
page. 

The  American  Magazine. 

Fairy  Soap,  one  page. 

Shredded  Wheat,  two-thirds  page. 
Welch  Grape  Juice,  two-thirds 
page. 

Snider’s  Pork  and  Beans  and 
Catsup,  third  page. 

Jap-a-Lac,  third  page. 

Sunshine  Specialties,  third  page. 
Peter’s  Milk  Chocolate,  quarter 
page. 

Ivory  Soap,  one  page. 

Old  Dutch  Cleanser,  one  page. 
Heinz’s  57  Varieties,  two-thirds 
page. 

Ladies’  Home  Journal. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Crisco,  one  page. 

Old  Dutch  Cleanser,  one  page. 
Royal  Baking  Powder,  quar- 
teo  page. 

Liquid  Veneer,  quarter  page. 
Campbell’s  Soups,  quarter  page. 
Post  Toasties,  quarter  page. 
Meadow  Gold  Butter,  quarter 
page. 

Valspar  Varnish,  one  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Grape  Nuts,  quarter  page. 
Beech-Nut  Peanut  Butter,  half 
page. 

Burnett’s  Vanilla,  eighth  page. 
Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Peter’s  Milk  Chocolate,  eighth 
page. 

Nesnah  Desserts,  eighth  page. 
Sunshine  Specialties,  eighth  page. 
Gold  Dust  Washing  Powder, 
eighth  page. 

Underwood  Deviled  Ham,  quar¬ 
ter  page. 

Nosco  Onion  Salt,  quarter  page. 
Electro-Silicon,  three  inches. 

Hunt’s  California  Fruits,  eighth 
page. 

Fairy  Soap,  quarter  page. 
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Lea  &  Perrin’s  Sauce,  four  inches. 
Emery’s  Deviled  Sardines,  four 
Inches. 

Snider’s  Catsup  and  Pork  and 
Beans,  ten  inches. 

Sapolio,  quarter  page. 

Jell-O,  quarter  page. 

Knox  Gelatine,  quarter  page. 

Yacht  Club  Salad  Dressing,  two 
inches. 

Three-in-One  Oil,  four  inches. 
Hormel’s  Dairy  Hams  and  Ba¬ 
con,  three  inches. 

Puffed  Wheat  and  Rice,  one  page. 
Whittemore’s  Shoe  Dressing, 
four  inches. 

Instant  Postum,  quarter  page. 
Welch’s  Grape  Juice,  quarter 
page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Everybody’*  Magazl**. 

Cream  of  Wheat,  one  page. 
Three-in-One  Oil,  one  page. 

Grape  Nuts,  one  page. 

Campbell’s  Soups,  one  page. 
Welch’s  Grape  Juice,  one  page. 
“61”  Floor  Varnish,  one  page. 
Chiclets,  half  page. 

Coca-Cola,  one  page. 

Jap-a-Lac,  quarter  page. 

Blooker’s  Cocoa,  two  inches. 
Liquid  Veneer,  quarter  page. 
Snider’s  Catsup,  quarter  page. 
Fairy  Soap,  one  page. 

Nabisco,  one  page. 

Ivory  Soap,  one  page.  _ 

Old  Dutch  Cleanser,  one  page. 
Post  Toasties,  one  page. 

The  Century  Magazine. 

Shredded  Wheat  Biscuit,  one 
page. 

White  House  Coffee,  half  page. 
Nabisco,  one  page. 

Swift’s  Premium  Bacon,  one 
page. 

Ivory  Soap,  one  page. 

Libby’s  Evaporated  Milk,  one 
page. 

St.  Nichola*. 

Sapolio,  one  page. 

Campbell’s  Soups,  one  page. 

Heinz  Peanut  Butter,  one  page. 
Nabisco,  one  page. 

Jell-O,  one  page. 

Fairy  Soap,  one  page. 

Maillard’s  Ground  Chocolate, 
quarter  page. 

Eagle  Condensed  Milk,  half  page. 
Three-in-One  Oil,  quarter  page. 
Ivory  Soap,  one  page. 

.  Peter’s  Milk  Chocolate,  one  page. 

Pictorial  Review. 

■  Cream  of  Wheat,  one  page. 
Campbell’s  Soups,  half  page. 

Grape  Nuts,  quarter  page. 

Instant  Postum,  quarter  page. 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

.Red  Wing  Grape  Juice,  quarter 
page. 

Post  Toasties,  quarter  page. 

Royal  Baking  Powder,  quar¬ 
ter  page. 

Liquid  Veneer,  quarter  page. 
Jell-O,  quarter  page. 

Sapolio,  quarter  page. 

Crisco,  quarter  page. 

Nesnah  Desserts,  eighth  page. 
Kingsford’s  Cornstarch  and  Karo 
Syrup,  half  page. 

Van  Camp’s  Pork  and  Beans,  half 
page. 

Puffed  Wheat  and  Rice,  one  page. 
Heinz’s  57  Varieties. 

Armour’s  Products,  half  page. 
Old  Dutch  Cleanser,  quarter  page. 
Yacht  Club  Salad  Dressing,  three 
inches. 

Crystal  Domino  Sugar,  quarter 
page. 

Whittemore’s  Shoe  Polishes,  four 
inches. 

Three-in-One  Oil,  two  inches. 
Jap-a-Lac,  eighth  page. 

McClure’*. 

Ivory  Soap,  one  page. 

Bon  Ami. 

Grape  Nuts,  one  page. 


It  will  pay  you  to  push  the  sale  of  PRIZE  BUTTER 
because  you  can  depend  on  it  to  please  your  customers  and 
bring  them  back;  the  trade  you  win  on  PRIZE  BUTTER 
will  be  STEADY  trade,  because  SATISFIED. 

PRIZE  BUTTER  is  just  as  pure  as  it  can  be  made.  We  know 
how  to  make  butter  that  will  SELL  and  we’re  going;  to  make  PRIZE 
BUTTER  the  biggest  selling  butter  in  the  State  of  Pennsylvania.  Do  all 
you  can  to  secure  the  trade  on  PRIZE  BUTTER  from  the  start,  because 
it’ s  going  to  be  big  trade.  We  pack  PRIZE  BUTTER  in  carton,  tub  or 
print,  and  salt  it  or  color  it  to  suit  your  trade.  Tell  your  clerks  about 
PRIZE  BUTTER  and  get  them  all  interested  in  helping  you  to  get  the 
big  butter  business  of  your  town. 


P.  F.  BROWN  <&  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 


\tO\  /«-n 


WHAT  TO  TELL  CUSTOMERS 

“  Madame,  I  want  you  to  try  PRIZE  BUTTER,  a  pure,  rich, 
wholesome  butter  made  under  ideal  conditions  from  the  finest 
milk  in  Pennsylvania.  All  who’ve  tried  it  are  well  pleased  and 
I  know  you’ll  be.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Sunshine  Specialties,  half  page. 
Post  Toasties,  one  page. 
Wrigley’s  Spearmint,  one  page. 
Fairy  Soap,  one  page. 

Nabisco,  one  page. 

Jap-a-Lac,  quarter  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Snider’s  Catsup,  quarter  page. 
Liquid  Veneer,  quarter  page. 
White  House  Coffee  and  Teas, 
half  page. 

Cream  of  Wheat,  one  page. 
Shredded  Wheat  Biscuit,  one 
page. 

Smart  Set 

Nabisco  Sugar  Wafers. 

McCall’s  Magazine.  • 

Puffed  Wheat  and  Puffed  Rice, 
one  page. 

Ivory  Soap,  one  page. 

Campbell’s  Soups,  third  page. 
Instant  Postum,  third  page. 

Post  Toasties,  third  page. 

Grape  Nuts,  third  page. 

Acme  Quality  Paints  and  Var¬ 
nishes,  third  page. 

Jell-O,  half  page. 

Nabisco,  half  page. 

Heinz  Peanut  Butter  two-thirds 
page. 

Sapolio,  third  page. 

Knox  Gelatine,  half  page. 

Liquid  Veneer,  half  page. 
Mapleine,  three  inches. 

Van  Camp’s  Pork  and  Beans, 
third  page. 

Crisco,  half  page. 

Cresco  Grits  and  Barley  Crystals, 
one  inch. 

Lea  &  Perrin’s  Sauce,  three 
inches. 

Towle’s  Maple  Syrup,  sixth  page. 
Yacht  Club  Salad  Dressing,  two 
inches. 

Junket  Dessert,  one  and  a  half 
inches. 

(Continued  on  page  24.) 


Bottles  and  Labels. 

Manning,  S.  C.,  April  24,  1913. 
To  the  Editor. 

Dear  Sir: — We  would  like  to 
trouble  you  for  some  information  in 
regard  to  lithographed  labels  and 
also  glass  bottles.  What  we  want 
to  know  is,  where  we  can  get  these 
things  from  manufacturers  in  rea¬ 
sonably  small  quantities? 

We  have  made  under  our  per¬ 
sonal  supervision  a  very  fine  article 
of  red  pepper  catsup  which  we  have 
been  selling  in  crude  packages  for 
several  years.  We  want  stylish 
labels,  bottles,  caps  and  anything 
else  that  will  contribute  to  the  at¬ 
tractiveness  and  sale  of  this  prod¬ 
uct. 

This  article  has  the  merit ;  all  we 
need  is  to  put  the  proper  style  to  it 
to  make  it  a  go.  Our  supply  is 
limited  and  we  therefore  will  not 
want  to  put  too  much  money  into 


the  proposition.  If  you  can  put  us 
wise  as  to  where  we  may  get  the 
right  prices  on  labels,  caps  and  bot¬ 
tles  we  shall  be  very  grateful. 

Thanking  you  in  advance  for  this 
information,  we  beg  to  remain, 
Very  truly  yours, 

The  Manning  Grocery  Co. 

For  bottles,  the  Star  Glass  Bot¬ 
tle  Co.,  226  North  Fourth  street, 
Philadelphia.  For  labels,  stoppers, 
etc.,  the  Eagle  Brush  Mfg.  Co., 
218  North  Fourth  street,  Philadel¬ 
phia. 

*  *  * 

Chain  Store  Salaries. 

Hornell,  N.  Y.,  April  24,  1913. 
To  the  Editor. 

Dear  Sir: — We  desire  informa¬ 
tion  regarding  a  proper  plan  on 
which  to  base  the  salary  of  the 
managers  of  a  chain  grocery  store. 
What  is  the  usual  scale? 

Our  idea  is  a  fixed  salary  in  pro¬ 
portion  to  the  amount  of  business 
and  a  percentage  of  the  net  profits 
of  the  store  after  a  proper  de¬ 
duction  for  the  capital  invested,  and 
which  is  presented  on  a  separate 
sheet.  We  ask  you  to  fill  out  the 
blanks  on  same  and  give  us  your 
opinion  of  the  same  as  a  whole : — 

Annual  Sales. 

$12,000  . 

15,000  ........ 

20,000  . 

30,000  . 

50,000  . 

7S,ooo  . 

100,000  . 

Of  net  profit  the  company  shall 
receive  first  —  per  cent,  return  on 
the  capital  invested  (including  stock 
and  fixtures)  and  the  remaining  net 
profit  divided  as  follows:  —  per 
cent,  to  the  manager  and  —  per 
cent,  to  the  company. 

Thanking  you  in  advance,  we  are, 
Yours  very  truly, 

The  Coston  Co., 
Per  P.  E.  Coston,  Secy. 

There  is  no  fast  rule  as  to  the 
payment  of  salaries  to  managers  of 
chain  stores.  Men  are  paid  chiefly 
according  to  their  ability  to  produce 
results.  The  usual  method  is  to 
start  them  as  second  men,  paying 
them  a  modest  salary,  nine  or  ten 
dollars  per  week.  Then  as  they 
make  good  they  are  put  in  charge  of 
some  other  store  and  started  at  per¬ 
haps  eleven  or  twelve  dollars  per 
week. 


Their  reward  comes  at  the  end  o 
the  year  if  the  store  has  produce' 
satisfactory  profits,  and  then  per 
haps  one  or  two  dollars  per  weel 
is  added  to  their  wages. 

Logically  the  man  who  assists  ii 
making  the  business  should  perhap 
receive  a  share  of  the  profits,  bu 
experience  has  proven  that  a  mai 
would  prefer  to  have  his  pay  en 
velope  increased  rather  than  wai 
an  indefinite  time  for  his  increase 
In  other  words,  the  class  of  labo 
that  is  used  to  manage  chain  store 
would  rather  have  an  increase  ii 
wages  than  a  share  of  the  profits 
This  has  been  very  thoroughh 
tested  and  has  worked  very  satis 
factory. 

Chain  stores  keep  their  men  uj 
to  the  mark  by  a  system  of  superin 
tendents.  The  large  chain  system 
employ  a  superintendent  over  eacl 
ten  or  twelve  stores,  according  t' 
location.  These  men  are  chargee 
with  ftie  responsibility  of  seeing 
that  all  the  employees  in  that  dis 
trict  do  their  duty  and  that  tb 
stores  make  money.  There  is  ; 
system  of  rewards  offered  th 
superintendent  whose  district  pro 
duces  the  best  results.  The  chie 
prize  woidd  perhaps  amount  ti 
$200  for  the  year  and  so  on  dowi 
to  a  percentage  of  profits,  but  no 
however  based  on  the  actual  profit 
of  their  district. 

This  system  works  out  very  well 
and  the  men  in  charge  of  the  store 
look  to  their  superintendent  for  pro 
motion,  and  when  the  superintend 
ent  finds  that  he  has  a  very  goo< 
man  in  his  district  he  is  naturall; 
anxious  to  see  that  he  is  placed,  i 
not  in  charge  of  a  store  in  his  owi 
district,  in  that  of  some  other  su 
perintendent. 

Some  managers  of  chain  store: 
have  worked  themselves  up  unti 
they  are  in  charge  of  very  largt 
stores  and  commanding  a  salary  0 
from  $20  to  $22  per  week.  Thes< 
men,  however,  are  scarce,  and  $2: 
jobs  are  also  in  the  minority. 

We  have  filled  up  the  table  0 
blanks  that  you  have  prepared,  bu 
this  is  of  course  only  guess  work 
for,  as  stated,  salaries  are  not  com 
puted  in  this  market  on  that  basis 
If  you  have  a  definite  idea  as  to  thi 
ratio  that  your  wage  account  shouk 
bear  to  your  sales,  you  can  thei 
definitely  fix  same,  but  the  persona 
equation  enters  very  largely  int( 
the  matter,  and  the  man  who  i: 
running  the  store  whose  annua 
sales  are  only  $12,000  might  be  : 
very  good  man  building  up  a  smal 


Listen  to  Us  Shout ! 

<|  No  matter  what  time  of  year  you  pick  up 
Gurnse  butter,  you’ll  find  it  good.  That’s  the 
one  point  about  Gurnse  that  we’ve  shouted 
louder  than  any  other — its  uniformity  from  month 
to  month;  a  tremendously  important  thing  about 
butter  that  you  expect  people  to  use  right  along. 

We  work  all  day  to  keep  up  the  quality  of 
Gurnse,  but  we  work  all  day  and  all  night  to 
keep  its  uniformity  up.  Use  it  as  a  leader — it 
will  never  betray  your  confidence. 

Packed  in  20,  30  and  50-pound  boxes— pounds  and  half-pounds— 38  cents. 

Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO.  Philadelphia,  Pa. 
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siness  and  his  percentage  of 
ofits  might  be  very  far  in  excess 
the  man  with  a  $100,000  sales,  so 
at  there  is  no  hard  and  fast  rule 
apply.  The  man  who  makes 
>od  is  paid  according  to  what  the 
mpany  thinks  he  is  worth  : — 


Annual  Sales.  Weekly  Salary. 

$12,000 

15.000 

20,000 

15 

30,000 

.  15 

50,000 

.  16 

75,000 

.  16 

100,000 

.  20  up. 

*  *  * 

Makers  of  a  Cigar. 

Athens, 

Ga.,  April  23,  1913. 

a  the  Editor. 

Dear  Sir: — We  wish  to  get  in 
uch  with  the  makers  of  “Don 
!encio”  cigars.  The  box  we  have 
:ars  the  name  of  one  of  their  dis- 
ibutors  but  not  the  factory.  Their 
.ctory  number  is  788,  1st  district, 

:  Pennsylvania,  and  is  located  in 
hiladelphia. 

If  you  can  furnish  us  this  in- 
irmation  we  will  appreciate  it  very 
uch  indeed. 

Very  truly, 

Arnold  &  Abney. 

Newman  &  Mayer  Co.,  1 17-123 
outh  Second  street,  Philadelphia, 
take  this  cigar. 


COLD  STORAGE  FOOD  BILL 
PASSES  BOTH  HOUSES 
AND  GOES  TO  GOV- 
ERNOR,  WHO  WILL 
SIGN  IT. 

(Continued  from  page  8.) 

lovernment  ownership  of  the  oil 
roducing  industry.  It  did  this 
irough  the  following  communica- 
on,  which  was  presented  to  the 
.egislature  during  the  week : — 

State  of  Minnesota. 

Thirty-eighth  Session. 

House  Joint  Memorial. 

Whereas,  There  is  a  very  strong 
general  sentiment  in  favor  of  the 
suppression  of  the  gigantic  monop¬ 
oly  now  exercised  by  the  Standard 
Oil  Co.  of  Whittings,  Ind. ;  and 
Whereas,  The  said  company  has  - 
to-day  absolute  control  of  the  na¬ 
tion’s,  if  not  the  world’s  output  and 
supply  of  crude  oil,  gasoline  and 
petroleum,  and  the  said  company 
has  unlimited  and  unrestrained 
power  to  dictate  the  market  prices 
of  the  said  commodities  and  by 
virtue  of  its  unlimited  and  unre¬ 
strained  powers  does  wrongfully 
and  unlawfully  and  without  any 
justification  increase  the  market 
and  selling  prices  of  said  commodi¬ 
ties,  which  results  in  great  injury  to 
the  consumers;  and 
Whereas,  The  said  company  is 
wrongfully  and  unlawfully  discrim¬ 
inating  against  States  and  selling 
the  said  commodities  cheaper  in 
some  States  and  localities  than  in 
others  without  regard  to  the  dif¬ 
ference  of  the  cost  of  transporta¬ 
tion  and  selling;  and 
Whereas,  By  reason  of  rapid 
progress  made  in  motive  power,  the 
said  products,  crude  oil,  gasoline 
and  petroleum  have  become  a  com¬ 
mon  necessity  in  every  profession 
and  vocation  of  life  everywhere ; 
and 


NET 

WEIGHT 


FRANKLIN 

GRANULATED 

SUGAR 


-  Standard  of  Purity' 


REFINED  FOR 


THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


Putting  Sugar  in  Bags  is  Factory  Work 


just  as  much  as  canning  vegetables  or  bottling  ketchup.  You 
keep  a  STORE  to  SELL  goods,  not  a  FACTORY  to 
PACK  them.  All  your  time  should  be  spent  in  “doing  things 
that  pay”  and  it  DOESN’T  pay  you  to  put  up  sugar. 

FRANKLIN  CARTON  SUGAR  is  ready  to  sell  when  you  get  it.  All  you  have  to 
do  is  to  take  the  CARTONS  out  of  the  CONTAINER  in  which  they  are  packed  and  put  them 
on  your  shelf.,  And  FRANKLIN  CARTON  SUGAR  is  ALWAYS  ready  to  sell,  ready  to 
hand  out  to  customers,  as  convenient  for  you  as  canned  or  bottled  goods.  The  FRANKLIN 
CARTON  enables  you  to  make  a  positive  profit  instead  of  a  loss  on  sugar  sales  because  you 
save  bags,  twine  and  labor,  and  there  is  no  loss  from  overweight.  You  can  make  this  profit  on 
all  your  sugar  sales,  because  we  pack  all  fast  selling  grades  in  the  FRANKLIN  CARTON, 
including  FRANKLIN  GRANULATED,  FRANKLIN  CUBE  (Dainty  Lumps),  FRANKLIN 
DESSERT  &  TABLE,  FRANKLIN  POWDERED  and  FRANKLIN  XXXX  CON¬ 
FECTIONERS’  sugars. 

You  can  buy  FRANKLIN  CARTON  SUGARS  in  the 
original  CONTAINERS  of  24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

“ Your  customers  Jcnow  FRANKLIN  CARTON  SI  GAR  is  CLFAN  SI  GAR. 


WHAT  TO  TELL  CUSTOMERS 

'We  are  now  selling  the  famous  FRANKLIN  CARTON  SUGAR, 
known  everywhere  for  its  purity  and  quality.  The  carton  keeps  the  sugar 

_  _ J  J _ _ 3  :  i.  ...» «  *4  U..  «  V.  ^  »■>  A  1  i  *-*  rr  onrl  lot  t  nD  ciimr  rrot  mivorl  nr\ 


clean  and  dry  and  it  won't  burst  in  handling  and  let  the  sugar  get  mixed  up 
with  the  rest  of  your  order.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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for  you  to  push  because  it  will  please  your  customers  and 
bring  them  back.  You  can  be  sure  of  a  steady  sale.  Packed 
in  neat,  handy  cartons  that  save  you  time  and  overweight, 
besides  retaining  the  delicious  flavor  and  aroma. 

Parke’s  Stamp  Line  Coffee  appeals  to  the  consumer  who  gets  the 
best  value  in  coffee  as  well  as  the  valuable  Parke  stamps,  which  are 
redeemable  for  hundreds  of  valuable  premiums. 

The  Stamp  Line  includes  Coffee,  Teas,  Baking  Powder,  Spices, 
Ammonia,  Blue,  etc.  The  whole  line  handled  as  a  proposition  will 
positively  increase  your  sales. 

L.  H.  PARKE  COMPANY 

232-234  Market  Street  638-640  Grant  Street 

PHILADELPHIA  PITTSBURGH,  PA. 


^PEHHK 


WHAT  TO  TELL  CUSTOMERS 

“  Madame,  here’s  a  coffee  we  can  guarantee ,  PARKE’S  UN- 
MATCHABLE  COFFEE.  You’ll  be  pleased  with  its  flavor  and 
aroma,  and  you  get  a  fine  line  of  premiums  for  the  Parke  stamps 
that  come  with  it.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Whereas,  The  said  Standard  Oil 
Co.  has  absorbed  nearly  all  like 
competing  industries;  and 

Whereas,  It  is  impossible  for  pri¬ 
vate  capital  to  cope  with  or  curb 
this  gigantic  and  unjust  monopoly; 
therefore  be  it 

Resolved  (the  Senate  concurr¬ 
ing),  That  Congress  be  and  it  is 
hereby  requested  to  enacf  a  law 
providing  for  government  owner¬ 
ship  and  control  of  oil  producing 
industries  sufficient  to  control  prices 
and  break  the  gigantic  and  unjust 
monopoly  now  existing;  and  be  it 
further 

Resolved,  That  the  Legislature  of 
all  other  States  of  the  United 
States  now  in  session,  or  when  next 
convened,  be  and  they  are  hereby 
respectfully  requested  to  join  in  this 
request  by  the  adoption  of  this  or 
an  equivalent  resolution;  and  it  is 
further 

Resolved,  That  the  Secretary  of 
State  be  and  is  hereby  directed  to 
transmit  copies  of  this  resolution  to 
the  Senate  and  House  or  Represen¬ 
tatives  of  the  United  States  and  to 
the  several  members  of  said  body 
representing  this  State  therein,  and 
also  to  transmit  copies  to  the  Leg¬ 
islature  of  all  States  of  the  United 
States. 

On  Tuesday  last  the  Senate  fin¬ 
ally  passed  the  House  bill  making 
it  a  misdemeanor  to  make  any  false 
statement  for  the  purpose  of  ob¬ 
taining  credit.  The  text  of  this  bill 
has  been  printed  in  these  letters. 

The  Judiciary  General  Commit¬ 
tee  of  the  Senate  has  favorably  re¬ 
ported  Senate  Bill  .958,  exempting 
from  the  payment  of  mercantile 
tax,  corporations,  joint  stock  associ¬ 
ations  and  limited  partnerships 
doing  business  as  wholesalers  or  re¬ 
tailers,  who  have  paid  a  tax  on 
their  capital  stock. 


One  of  the  liveliest  discussions 
which  this  session  has  seen  was  on 
the  oleomargarine  bill,  as  to 
whether  it  should  pass  finally  or  not. 
The  bill  would  have  allowed  the 
coloring  of  oleo  and  greatly  im¬ 
proved  the  status  of  the  product  in 
Pennsylvania.  As  reported  last 
week,  it  failed  to  pass.  As  shown 
by  the  discussion,  however,  the 
sentiment  of  the  members  is  dead 
against  any  lightening  of  the  bur¬ 
den  which  oleo  has  -to  bear  in  this 
State.  The  following  statement, 
contributed  to  the  debate  by  Mr. 
McNichol,  is  a  fair  type  of  many 
speeches  made  at  the  time : — 

Mr.  Speaker,  those  of  us  who 
were  members  of  this  House  two 
,  years  ago  will  recall  the  treatment 
that  this  bill  received  at  that  time. 

If  my  memory  serves  me  right,  the 
opposition  to  the  bill  in  this  House 
was  so  great  that  when  the  bill  was 
proposed  for  second  reading,  and 
the  consent  of  the  House  asked,  it 
was  almost  unanimously  repudiated. 

To  my  mind  there  has  been  no  par¬ 
ticular  change  in  the  two  years  that 
would  warrant  a  change  in  the  sen¬ 
timent  of  this  House.  The  purpose 
of  this  bill,  to  my  mind,  permitting 


I  I  . 
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ie  coloring  of  an  article  that  is 
ot  butter,  to  resemble  butter,  is 
;>r  but  one  purpose,  and  that  pur- 
ose  the  imposition  of  a  fraud 
pon  an  unsuspecting  public.  Peo- 
le  say  the  coloring  matter  does 
ie  article  no  harm;  it  makes  it 
lore  inviting  to  the  user.  A  man, 

3  my  mind,  who  desires  to  use 
leomargarine  and  has  cultivated  an 
ppetite  for  it,  will  use  it  whether 
;  is  colored  or  not,  and  when  they 
olor  the  oleomargarine  it  is  for 
be  purpose  of  substituting  it  for 
utter  and  charging  the  same  price 
or  the  oleomargarine  that  they  now 
o  for  butter. 

During  the  hearing  in  the  Senate, 
-efore  the  sub-committee  to  consid- 
r  the  Cold  Storage  Bill,  I  talked 
3  a  man  who  is  extensively  en- 
aged  in  the  manufacture  and  sale 
f  oleomargarine,  and  he  told  me 
hat  the  great  trouble  that  they  had 
nth  the  oleomargarine  was  with 
he  dealer,  the  retailer.  He  said 
hat  they  would  remove  the  cover- 
ng  and  sell  it  for  butter.  Now, 
f  you  permit  the  substitution  of 
his  coloring  matter,  to  have  the 
ileomargarine  resemble  butter,  you 
lace  the  unsuspecting  public  at  a 
lisadvantage  and  subject  to  the 
nscrupulous  dealer  or  retailer  who 
rould  sell  his  product  of  oleomar- 
ne  as  butter  and  get  the  same  price 
or  it. 

Now,  gentlemen  of  the  House, 
here  is  absolutely  no  reason  why 
his  bill  should  pass.  There  is  abs¬ 
olutely  no  reason  why  a  change 
n  sentiment  in  this  House  should 
iccur  in  two  years  from  that  unan- 
mous  opposition,  almost,  that 
aused  us  to  withhold  otir  consent, 
rhe  men  who  have  made  an  inves- 
igation  know  that  it  is  the  interests 
n  Chicago  that  are  asking  this 
douse  to  pass  this  bill,  and  for  the 
ame  reason  that  we  repudiated  it 
wo  years  ago  let  us  do  it  to-day, 
ind  not  place  at  a  disadvantage  the 
vorking  man  or  the  poor  man,  who 
s  compelled  through  necessity  to 
>uy  this  substitution.  Let  us  make 
t  impossible  for  the  imposition  to 
>e  practiced  upon  him.  When  he 
jays  his  price  for  oleomargarine, 
et  it  be  oleomargarine  that  he  gets ; 
>ut  don’t  permit  them  to  allow  a 
substitution  and  charge  him  the 
same  price  that  he  would  be  com¬ 
pelled  to  pay  for  butter. 

An  effort  was  made  to  revive  this 
1  on  Wednesday  but  it  failed. 

R.  C. 


THE  NEW  YORK  LETTER. 

(Continued  from  page  12.) 

such  order,  and  be  sure  that  all 
promises  and  terms  are  plainly 
written  or  printed  on  same. 

Neither  cancel  such  an  order 
after  placing  same,  nor  refuse 
goods  when  delivered. 

*  *  * 

A  fine  of  $500  was  imposed  in 
e  Court  of  Special  Sessions  early 
the  week  on  Louis  Kunnert,  the 
anager  of  the  Steel-Drake  Baking 
0.  for  having  in  his  plant  two  cans 
mtaining  121  pounds  of  bad  eggs. 
An  inspector  of  the  Board  of 
ealth  testified  that  the  eggs  were 
)Out  to  be  mixed  with  good  eggs 
id  used  in  the  baking  of  cakes, 
he  manager  said  that  he  did  not 
row  of  the  bad  condition  of  the 
jgs  and  would  not  have  used  them 
;  he  would  have  noticed  their  con- 
ition  before  using  them.  The 


Bouillon  “Herringlets”— Eaten  in  Many  Ways 

BOUILLON  “HERRINGLETS ”  are  eaten  as  Salad,  Sandwiches,  with  Cheese,  Fried  in 
Butter,  and  in  so  many  other  ways  that  once  you  start  your  customers  buying  them  you  are  sure 
of  steady  sales.  They  are  selected  little  NORWEGIAN  HERRING  packed  in  delicious  BOUIL¬ 
LON,  and  guaranteed,  the  same  as  our  famous  “SKIPPER  SARDINES,”  to  please  your  cus¬ 
tomers  or  we’ll  return  their  money.  Push  their  sale — they  pay  you  a  good  profit. 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “Skipper”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 

WHAT  TO  TELL  CUSTOMERS 

“Let  me  introduce  you  to  a  new  luncheon  delight — BOUILLON  'HERRING- 
LETS,’  the  dainty  little  NORWEGIAN  HERRING  in  bouillon,  only  15  cents  a  can.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


J*s-S- MltSON 


WATCH  THE  SHOES  THIS  SEASON 
THEY’RE  ALL  WHITE  AND  TAN 


,AsSMa: 

^ILM) 


1SONC0. 


This  is  a  big  year  for  white  and  tan  shoes  and  a  big  year,  too,  for  the  dealer  who  is  pushing 
Mason's  Shoe  Dressings.  Mason’s  White  Dressing  makes  white  shoes  real  white; 

Mason’s  Tan  Combination  keeps  tan  shoes  looking  like  new.  Both  these  dressings  sell  rapidly 
and  pay  you  75%  profit.  Keep  them  well  displayed  on  your  counter.  Everybody  who  comes 
into  your  store  needs  them. 

NOTICE :  Look  out  for  shoe  dressings  said  to  be  “as  good  as  Mason’s they’ll  stick  on 
your  shelf.  MASON’S  are  the  busy  sellers  that  give  you  steady  sales  at  good  profits. 

JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“  MASON’S  WHITE  DRESSING  is  the  only  dressing  that  will  make  white 
shoes  REAL  WHITE.  Try  it.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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judges  did  not  accept  his  explana¬ 
tion. 

The  company  is  one  of  the  lar¬ 
gest  cake  baking  companies  in  the 
city  and  its  output  is  sold  in  numer¬ 
ous  retail  stores,  chiefly  bakeries 
and  delicatessen  stores. 

*  *  * 

It  is  said  that  the  corn  packers 
of  Maine  are  much  pleased  with  a 
recent  decision  of  the  Supreme 
Court  of  that  State  sustaining  the 
right  of  a  packer  to  reject  corn  that 
had  been  damaged  by  frost.  The 
fanners  tried  to  deliver  the  corn 
on  contract  and  to  collect  under  the 
terms  of  the  contract.  The  court 
held  against  the  farmers. 

The  packers  say  that  the  decision 
is  only  fair  to  them  as  they  are  now 
responsible  if  any  harm  should 
come  to  a  consumer  as  a  result  of 
eating  vegetables  which  they 
Ipacked  and  it  should  be  proved 
that  the  materials  were  not  whole¬ 
some. 

*  *  * 

At  the  co-operative  store  started 
on  Flatbush  avenue,  near  Fifth  ave¬ 
nue,  in  Brooklyn  by  the  Rev.  Madi¬ 
son  C.  Peters,  the  sign  has  been 
changed.  The  clergyman’s  name 
has  been  removed.  It  is  now  said 
that  the  grocery  department  is 
backed  by  the  Larkin  Co.  and  car¬ 
ries  only  Larkin  lines,  while  the 
produce  department  is  backed  in  the 
same  way  by  a  produce  merchant  in 
the  wholesale  district  of  Manhat¬ 
tan. 

The  present  interest  of  Mr. 
Peters  in  the  store  is  said  to  be  only 
nominal.  A  few  weeks  ago  the 
papers  were  giving  big  headlines 
to  this  store  as  one  of  a  chain  to 
be  started  by  the  clergyman  and 
philanthropists  to  cut  down  the  cost 
of  living. 

It  seems  that  the  experience  of 
the  clergyman  in  retail  lines  has 


convinced  him  that  retail  grocers 
work  remarkably  hard  for  small 
profits.  So  he  has  reached  the 
conclusion  that  the  retail  system  it¬ 
self  must  be  displaced  to  some  ex¬ 
tent.  He  has  organized  a  new  co¬ 
operative  league,  based  on  subscrip¬ 
tions  to  a  magazine  and  other  re¬ 
quirements.  The  members  send  in 
their  orders  for  supplies  to  the 
offices  of  the  magazine  and  the 
league  fills  such  orders  by  arrange¬ 
ments  with  various  manufacturers. 
At  least,  that  is  what  is  promised. 
The  league  carries  no  stock  of  any 
kind,  but  claims  that  it  has  found 
manufacturers  who  will  fill  the  or¬ 
ders  thus  received,  and  so  the 
profits  of  all  middlemen  will  be 
eliminated. 

The  idea  seems  more  impracti¬ 
cable  even  that  the  co-operative 
store  from  which  so  much  was  ex¬ 
pected  and  so  little  resulted. 


Summarized  Market  Con¬ 
ditions. 

The  spot  coffee  market  is  quiet. 
The  reaction  in  options  causes  the 
trade  to  go  slowly.  It  is  believed 
by  the  brokers  that  the  supplies  of 
roasters  must  be  nearly  depleted, 
but  it  is  evident  that  the  roasters 
are  doubtful  as  to  the  stability  of 
the  present  prices  and  so  are  cau¬ 
tious.  Prices  are  a  trifle  easier. 

Distributors  are  inquiring  for 
the  better  class  of  teas  which  are 
selling  in  a  routine  way.  They 
seem  to  be  none  too  plentiful  as 
the  warehouse  stocks  are  said  to 
consist  to  a  large  extent  of  the 
cheaper  grades  of  Japans  and  Con¬ 
gous.  There  is  a  tendency  to  wait 
for  the  opening  of  the  new  crop 
in  Japan. 

There  is  a  fair  amount  of  jobbing 
business  in  spices,  covering  require¬ 
ments,  but  the  market  promises  to 


remain  quiet  until  after  the  tariff 
questions  are  settled. 

It  is  said  that  the  sugar  refiners 
have  booked  a  satisfactory  amount 
of  business  on  the  recent  basis  of 
4.20  cents  for  standard  granulated 
and  that  all  of  them  will  soon  be 
firm  on  the  basis  of  4.30  cents. 
Arbuckles  have  not  yet  advanced 
to  that  figure,  but  are  likely  to  do 
so  soon.  Weather  conditions  and 
reports  of  possible  labor  troubles 
here  and  in  Philadelphia  have  stim¬ 
ulated  buying  to  some  extent. 

Grocery  grades  of  molasses  are 
moving  steadily  at  quotations. 

Distributors  are  entering  the 
market  quite  frequently  for  small 
lots  of  canned  vegetables,  but  are 
not  inclined  to  buy  except  for  cur¬ 
rent  requirements.  There  is  no 
speculative  activity  in  either  spot  or 
future  supplies.  A  quiet  steady 
business  in  spot  tomatoes  is  re¬ 
ported  on  the  basis  of  80  cents  for 
No.  3  Marylands,  f.  o.  b.  factory. 
Inferior  lots  are  plentiful  and  are 
not  easy  to  move.  Low  grade  corn 
is  finding  a  better  outlet  in  small 
orders  at  concessions  in  prices  and 
is  still  plentiful.  It  is  said  that  de¬ 
sirable  standard  stock  at  50  cents, 
delivered  here,  is  pretty  well 
cleaned  up.  Cheap  peas  are  mov¬ 
ing  steadily  in  a  jobbing  way  at 
fairly  steady  prices.  There  is  little 
business  in  future  peas  as  both 
packers  and  distributors  prefer  to 
await  crop  developments  before 
making  contracts.  Beans  are  quiet 
and  steady. 

In  canned  fruits,  the  business  is 
restricted  to  sales  for  requirements, 
with  prices  generally  steady. 

Dried  prunes  are  selling  in  a  fair 
jobbing  way  at  firm  prices.  Buyers 
continue  chiefly  interested  in  the 
larger  sizes.  They  show  a  little 
more  disposition  to  secure  stock  for 
forward  shipment.  Raisin  Day  has 


not  as  yet  caused  any  appreciable 
increase  in  business  in  the  whole¬ 
sale  market  here,  but  the  effect  ma> 
be  felt  later,  after  retailers  begir 
to  renew  their  stocks.  A  sale  ol 
6,000  boxes  of  spot  apricots  to  loca 
and  out-of-town  distributors  this 
week  at  prices  close  to  quotation; 
had  a  bracing  influence  on  the  mar¬ 
ket.  The  demand  for  apricots  oui 
of  store  continues  of  a  hand-to- 
mouth  kind,  however.  Spot  peache- 
are  in  light  demand  but  the  hold¬ 
ers  are  not  inclined  to  make  con¬ 
cessions,  believing  that  the  impor¬ 
tant  period  in  the  spring  season  i; 
still  to  come. 

Flour  is  selling  only  in  a  routine 
way  at  quotations  ranging  from 
$4.75  to  $5  for  spring  wheat  pat¬ 
ents  in  wood  delivered  in  this  city. 
The  buyers  still  hesitate  to  place 
any  large  business  as  they  have 
doubts  about  the  present  prices 
being  maintained. 

Butter  is  generally  steady  with  a 
fair  trade.  It  is  believed  that  the 
slightly  lower  retail  prices  will  in¬ 
crease  consumption  and  in  this  be¬ 
lief  the  top  grades  of  fancy  fresh 
creamery  are  a  trifle  firmer  than 
they  were  a  few  days  ago.  The 
quality  of  the  arrivals  in  the  last 
week  has  been  somewhat  irregular. 
The  top  grades  range  from  30  to  31 
cents.  Seconds  are  available  at  29  1 
to  293^  cents.  Process  butter 
ranges  from  28^  to  29^2  cents  and 
is  scarce. 

Arrivals  of  Western  and  South- ; 
ern  eggs  are  in  fair  volume  and  a 
considerable  proportion  is  going  di¬ 
rectly  into  storage.  Prices  are  firm 
on  top  grades.  The  top  grades 
bring  from  18  up  to  2i\A  cents. 
Nearby  eggs  are  in  liberal  supply,  i 
ranging  in  prices  from  19  for 
browns  and  mixed  colors  up  to  23 
cents  for  fancy  white  large  hennery 
eggs.  Fred.  A.  Magill. 


ADVERTISING 


(and  selling  dependable  goods)  means  successful  business.  If  you  want 
a  Fels-Naptha  soap  electro  to  advertise  in  your  local  paper  or  your 
circular,  we’ll  mail  one  free. 

Fels-Naptha  is  a  dependable  soap  of  uniform  high  quality; 
so  housekeepers  dote  on  it.  Tell  them  Fels-Naptha’s  always 

ready  at  your  store. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


19 


_ 


— 


■ 


A  Deadly  Mail  Order  Weapon 

# 

If  you  want  a  weapon  that  will  make  a  dent  in  the  mail  order  trade, 
here  it  is. 

Of  all  the  lines  a  store  can  carry,  none  are  so  perfectly  fitted  to  “sell  by 
sight  ”  as  this  one. 

Against  such  a  department  mail  order  houses  can  make  no  sort  of  headway. 

The  goods  it  features  are  not  the  sort  that  people  like  to  buy  for  future 
delivery. 

They  want  these  goods  when  they  want  them. 

And  the  profit  you  get  is  the  profit  you  fix.  Price  cutters  can’t  hurt  you. 

H  ow  much  does  this  money-maker  cost  ? 

Write  to  our  Philadelphia  headquarters,  ask  for  data  about  our  “  Candy 
Starter  Equipment  ”  and  we’ll  do  the  rest. 

Please  mention  this  journal,  so  we’ll  know  what  you’re  talking  about. 


* 


BUTLER  BROTHERS 

Exclusive  Wholesalers  of  General  Merchandise 

NEW  YORK  CHICAGO  ST.  LOUIS 

MINNEAPOLIS 


SAMPLE  C  Cincinnati 
HOUSES  |  Omaha 


Cleveland 

Portland 


DALLAS 

Kansas  City 
Philadelphia 


Milwaukee 

Seattle 
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THE  GROCERY  MARKETS 


Te«. 

The  tea  market  is  unchanged. 
As  the  season  is  closing  the  demanc 
is  keeping  up,  but  it  is  merely  the 
demand  for  actual  wants,  and  there 
is  no  particular  vim  to  it.  Prices 
are  unchanged  throughout.  The 
approaching  end  of  the  season  is 
more  clearly  disclosing  the  smal 
surplus  in  many  lines,  and  it  is 
quite  probable  that  by  the  time  tea 
is  available  the  market  will  be  wel 
cleaned  up  of  old  tea. 

Coffee 

The  coffee  market,  meaning  now 
Rio  and  Santos,  is  a  shade  firmer 
and  higher  than  it  was  a  week  ago. 
The  advance  is  perhaps  ]4,  cent  per 
pound.  Speculative  conditions  are 
still  in  partial  control  of  the  mar¬ 
ket,  and  it  is  by  no  means  unlikely 
that  prices  will  decline  further  be¬ 
fore  any  steady  advance— if  there 
is  to  be  such — sets  in.  The  market 
for  Brazils  is  far  below  what  it  was 
at  its  highest  point,  but  is  still  much 
above  the  old  low  level.  Santos  4s, 
for  example,  a  good  average  grade 
of  Santos,  rules  to-day  in  a  large 
way,  around  13  cents  green.  The 
highest  point  reached  was  17  cents, 
but  the  old  low  level  was  between 
7  and  8.  No  radical  advance  from 
the  present  basis  seems  likely. 
Mild  coffees  are  unchanged  for  the 
week  and  in  fair  demand.  Java 
and  Mocha  unchanged  and  dull. 

Sugar. 

The  sugar  market  has  shown  no 
change  for  the  week.  There  has 
been  some  slight  strengthening  of 
raws,  and  some  refiners  have  nomi¬ 
nally  advanced  refined  10  points,  or 
to  4.30  cents  for  granulated,  but  all 
will  still  sell  at  the  old  figure,  4.20. 
The  demand  for  refined  sugar  is 
fair. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  dull  at 
unchanged  prices.  Sugar  syrup 
unchanged  and  quiet.  Molasses 
dull  at  ruling  quotations. 

Fish. 

The  mackerel  situation  for  the 
week  is  extremely  dull  and  will 
probably  remain  so  until  the  tariff 
agitation  is  settled.  Prices  are  de¬ 
cidedly  in  buyers’  favor  and  the  de¬ 
mand  is  very  light.  Cod,  hake  and 
haddock  are  unchanged  in  price  and 
very  dull.  Domestic  sardines  show 


no  change ;  new  goods  are  being 
offered  to  some  extent,  but  find  few 
takers.  Imported  sardines  scarce 
so  far  as  French  are  concerned  and 
high  and  unchanged  in  price. 
Salmon  of  all  grades  unchanged 
and  dull. 

Canned  Goods. 

Tomatoes  are  unchanged  for  the 
week.  Some  spot  goods  can  be 
bought  at  Jjl/2  cents  f.  0.  b.  in  a 
large  way,  but  nominally  the  mar¬ 
ket  is  80  cents.  The  demand  is  fair. 
Future  tomatoes  are  selling  in  a 
small  way  at  unchanged  prices. 
Peas  and  corn,  both  spot  and  future 
are  unchanged  and  only  in  moder¬ 
ate  demand.  Apples  are  not  ac¬ 
tively  wanted,  and  prices  are  un¬ 
changed.  California  canned  goods 
on  spot  are  unchanged.  The  de¬ 
mand  is  moderate,  and  it  looks  as 
if  stocks  might  be  pretty  well 
cleaned  up  by  the  time  the  new  sea¬ 
son  arrives.  Only  one  packer  has 
named  prices  on  new  pack  goods ; 
his  figures  are  5  to  10  cents  below 
last  year.  Small  Eastern  staple 
canned  goods  are  dull  and  un¬ 
changed.  There  will  probably  be  a 
serious  failure  of  the  Keiffer  pear 
crop,  and  some  packers  have  with¬ 
drawn  both  spot  and  future  prices. 

Dried  Fruits. 

Prunes  are  firmer,  not  only  on 
the  coast,  but  in  secondary  mar¬ 
kets.  The  advance  in  the  East  is 
around  cent  on  all  sizes,  but  a 
much  larger  percentage  on  the 
coast.  The  demand  is  fair. 
Peaches  and  apricots,  especially  the 
former,  seem  to  be  wanted,  and  the 
demand  is  very  fair;  prices  are  un¬ 
changed.  Raisins,  currants  and 
other  dried  fruits  are  quiet  and  un¬ 
changed. 

Beans  and  Peas. 

Domestic  pea  beans  have  ad¬ 
vanced  10  cents  per  bushel  during 
the  week,  and  the  present  large 
way  quotation  is  $2.35,  with  even 
the  stock  obtainable  at  that  price 
not  fancy.  Marrows  are  $3.75  in 
a  large  way,  which  is  an  advance 
of  a  quarter.  Scarcity  is  the 
cause  in  both  cases.  California 
limas  are  about  the  same,  the  large 
way  price  varying  from  5.95  cents 
per  pound  to  come  forward,  to  6.0^ 
on  spot.  Demand  fair.  Green  and 
Scotch  peas  dull  and  unchanged. 


Butter. 

The  receipts  of  butter  are  in¬ 
creasing,  as  the  season  advances. 
The  consumptive  demand  holds  up, 
and  is  absorbing  most  of  the  ar¬ 
rivals  at  prices  about  3  cents  lower 
than  a  week  ago.  The  average 
quality  of  the  butter  arriving  is 
very  good.  Probably  prices  wil 
show  still  further  decline  as  the  pro¬ 
duction  still  further  increases. 

Eggs. 

The  demand  for  eggs,  both  for 
consumption  and  speculation,  con¬ 
tinues  very  good.  All  receipts  are 
being  bought  on  arrival  at  about 
cent  above  last  week.  The  quality 
is  still  very  fine.  The  market  is 
firm  and  healthy,  and  will  remain 
so,  probably  about  on  the  present 
basis,  as  long  as  the  storage  season 
continues. 

Cheese. 

Old  cheese  is  in  good  demand  at 
prices  about  the  same  as  last  week. 
Stocks  are  being  reduced  very  rap¬ 
idly,  and  will  probably  clean  up  be¬ 
fore  new  cheese  arrives.  New 
cheese  is  still  about  3  cents  below 
the  price  of  old,  and  is  cleaning  up 
on  arrival.  The  supply  will  prob¬ 
ably  show  a  considerable  increase 
soon,  but  the  increased  demand 
should  keep  values  about  where 
they  are. 

Provisions. 

All  cuts  of  smoked  meats  are 
steady  and  unchanged,  with  an  in¬ 
creased  consumptive  demand.  Pure 
lard  is  steady  with  a  good  demand. 
Compound  lard  is  wanted  in  larger 
quantities ;  market  firm.  Barreled 
pork  scarce  at  unchanged  prices; 
fair  consumptive  demand.  Dried 
beef  is  cent  higher  and  canned 
meats  firm  and  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 

Spices. 

The  market  is  active  with  excep¬ 
tional  demand  for  several  articles 
and  generally  firmer  tone.  The 
supplies  are  small  and  the  tendency 
is  toward  higher  prices. 

The  duty  question  is  unsettled, 
but  we  believe  the  bill  will  pass  the 
House  as  originally  presented.  If 
any  changes  occur,  it  will  have  to 
be  in  the  Senate. 

Pepper. — Prices  in  Europe  and 
the  East  are  higher.  Our  market  is 
also  slowly  advancing.  All  indi¬ 
cations  point  to  a  better  demand 


and  higher  prices  are  certainly  in¬ 
dicated. 

Pimento  (Allspice)  firmer  an< 
some  little  higher.  The  demand  i; 

very  good. 

Mace  very  scarce  at  present 
The  demand  is  exceptionally  good 
Spot  and  goods  nearby  are  firmer 

Cassias. — Saigon  slightly  easier 
Batavia  in  better  demand.  Chin; 
grades  are  unchanged. 

Gingers. — African  in  better  de 
maud.  Prices  steady.  Cochii 
grades  unchanged. 

Seeds,  Herbs,  Etc. — Trading  ha: 
been  active,  due  we  believe  to  th< 
likelihood  of  the  new  tariff  law  be 
coming  effective  sooner  than  wa: 
expected.  Prices  during  the  weel 
are  unchanged.  Caraway,  popp\ 
and  celery  all  in  fair  demand. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Herring. — Trade  in  herring  is  a 
a  standstill.  Holland  herring  an 
neglected  as  usual  at  this  season  0 
the  year.  Scotch  herring  have  no 
been  selling  on  account  of  the  Jew 
ish  holidays,  during  which  very  few 
herring  are  sold,  but  Norway  her 
ring  continue  in  regular  fair  de¬ 
mand  at  full  prices,  because  the\ 
arc  scarce. 

Mackerel. — There  has  been  sornt 
business  done,  but  at  the  expense  o: 
values.  Still,  the  trade  in  mack¬ 
erel  is  far  from  satisfactory. 

Imported  Oil  Sardines. — The  de- . 
maud  keeps  up  unusually  well,  am  ■ 
there  is  a  good  consuming  demand 
French  sardines  under  the  pro 
posed  tariff  bill  will  pay  a  highei  ’ 
duty  than  they  are  paying  at  the 
present  time,  while  the  duty  on  the 
cheaper  grades  will  be  somewhat 
reduced.  The  fishing  in  France  it 
just  about  to  start,  but  there  is  af 
possibility,  and  in  fact,  and  greal 
likelihood  of  a  lot  of  trouble  in 
Brittany.  As  we  have  reported  be¬ 
fore,  the  packers  of  sardines  have 
closed  their  factories  several  months 
ago  and  do  not  intend  to  reopen  un¬ 
til  an  agreement  has  been  reached 
with  the  sardine  fishermen  which 
will  allow  the  packers  to  operate 
their  factories  at  a  profit.  In  spite 
of  the  determined  efforts  on  the 
part  of  the  French  Government  as 
well  as  on  the  part  of  the  sardine 
lackers,  no  settlement  has  been  ar¬ 
rived  at  as  yet,  and  it  is  almost  im¬ 
possible  to  say  if  a  settlement  will 
pe  reached  before  the  sardine  sea¬ 
son  opens.  This  would  of  course 
create  a  very  unfortunate  situation, 
''lot  only  would  thousands  and 
thousands  of  fishermen  and  work¬ 
men  be  out  of  work  during  the  sar¬ 
dine  season  in  Brittany,  but  it 
would  be  an  enormous  hardship 
also  on  the  sardine  packers,  who 
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have  made  very  little  money,  if  any 
at  all,  during  several  years  now 
while  sardines  on  the  French  coast 
have  been  so  very  scarce.  Stocks 
of  French  sardines  here  are  practi¬ 
cally  exhausted,  and  there  is  hardly 
anything  remaining  in  France  that 
would  be  suitable  for  this  market. 

According  to  cable  advices  we 
have  had  from  Portugal,  the  sar¬ 
dine  has  made  its  appearance  there 
a  few  weeks  ago,  but  it  seems  that 
the  season  has  not  started  as  yet 
owing  to  the  unfavorable  weather 
conditions.  This  is  so  much  more 
to  be  deplored,  as  the  demand  for 
Portuguese  sardines  here  is  very 
good,  and  no  stocks  to  supply  this 
demand.  Of  course  this  ought  to 
have  a  favorable  effect  on  the  sale 
of  Norwegian  sardines,  which  con¬ 
tinue  in  excellent  demand,  and, 
Norwegian  sardines  being  sacrce 
owing  to  the  failure  of  the  last  fish¬ 
ing,  prices  are  firm  and  higher  than 
they  have  been  for  several  years. 
Nevertheless,  Norway  sardines  are 
still  so  cheap  that  they  are  one  of 
the  cheapest  food  products  on  the 
market. 

Strohmeyer  &  Arpe  Co. 

New  York. 


Rice. 

The  course  of  the  market  for  the 
past  week  has  been  featureless. 
Trade  reports,  however,  are  for  the 
most  part  more  cheerful  in  tone, 
with  better  inquiry.  The  volume 
3f  business  in  some  directions  has 
:ontinued  to  be  affected  by  those 
factors  recently  operating  against 
activity — slow  collections  and  tar¬ 
iff  revision,  which  latter  especially 
would  naturally  tend  to  cause  con¬ 
servative  operation.  The  one  point 
n  which  operators,  and  we  may 
also  add  the  mills,  find  encourage¬ 
ment  is  the  admitted  fact  that  there 
s  no  heavy  accumulations  of  stocks 
n  the  hands  of  traders,  and  while 
myers  insist  that  price  levels  must 
ae  lowered  because  of  the  proposed 
:ariff  changes,  it  is  reasonable  to 
aope  for  a  prompt  enactment  of  the 
aw  with  whatever  change  it  in¬ 
volves.  For  the  present  nearly  all 
business  is  going  slow,  as  the  in¬ 
clination  is  to  buy  only  for  irnrne- 
liate  use.  The  hand-to-mouth  pol- 
cy  has  been  long  pursued  by  nearly 
ill  classes  of  buyers,  which  leaves 
he  general  position  sound.  Against 
ill  this  stands  the  really  good  feat- 
ire  of  the  business  situation — the 
comparatively  small  stocks  in  hands 
pf  distributors,  so  that  general  sat¬ 
isfaction  in  the  situation  is  evident 
in  all  lines  of  merchandise. 

Advices  from  the  South,  along 
he  Atlantic  Coast,  report  that  the 
lemand  has  shown  improvement 
he  past  week.  Collections  still 
ontinue  slow.  At  New  Orleans 
he  situation  is  dull,  but  little  offer- 
ng,  and  little  disposition  to  oper¬ 
ate  at  the  present. 

In  the  interior — Southwest  Lou- 
siana,  Texas  and  Arkansas — nothi¬ 
ng  of  special  interest;  The  plant- 
ng  is  going  along  successfully, 


WILBUR’S  COCOA 


Is  for  Baking  As  Well  As  Drinking 


WILBUR  S  COCOA  is  not  only  a  most  delicious 
drink,  but  it  is  also  a  food,  and  has  more  food  value  than 
meat,  eggs,  cheese  or  milk,  in  an  easily  digested  form.  Edu¬ 
cate  your  customers  to  use  it  in  cake  baking  and  you’ll  have  a 
cocoa  trade  that  will  surprise  you. 

WILBUR’S  COCOA  is  better  than  chocolate  for  icing  cakes  and  makes  delicious 
Desserts,  Puddings,  Pudding  Sauces,  Candies,  etc.  Our  booklet  “COOK’S  TOURS  THROUGH 
WILBURLAND  contains  59  recipes  for  using  WILBUR’S  COCOA,  so  delicious  that  the 
woman  who  tries  one  wants  to  try  all  the  rest.  Every  recipe  gives  the  exact  amount  of  each 
ingredient  required,  and  has  been  thoroughly  tested.  If  you’ll  send  us  the  names  and  addresses 
of  some  of  your  customers,  we  11  mail  each  a  copy  of  our  booklet  with  a  coupon  that  will  bring 
them  to  you  to  buy  WILBUR’S  COCOA.  When  you  get  your  customers  using  WILBUR’S 
COCOA  for  baking,  candy  making,  etc.,  they’ll  buy  pound  and  half-pound  cans  instead  of 
quarter-pound  cans,  and  they’ll  buy  OFTEN. 


H.  0.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

If  you’ll  use  WILBUR’S  COCOA  for  icing  cakes,  instead  of 
chocolate,  you’ll  get  a  nice,  soft  icing  that  you  can  cut  through 
without  it  falling  off  the  cake  or  sticking  to  the  knife.” 


v^PENHK 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Corn  Products  Refining  Company 

New  York 


#TT  Every  grocer,  everywhere,  sells  KARO  because  our  advertising  reaches 
tU  everywhere  and  creates  demand  for  it.  And  everywhere  that  KARO 
sells  because  of  our  advertising  it  keeps  on  selling  because  of  its  quality, 
wholesomeness  and  purity.  We  have  more  than  tripled  its  sale  by 
teaching  people  to  use  it  in  cooking  and  home  candy  making  as  well  as 
on  the  table.  KARO  is  an  “all-year-round”  seller,  there’s  no  falling  off, 
no  letting  up,  a  steady  stream  of  sales  that  turn  profits  into  the  grocer’s 
cash  register.  The  way  to  get  your  share  of  'these  profits  is  to  keep  KARO 
well  displayed  at  all  times,  because  we  have  made  the  KARO  can  so  well 
known  that  it  sells  on  sight. 

Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you 
more  profit  than  sugar. 


WHAT  TO  TELL  CUSTOMERS 

“  KARO  is  the  biggest  selling  syrup  we  handle  because  it 
satisfies  the  greatest  number  of  customers.  Let  me  put  a  few 
cans  in  your  order.  I’m  sure  you’ll  like  it.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


EASY 
O  SELL 


EXTENSIVE 


ADVERTISING 

MAKES 


barring  some  occasional  hindrance 
by  wet  weather. 

Cables  and  correspondence  from 
abroad  note  prices  again  higher  for 
rough  rice,  with  little  offering; 
“spot  cleaned’’  in  better  demand ; 
“forward  Burma”  further  advanced. 
Dan  Talmage's  Sons  Co. 

New  York  and  New  Orleans. 

Standard  Canned  Goods. 

There  were  no  developments  last 
week  worth  mentioning  in  the  mar¬ 
ket  for  future  tomatoes.  The  buy¬ 
ing  orders  decreased  materially,  but 
it  had  no  effect  upon  the  canners, 
who  seemed  to  have  reached  that 
point  where  they  don’t  care  whether 
they  book  any  more  orders  or  not. 
A  majority  of  them  have  sold  suf¬ 
ficient  “futures”  to  keep  them  fairly 
busy  making  deliveries  during  Au¬ 
gust  and  September,  and  they  are 
content  to  await  further  develop¬ 
ments  as  to  market  prices,  weather 
conditions  and  crop  prospects.  As 
one  extreme  usually  follows  an¬ 
other,  the  continuous  rain  storms 
and  lower  than  usual  temperature 
in  March  and  early  April,  are 
likely  to  be  followed  by  a  dry  and 
hot  summer  season.  To  illustrate: 
Two  weeks  ago  the  thermometer 
dropped  below  the  frost  line  more 
than  once  and  last  week  it  was  as 
high  as  84  degrees  one  day,  with 
an  average  of  65  degrees  for  the 
week.  No  crops  of  vegetables, 
however,  are  far  enough  advanced 
to  be  hurt  by  the  frost  and  heavy 
rain  excepting  peas,  about  which 
there  is  more  or  less  anxiety.  The 
tomato  plants  are  not  yet  in  sight 
outdoors.  Some  day  there  may  be 
some  unexpected  developments,  and 
the  tomato  market  will  becorpe  ac¬ 
tive,  snappy  and  full  of  ginger. 

Steady  buying  of  spot  tomatoes 
for  hurry-up  shipment,  in  carlots 
chiefly,  for  all  three  sizes,  prevailed 
again  last  week,  and  the  buyers 
showed  the  same  discrimination  as 
to  quality,  preferring  to  buy  first- 
class  goods  rather  than  seek  trouble 
by  yielding  to  the  temptation  to  buy 
something  “just  as  good”  at  a  lit¬ 
tle  lower  price.  From  nearly  all 
sections  our  correspondents  write 
us  that  their  markets  must  soon  buy 
spot  tomatoes,  and  that  this  section 
appears  to  be  best  source  of  supply. 
It  is  reasonable,  therefore,  to  an¬ 
ticipate  a  continuous  demand  for 
the  goods  until  the  next  canning 
season  rolls  around,  and  the  de¬ 
velopments  during  the  next  four 
months  may  prove  to  be  of  more 
than  ordinary  interest. 

The  new  spring  crop  of  spinach 
will  be  ready  for  canning  purposes 
in  the  next  ten  days  or  two  weeks 
and  there  is  already  an  increasing 
demand  for  it  in  small  lots,  for 
quick  shipment,  to  start  the  sales¬ 
men  on  the  first  new  goods.  The 
Baltimore  canners  have  made  a 
first-class  reputation  on  spinach  in 
recent  years,  which  illustrates  anew 
the  fact  that  it. pays  to  pack  high 
class  goods.  Sweet  potatoes  were 
active  last  week,  in  big  and  little 
lots,  at  the  bargain  counter  prices 
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"Mamma  Wants  Jell-0.” 

A  cheerful  grocer  is  he  who 
has  profited  by  the  discovery 
that  it  doesn’t  pay  to  £tock  up 
with  unsalable  goods  that  only 
encumber  space  and  kill  time. 

Nothing  like  unsalable  goods 
to  kill  time  and  cut  off  profits. 


PI 


keeps  moving  when  other  goods  I 
seem  to  form  an  attachment  for 
their  quarters  and  settle  down 
for  a  long  and  quiet  3tay. 

Jell-O  is  11  America’s  mofl  famous  dessert, "  as  all  housewives  and 
grocers  know. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y. 

The  name  Jell-O  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn’t  Jell-0. 


ASSOCIATION  NEWS 


at  which  they  can  be  bought.  In 
the  other  lines  of  vegetables  the 
market  was  dull  last  week,  nothing 
more  than  the  usual  daily  small  or¬ 
ders  coming  in.  There  are  un¬ 
favorable  reports  about  the  pea  crop 
throughout  this  section  which 
need  confirmation. 

The  first  arrivals  of  the  new  crop 
of  pineapples  came  in  on  Thursday, 
and  the  canning  season  for  that  ar¬ 
ticle  started  with  prospects  of  a 
good  demand  for  them  because  of 
the  small  stocks  of  the  Baltimore 
pack  in  the  hands  of  the  jobbers 
everywhere.  The  taste  of  Bahama 
pineapples  lingers,  notwithstanding 
the  strong  competition  elsewhere  on 
the  highest  grades.  Shipments  in 
small  quantities  can  be  made 
promptly.  The  blackberries  that  we 
offered  at  a  cut  price  have  been  sold 
out  and  the  price  is  back  again  to 
normal.  With  that  exception  the 
balance  of  the  market  for  canned 
fruits  was  dull  and  uninteresting 
last  week.  The  stocks  of  fruits  held 
here  are  so  very  light  that  the  quo¬ 
tations  are  almost  stationary.  The 
first  crop  of  fruits  canned  here  is 
strawberries,  due  the  latter  part  of 
May. 

Ss.  ^3 

YouVe 
Everything 
to  Gain 

On  some  one  of  the  coming 
summer  days  when  you’re 
resting  after  dinner,  tie  up 
and  mail  us  a  sample  of  the 
Tea  that  you  set  particular 
store  by.  Ask  us  to  send  you 
a  match  sample  and  quote  a 
price. 

CJf  No  harm  done  if  we  can’t 
beat  it,  but  maybe  there’d  be 
a  heap  of  good  done  if  we  did 
beat  it.  Certainly  the  experi¬ 
ment  is  worth  while. 

We  sell  Teas  by  mail  at  a 
cost  which  contains  no  item 
for  salesmen’s  salaries. 


DURYEE  &  BARWISE 

lusters  aU  Packers  Teas  aad  Cofftei 

89  FRONT  STREET,  NEW  YORK 

'  ^STXBUSHBD  1807 


ELTON  J.  BUCKLEY 

K4itor  "Grocery  World  and  General  Merchant” 

Attorney  and  Counselorat  Law 
643-648  Land  Title  Building 
Philadelphia.  Pa. 

Telephones  (  Spruce  2406-2609 
l  Keystone.  Race  796 


Cove  oysters  advanced  again  last 
week,  and  look  stronger  ahead  be¬ 
cause  of  very  light  stocks  here  and 
at  all  other  producing  points. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 

Florida  tomatoes  are  still  high, 
and  anything  good  brings  $3.25. 
Only  Florida  is  shipping  as  yet. 
Hothouse  tomatoes  are  still  coming- 
forward  and  range  from  20  to  25 
cents  per  pound. 

Peas  are  coming  from  North 
Carolina  and  South  Carolina  and  if 
they  are  good  are  worth  $3. 

Florida  is  sending  a  few  lima 
beans  North,  and  they  are  good 
and  very  high — $5  to  $5.50.  The 
demand  is  fair. 

Asparagus  is  plenty,  and  25  cents 
per  bunch  is  top.  Nearly  all  is 
from  nearby  points.  California  as¬ 
paragus  is  still  coming  forward  at 
$1.25  to  $1.75  per  dozen.  This  is 
a  drop  of  $1.50  a  case. 

The  best  salad  brings  $2  per  bas¬ 
ket  if  from  the  South  and  7  cents 
per  head  if  from  nearby. 

Florida  beans  range  from  $3.50 
to  $4  and  they  are  wanted.  The 
price  has  been  higher. 

Strawberries  are  mostly  from 
Virginia  and  North  Carolina,  and 
range  from  12  to  20  cents  per  quart. 

California  cherries  range  from 
$4  to  $6  per  box,  which  is  the  usual 
high  price  brought  by  the  first 
boxes  of  the  season.  The  quality 
was  rather  poor. 

New  white  potatoes  are  some¬ 
what  stiffer,  and  command  $4.50 
per  barrel  of  No.  is.  The  crop  is 
getting  done  in  Florida.  Unfavor¬ 
able  weather  nearby  is  reported  to 
have  greatly  injured  the  crop. 


AMONG  THE  TRADE. 

The  rumor  that  has  floated  about 
the  city  for  several  months,  that 
several  of  the  large  central  retail 
stores  were  about  to  form  a  com¬ 
bination,  still  persists,  and  the  latest 
statement  heard  in  connection  with 
it  is  that  the  various  concerns  in¬ 
volved  are  to  supply  during  the 
month  of  June  statements  of  their 
business  in  order  to  form  a  basis 
for  the  amalgamation.  The  rumor 
cannot  be  traced  to  any  source,  hut 
it  is  surely  very  persistent. 


United  Master  Butchers’  Association 
of  America. 

The  United  Master  Butchers’ 
Association  of  America  have  pre¬ 
pared  the  following  brief  on  the 
subject  of  the  forthcoming  tariffs 
on  meats  and  sent  it  to  Congress: 

The  United  Master  Butchers’  As¬ 
sociation  of  America,  retail  meat 
dealers  throughout  the  United 
States,  respectfully  petition  your 
honorable  committee  to  recommend 
the  removal  of  the  tariff  on  all  meat 
food  animals  and  also  on  fresh 
and  cured  meats,  for  the  following 
reasons : — 

First. — The  acknowledged  scarcity 
of  live  stock. 

Second. — No  efforts  whatever  have 
been  made  to  relieve  this  condition. 

T  hird. — Increase  in  population 
from  rural  to  urban. 

Fifth. — The  price  of  meat*  is  so 
high  that  the  man  in  ordinary  cir¬ 
cumstances  cannot  afford  to  pur¬ 
chase  enough  to  satisfy  the  wants 
of  his  family. 

Sixth. — The  poor  consumers  that 
do  hard  physical  work  need  good 


nourishment  to  sustain  their 
strength,  but  can  afford  to  eat  meat 
only  occasionally,  and,  although  the 
country  is  in  a  prosperous  condi¬ 
tion,  meat  is  a  luxury. 

Seventh. — The  vitality  of  the  peo¬ 
ple  of  this  country  will  be  impaired 
and  Uncle  Sam  may  need  some 
good  healthy  young  men  to  go  to 
the  front  some  day  to  protect  this 
country. 

Eighth. — Protect  the  mothers  and 
their  families  by  enacting  legisla¬ 
tion  so  that  food  can  be  procured 
at  reasonable  prices. 

Ninth. — Free  cattle  from  Canada, 
Mexico  and  South  America  can  be 
fed  and  conditioned  for  market 
upon  the  feed  raised  in  the  United 
States,  thereby  opening  up  an  ave¬ 
nue  for  the  disposal  of  our  farm 
products  and  also  enhance  the  fer¬ 
tility  of  the  farm. 

Tenth. — The  high  prices  of  meat 
food  animals  emanates  from  the 
farms,  made  so  by  an  overwhelm¬ 
ing  demand  upon  an  already  de¬ 
pleted  base  of  supplies. 

Eleventh. — It  will  take  from  eight 
to  ten  years  to  make  any  notice¬ 
able  increase  in  the  raising  of  cattle 
in  this  country,  with  all  the  assist¬ 
ance  the  Government  can  give  the 
ranchman  and  the  farmer,  by  en¬ 
acting  legislation  of  the  most  fav- 
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Pleasant  to  Make,  Profitable  to  Handle 

Freihofer’s  Egg  Elbow  Macaroni 

Is  made  in  a  clean,  daylight,  American  factory  where  there  is  no  dirt  to  hide  and  visitors  are  always  welcome. 
Machines  do  the  work  instead  of  human  hands.  Made  of  real  eggs  and  high  grade  farina — it’s  the  finest  macaroni 
that  can  be  produced.  FREIHOFER’S  EGG  ELBOW  MACARONI  is  easy  to  sell  the  first  lime  and  after  that 
it  sells  itself ,  because  of  its  fine  quality ,  tenderness  and  delicious  flavor.  Tell  your  customers  about  its  cleanliness 
and  start  them  buying  it ;  you  can  be  sure  that  steady  sales  at  good  profits  will  result. 


Baking  Company,  Philadelphia. 

WHAT  TO  TELL  CUSTOMERS 

“There's  one  macaroni  that  has  the  quality,  flavor  and  cleanliness — that’s 
FREIHOFER’S  EGG  ELBOW  MACARONI.  It’s  the  best  ever. 


This  is  one  of  the  firms  the  sale#of  whose  products 
helps'o^  Retail  Merchants^ 


Bakers,  Printers,  Plumbers -  Everybody  Uses  Banner  Lye 

Every  person  who  comes  into  your  store  is  a  possible  buyer  of  Banner  Lye ;  you  ought  to  keep 
it  displayed  at  all  times  so  everyone  can  see  that  you  sell  it.  No  article  can  be  used  for  cleaning  in 
as  many  ways  as  Banner  Lye.  It  sterilizes,  cleans,  disinfects,  removes  foul  odors,  cleans  out  waste 
pipes  and  kitchen  sinks,  etc.  You  can  guarantee  Banner  Lye  and  you  can  easily  work  up  a  large 
sale  for  it.  Call  your  customers’  attention  to  the  convenience  of  the  sifter  top  can.  You  can  count 
on  steady  sales  and  profits  from  Banner  Lye  if  you’ll  push  it. 


THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 

WHAT  TO  TF.I.I,  CUSTOMERS 

“BANNER  LYE  is  the  best  cleanser  and  disinfectant  manufactured. 
For  health’s  sake  you  should  always  have  it  in  the  home.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
^^_helps  organize  the* Pennsylvania  Retail  Merchants 


orable  character  for  the  breeding 
of  cattle.  The  time  is  not  far  dis¬ 
tant  when  it  will  be  necessary  to 
exempt  from  taxation  or  possibly 
give  a  bounty  to  encourage  the 
cattle-raising  husbandry.  Our  lard¬ 
ers  are  empty,  relief  is  necessary 
and  should  be  given  at  once  by  re¬ 
moving  the  tariff. 

Twelfth. — It  would  be  wise  to 
investigate  the  motives  of  those 
that  oppose  the  removal  of  the  tar¬ 
iff  in  this  case.  Selfish  personal  in¬ 
terest  should  not  be  given  any  con¬ 
sideration  against  the  millions  of 
the  consuming  public  of  the  United 
States. 

John  T.  Russell, 
National  President  of  the  United 
Master  Butchers’  Association  of 
America. 


GOODS  THAT  ARE  BEING  ADVER¬ 
TISED  TO  YOUR  CUSTOMERS. 

(Continued  from  page  14.) 

Three-in-One  Oil,  two  inches. 
Lifebuoy  Soap,  third  page. 
Coca-Cola,  one  page. 

Old  Dutch  Cleanser. 

Scribner's  Magails*. 

Swift’s  Premium  Bacon,  one  page. 
Nabisco  Wafers,  one  page. 

Knorr’s  Soup  Squares,  quarter 
page. 

Chiclets,  half  page. 

Ivory  Soap,  one  page. 

Baker’s  Cocoa,  quarter  page. 

Royal  Baking  Powder,  quar¬ 
ter  page. 

Instant  Postum,  quarter  page. 

Collier’s. 

.  Old  Dutch  Cleanser,  quarter  page. 
Huyler’s  Chocolates,  eighth  page. 
Sunshine  Specialties,  eighth  page. 
Mapleine,  four  inches. 

Sauer’s  Flavoring  Extracts,  two 
inches. 

Welch  Grape  Juice,  quarter  page. 
Liquid  Veneer,  four  inches. 

Eagle  Condensed  Milk,  eighth 
page. 

Campbell’s  Soups,  half  page. 
Hawaiian  Pineapple,  half  page. 
Farwell  &  Rhine’s  Pansy  Flour, 
one  inch. 

Whittemore’s  Shoe  Polishes,  four 
inches. 

Three-in-One  Oil,  eighth  page. 

Stag  Tobacco,  half  page. 

Crisco,  one  page. 

Kingsford’s  Cornstarch  and  Karo, 
half  page. 

Occident  Flour,  quarter  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Nabisco,  quarter  page. 

Hawaiian  Pineapple,  quarter  page. 

The  Outlook. 

Wheatena,  one  page. 

Bon  Ami,  one  page. 

Van  Camp’s  Pork  and  Beans,  one 
page. 

Maillard’s  Chocolates,  half  page. 
Baker’s  Cocoa,  one  page. 

Valspar  Varnish. 

Ivory  Soap,  one  page. 

Puffed  Wheat  and  Rice,  one  page. 
Sunshine  Specialties,  half  page. 
Maillard’s  Cocoa,  quarter  page. 
Heinz  Peanut  Butter  and  Spag¬ 
hetti,  one  page. 

Nabisco,  one  page. 

Wrigley’s  Spearmint,  one  page. 

Harper’s  magazine. 

Crystal  Domino  Supar,  one  page. 
Nabisco,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 
Ivory  Soap,  one  page. 

Royal  Baking  Powder,  quarter 
page. 

Baker's  Cocoa,  quarter  page. 

Instant  Postum,  quarter  page. 


Cucumbers  are  still  high,  ranging 
around  $4  for  the  best.  All  are 
from  Florida. 
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Selling  Talks  With  Clerks 

BY  ▲  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Store*,  Dover,  N.  J. 


Profits  Mount UpThrough 
Volume  of  Sales 

EVERY  merchant  meas¬ 
ures  his  growth  by  vol¬ 
ume  of  sales.  Every  clerk 

advances  in  salary  and  position  according 
to  his  increase  in  volume  of  sales.  Every 
grocer,  every  grocer’s  clerk  will  find 
national  advertising  the  biggest  of 
all  selling  aids. 

National  Biscuit  Company  products 
have  been  advertised  nationally  for 
years.  Their  merits  are  known 
throughout  the  United  States.  It 
requires  no  argument  to  convince  the 
buyer  that  N.  B.  C.  products  are  superior 
—  the  purchaser  knows  it  —  has  learned  it 
through  N.  B.  C.  advertising.  And  so 
the  clerk  sells  N.  B.  C.  products  without 
effort  and  quickly  —  he  cares  for  a  num¬ 
ber  of  customers  in  the  same  time  that 
it  would  require  to  sell  to  one  without 
the  selling-assistance  of  national  adver¬ 
tising.  Try  the  sales-boosting  power  of 
national  advertising  by  stocking  N.  B.  C. 
products.  They  will  more  than  make  good. 

NATIONAL  BISCUIT 
COMPANY 


A  Table,  Maybe.— Once  upon  a 
me  a  young  fellow  took  a  job  in  a 
rocery  store.  He  was  a  “pretty” 
hap.  He  had  curly  hair,  wore  a 
lose  collar,  a  knitted  tie  and  shirt 
>  match.  He  was  “willing  to 
:arn.” 

“Sweep  out,”  said  the  floor  man. 
,o  he  gripped  the  broom  and 
pur  ted  the  dirt.  That  isn’t  the 
ray  to  sweep  said  the  floor  man. 
Hide  your  broom  so.  I  didn’t  come 
ere  to  learn  to  sweep  thought  the 
retty  chap,  anyway  will  do. 

Fill  that  kit  of  mackerel  from 
nat  barrel  with  the  cut  part  down ; 
ress  them  as  you  place  them,  said 
le  floor  man.  Horrid  work,  said 
le  pretty  chap,  my  hands  will 
mart  and  smell  awfully.  Why 
on't  they  have  a  porter  to  do 
his  sort  of  thing  ? 

Clean  up  that  show  case,  young 
nan,  was  the  next  order  of  his  su- 
ierior.  I  hate  to  clean  glass  said 
he  pretty  chap.  I’ll  just  wipe  it  off 
rv. 

Say,  said  the  floor  man,  run  away 
tome  and  ask  mama  to  please  get 
ou  a  job  as  head  door  opener  in  a 
tarlor  jewelry  on  the  avenue. 

Moral:  If  you  want  to  get  along 
lig  in,  do  what  you're  told  the  way 
rou’re  told  and  thank  God  for  the 
:hance  to  learn. 

*  *  * 

The  Great  Canned  Foods  Week 

.esson. — p  e  r  s  o  n  a  1 1  y  the  lesson 
earned  by  Canned  Foods  Week 
vas  my  realization  of  the  fact  that 
:anned  foods  are  fresher  than 
’fresh”  goods.  It’s  a  bit  of  knowl¬ 
edge  that  we  had  but  which  we 
lever  applied.  It’s  a  wonderful  ar¬ 
gument. 

Spinach — Cut,  cleaned,  cooked 
nxi  canned  the  same  afternoon ! 
Dther  stuff  the  same.  Why,  we’ve 
men  asleep  on  the  canned  foods 
imposition.  We’ve  allowed  our 
mstomers  to  think  that  a  thing  in 
i  can  is  a  makeshift. 

We’ve  jumped  all  over  ourselves 
when  week  old  string  beans  arrive, 
getting  25  cents  for  a  handful  of 
forced  sickly  things  from  silly 


women  who  will  sit  by  the  hour 
stringing  and  cooking  them  when  a 
12-cent  can  will  give  them  fresher, 
cleaner,  better  flavored  goods  and 
at  half  the  price. 

Let  us  talk  this  great  canned 
foods  truth  and  in  a  short  time  the 
present  “early”  spring  luxury  in 
“fresh”  vegetables  will  go  begging. 
*  *  * 

Why  Should  I  Push  Coffee? 

I’ll  tell  you  why. 

Your  firm  is  buying  coffee 
cheaper  to-day  than  it  did  six 
months  ago. 

We  have  all  been  laying  down  so 
to  speak  on  coffee  selling  because 
many  concerns  were  doing  little 
more  than  breaking  even,  especially 
on  the  cheaper  grades. 

A  “break”  hasn’t  come  exactly, 
but  ease  in  prices  is  apparent,  so 
that  a  decent  margin  is  now  as¬ 
sured. 

Begin  again  and  talk  coffee. 

It’s  as  staple  as  sugar — and  just 
as  good. 

Get  posted  on  your  strong,  medi¬ 
um  and  mild  grades — these  three 
represent  the  coffee  tastes  of  all 
American  coffee  drinkers. 

Flavor  is  everything. 

The  shape  or  size  of  the  bean  is 
nothing. 

What  you  want  to  hit  is  the  indi¬ 
vidual  taste. 

Your  Bogota  would  drink  like 
dish  water  to  some  men. 

Your  Santos  would  gag  others. 

Coffee  salesmanship  in  a  retail 
store  is  “some  study.” 

*  *  * 

The  Woman  Behind  the  Dollar. — 

Cater  to  her.  Help  her  economize. 
She  has  a  big  proposition  on  her 
hands.  It  isn’t  fair  to  let  two  cans 
of  corn  go  for  20  cents  when  she 
can  buy  three  for  25  cents,  nor  is 
it  good  business  to  charge  15  cents 
for  a  pound  of  prunes  without  say¬ 
ing  two  pounds  can  be  had  for  25 
cents.  It’s  no  joke  to  run  a  house 
these  days  011  small  wages  and  keep 
all  mouths  full. 

Suggest  the  bargains — the  daily 
or  weekly  specials  and  make  a  per¬ 


sonal  study  of  her  wants  and  her 
limitations. 

He’s  a  good  business  clerk  and  a 
good  business  getter  that  can  do 
these  things. 

Things  sometimes  look  just  as 
serious,  relatively,  to  the  woman 


behind  the  dollar  as  they  did  in  the 
barbarous  days  to  the  “man  be¬ 
hind  the  gun.” 

Corn  is  coming  from  Florida, 
and  commands  $3.50  per  box  of  100 
ears. 


Many  Good,  But 
Not  Like  This 

<1  There  are  lots  of  good  and  worthy 
cereals  on  the  market,  but  none  that  we 
know  of  can  touch  the  flavor  of  Wheatena. 
Wheatena  isn’t  the  tough  and  tasteless 
outside  of  grain— it  is  the  tender  and  de¬ 
licious  heart.  People  eat  it  and  don’t  get 
tired  of  it.  It  sells  and  keeps  on  selling. 
<1  Both  packed  and  guaranteed  better 
than  any  other  cereal  we  know  of. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers'  Association 
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CCV. — Some  Law  as  to  Three  Provisions  in  Insurance  Policies  on  Stock  of  Goods. 


At  the  present  time  insurance 
companies  pretty  generally 
throughout  the  United  States  are 
using  the  same  form  of  policy. 
This  extends  to  the  small  co-oper¬ 
ative  companies  as  well  as  to  the 
large  ones.  Every  reader  hereof 
who  has  obtained  a  policy  within 
the  last  few  years  will  find  in  it 
three  provisions  which  have  just 
been  construed  by  the  Pennsylvania 
courts  in  a  way  which  will  be  of 
general  interest.  In  citing  cases  as 
I  do  from  time  to  time,  I  cite  only 
those  which  represent  as  good  law 
in  one  State  as  in  another.  In 
any  case  involving  an  insurance 
policy,  the  decision  of  any  State 
court  upon  some  point  of  it  fits 
other  States  as  well,  for  the  pre¬ 
viously  stated  reason  that  the  same 
policy  is  in  use  everywhere. 

Therefore  the  case  which  I  am 
about  to  discuss  can  be  considered 
as  ruling  the  point  anywhere  in  the 
United  States. 

Insurance  upon  a  stock  of  goods 
in  a  retail  store  was  the  form  of 
insurance  passed  upon  in  the  case 
referred  to,  and  the  three  provisions 
of  the  policy  bearing  on  the  ques¬ 
tion  were  as  follows  : — 

The  loss  or  damage  shall  be  as¬ 
certained  or  estimated  by  the  in¬ 
sured  and  this  company,  or  if  they 
differ,  then  by  appraisers,  as  herein¬ 
after  provided.  *  *  *  It  will  be 
optional,  however,  with  this  com¬ 
pany  to  take  all  or  any  part  of  the 
articles  at  such  ascertained  or  ap¬ 
praised  value  and  also  to  repair,  re¬ 
build  or  replace  the  property  lost  or 
damaged  with  other  or  like  kind  or 
quality  within  a  reasonable  time  on 
giving  notice  within  thirty  days 
after  the  receipt  of  the  proof  herein 
required  of  its  intention  so  to  do. 

*  *  *  This  entire  policy  shall  be 
void  in  case  of  any  fraud  or  false 
swearing  by  the  insured  touching 
any  matter  relating  to  this  insurance 
or  the  subject  thereof,  whether  be¬ 
fore  or  after  a  loss. 

In  the  event  as  to  a  disagree¬ 
ment  as  to  the  amount  of  loss,  the 
same  shall  be  ascertained  by  two 
competent  and  disinterested  apprais¬ 
ers,  the  insured  and  this  company 
each  selecting  one,  and  the  two  so 
chosen  shall  first  select  a  competent 
and  disinterested  umpire.  The  ap¬ 
praisers,  together,  shall  then  esti¬ 
mate  and  appraise  the  loss,  *  *  * 


and  failing  to  agree,  shall  submit 
their  differences  to  an  umpire. 

As  stated,  practically  all  policies 
of  insurance  on  stocks  of  merchan¬ 
dise  will  be  found  to  contain  these 
clauses. 

The  merchant  in  this  case  had  a 
fire  and  his  stock  was  badly  dam¬ 
aged,  though  not  entirely  destroyed. 
Three  days  later  two  insurance  ad¬ 
justers  went  over  the  stock  and  ob¬ 
tained  from  the  owner  an  inventory 
of  it.  Later  they  offered  a  cash 
settlement  which  the  merchant  re¬ 
fused.  Then  came  an  effort,  as 
provided  by  the  policy,  to  refer  the 
matter  to  appraisers,  but  that  fell 
through  because  the  parties  could 
not  agree  upon  whom  to  appoint. 

The  company  under  the  above 
policy  had  the  option  to  take  their 
goods  at  their  appraised  value,  or 
replace  them,  instead  of  paying  for 
them  in  cash.  The  fire  occurred  on 
December  9th,  the  agreement  to  re¬ 
fer  the  amount  of  the  loss  to  ap¬ 
praisers  was  made  December  19th, 
and  on  December  21st,  without 
waiting  for  the  insurance  company 
to  do  anything  more,  the  merchant 
reopened  his  store  and  had  a  fire 
sale.  Several  months  after,  when 
the  company  refused  to  settle,  he 
brought  suit  to  recover  the  amount 
of  the  insurance. 

This  particular  company,  after 
the  manner  of  many  insurance  con¬ 
cerns,  defended  on  the  following 
mostly  technical  grounds  : — 

x — The  merchant  could  not  sue 
the  company  because  he  had  vio¬ 
lated  the  policy,  which  said  that  dis¬ 
putes  should  be  referred  to  arbitra¬ 
tors.  It  mattered  not  if  the  parties 
had  failed  to  agree  as  to  who  the 
arbitrators  should  be — they  should 
have  kept  on  until  they  did  agree. 

2 —  The  merchant  by  opening  his 
store  and  selling  the  goods,  had  de¬ 
prived  the  company  of  Jts  option  to 
take  them  over,  or  replace  them. 

3 —  The  merchant  had  sworn 
falsely  as  to  the  value  of  his  stock. 


This  defense  was  based  on  the  fact 
that  he  had  stated  that  the  value  of 
his  goods  was  $15,167.73,  and  that 
the  fire  loss  on  them  was  $7,737.03, 
whereas  the  jury  found  that  they 
were  worth  only  $8,689.42  and  that 
the  loss  was  only  $4,200.00. 

The  lower  court  decided  all  these 
questions  against  the  insurance 
company,  and  so  did  the  appeal 
court,  citing  many  cases  from 
other  States. 

As  to  the  first  defense  (the  ques¬ 
tion  of  referring  to  arbitration) 
the  court  said  the  settled  law  was 
as  follows : — ■ 

That  where  the  arbitrators,  or  a 
majority  of  them,  fail  to  agree  upon 
an  award,  the  plaintiff  (unless  he 
is  shown  to  have  acted  in  bad  faith 
in  selecting  his  arbitrator)  is  not 
compelled  to  submit  to  another  arbi¬ 
tration  and  another  delay,  but  may 
forthwith  bring  his  action  in  the 
courts. 

As  to  the  second  defense  (de¬ 
priving  the  company  of  its  option 
to  take  the  goods  over,  etc.,  by 
opening  the  store)  the  Uw  was  de¬ 
clared  to  be  as  follows : — 

Where  the  policy  provides  that 
the  company  should  take  the  unde¬ 
stroyed  stock  at  its  appraised  value, 
the  right  to  take  does  not  arise  if 
there  is  no  appraisement,  no  matter 
whose  fault  caused  the  failure  to 
appraise.  The  company  must  give 
prompt  notice  of  its  intent  to  ex¬ 
ercise  the  option  to  take  over  the 
stock  or  replace,  which  in  this  case 
it  did  not  do.  On  the  contrary,  its 
representatives  offered  a  cash  settle¬ 
ment,  which  might  be  construed  as 
a  waiver  of  the  company’s  option 
to  take  over  or  replace  the  goods. 

As  to  the  false  swearing  as  to 
the  value  of  the  goods,  the  court 
referred  that  to  the  jury,  with  the 
following  instruction  as  to  the  law : 

If  you  believe  that  the  plaintiff 
knowingly  exaggerated  his  loss,  and 
wilfully  made  false  statements  con¬ 
cerning  the  same,  or  if  he  know¬ 
ingly  concealed  or  misrepresented  in 
writing  or  otherwise,  any  material 
fact  or  circumstances  concerning 
the  policy  of  insurance  issued  in 
this  case,  *  *  *  or  if  you  be¬ 

lieve  that  he  knowingly  concealed  or 
destroyed  his  bills,  vouchers,  re¬ 
ceipts  or  checks,  and  that  these 
would  be  material  concerning  the 
value  of  the  subject-matter  of  the 
insurance,  then  you  will  be  war¬ 


ranted  in  saying  that  he  had  vio¬ 
lated  this  condition  of  the  policy, 
and  by  his  conduct  the  policy,  be¬ 
came  void,  and  he  could  not  bring 
this  suit. 

The  jury  found  that  the  retailer 
had  not  wilfully  exaggerated. 
Such  questions  would  always,  un¬ 
der  the  law,  have  to  be  referred  to 
the  jury,  as  they  are  questions  of 
fact  which  a  judge  will  not  decide. 
Unless  the  fraud  is  glaring  and  ob¬ 
vious,  nine  juries  out  of  ten  will 
decide  them  in  the  plaintiff’s  favor. 

( Copyright ,  May,  1913,  by 
Ellon  J.  Buckley.) 

Question:  W.  D.  T.,  Pa. — Will 
you  kindly  tell  me  if  there  is  any¬ 
thing  that  is  necessary  to  complete 
this  label  to  be  shipped  anywhere 
in  the  United  States,  the  jellies 
being  pure? 

Answer. — The  label  reads  as 
follows : — 

Mother  Stewart’s 
Pure  Home  Made 
Jellies 
Apple 

This  label  is  legal  if  the  jellies 
are  absolutely  pure  and  not  com¬ 
pound,  and  if  the  “Chester  Preserv¬ 
ing  Co.,”  whose  name  appears  at 
the  bottom,  is  a  concern  actually  in 
existence. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


What  Pleases  Your 
Customers  ProfitsYou 

When  a  customer  once 
learns  that  she  will  get  uni¬ 
form  results  and  better  bread- 
stuffs  by  using 
FLEISCHMANN’S  YEAST 
your  sales  of  butter,  eggs, 
flour,  sugar  and  like  products 
used  in  baking  will  go  up 
along  with  your  sales  of  our 
Yeast.  This  is  worth  while, 
isn’t  it? 

The  Fleischmann  Co.  Neci£°rk 
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DAMS! 

^EVER-BURSTl 


SACK 


FLOUR 


Flour  packed  in  Adams  “Never=Burst”  Paper  Flour  Sacks  costs  you 
less  than  the  same  brand  of  flour  packed  in  cotton  bags. 

Buying  it  cheaper  means  selling  it  at  more  profit . 

Adams  “Never=Burst”  Paper  Flour  Sacks  not  only  increase  your 
profits,  but  they  also  give  your  customers  more  satisfaction,  because  they  keep 
the  flour  drier,  cleaner  and  sweeter  than  cotton  bags.  “Never-Burst”  Paper  is  a 
combination  of  New  Manilla  Hemp  stock  with  used  rope  stock  in  the  right 
scientific  proportions  to  assure  the  greatest  tensile  strength  without  affecting 
the  pliability  of  the  paper. 

You  can  get  any  standard  grade  of  flour  in  Adams  “Never=Burst” 
Paper  Flour  Sacks,  which  means  you  can  make  more  profit  on  all  of  the 
big  sellers  you  handle  if  you’ll  just  remember  to  order  them  packed  in  Adams 
“Never=Burst”  Paper  Flour  Sacks. 


a 


A  EVER- BURST 

MADE  ONLY  BY 

The  Adams  Bag  Co. 

CLEVELAND ,  OHIO. 
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1.  — Either  advertising  of  some¬ 
thing  that  .your  competitors  don’t 
handle, 

2.  — Or  advertising  of  something 
that  your  competitors  handle,  but 
which  you  sell  cheaper  than  they 
do, 

3- — Or  advertising  of  something 
that  your  competitors  handle,  but 
which  you  advertise  more  appeal¬ 
ingly  than  they  do. 

My  experience  is  that  if  an  ad¬ 
vertisement  doesn't  fall  within  one 
of  these  descriptions,  it  is  pretty 
sure  to  represent  money  wasted. 

*  *  * 

R.  F.  Tettelbach,  proprietor  of 
the  “Nu-Way”  Grocery  of  Cleve¬ 
land,  Ohio,  sends  in  a  picture  postal 
of  the  inside  of  his  store.  On  the 
address  side  he  has  printed  with  a 
rubber  stamp : — 


Try  Our  Fresh 
Roasted  Coffees  and  Peanuts 
TETTELBACH’S  GROCERY 

3822  W.  25th  St.,  near  Dennison  Ave. 


As  a  matter  of  general  interest 
I  reproduce  the  picture,  a  trifle 
smaller  than  the  original : — 


of  one’s  store,  though  there  is  some, 
as  such  things  are  always  interest¬ 
ing.  Sometimes,  however,  a  keener 
use  can  be  made  of  them  than  has 
been  made  here.  For  instance,  a 
line  could  have  been  drawn  in  white 
ink,  across  the  face  of  the  picture, 
leading,  say,  to  a  certain  coffee  bin. 
At  the  end  of  this  line  could  be  the 
words  in  white  ink:  “See  other 
side.”  On  the  other  side  could  be: 
“Will  you  order  half  a  pound  of 
coffee  from  this  bin?  We  think  it 
the  smoothest  we  have  ever  tested, 
i8c.”  This  idea  might  be  adapted 
in  various  ways,  and  would  always  • 
be  effective  in  a  way  impossible  to 
the  ordinary  picture.  The  white 
lettering  could  be  added  very  easily. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


New  Committee  to  Supervise  Federal 
Food  Law  Enforcement. 

The  Secretaries  of  Agriculture, 
Commerce  and  the  Treasury,  who 
compose  the  board  of  final  appeal 
in  pure  food  cases,  have  named  Dr. 
Carl  Alsberg,  chief  of  the  Bureau 
of  Chemistry;  Dr.  L.  A.  Fischer, 
Chief  of  the  Weights  and  Measures 
Division  of  the  Bureau  -  of  Stand¬ 
ards;  and  F.  M.  Halstead,  of  the 
Division  of  Customs,  as  a  commit¬ 
tee  to  prepare  regulations  for  the 
enforcement  of  the  pure  food  law 


provided  that  the  prices  quoted  are 
not  especially  low.  If  they  are 
especially  low,  and  the  people  who 
see  them  are  well  enough  posted  to 
recognize  that  they  are,  then  some 
direct  business  can  be  expected 
from  this  advertisement.  I  don’t 
believe,  however,  that  the  prices 
quoted  here  are  set  forth  in  such  a 


Mr.  Tettelbach  gives  me  no  idea 
who  he  sends  these  cards  to.  They 
are  pretty  expensive  advertising 
and  I  suppose  he  makes  no  very 
general  distribution.  There  isn’t 
much  advertising  value  in  a  picture 


,  amendment,  adopted  March  8th 
last,  requiring  the  quantity  to  be 
“plainly  and  conspicuously  marked 
on  the  outside  of  the  package  in 
terms  of  weight,  measure  or  numer¬ 
ical  count.” 


C.  D.  Walter,  general  store¬ 
keeper  at  Thurmont,  Md.,  sends  in 
one  of  his  regular  series  of  circu¬ 
lars  for  criticism.  It  measures  6  x 
io  inches,  and  is  fairly  printed  on 
white  paper.  The  paper  is  not  so 
poor  as  some  that  comes  in  here, 
but  it  might  be  improved  somewhat. 
Here  is  the  reduced  reproduction : 


My  own  sincere  judgment  is  that 
advertising  like  this  is  little  if  any 
better  than  none.  Literally  any  ad¬ 
vertising  is  better  than  none,  for  it 
gives  general  publicity,  which  is  al¬ 
ways  helpful  in  the  long  run.  But 
as  for  actual  traceable  business,  an 
advertisement  like  this  would  prob¬ 
ably  not  bring  any,  nor  would  a 
dozen  or  a  hundred  like  it.  Always 


way  as  to  appear  visibly  low. 
Some  of  them  may  be,  but  the  great 
majority  are  probably  not.  More 
than  this,  there  is  nothing  quoted 
here  except  the  regular  staples  that 
every  such  store  keeps,  which  is  an¬ 
other  reason  for  not  expecting  di¬ 
rect  results.  Here  is  what  I  believe 
to  be  a  good  reliable  formula  for 
the  only  kind  of  advertising  that 
will  bring  direct  results  : — 


heap  Cash  Store' 

»■>.  n-^.  I 

C.  D.  WALTER  Proprietor. 

Dealer  in  General  Merchandise, 

L.  Main  Street  Thurmont,  Md. 

SHOES!  RUBBERS!  CLOTHING! 

79  pair  Men’s  Shoes  less  than  cost,  58  pair  L-  lies’  Shoes  less  than  cost,  Men’s 
$*.00  button  shoes  in  Tar.  and  Black  S3.5J,  Selz  guaranteed  $4.00  shoes  in  Tan 
and  Black  $3.50,  Huiskamp  Bros.  $4.00  work  shoes  $3.25,  Men’s  Duck  Felt  Boots 
$2.25,  Men’s  $3.00  Duck  Rubber  Boots  $2  98,  10  pr.  Men’p  lined  shoes  less  than 
cost,  few  pr.  Men’s  high  cut  shoes  less  than  cost,  No.  1  Leather  always  on  hand. 
Men’s  Arctics  98c  and  $1.25,  Good  Stock  Men’s  and  Ladies’  Rubbers,  9  different 
styles  Ladies’  Shoes,  6  different  styles  Ladie’s  Rubbers,  Boys’  $1.35  Shoes  98c; 

2  dozen  Men’s  50c  work  Shirts  39c,  big  stock  Canvas  and  Leather  Gloves,  Heavy 
15c  Canvas  Gloves  10c,  several  pair  Cord  Pants  less  than  cost,  Men’s  heavy  Under¬ 
wear  75c  suit,  lot  Men’s  winter  gloves  less  than  cost,  Men’s  Blouse  and  Overalls 
kind  used  on  railroads  75c  suit. 

GROCERIES!  CAKES!  ETC. 

Good  loose  Oatmeal  4c  lb.,  25c  pkg  20c;  Laundry  and  Toilet  Soaps  10c,  Will¬ 
iams  Shaving  Soap  5c,  Canned  Peas  ,  String  Beans,  Tomatoes,  Corn,  9c  can,  3 
for  25c,  New  Fast  Mail  and  Sunny  Monday  Soap  4c,  Gold  Dust  4c,  Walter  Bakers 
Chocolate  17c.  xMustard  4c  tuinuler.  Clothes  Pins  lz  dozen.  Chip  Beef  9c  can,  25c 
bottle  Talcum  Powder  15c,  Hominy  4c  qt..  Buckwheat  2ic  lbit  Soup  Beans  9c 
qt..  good  Prunes  7c  and  9c  lb.,  Rumford  Baking  Powder  19c,  Babbits  Lye  9c  can, 
loose  Coffee  23c,  25c  and  28c  lb.,  fresh  Cakes  and  Crackers  always  on  hand.  Soda 
Crackers  8c  lh.,  Ginger  Snaps  5c  lb.  Dr.  Boyd’s  Witch  Hazel  and  Buttermilk 
Soap  3  cakes  10c,  pure  extract  Lemon  and  Vanilla  10c  oz.,  pure  Orleans  Molasses 
always  on  hand,  best  Table  Syrup  10c  qt.,  12c  box  Currants  9c. 

TOBACCO!  CIGARS!  MISCELLANY! 

19  best  brand  2  for  5c  Cigars  2  each,  28  kinds  Chewing  Tobacco,  10c  cuts  9c, 
30c  worth  25c;  same  price  on  Smoking  Tobacco  and  Scrap,  12  kinds  paper  wrapped 
Cigarettes,  good  stock  of  Razors  and  Pocketknives  on  hand,  .32  self-action  Revol¬ 
vers  $2.25,  Watches  75c  up,  75c  Alarm  Clocks  65c,  65  different  kinds  Candies  on 
hand,  several  20c  Candies  15c  lb.,  1500  Magic  Tip  Matches  10c,  5c  box  Matches 
3c,  3  5c  boxes  Non-PoisoDOUs  Matches  10c,  guaranteed  Cough  Syrup  25c  bottle, 
I^axfos  for  Stomach,  Liver  and  Kidneys,  if  not  pleased  return  bottle  and  money 
will  be  refunded;  25c  Suspenders  19c,  5  different  kinds  Shoe  Polish,  Bixbys  Shoe 
Polish  8c,  4  string  Brooms  25c,  large  Galvanized  Washtubs  45c,  special  price  on 
Cold  Blast  Lanterns,  49c  and  69c  each. 

Thurraoqt,  Hagerstown  and  Frederick  Flonr  always  on  hand. 

Thanks  for  past  favors,  yours  very  truly, 

C.  D.  WALTER. 
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Ask  Your  Jobber  About  This 

Special  Argo  Offer 


P 


Your  Profit  is  Increased 

UT  in  your  Spring  order  now  for  all 
the  ARGO  you  can  possibly  need  in 


©S  tarSi© 


the  next  four  months.  We  have  put  your  jobber  in  shape  to  make  you  a 
special  offer  that  should  prove  very  attractive. 

To  you,  an  ARGO  grocer,  we  do  not  need  to  rehearse  the  advantages 
of  ARGO:  no  waste  or  shrinkage;  no  loss  from  “down  weight;”  no  time  lost 
in  weighing  or  wrapping. 

Full  profit  on  every  package.  Full  value  to  your  customer. 

And  now— for  your  Spring  orders,  this  special  offer  from  your  jobber. 

Order  today. 

CORN  PRODUCTS  REFININC  COMPANY 

NEW  YORK 


'jy  i[''\\  i.i  (J  Jnl 


can’t  happen 


IF 


When  sugar  bags  burst  it  displeases  your  customers, 
but  before  they  get  a  chance  to  burst  they  cost  you  money,  the 
twine  costs  you  money,  so  does  the  overweight.  It’s  a 
waste  of  energy  to  put  sugar  in  bags— you  might  as  well 


I  EXTRA  F 


NET 

WEIGHT 


FRANKLIN 

GRANULATED 

SUGAR 


•  Standard  of  Purity* 

REFINED  FOB 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


spend  your  time  canning  tomatoes.  Sell  FRANKLWf  CARTO£h(  SUGAR  and  use 
the  time  you  save  to  arrange  a  display  of  it  on  your  counter.  The  neat  blue  cartons  sell 
on  sight.  FRANKLIN  CARTON  SUGARS  include  FRANKLIN  GRANULATED, 
FRANKLIN  POLVDERED,  FRANKLIN  DESSERT  c AND  TABLE,  FRANKLIN  XXXX  CONFECTION¬ 
ERS’  and  FRANKLIN  CUBE  SUGAR;  all  the  fast  selling  grades,  in  cartons  of  convenient  size  for  your 
customers,  packed  24,  48,  60  and  120  lbs.  to  the  container  all  foi  yoin  convenience. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA,  PA. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  sugar  ” 
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A  Great  Time. 


I  ain't  got  over  it  yet.  My  dys- 
pepsy’s  better,  I  sleep  better  and 
honest  to  goodness  I  believe  hair’s 
begun  to  show  on  the  top  of  my 
head  where  hair  ain’t  been  for  ten 
years ! 

All  on  account  of  a  dressing 
down  I  heard  a  customer  of  mine 
give  a  dead  beat  customer  last  week 
because  he  wouldn’t  pay  his  bil . 
It  was  sure  one  peach!  Didn’t  do 
him  any  good  so  far  as  getting  the 
money  went,  but  I’ll  bet  it  made 
him  feel  as  good  as  it  did  me. 

One  reason  it  did  me  so  much 
good  was  that  I’ve  always  wantec 
to  hand  it  to  these  thieves  that  can 
pay  their  bills  but  don’t  because  the 
law  won’t  make  ’em.  I’ve  always 
said  that  a  fellow  like  that  was  a 
plumb  pickpocket,  but  I’ve  never 
had  the  chance  to  tell  it  to  any  of 
’em  because  they  never  owed  me 
anything. 

They  tell  me  that  here  in  our  own 
glorious  old  State  of  Pennsylvania 
there  ain’t  any  way  that  a  grocer 
can  get  his  money  from  a  man  say 
that  puts  everything  in  his  wife’s 
name  and  has  nothing  of  his  own 
but  his  wages.  As  I  get  it,  he  can 
make  a  thousand  a  week,  but  you 
can’t  touch  it  because  Pennsylvania 
won’t  let  you  put  an  attachment  on 
wages. 

You  fellows  know  by  experience 
what  that  does  to  you.  Why  one 
of  my  customers  in  York  pointed 
out  a  man  to  me  one  day  shooting 
by  in  a  big  red  car  with  a  man 
driving  it. 

“That  fellow  owes  me  $400,”  he 
said.  “You  see  the  style  he  puts 
on,  yet  I  can’t  get  a  cent,  because 
his  wife  owns  everything.  He 
makes  $10,000  a  year  in  the  insur¬ 
ance  business,  but  my  lawyer  tells 
me  I  can’t  touch  it  with  a  ten-foot 
pole.” 

Now  stories  like  that  get  me  all 
het  up.  I  fairly  itch  to  hold  such 
cattle  up  in  the  streets  and  tell  ’em 
in  ten  different  ways  what  I  think 


of  ’em.  But  as  I  say,,  not  being  in 
the  business,  none  of  ’em  ever  owe 
me  anything,  and  it  ain’t  my 
funeral. 

Last  week  I  called  on  another 
customer  of  mine.  He  was  back  in 
his  office  and  as  I  walked  back  a 
fellow  came  in  and  my  man  askec 
me  to  wait  a  minute  while  he  tend¬ 
ed  to  him.  I  stood  outside  not 
thinking  it  was  anything  but  a  min¬ 
ute’s  hold-up.  I  could  hear  every 
word  and  after  it  started  I  wouldn’t 
have  budged  from  that  spot  for  a 
good  licking. 

The  fellow  that  came  in  owec 
the  grocer  $186,  and  he  had  been 
trying  to  squeeze  it  out  of  him  for 
nigh  on  to  a  year.  He  had  had  it 
in  two  lawyers’  hands  and  one  col¬ 
lection  agency.  Nothing  doing. 
The  fellow  was  superintendent  or 
something  of  a  telephone  company 
and  made  $6,000  a  year,  and 
sported  two  cars,  one  for  himself 
and  one  for  his  wife.  But  every¬ 
thing  he  had  was  tucked  safe  away 
so  nobody  could  get  it. 

He  wouldn’t  have  come  near  at 
all  if  the  grocer  hadn’t  written  him 
a  letter  saying  that  he  was  going 
to  try  a  new  way  of  getting  his 
money  and  before  he  did  he  wanted 
him  to  call  at  the  store  for  a  talk. 

So  he  came  in,  cool  as  brass. 

“Well,  Mr.  So-and-so,  are  you 
going  to  pay  me  that  money?”  the 
grocer  said. 

“Why,  you  wrote  as  if  you  had 
some  way  of  making  me  pay  it,” 
said  the  fellow. 

I  want  to  know  first  whether 
you’re  going  to  pay  it  of  your  own 
free  will,”  he  said. 

“Sure  I’ll  pay  it,”  he  said,  “but 
it’ll  be  when  I  get  good  and  ready. 
You’ve  cracked  your  whip,  putting 
collectors  on  me  and  so  on,  and 
now  I’ll  crack  mine.  You’ll  get 
your  money  when  I  get  damned 
good  and  ready  to  give  it  to  you 
and  not  before  !  I  may  never  pay  it, 

I  don’t  know — you’ve  made  me 


very  sore  with  what  you’ve  done 
and  I  haven’t  made  up  my  mind 
yet  what  I’ll  do.” 

Then  it  came.  Grand  opera  or 
band  music  wasn’t  a  touch  of  it. 

“Why  you  damned  hypocritical 
dead  beat!”  said  the  grocer,  “you 
know  I  ve  only  tried  to  get  my  own 
money!  You  owe  it,  don’t  you? 
And  you  can  pay  it,  too — you  can 
pay  it  to-day,  every  cent  of  it.  You 
with  your  two  cars  and  your  two 
hired  girls,  can’t  pay  a  grocery  bill! 
You  know  what  I  think  of  you? 
—you’re  a  thief,  that’s  what  you 
are!  You’re  taking  money  out  of 
my  till  just  the  same  as  if  you 
sneaked  in  here  at  night  and  did 
it!” 

By  this  time  Mr.  Dead  Beat 
woke  up. 

“I’ll  have  - ,”  he  started  to 

say. 

“You  shut  up!”  said  the  gro¬ 
cer.  “I’m  not  done  yet!  Why 
you  don’t  even  pay  for  the  victuals 
that  keep  you  alive.  I  kept  you  for 
three  months — every  cent  of  the 
food  you  ate  came  out  of  me.  Why 
I  own  you,  that’s  what  I  do!  I 
own  your  wife,  too — I  kept  her  at 
the  same  time !  Send  her  up  here 
some  night,  won’t  you,  I’ll  use  her 
and  get  some  of  my  money  back 
that  way!  Now  get  out!” 

I  heard  somebody  choke,  and 
loped  the  grocer  was  choking  his 
dead  beat  to  death,  but  he  wasn’t. 
That  was  the  only  disappointment 
in  the  whole  thing  for  me.  It  was 
the  dead  beat  trying  to  say  some¬ 
thing.  He  kept  on  sputtering  for 
a  while  and  then  the  grocer  said 
again — 

“Get  out,  didn’t  you  hear?” 

Then  the  fellow  came  out  and 
went  past  me.  He  was  as  white  as 
a  sheet  and  shaking  like  a  leaf.  If 
..  hadn't  had  new  shoes  on  I’d  have 
kicked  him. 

Coward,  too,  don’t  you  see? 
Most  dead  beats  are. 

In  a  minute  I  went  in.  i 


“Old  man,”  I  said,  “I  heard  tha 
and  I  want  to  congratulate  you 
That  was  the  finest  blistering 
ever  heard,  all  but  one  thing.” 

“What  was  that?” 

“What  you  said  about  his  wif 
— that  was  raw.” 

“You  wouldn’t  think  so  if  y0 
knew  her,”  he  said,  “she’s  wors 
than  he  is.  Everybody  thinks  sh 
puts  him  up  to  it.” 

“Good,”  I  said,  “then  the  whol 
thing  was  bang-up  fine!  I’d  hav 
paid  admission  to  hear  it!  I  fee 
ten  years  younger.” 

“W ell,  it  did  me  some  good,  too; 
he  said. 

Not  as  much,  I’ll  bet,  as  it  di 
me !  It’s  going  to  be  a  long  whil 
before  I  lose  the  good  effects  0 
that.  The  Stroller. 


Co-operate  with 
the  Housewife 

TELL  HER  ABOUT 

MAPLEIN1 

for  Dainty  New  Dessert 
and  Syrup.  She  will  rea 
ize  you  are  up-to-date  an 
you  will 

INCREASE  YOUR  SALE 

Order  from  your  jobber  o 
Frank  A.  Smith  &  Co 
105  S.  Front  St., 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
Seattle,  Wash. 


Don’t 

Drive  Away 

Trade 

<|  The  retail  shops  and  stores 
presenting  a  dark  and  unin¬ 
viting  exterior  and  interior 
deliberately  drive  away 
trade.  N 

(f  Why  not  consider  the 
installation  and  use  of 
Electricity  and  make  your 
Grocery  Store  cheerful  and 
attractive  to  the  public  ? 
Electric  Light  and  the  use 
of  Electric  Signs  act  as  a 
tonic  in  building  up  a  busi¬ 
ness —  Electricity  is  an 
advertisement  as  well  as  an 
illuminant. 

The  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 
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ic  Store 
th  a 


SODA  FOUNTAIN 


is  the 
Store 


with  the  Crowds 


Hundreds  come  in  for  a  refreshing  drink,  but  buy  a 
t  of  other  things  before  they  leave. 

One  general  merchant  in  a  town  of  1800  opened  up  22 
iW  merchandise  accounts  the  first  month  his  “  Liquid” 
)da  Fountain  was  installed  in  his  grocery  department. 


Liquid 


The  Peerless  Line 

built  in  several  sizes  and  styles.  It 
a  popular  1913  fountain.  A  splendid 
untain,  mechanically  perfect.  We 
ive  anticipated  your  demand  for  these 
pular  fountains  and  can  fill  your 
der  on  a  moment’s  notice. 

Immediate  Shipment,  or, 

you  desire,  our  splendid 
ctory  will  execute  your 
ecial  order  in  record-break- 
g  time. 


”  Iceless 

Sod&.  Fountains 

are  the  highest  development 
of  the  scientific  fountain  build¬ 
er’s  art.  Yet  because  of  the 
labor-saving  equipment  of 
our  new  million-dollar  factory, 
we  are  able  to  make  prices 
and  terms  which  no  other  house 
can  approximate. 

Stock  Styles  Crated  Ready 
for  Immediate  Shipment 

Write  for  full  particulars. 

Mention  this  paper. 


CHICAGO  New  York  Boston 

_ _ _ _ _ Cincinnati  Milwaukee^  Minneapolis 

AtlanJd  St. Louis-  Kansas  City  Dallas  f  Los  Angeles 


In  every  city  and 
town  of  this  country  we 
tell  the  story  of  HEINZ 
Q  U A  LI  TV  through  the 
STREET  CARS  as 
well  as  through  various 
other  advertising  mediums. 

It  will  be  to  your  advantage 
ALWAYS  to  have  a  good  assortment 
of  HEINZ  PRODUCTS  in  your  store 
tameet  the  steady,  increasing  demand 
created  by  our  advertising. 

A  good  HEINZ  display  means 
quick,  steady  sales. 

H.  J.  HEINZ  COMPANY 

PITTSBURGH,  PA. 


BURK’S 

MEAT  LOAF 


Seasonable  Throughout  the  Year 

Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of 
about  six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  also  be  served  cold  for 
luncheon  or  warmed  in  the  oven  in  one  piece  to  take 
the  place  of  a  roast. 

MEAT  LOAF  was  originated  by  us,  now  imitated  by 
others,  but  none  equal  to  Burk’s,  which  is  prepared 
from  only  the  choicest  materials. 


BURK'S 


PASTRY  LARD 


IN  ONE-POUND  PRINTS 


\ 


This  lard  is  open  kettle  rendered,  absolutely  pure 
and  prepared  in  the  most  careful  manner  from  the  fat 
of  young  corn-fed  pork.  It  contains  no  stiffening  and 
as  none  of  its  original  properties  have  been  extracted, 
it  is  rich  in  oil  and  especially  adapted  for  fine  pastry. 

Wrapped  in  parchment  paper,  resembling  in  size 
and  shape  a  pound  print  of  butter,  making  a  clean, 
sanitary  and  ever  ready  package. 

Desirable  at  this  season  of  the  year  as  housekeepers 
prefer  to  buy  lard  in  small  quantities,  the  limited 
capacity  of  an  ordinary  refrigerator  preventing  the 
storage  of  the  usual  three  and  five  pound  can. 

Economical  for  the  dealer,  as  it  saves  all  draughts 
and  possible  overweight  during  a  rush  or  through  the 
indifference  of  clerks,  and  makes  unnecessary  the  use 
of  wooden  trays  and  similar  contrivances. 

Made  additionally  attractive  by  the  use  of  the  blue 
and  white  label  which  makes  Burk’s  products  so  dis¬ 
tinctive  wherever  displayed. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 
PHILADELPHIA 
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Picnic  Window. 

This  window  gives  a  timely  suggestion  for  spring  outings.  If  the 
real  thing  can  be  had,  such  as  sod  or  moss,  so  much  the  better;  if  not, 
use  artificial.  Place  an  extra  raised  floor  of  boards  about  six  inches 
high  on  the  bottom  of  the  window,  but  leave  a  space  about  one  foot  or 
more  wide,  which  is  to  be  the  brook.  Fill  this  space  with  long,  flat  tin 
pans  of  water,  covering  the  bottom  of  them  with  sand  and  pebbles  and 
here  and  there  placing  a  large  stone.  Now  cover  the  boards  with  the 
sod  or  moss,  sloping  it  at  the  edge  of  the  brook  so  as  to  hide  the  rims 
of  the  pans.  A  large  space  can  be  left  without  moss  where  the  cloth 
is  spread.  In  the  front  at  the  left  side  place  a  sign  on  a  little  stick, 


wall  will  hold  it  in  position.  Suspend  three  artificial  birds  from  the 
ceiling  with  very  fine  blue  thread.  At  the  rear  make  a  rustic  fence 
from  saplings.  The  best  effect  is  made  by  covering  the  entire  real 
of  the  window  with  pale  blue  crepe  paper. 


Canned  Crab  Meat. 

Here  is  a  neat  display,  suggesting  the  tasty  dish,  deviled  crabs,  s 
display  easy  to  arrange,  yet  attractive.  To  arrange,  first  cover  the 
bottom  of  the  window  with  white  crepe  paper.  Along  the  front  in  the 
centre,  place  a  long  sign  card.  Back  of  this,  in  the  centre,  on  a  salad 


“  Picnic  Supplies.”  Stick  in  artificial  daisies  and  buttercups  here  and 
there  on  wire  stems.  Spread  a  cloth  and  place  on  it  wooden  plates, 
jellies,  cakes,  tomatoes,  eggs,  fruit,  bread,  etc.  Aside  of  it  place  a  large 
chip  basket  with  a  few  articles  in  it,  such  as  crackers,  salmon,  sardines, 
etc.  At  the  rear,  in  the  left  corner,  place  a  large  branch,  to  represent 
a  tree.  Have  it  covered  with  pink  paper  blossoms.  One  or  two 
invisible  wires  around  the  tree  and  then  fastened  to  nails  in  the  side 


garnished  platter,  place  about  six  shells,  and  at  each  side,  on  small 
plates,  place  one  shell.  Make  a  pyramid  of  bottled  catsup  at  each 
side.  In  the  centre,  at  the  rear,  place  a  long  box,  cover  it  with  the 
white  paper  and  letter  it  in  black.  Build  a  large  pyramid  of  the 
canned  meat  on  the  box.  Place  a  wire  from  the  outer  edge  of  the  box 
to  the  rear  of  the  window  in  the  corner  and  against  this  wire  place  a 
row  of  celery. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  <5-  Davis,  Washington 
Patent  Attorneys,  report,  this  week,  the 
grant  of  the  following  patents: — 

Washington,  D.  C.,  April  15,  1913. 

1>°59,47i-  Coffee  substitute  or  cereal 
coffee  and  the  process  of  preparing  the 
same.  J.  L.  Kellogg,  Battle  Creek, 
Mich. 

BOS 8,777.  Shipping  box.  0.  Mitchell, 
Boston,  Mass. 

I>' °SS, 794-  Display  easel.  0.  A.  Sar¬ 
gent,  Brooklyn,  N.  Y. 

1,058,865.  Automatic  sacking  ma¬ 
chine.  A.  Horntvedt,  Seattle,  Wash. 

1,058,929.  Paper  caddy.  J.  W.  Weiss, 
Baltimore,  Md. 

1.059,049-  Coffee  pot.  J.  E.  John¬ 
son,  Meriden,  Conn. 

1,058,713.  Self  weighing  scoop.  P. 

E.  Bertram,  Crystal  Lake,  Ill. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  65,052.  “Paul  Jones”  for 
canned  goods.  Cobb  Preserving  Co., 
New  York,  N.  Y. 

Ser.  No.  67,165.  “Aus-Tay”  for 
canned  goods.  Nalley  Grocery  Co., 
Austin,  Texas. 

Ser.  No.  67,999.  “Reliance”  for  tea. 
The  Reliance  Trading  Co.,  New  York, 

N.  Y.  ! 

Ser.  No.  68,364.  “Opacco”  for  canned 
goods.  Onalaska  Pickle  and  Canning 
Co.,  Onalaska,  Wis. 

Ser.  No.  68,375.  “Polly  Prim”  for 
canned  vegetables.  Stetson  &  Ellison 
Co.,  Camden,  Del. 

Ser.  No.  68,386.  “Romance”  for  can¬ 
dies.  Cox  Confectionery  Co.,  Boston, 
Mass. 

Ser.  No.  68,339.  “Eagle”  for  ice 
cream.  Borden’s  Condensed  Milk  Co., 
New  York,  N.  Y. 

Published  every 
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Another  Legal  Opinion  on  Effect  of  New 
Supreme  Court  Decision  on  Pending 
Pennsylvania  rood  Legislation 

Well-known  New  York  Lawyer  Attacks  Opinion  of  Chief  Counsel 
to  Pennsylvania  Dairy  and  Food  Department  Published  Two 
Weeks  Ago.  Says  Decision  Has  a  Much  Wider  Effect  Than 
Pennsylvania  Department  Counsel  Thinks. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  commented 
rather  largely  upon  the  recent 
opinion  of  the  United  States  Su-  j 
preme  Court  in  the  Wisconsin 
Karo  cases,  and  particularly  as  to 
the  effect  which  the  opinion  will 
likely  have  upon  present  and  future 
State  food  laws.  Several  legal 
opinions  on  the  subject  have  been 
published,  among  them  one  by  A. 
H.  Woodward,  chief  counsel  to  the 
Pennsylvania  Dairy  and  Food  De¬ 
partment.  The  following  opinion 
“on  Mr.  Woodward’s  opinion”  and 
on  the  general  subject,  has  been 
received  from  T.  J.  Riordan,  Esq., 
a  well  known  New  York  lawyer: — 

Mr.  Woodward  shoots  wide  of 
the  mark  when  he  takes  as  his  pre¬ 
mise  the  proposition  that  the  clause 
of  the  Wisconsin  statute  which  pro¬ 
vides  that 

“The  mixture  or  syrups  desig¬ 
nated  in  this  section  shall  have  no 
other  designation  or  brand  than 
herein  required  that  represents  or 
is  the  name  of  any  article  which 
contains  a  saccharine  substance” 
is  the  sole  reason  for  the  Wiscon¬ 
sin  Act  having  been  declared  in¬ 
valid,  and  this  because  that  clause 
required  the  obliteration  and  de¬ 
struction  of  the  label  attached  to 
the  goods  when  shipped  and  re¬ 
ceived  in  interstate  commerce. 

Consequently,  his  conclusion  to 
the  effect  that  the  sole  effect  of  this 
decision  is  that  a  State  “may  not 
pass  a  law  which  in  effect  requires 
the  destruction  of  the  original  label 
under  which  the  article  of  food  has 
been  imported,”  misses  the  mark. 

The  whole  opinion  bristles  with 
statements  to  the  contrary,  and  the 
entire  reasoning  in  it  shows  that 
whatever  may  have  been  the  “straw 
that  broke  the  camel’s  back”  in 
this  particular  case,  the  Supreme 
Court  held  and  will  continue  to  hold 
that  State  legislation  of  this  char¬ 
acter,  except  when  within  the  le¬ 
gitimate  bounds  of  the  “police 
powers,”  and  then  only  when  "not 
in  conflict  with  the  acts  of  Con¬ 
gress”  and  proper  regulations 
adopted  thereunder,  when  applied  to 
merchandise  shipped  from  one  State 
to  another,  “is  a  wrongful  interfer¬ 
ence  with  the  exclusive  power  of 
Congress  over  interstate  commerce.” 

The  court’s  very  first  statement 
(after  stating  the  facts)  shows  that 
this  was  the  point  in  controversy, 
it  says : — 

“It  is  insisted  that  the  Federal 
I  ood  and  Drugs  Act  passed  under 
the  authority  of  the  Constitution 
has  taken  possession  of  this  field  of 
regulation  and  that  the  act  is  a 
wrongful  interference  with  the  ex¬ 
clusive  power  of  Congress  over  in¬ 
interstate  commerce,  in  which,  it  ap¬ 
pears,  the  goods  in  question  were 


shipped.  The  case  presents,  among 
other  questions,  the  constitutional 
question  whether  the  State  act  in 
permitting  the  sale  of  this  article 
only  when  labeled  according  to  the 
State  law  is  open  to  the  objection 
just  indicated.” 

And  the  court’s  conclusion  on 
that  point  is  stated  in  the  opinion 
as  follows : — 

"The  State  may  not,  under  the 
guise  of  exercising  its  police  power 
or  otherwise,  impose  burdens  upon 
or  discriminate  against  interstate 
commerce,  nor  may  it  enact  leg¬ 
islation  in  conflict  with  the  statutes 
of  Congress  passed  for  the  regula¬ 
tion  of  the  subject,  and  if  it  does, 
to  the  extent  that  the  State  law  in¬ 
terferes  with-  or  frustrates  the  op¬ 
eration  of  the  acts  of  Congress,  its 
provisions  must  yield  to  the  super¬ 
ior  Federal  power  given  to  Con¬ 
gress  by  the  Constitution.” 
and : — 

"Conceding  to  the  State  the  au¬ 
thority  to  make  regulations  consis¬ 
tent  with  the  Federal  law  for  the 
further  protection  of  its  citizens 
against  impure  and  misbranded 
foods  and  drugs,  we  think  to  per¬ 
mit  such  regulation  as  is  em¬ 
bodied  IN  THIS  STATUTE  IS  TO  PER¬ 
MIT  a  State  to  discredit  and  bur¬ 
den  LEGITIMATE  FEDERAL  REGULA¬ 
TIONS  OF  INTERSTATE  COMMERCE,  TO 
DESTROY  RIGHTS  ARISING  OUT  OF  THE 

Federal  statute  which  have  ac¬ 
crued  both  to  the  Government 

AND  THE  SHIPPER,  AND  TO  IMPAIR 
THE  EFFECT  OF  A  FEDERAL  LAW 
WHICH  HAS  BEEN  ENACTED  UNDER 

the  Constitutional  power  of  Con¬ 
gress  OVER  THE  SUBJECT.” 
and : — 

“The  Wisconsin  act  which  per¬ 
mits  the  sale  of  articles  subject  to 
the  regulations  of  interstate  com¬ 
merce  only  upon  condition  that  they 
contain  the  exclusive  labels  required 
by  the  statute  is  an  act  in  excess 
of  its  legitimate  power.” 

Read  these  paragraphs  from  this 
opinion  in  connection  with  the  re¬ 
cent  opinions  of  the  same  court  in 
various  railroad  and  express  com¬ 
pany  cases  as  to  the  lack  of  power 
in  the  States  where  Congress  has- 
assumed  jurisdiction  over  the  sub¬ 
ject  under  the  commerce  clause  of 
the  Federal  Constitution,  and  the 
far-reaching  effect  of  this  opinion 
can  readily  be  seen,  notwithstanding 
Mr.  Woodward’s  view  of  its  nar¬ 
rowness. 

It  may  be  true,  as.  Mr.  Woodward 
says  in  closing  his  opinion  that  the 
“glucose  opinion”  standing  alone 
“is  not  susceptible  of  the  construc¬ 
tion  given  to  it  by  attorneys  rep¬ 
resenting  food  manufacturers  and 
importers,  viz.:  ‘that  it  permits  the 
sale  in  the  State  of  any  food  labeled 
in  accordance  with  the  United 
States  Statute,  regardless  of  the 
question  whether  such  food  is  la¬ 
beled  under  the  State  Statute’”: 
Assuming  that  he  meant  to  correct¬ 
ly  quote  the  claim  made  by  the  at¬ 
torneys  referred  to,  he  should  have 
begun  the  sentence  thus,  “that  it 
permits  at  least  one  unmolested  sale 
by  the  importer,”  etc. 


And  with  the  “food  attorneys 
claim”  so  corrected  to  accord  with 
the  fact,  reading  the  “glucose  opin¬ 
ion”  in  conjunction  with  the  six 
opinions  above  referred  to,  it 
seems  to  me  to  be  self-evident  that 
that  construction  will  be  the  one 
that  will  be  put  on  the  Federal  Act 
(so  long  as  the  commodity  remains 
in  interstate  commerce)  when  it  be¬ 
comes  necessary  for  the  Supreme 
Court  to  construe  the  Federal  Act 
on  that  point. 

The  great  importance  of  the  “glu¬ 
cose  decision,”  in  its  practical  ap¬ 
plication,  is  in  the  fact  that  it  holds 
squarely  " That  the  word  ‘package’ 
or  its  equivalent  expression,  as 
used  by  Congress  *  *  *  clearly 
refers  to  the  immediate  container 
of  the  article  which  is  intended  for 
consumption  by  the  public,”  and  that 
its  interstate  character  continues 
until  it  has  been  sold  by  the  im¬ 
porter. 

And  in  this  connection,  the  court 
further  says : — 

“Within  the  limitations  of  its 
right  to  regulate  interstate  com¬ 
merce,  Congress  manifestly  is  aim¬ 
ing  at  the  contents  of  the  pack¬ 
age  as  it  shall  reach  the  consumer, 
for  whose  protection  the  act  was 
primarily  passed,  and  it  is  the 
branding  upon  the  package  which 
contains  the  article  intended  for 
consumption  itself  which  is  the  sub¬ 
ject-matter  of  regulation.  *  *  * 

“The  object  of  the  statute  is  to 
prevent  the  misuse  of  the  facilities 
of  interstate  commerce  in  convey¬ 
ing  to  and  placing  before  the  con¬ 
sumer  misbranded  and  adulterated 
articles  of  medicine  or  food,  and  in 
order  that  its  protection  may  be 
afforded  to  those  who  are  intended 
to  receive  its  benefits  the  brands  reg¬ 
ulated  must  be  upon  the  packages 
intended  to  reach  the  purchaser. 
This  is  the  only  practical  or  sensi¬ 
ble  costrucfion  of  the  act,  and,  for 
reasons  we  have  stated,  we  think  the 
requirements  of  the  act  as  so  con¬ 
strued  clearly  within  the  powers  of 
Congress  over  the  facilities  of  in¬ 
terstate  commerce,  and  such  has 
been  the  construction  generally 
placed  upon  the  act  by  the  Fed¬ 
eral  courts.” 

Waiving  aside  the  so-called  “orig¬ 
inal  package”  doctrine  as  not  being 
applicable,  the  Court  says : — 

“In  the  view,  however,  which  we 
take  of  this  case  it  is  unnecessary 
to  enter  upon  any  extended  con¬ 
sideration  of  the  nature  and  scope 
of  the  principles  involved  in  deter¬ 
mining  what  is  an  original  pack¬ 
age.  *  *  * 

"It  is  enough  by  the  terms  of  the 
act,  if  the  articles  are  unsold, 
whether  in  original  packages  or 
not.  *  *  * 

“The  doctrine  of  original  pack¬ 
ages  had  its  origin  in  the  opinion 
of  Chief  Justice  Marshall,  in  Brown 
vs.  Maryland,  already  referred  to. 
It  was  intended  to  protect  the  im¬ 
porter  in  the  right  to  sell  the  im¬ 
ported  goods  which  was  the  real 
object  and  purpose  of  importation. 
*  *  *  The  legislative  means 

PROVIDED  IN  THE  FEDERAL  LAW  FOR 
ITS  OWN  ENFORCEMENT  MAY  NOT  BE 
THWARTED  BY  STATE  LEGISLATION 
HAVING  A  DIRECT  EFFECT  TO  IMPAIR 
THE  EFFICIENT  EXERCISE  OF  SUCH 
MEANS.” 

This  means  that  if  the  articles 
contained  in  the  individual  or  retail 
containers  are  manufactured  and 
labeled  in  accordance  with  the  Fed¬ 
eral  law  and  regulations,  the  import¬ 
er  can  sell  them  at  retail  to  the 
consumer,  regardless  of  the  State 
law. 

In  fact,  in  the  case  decided,  it 
is  not  known  that  the  goods  did 
comply  with  the  Federal  law  and 
regulations;  on  this  point  the  court 
says : — 


“Having  in  view  the  interpretation 
we  have  given  the  Food  and  Drugs 
Acts  and  applying  the  doctrine  just 
stated  to  the  instant  cases,  how  does 
the  matter  stand?  When  delivered 
for  shipment  and  when  received 
through  the  channels  of  interstate 
commerce  the  cans  in  question  bore 
brands  or  labels  which  were  sup¬ 
posed  to  comply  with  the  require¬ 
ments  of  the  Act  of  Congress. 
Whether  the  Secretaries  had  the 
power  under  the  Food  and  Drugs 
Act  to  make  the  regulation  set  out 
above  is  not  now  before  us.  It  is 
enough  for  the  present  purpose  to 
say  that,  so  far  as  this  record  dis¬ 
closes,  it  was  undertaken  in  good 
faith  to  label  the  articles  in  com¬ 
pliance  with  the  Act  of  Congress, 
and,  if  they  were  not  so  labeled, 
by  Section  2  provision  is  made  for 
the  enforcement  of  the  act  by  crim¬ 
inal  proceedings,  and  by  Section  10 
by  proceedings  in  rem.  Whether 
the  labels  complied  with  the  Fed¬ 
eral  law  was  not  for  the  State  to 
determine.  This  was  a  matter  pro¬ 
vided  for  by  the  Act  of  Congress 
and  to  be  determined  as  therein 
indicated  by  proper  proceedings  in 
the  Federal  courts.” 

The  “regulation  set  out  above” 
is  the  letter  of  the  “three  Secre¬ 
taries”  dated  February  13,  1908, 
which  says : — 

“We  have  each  given  careful 
consideration  to  the  labeling,  under 
the  Pure  Food  Law,  of  the  thick, 
viscous  syrup  obtained  by  the  in¬ 
complete  hydrolysis  of  the  starch 
of  corn,  and  composed  essentially 
of  dextrose,  maltose  and  dextrin. 
In  our  opinion  it  is  lawful  to  label 
this  syrup  as  corn  syrup,  and  if 
to  the  corn  syrup  there  is  added  a 
small  percentage  of  refiner’s  syrup, 
a  product  of  cane,  the  mixture  in 
our  judgment  is  not  misbranded  if 
labeled  ‘corn  syrup  with  cane 
flavor.’  ” 

Apply  this  “glucose  decision” 
practically  to  the  pending  legisla¬ 
tion  in  Pennsylvania,  taking  ben¬ 
zoate  of  soda  (which  the  pending 
legislation  in  Pennsylvania  proposes 
to  prohibit),  as  an  illustration,  and 
what  do  we  find? 

The  Federal  Government  has 
spent  thousands  of  dollars  in  having 
exhaustive  experiments  conducted 
by  five  of  the  greatest  living  scien¬ 
tists  to  ascertain  whether  or  not 
the  use  of  benzoate  of  soda  as  a 
preservative  is  injurious  to  health, 
or  if  its  addition  to  food  reduces 
or  lowers  the  quality  or  strength 
of  food,  or  otherwise  injuriously 
affects  it. 

The  general  conclusions  reached 
by  these  learned  gentlemen,  after 
their  investigation  (in  which  there 
were  made,  under  their  direction, 
more  than  60,000  chemical  analy¬ 
ses),  are  as  follows: — 

“First. — Sodium  benzoate  in  small 
doses  (under  0.5  gram  per  day) 
mixed  with  the  food  is  without  de¬ 
leterious  or  poisonous  action  and 
is  not  injurious  to  health. 

“Second. — Sodium  benzoate  in 
large  doses  (up  to  4  grams  per 
day)  mixed  with  the  food  has  not 
been  found  to  exert  any  deleterious 
effect  on  the  general  health,  nor 
to  act  as  a  poison  in  the  general  ac¬ 
ceptance  of  the  term.  In  some  di¬ 
rections  there  were  slight  modifi¬ 
cations  in  certain  physiological  pro¬ 
cesses,  the  exact  significance  of 
which  modification  is  not  known. 
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Match  This  If  You  Can ! 


See  if  you  know  any  Rennet  Proposition  that  equals  this 

of  James  T.  Shinn’s  Liquid  Rennet : — 

1 —  We  guarantee  it  to  be  made 
under  the  cleanest  and  most  fastidious 
conditions. 

2 —  We  guarantee  it  against  spoiL 
age,  which  we  could  only  do  safely 
with  an  absolutely  clean  rennet. 

3 —  We  guarantee  it  to  work  with 
unusual  celerity — to  curdle  milk  in 
two  to  five  minutes. 

4 —  You  make  100  per  cent,  profit 
out  of  it — costs  you  $1.50  and  sells 
for  $3.00. 

Now,  do  you  know  any  other  Rennet  that  you  can  sell 
with  such  absolute  safety  to  yourself  and  your  customers  ? 
You  probably  have  a  couple  dozen  customers,  at  least,  who 
are’nt  using  Rennet  now  because  some  other  brand — unguar¬ 
anteed — spoiled  on  their  hands.  All  these  will  buy  James 
T.  Shinn’s  Liquid  Rennet  if  you  will  tell  them  how  safe  it  is. 


SHINN  &  KIRK 

1400  Spruce  Street  -  Philadelphia 


m- .  *  _ _ J 
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Manufacturers  Will  Fight  Proposed 
Changes  in  Rolled  Oats  and 
Oatmeal  Tariffs 

Pending  Tariff  Bill  Will  Put  Rolled  Oats  on  Free  List  and 
Reduce  Tariff  on  Raw  Oats  from  Fifteen  Cents  to  Ten. 
Manufacturers  Say  this  Won’t  Give  Them  a  Fair  Chance. 


“Third. — The  admixture  of  so¬ 
dium  benzoate  with  food  in  small 
or  large  doses  has  not  been  found 
to  injuriously  affect  or  impair  the 
quality  or  nutritive  value  of  such 
food.” 

Upon  the  strength  of  this  report 
the  “three  Secretaries”  (Hon.  James 
Wilson  Secretary  of  Agriculture; 
Hon.  Oscar  S.  Straus,  Secretary  of 
Commerce  and  Labor,  and  Hon. 
Geo.  B.  Cortelyou,  Secretary  of  the 
Treasury)  promulgated  the  follow¬ 
ing  regulation  under  the  Federal 
Act,  known  as  “Food  Inspection 
Decision  No.  104”: — 

“The  Referee  Board  of  Consult¬ 
ing  Scientific  Experts,  composed  of 
Dir.  Ira  Remsen,  Dr.  Russell  H. 
Chittenden,  Dr.  John  H.  Long,  Dr. 
Alonzo  E.  Taylor  and  Dr.  C.  A. 
Herter,  have  reported  upon  the  use 
of  benzoate  of  soda  in  foods.  The 
Board  reports,  as  a  result  of  three 
extensive  and  exhaustive  investiga¬ 
tions,  that  benzoate  of  soda  mixed 
with  food  is  not  deleterious  or  poi¬ 
sonous  and  is  not  injurious  to 
health.  The  summary  of  the  report 
of  the  Referee  Board  is  published 
herewith. 

“It  having  been  determined  that 
benzoate  of  soda  mixed  with  food 
is  not  deleterious  or  poisonous  and 
is  not  injurious  to  health,  no  objec¬ 
tion  will  be  raised  under  the  Food 
and  Drugs  Act  to  the  use  in  food 
of  benzoate  of  soda,  provided  that 
each  container  or  package  of  such 
food  is  plainly  labeled  to  show  the 
presence  and  amount  of  benzoate  of 
soda.” 

Can  Mr.  Woodward  or  any  one 
else  who  has  read  the  “glucose  opin¬ 
ion”  doubt  that  the  United  States 
Supreme  Court  will  hold  Senate  Bill 
No.  5,  as  now  proposed,  to  be  un¬ 
constitutional  in  so  far  as  it  seeks 
to  prohibit  the  use  of  “benzoic 
acid,  sodium  benzoate  or  other  ben¬ 
zoate”  in  goods  shipped  from  with¬ 
out  the  State? 

The  same  is  true  of  “alum  or  any 
compound  of  alumnium,”  the  use 
of  which,  if  its  presence  and  quan¬ 
tity  is  stated  on  the  label,  is  al¬ 
lowed  by  the  Federal  regulations, 
pending  a  report  on  same  by  the 
“Referee  Board”;  and  the  same  is 
also  true  as  to  colors,  if  those  al¬ 
lowed  by  Senate  Bill  No.  5  do  not 
correspond  with  those  authorized 
by  the  Federal  regulations. 

The  term  “police  powers,”  as  ap¬ 
plied  to  a  State,  is  an  elastic  one, 
and,  like  charity,  can  be  made  to 
“cover  a  multitude  of  sins.” 

In  the  “glucose  opinion,”  the 
Court  says  of  such  powers : — 

“It  by  no  means  follows  that  the 
State  is  not  permitted  to  make  reg¬ 
ulations,  with  a  view  to  the  protec¬ 
tion  of  its  people  against  fraud  or 
imposition  by  impure  food  or  drugs. 
This  subject  was  fully  considered 
by  this  court  in  Savage  vs.  Jones, 
225  U.  S.  501,  in  which  the  power 
of  the  State  to  make  regulations 
concerning  the  same  subject-matter, 
reasonable  in  their  terms  and  not  in 
conflict  with  the  acts  of  Congress, 
was  recognized  and  stated,  and  cer¬ 
tain  regulations  of  the  State  of  In¬ 
diana  were  held  not  to  be  inconsis¬ 
tent  with  the  Food  and  Drugs  Act 
of  Congress.” 

But  it  will  be  noted  that  such 
laws  and  regulations  must  be  “rea¬ 
sonable  in  their  terms  and  not  in 
conflict  with  the  acts  of  Congress,” 
and  not  “inconsistent  with  the  Food 
and  Drugs  Act.” 

And  on  this  point,  an  older  deci¬ 
sion  of  the  court  is  instructive, 
which  says : — 

“The  Legislature  may  not,  under 
the  guise  of  protecting  the  public 
interest,  arbitrarily  interfere  with 
private  business  or  impose  unusual 
or  unnecessary  restrictions  upon 
lawful  occupations.  In  other  words, 
its  determination  as  to  what  is  a 


proper  exercise  of  its  police  powers 
is  not  final  or  conclusive,  but  is 
subject  to  the  supervision  of  the 
courts.”  Lawton  vs.  Steele,  152 
U.  S.,  133,  137. 

It  follows : — 

1st.  That  a  product  which  is  ad¬ 
missible  into  a  State  under  the  law 
of  such  State,  but  which  is  not 
labeled,  to  meet  the  requirements  of 
such  State’s  law,  is  nevertheless 
privileged  to  one  unmolested  sale 
if  it  comes  into  such  State  through 
the  channels  of  interstate  commerce, 
and  is  legal  and  properly  labeled 
under  the  Federal  law. 

2d.  That  a  product,  recognized 
as  legal  under  the  Federal  law,  but 
absolutely  prohibited  by  a  State 
law,  is  nevertheless  privileged  to 
one  unmolested  sale  if  it  comes 
into  such  State  through  the  chan¬ 
nels  of  interstate  commerce. 

3d.  All  products,  even  though 
legal  under  the  Federal  law  and 
brought  into  the  State  through  the 
channels  of  interstate  commerce,  be¬ 
come  subject  to  regulation  under 
the  State  law,  after  one  sale  by  the 
original  importer,  unless  they  are 
sold  and  shipped  by  him  into 
another  State. 

This  results  in  a  loss  of  business 
to  the  jobbers  of  the  State,  and  an 
increased  cost  to  the  retailers,  and 
therefore  to  the  consumers,  upon  all 
products  which  are  legal  and  le¬ 
gally  labeled  under  the  Federal  law, 
but  illegal  or  illegally  labeled  under 
the  State  law. 

The  Remedy  is  to  make  the  laws 
of  the  States  uniform  with  the  Fed¬ 
eral  law,  at  the  same  time  provid¬ 
ing  that  the  State  officer  who  is 
charged  with  the  administration  of 
the  law  shall  make  the  rules  and 
regulations  for  the  enforcement  of 
the  State  law  to  conform  to  and 
be  in  substance  the  same  as  the 
rules  and  regulations  adopted  from 
time  to  time  for  the  enforcement 
of  the  Federal  act. 

The  same  is  true  as  to  the  “net 
weight  and  measure”  laws,  though 
they  can  well  be  restricted  to  goods 
shipped  and  sold  in  “package  form,” 
leaving  the  State  to  have  its  own 
standards,  etc.,  as  to  all  other 
commodities. 

If  it  is  impossible  or  impractica¬ 
ble  to  do  this  in  Pennsylvania,  then 
an  act  should  be  passed  modeled  on 
a  bill  now  pending  before  the  Leg¬ 
islature  of  Wisconsin  (introduced 
as  a  result  of  the  “glucose  deci¬ 
sion”)  of  which  the  following  is 
a  copy : — 

“From  and  after  the  passage  of 
this  act,  no  law  of  the  State  shall 
be  construed  to  prohibit  or  inter¬ 
fere  with  the  free  and  unlimited 
importation  of,  trade  in  or  sale  of 
such  food  products  as  may  be  au¬ 
thorized  for  transportation  in  inter¬ 
state  commerce  under  the  Food  and 
Drugs  Act  of  the  Congress  of  the 
United  States,  approved  June  30, 
1906,  or  the  Rules  and  Regulations 
issued  thereunder. 

“This  act  shall  take  effect  and  be 
in  force  from  and  after  its  passage 
and  publication.” 

Yours  truly, 

Wm.  Beverly  Winslow. 


Former  Pennsylvania  Food  Commis¬ 
sioner  Will  Try  to  Clean  Up 
Atlantic  City. 

Dr.  B.  H.  Warren,  who  for  years 
was  Dairy  and  Food  Commissioner 
of  Pennsylvania,  has  been  appoint¬ 
ed  to  a  similar  position  by  the  city 
commission  in  Atlantic  City,  N.  J. 
He  is  to  get  a  salary  of  $500  a 
month,  his  term  of  office  beginning 
May  15th  and  ending  November 
15th. 


The  manufacturers  of  rolled  oats 
and  oatmeal  have  started  an  active 
propaganda  against  the  proposed 
changes  in  the  tariff  both  on  rojled 
oats  and  whole  oats.  The  present 
tariff  on  rolled  oats  is  1  cent  per 
pound  and  it  is  proposed  to  put 
them  on  the  free  list.  The  tariff  on 
raw  oats  is  now  15  cents  per  bushel, 
and  it  is  proposed  to  reduce  them 
to  10  cents.  The  manufacturers 
will  fight  this  in  Congress  on  the 
ground  that  the  American  manufac¬ 
turer  is  still  compelled  to  pay  a 
high  tariff  on  his  raw  material, 
while  forced  to  compete  with  the 
product  of  his  foreign  competitor, 
which  is  allowed  to  come  in  with¬ 
out  paying  any  duty  at  all. 

One  of  the  leading  American 
manufacturers  has  prepared  the  fol¬ 
lowing  statement  on  the  subject; — 

The  new  tariff  schedule  provides 
for  an  import  duty  of  10  cents  per 
bushel  on  raw  oats. 

It  also  provides  for  the  import¬ 
ing  of  manufactured  oats  products, 
rolled  oats,  oatmeal  and  oat  feed, 
free. 

This  is  probably  the  first  time  in 
the  history  of  tariff  laws  that  any 
nation  has  proposed  to  pay  foreign 
manufacturers  a  bonus  on  their  man¬ 
ufactured  wares.  In  plain  English, 
that  is  what  our  present  Congress 
proposes  to  do. 

The  American  manufacturer  of 
oat  products  will  have  to  compete 
with  the  Canadian  manufacturer, 
but  is  denied  the  privilege  of  se¬ 
curing  his  supply  at  the  same  price 
as  the  Canadian  manufacturer. 

Bear  in  mind  that  the  independent 
rolled  oat  manufacturers  of  the 
United  States,  who  have  no  mills 
in  Canada,  are  not  asking  for  a 
protective  tariff  on  the  manufac¬ 
tured  products  of  oats — we  simply 
ask  for  an  equalization ; — 

EITHER  no  tariff  on  the  raw 
material  to  equalize  it  with  the 
manufactured  product  and  enable 
us  to  buy  on  the  same  basis  as 
the  Canadian  manufacturer, 

Or,  place  a  tariff  on  the  manu¬ 
factured  products  equal  to  the  pro¬ 
posed  tariff  of  10  cents  per  bushel 
on  the  raw  material,  which  we 
figure  would  be  55  cents  per  cwt. 
on  rolled  oats  and  oatmeal  and  15 
cents  per  cwt.  on  oat  feed. 

Government  statistics  of  Canada 
and  United  States  now  before  the 
writer  indicate  an  average  differ¬ 
ence  in  price  for  raw  oats  between 
the  principal  Canadian  markets  and 
our  Chicago  market  of  7  cents  per 
bushel  in  favor  of  Canada  for  the 
past  five  years.  The  freight  from 
the  principal  Canadian  ports,  upon 
which  oat  prices  are  based,  to  the 
city  of  Chicago  is  3  cents  per 
bushel.  This  would  make  the  actual 


difference  in  favor  of  Canada  4 
cents  per  bushel.  Add  to  this  an 
import  duty  of  10  cents  and  you 
have  a  grand  total  of  14  cents, 
which  means  that  the  Canadian 
rolled  oats  miller  will  buy  his  raw 
material  at  14  cents  per  bushel  less 
than  the  American  manufacturer, 
which  is  approximately  $1.50  per  ] 
barrel  on  the  manufactured  product, 
or  about  five  times  the  average 
profit  of  the  American  manufac¬ 
turer. 

You  can  see  from  this  the  de¬ 
moralization  that  will  rjesult.  It  ' 
might  be  argued  by  demagogues, 
who  seek  to  reduce  the  cost  of 
living,  that  this  is  well  for  the 
country  at  large,  but  bear  in  mind 
that  the  American  farmer,  like  the 
American  manufacturer,  will  be 
handicapped  14  cents  per  bushel  on 
oats. 

To  make  this  clearer,  the  Cana¬ 
dian  rolled  oats  manufacturer,  buy¬ 
ing  his  raw  material  at  14  cents 
less  than  the  American  manufac¬ 
turer,  will  ship  his  manufactured 
product  into  the  United  States,  and 
in  order  to  compete,  the  American 
manufacturer,  being  unable  to  import 
the  raw  material  from  Canada  on 
account  of  the  protective  tariff  of 
10  cents  per  bushel,  will  be  com-  . 
pelled  to  buy  from  the  American 
farmer  at  a  price  upon  which  he 
can  compete,  which  will  mean  that 
the  American  farmer  will  have  to 
sell  his  oats  at  a  price  10  cents  per  | 
bushel  lower  than  the  price  of  oats 
in  Canada  to  make  up  the  difference 
in  price  caused  by  the  tariff. 

It  is,  therefore,  not  only  to  the  j 
interests  of  us  as  manufacturers,  j 
but  also  to  the  interest  of  the  farm¬ 
er  and  the  public  generally,  to  de¬ 
mand  from  Congress  that  the  manu¬ 
factured  products  of  oats  be  placed, 
on  an  exact  parity  with  the  raw  ma-  ■;  1 
terial. 

We  are  advised  authoritatively 
that  the  present  tariff  bill  will  pass 
the  lower  House  without  amend-  1 
ments. 

Our  only  hope  now  is  to  secure 
justice  from  the  Senate,  and  yqur 
co-operation  to  the  extent  of  writ¬ 
ing  a  letter  to  both  Senators  rep--  'j 
resenting  your  State  protesting  , 
against  the  inequality  of  the  tariff 
schedule  on  raw  oats  and  the  manu¬ 
factured  products  thereof,  and  in¬ 
sisting  that  raw  oats  and  its  man¬ 
ufactured  products  be  placed  on  a 
parity  will  be  very  helpful  to  us, 
and  you  may  be  sure  that  we  will 
reciprocate  whenever  the  opportun¬ 
ity  presents  itself. 

Another  manufacturer  has  con¬ 
firmed  this  in  the  following: — 

The  bill  as  it  now  stands  is 
wrong,  since  it  would  force  the 
American  miller  to  suffer  the  com¬ 
petition  of  the  Canadian  miller,  who 
enjoys  the  benefit  of  his  lower  cost 
on  Canadian  oats  of  12  to  15  cents 
per  bushel,  and  the  law  at  the  same 
time  would  prohibit  the  American 
manufacturer  from  getting  the  ben¬ 
efit  of  this  same  low-priced  grain. 

In  other  words,  the  American  Gov¬ 
ernment  would  be  paying  a  bounty 
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in  effect  to  the  foreign  manufac¬ 
turer  of  $i  to  $1.50  per  barrel. 
Either  that  would  be  the  effect  or 
the  American  oatmeal  millers  would 
be  forced  to  buy  American  oats  at 
a  low  enough  basis  to  enable  them 
to  compete,  which  would  mean 
smashing  down  the  price  of  the 
American-grown  grain  at  least  to 
cents  per  bushel,  which  loss  the 
farmer  would  have  to  suffer.  If  the 
latter  proposition  is  impossible,  then 
the  American  miller  may  have  to 
go  out  of  business  or  move  his  mill 
to  Canada. 

The  manufacturers  seem  to  agree 
lat  the  proposed  changes  will  re- 
Lice  the  price  of  rolled  oats  and 
itmeal  to  consumers  in  this  coun- 

■y- 


antributed. 

All  Food  Products  Are  Not 
High. 


>w  York  Authority  Mentions  Several 
Staples  That  Are  Selling  as  Cheap 
as  They  Ever  Did. 


Display 

means 


p.'fes*.  Sdaf> 

. __  -J a.— 

HOT  trt  rut  UM~,A 

■Trvinrifri 


There  is  a  lot  of  talk  of  the  high 
ost  of  living,  and  still  there  is  such 
lot  of  goods  in  our  line  that  are 
s  cheap  as  they  have  ever  been  in 
heir  history,  and  if  people’s  atten- 
ion  were  only  called  to  some  of 
hese  cheap  food  products  the  cost 
if  living  would  be  materially  re- 
luced.  Take,  for  instance,  lentils, 
yhich  are  as  wholesome  as  peas  and 
leans,  if  not  more  so,  and  they  are 
elling  around  $y2  cents  per  pound. 
Norway  mackerel  are  to-day  one  of 
he  cheapest  things  on  the  market, 
ind  certainly  very  wholesome. 
Terring  are  certainly  cheap  enough 
md  also  nutritious  and”wholesome. 

Then  again,  take  those  imported 
)il  sardines,  which  at  one  time  were 
1  luxury,  but  to-day  are  even  within 
the  reach  of  the  poorest  people,  and 
which  are  both  wholesome  and  de 
licious.  They  are  almost  always 
packed  in  pure  and  very  fine 
olive  oil,  and  that  alone  makes  them 
nutritious,  and  so  we  have  dozens 
of  articles  which  are  really  cheap. 

G.  Forges, 

Secretary  Strohmeyer  &  Arpe 
Co. 

New  York,  N.  Y.,  May  7,  1913. 

X*X*%*X*XK%*X*S*%*S*X*%*%* 
PUSH  YOUR  OWN  BRAND  OF 

Peanut  Butter 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers:  also  Mason  jars, 
cans  or  pails. 

Ipham,  Miller  Co. 

ISE3W  YORK 

Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex-  g 
elusive  Grocers  in  America.  jg 

#x*x*x*x*x*x#x*x#x*x*x*x*x 1 


Always  have 
Young’s  Soaps  on  display 

because  that’s  how  to  start  a  big  trade  on  soap  that  will  be 
both  satisfactory  to  your  customers  and  profitable  to  you. 
Every  one  of  YOUNG’S  SOAPS  is  so  good  it  helps  to 

sell  all  the  others. 

We  not  only  give  your  customers  fine  quality  and  big;  moneys- 
worth,  but  we  also  present  them  with  hundreds  of  useful  and  beautiful 
gifts  in  exchange  for  our  wrappers.  The  combination  of  quality  and 
gifts  enables  you  to  secure  the  sales  you  are  losing  now  because  of 
people  who  buy  their  groceries  from  you  and  their  soaps  somewhere  else. 
Push  Young’s  Soaps  and  get  the  profit  on  these  extra  sales  it 

belongs  to  you. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

"Soap  doesn’t  cost  very  much  in  a  year,  so  why  not  have 
the  best?  I  know  you’ll  get  more  satisfaction  out  of  PEARL 
BORAX  SOAP  if  you’ll  try  it.  Full  pound  in  every  bar.  Won  t 
hurt  the  hands.  Don’t  fail  to  save  the  wrappers. 


^penh^ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 

V 


Touching  the  ever  vital  question 
of  knowing  one’s  cost  of  doing 
business,  this 
journal  repro- 

Amazing.  .  , 

duces  with  amaze¬ 
ment  a  portion  of 
an  article  contributed  to  a  West¬ 
ern  paper : — 

In  a  conversation  the  writer  re¬ 
cently  had  with  a  very  prominent 
retail  dealer  of  Michigan,  he  stated 
that  his  cost  of  doing  business  was 
only  about  n  per  cent,  of  his  gross 
sales.  As  this  dealer  had  been  do¬ 
ing  a  yearly  business  of  over  $175,- 
000,  occupied  one  of  the  most  de¬ 
sirable  business  locations  in  his 
little  city,  and  was  known  to  be 
more  than  normally  prosperous,  it 
struck  the  writer  as  being  strange 
that  he  could  do  business  on  a 
smaller  margin  of  expense  than  his 
neighbors,  whose  cost  of  doing  busi¬ 
ness  was  known  to  be  in  the  neigh¬ 
borhood  of  19  per  cent,  of  the  gross. 

What  rent  did  he  pay  for  that 
splendid  half  block  upon  the  most 
prominent  business  street  of  the 
city?  “Not  a  cent,”  he  said.  He 
owned  the  building,  rented  the  up¬ 
per  floors  for  offices,  etc.,  which  not 
only  paid  for  the  repairs,  taxes,  etc., 
but  gave  him  a  little  income  and 
his  own  rent  “free.” 

All  right — what  rent  would  he 
have  to  pay  for  his  location  if  he 
did  not  own  it;  or,  if  he  was  not 
in  business,  what  rent  would  he 
charge  some  other  concern  for  the 
occupancy  of  the  store?  Probably 
$2,500  a  year.  Perhaps  he  might 
shade  it  to  $200  a  month,  but  not 
less. 

What  salary  did  the  dealer  charge 
up  for  his  own  services?  “Seventy- 
five  dollars  a  month,”  he  answered, 
explaining  that  he  did  not  spend  all 
of  his  time  in  the  store,  but  was 
busy  some  of  the  time  collecting 
rents  and  looking  after  farms  and 
city  property  which  he  owned.  His 
son  managed  the  business  during 
his  absence  and  received  the  same 
amount  for  his_  services,  besides  a 
share  in  the  profits.  Would  he 
come  to  St.  Louis,  take  charge  of  a 
business  doing  nearly  $200,000  sales 
a  year,  put  in  the  same  time  he 
did  at  his  Michigan  home,  and  be 
satisfied  with  a  salary  of  $100  a 
month?  I  asked  him.  “Impossible,” 
he  declared.  He  could  not  live  on 
that  sum. 

How  was  he  able  to  take  a 
quarter-page  ad.  every  day  in  the 
little  citv  paper,  at  a  cost  of  $18 
a  week,  I  asked.  Well,  you  see,  he 
was  the  principal  owner  of  the 
paper,  and  he  only  paid  the  actual 
cost  of  “setting  up”  the  advertise¬ 
ment.  What  was  the  regular  cost 
of  a  quarter-page  advertisement  to 
other  business  men?  As  near  as  he 
could  remember,  it  was  $12.50  per 
issue. 

After  that  we  had  a  little  heart- 
to-heart  seance  with  the  figures  of 
expense ;  $2,500  a  year  rent ;  the 
same  in  a  decent  salary  for  himself ; 
interset  upon  the  capital  he  had 
invested  and  a  number  of  other  ne¬ 
glected  expense  charges,  and  other 
acknowledged  expenditures  made  up 
a  total  of  more  than  one-third  more 
than  this  dealer  had  been  figuring 
as  the  cost  of  doing  business.  The 
sum  total  for  the  year,  estimated 
of  course,  but  very  close  to  what 


the  actual  figures  would  be,  was  di¬ 
vided  by  the  volume  of  business 
done  in  1912. 

It  gave  the  cost  of  doing  business 
of  19.3  per  cent,  as  against  n .4 
per  cent.,  as  he  had  figured. 

No  business  fallacy  seems  more 
widespread  than  this ;  that  a  mer¬ 
chant  who  owns  his  store  property 
has  no  need  to  include  rent  in  his 
expense  account  because  he  pays 
none.  Also,  that  he  should  not 
charge  up  a  salary  for  himself  be¬ 
cause  he  is  the  proprietor  and  is 
not  on  salary.  Both  are  fallacies 
pure  and  simple.  The  owner  of  a 
store  building  by  no  means  uses  it 
gratuitously;  it  costs  him  in  any 
event  the  interest  on  the  money  he 
has  invested  in  it.  This  interest  the 
business  should  pay,  whether  it  is 
called  rent  or  not. 

Neither  should  the  business  get 
for  nothing  the  services  of  its  man¬ 
ager,  merely  because  the  manager 
is  also  the  owner.  No  business  is 
self-supported  on  a  proper  founda¬ 
tion  whose  expense  account  does 
not  include  these  items. 


It  is  little  wonder  that  the  poli¬ 
ticians  get  most  of  what  they  want, 
while  the  mercan- 

Merchants’  and 

Politicians'  Ways  tile  classes  get 
of  Going  nothing.  The  pol- 
lticians  have  re¬ 
duced  the  art  of  getting  things  to 
an  exact  science,  and  when  some¬ 
thing  is  in  sight  they  can  let  loose 
a  plan  at  a  moment’s  notice  that 
will  do  the  trick  like  clockwork. 
Start  merchants  to  work  for  some¬ 
thing,  even  organized  merchants, 
and  the  method  and  result  are  as 
different  as  anything  can  be. 

All  the  above  is  inspired  by  the 
receipt  of  a  postal  from  A.  M. 
Howes,  secretary  of  the  Pennsyl¬ 
vania  Retail  Merchants’  Associa¬ 
tion,  apropos  of  the  bill  introduced 
by  that  organization  allowing  the 
attachment  of  wages  for  grocery 
debts.  This  bill  would  have  been  a 
sovereign  boon  to  every  retail  mer¬ 
chant  who  sold  on  credit,  yet  ap¬ 
parently  few  if  any  of  them  are 
telling  legislators  that  or  lifting  a 
finger  to  get  the  bill  passed.  Sec¬ 
retary  Howes  says :  “President 
O’Neill  writes  I  have  been  in  Har¬ 
risburg  almost  every  week  and  I 
find  it  hard  to  get  votes  for  col¬ 
lection  bill.  The  members  tell  there 


is  no  demand  for  the  bill  and  that 
they  have  not  been  asked  to  vote 
for  same  by  merchants  in  their  dis¬ 
tricts.” 

There  you  have  it.  If  the  poli¬ 
ticians  wanted  a  collection  bill  they 
would  have  brought  pressure  to 
bear  from  every  quarter.  There 
would  have  been  a  public  petition, 
or  private  personal  pressure — what¬ 
ever  they  thought  would  best  serve 
the  need.  Something  would  be 
doing  every  minute.  It  doesn’t  fol¬ 
low  that  they  would  get  what  they 
wanted,  but  they  would  come  much 
nearer  to  it  than  if  they  had  fol¬ 
lowed  the  merchants’  plan  of  doing 
nothing. 


The  Philadelphia  newspapers  of 
the  past  week  have  contained  the 
interesting  an- 
Why  it  Not  More  nouncement  that 

Co-operative 

Buying  Done?  the  several  thou¬ 
sand  employees  of 
the  Philadelphia  Rapid  Transit  Co. 
had  arranged  to  buy  certain  goods 
— not  groceries  as  yet — co-oper¬ 
atively.  They  agree  to  buy  their 
general  supplies  from  Strawbridge 
&  Clothier,  and  their  coal  from  a 
large  local  dealer,  in  both  cases  re¬ 
ceiving  an  extra  discount  of  eight 
per  cent.  Doubtless  the  plan  will 
work  perfectly,  except  that  they 
will  find  many  a  small  local  dealer 
selling  cheaper  in  the  first  place 
than  a  department  store  like  Straw- 
bridge  &  Clothier’s,  which  like  all 
department  stores,  is  under  enor¬ 
mous  expenses  not  known  to 
smaller  merchants  at  all. 

Considering  the  ease  with  which 
co-operative  buying  movements 
can  be  launched  and  conducted,  it 
is  an  eternal  mystery  that  so  little 
of  it  is  done.  Ten  or  twenty  con¬ 
sumers  can  always  join  together  at 
any  time  and  buy  cheaper  than  any 
one  of  the  number  can  alone. 
There  is  always  somebody  to  sell 
them  cheaper.  Half  a  hundred  re¬ 
tailers,  or  even  ten  or  twenty,  can 
always  save  by  pooling  their  pur¬ 
chases.  Either  the  jobber  will  'sell 
them  in  large  lots  cheaper,  or  some 
manufacturer  will.  There  is  no  ex¬ 
periment  about  it — it  is  as  certain 
as  anything  can  be,  and  this  makes 
it  totally  inexplicable,  particularly 
now  with  the  cry  “eliminate  the 
middleman”  in  everybody’s  ears, 


that  more  people  don’t  try  to  elimi¬ 
nate,  so  far  as  their  own  dealings 
are  concerned,  the  middleman  who 
stands  just  above  them  in  the 
scale. 


A  Fine  Example. 


The  writer  has  many  times  com¬ 
mented  upon  the  greater  care  that 
is  given  in  some 
other  countries, 
notably  England, 
to  the  learning  of 
the  grocery  business,  suggesting 
that  perhaps  to  the  fact  that  we  in 
this  country  give  it  almost  no  care 
at  all,  is  responsible  for  some  of 
the  evils  from  which  we  suffer. 

It  seems  that  Austria  is  another 
country  from  which  we  could  learn 
in  this  respect.  According  to  some 
correspondence  published  on  an¬ 
other  page,  boys  who  wish  to  learn 
the  grocery  business  there  must 
serve  an  apprenticeship  of  three 
years,  and  pay  their  employers  $20 
to  $30  a  year  during  the  whole  of 
that  time !  Learners  must  attend  a 
business  school,  and  in  the  end  are 
considered  trained  men.  Without 
such  training  they  are  not  allowed 
to  enter  business  for  themselves! 

What  a  splendid  thing  that 
would  be  for  the  United  States ! 
Nobody  allowed  to  add  to  the  num¬ 
ber  of  stores  unless  he  can  show  he 
knows  what  he  is  doing.  The 
training,  moreover,  would  probably 
act  as  an  ounce  of  prevention — men 
well  trained  in  business  would  con¬ 
sider  much  more  carefully  whether 
there  was  room  for  another  store. 

There  is  not  the  slightest  reason 
why  a  system  like  this  could  not  be 
introduced  into  the  United  States. 
Why  doesn’t  the  National  Retail 
Grocers’  Association  get  after 
some  such  thing? 


Here  Boys  Pay  to  Learn  the 
Grocery  Business. 


Correspondent  Writes  from  Austria 
that  Grocers  Get  Fees  for  Teaching 
Apprentices  the  Business,  Even 
Though  Wages  of  Experienced  Men 
Are  Much  Below  this  Country. 


Special  Correspondence  of  “Grocery  W^prld 
and  General  Merchant." 

Prague,  Austria,  April  29,  1913. 
In  reply  to  inquiries  as  to 
whether  any  special  training  or 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


11 


:finite  age  is  required  before  en- 
iging  in  the  grocery  business  in 
rague,  it  may  be  stated  that  those 
ho  contemplate  engaging  in  the 
isiness  usually  so  decide  when 
lite  young  boys.  A  boy  who  de- 
res  to  follow  the  business  must 
rve  an  apprenticeship  of  three 
:ars,  during  which  service  he 
ually  pays  his  employer  from  $20 
$30  per  annum.  In  a  few  instan- 
s  an  apprenticeship  of  but  two 
■ars  is  served.  In  such  cases  the 
nployer  usually  demands  about 
io  per  annum  from  the  apprentice, 
ho  in  return  for  his  services  and 
id  payment  is  furnished  with 
ain  board  and  lodging. 

While  serving  his  apprenticeship 
boy  is  compelled  to  attend  an  ad- 
mced  business  school  at  least^ 
/ice  a  week  and  on  Sundays  study 
1  additional  language,  either  Ger- 
an  or  Bohemian,  according  to  his 
itionality,  as  both  German  and 
ohemian  are  essential  here  in  busi¬ 
es  establishments.  In  case  the 
>prentice  is  not  industrious  and 
Jls  behind  in  his  studies  he  must 
tend  the  business  school  an  ad- 
tional  half  year.  Before  being 
ken  as  an  apprentice  he  must  have 
certificate  from  a  grammar  school 
lowing  he  attended  the  school  at 
ast  three  years. 

After  apprenticeship  has  been 
:rved,  wages  are  paid  which  vary 
>mewhat  according  to  the  grade  of 
le  grocery  where  the  apprentice  is 
nployed,  the  average  being  about 
\  to  $7.30  a  month,  including  plain 
)om  and  boarding ;  without  the  lat- 
:r  about  $10  to  $14.25  a  month, 
/ages  advance  according  to  a 
desman’s  merit ;  a  capable  and  ex- 
erienced  one  can  earn  $20  to  $25 
month  with  board  and  lodging 
'hen  employed  in  a  first-class  gro- 
ery. 

Girls  are  not  usually  employed 
s  grocers’  apprentices,  but  some- 
imes  to  arrange  salads,  cold  meats, 
heese,  etc.,  for  customers.  When 
man  desires  to  open  a  grocery  in 
is  own  name  he  must  present  an 
pprentice’s  certificate  from  the 
usiness  men’s  association  to  the 
lighest  Government  official  in  the 
[istrict.  He  must  also  prove  that 
ie  has  served  five  years,  including 
lis  apprenticeship  and  service  as  a 
grocer’s  assistant. 

J.  I.  Brittain. 


California  cherries  range  from 
>1.50  to  $4  per  box.  The  quality 
>f  much  of  the  receipts  is  poor  and 
lemand  is  slow. 


Follow  the  Leader 

Armour’s  Grape 
Juice  Girl  will  be  the 
advertising  sensation 
of  the  year.  You 
will  see  her  in  magazines, 
in  picture  shows,  on  signs, 
on  bill  boards.  This  typi¬ 
cal  figure  is  one  of  the 
features  of  our  giant  advertising 
campaign,  which  will  multiply  de¬ 
mand  for 

Armours  Grape  Juice 

BOTTLED  WHERE  THE  BEST  GRAPES  GROW 

Our  advertising  will  make  thousands  of  new  customers  for  Armour 
dealers.  It  will  win  the  multitudes  to  the  Armour  Brand. 

To  get  your  share  of  the  profits  of  this  big  money-making  line,  get  our 
new  Grape  Juice  Window  Display,  our  handsome  Store  Signs,  Display  Racks 
and  Store  Decorations. 

These  trade-winners  are  free  to  you.  They  will  boom  your  Grape 
Juice  Sales.  The  purity,  extra  goodness  and  superfine  flavor  of  the 
Armour  Brand  will  keep  this  trade  coming  and  growing. 

O  •  1  r\C.C.  x.  C*  We  have  a  special  proposition 

opecial  Utter  to  Urocers  for  you  We  will  ^ay  you  t0 

work  with  us  to  increase  your  sales.  This  is  co-operation  to  the  limit. 
Ask  us  for  full  details.  Write  now. 


GRAPE  JUICE  FACTORIES 
AT  WESTFIELD,  N.  Y.,  AND 
MATTAWAN,  MICH. 


ARMOUR COMPANY 


CHICAGO 


WHAT  TO  TELL  CUSTOMERS 

“Try  Armour’s  Grape  Juice  on  my  recommendation; 
you’re  sure  to  like  it.  Its  absolute  purity  is  guaranteed  by 

Armour  &  Company.” 


\c o\  M 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 


Near-by  Growers  Don’t  Want  Potatoes  Put  on  Free  List.  Com¬ 
mission  Men  Complain  Over  New  Laws.  New  Law 
Compels  Delicatessen  Dealers  to  Close  Sunday  Mornings  at 
Ten  O’clock.  Bill  to  Limit  Grocery  Clerks’  Hours  Defeated. 
Various  Trade  Items  and  Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York,  May  8,  1913. 

Long  Island  farmers  and  a  num¬ 
ber  of  the  wholesale  dealers  in  this 
city  have  been  showing  a  lot  of 
anxiety  over  the  prospect  of  pota¬ 
toes  being  placed  on  the  free  list 
in  the  new  tariff.  The  Long  Island 
Potato  Exchange  has  adopted  reso¬ 
lutions  and  appointed  committees  in 
an  effort  to  interest  the  members  of 
Congress  from  this  section  to  make 
a  last  effort  to  get  potatoes  off  the 
free  list. 

In  their  arguments  they  say  that 
Long  Island  now  grows  a  large 
proportion  of  the  potatoes  sold  for 
local  consumption  in  Brooklyn, 
New  York  and  nearby  places  and 
that  the  production  has  been  stead¬ 
ily  increasing  and  is  capable  of 
much  further  increase.  They 
argued,  however,  that  the  farmers 
of  Long  Island  cannot  compete  in 
raising  potatoes  with  Canadian 
farmers  if  the  duty  is  removed. 
Further,  they  say  that  the  present 
embargo  against  potatoes  from 
some  of  the  European  countries  is 
likely  to  be  removed  soon  as  the 
disease  in  the  foreign  plants  will 
be  eliminated  and  after  that  pota¬ 
toes  from  Europe  will  be  dumped 
in  New  York  at  excessively  low 
prices  if  the  product  goes  ou  the 
free  list. 

It  is  recalled  that  a  number  of 
years  ago  when  the  duty  was  taken 
off  temporarily  great  quantities  of 
potatoes  came  from  Europe  and  the 
prices  fell  to  a  point  at  which  it 
was  not  profitable  for  the  Long 
Islanders  even  to  attempt  the  sale 
of  their  crop,  which  was  fed  to  cat¬ 
tle  or  rotted  in  the  ground. 

*  *  * 

Among  the  commission  men  of 
the  West  Side  there  is  much  com¬ 
plaint  over  the  activity  of  the  State 
Legislatures,  in  their  sessions  just 
closing,  in  adopting  laws  regulat¬ 
ing  the  business  of  the  middlemen. 
One  of  the  largest  of  the  mer¬ 
chants,  in  talking  with  your  corre¬ 
spondent,  said  that  the  Legislatures 
seemed  to  proceed  on  the  theory 
that  all  commission  merchants  are 


dishonest ;  that  they  are  a  species 
of  robbers,  in  fact;  and  that,  there¬ 
fore,  it  is  necessary  to  prevent  them 
by  laws  from  robbing  the  poor,  in¬ 
nocent  farmers. 

The  merchant  said  that  the  idea 
of  a  farmer  having  some  tricks  of 
his  own  did  not  seem  to  enter  into 
the  mind  of  any  of  the  legislators. 
Yet,  he  said  a  large  part  of  the 
trouble  in  the  trade  comes  from  the 
trickery  of  farmers  in  packing  sup¬ 
plies  that  are  off-grade  or  lacking 
in  quantity  as  well  as .  quality. 
Often,  he  said,  the  commission  man 
is  blamed  when  he  has  to  rely  more 
or  less  on  the  honesty  of  the  farmer 
in  the  matter  of  products  shipped 
in  barrels  or  other  packages. 

The  merchant  said  that  the  Leg¬ 
islatures  that  have  such  a  craze  for 
the  regulation  of  business  should 
turn  their  attention  to  some  of  the 
tricks  of  the  farmers  and  give  the 
middleman  at  least  a  square  deal. 
LTnder  some  of  the  new  laws  the 
middlemen  will  have  to  carry  all  of 
the  burden,  he  said,  while  the 
farmer  will  get  all  the  best  of  the 
situation. 

*  *  * 

The  report  that  the  Federal  au¬ 
thorities  are  likely  to  abolish  the 
Remsen  Board  of  Consulting 
Chemists  is  apparently  not  arousing 
any  excitement  in  the  wholesale  or 
retail  grocery  trade.  The  manufac¬ 
turers  and  jobbers  seem  to  have 
little  anxiety  over  the  work  of  the 
new  Federal  food  inspection  service 
and  this  is  said  to  be  one  reason 
why  the  elimination  of  the  chemists 
would  not  give  any  jar  to  the  trade 
at  present. 

In  the  Wiley  regime  the  chem¬ 
ists  were  somewhat  in  the  nature  of 
a  check  to  Dr.  Wiley’s  rulings. 
They  provided  a  sort  of  technical 
tribunal  to  which  troublesome  ques¬ 
tions,  such  as  those  regarding  the 
use  of  soda  and  other  preservatives, 
could  be  referred  and  this  took  a 
little  from  Dr.  Wiley’s  otherwise 
arbitrary  power. 

The  new  board  of  inspection,  ac¬ 
cording  to  the  talk  now  heard  in 
the  trade,  is  more  inclined  than  the 
old  board  to  take  into  account  the 


customs  of  the  business  in  making 
its  regulations  and  to  show  a  more 
sympathetic  spirit  toward  all  fac¬ 
tors. 

An  instance  given  is  that  of  dried 
peas  which  are  soaked  out  and 
canned.  Dr.  Wiley  ruled  that  the 
label  should  call  such  peas  soaked 
peas.  The  manufacturers  did  not 
like  the  word  “soaked”  as  it  hurt 
sales.  The  new  board  is  inclined 
to  allow  a  label  stating  that  the  con¬ 
tents  of  the  can  were  prepared  from 
dried  peas.  The  word  “dried”  is 
more  acceptable  than  “soaked”  to 
the  packers. 

Similarly  the  word  dried  may  be 
applied  in  describing  lima  beans, 
when  dried  beans  are  used  in  mak¬ 
ing  up  succotash. 

A  French  label  may  be  used  for 
peas  with  the  qualification  “Ameri¬ 
can”  placed  this  way:  “American 
petits  pois.” 

Other  similar  concessions  from 
the  new  board  are  expected.  As  a 
result,  the  wholesale  trade  in  this 
city,  in  general,  seems  to  enjoy  a 
more  complacent  attitude  of  mind 
toward  the  work  of  the  Federal 
Pure  Food  Bureau  and  not  to 
worry  as  to  whether  or  not  the 
separate  organization  of  chemists  is 
to  be  maintained. 

*  *  * 

As  a  result  of  the  legislation  at 
the  session  of  the  New  York  Leg¬ 
islature,  which  adjourned  this  week, 
the  delicatessen  dealers  as  well  as 
the  grocers  must  now  close  their 
stores  in  this  city  at  10  o’clock  on 
Sunday  mornings.  The  delicates¬ 
sen  men  are  allowed  to  reopen  from 
4  to  7.30  P.  M.  for  the  sale  of 
cooked  food  only.  The  law  ex¬ 
pressly  says  that  the  delicatessen 
dealers  are  not  to  have  the  privi¬ 
leges  of  caterers  who  can  serve 
meals  at  all  hours. 

On  the  whole,  this  restriction  of 
the  hours  of  the  delicatessen  men 
who  have  been  keeping  open  all 
day  Sunday  heretofore  will  be  re¬ 
garded  as  an  improvement  as  far 
as  grocers  are  concerned.  Under 
the  old  way  the  delicatessen  men 
had  all  the  advantage  of  keeping- 
open  all  day  Sunday,  while  grocers 
were  closed,  or  open  at  the  most  up 
to  10  A.  M.  only.  Moreover,  the 
average  delicatessen  store  contains 
pretty  general  lines  of  groceries. 

More  harmonious  relations  be¬ 
tween  retail  grocers  and  delicates¬ 
sen  dealers  may  result. 

*  *  * 

In  the  canned  goods  trade  there 
is  much  talk  about  the  benefits  that 


are  expected  to  result  from  the  es¬ 
tablishment  of  the  new  research 
laboratories  at  Washington.  It  is 
believed  that  the  work  of  these 
laboratories  will  aid  greatly  in  plac¬ 
ing  the  business  upon  a  higher 
plane  in  various  respects  and  espe¬ 
cially  in  convincing  the  public  oi 
the  pure  and  wholesome  character 
of  canned  goods  and  thus  increas¬ 
ing  the  consumption. 

*  *  * 

In  the  notices  sent  out  by  the  De¬ 
partment  of  Agriculture  of  judg¬ 
ments  in  food  cases  is  one  in  rela¬ 
tion  to  the  misbranding  of  coffee 
The  coffee  was  shipped  by  the  Rot- 
ter-Sloan-O’Donoghue  Co.  of  this 
city  and  was  labeled  “Elephan: 
Compound  Coffee  and  Chicory.’ 
It  was  further  stated  on  the  labe 
that  the  amount  of  chicory  wa: 
small  and  intended  only  to  bring 
out  the  flavor  of  the  coffee. 

The  department  claims  that  th< 
coffee  contained  25  per  cent.  0 
chicory;  that  this  was  not  a  smal 
proportion  and  was  used  not  tc 
bring  out  the  flavor  of  the  coffe< 
but  to  cheapen  the  product  and  st 
the  label  was  misleading. 

*  *  * 

The  clerks’  bill  limiting  the  hour 
of  employment  of  clerks  in  grocer; 
stores  to  70  hours  a  week  was  de 
feated  at  the  session  of  the  Legis 
lature  just  closed.  The  bill  was  en 
dorsed  and  pushed  by  the  organiza 
tion  of  grocery  clerks,  but  was  op 
posed  by  the  retail  grocers’  associa 
tions  of  the  city. 

For  opposing  this  bill  the  retai 
grocers  are  now  accused  of  being  1 
inconsistent  and  perhaps  short 
sighted.  The  retailers  have  beei 
agitating  for  years  for  laws  fo 
Sunday  closing  and  for  shorte 
business  hours  for  themselves 
They  have  said  that  they  desir 
shorter  hours.  They  favored  law 
so  that  all  will  have  to  keep  th* 
same  hours  and  so  that  one  deale 
will  not  lose  customers  because  hi 
competitors  keep  open  later  thai 
he  does. 

It  is  suggested  that  by  shorten 
ing  the  hours  of  the  clerks  the  lav 
would  have  necessarily  shortens 
the  hours  of  the  grocers,  wh< 
would  thus  get  what  they  have  long 
been  desiring. 

Some  of  the  grocers  felt,  how 
ever,  that  the  arbitrary  limit  of  71 
hours  a  week  might  be  too  narro\ 
and  that  the  time  has  not  yet  com 
for  this  restriction.  This  view  pre 
vailed  in  the  organizations  that  op 
posed  the  bill. 
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Without  doubt  the  same  or  a 
lilar  bill  will  be  proposed  again 
<t  year  and  a  strong  effort  will 
;n  be  made  by  the  clerks  to  get 
:  endorsement  and  assistance  of 
:  retailers’  associations. 

*  *  * 

grocers  and  other  merchants 
re  been  put  to  a  lot  of  trouble 
the  new  cleaning  up  regulations 
lich  Mayor  Gaynor  put  in  force, 
e  object  is  to  make  the  city 
aner  and  more  sanitary.  But 
.ny  merchants  did  not  hear  of  the 
,v  regulations  until  after  they 
re  reported  for  violations  and 
merous  small  fines  have  been 
id  in  consequence. 

Dne  of  the  most  provoking  con- 
ions  is  caused  by  a  conflict  of 
lers  from  the  health  and  police 
partments  as  to  the  collection  of 
rbage.  The  police  ordered  that 
;  garbage  cans  must  not  be 
iced  beyond  the  building  line, 
it  the  garbage  collectors  refuse 
touch  the  cans  unless  they  are 
iced  at  the  curbstone.  Whatever 
did,  the  storekeeper  got  into 
mble  as  a  result.  He  could  not 
the  garbage  accumulate  without 
tting  a  summons  from  health  in- 
ectors.  A  number  of  grocers 
:re  among  those  brought  into 
urt  as  a  result  of  the  conflicting 
ders  of  the  two  departments. 

In  most  instances  the  magistrates 
smissed  the  complaints  after  the 
mergence  in  the  orders  of  the  two 
partments  was  explained. 
Another  new  order  prohibits  the 
reeping  of  sidewalks  after  8 
flock  in  the  morning  and  a  num- 
r  of  storekeepers  were  brought 
court  because  their  employees 
d  not  heed  this  new  regulation. 
There  has  long  been  complaint 
•out  the  sweeping  of  sidewalks, 
pecially  in  busy  streets,  just  at 
e  hours  when  the  largest  number 
:  people  were  going  to  their  places 
:  business  or  employment. 


GET  THE  MONEY 
OUT  OF 


& 


The  money  is  in  PRIZE  BUTTER  if  you’ll  do  your 
part  to  get  it.  PRIZE  BUTTER  will  be  packed  to  suit 
your  trade — you  can  get  it  in  a  carton,  tub  or  print,  colored 
and  salted  to  suit.  You  can  depend  on  it  being  uniform  in 
quality  and  flavor ,  so  it  will  always  please  your  customers, 
and  you  know  the  satisfaction  in  handling  a  butter  that  both 
you  and  your  customers  could  depend  on — no  complaints,  no 
dissatisfaction.  Our  name  on  a  butter  is  a  guarantee  to  you, 
because  it’s  a  guarantee  to  your  customers.  Our  GURNSE 
BUTTER  is  the  leader  in  Philadelphia,  and  we’re  going  to 
make  PRIZE  BUTTER  the  biggest  seller  in  the  State  of 
Pennsylvania.  All  you  have  to  do  is  push  it  and  get  the 
benefit  of  the  steady  stream  of  sales  and  profits. 

P.  F.  BROWN  &  CO. 


*  *  * 

At  the  last  meeting  of  the  New 
ork  Retail  Grocers’  Association 
ice-President  Wehman  said  that 
ie  retailers’  profits  on  various  lines 
f  cereals  are  altogether  too  small, 
fe  suggested  that  representatives 
f  the  four  organizations  of  retail¬ 
's  in  Greater  New  York  be  called 
)gether  so  as  to  brine  the  matter 
J  the  attention  of  the  manufactur¬ 
es  of  these  cereals  and  endeavor 
>  obtain  selling  plans  that  will  give 
ie  retailer  a  reasonable  return  for 
is  labor  and  expenses  in  selling  the 
roducts. 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  well  named,  because  it’s  winning  friends  for  us 
every  day.  Try  it  and  let  me  know  how  you  like  it.  One  of  the  best  things 
about  it  is  that  it’s  made  by  a  responsible  concern,  and  you  can  depend  on  it 
being  always  uniform  in  quality  and  flavor.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


39,  41  and  43  South  Front  Street 
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New  Pennsylvania  Food  and  Drink  Bills 
Both  Defeated  on  Final  Passage 
Bat  Revived  and  Are  Now  on 
Postponed  Calendar 

<r 

Text  of  Both  Measures  as  They  Now  Stand.  State  Association 
Having  Hard  Work  to  Get  Votes  for  Garnishment  Bill. 
Governor  Listens  to  Arguments  for  and  Against  New 
Storage  Food  Bill. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Definite  action  was  not  taken  but 
it  is  likely  that  the  subject  will  be 
brought  up  again. 

*  *  * 

A  representative  of  a  plan  called 
Simplified  Selling  has  been  before 
the  Brooklyn  Association  in  an 
effort  to  interest  it  in  the  advertis¬ 
ing  and  selling  plan  of  his  company. 
He  proposes  to  get  the  manufactur¬ 
ers  to  advertise  in  the  daily  press 
and  to  include  in  page  advertise¬ 
ments,  published  once  a  week  or  so, 
a  list  of  the  retailers  handling  the 
products  that  are  advertised  and 
which  will  be  grouped.  The  plan 
involves  simultaneous  window  dis¬ 
plays  by  the  retailers  of  articles  that 
are  featured  in  successive  weeks. 
Neighborhood  literature  is  also  to 
be  distributed. 

The  association  took  no  immedi¬ 
ate  action  on  the  proposition  and 
referred  it  for  consideration  at  an 
executive  session. 


Summarized  Market  Con¬ 
ditions. 

Business  is  irregular  in  the  spot 
coffee  market.  The  Santos  assort¬ 
ments  are  poor.  The  supply  of 
good  4s  seems  to  be  especially  light. 
There  are  fair  sales  in  some  quar¬ 
ters  at  regular  quotation  and  buy¬ 
er  are  not  willing  to  go  above  the 
market  to  get  supplies.  The  quo¬ 
tations  range  from  1344  .to  13^ 
for  Santos  4s  and  from  to 

nl/2  for  Rio  7s. 

Jobbers  report  a  fair  routine 
business  in  teas  with  prices  steady 
for  lines,  although  concessions 
could  be  obtained  on  any  large  or¬ 
ders.  There  has  not  been  enough 
business  in  the  Japan  market  since 
the  opening  to  give  much  idea  of 
the  probable  trend.  Some  of  the 
brokers  say  that  the  buyers  in  the 
East  will  probably  pursue  a  cau¬ 
tious  policy  in  the  expectation  of 
obtaining  lower  prices. 

Withdrawals  of  refined  sugar 
have  not  been  coming  up  to  expec¬ 
tations,  and  the  market  is  generally 
quiet.  The  Federal  quotes  4.10  for 
its  remaining  stock  at  consignment 
points.  Arbuckles  ask  4.20  and  the 
others  quote  4.30,  but  are  said  to  be 
shading  this  figure. 

Rice  is  quiet  and  steady  with  a 
fair  business  reported.  The  dis¬ 
tributors  as  a  rule  seem  to  have  suf¬ 
ficient  supplies  for  immediate  re¬ 
quirements  so  that  there  is  no  spe¬ 
cial  activity. 

Canned  vegetables  are  mostly 
quiet.  Spot  canned  tomatoes  are 

(Continued  on  pnge  a?.) 


Harrisburg,  Pa.,  May  9,  1913. 
At  this  writing  it  is  quite  uncer¬ 
tain  whether  the  new  general  food 
bill  will  pass  or  not.  As  previously 
stated  it  was  reported  in  the 
Senate  from  the  Health  and  Sani¬ 
tation  Committee  with  a  favorable 
recommendation,  then  sent  back  to 
the  committee,  which  amended  and 
reported  it  again.  The  bill  passed 
second  reading  and  came  up  for 
third  reading  and  final  passage 
twice,  but  each  time  it  was  post¬ 
poned.  On  Tuesday  last  it  came  up 
and  was  defeated,  but  later  was 
rescued  and  put  on  the  postponed 
calendar.  It  will  come  up  again 
shortly.  When  it  was  defeated  and 
at  the  present  time,  the  bill  as 
amended  is  as  follows : — 

AN  ACT 

Relating  to  food,  defining  food, 
providing  for  the  protection  of 
the  public  health  and  the  preven¬ 
tion  of  fraud  and  deception  by 
prohibiting  the  manufacture  or 
sale,  the  offering  for  sale  or  ex¬ 
posing  for  sale,  or  the  having 
in  possession  with  intent  to  sell, 
of  adulterated,  misbranded  or 
deleterious  foods  and  of  foods 
short  in  weight  or  measure,  pre¬ 
scribing  certain  duties  of  the 
Dairy  and  Food  Commissioner  in 
reference  thereto,  and  providing 
penalties  for  the  violation  thereof. 
Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  any  person,  firm, 
co-partnership,  limited  partnership, 
joint  stock  company  or  corporate 
body,  by  himself,  herself,  itself  or 
themselves,  or  by  his,  her,  its  or 
their  agents,  servants  or  employees, 
to  manufacture,  sell,  offer  for  sale, 
expose  for  sale  or  have  in  posses¬ 
sion  with  intent  to  sell,  any  article 
of  food  which  is  adulterated  or 
misbranded  or  of  foods  short  in 
weight  or  measure  within  the  mean¬ 
ing  of  this  act. 

Sec.  2.  That  the  term  “food,” 
as  used  in  this  act,  shall  include 
not  only  every  article  used  for  food 
by  man,  but  also  every  article  used 
for  or  entering  into  the  composi¬ 
tion  of  or  intended  for  use  as  an 
ingredient  in  the  preparation  of 
food  for  man. 

That  the  term  “person,”  as  used 
in  this  act  shall  include  individ¬ 
uals,  firms,  co-partnerships,  limited 
partnerships,  joint  stock  companies 


and  bodies  corporate  as  well  as  all 
officers,  agents,  servants,  employees 
or  others  acting  for  any  of  the 
same  and  shall  be  taken  as  applying 
in  the  singular  or  plural,  as  the  case 
may  require. 

Sec.  3.  That  for  the  purpose  of 
this  act  an  article  of  food  shall  be 
deemed  to  be  adulterated. 

First. — If  any  substance  has  been 
mixed  or  packed  with  it  so  as  to  re¬ 
duce  or  lower  or  injuriously  affect 
its  quality,  strength  or  purity. 

Second. — If  any  substance  has 
been  substituted  wholly  or  in  part 
for  the  article. 

Third. — If  any  valuable  constit¬ 
uent  of  the  article  has  been  wholly 
or  in  part  abstracted. 

Fourth. — If  it  be  mixed,  colored 
or  changed  in  color,  coated,  pol¬ 
ished,  powdered,  stained  or  bleach¬ 
ed,  whereby  damage  or  inferiority 
is  concealed,  or  so  as  to  deceive 
or  mislead  the  purchaser,  or  if  by 
any  means  it  is  made  to  appear  bet¬ 
ter  or  of  greater  value  than  it  is. 

Fifth. — If  it  contain  any  added 
sulphurous  acid,  sulphur  dioxide 
or  sulphate,  except  as  hereinafter 
provided,  benzoic  acid,  sodium  ben¬ 
zoate  or  other  benzoate,  acetic  acid, 
cinnamic  acid,  cinnamic  aldehyde, 
essential  oils  of  spices,  acetic  acid, 
extracts  of  spices,  boric  acid  or 
borate  salicylic  acid  Or  salicylic 
formaldehyde,  hydrofluroic  acid  or 
fluoride,  fluoborate,  fluosilicate  or 
other  fluorine  compound,  dulcin, 
glucin,  saccarin,  compound  of  cop¬ 
per,  betanapthol,  hydronaphthol,  ab- 
rastol,  asaprol,  alum  or  any  com¬ 
pound  of  aluminum,  except  that 
alum  or  an  aluminum  compound 
may  be  used  in  baking  powders,  and 
except  further,  that  water  from  a 
filtration  plant  where  alum  or  an 
aluminum  compound  is  used  for 
purifying  may  be  used  as  an  in¬ 
gredient  of  food,  oxide  of  nitrogen, 
nitrous  acid  or  nitrate  pyroligneous 
acid,  all  substances  whose  effect  is 
to  produce  or  impart  color  solely, 
except  that  107  Amaranth,  56  Pon¬ 
ceau,  3  R  517  Erythrosin,  85  or¬ 
ange,  I  4  naphtha  yellow,  S  435  ligftt 
green,  S  F  yellowish,  692  indigo 
disulfoacid  and  harmless  vegetable 
and  animal  colors  shall  be  permitted 
in  confectionery,  ice  creams,  icings 
and  desserts  preparations  when  not 
used  for  deceptive  purposes,  dye, 
resinous  glaze  or  otner  ingredient 
deleterious  to  health,  and  in  the 
case  of  candy  if  it  contains  alco¬ 
holic  liquor  or  alcohol,  except  in 
flavoring  extracts.  Provided,  that 
nothing  in  this  act  shall  be  con¬ 
strued  to  prohibit  the  use  of  com¬ 
mon  salt,  sugar  (sucrose),  pure 
corn  syrup  (glucose),  pure  corn  su¬ 
gar,  wine  vinegar,  cider  vinegar, 
malt  vinegar,  sugar  vinegar,  dis¬ 
tilled  vinegar,  spices  or  their  essen¬ 
tial  oils,  except  as  hereinbefore  pro¬ 
hibited,  edible  oils,  edible  fats  or 
wood  smoke  applied  directly  as  gen¬ 
erated.  Provided  further,  that  sul¬ 
phur  dioxide,  either  free  or  in  sim¬ 
ple  combination,  may  be  used  in 


dried  fruits  or  molasses  in  quanti¬ 
ties  that  shall  not  be  deleterious  to 
health.  And  provided  further,  that 
when  any  quantity  of  sulphur  diox¬ 
ide  is  used  in  the  preparation  of 
dried  fruits  or  molasses,  the  fact 
that  sulphur  dioxide  has  been  used 
in  the  preparation  thereof  shall  be 
plainly  stated  on  each  package  of 
.such  food. 

Sixth. — If,  in  the  case  of  manu¬ 
factured  foods,  it  is  diseased,  con¬ 
taminated,  filthy  or  decomposed,  or 
contains  any  diseased,  contaminated, 
filthy  or  decomposed  substances,  or 
is  manufactured  in  whole  or  in  part 
from  a  diseased,  contaminated, 
filthy  or  decomposed  substance,  or 
if  it  is  made,  stored,  transported 
or  kept  in  a  way  or  manner  that 
may  render  the  article  diseased, 
contaminated,  filthy  or  unwhole¬ 
some,  or  if  it  is  a  product  of  a  dis¬ 
eased  animal  or  a  product  of  an 
animal  which  has  died  otherwise 
than  by  slaughter. 

Seventh. — If,  in  the  case  of  non- 
manufactured  foods,  except  nuts  in 
the  shell,  5  per  centum  or- more  of 
the  units  composing  the  same  are 
manifestly  diseased,  decayed,  de¬ 
composed,  contaminated  or  filthy, 
and  said  objectionable  units  shall  not 
with  reasonable  diligence  have  been 
sorted  out  and  destroyed  by  the 
vendor  before  said  non-manufactured 
food  is  offered  or  exposed  for  sale 
or  used  for  food  manufacture,  or  if 
the  food  is  produced,  stored,  trans¬ 
ported  or  kept  in  a  way  or  manner 
that  may  render  the  same  diseased, 
contaminated,  filthy  or  unwhole- 
same,  or  if  in  the  case  of  meat, 
poultry,  game,  fish  or  shellfish,  it  is 
diseased,  decayed,  decomposed,  con¬ 
taminated  or  unwholesome  or  is 
part  of  an  animal  that  has  died 
otherwise  than  by  slaughter. 

Sec.  4.  That  for  the  purpose  of 
this  act  an  article  shall  be  deemed 
to  be  misbranded, 

First. — If  it  be  an  imitation  of 
or  offered  for  sale  under  the  name 
of  another  article. 

Second. — If  it  is  labeled  or 
branded  so  that  it  may  deceive  or 
mislead  the  purchaser  or  purport 
to  be  a  foreign  product  when  not 
so,  or  if  the  contents  of  the  package 
as  originally  put  up  shall  have  been 
removed  in  whole  or  in  part  and 
other  inferior  contents  shall  have 
been  placed  in  such  package. 

Third. — If  the  package  contain¬ 
ing  it  or  its  label  shall  bear  any 
statement,  design  or  device  regard- 
in  the  substances  or  ingredients  con¬ 
tained  therein,  which  statement,  de¬ 
sign  or  device  shall  be  false  or  mis¬ 
leading  in  any  particular. 

Fourth. — If  it  be  a  mixture  or 
compound,  now  or  hereafter  known 
as  an  article  of  food,  and  be  not 
labeled  or  branded  with  a  state¬ 
ment  that  it  is  a  mixture  or  com¬ 
pound,  together  with  a  statement 
of  the  substance  entering  into  said 
mixture  or  compound.  Provided, 
that  nothing  in  this  act  shall  be 
construed  as  requiring  or  compel- 
ing  the  proprietors,  manufacturers  or 
sellers  of  proprietary  foods  to  dis¬ 
close  their  trade  formulas,  except 
in  so  far  as  may  be  necessary  under 
the  provisions  of  this  act  to  avoid 
adulteration,  imitation  or  misbrand¬ 
ing. 

Fifth. — All  labels  of  packages  re¬ 
quired  by  this  act  shall  be  placed 
only  on  the  fronts  or  backs  of  each 
package  or  container,  and  in  type 
not  less  than  eight-point  (brevier) 
caps  in  size,  and  in  such  positions 
and  terms  as  may  be  easily  read 
and  understood  by  the  purchaser. 

Sec.  5.  When  the  Dairy  and  Food 
Commissioner  or  his  agent  shall 
obtain  an  article  of  food  or  a  sam¬ 
ple  or  portion  thereof  from  any 
person  for  the  purpose  of  determin¬ 
ing  whether  the  same  is  adulterated 
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or  misbranded  within  the  meaning 
of  this  act,  it  shall  be  found  that 
the  said  article  of  food  is  adul¬ 
terated  or  misbranded  within  the 
meaning  of  this  act,  then  the  Dairy 
and  Food  Commissioner  shall  pre¬ 
cede  against  the  said  person  from 
whose  store,  warehouse  or  other 
place  of  business  said  article,  sam¬ 
ple  or  portion  thereof  shall  have 
been  obtained  for  a  violation  of  the 
provisions  of  this  act. 

But  no  prosecution  shall  be  sus¬ 
tained  under  the  provisions  of  this 
act  against  a  retail  dealer  for  the 
selling,  offering  for  sale,  exposing 
for  sale  or  having  in  possession 
with  intent  to  sell  of  any  adulter¬ 
ated  or  misbranded  article  of  food, 
as  defined  herein,  if  the  retail  deal¬ 
er  from  whom  the  said  article  of 
food  sample  or  portion  thereof  was 
obtained  by  the  Dairy  and  Food 
Commissioner  or  his  agent,  can  es¬ 
tablish  a  guaranty,  signed  by  the 
manufacturer  or  wholesale  dealer 
or  jobber  or  distributor  residing  in 
the  United  States,  from  whom  such 
article  of  food  was  purchased  or 
procured,  to  the  effect  that  the  same 
is  not  adulterated  or  misbranded 
within  the  meaning  of  this  act,  des¬ 
ignating  it. 

Said  guaranty  to  afford  protec¬ 
tion  shall  contain  the  name  and  ad¬ 
dress  of  the  manufacturer  or  whole¬ 
sale  dealer  or  jobber  or  distributor 
making  the  sale  of  such  article  of 
food  to  such  retailer,  and  shall  be 
in  the  following  language : — 

“I,  or  we,  . (name  of 

guarantor),  the  vendor  of  the  arti¬ 
cle  of  food  mentioned  in  the  fore¬ 
going  invoice,  do  hereby  guarantee 
and  warrant  that  none  of  said  ar¬ 
ticles  of  food  are  adulterated  or 
misbranded  within  the  meaning  of 
the  act  of  the  General  Assembly  of 
Pennsylvania,  known  as  the  General 
Food  Act,  of  1913.” 

(Signature) . 

(Address) . 

In  such  case  the  manufacturer 
or  wholesale  dealer  or  jobber  or 
distributor,  so  as  aforesaid,  giving 
such  guaranty  shall  be  amenable  to 
the  prosecution,  fines  and  other  pen¬ 
alties  which  attach  in  due  course 
to  the  retailer  holding  such  guar¬ 
anty  under  the  provisions  of  this 
act  for  a  violation  hereof,  and 
every  manufacturer  or  wholesale 
dealer  or  jobber  or  distributor  giv¬ 
ing  a  guaranty  under  the  provisions 
of  this  act  shall  be  held  responsible 
and  shall  be  proceeded  against  for 
the  adulteration  or  misbranding  of 
any  article  of  food  sold  under  said 
guaranty,  and  shall  be  subject  to 
the  penalties  for  the  violation  of  the 
provisions  of  this  act.  No  such 
guaranty  shall  operate  as  a  defense 
to  prosecution  for  a  violation  of 
the  provisions  of  this  act  if  the 
retailer  holding  such  guaranty  shall 
continue  to  sell  the  same  article  of 
food  after  written  or  printed  notice 
from  the  Dairy  and  Food  Commis¬ 
sioner  or  his  agent  that  such  article 
is  adulterated  or  misbranded  within 
the  meaning  of  this  act. 

Whenever  it  shall  appear  that 
any  jobber,  wholesaler  or  dealer 
has  had  or  has  in  his  possession, 
with  intent  to  sell,  any  goods  which 
are  adulterated  or  misbranded  with¬ 
in  the  meaning  of  this  act,  and 
which  goods  were  manufactured  in 
or  shipped  from  another  State  into 
the  State  of  Pennsylvania  and  sold 
under  a  guarantee  of  the  non-resi¬ 
dent  manufacturer  or  dealer,  the 
Dairy  and  Food  Commissioner  shall 
certify  all  the  facts  and  findings 
in  such  cases  to  the  Secretary  of 
Agriculture  at  Washington,  D.  C., 
in  accordance  wth  the  Act  of  Con¬ 
gress  approved  June  30,  1906.  It 
shall  be  the  duty  of  any  person 
claiming  immunity  from  conviction, 
by  reason  of  a  guaranty,  of  any 


Sell  Franklin  Carton  Sugar  by  the  Container 


Your  customers  know  what  sugar  is  and  what  it  will  do,  and  expect  to  keep  on  buying 
it  and  eating  it  as  long  as  they  live.  The  right  thing  to  do  when  a  woman  asks  for  sugar  is  to 
sell  her  a  SUPPLY  instead  of  SAMPLE — sell  her  a  WHOLE  CONTAINER  of  FRANKLIN 
CARTON  SUGAR  instead  of  one  or  two  CARTONS. 

It’s  easy  to  show  a  woman  the  convenience  of  having  a  CONTAINER  of  FRANKLIN 
CARTON  SUGAR  in  the  house,  always  handy  when  she  needs  it. 

Selling  FRANKLIN  CARTON  SUGAR  by  the  CONTAINER  is  not  only  a  conveni¬ 
ence  for  your  customers,  btft  it  saves  you  money,  because  you  make  one  delivery  instead  of 
dozens.  It  gives  you  a  wholesale  outlet  at  a  retail  profit — you  don’t  have  to  even  open  the 
CONTAINER  to  make  your  profit  on  every  CARTON  in  it.  When  you  sell  a  woman  a 
CONTAINER  of  30  two-pound  CARTONS  you  make  the  profit  on  her  purchases  of  sugar 
for  some  time  to  come ;  if  you  sell  her  one  CARTON  you  leave  an  opening  for  competitors  to 
sell  her  the  other  TWENTY-NINE.  Lots  of  your  customers  buy  flour  by  the  barrel,  potatoes 
by  the  bushel,  canned  goods  by  the  dozen — it  just  as  easy  to  sell  them  FRANKLIN  CARTON 
SUGAR  BY  THE  CONTAINER.  Try  it. 


FRANKLIN  CARTON  SUGAR  is  packed  24,  48,  60  and  120  pounds 
to  the  CONTAINER.  Ask  your  Jobber  for  full  infoimation  as  to  grades. 

The  Fran  Klin  Sugar  Refining  Company 

PHILADELPHIA 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR 


WHAT  TO  TELL  CUSTOMERS 

“Here’s  the  right  way  to  buy  sugar,  Madam — 30  Franklin 
Cartons  in  a  neat  Container.  It’s  a  big  convenience  to  have  a 
supply  of  sugar  in  the  house  and  know  you  won’t  have  to  run  out 
every  time  you  want  a  pound  or  two.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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PARKES 

UNMATCHABLE 

COFFEE 

Is  the  best 
of  Coffee  you 


can  handle 


Careful  blending  and 
roasting  gives  high 
cup  quality  and  fine 
flavor,  and  our  large 
facilities  insure  a  uni¬ 
formity  that  will 
please  your  custom¬ 
ers  and  make  them 
keep  on  buying  once 
you  get  them  started. 


The  Parke  Stamp  is 
packed  with  Parke’s 
Coffee,  Tea,  Spices, 
Baking  Powder,  Am¬ 
monia,  Bluing,  etc. 
Tell  your  customers 
to  save  the  stamps, 
because  they  are  re¬ 
deemable  for  hun¬ 
dreds  of  valuable 
premiums. 


L.  H.  PARKE 
COMPANY 

232-234  Market  Street 
PHILADELPHIA 


638-640  Grant  Street 
PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“  PARKE’S  COFFEES  are  best  value  at  the  price  and  no 
matter  whether  you  pay  32c.,  35c.,  38c.  or  40c.,  I’m  sure  you’ll 
be  pleased.  Besides  the  quality  of  the  coffee  the  stamps  are 
valuable;  don’t  forget  to  save  them.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


adulterated  or  misbranded  article 
of  food  sold,  offered  for  sale,  ex¬ 
posed  for  sale  or  had  in  possession 
with  intent  to  sell,  to  produce  said  ; 
guaranty  for  inspection  upon  being 
notified  that  any  such  article  of 
food  is  adulterated  or  misbranded 
within  the  meaning  of  this  act,  and 
failure  or  refusal  to  so  produce 
said  guaranty  shall  subject  such 
person  to  prosecution  and  convic¬ 
tion  for  a  violation  of  the  provi¬ 
sions  of  this  act  the  same  as 
though  he  had  no  such  guaranty. 

No  guaranty  shall  avail  for  the 
protection  of  any  person  who  shall 
violate  the  provisions  of  paragraph 
6,  Section  3,  of  this  act,  by  having 
stored  or  transported  or  kept  any 
article  of  food  in  a  way  or  manner 
that  may  render  the  article  diseased, 
contaminated,  filthy  or  unwhole¬ 
some. 

No  guaranty  shall  avail  for  the 
protection  of  any  person  who  shall 
violate  any  of  the  provisions  of 
paragraph  7,  Section  3,  of  this  act. 

Sec.  6.  For  the  purpose  of  this 
act  an  article  shall  be  deemed  to  be 
the  same  article, 

First. — When  it  shall  be  of  the 
same  brand  or  have  thereon  the 
same  label  and  shall  be  adulterated 
or  misbranded  in  the  same  way. 

Second. — When  it  is  not  labeled 
or  branded,  but  is  sold,  offered  for 
sale  or  exposed  for  sale  under  the 
same  name  and  adulterated  or  mis¬ 
branded  in  the  same  way. 

Third. — When,  although  sold,  of¬ 
fered  for  sale  or  exposed  for  sale 
under  another  name  or  labeled  or 
branded  in  a  different  way,  it  shall 
be  found  to  be  the  product  of  the 
same  manufacturer,  grower  or 
maker,  and  to  be  adulterated  or 
misbranded  in  the  same  way.  Pro¬ 
vided,  however,  that  an  article  shall 
be  deemed  to  be  adulterated  in  the 
same  way  if  it  shall  contain  the 
same  adulterant  substance  or  sub¬ 
stances. 

Sec.  7.  That  any  person  who 
shall  violate  any  of  the  provisions 
of  this  act  shall  be  guilty  of  a 
misdemeanor,  and  upon  conviction 
thereof  for  the  first  offense  shall 
be  sentenced  to  pay  a  fine  of  not 
less  than  $25  nor  more  than  $100, 
and  upon  conviction  thereof  for  any 
violation  of  this  act  committed  sub¬ 
sequently  to  the  said  first  offense, 
be  sentenced  to  pay  a  fine  of  not 
less  than  $50  nor  more  than  $200, 
or  to  undergo  imprisonment  of  not 
more  than  sixty  days,  or  both. 
Provided,  that  the  term  “first  of¬ 
fense,”  as  used  in  this  section,  shall 
be  held  to  include  all  violations  of 
this  act  committed  before  any  pros¬ 
ecution  shall  have  been  brought 
hereunder. 

Sec.  8.  The  Dairy  and  Food 
Commissioner  of  the  State  shall  be 
charged  with  the  enforcement  of 
the  provisions  of  this  act  and  shall 
make  rules  and  regulations  for  the 
proper  enforcement  thereof,  and 
shall  cause  such  rules  and  regula¬ 
tions  to  be  published  in  the  official 
bulletins  in  the  issue  immediately 
following  the  preparation  of  the 
same. 

Sec.  9.  All  fines  and  penalties 
imposed  and  recovered  for  the  vio¬ 
lation  of  any  of  the  provisions  of 
this  act  shall  be  paid  to  the  Dairy 
and  Food  Commissioner  or  his 
agent,  and  by  the  Dairy  and  Food 
Commissioner  to  be  paid  into  the 
State  Treasury  for  the  use  of  the 
Commonwealth. 

Sec.  10.  That  the  Act  of  Assem¬ 
bly  entitled  “An  Act  relating  to 
food,  defining  food,  providing  for 
the  protection  •  of  the  public  health 
and  the  prevention  of  fraud  and 
deception  by  prohibiting  the  manu¬ 
facture  or  sale,  the  offering  for  sale 
or  exposing  for  sale,  or  the  having 
in  possession  with  intent  to  sell,  of 
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adulterated,  misbranded  or  deleter¬ 
ious  foods,  prescribing  certain  duties 
of  the  Dairy  and  Food  Commis¬ 
sioner  in  reference  thereto,  and  pro¬ 
viding  penalties  for  the  violation 
thereof,”  approved  the  13th  day  of 
May,  A.  D.  1909,  be,  and  the  same 
is  hereby  repealed. 

Sec.  Ii.  This  act  shall  be  known 
as  the  General  Food  Act  of  1913. 

Sec.  12.  This  act  shall  take  ef¬ 
fect  on  the  1st  day  of  April,  A.  D. 
1914,  and  until  it  takes  effect  all 
laws  or  parts  of  laws  which  are 
either  expressly  or  by  implication 
repealed  by  this  act  shall  remain  in 
full  force  and  effect.  And  all  vio¬ 
lations  of  existing  laws  occurring 
prior  to  April  1,.  A.  D.  1914,  may 
be  prosecuted  to  conviction  and 
final  judgment  and  execution  under 
the  provisions  of  said  existing  laws, 
notwithstanding  the  repeal  of  such 
laws  by  this  act  and  notwithstand¬ 
ing  such  violations  may  occur  after 
the  passage  of  this  act,  and  notwith¬ 
standing  that  such  prosecution, 
judgment  and  execution,  or  any  of 
them,  may  occur  after  the  1st  day 
of  April,  A.  D.  1914.  The  repeal 
of  any  law  or  part  of  a  law  re¬ 
lating  to  the  subject  matter  of  this 
act  shall  be  expressly  subject  to  this 
saving  clause. 


On  the  same  clay  the  pure  drink 
ill  which  had  been  following  the 
)od  bill  through  the  Senate  and 
as  in  the  same  condition,  was 
-ought  up  and  also  defeated.  It 
so  was  later  put  on  the  postponed 
ilendar.  The  text  of  the  pure 
-ink  bill  at  present  is  as  follows: 

0  AN  ACT 

Relating  to  non-alcoholic  drinks, 
defining  the  same  and  prohibiting 
the  manufacture,  sale,  offering  for 
sale  or  exposing  for  sale  or  hav¬ 
ing  in  possession  with  intent  to  sell, 
of  any  adulterated  or  misbranded 
non-alcoholic  drinks,  and  provid¬ 
ing  penalties  for  the  violation 
thereof  and  providing  for  the 
enforcement  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa- 
:ives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
luthority  of  the  same,  That  it  shall 
le  unlawful  for  any  person,  firm  or 
:orporate  body,  by  himself,  herself, 
tself  or  themselves,  or  by  his,  her, 
ts  or  their  agents,  servants  or  em¬ 
ployees,  to  manufacture,  sell,  offer 
:or  sale,  expose  for  sale,  or  have  in 
Joscession  with  intent  to  sell,  any 
irticle  of  non-alcoholic  drink  which 
s  adulterated  or  misbranded  with- 
n  the  meaning  of  this  act. 

Sec.  2.  That  the  term  “non-alco- 
lolic  drink,”  as  used  herein,  shall 
nclude  carbonated  beverages  of  all 
lavors,  sarsaparilla,  ginger  ale,  soda 
vater  of  all  flavors,  lemonade,  or- 
ingeade,  sweet  cider,  root  beer, 
Tape  juice  and  all  other  non- 
ntoxicating  drinks. 

Sec.  3.  A  non-alcoholic  drink 
hall  be  deemed  to  be  adulterated 
vithin  the  meaning  of  this  act  if 
t  contains  any  added  boric  acid  or 
orate  benzoic  acid  or  benzoate 
a*’cyl,c  acid  or  salicylate,  formal- 
ehyde,  sulphur  dioxide,  sulpl  urous 
C|d  or  sulphite  hydrofluoric  acid 
r  fluoride  fluobrate,  fluosilicate  or 
jhcr  fluorine  compound,  dulcin, 
lucin,  saccharin,  betanapthol,  hy- 
ronapthal,  abrastol,  asaprol,  oxides 
t  nitrogen,  nitrous  acid  or  nitrate 
ompound  of  copper,  pyroligneous 
.coal-tar  dye,  artificial  flavor, 
rtificial  ether,  artificial  ester,  sa- 
onm,  soap-bark  extract  or  other 

(Continued  on  page  24.) 


Bouillon  “Herringlets” '-Something  to  Talk  About 


Yo-ur  customers  are  always  looking  for  “something  new”  for  all  meals.  Tell  them  about 
BOUILLON  “HERRINGLETS,”  choice  little  NORWEGIAN  HERRING, packed  in  delicious 
bouillon,  15  cents  a  can,  each  can  a  meal  fora  family.  Recommend  BOUILLON  “HER¬ 
RINGLETS,”  because  we’ll  refund  the  money  to  any  customer  who  is  not  satisfied,  and 
remember  that  they  pay  you  a  good  profit.  BOUILLON  “HERRINGLETS”  mean  big 
sales,  satisfied  customers  and  good  profits  for  you.  PUSH  THEIR  SALE . 

ANGUS  WATSON  &  COMPANY,  Sole  Proprietors 

Also  Proprietors  of  “  Skipper  ”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 

WHAT  TO  TELL,  CUSTOMERS 

Try  BOUILLON  ‘  HERRINGLETS  ’  this  week.  Delicious,  nourishing,  wholesome. 


Banner  Lye  is  the  Greatest  Cleanser  of  All 

G. E i' S  rVft  °?ly  «P°we,rful  deodor!zer  and  disinfectant,  but  it  is  the  most pmverful 
vtr^anUfa  tUfed-  U  eats,offTthf  dirt  and  grease  without  the  rubbing  and  scrubbing  required 
when  ordinary  cleansers  are  used.  It  cleans  what  nothing  else  can  clean.  BANNER  LYE  is  needed 
in  every  household,  and  you  haven  t  a  customer  who  won’t  buy  it  if  you  keep  it  on  display  and  call 
k.tn.  i"  f  WI?e  range  °f  fefulness-  It’s  a  steady  seller  once  you  start  it,  becaus?  the  house- 
wa/for  steady satfand  pZtH'  ^  CUSt0"’erS  Usi"B  BANNER  LYE  V°u  open  the 

THE  PENN  CHEMICAL  WORKS 

Philadelph  ia,  Penna. 
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WHAT  TO  TELL  CUSTOMERS 

•  1  BANNER  LYE  cleans  without  work;  it  makes  dirt  and  grease  disappear 
quicker  than  any  other  cleanser  and  with  less  effort  on  your  part.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  .organize  the  Pennsylvania  Retail  Merchants 
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Pash  Lamb  and  Mutton  and  Beef  Prices 

Will  Decline 

Large  Packing  Firm  Advises  Dealers  to  Follow  this  Course  and 
Say  it  Alone  Will  Keep  Beef  Down.  Wide  Difference 
Between  Prices  of  Beef  and  Prices  of  Mutton  and  Lamb. 


The  firm  of  Swift  &  Co.,  meat 
packers,  have  begun  a  campaign 
which  if  successful  would  probably 
somewhat  reduce  the  cost  of  beef 
products.  In  a  nutshell  the  plan  is 
to  push  mutton  and  lamb  and  leave 
beef  in  the  background  for  awhile. 
The  company  has  issued  a  state¬ 
ment  on  the  subject,  a  copy  of 
which  has  been  sent  to  this  paper. 
The  following  part  of  it  is  worth 
reproducing : — 

To  obtain  the  golden  fleece  of 
reduced  prices  on  meat  the  con¬ 
sumer  has  no  need  to  journey  into 
a  far  country. 

This  golden  fleece  hangs  on  the 
hook  in  the  nearby  market  and  the 
consumer  has  only  to  grasp  it.  It 
is  his  opportunity  to  take  advantage 
of  the  low  prices  at  which  mutton 
and  lamb  are  sold,  and  by  purchas¬ 
ing  those  meats  relieve  some  of  the 
pressure  of  the  present  demand  for 

beef.  , 

The  year  1912  has  been  remark¬ 
able  as  showing  the  price  of  live 
cattle  at  the  highest  level  attained 
in  the  history  of  the  packing  busi¬ 
ness. 

This  increase  in  price  was  fore¬ 
shadowed  and  its  contributing 
causes  discussed  in  1910  and  1911. 
The  causes  to-day  are  the  same  as 
those  outlined  then.  The  only  dif¬ 
ference  is  that  they  are  intensified. 
They  are: — 

Decrease  in  the  production  of 
cattle 

Decrease  in  the  weight  of  cattle. 

The  decrease  in  production  is 
manifest  in  the  dimunition  in  re¬ 
ceipts  of  cattle  at  the  principal 

markets.  . 

The  decrease  in  the  weight  ot 
finished  cattle  appears  in  a  compari¬ 
son  of  the  average  weight  of  cattle 
in  1911  and  1912.  This  shows  a 
decrease  of  eighteen  pounds  per 
head,  or  a  total  weight  shortage  of 
704,498,355  pounds  for  the  past 
year. 

A  comparison  of  1911  ar*d  *912 
receipts  ending  November  30th, 


both  as  to  number  and  weight, 
shows  the  following  at  nine  mar¬ 
kets  : — 

1911,  cattle  .  8,604,355 

1912,  cattle  .  8,044,090 

Decrease  in  number  .  560,265 

1911  average  weight .  999  lbs. 

1912  average  weight .  981  lbs. 

Decrease  in  average 

weight,  18  lbs. 

On  this  basis  there  were  704,- 
498,355  pounds  less  live  cattle  avail¬ 
able  for  beef  supply  at  these  mar¬ 
kets  during  1912.  With  such  a 
shortage  there  is  small  wonder 
that  record  prices  were  realized  for 
prime  corn-fed  steers. 

One  of  the  most  effective  methods 
of  increasing  the  beef  supply  of 
the  country  and  thereby  lessening 
the  prevailing  high  prices  of  beef 
would  be  the  restriction  of  the  sale 
of  veal. 

The  United  States  is  the  greatest 
veal-consuming  country  in  the 
world.  Its  demand  for  veal  is  so 
great  that  the  number  of  calves 
slaughtered  has  increased  100  per 
cent,  in  the  past  decade.  In  the 
United  States  during  1911  there 
wiere  slaughtered  8,000,000  calves. 
These  8,000,000  calves  did  not  aver¬ 
age  over  seventy  pounds.  If  they 
had  been  allowed  to  live  one  year 
they  would  have  averaged  600 
pounds  of  good  beef  and  would 
have  given  to  the  country  4,800,- 
000,000  pounds  of  beef  instead  of 
only  560,000,000  pounds  of  meat. 
According  to  a  conservative  esti¬ 
mate  this  four  billion  odd  pounds 
would  furnish  a  city  of  350,000 
people  with  its  total  meat  supply 
for  over  fifty  years.  This  gives 
some  of  the  country’s  immediate 
loss  of  beef  supply  by  the  slaughter 
of  calves. 

Every  individual  is  a  creature  ot 
habit.  The  great  American  public, 
like  the  individuals  of  which  it  is 
composed,  is  a  creature  of  habit. 
This  public  has  formed  the  habit 
of  eating  chiefly  roast  beef  and 
beefsteak,  and  its  inability  to  ad¬ 
just  its  demands  to  the  available 
meat  supply  has  been  a  factor  quite 
apart  from  that  of  shortage,  but 
equaly  important  in  raising  the 
price  of  beef.  The  consumer 
keeps  on  demanding  the  choice  cuts 


of  beef  when  lamb  and  mutton, 
fully  as  nutritious,  are  being  offered 
at  cheaper  prices. 

The  United  States  is  fast  becom¬ 
ing  a  great  sheep-raising  country. 
Scientific  feeding  and  handling  of 
sheep  are  producing  a  finer  grade 
of  mutton.  This  meat  ranks  next 
to  beef  in  strength-building  quali¬ 
ties  and  is  high  in  food  value  for 
manual  work ;  at  the  same  time  it  is 
a  light  meat  food,  delicate  in  flavor 
and  the  easiest  of  all  to  digest. 

These  excellent  reasons,  combined 
with  the  cogent  one  of  cheaper 
prices,  should  cause  mutton  to  ap¬ 
pear  frequently  on  our  tables,  yet 
the  public  keeps  on  demanding  por¬ 
terhouse  steaks  and  other  cuts  of 
which  there  is  only  a  very  limited 
supply. 

Feeling  that  the  consumer  was 
not  fully  informed,  Swift  &  Co. 
have  for  some  time  been  conducting 
a  campaign  with  a  view  to  dissem¬ 
inating  information  concerning  the 
comparative  prices  and  the  compar¬ 
ative  food  values  of  mutton  and 

Chief  among  their  propaganda 
has  been  the  publication  of  reading 
notices  giving  the  wholesale  selling 
prices  of  mutton  in  comparison  with 
those  of  beef,  in  the  papers  of  the 
principal  cities  of  the  United  States. 

A  comparison  of  recent  prices  is  as 
follows : — 

Average  Wholesale  Selling  Price 
as  Published  in  Chicago 
Papers,  1912 

w.E.Nov.16  w.E.Nov.30 

Fresh  beef  .  10.21c.  10.38c. 

Fresh  mutton  ...  6.06c.  5-94C. 

Another  interesting  comparison 
is  found  in  the  wholesale  purchas¬ 
ing  power  of  $1  for  meat  in  Chi¬ 
cago,  standard  grades. 

Beef  ribs  .  5/4  lbs. 

Mutton  loin  .  15  ]hs- 

Beef  round  . 

Mutton  hind  quarter .  14  n>s- 

Beef  chuck  .  10  jhs- 

Mutton  fore  quarter .  20  lbs. 

If  the  housewife  could  be  brought 
to  read  the  wholesale  market  prices 
of  dressed  beef,  mutton  and  lamb, 
as  quoted  in  the  produce  columns 
of  the  daily  papers,  and  make  a 
corresponding  adaptation  of  her 
cuisine  the  consequent  “consumer  s 
demand”  would  keep  meat  prices 
much  more  uniform  than  under  the 
present  habit  of  blindly  purchasing 
beefsteak  and  roast  beef. 


AMONG  THE  TRADE. 


The  Civic  Club,  a  local  organ¬ 
ization  of  women,  decided  at  a 
meeting  held  on  Thursday  that  they 
would  divide  the  city  into  districts 


and  canvass  all  the  grocers  and 
meat  dealers  in  each.  The  women 
will  tell  the  retailers  how  they  think 
the  business  should  be  conducted, 
chiefly  as  to  keeping  fruits  and 
vegetables  under  glass,  and  if  the 
grocers  don’t  accept  and  follow 
their  advice,  they  will  be  black¬ 
listed.  Flies  will  be  another  sub¬ 
ject  of  advice. 


The  7,481  employees  of  the 
Philadelphia  Rapid  Transit  Co.  will 
do  co-operative  buying  through  a 
plan  adopted  during  the  week. 
Through  an  arrangement  entered 
into  with  Strawbridge  &  Clothier 
and  the  George  B.  Newton  Coal  Co. 
the  Co-operative  Beneficial  Associ¬ 
ation  of  the  Rapid  Transit  Employ¬ 
ees  will  act  as  the  purchasing  agent 
for  its  7,481  members  who,  as  the 
result  of  the  plan,  will  be  able  to 
obtain  the  goods  sold  by  these  firms 
at  substantially  reduced  prices. 
The  plan  evolved  by  the  co-oper¬ 
ative  committee  calls  for  a  special 
discount  of  8  per  cent,  on  the  net 
selling  price  of  all  merchandise  pur¬ 
chased.  In  the  case  of  the  depart¬ 
ment  store  the  discount  will  apply 
not  only  to  goods  sold  in  the  regu¬ 
lar  way,  but  also  to  special  sales. 
In  the  purchasing  of  coal  the  ad¬ 
vantages  will  be  equally  as  great, 
it  being  possible  for  each  member 
of  the  association  to  make  a  sub¬ 
stantial  saving  on  every  ton  of  coa' 
purchased  from  the  coal  company 
To  make  the  buying  under  this  plar 
as  simple  as  possible  the  Co-oper 
ative  Beneficial  Association  wil 
sell  to  its  members  cash  coupons  ii 
book  form,  to  be  issued  in  denomi 
nations  from  $2.50  to  $10.  A  $2.5' 
book  will  be  sold  for  $2.30 ;  a  $. 
book  for  $4.60,  and  a  $10  book  fo 
$9.20.  Each  coupon,  being  accept 
ed  at  its  face  value,  gives  the  pur 
chaser  an  8  per  cent,  discount. 


W.  H. 


W  H  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY 


United  State.  Serin! 

Qoarajiteed  Undor  Um  Too*  •»*  »***«■  *** 


Chocolate  and  Cocoa  Preparations 
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The  only  egg  carton  that  will  really  pre¬ 
vent  breakage  is  the  CONTINENTAL 
SAFETY  EGG  CARTON,  which  grips 
each  egg  in  a  cushion-like  nest.  Old  style 
cartons  with  square  compartments  let  the 
eggs  rattle  around  and  get  cracked,  and 
broken  eggs  mean  loss  of  profits.  The  CONTINENTAL  SAFETY 
EGG  CARTON  is  complete  in  one  piece;  there  are  no  “fillers”  to 
put  in ;  it  even  carries  its  own  string  and  fastener.  It  is  quickly  and 
easily  filled  and  fastened,  saving  time  and  string.  Use  it  and  be  sure 
of  a  profit  on  eggs  that  will  not  be  cut  down  by  breakage. 

250  to  the  case — packed  flat. 

Ask  your  jobber,  or  write  us  for  FREE  sample. 

“There’s  a  Continental  Bag  for 
Every  Paper  Bag  Purpose” 

Our  mills  at  Rumford,  Maine,  are  the  largest  paper  bag  mills 
in  the  world.  When  you  purchase  CONTINENTAL  PAPER 
BAGS  you  get  the  benefit  of  our  enormous  facilities  for  improving 
quality.  Let  us  submit  samples. 

Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 
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Wilmington,  Del.,  May  3,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — I  would  like  your 
view  as  to  a  grocer  using  advertis¬ 
ing  matter  given  him  by  manufac¬ 
turers  or  jobbers.  I,  and  I  suppose 
other  retailers,  are  constantly  hav¬ 
ing  offers  of  billheads,  envelopes, 
etc.,  bearing  the  advertisement  of 
some  manufacturer,  and  having  my 
name  and  address  printed  upon 
them,  and  I  have  in  the  past  used 
some  of  them.  Please  advise  me 
whether  it  is  good  advertising  pol¬ 
icy  to  do  that,  or  should  we  have 
our  own  printed  matter  prepared 
for  us?  Please  answer  through 
your  column  in  the  good  old  “Gro¬ 
cery  World  and  General  Merchant.” 

I  might  add  that  I  have  counted 
up,  and  in  the  last  month  we  have 
had  seven  or  eight  propositions 
from  manufacturers  to  give  us 
printed  matter  of  some  sort.  If 
you  answer  in  the  paper  do  not 
give  our  name. 

Respectfully  yours, 

*  *  * 

If  I  were  in  the  retail  business  I 
should  never  use  the  stock  station¬ 
ery  which  many  manufacturers 
have  printed  for  retailers’  use,  un¬ 
less  I  were  absolutely  unable  to  af¬ 
ford  stationery  of  my  own.  The 
most  successful  merchants  of  all 
lines  to-day  are  those  who  give 
their  business  an  individuality,  not 
the  individuality  of  somebody  else, 
but  an  individuality  of  their  own. 
Every  large  merchant  works  night 
and  day  to  do  that,  through  his  ad¬ 
vertising,  through  his  store  service, 
and  in  every  other  way.  And  his 
success  in  business  is  usually  in 
proportion  to  his  success  in  cre¬ 
ating  individuality. 

*  *  * 

One  reason  I  don’t  like  the  bill¬ 
heads,  envelopes,  etc.,  that  manu¬ 
facturers  furnish  retailers  is  that  a 
good  many  of  them  are  of  poor 
quality.  The  paper  is  cheap,  and 
the  printing  being  done  by  the  hun¬ 
dred  thousand,  is  often  careless  and 
hurried.  The  main  objection  is 
that  you  are  sharing  the  benefits  of 
your  personal  advertising  with  an¬ 
other,  and  giving  him  the  lion’s 
share  of  it,  because  the  manufactur¬ 
er  who  supplies  stationery  always 
has  his  name,  or  the  name  of  his 
product,  printed  first  and  the  retail¬ 
er’s  name  second.  There  isn’t  much 
advertising,  of  course,  in  a  grocer’s 


name  and  address  printed  in  one 
corner  of  his  envelopes,  or  on  his 
billhead,  but  what  there  is  you 
might  as  well  have  yourself,  in¬ 
stead  of  dividing  it  with  somebody 
else.  After  all,  the  main  thing  is 
the  effect  that  it  has  on  one’s  own 
individuality.  A  merchant  who 
uses  his  own  envelopes,  letterheads 
and  billheads  thereby  acquires  a  cer¬ 
tain  status  in  people’s  minds,  and 
often  that  status  is  in  proportion  to 
the  quality  of  his  printed  matter. 
The  grocer  who  sends  out  cheap 
envelopes  bearing  the  name  of  a 
soap,  soap  powder  or  other  proprie¬ 
tary  article  in  red,  and  his  own 
name  after  in  black,  as  I  have  seen 
many  do,  voluntarily  puts  himself 
in  the  position  of  an  appendage  of 
the  manufacturer  to  whom  he  gives 
precedence  over  himself.  More 
than  that,  he  lays  himself  open  to 
the  suspicion  that  he  isn’t  prosper¬ 
ous  enough  to  get  his  own  printed 
matter.  Prosperity  is  always  a 
good,  and  adversity  always  a  bad 
advertisement,  and  the  wise  mer¬ 
chant  displays  all  the  earmarks  of 
prosperity  even  if  he  has  it  not. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


ASSOCIATION  NEWS 


National  Retail  Grocers’  Association. 

Following  is  the  official  pro¬ 
gramme  of  the  convention  of  the 
National  Retail  Grocers’  Associa¬ 
tion,  which  will  be  held  at  St. 
Louis,  Mo.,  on  May  19,  20,  21  and 
22,  1913:— 

MONDAY,  9.3O  A.  M. 

Convention  opened  by  President 

St.  Louis  Grocers’  Association,  Mr. 

D.  E.  J.  Noonan. 


Prayer. 

Address  of  Welcome — Mayor  of 
St.  Louis,  Hon.  Henry  W.  Kiel. 

Response — Vlice-President,  Mr. 
Henry  W.  Schwab,  Wisconsin. 

Address  of  Welcome — President 
Board  of  Trade. 

Response — Past  President,  Mr. 
Geo.  A.  Scherer,  Illinois. 

Introduction — National  President, 
Mr.  John  W.  Lux,  Minnesota. 

President’s  Address. 

Introduction  —  English  National 
Secretary,  Mr.  Arthur  J.  Giles, 
England. 

Committee  Appointments. 

Committee  Credentials. 

Committee  Rules  and  Order. 

Committee  Resolutions. 

MONDAY,  2  P.  M. 

Report  of  Committee  on  Rules 
and  Order. 

Secretary’s  Report — Mr.  John  A. 
Green,  Ohio. 

Treasurer’s  Report — Mr.  George 
Suhr,  New  York. 

Committee  Report  on  Price  Main¬ 
tenance — Mr.  F.  B.  Connolly,  Cali¬ 
fornia. 

Committee  Report  on  Trade  Rela¬ 
tions — Mr.  C.  E.  Beinert,  Nebraska. 

Committee  Report  on  Ways  and 
Means — Mr.  Sol  Westerfeld,  Illi¬ 
nois. 

Report  of  State  Presidents. 

TUESDAY,  MAY  20TH,  9.3O  A.  M. 

Reports  of  State  Presidents — 
Continued. 

Address — '“Salesmanship,”  Mr. 
John  S.  Taylor,  Secretary  Minne¬ 
sota  Association. 

Address — President  National  As¬ 
sociation  of  Wholesale  Grocers,  Mr. 
Geo.  E.  Leichty. 

Miscellaneous  Business. 

Address — National  Secretary,  Mr. 
John  A.  Green. 

TUESDAY,  2  P.  M. 

President’s  Reports — Continued. 

Address  —  Secretary  American 
Specialty  Manufacturers,  Mr.  A.  C. 
Monagle. 

Report — Credentials  Committee. 

Address — President  National  Can- 
ners’  Association,  Mr.  Bert  M. 
Fernald. 

Question  Box. 

WEDNESDAY,  MAY  2 1  ST;  9.3O  A.  M. 

Question  Box — Continued. 

Address  —  “Merchandising  Effi¬ 
ciency,”  Mr.  W.  H.  Ukers,  New 
York,  President  Grocery  and  Al¬ 
lied  Trade  Press  of  America. 

Address  —  President  American 
Specialty  Manufacturers’  Associa¬ 
tion,  Mr.  J.  E.  Linihan. 

Report — Resolutions  Committee. 

Report — Auditing  Committee. 

Miscellaneous  Business. 

REqpss. 

THURSDAY,  MAY  22D,  9.30  A.  M. 

Question  Box — Continued. 

Miscellaneos  Business. 

Report  (Final) — Credentials  Com¬ 
mittee. 

Report — Committee  on  Resolu¬ 
tions. 


THURSDAY,  2  P.  M. 

Unfinished  Business. 

Report  (Final) — Committee 
•^Resolutions. 

Election  of  Officers. 


on 


Beware  of  This  Collection 
Agency.! 


National  Retail  Grocers’  Association 
Warns  Against  Concern  Using  Pink¬ 
erton  Name.  Advice  from  National 
Credit  Men’s  Association. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Cleveland,  Ohio,  May  6,  1913. 
Several  times  during  the  past 
year  complaints  have  come  to  our 
office  in  regard  to  the  Pinkerton  & 
Co’s  United  States  Detective 
Agency.  This  detective  agency  is 
working  more  particularly  in  the 
South,  but  they  have  worked  in 
other  sections  of  the  country.  They 
claim  to  have  a  collecting  agency 
connected  with  their  company. 
They  ar£  leaving  the  impression 
that  they  are  a  part  of  the  regular 
Pinkerton  Detective  Agency  known 
the  world  over  as  the  Allen  Pinker¬ 
ton  Detective  Agency. 

The  regular  Pinkerton  Detective 
Agency  denies  any  affiliation  with 
the  above  agency. 

The  National  Association  of 
Credit  Men  have  taken  this  matter 
up  and  have  issued  this  warning: 

No  matter  how  convincing  the 
canvass  presented  you  regarding 
any  collecting  agency  is,  do  not 
sign  a  contract  for  handling  your 
collections,  whether  advanced  pay¬ 
ment  is  asked  for  or  not,  whether 
you  intend  to  hand  over  hopeful 
or  hopeless  accounts,  without  first 
consulting  either  the  State  Secre¬ 
tary  or  this  office.  This  will  save 
you  time,  money  and  annoyance. 

We  are  trying  to  make  it  impos¬ 
sible  for  the  dishonest  agency  tc 
make  a  living.  If  our  members, 
despite  all  we  can  say,  persist  in 
fattening  them,  what  can  we  do? 

We  have  had  bills  introduced  in 
every  Legislature  in  the  country 
asking  for  the  bonding  of  collecting 
agencies.  If  this  be  done  it  is  fair 
to  assume  that  we  can  run  some 
risk,  but  until  such  legislation  is  en¬ 
acted  let  me  beg  of  our  membership 
that  before  tying  themselves  up  to 
agencies  of  any  kind  that  they  first 
consult  either  their  officers  or  this 
office. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


Lima  beans  are  scarce  and  poor. 
Good  stock  would  bring  $5,  but  the 
best  available  beans  are  worth  only 
$4- 
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THERE'S 
MONEY 
IN  IT 
FOR 
YOU 


k  Babbitts 
"  Cleanser 


Pays  Grocers  Best 

BABBITT’S  CLEANSER  is  the 
best  paying  cleanser  you  can  handle  ; 
first,  because  of  the  splendid  profit 
you  make  on  each  sale;  second,  be¬ 
cause  your  customers  will  buy  it  ag-ain 
and  again,  once  you  start  them. 


BABBITT’S  CLEANSER 
is  put  up  in  an  attractive  con¬ 
tainer  that  makes  it  a  “good 
shelf  package”.  Keep  it 
where  customers  can  always 
see  it  and  it  will  sell  itself. 

B.  T.  Babbitt,  Inc. 

New  York 


Make 

hootoiTs 

Cocoa 

Your  Leader 


and  you  11  do  the  leading  cocoa  business  of 
your  locality.  Hooton’s  Cocoa  outsells  other 
kinds  because  it’s  a  bigger  money’s  worth  and 
because  its  Quality  and  Flavor  make  it  Please. 
We’ve  won  business  everywhere  on  these 
points  and  we  have  an  introductory  plan  for 
new  dealers  that  will  make  big  sales  of  Hooton 
Cocoa  over  your  counter.  If  you  want  to  get 
and  hold  a  bigger  cocoa  trade  than  you’ve 
ever  had,  write  us  for  particulars. 


HOOTON 

COCOA  &  CHOCOLATE  CO. 

NEWARK.N.J. 


REMEMBER  HOOTON’S,  NEWARK. N.J.* 


New  Idea  in 

Account  Register  Systems 


A  Register  that  can  grow  as  you  grow; 

One  that  can  expand  as  your  business  expands. 

The  Expansion  Type  Register  is  the  New  Idea  and  is  the  latest 

and  exclusive  feature  of 


With  Only 
One  Writing 


TheEnd 

11  SYSTEM^  f  of Druflgery 


Write  for  further  information.  We  will  gladly 
have  our  nearest  salesman  call  on  you  and 
explain  the  Expansion  Type  Register  features 
without  any  obligation  on  yourpartto  purchase. 


Unless  you  need  System  he  will  not  urge  you  to  buy.  Write  today  to 

The  McC&.skey  Register  Co. 

ALLIANCE.  OHIO 

Branches:  New  York,  Chicago,  Boston  Washington,  Pittsburgh,  Memphis,  Atlanta,  Kansas  City, 
San  Francisco  ;  Seattle;  Dominion  Register  Company,  Ltd.,  Toronto,  Canada;  Manchester,  England. 

The  largest  manufacturers  of  carbon  coated  salesbooks  in  tho  world 


First  and  Still  the  Best! 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Store*,  Dover,  N.  J. 

Don’t  Be  a  Blame  Shifter. — Do 

you  know  what  that  is?  It's  the 
fellow  that  schemes  to  push  his 
mistakes  over  to  others.  He  is  a 
coward  and  a  weakling.  He  is  so 
despicable  that  soon  all  respect  for 
him  by  his  associates  is  gone. 

If  you  blundered  stand  up  like  a 
man  and  take  the  consequences. 
You'll  like  yourself  better  for  it. 
The  man  you  work  for  and  to 
whom  you  made  the  clean  break 
will  know  that  he  has  at  least  one 
man  in  his  employ  who  knows  that 
God  hates  a  crawler  just  as  much 
as  he  does  a  liar  and  acts  upon  that 
knowledge. 

*  *  * 

An  Olive’s  An  Olive  to  the  vast 
majority.  To  you  as  a  seller  of 
olives  this  isn't  so.  Take  a  No.  16 
bottle  of,  say,  no  Queens  first 
quality.  Examine  the  fruit  care¬ 
fully  and  you'll  observe  no  black 
spots,  no  shrivels,  no  dissimilarity 
in  size.  Take  the  same  size  bottle 
and  apparently  the  same  size  olive 
but  of  second  grade — they’re  spot¬ 
ted.  That  condemns  them  for 
firsts;  They’re  slightly  irregular  in 
form  and  by  close  comparison  you'll 
see  a  dullness  of  skin.  These 


things  are  written  so  they  may  be 
pointed  out  to  your  olive  customers 
who  think  an  olive’s  an  olive. 

*  *  * 

The  Going  Away  Orders. — Don’t 
let  them  slip  away  from  you.  The 
big  fellows  are  after  them.  Their 
letters  and  terms  and  catalogues 
were  mailed  a  month  ago.  The 
people  you  served  all  winter  and 
fall  and  who  are  now  about  to  go 
won’t  turn  you  down  if  you  go 
about  the  thing  right.  You  guar¬ 
antee  everything  will  be  satisfac¬ 
torily  packed.  You  guarantee 
quality  and  you  prepay  freight 
charges.  “The  tea  will  be  sent  in  a 
new  can.  So  will  the  coffee. 
When  these  are  used  up  a  postal 
card  will  give  you  5  pounds  of 
either  one  express  prepaid — the 
same  blend  of  tea  exactly  that  you 
used  last  season.  The  same  coffee 
that  you  used.” 

*  *  * 

Getting  the  Baked  Bean  Business. 

—Two  ways.  One  is  to  show  them 
up  in  a  platter  home  cooked  to  sell 
at  7  cents  a  pound.  The  other  a 
counter  display  of  the  brand  of 
canned  beans  your  firm  wants  to 
push.  A  fresh  can  can  be  opened 


for  sampling  purposes  every  day. 

Now  this  idea  of  selling  baked 
beans  by  the  pound  is  good.  It 
gives  them  a  fresh  wholesome  effect 
and  it  gives  you  a  fairly  good 
profit.  You  see,  it’s  like  this: 
The  kitchen  stoves  are  being  “let 
out”  now  and  plain  economical 
cooked  things  are  being  bought. 
It’s  up  to  us  to  meet  the  condition. 
This  principle  of  meeting  the  con¬ 
dition  in  business  is  at  the  bottom 
of  all  store  success. 

*  *  * 

“Beans.” — If  you’re  high  on 
beans  there’s  a  reason.  You  handle 
New  York  State  goods  and  by 
showing  your  customers  a  scoopful 
you  will  prove  the  difference  in 
yours  and  the  “cheap”  ones — often 
the  imported.  Yours  are  not  stony 
or  generally  dirty ;  they’re  so 
screened  that  they’re  uniform  in 
size.  They  cook  soft  whereas  the 
German  beans  cook  hard.  The 
flavor  of  yours  is  superior. 

Yellow-eyed  beans  are  excellent 
when  baked  and  red  kidneys  make 
the  most  delicious  “vegetable”  when 
served  boiled.  If  you  handle  good 
limas,  California  grown,  and  ex¬ 
amine  them  you  will  see  that  there 
are  few  splits  and  that  the  ends 
aren't  broken.  Even  in  a  common 
thing  like  beans  it  “pays  to  know.” 
*  *  * 

“About  Salad  Oil.” — The  demand 
for  salad  oil  is  her$j  and  you  ought 
to  know  that  in  this  country  we  are 
producing  to-day  splendid  oil  from 
cotton  seed.  Far  better  than  that 
made  ten  or  fifteen  years  ago.  It  is 
so  perfectly  deodorized  and  so  thor¬ 
oughly  refined  that  all  the  strong 


rank  taste  is  eliminated.  The  price 
of  35  cents  a  quart  brings  it  within 
the  reach  of  everybody.  While  we 
recognize  the  delicacy  and  purity  of 
the  imported  olive  oil,  yet  it  is  so 
high  in  price  that  the  average  fam¬ 
ily  simply  can’t  afford  it.  For 
French  dressing  recommend  your 
domestic  and  get  people  started  cm 
it  for  vegetable  salad.  It  pays  good 
profit  and  will  prove  a  good  seller. 
*  *  * 

Canned  Fruits. — Do  you  know 

that  this  is  a  good  time  to  sell 
canned  fruit — especially  peaches? 
The  home  prepared  is  all  used  up. 
You  ought  to  offer  these  extra 
standard  California  lemon  cling 
delicious  golden  fruit.  It  is  cut  in 
perfect  halves.  Without  a  blemish  ; 
preserved  in  sweet  syrup.  Free 
ripened  peaches.  Very  mellow, 
possessing  the  highest  flavor.  You 
also  have  them  sliced  to  serve  with 
cream.  Very  dainty  indeed  they 
look  on  the  tea  table  and  most  re¬ 
freshing  when  chilled  in  the  can 
immediately  after  opening. 


PATENTS 


and  Trade-marks  procured  promptly  and 


properly  in  aU  countries. 

Davis  &  Davis,  Washington,  D.G. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10 


cents 

= 


What  Does  This  Mean  to  You? 


^HOSTEfU^  /• 


208 fFDELAWARE  AVE. 


^GROCERSJ 

208  DELAWARE  AV'E : 


209  N.  WATER  ST. 


Our  aim  in  advertising  our  business  is  to  present  to  the  trade  our  goods 
in  an  attractive  manner,  always  selecting  a  few  items,  telling  of  their 
merits  and  quoting  prices.  We  would  like  you  to  buy  of  us  if  you  will 


209  N. WATER  ST 


LADTyV 


SYRUPS — We  cannot  emphasize  too  much  the  importance  of  taking  care  of  your  Syrup  trade.  Our  Syrups  are  selected  with  great  care ;  special  attention  is 
paid  to  quality  and  we  keep  the  standard  up  to  what  it  should  be.  Royal  Table  Syrup  is  one  of  those  bright,  clear,  sparkling  syrups,  hra.;lng  ah.d*h™  rfla™r’ 
Our  Challenge  Syrup  is  a  great  favorite  and  has  a  host  of  friends  ;  other  leading  brands  include  Gilt  Edge,  Ex.  Amber,  Cresent,  Quaker  City,  White  Clover,  King 
“B”  Drips,  Cruiser,  109  Sugary,  Ex.  Maple,  Etc.;  also  Sugar  Syrups  and  New  Orleans  Molasses.  Send  us  your  orders. _ _ 


OLIVES _ Our  new  package,  a  twenty-ounce  fruit  jar  Queen  Olives,  packed  in  cases  of  one  dozen  each,  a  splendid  package  to  retail  at  25c.,  price  per  doz.,  $2.20. 


AT  CUES _ We  have  two  special  drives  on  Matches-,  500s,  and  as  we  only  have  a  limited  quantity,  we  offer  them  provided  unsold  when  order  reecived,  viz  . 

Single  Dip,  500s,  red  heads,  per  gross,  $2.50  ;  Double  Dip,  500s,  one  gross  in  a  case,  per  gross,  $3.00 ;  these  goods  are  made  by  The  Diamond  Match  Company, 

quality  first  class.   ~ 


EGG  FLU  IVIS _ New  York  packing,  Monroe  Brand  ;  these  goods  are  equal  in  quality  to  any  so-called  Extra  Standards,  cans  full,  30-oz.  contents,  known  as 

No.  3  size,  two  dozen  in  a  case,  per  doz.,  $1.10.  _  _  -  '  •  t JaH 


KIRK,  FOSTER  &,  CO.  TEES'  209 


NORTH  WATER  STRICT 


1 1 A 
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<f  Which  would  you  rather 
eat  yourself  —  bulk  prunes 
from  a  long-opened  box,  or 
U-Say  Selected  Sun-Cured 
Sanitary  Prunes? 

Your  customer  will  feel 
the  same.  U-Say  Prunes 
are  better  than  average  bulk 
prunes  to  begin  with,  and 
they  are  infinitely  better 
when  they  reach  the  con¬ 
sumer,  for  the  sealed  package 
keeps  them  moist,  fresh  and 
clean. 


<|  Packed  in  five  sizes,  retail¬ 
ing  at  10,  12,  15,  25  and  60 


cents. 

Beh  &  Herter 


SALES  AGENTS 

140  Franklin  Street 
New  York 


The  “Premium” 
Brand  on  Ham 


WE  must  make  EVERY 
ham  that  bears  “SWIFT’S 
PREMIUM”  brand  give  satis¬ 
faction,  or  the  brand  would 
cease  to  mean  anything. 

And  you  should  have  that 
ham  if  you  want  to  satisfy 
your  trade  and  build  up  a 
good  ham  business. 

SWIFT’S  PREMIUM 
HAMS  are  always  tender,  de¬ 
liciously  flavored,  properly 
cured.  What  we  tell  you 
about  them  you  can  tell  your 
customers  with  confidence. 

PREMIUM  HAMS  we  keep 
well  ad  vert  is  ed ,  and  that 
makes  it  easy  for  you  to  sell 
them. 

Swift  &  Company,  U.  S.  A. 


We  Keep  But  One 
Secret 

C|  Almost  everything  about  RUMFORD  BAKING 
POWDERS  has  always 
•been  as  open  as  the  sun. 

We  say  freely  what 
it  contains — phosphate, 
starch  and  soda — and 
nothing  else.  Only  our 
method  of  mixing  and 
blending  these  food  leav- 
eners  do  we  properly 
keep  to  ourselves. 

No  other  baking  pow¬ 
der  made  compares  with 
RUMFORD  POWDERS 
for  a  minute.  It  is  abso¬ 
lutely  wholesome,  even 
nutritious,  and  is  a  leav- 
ener  par  excellent.  No 
consumer  who  ever  used 
it  dropped  it  because  it  wouldn’t  do  the  work. 

C|  Furthermore,  no  retailer  can  complain  of  the  profit 
it  pays. 

Rumford  Chemical  Works 

PROVIDENCE,  R.  I. 


fill!.  hiiTiimin  minMiHUj!, 

’"'"•Ill  ||||  9|  n,|  ||,|nil 


sold  htth« 

jgWOKD  CHEMICAL WOR® 


YouCan  Depend  on  It 

We  feel  a  particular  pride  in  Gurnse  butter,  as  a 
butter  you  can  depend  on.  Of  course,  consumers 
appreciate  that,  but  you  as  grocers  will  particularly 
appreciate  it  because  butter  that  you  can’t  depend  on 
will  make  you  all  kinds  of  trouble. 

A 

Gurnse  butter  is  the  finest  imaginable  dairy 
butter,  made  by  us,  packed  by  us,  and  guaranteed  by 
us.  It  is  wrapped  in  brine-dipped  parchment,  and 
then  sealed  in  a  carton.  Guaranteed  to  suit  your 
trade,  or  customers’  money  back. 

Packed  in  20.30 and  50-pouDd  boxes  — pounds  and  half  pounds  — 37  cents. 

Prices  subject  to  market  changes. 

PC  DDfWklM  X  rf\  39-41-43  SOUTH  FRONT  STREET 
•  r.  uKOwvN  CT  Cl/.  PHILADELPHIA.  PA. 


Cater  to 
the  Public 

If  you  own  a  shop  of 
any  sort ;  if  you  are 
interested  in  selling 
anything  to  the  public, 
you  must  cater  to  their 
comfort — you  must 
give  them  reasons  for 
dealing  with  you. 

If  your  GroceryStore 
is  not  lighted  properly, 
brilliantly ;  in  other 
words,  if  it  is  not  illum¬ 
inated  Electrically,  you 
are  omitting  to  take  the 
most  obvious  course 
toward  creating  a  suc¬ 
cessful  and  growing 
business.  Ask  the  man 
who  uses  it  whether 
he  could  afford  to 
be  without  Electricity. 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STREETS 


Judged  by  the 
Company  It  Keeps 

<|f  You  probably  couldn’t  do 
business  successfully  by  sell¬ 
ing  Wheatena  as  your  only 
breakfast  food.  Many  grocers 
sell  it  as  one  of  an  assortment, 
but  they  usually  treat  it  as  a 
sort  of  leader — a  special  thing 
— something  more  exclusive 
than  the  ordinary  run  of 
cereals. 

Their  reason  is  the  exceed¬ 
ingly  high  class  of  the  people 
who  use  Wheatena  in  their 
homes. 

The  Wheatena  Co. 

RAHWAY,  N.  J. 

Members  of  the  American  Specialty 
Manufacturers'  Association 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no  change 
for  the  week.  The  demand  for 
spot  teas  is  from  day  to  day  and 
for  actual  wants  partly  because  it 
has  been  that  way  all  the  season, 
and  partly  because  of  the  approach 
of  the  new  season.  The  season  for 
new  Japan  teas  has  opened  during 
the  week,  on  a  basis  for  high  grade 
teas  from  y2  to  I  cent  below  last 
year.  This  seems  to  be  at  least  in 
part  due  to  the  lack  of  interest  on 
the  part  of  American  buyers. 

Coffee 

The  coffee  market  shows  no 
change  for  the  week,  but  the  feel¬ 
ing  is  stronger.  The  figures  cover¬ 
ing  the  world’s  visible  supply  have 
come  out,  showing  a  much  greater 
reduction  since  the  last  report  than 
was  expected.  The  demand  for 
coffee  is  fair,  and  the  situation  from 
the  standpoint  of  the  holders  of 
coffee  is  somewhat  improved.  Mild 
coffees  are  also  slightly  firmer  and 
in  moderate  demand.  Java  and 
Mocha  unchanged  and  quiet. 

Sugar. 

The  sugar  market  has  shown 
some  flurries  during  the  week. 
The  Federal  refinery  has  dropped 
its  price  io  points,  which  means 
4.10  cents  for  granulated.  Other 
refiners  have  not  yet  followed,  and 
the  nominal  price  is  4.30,  although 
some  will  sell  at  4.20.  The  Federal 
is  reported  to  have  made  its  low 
price  in  order  to  move  its  stock. 
The  demand  for  refined  sugar  is 
fair. 

Syrup  and  Molasses. 

Glucose  is  unchanged  and  dull. 
Compound  syrup  shows  no  change 
for  the  week  and  demand  is  light. 
Sugar  syrup  dull  at  ruling  prices, 
molasses  ditto. 

Fish. 

There  has  been  no  change  in 
mackerel  during  the  week.  While 
the  demand  is  still  small  there  is  a 
rather  better  feeling  as  to  price  be¬ 
cause  stocks  on  this  side  are  not 
heavy  and  will  not  be  increased  at 
present,  as  no  importer  wishes  to 
bring  stock  over  until  the  tariff  un¬ 
certainty  is  settled.  Cod,  hake  and 
haddock  are  all  dull  at  unchanged 
prices.  Imported  sardines  are 
quiet,  and  as  to  the  French  brands 
very  firm.  This  market  also  is 
being  affected  by  the  prospective 


tariff  changes.  Domestic  sardines 
quiet  at  ruling  prices.  Salmon  of 
all  grades  only  moderately  active 
at  unchanged  prices. 

Canned  Goods. 

Tomatoes  are  weaker,  due  appar¬ 
ently  not  so  much  to  excessive 
stocks  as  to  lack  of  demand. 
Stocks  in  packers’  hands  are  as¬ 
suredly  not  heavy,  but  the  trade 
seem  not  much  interested  in  toma¬ 
toes  at  any  price.  Sales  have  been 
made  during  the  week  at  77J4 
cents  delivered  for  No.  3  standards, 
which  is  a  decline  of  2j4  cents. 
Other  sales  have  been  reported  at 
2 1/2  cents  below  even  this,  but  there 
is  some  doubt  whether  these  are 
full  standards  or  not.  Future  to¬ 
matoes  are  dull  at  unchanged 
prices.  Corn  and  peas  are  dull  and 
unchanged,  both  spot  and  futures. 
Apples  in  fair  demand  at  un¬ 
changed  prices.  California  canned 
goods  on  spot  show  the  ordinary 
season’s  demand  without  change  in 
price.  Some  sales  of  futures  have 
been  made  by  the  single  packer  who 
up  to  this  time  has  named  prices. 
Small  Eastern  staple  canned  goods 
are  unchanged  and  in  ordinary  sea¬ 
sonable  demand. 

Dried  Fruits. 

Prunes  are  a  trifle  firmer,  but 
not  quotably  higher  for  the  week. 
The  demand  is  fair.  Peaches  and 
apricots  are  in  light  demand  at  un¬ 
changed  and  steady  prices.  Rais¬ 
ins  are  about  unchanged,  prices  on 
seeded  goods  being  much  firmer  on 
the  coast  than  they  are  in  the  East. 
Eastern  markets  are  about  ]/2  cent 
below  the  coast.  Currants  un¬ 
changed  and  in  fair  seasonable  de¬ 
mand. 

Beans  and  Peas. 

Domestic  pea  beans  are  firm  and 
higher.  The  quotation  on  spot  in 
a  large  way  is  $2.35  to  $2.40,  with 
the  quotation  $2.45  to  come  for¬ 
ward.  Marrows  are  still  $3.75  in 
a  large  way.  The  demand  for 
beans  is  fair.  California  lirnas  are 
moderately  active  at  ruling  prices. 
Green  and  Scotch  peas  are  un¬ 
changed  and  quiet. 

Butter. 

The  receipts  of  all  grades  of  but¬ 
ter  show  considerable  increase  and 
the  market  is  steady  at  a  decline 
of  2  cents  per  pound.  The  demand 
has  responded  to  the  decline  and 


shows  improvement.  The  market 
is  steady  at  present  prices.  The 
production  will  show  still  further 
increase  and  as  it  increases  prices 
will  probably  show  still  further 
decline. 

Eggs. 

The  consumptive  demand  for 
eggs  continues  very  good,  and  there 
is  still  active  speculative  demand. 
The  stock  arriving  shows  good 
quality  and  the  market  is  steady  at 
a  decline  of  ]/2  cent.  If  there  is 
any  change  within  the  next  few 
weeks  it  will  likely  be  a  decline. 

Cheese. 

The  consumptive  demand  for 
cheese  is  increasing  somewhat. 
There  is  still  some  old  cheese  in 
market,  selling  at  unchanged  prices. 
New  cheese  is  commencing  to  ar¬ 
rive  in  greater  volume,  and  shows 
fair  and  gradually  improving  qual¬ 
ity  for  so  early  in  the  season.  It 
is  still  selling,  however,  at  3  cents 
under  the  old  cheese.  There  is 
likely  to  be  an  increased  consump¬ 
tion  as  the  make  increases,  and  the 
outlook  is  for  a  decline  soon. 

Provisions. 

All  cuts  of  smoked  meats  show 
an  increased  consumptive  demand 
at  unchanged  prices.  Both  pure  and 
compound  lard  are  stationary  and 
unchanged,  with  fair  consumptive 
demand.  Dried  beef  and  canned 
meats  are  firm  and  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 
INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

There  was  an  increase  last  week 
in  the  buying  of  tomatoes  for  fu¬ 
ture  delivery,  but  it  was  not  a  wide¬ 
ly  distributed  movement  such  as 
usually  begins  at  this  time  in  the 
spring  and  continues  until  the  can¬ 
ning  season  opens  in  August.  Some 
markets  began  to  buy  futures  in 
January  in  a  small  way,  and  they 
have  since  duplicated  their  orders, 
but  the  total  volume  of  the  sales  up 
to  date  is  very  much  less  than  it 
was  up  to  the  same  date  last  year. 
The  canners  feel  that  the  market 
prices  have  reached  the  point  where 
they  cannot  make  any  profit  on  the 
goods,  and  they  are  inclined  to  go 
slow  on  futures.  There  are  always 
some  sellers  in  sight,  it  is  true,  but 
the  buyers  should  feel  pretty  sure 
that  the  man  behind  his  contract  is 
able  to  stand  a  loss  and  make  good 
should  the  market  go  against  him. 


The  buying  of  spot  tomatoes  las 
week  was  fairly  active,  and  the  sale 
totaled  a  respectable  amount,  bu 
there  was  no  snap  or  ginger  to  it 
It  was  the  same  character  of  buy 
ing  that  has  prevailed  here  during 
the  last  six  or  eight  weeks.  It  ha 
had  one  good  result,  anyway,  thi 
dullness  in  the  market,  if  it  don’ 
help  in  other  ways,  and  that  is,  i 
has  made  the  growers  realize  th< 
folly  of  demanding  such  high  price 
for  the  coming  crop,  and  they  an 
now  accepting  normal  prices.  Wei 
selected  brands  of  choice  qualit' 
spot  tomatoes  bought  at  to-day’ 
prices  are  safe  property  to  own. 

In  the  other  lines  of  vegetable 
the  market  was  dull  and  easy  las 
week,  with  the  exception  of  swee 
potatoes,  which  were  active  and  ad 
vanced  from  the  low  prices  pre 
vailing  during  the  last  month.  A 
this  time  they  look  like  goinj 
higher.  The  new  spring  crop  o 
spinach  is  arriving,  but  it  costs  to< 
much  for  canning  purposes.  Thi 
week  probably  shipments  can  b 
made  out  of  the  new  pack.  N< 
changes  in  any  other  lines  of  vege 
tables.  Some  good  trades  ar 
offered  in  spot  peas. 

The  new  pack  of  pineapples  is  at 
tracting  additional  orders  fo 
prompt  shipment,  usually  in  smal 
iots  to  start  the  season,  and  th 
canners  anticipate  a  lively  busines 
in  them  for  May  and  June  ship 
ments.  Blackberries  went  a-beg 
ging  when  a  sudden  demand  quick 
ly  sent  them  from  60  up  to  70  cent 
a  dozen  when  it  was  discoverei 
that  the  stocks  on  hand  were  smal 
comparatively  instead  of  bein; 
large.  That  is  the  case  with  a 
kinds  of  canned  fruits  here  with 
out  any  exception.  There  wa 
some  buying  of  peaches  last  week 
and  no  one  packer  has  a  full  assort 
ment  of  them  on  hand.  There  is  n 
buying  of  ‘‘future”  fruits  in  thi 
market  as  yet. 

Further  large  buying  of  cov 
oysters  caused  higher  prices  agai 
last  week,  and  they  continue  to  loo 
stronger  ahead.  Keep  yourselve 
in  a  comfortable  position  on  cov 
oysters  until  next  fall. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Imparted  Fish  Specialties. 

Mackerel. — There  is  a  somewha 
better  demand  for  Norway  mack 
erel,  but  prices  are  low  and  unsatis 
factory. 

Imported  sardines  continue  t 
sell  very  well.  In  France  the  situ 
ation  is  still  unchanged.  The  fac 
tories  are  still  closed,  as  no  ai 
arrangement  has  been  reached  a 
yet  with  the  fishermen.  They  ar 
hard  at  it  in  France,  and  we  hop 
to  receive  a  cable  at  any*  momer 
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vising  us  that  the  difficulty  has 
en  settled.  We  just  received 
bles  from  Portugal  advancing  the 
ices  on  sardines.  No  reasons  are 
/en,  but  evidently  the  fishing  is 
or  or  the  cost  of  production  has 
creased.  They  are  having  quite 
lie  trouble  with  their  workmen 
Portugal,  as  they  demand  an  in- 
:ase  in  their  wages.  In  Norway 
;  fishing  is  to  start  about  the  mid- 
!  of  this  month,  and  we  hope  it 
11  be  very  good,  as  the  sardines 
;  badly  needed,  stocks  being  ex- 
usted. 

Strohmeyer  &  Arpe  Co. 
New  York. 

Spice*. 

The  market  continues  quite  ac- 
e.  There  is  little  to  say  relative 
the  tariff  matter;  the  bill  has 
»n  passed  by  the  House,  but  the 
il  fight  will  be  in  the  Senate.  As 
.ted  previously,  it  looks  as  though 
iuty  is  most  likely. 

Pepper. — Prices  in  Europe  and 
:  East  have  advanced.  At  this 
iting  the  market  is  unusually 
ong,  and  prices  have  advanced 
day.  White  peppers  are  also 
jher  in  price. 

Cassias. — All  grades  unchanged. 
:mand  fair. 

Gingers  steady  and  present  prices 
:  consider  are  safe. 

Tapiocas  quiet  during  the  week 
slightly  lower  prices. 

Seeds,  Herbs,  Etc. — No  special 
ttures  to  report.  Celery,  caraway 
d  poppy  in  usual  demand  at  un- 
anged  prices. 

McCormick  &  Co. 
Baltimore,  Md. 


MARKET  NOTES. 

•  — — ^ 

New  potatoes  keep  up  very  well, 
oridas  are  worth  $4.75,  and 
larlestons  $4  to  $4.25.  Ber- 
ldas  are  done. 

Florida  tomatoes  are  compara¬ 
bly  high — $3.50  for  not  very 
>od  fruit.  Fancy  tomatoes  are 
ry  scarce,  as  are  good  hothouse 

fit. 

Asparagus  is  cheaper  than  for  a 
ng  time.  Canners  have  been  buy- 
g  largely  during  the  week  at  10 
nts.  The  regular  jobbing  range 
10  to  25  cents.  All  the  stock  on 
e  market  to-day  is  from  nearby 
>i»ts;  quality  good. 

The  first  Florida  peaches  reached 
orthern  markets  on  May  10th  last 
:ar.  They  should  be  along  soon. 

Eastern  Shore  peas  range  from 
!-50  to  $3  per  one-third  barrel 
isket  and  are  in  fair  demand. 

The  first  Florida  watermelons 
e  in  market  and  range  from  $1.50 
1  $2  each.  The  quality  is  good 
vt  the  demand  is  very  light. 


WHAT  TO  TELL  CUSTOMERS 

"Try  WILBUR’S  COCOA  this  time.  It’s  not  only  PURE  but 
it’s  also  the  FINEST  QUALITY  that  can  be  made,  and  has  the 
most  delicious  FLAVOR  you  ever  tasted.” 


This  is  one  of  the  firms  the  sale  ^  of  whose  products 
helps  organize  the  Pennsylyania  Retail  Merchants 


TRY  IT  YOURSELF 

Make  yourself  a  cup  of  WILBUR’S  COCOA  and 
as  soon  as  you  taste  it  you’ll  know  why  it’s  such  a  BIG 
SELLER.  It  has  the  FLAVOR  because  it  is  made  from 
a  skillful  blend  of  the  FINEST  SELECTED  cocoa  beans. 

There  are  many  grades  and  kinds  of  cocoa  beans,  and  the  flavor  of 
prepared  cocoa  depends  upon  expert  knowledge  in  selecting  and  blend¬ 
ing  them.  Cocoa  that’s  made  from  poor  quality  cocoa  beans,  even 
though  it  may  be  “pure  cocoa,”  doesn’t  taste  like  WILBUR’S  COCOA. 
Your  customers  will  appreciate  the  fine  flavor  of  WILBUR’S  COCOA; 
they  will  USE  IT  MORE  OFTEN  than  they  would  use  an  inferior 
cocoa,  so  you’ll  sell  more. 

Beside  the  satisfaction  to  your  customers  it  will  pay  you  to  push  the 
sales  of  WILBUR’S  COCOA  because  it  pays  you  a  splendid  profit. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 
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We’ll  Help  You  Sell 


EGG  ELBOW 
MACARONI 


We  have  just  prepared  this  beautiful  life-size  cut¬ 
out,  handsomely  lithographed  in  four  colors  on  stiff 
cardboard,  36  inches  high,  showing  a  grocer  offer¬ 
ing  his  customers  FREIHOFER’S  MACARONI. 
It’s  a  strikingly  handsome  advertisement  and  will 
make  sales  if  placed  on  your  counter  or  in  your 
window.  If  you’re  going  to  push  the  sale  of 
FREIHOFER’S  MACARONI  write  us  for  this 
cut-out.  Only  a  limited  number  to  be  given  out, 
so  let  us  hear  from  you  soon.  You  want  to  push 


the  sale  of  FREIHOFER’S  EGG  ELBOW  MACARONI  because  it  will  lead  to 
sales  of  FREIHOFER’S  NOODLES,  SPAGHETTI  and  PASTELS— all  clean, 
American-made  goods  that  will  please  your  customers  and  pay  you  good  profits. 

Freihofer  Baking  Company 

PHILADELPHIA 


MASONS  SHOE  DRESSING 


Mason’s  White  Dressing  for  White  Shoes 
Mason’s  Tan  Combination  for  Tan  Shoes 

give  you  the  unusual  combination  of  BIG  SALES  with  BIG  PROFITS.  White  Shoes  and  Tan 
Shoes  are  becoming  more  popular  all  the  time,  and  the  sale  of  dressings  is,  therefore,  increasing. 
MASON’S  DRESSINGS  meet  the  public  demand  because  they  give  satisfaction  ;  they  pay  you 
75%  PROFIT. 

WARNING  : — Don’t  be  persuaded  to  handle  other  dressings  that  will  stick  on  your 
shelves.  The  people  want  MASON’S  DRESSINGS,  will  buy  them  quickly,  and  you’ll 
make  your  profit.  That’s  what  you  want. 


JAS.  S.  MASON  COMPANY 


138=140  North  Front  Street 


PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“These  are  the  genuine  MASON’S  SHOE  DRESSINGS,  the  kind  that  leading 
city  shoe  stores  sell  because  they  are  BEST.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
^help^rganlz^hePennsylyanla  Retail  Merchants 


THE  NEW  YORK  LETTER. 

(Continued  from  page  14  ) 

unsettled.  Offerings  of  Maryland 
No.  3s  at  7734  cents  are  getting 
more  numerous,  although  most  of 
the  holders  are  still  asking  80  cents 
for  strictly  standard  stock.  The 
offerings  even  at  75  cents  are  plen¬ 
tiful,  but  brokers  say  that  these 
supplies  are  not  really  up  to  stand¬ 
ard  ;  that  the  goods  are  light  col¬ 
ored  or  short  in  weight  or  the  cans 
rusted.  Spot  corn  is  moving  stead¬ 
ily  on  small  orders  at  the  present 
low  level  of  prices.  It  is  said  that 
desirable  lots  of  supplies  at  inside 
prices  are  now  getting  into  small 
compass.  There  is  little  demand 
for  peas  but  prices  are  firm  as  a 
result  of  the  unfavorable  crop  out¬ 
look  in  the  West. 

Canned  fruits  are  moving  slowly 
but  prices  are  firm  as  the  stocks  in 
first  hands  have  been  almost  cleaned 
up  and  those  in  second  hands  do 
not  seem  to  be  excessive. 

The  demand  for  California  dried 
prunes,  even  in  the  large  sizes,  is 
not  active ;  yet  it  is  sufficient  in 
view  of  the  present  restricted  sup¬ 
ply  to  give  a  firm  tone  to  the.  mar¬ 
ket.  Quotations  of  40s  in  a  jobbing 
way  range  from  8}4  to  g}4  cents. 
Spot  50s  range  from  6j4  to  7  cents. 
In  both  grades  the  trend  seems  to¬ 
ward  the  higher  quotations.  The 
60s  are  now  getting  a  little  more 
attention  and  are  bringing  from  5  to 
534  cents  on  the  spot.  The  export 
demand  is  said  to  be  increasing. 
Apricots  are  fairly  active  for 
prompt  delivery  at  firm  prices. 
Peaches  are  selling  in  a  jobbing 
way  at  firm  prices  as  supplies  are 
believed  to  be  within  a  narrow  com¬ 
pass.  Spot  currants  are  selling 
slowly  at  steady  prices. 

Domestic  sardines  are  easier. 
The  principal  packing  interests 
have  announced  a  reduction  of 
prices  to  the  basis  of  $2.10  f.  o.  b. 
Eastport  for  keyless  quarter  oils 
and  $2.75  for  key  opening  cans, 
with  proportionate  reductions  in 
other  kinds.  These  prices  are 
offered  subject  to  confirmation. 

Flo’ur  is  slightly  easier.  The  de¬ 
cline  in  wheat  has  made  most  of 
the  millers  more  inclined  to  shade 
prices.  Some  of  the  mills,  how¬ 
ever,  are  not  at  all  inclined  to  fol¬ 
low  the  decline  in  wheat  with  any 
concessions.  A  number  are  offer¬ 
ing  spring  wheat  patents  in  jute  at 
$4.50.  As  there  is  no  urgent  de¬ 
mand  from  the  country,  buyers  are 
not  eager  to  make  terms. 

Butter  is  selling  fairly  well.  The 
quality  of  the  arrivals  is  irregular 
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id  complaints  are  common.  Re¬ 
ivers  make  concessions  in  prices 
move  supplies  that  are  a  little  off 
e  standard.  The  fresh  creamery 
:tras  are  sold  at  285/2  to  29  cents ; 
■sts  at  to  28  cents;  seconds 
26  to  27  cents.  The  strictly 
ncy  grades  are  steady,  but  the 
her  grades  show  weakness.  The 
:st  grades  of  process  butter  are 
Id  at  27  to  28  cents  and  the  lower 
■ades  are  practically  out  of  the 
arket. 

Arrivals  of  eggs  continue  liberal 
ith  a  large  proportion  going  di- 
ctly  into  storage.  The  prices  are 
eady.  Much  of  the  stock  that  is 
Ferecl  is  defective.  The  best 
ades  of  fresh  Western  eggs  range 
om  19  to  22  cents,  including  those 
icked  for  storage,  the  latter  being 
loted  at  20  to  21  cents.  The  best 
the  nearby  eggs  bring  as  much 
23  cents. 

Fred.  A.  McGill. 


The  Georgia  peach  crop  is  about 
500  cars  this  year,  which  is  about 
ilf  of  last  year.  Delaware  expects 
have  a  fair  crop. 


An  Official  Definition  of  Graham 
Flour. 

The  Bureau  of  Chemistry  of  the 
nited  States  Department  of  Agri- 
ilture  has  been  conducting  an  in¬ 
stigation  of  graham  flour,  con- 
rning  which  product  there  is  great 
infusion  in  the  milling  trade,  with 
e  idea  of  establishing  certain 
andards  with  which  all  graham 
)urs  shall  comply.  Statements 
ade  by  many  millers  show  that  a 
:ry  large  percentage  of  the  so- 
died  graham  flours  on  the  market 
■e  mixed  products,  or  imitations 
ade  from  feed  bran,  together  with 
'W  grade  flour,  8  or  10  per  cent, 
■acker  flour,  and  in  many  instan- 
is  contain  the  sweepings  from  the 
iill.  True  graham  flour,  accord- 
ig  to  Bulletin  164,  just  issued  by 
ie  Bureau,  is  “unbolted  wheat 
leal  made  from  sound,  clean,  fully 
latured,  air-dried  wheat.”  This 
lay  also  be  called  “whole  wheat 
our,”  or  “entire  wheat  flour.” 
fixtures,  or  flours  from  which  part 
f  the  bran  has  been  removed, 
lould  be  labeled  imitation  graham 
ours. 


North  Carolina  strawberries  are 
bout  done;  the  range  is  8  to  10 
mts.  Virginia  strawberries  range 
rom  10  to  12  cents  and  Eastern 
bores  12  to  16  cents.  The  de- 
land  is  good. 


% 


THROW  AWAY 
THE  SCOOP! 


You  don’t  need  it  to  sell 
ARGO  STARCH.  ARGO 
STARCH  in  its  neat  carton  is 
ready  for  you  to  hand  out  to 
customers  without  scooping-, 
weig-hing,  wrapping  or  tying. 

This  saves  time  and  bother 
and  gives  you  a  profit  that  is 

NET  profit  because  there  is  no  loss  from  overweight,  no  cost  for  labor, 
bags  or  time. 

ARGO  STARCH  is  clean,  ftnre  and  white  and  starches  clothes  a 
pure  white.  This  makes  it  please  the  consumer  so  it  sells  steadily  every¬ 
where.  You  don’t  really  want  to  bother  with  selling  bulk  starch  and 
your  customers  would  much  rather  buy  ARGO  STARCH,  so  you  can 
easily  secure  increased  sales  if  you  keep  it  well  displayed  at  all  times. 


Corn  Products  Refining  Company 

NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“If  you’ll  try  ARGO  STARCH  you’ll  find  it  very  satisfactory; 
the  carton  keeps  it  clean,  and  so  it  starches  your  clothes  a  pure 
white.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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NEW  PENNSYLVANIA  FOOD  AND 
DRINK  BILLS  BOTH  DEFEATED 
ON  FINAL  PASSAGE  BUT  RE¬ 
VIVED  AND  ARE  NOW  ON  POST¬ 
PONED  CALENDAR. 

(.Continued  from  page  17.) 

added  substances  deleterious  to 
health.  Provided,  however,  that 
fruit  syrups,  as  permitted  by  the 
act  approved  April  26,  1905,  shall  be 
exempt  from  the  provisions  of  this 
act. 

Sec.  4.  The  bottles  or  other  con¬ 
tainers  in  which  a  non-alcoholic 
drink  is  packed  for  retail,  shall  be 
plainly  labeled  or  branded  with  a 
statement  of  the  name  of  the  non¬ 
alcoholic  drink.  Provided,  that 
ginger  ale,  in  the  preparation  of 
which  capsicum  or  any  capsicum 
product  has  been  used,  shall  be  la¬ 
beled  “GINGER  ALE  WITH  CAP¬ 
SICUM.” 

Sec.  5.  That  for  the  purpose  of 
this  act  a  non-alcoholic  drink  shall 
be  deemed  to  be  misbranded, 

First. — If  it  be  an  imitation  of  or 
offered  for  sale  under  the  distinc¬ 
tive  name  of  another  article,  or  if 
it  is  colored  or  flavored  in  imitation 
of  the  genuine  color  or  flavor  of  ' 
another  substance. 

Second. — If  it  be  labeled  or 
branded  or  tagged  so  as  to  deceive 
or  mislead  the  purchaser. 

Third.— If  the  bottle  or  receptacle 
containing  it  or  its  label  shall  bear 
any  statement,  design  or  device  re¬ 
garding  the  ingredients  or  the  sub¬ 
stances  contained  therein,  which 
statement,  design  or  device  shall  be 
false  or  misleading  in  any  particu¬ 
lar.. 

Sec.  6.  When  the  Dairy  and 
Food  Commissioner,  or  his  agent, 
shall  obtain  an  article  of  non-alco¬ 
holic  drink,  or  a  sample  or  portion 
thereof,  from  any  person  for  the 
purpose  of  determining  whether  the 
same  is  adulterated  or  misbranded 
within  the  meaning  of  this  act,  and 
it  shall  be  found  that  the  said  ar¬ 
ticle  of  non-alcoholic  drink  is  adul¬ 
terated  or  misbranded  within  the 
meaning  of  this  act,  then  the  Dairy 
and  Food  Commissioner  shall  pro¬ 
ceed  against  the  said  person  from 
whose  store,  warehouse  or  other 
place  of  business  said  article,  sam¬ 
ple  or  portion  thereof  shall  have 
been  obtained,  for  a  violation  of 
the  provisions  of  this  act. 

But  no  prosecution  shall  be  sus¬ 
tained  under  the  provisions  of  this 
act  against  a  retail  dealer  for  the 
selling,  offering  for  sale,  exposing 
for  sale  or  having  in  possession 
with  intent  to  sell  of  any  adulter¬ 
ated  or- misbranded  article  of  non¬ 
alcoholic  drink  as  defined  herein  if 
the  retail  dealer  from  whom  the 
said  article  of  non-alcoholic  drink, 
sample  or  portion  thereof  was  ob¬ 
tained  by  the  Dairy  and  Food  Com¬ 
missioner  or  his  agent,  can  estab¬ 
lish  a  guaranty  signed  by  the  man¬ 
ufacturer  or  wholesale  dealer  or 
jobber  or  distributor,  residing  in 
the  United  States,  from  whom  such 
article  of  non-alcoholic  drink  was 
purchased  or  procured,  to  the  effect 
that  the  same  is  not  adulterated  or 
misbranded  within  the  meaning  of 
this  act,  designating  it. 

Said  guaranty,  to  afford  protec¬ 
tion,  shall  contain  the  name  and  ad¬ 
dress  of  the  manufacturer  or  whole¬ 
sale  dealer  or  jobber  or  distributor 
making  the  sale  of  such  article  of 
non-alcoholic  drink  to  such  retailer, 
and  shall  be  in  the  following  lan¬ 
guage  : — 

“I  (or  we) . (name 

of  the  guarantor),  the  vendor  of 
the  article  of  non-alcoholic  drink 
mentioned  in  the  foregoing  invoice, 
do  hereby  guarantee  and  warrant 
that  none  of  said  articles  of  non¬ 
alcoholic  drink  are  adulterated  or 
misbranded  within  the  meaning  of 
the  act  of  the  General  Assembly  of 


Pennsylvania,  known  as  the  Non- 
Alcoholic  Drink  Act  of  1913.” 

(Signature)  . 

(Address)  . 

In  such  case  the  said  manufac¬ 
turer  or  wholesale  dealer  or  job¬ 
ber  or  distributor,  so  as  aforesaid, 
giving  such  guaranty  shall  be  amen¬ 
able  to  the  prosecution,  fines  and 
other  penalties  which  would  attach 
in  due  course  to  the  refailer  holding 
such  guaranty  for  violation  hereof, 
of  this  act  for  violation  hereof, 
and  every  manufacturer  or  whole¬ 
sale  dealer  or  jobber  or  distributor 
giving  a  guaranty  under  the  provi¬ 
sions  of  this  act  shall  be  held  re¬ 
sponsible,  and  shall  be  proceeded 
against  for  the  adulteration  or  mis¬ 
branding  of  any  article  of  non¬ 
alcoholic  drink  sold  under  said 
guaranty,  and  shall  be  subject  to  the 
penalties  for  the  violation  of  the 
provisions  of  this  act.  No  such 
guaranty  shall  operate  as  a  defense 
to  prosecution  for  a  violation  of 
the  provisions  of  this  act  if  the 
retailer  holding  such  guaranty  shall 
continue  to  sell  the  same  article  of 
non-alcoholic  drink  after  written  or 
printed  notice  from  the  Dairy  and 
Food  Commissioner,  or  his  agent, 
that  such  article  is  adulterated  or 
misbranded  within  the  meaning  of 
this  act. 

Whenever  it  shall  appear  that  any 
jobber,  wholesaler  or  dealer  has  had 
or  has  in  his  possession  with  intent 
to  sell  any  goods  which  are  adul¬ 
terated  or  misbranded  within  the 
meaning  of  this  act,  and  which 
goods  were  manufactured  in  or 
shipped  from  another  State  into  the 
State  of  Pennsylvania  and  sold  un¬ 
der  a  guarantee  of  the  non-resident 
manufacturer  or  dealer,  the  Dairy 
and  Food  Commissioner  shall  cer¬ 
tify  all  the  facts  and  findings  in 
such  cases  to  the  Secretary  of  Ag¬ 
riculture  at  Washington,  D.  C.,  in 
accordnace  with  the  Act  of  Con¬ 
gress  approved  June  30,  1906. 

It  shall  be  the  duty  of  any  per¬ 
son  claiming  immunity  from  con¬ 
viction  by  reason  of  a  guaranty  of 
any  adulterated  or  misbranded  ar¬ 
ticle  of  non-alcoholic  drink  sold,  of¬ 
fered  for  sale,  exposed  for  sale  or 
had  in  possession  with  intent  to 
sell,  to  produce  said  guaranty  for 
inspection  upon  being  notified  that 
any  such  article  of  non-alcoholic 
drink  is  adulterated  or  misbranded 
within  the  meaning  of  this  act,  and 
failure  or  refusal  to  so  produce 
said  guaranty  shall  subject  such  per¬ 
son  to  prosecution  and  conviction 
for  a  violation  of  the  provisions 
of  this  act,  the  same  as  though  he 
had  no  such  guaranty. 

Sec.  7.  That  any  person  who 
shall  violate  any  of  the  provisions 
of  this  act  shall  be  guilty  of  a  mis¬ 
demeanor,  and  upon  conviction 
thereof  shall  be  sentenced  to  pay 
a  fine  of  not  less  than  $25  nor  more 
than  $100,  or  to  undergo  an  im¬ 
prisonment  of  not  more  than  sixty 
days,  or  both  or  either,  at  the  dis¬ 
cretion  of  the  court. 

Sec.  8.  The  Dairy  and  Food 
Commissioner  shall  be  charged  with 
the  enforcement  of  the  provisions 
of  this  act. 

Sec.  9.  All  fines  and  penalties 
imposed  and  recovered  for  any  vio¬ 
lation  of  any  of  the  provisions  of 
this  act  shall  be  paid  to  the  Dairy 
and  Food  Commissioner  or  his 
agent,  and  when  so  collected  and 
paid  shall  thereafter  be  by  the  Dairy 
and  Food  Commissioner  paid  into 
the  State  Treasury  for  the  use  of 
the  Commonwealth. 

Sec.  10.  That  the  Act  of  Assem¬ 
bly  entitled  “An  Act  relating  to 
non-alcoholic  drinks,  defining  the 
same  and  prohibiting  the  manufac¬ 
ture,  sale,  offering  for  sale,  expos¬ 
ing  for  sale  or  having  in  possession 
with  intent  to  sell,  of  any  adul¬ 


terated  or  misbranded  non-alco¬ 
holic  drinks,  and  providing  penalties 
for  the  violation  thereof,  and  pro¬ 
viding  for  the  enforcement  thereof,” 
approved  the  nth  day  of  March, 
A.  D.  1909,  be,  and  the  same  is 
hereby  repealed. 

The  bill  for  the  attachment  of 
wages,  House  Bill  1,614,  fathered 
by  the  Pennsylvania  Retail  Mer¬ 
chants’  Association,  came  up  in  the 
House  during  the  week  on  second 
reading.  It  was  amended  and 
adopted  in  the  following  form : — 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by 
the  authority  of  the  same,  That 
from  and  after  the  passage  of  this 
act,  whenever  a  judgment  is  ob¬ 
tained  in  any  court  of  record  or 
before  an  alderman,  magistrate  or 
justice  of  the  peace  upon  a  con¬ 
tract  for  furnishing  the  necessar¬ 
ies  of  life,  and  the  defendant  is  a 
laborer  or  person  engaged  in  pub¬ 
lic  or  private  employment,  the 
wages  of  such  laborer  or  the  sal¬ 
ary  of  such  person  shall  be  sub¬ 
ject  to  attachment  in  the  hands  of 
the  employer. 

Sec.  2.  When  an  attachment  exe¬ 
cution  is  issued  upon  such  judgment 
and  wages  or  salary  are  attached 
in  the  hands  of  the  employee,  if 
the  amount  in  the  hands  of  the 
employer  shall  be  less  than  the 
amount  of  exemption  allowed  the 
defendant  by  law,  the  debtor  shall 
be  entitled  in  his  claim  for  exemp¬ 
tion  to  a  sum  amounting  to  90  per 
centum  and  no  more  of  the  money 
so  attached.  No  deduction  from 
the  fund  attached  shall  be  permitted 
for  costs,  but  said  costs  shall  be 
paid  by  the  attaching  creditor. 

Sec.  3.  No  attachment  shall  issue 
or  be  levied  under  this  act  unless 
and  until  the  debtor  has  been  given 
thirty  days]  previous  notice  by  reg¬ 
istered  mail  at  his  last  known  ad¬ 
dress  of  the  intention  to  issue  such 
writ  and  shall  have  failed  within  said 
period  of  thirty  days  to  adjust  such 
judgment  to  the  satisfaction  of  his 
creditor. 

Sec.  4.  The  provisions  of  this 
act  shall  only  apply  to  judgments 
secured  upon  contracts  for  the  nec¬ 
essaries  of  life  furnished  after  the 
passage  of  this  act. 

Sec.  5.  All  acts  or  parts  of  acts 
supplied  hereby  or  inconsistent  here¬ 
with  be,  and  the  same  are  hereby 
repealed. 

The  president  of  the  State  Asso¬ 
ciation,  Mr.  O’Neill,  spent  several 
days  of  the  week  in  Harrisburg 
working  for  the  bill,  but  found  it 
hard  work.  Members  reported  to 
him  that  they  had  seen  no  evidence 
of  any  demand  for  the  bill,  as  none 
of  their  constituents  had  asked 
them  to  vote  for  it. 

On  Wednesday  last  the  Gover¬ 
nor  granted  a  hearing  to  persons  in¬ 
terested  in  the  cold  storage  bill, 
which  as  reported  in  these  letters, 
has  passed  both  Houses  and  now 
awaits  his  signature.  The  Dairy 
and  Food  Department  had  its  chief 
counsel,  A.  H.  Woodward,  present 
to  talk  for  the  bill,  while  opposing 
it  were  John  P.  Connelly,  Philadel¬ 


phia;  John  J.  McDonald,  Philadeb 
phia;  Frank  R.  Shattuck,  Philadeh 
phia ;  C.  I.  Freeman,  general  super¬ 
intendent  of  the  Pittsburgh  Termi¬ 
nal  Warehouse  and  Transfer  Co.  j 
Robert  Hayes,  representing  the 
Fox  River  Butter  Co.,  and  S.  B. 
Charters,  the  largest  retail  dealer 
in  Pittsburgh. 

The  Food  Department  took  the 
position  that  the  bill  was  needed  tc 
enable  some  sort  of  supervision 
over  cold  storage  foods.  He  ar¬ 
gued  that  it  was  fair  alike  to  foods 
stored  in  the  State  and  to  foods 
stored  outside  the  State — both 
would  have  to  be  branded  with  the 
date  of  storing.  The  other  speak¬ 
ers  objected  to  the  bill  chiefly  be¬ 
cause  it  was  too  severe.  They  said 
it  would  drive  the  cold  storage  food 
business  to  other  States.  The  Gov¬ 
ernor  gave  no  sign  as  to  his  feeling, 
but  he  is  expected  to  sign  the  bill. 

The  bill  making  it  a  misdemeanor 
to  make  or  use  a  false  statement 
or  statements  in  writing  for  the 
purpose  of  obtaining  property, 
money,  credit  or  the  extension  of  t 
credit  was  signed  by  the  Governor  : 
on  Thursday. 

The  Senate  has  passed  on  third 
reading  the  bill  relieving  concerns 
who  pay  a  capital  stock  tax,  like 
corporations  and  joint  stock  com¬ 
panies,  from  paying  a  mercantile 
tax.  The  bill  next  goes  to  the 
House.  Its  text  is  as  follows : — 
AN  ACT 

To  relieve  from  the  payment  of 
mercantile  license  taxes  corpora¬ 
tions,  joint  stock  associations  and 
limited  partnerships  doing  busi-  ! 
ness  as  wholesale  or  retail  distrib-  , 
utors  or  vendors  of  merchandise  1 
who  pay  to  the  Commonwealth 
a  tax  upon  their  capital  stock. 
Whereas,  Corporations,  joint 
stock  associations  and  limited  part¬ 
nerships  engaged  in  business  in 
Pennsylvania  as  wholesale  or  retail 
distributors  or  vendors  of  merchan¬ 
dise,  are  required  under  the  rev¬ 
enue  laws  thereof  to  pay  to  the 
Commonwealth  a  5  mill  tax  on  their  | 
capital  stock  employed  therein,  and 
also  to  pay  the  Commonwealth  a 
mercantile  license  under  the  act  < 
entitled  “An  Act  to  provide  revenue 
by  imposing  a  mercantile  license 
on  vendors  of  or  dealers  in  goods, 
wares  and  merchandise,  and  provid¬ 
ing  for  the  collection  of  the  same,” 
approved  the  second  day  of  May,  ' 

A.  D.  1899;  and 

Whereas,  the  license  thus  exacted 
amounts  to  a  double  taxation  and  is 
oppressivle,  being  also  a  discrim¬ 
ination  against  such  wholesale  and 
retail  dealers  or  vendors  who  have 
to  come  in  competition  with  the 
dealers  and  vendors  from  this  State 
who  do  not  pay  the  double  tax  and 
from  dealers  and  vendors  of  States 
that  sell  through  soliciting  agents, 
catalogues,  etc.,  and  from  whom  no 
license  can  be  exacted ;  therefore 
Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa- 
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tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  from 
and  after  the  passage  of  this  act 
corporations,  joint  stock  associa¬ 
tions  and  limited  partnerships  con¬ 
ducting  business  in  Pennsylvania  as 
wholesale  or  retail  dealers  or 
vendors  of  merchandise,  who  pay 
to  the  Commonwealth  a  tax  on  their 
capital  stock  employed  therein,  be, 
and  the  same  are  hereby  relieved 
from  the  payment  of  mercantile  li¬ 
cense,  and  for  the  year  1913  and 
each  subsequent  year  thereafter  they 
shall  not  be  required  to  make  the 
returns  and  be  rated  by  the  mer¬ 
cantile  appraisers  as  now  required 
by  law. 

Sec.  2.  All  acts  or  parts  of  acts 
inconsistent  herewith  be,  and  the 
same  are  hereby  repealed. 

The  House  killed  on  final  pas- 
ige  House  Bill  1,085,  which  would 
ive  given  agents  of  the  State 
ivestock  Board  an  enlarged  power 
f  inspection  of  all  places  where 
eats  and  meat  food  products  were 

Id. 

R.  C. 


n  Echo  of  the  Supreme  Court’s 
Decision  in  the  Wisconsin 
Karo  Case. 

A  suit  to  enjoin  the  Kansas 
oard  of  Health  from  enforcing  its 
filiations  regarding  labels  on 
ins  of  table  syrup  has  been  filed 
:  Topeka,  Kan.,  by  the  Corn  Prod- 
:ts  Co.j  of  New  York  City.  The 
>mpany  labels  its  product  in  con- 
jrmity  with  the  Federal  pure  food 
filiations.  The  Kansas  law  re- 
uires  all  foods  composed  of  two 
r  more  ingredients  to  be  labeled 
;  a  compound  with  the  per  cent, 
f  each  ingredient  shown.  This,  it 
1  contended  by  the  Corn  Products 
!o.,  is  an  interference  with  the  in¬ 
state  commerce  law  and  would 
ivulge  trade  secrets  of 
alue. 


great 


[eat  Consumers’  Ignorance  Forces 
Prices  Up. 

A  large  majority  of  meat  con- 
umers  have  no  knowledge  what- 
ver  of  the  proportions  of  lean  meat 
nd  fat  and  bone  which  various  cuts 
if  beef  contain,  but  make  their  se- 
ections  of  meat  solely  according  to 
labit  or  fancy.  In  fact,  but  little 
iccurate  data  along  this  line  have 
litherto  been  available  to  those  who 
vished  to  buy  meats  on  a  rational 
>asis.  As  a  result  a  few  well- 
mown  cuts  are  greatly  in  demand, 
md  the  remainder  of  the  carcass 
s  a  “drug  on  the  market.”  To 
;uch  an  extreme  has  this  condition 
leveloped  that  a  portion  of  the  car- 
:ass  (loins  and  ribs),  forming  only 
ibout  one-fourth  of  its  weight,  rep¬ 
resents  nearly  one-half  of  its  retail 
:ost. 


Fifty-six  Years  of  Continued  Endorsement  by 

the  Consuming  Public 

BORDEN’S  EAGLE  BRAND  CONDENSED  MILK  has  been  famous  since  1857  for  its 
QUALITY,  ABSOLUTE  PURITY  and  CONVENIENCE  to  the  housewife.  Its  popularity  has 
never'  waned,  and  the  prestige  enjoyed  by  the  quality  and  purity  which  has  been  maintained 
through  all  these  years,  coupled  with  the  heavy  advertising,  is  a  constant  stimulus  for  increasing 
sales.  You  will  find  BORDEN’S  BRANDS  easiest  to  sell  and  the  most  satisfactory  to  your  cus¬ 
tomers.  All  of  BORDEN’S  BRANDS,  both  sweetened  and  unsweetened,  are  made  from  the 
highest  grade  raw  milk  by  the  most  modern  method  of  manufacture,  and  are  guaranteed  ABSO¬ 
LUTELY  PURE. 

BORDEN’S  EAGLE  BRAND  CONDENSED  MILK  is  an  ideal  infant  food,  being  rapidly 
and  completely  digested  by  the  delicate  infant  stomach,  and  affords  the  greatest  amount  of  nour¬ 
ishment  with  the  least  amount  of  work.  It  has  furnished  rosy  health  to  more  babies  than  all  the 
other  infant  foods  combined.  Mention  this  important  fact  to  your  customers  who  have  babies, 
impressing  upon  them  at  the  same  time  that  EAGLE  BRAND  CONDENSED  MILK  has  no 
superior  for  table  and  general  household  purposes.  BORDEN’S  PEERLESS  BRAND  EVAPO¬ 
RATED  MILK  is  extensively  used  for  cooking  for  whatever  purpose  ordinary  milk  would  be  em¬ 
ployed.  Display  BORDEN’S  BRANDS  on  your  counters  and  you  will  be  sure  of  STEADY 
SALES  and  SATISFIED  CUSTOMERS. 

Borden’s  Condensed  Milk  Company 


‘LEADERS  OF  QUALITY " 


Established  1857 


NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“  We  always  like  to  sell  BORDEN’S  BRANDS  because  we 
never  have  any  complaints  about  them.  We  guarantee  every  can 
but  nobody  ever  wants  their  money  back.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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W«  would  be  pleased  te  hare  for  publication  in  this  column  the  ideas  »f  enr  readers  npen  trade  topics 
k  being  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  most  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  good  faith,  bnt  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  be  noticed  la  this  department 


Canned  Goods  Packers  Establish 
Their  Own  Laboratory. 

Washington,  D.  C.,  May  5,  1913. 
To  the  Editor. 

Dear  Sir: — The  National  Can- 
ners’  Association  announces  the  or¬ 
ganization  of  its  large  laboratories. 
The  personnel  is  as  follows : 

Chief  Chemist,  Dr.  W.  D.  Bige¬ 
low,  now  Assistant  Chief  of  the 
Bureau  of  Chemistry,  Department 
of  Agriculture,  and  member  of  the 
Board  of  Food  and  Drug  Inspec¬ 
tion,  Washington,  D.  C. 


Chief  Bacteriologist,  Dr.  A.  W. 
Bitting,  now  Food  Technologist, 
Department  of  Agriculture. 

The  association  has  rented  the 
property  at  1739  H  street,  N.  W., 
Washington,  D.  C.,  and  the  same 
is  now  being  fitted  up  for  labora¬ 
tory  purposes. 

The  Chief  Chemist  will  be  in  ac¬ 
tive  charge  on  or  about  June  1, 
1913,  and  the  Chief  Bacteriologist, 
who  is  now  in  California,  will  take 
charge  of  his  department  as  soon 
as  the  Government  work  in  which 
he  is  now  engaged  is  finished. 


Go  to  Baltimore 
June  Sth  to  13th 

During  the  second  week  in  June,  10,000  advertising  and  busi¬ 
ness  men  will  be  the  guests  of  Baltimore. 

At  a  series  of  open  meetings,  covering  nearly  a  week,  the  great 
problems  of  advertising  and  selling  will  be  discussed  by  the 
most  progressive  and  Successful  business  men  in  America.  All 
the  marketing  and  merchandising  problems  which  manufacturers 
have  to  meet  will  be  discussed  by  men  who  have  met  them  and 
solved  them. 

These  problems  are  your  problems;  these  men  are  those  who 
can  help  you  by  telling  what  they  have  done  and  how  they  have 
done  it.  The  occasion  is  the  ninth 

Annual  Convention  of  the 
Associated  Advertising  Clubs 


of  America.  Delegates  and  mem¬ 
bers  from  135  advertising  clubs  in 
every  part  of  the  United  States  and 
Canada  will  be  there — every  sec¬ 
tion — every  business  interest — every 
phase  of  industrial  activity  will  be 
represented. 

Plan  now  to  attend  this  conven¬ 
tion  ;  it  is  not  necessary  that  you 
be  a  club  member — Baltimore  will 
welcome  every  business  man  with 
open  arms  and  show  him  that 
cordial,  generous  hospitality  for 
which  she  is  famous. 


No  matter  how  little  or  how 
much  advertising  you  may  do  or  are 
thinking  of  doing,  this  Convention 
will  be  the  biggest  business  help 
that  has  ever  been  placed  at  your 
disposal.  Your  line  of  business, 
your  kind  of  advertising  and  other 
problems,  will  be  discussed  by  men 
who  know. 

If  you  cannot  come  yourself,  send 
the  man  who  is  responsible  for  your 
advertising.  Full  particulars  as  to 
the  program,  rates  for  accommoda¬ 
tions,  etc.,  will  be  furnished  by 


Associated  Advertising  Clubs  ot  America 

Convention  Bureau 

1  North  Calvert  Street,  Baltimore,  Md. 


The  chemical  laboratories  should 
be  in  operation  at  the  latest  by  Au¬ 
gust  1,  1913,  although  if  the  pres¬ 
ent  active  progress  is  maintained  it 
is  hoped  to  have  the  same  in  ad¬ 
vance  of  that  time. 

The  laboratories  will  be  financed 
in  the  following  manner: — 

The  laboratory  will,  in  every  re¬ 
spect,  be  equal  to  that  of  the  United 
States  Government  laboratories  and 
will  cost  at  least  $10,000.  It  has 
been  donated  by  the  American  Can 
Co. 

The  American  Can  Co.  and  the 
Continental  Can  Co.  have  jointly 
agreed  to  contribute  yearly  for  a 
period  of  three  year's  to  the  main¬ 
tenance  of  the  laboratories,  in  the 
proportion  to  two  to  one,  an  equal 
amount  to  that  raised  by  the  mem¬ 
bers  of  the  National  Canners.’  As¬ 
sociation. 

In  addition  to  this  the  following 
subscriptions  have  been  made : — 

American  Sheet  and  Tin  Plate 
Co.,  Pittsburgh,  $2,500  per  year  for 
3  years. 

The  John  Boyle  Co.,  Baltimore, 
$300  per  year  for  3  years. 

Southern  Can  Co.,  Baltimore, 
$300  per  year  for  3  years. 

W.  W.  Boyer  &  Co.,  Baltimore, 
$200  per  year  for  3  years. 

The  research  work  of  the  labora¬ 
tories  will  cost  approximately  $32,- 
000  per  year.  It  is  expected  that 
the  commercial  branch  of  the  labor¬ 
atories  will  be  about  self-sustaining. 
While  the  principal  object  of  these 
laboratories  is  research  work,  to 
benefit  the  canning  industry,  it  is 
proposed  to  officer  and  maintain  a 
commercial  branch,  which  is  in¬ 
tended  to  meet  every  consistent 
need  of  the  canners  and  will  be  de¬ 
veloped  as  rapidly  as  possible. 

The  Committee  on  Scientific  Re¬ 
search  of  the  National  Canners’  As¬ 
sociation  will  adopt  suitable  regula¬ 
tions  governing  this  work  and  also 
establish  a  schedule  of  fees  for 
work  done  for  individual  canners. 
This  committee  will  determine  the 
problems  to  be  investigated  by  the 
Research  Laboratories. 

It  is  unnecessary  to  dwell  upon 
the  advantages  that  will  accrue  to 
the  industry  if  these  laboratories 
receive  the  united  support  of  all  of 
its  members. 

The  personnel  of  those  having 
active  charge  of  the  laboratories 
will  insure  their  success  and  inci¬ 
dentally  satisfy  the  consuming  pub¬ 
lic  that  the  members  of  the  Nation¬ 
al  Canners’  Association  are  making 
every  effort  to  deserve  fullest  con¬ 
fidence. 

The  canning  industry,  so  far  as 
we  know,  is  the  only  one  that  has 
established  research  work  for  the 
general  good  of  all  and  this  step 
we  believe  will  do  a  great  deal  to¬ 
ward  establishing  and  maintaining 
the  complete  confidence  of  the  pub¬ 
lic,  which  ought  to  be  very  much 
arger  consumers  of  canned  foods. 

Yours  very  truly, 

Frank  E.  Gorrell, 

Secretary  National  Canners’  As¬ 
sociation. 


Standing  of  Grocery  Stores  in 
North  Dakota. 

Fargo,  N.  D.,  May  1,  1913. 
To  the  Editor. 

Dear  Sir: — During  the  year  o 
1912,  775  inspections  of  grocen 
stores  were  made,  and  the  scon 
for  the  same  reported  to  this  De 
partment.  The  detailed  results  ar< 
given  in  Special  Bulletin  No.  13  fo: 
February.  Summarizing,  our  re 
suits  are  as  follows : — 


Number  of  grocery  stores  in- 


spected  . 

Highest  score  . 

Lowest  score . 

Mean  score  . 

.  896 

It  will  thus  be  seen  that  the  aver 
age  score  for  groceries  in  Nortl 
Dakota  is  well  above  85,  showing 
a  marked  improvement  in  the  sani 
tary  condition  of  the  grocery  store.' 
during  the  past  year.  There  ar< 
still  a  few  whose  stores  are  not  ii 
proper  sanitary  condition,  but  it  I 
hoped  that  during  the  year  im 
provements  will  be  made  so  that  m 
score  shall  be  below  70.  Any  ston 
scoring  below  85  cannot  be  ex 
pected  to  be  in  proper  sanitary  con 
dition. 

Proprietors  of  grocery  store: 
might  make  improvements  for  then 
own  benefit  which  would  increast 
their  trade  if  they  would  rearrangt 
some  of  the  open  stock,  covering  i 
properly  with  glass  to  protect  i  . 
from  dust  and  insects;  or  raising  al 
vegetables  and  other  products  suf 
ficiently  high  from  the  floor  so  tha' 
there  could  be  no  need  for  contain, 
ination ;  and  all  this  would  be  a 
very  little  cost.  They  would  fine 
also  that  the  trade  would  appreci 
ate  such  improvements  and  com¬ 
ment  favorably  upon  the  same. 

E.  F.  Ladd, 

Dairy  and  Food  Commissioner 

Rhubarb  is  cheap,  and  range; 
from  \)/2  to  2  cents  per  bunch 


n 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standar< 

being  absolutely  pur 
fulfilling  ALL  TH 
REQUIREMENTS 
the  Pure  Food  Law 
Grocers  assume  no  ris 
in  handling  these  gooc 
as  the  demand  for  thei 

Registered,  is  Constant* 


MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltc 

Established  1780 

DORCHESTER,  MASS. 
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The  Moving  Picture 

Theatres 


Are  now  showing  the  making  of 


They  vividly  show  the  actual  processes;  and  are  bound  to 
create  new  interest,  and  greater  consumption  of  these  already 
famous  pure  foods. 


New  consumers  mean  increased  sales  and  more  good,  clean  profit 
for  grocers  all  along  the  line. 


Be  sure  to  see  these  Moving  Pictures  when  they  are  shown  in 
your  town  and  keep  well  stocked  to  meet  the  demand  for  Postum, 
Grape-Nuts  and  Toasties. 


Remember,  the  sale  of  every  package  is  guaranteed! 


Instant  Postum,  Grape-Nuts 
and  Post  Toasties 


Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich. 


When  customers  want  you  to  fill  odd  measures  with  oil  you  don’t  know  exactly  what  to  charge  unless  you  have  a 

Bowser  Self=Measuring  Oil  Tank 

You  may  guess  high  and  lose  their  trade  or  guess  low  and  los  o.  your  profit.  Get  a  BOWSER  OUTFIT  and  cut  out  the  guesswork. 
Make  a  profit  every  time  you  sell  oil ;  have  a  clean  store  ;  avoid  loss  of  oil  and  damage  to  other  goods ;  “  Cut  out  the  dripping 
and  keep  all  the  profits.”  The  BOWSER  OUTFIT  is  equipped  with  a  float  gauge  which  shows  how  much  oil  you  sell  and  how 
much  is  left  in  your  tank.  It  is  in  plain  sight  and  can  be  read  20  feet  away  from  the  tank.  It  also  has  an  automatic  cut-off  that 
stops  the  flow  of  oil  as  soon  as  you  cease  to  pump  and  prevents  dripping.  Send  a  postal  card  for  our  FREE  BOOK  telling  how 
to  MAKE  MONEY  out  of  oil. 


S.  F.  BOWSER  &  CO.,  Inc.,  Home  Plant  and  General  Offices,  Box  2077,  FT.  WAYNE,  IND.,  U.  S.  A. 

Salesofflces  in  all  centers  and  representatives  everywhere 

Original  Patentees  and  Manufacturers  of  Standard  Self-Measuring,  Hand  and  Power  Driven  Pumps,  Large  and  Small  Tanks,  Gasolene  and  Oil  Storage  and  Distributing  Systems, 
Self-Registering  Pipe  Line  Measures,  Oil  Filtering  and  Circulating  Systems,  Dry  Cleaner’s  Systems,  Etc. 

ESTABLISHED  1885 
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CCVI. — Law  About  Two  More  Provisions  Which  Are  Probably  in  Every  Fire  Insurance  Policy. 

provision  which  I  have  reproduced 


If  there  is  one  point  which  I  have 
dwelt  upon  and  emphasized  more 
than  another  in  these  articles,  it  is 
that  the  average  fire  insurance  pol¬ 
icy  is  full  of  provisions  which  if 
not  complied  with,  will  forfeit  all 
right  to  insurance  money  if  a  fire 
occurs.  I  have  said  once,  and  I  say 
again,  that  the  average  business 
man  who  carries  insurance  never 
reads  and  fully  understands  his 
policy,  although  it  is  his  contract 
with  the  insurance  company,  and 
upon  literal  compliance  with  it  de¬ 
pends  absolutely  his  chance  of  re¬ 
covering  his  losses  if  anything  hap¬ 
pens. 

In  the  last  article  I  discussed 
three  provisions  which  are  now  con¬ 
tained  in  practically  every  fire  in¬ 
surance  policy,  as  nearly  all  com¬ 
panies,  no  matter  where  situated  or 
whether  large  or  small,  are  now 
using  what  is  known  as  the  uni¬ 
form  policy. 

In  this  article  I  want  to  discuss 
two  other  provisions,  which  doubt¬ 
less  every  reader  hereof  will  find 
in  his  policy.  These  have  recently 
been  discussed  and  construed  by  the 
courts.  The  first  usually  appears 
as  Provision  8 : — 

VIII.  This  company  shall  not  be 

liable  for  loss . if  the  assured 

shall  keep  or  use,  or  permit  to  be 

kept  or  used  on  the  premises . 

gasoline, . without  written  con¬ 

sent  in  this  policy,  and  if  so  kept 
or  used  on  the  premises  by  the 
assured,  without  consent  indorsed 
hereon,  this  policy  shall  be  void. 

I  he  second  is  usually  Provision 
No.  9: — 

IX.  The  working  of  carpenters, 
roofers,  tinsmiths,  gas  fitters,  plumb¬ 
ers,  or  other  mechanics,  in  building, 
altering,  or  repairing  the  premises 
named  in  this  policy,  will  void  the 
policy,  unless  permission  for  such 
work  be  indorsed  in  writing  hereon. 

Sometimes  this  provision  forbids 
having  workmen  about  more  than 
a  certain  number  of  days. 

The  insurance  companies  had 
some  reason  for  inserting  these 
provisions.  These  are  not  there 
solely  as  traps  for  the  unwary,  al¬ 
though  they  act  many  times  as 


traps.  The  reason  is  that  proper 
protection  to  the  company  demands 
that  the  risk  of  fire  insurance 
should  not  be  increased  after  the 
policy  is  issued.  In  other  words, 
the  company  issues  its  policy  upon 
the  condition  existing  at  the  time; 
it  would  not  be  fair  to  subsequently 
introduce  another  and  much  more 
dangerous  condition,  increasing 
without  the  company’s  knowledge, 
the  company’s  chance  to  lose. 
Gasoline  and  carpenters  are  both 
more  or  less  uncontrollable  influ¬ 
ences,  and  the  company  properly 
wants  to  know  when  they  are  to  be 
about. 

In  a  recent  case  the  report, 
which  I  have  before  me,  the  policy 
included  both  of  the  above  provi¬ 
sions.  After  a  fire  occurred  the 
company  refused  to  pay  first  on  the 
ground  that  gasoline  had  been 
“kept  or  used  on  the  premises” 
without  the  company’s  consent.  It 
appeared  that  in  preparing  for  the 
work  of  repainting,  the  old  paint 
was  softened  for  taking  off  by  the 
use  of  gasoline  torches.  It  was 
shown  that  such  a  torch  is  operated 
by  compressed  air  and  sends  out  a 
flame  some  eighteen  inches  in 
length  generated  by  gasoline  con¬ 
tained  in  a  chamber  of  the  torch. 
The  flame  is  directed  against  the 
paint  until  it  softens. 

The  company  also  refused  to  pay 
on  the  ground  that  the  policy  had 
been  violated  by  having  carpenters, 
etc.,  working  about  the  place  with¬ 
out  its  consent.  As  to  this  the  facts 
were  that  the  insured,  the  owner 
of  the  building,  had  had  consider¬ 
able  repairing  done.  The  roof  had 
been  repaired,  a  new  floor  laid,  old 
tiling  replaced  with  new,  new 
plastering  and  papering  done,  the 
steam  heating  system  changed,  new 
doors  installed,  and  some  painting 
done.  None  of  this  work  had  been 
reported  to  the  company,  and  no 
consent  had  been  endorsed  on  the 
policy  as  provided  by  the  second 


above. 

The  company  lost  out  on  both 
points.  The  following  is  the  deci¬ 
sion  on  the  point  about  the  use  of 
gasoline : — 

The  torch  is  simply  a  tool  which 
owes  its  efficiency  to  the  heat  it  is 
able  to  supply  for  the  purpose  at 
hand.  The  fire  for  which  recovery 
is  here  sought  did  not  result  from 
any  explosion  of  the  gasoline,  but 
was  caused  apparently  by  the  im¬ 
pact  of  the  flame  which  was  in¬ 
tended  merely  to  burn  off  the  paint. 

It  is  a  matter  of  common  knowl¬ 
edge  that  it  is  the  peculiarly  in¬ 
flammable  or  explosive  qualities 
of  gasoline,  which  cause  it  to 
be  justly  regarded  with  suspi¬ 
cion,  and  make  its  use  the  sub¬ 
ject  of  restriction  in  policies  of 
insurance;  but  these  qualities  re¬ 
sulted  in  no  injury  in  this  case. 
The  gasoline  neither  exploded  nor 
took  fire.  The  flame  operated 
merely  as  it  would  from  any  outside 
source.  It  is  contended,  however, 
that  the  use  of  gasoline  torches  was 
a  breach  of  the  literal  terms  of  the 
eighth  condition  of  the  policy,  which 
prohibited  the  keeping  or  using  of 
gasoline  on  the  insured  premises. 
The  weight  of  authority  is  to  the 
affect,  however,  that  such  provisions 
are  not  to  be  strictly  construed. 

In  considering  a  similar  clause  in 
a  policy  this  court  said :  “What  is 
intended  to  be  prohibited  is  the 
habitual  use  of  such  articles,  not 
their  exceptional  use  upon  some 
emergency.  The  strict  rule  claimed 
by  defendant  would  prevent  the  in¬ 
sured  from  painting  his  house  or 
cleaning  his  furniture,  as  it  would 
be  difficult  to  do  either  without 
using  some  of  the  prohibited  ar¬ 
ticles.” 

This,  being  put  in  other  lan¬ 
guage,  means  that  the  provision  in 
the  policy  regarding  gasoline  does 
not  prevent  a  man  from  using 
gasoline  for  such  purposes  as  ap¬ 
peared  in  the  above  case;  it  is  in¬ 
tended  to  prevent  such  acts  as  stor¬ 
ing  gasoline  upon  the  premises  so 
that  its  inflammability  will  increase 
the  danger  of  fire.  Had  the  gaso¬ 
line  in  the  torch  exploded  and  thus 
caused  the  fire,  a  different  question 
would  have  been  presented. 

The  provision  regarding  the  em¬ 
ployment  of  mechanics  without  the 
company’s  consent  probably  touches 
the  average  reader  hereof  even 
more  closely  than  the  other,  for  re¬ 
pairs  are  constantly  being  made  to 


stores  or  dwellings  and  almos 
never  is  the  company’s  consent  ob 
tained.  If  the  condition  here  pre 
sented  makes  a  policy  void,  there  i: 
hardly  a  business  man  but  who  ha 
violated  his  policy  many  times  ovci 
The  court,  however,  says  that  th 
provision  does  not  apply  to  repair 
which  are  necessary  to  the  prope 
care  and  preservation  of  the  prof 
ertv.  Its  language  was  as  follows 

“When,  from  the  character  of  the' 
building  insured,  and  the  use  made 
of  it,  it  is  necessary  to  have  work¬ 
men  constantly  engaged  in  repairing,  1 
in  order  to  keep  it  in  proper  con¬ 
dition  for  the  business  done  therein, 
the  employment  of  such  workmen 
is  not  a  breach  of  the  condition  that 
‘working  of  carpenters,’  etc.,  alter¬ 
ing  or  repairing  will  vitiate  the  pol¬ 
icy.”  The  same  principle  is  rec- . 
ognized  in  Flanders  on  Fire  Insur-, 
ance,  532,  as  follows :  “It  is  not  to  ! 
be  presumed,  in  the  absence  of  anyj 
express  agreement  on  the  subject,  I 
that  when  the  owner  affects  an  in¬ 
surance  on  his  building  he  deprives  ' 
himself  of  the  right  to  use  it  in  thed 
common  and  ordinary  mode,  includ- | 
ing  the  right  to  make  all  proper! 
and  reasonable  repairs.  These  re-  i  ] 
pairs,  indeed,  may  be  so  extensive!! 
as  to  amount  to  an  alteration,  and  J 
in  that  case  the  question  will  be! 
whether  such  alteration  materially'! 
increased  the  risk;  but  the  substitu-! 
tion  of  a  new  bulkhead  for  one  that' 
had  become  useless  by  decay  is  not, 
an  alteration;  it  is  a  repair,  and  not  j  j 
the  less  so  because  the  old  material  I 
is  discarded,  and  a  more  durable  1 1 
material  employed  in  its  stead.  The 
risk,  therefore,  arising  from  ordi-f 
nary  repairs  is  covered  by  a  policy.”! 

In  making  the  contract  of  insur¬ 
ance  the  parties  must  be’  regarded  !i 
as  having  had  in  contemplation  the! 
proper  care  and  preservation  of  the  i] 
premises  insured. 

This  decision,  and  the  one  did 
cussed  in  the  last  article,  close  tw. 
of  the  holes  through  which  fc 
years  insurance  companies  hay] 
been  endeavoring  to  crawl  in  orddi 
to  escape  liability  for  losses  sus 
tained  by  holders  of  their  policies 
The  main  reason  they  have  sue] 
ceeded  so  qften  is  not  that  the  hold] 
are  there,  but  that  the  holders  dl 
the  policy  don’t  know  that  they  ar  j 
there. 

( Copyright ,  May,  1913,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informc 
tion  in  this  Department  shoul 
tersely  set  out  in  full  all  the  facl 
bearing  on  the  case,  and  all  que.< 1 
tions  should  be  carefully  frame  f 
to  avoid  misconstruction.  Writ 
on  one  side  of  the  sheet  onh 
Letters  should  be  received  at  thi 
office  not  later  than  Tuesday  c 
each  week  to  ensure  an  answe 
in  the  Monday’s  issue  following 
The  signature  and  address  of  th 
writer  must  accompany  all  ir 
quiries,  and  will  be  published  ur 
less  there  is  a  request  not  to  d 
so.  All  inquiries  received  will  b 
answered  without  charge.  Ac 
dress  all  communications  to  Leg; 
Editor  “Grocery  World  and  Ger 
eral  Merchant.” 
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Speed— Accuracy— Stability 

These  are  the  essential  features  in  a  typewriter,  possessed  only  by  the 

UNDERWOOD 

THE  WORLD'S  CHAMPION 

Used  by  every  World's  Champion  Typist 

UNDERWOOD 

Holder  of  every  International  Record  for  Speed  and  ^Accuracy 

**  The  Machine  You  Will  Eventually  Buy 99 

UNDERWOOD  TYPEWRITER  CO.,  Inc. 

Underwood  Building  NEW  YORK 

BRANCHES  I IV  ALL  PRINCIPAL,  CITIES 
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Q  You  sell  the  standard  when  you  sell  W elch ’s 

w  You  also  get  the  benefit  of  advertising  which  has  already 
created  a  demand  for  your  supply. 

Your  store  becomes  a  link  in  the  good-will  chain  that  we  have  stretched 
across  the  country,  because  of  the  high  quality  of  Welch’s  and  by  means 
of  our  continuous  and  widespread  publicity. 

Welch’s  advertising  is  cumulative  in  effect.  Its  value  extends  to  the  dealer  and  the  consumer 
as  well  as  to  the  manufacturer.  People  want 


Welch’s 


c  /2  e  JycLtiorxcLC  JLJ  r'zjz/i, 

because  they  know  that  it  is  made  from  the  choicest  Concord  grapes  only.  Our  process  of 
manufacture  is  marked  by  the  most  exacting  care. 

These  facts  have  been  and  are  being  widely  advertised.  There  is  an  ever-increasing  tendency  to  “buy 
You  get  the  benefit  of  this  advertising  when  you  order  Welch’s  by  the  case.”  You  will  note  that  our 
Welch’s.  In  addition  to  your  old  customers  we  will  advertising  this  year  urges  this  business-increaser 
send  new  ones  to  you.  for  you. 

To  dealers  who  push  Welch’s,  we  send  attractive  and  attention-compelling  advertising  matter. 

Sold  by  all  jobbers 

The  Welch  Grape  Juice  Co.,  Westfield,  New  York 


Welch 
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This  Turns 
Waste 
Into  Money 

This  is  the  picture  of 

Schick’s 
All  Steel 
Baling  Press 

which  bates  waste  paper  so 
you  can  sell  it  for  good 
money. 

In  the  twinkling  of  an  eye 
it  will  make  up  a  150-pound 
bale,  18  x  20  x  33  inches. 
The  Press,  a  boy  and  a  few 
odd  minutes,  are  all  you  need. 

All  large  merchants  recog¬ 
nize  the  advantage  of  baling 
and  selling  their  waste  paper. 
Keeps  the  premises  safe,  often 
gets  a  lower  insurance  rate, 
and  always  brings  more 
money  than  when  it  is  thrown 
away. 

Write  for  Catalogue  P, 
prices  and  discounts. 


DAVENPORT 
MFG.  COMPANY 

DAVENPORT  *  IOWA 


When  I  see  a  fellow  with  nerve 
I  feel  like  stepping  up,  shaking 
hands  with  him,  and  handing  him 
a  piece  of  money.  There’s  only 
one  thing  in  the  whole  world  that 
gets  me  more  than  nerve,  and  that’s 
chocolate  ice  cream  soda.  For 
chocolate  ice  cream  soda  I  will  sell 
mamma  into  slavery. 

By  nerve  I  don't  mean  brass, 
understand.  I  mean  what  you 
might  call  courage. 

I  suppose  it  gets  me  so  strong 
because  I’m  a  brave  man  myself, 
though  I  do  say  it  as  shouldn’t. 
I’ve  lived  with  a  red-headed  woman 
as  man  and  wife  for  nigh  on  to 
twentyfive  years,  and  I  can  still  spit 
on  the  parlor  floor  if  I  want  to.  I 
say,  if  I  want  to. 

Well,  all  this  is  preliminary  to 
handing  a  bouquet  to  a  young  sales¬ 
man  I  know  who  had  more  nerve 
than  I  had  and  more  than  any  other 
road  man  had — or  showed,  anyway 
— about  the  thing  I’m  going  to  tell. 

You  fellows  who  have  been  see¬ 
ing  salesmen  for  say  fifteen  or 
twenty  years  have  seen  a  big 
change  come  over  the  road  men. 
There  was  more  boozing  in  one  of 
the  old  days  than  there  is  now  in 
three  months,  more  smutty  stories, 
and  more  sporty  boys.  Now-a-days 
it’s  straight  business  and  no 
monkeying. 

But  once  in  a  while  you’ll  come 
across  a  case  of  it  yet,  and  up  to  a 
few  months  ago  there  was  one  in 
a  certain  Pennsylvania  town  where 
a  lot  of  us  call  every  once  in  a 
while.  One  of  my  customers  out 
there  was  a  fellow  who  wasn’t  so 
much  of  a  business  man,  though  we 
were  all  anxious  to  sell  him.  He 
did  a  medium  business  and  paid  his 
bills,  though  he  didn’t  discount,  and 
often  went  over  thirty  days. 

I  don’t  know  how  many  sales¬ 
men  called  on  him  in  a  week,  but  it 
didn’t  make  any  difference  how 
many  it  was,  the  first  thing  he  did 
when  you  went  in  was  to  throw 
off  his  apron  and  lead  you  down 


Wasn’t  This  Great? 

the  street  to  hit  one.  Where  the 
average  fellow  met  you  with 
“Plello”  or  something  like  that,  his 
hello  was  to  take  his  apron  off. 

We  had  to  go  along,  that  is  we 
thought  we  did,  whether  we  wanted 
to  drink  or  not,  because  we  were  all 
plumb  cowards  and  afraid  he’d  get 
mad  and  keep  his  orders  back. 

There  ain’t  any  way  to  be  a  cow¬ 
ard  that’s  plumb  yellower  than  that 
way,  believe  me.  I  know  what  I’m 
talking  about  for  I  did  it.  Many  a 
time  I’ve  let  that  fellow  lead  me 
down  to  the  saloon  when  I  didn’t 
any  more  want  to  drink  than  I 
wanted  to  eat  a  paper  bag.  But  I 
have  to  ’fess'  up  that  I  always  went. 

One  day  there  came  along  a 
young  fellow  who  had  been  sent 
into  the  territory  by  one  of  the  Chi¬ 
cago  meat  houses.  He  hadn't  had 
a  whole  lot  of  experience,  but  he 
had  the  makings  of  a  good  sales¬ 
man,  and  he  had  more  nerve  than 
the  whole  lot  of  us  old  jelly  fish 
put  together. 

The  first  time  he  called  on  the 
man  who  took  his  apron  off,  he  was 
being  taken  around  by  the  man  who 
had  the  job  before.  Off  came  the 
apron  just  the  same,  and  the  three 
of  ’em  slopped  down  to  the  beer 
palace.  The  young  fellow  took  a 
cigar.  The  next  time  he  went 
around  he  went  alone.  As  soon  as 
his  foot  got  inside  the  store  the 
apron  sat  up  and  took  notice.  But 
the  young  fellow  held  up  his  hand. 

“Nothing  doing,  Mr.  So-and-so,” 
he  said. 

The  owner  of  the  apron  didn’t 
know  what  to  make  of  it. 

“Now  I’m  sure  you  and  me  will 
be  just  as  good  friends  if  we  don’t 
go  out  to  drink  every  time  I  call  on 
you,”  he  said.  “I  don’t  drink  any¬ 
way  and  I  can’t  afford  to  treat,  be¬ 
cause  my  house  won’t  let  me  put  it 
in  my  expense  account,  so  it  has  to 
come  out  of  mv  own  pocket.  I 
think  you  and  me  ought  to  have  an 
understanding.  You  can  easily  see 
what  would  happen  to  me  if  I 


drank  everywhere  I  went.  I  can't 
stand  it,  Mr.  So-and-so;  I’ve  got  to 
make  a  living,  and  this  sort  of  thing 
would  interfere  with  it.  I'm  sure 
you  won’t  think  hard  of  me  when 
you  think  it  over.” 

For  a  minute  they  tell  me  that 
that  grocer  stood  with  his  apron 
half  off  and  his  mouth  half  open. 
He  had  never  met  up  with  a  sales¬ 
man  that  had  the  nerve  of  a 
chicken,  and  he  had  to  get  over  the 
shock.  But  he  was  all  right,  that 
fellow  was,  for  in  a  minute  he 
reached  out  and  grabbed  the  young 
fellow’s  hand  and  treated  him  like 
a  little  white  hope. 

Wasn’t  that  out  of  sight? 

I  know  it  to  be  a  fact  that  that 
grocer’s  wife  came  in  the  store  the 
next  time  that  young  fellow  was 
there  and  thanked  him  for  whai 
he’d  done. 

I  know  it  to  be  a  fact  that  the 
apron  never  came  off  again  to  gc 
down  the  street  to  drink  with  1 
salesman. 

I  know  it  to  be  a  fact  that  thali 
grocer  pays  his  bills  better  than  h( 
ever  paid  ’em  before.  He  had  sim¬ 
ply  been  half  drunk  all  the  time 
and  you  know  what  that  means. 

I  ain’t  going  to  forget  in  a  hurr) 
that  I  helped  to  make  him  and  keej 
him  drunk.  The  greatest  thing 
that  ever  happened  to  me  is  that  ; 
boy  with  more  nerve  in  his  little 
finger  than  I  had  in  my  whole  car 
cass,  butted  in  before  we  had  helpei 
that  man  drink  himself  out  0: 
business.  I  don’t  have  to  shouldei 
a  share  in  that,  anyway. 

I  sure  do  think  that  was  a  pluml 
fine  stunt.  If  I  was  different,  I’c 
marry  that  young  fellow! 

The  Stroller. 


These  trademark  msscross  liny  on  tyry  package 

speHakWetetic 

FOOD  KIDkO^dvER^TROUBLEI 

yrfEQUIMC  HITCH  STRICT  WET 

U  alike  otheiy^oda.  ylwSjiysiciJta.  For  tx»k 
FARWELL  A  RM||JeS.  Watertown.  N.V..O.S.  A. 
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J]f  Weighing-  sugar,  putting  it  in  bags,  losing  by  waste  of  time,  overweight  and  cost  of  bags  and 
al  string  used  eats  up  all  the  profit  of  selling  sugar.  In  fact,  the  grocer  who  follows  such  old- 
fashioned  methods  loses  money.  No  wonder  the  sale  of  FRANKLIN  CARTON  SUGAR  is 
increasing  all  the  time.  The  FRANKLIN  CARTON  is  a  neat,  handy  package  that’s  as  easy  to 
handle  as  a  can  of  tomatoes;  it’s  ready  to  sell  when  you  get  it.  It  pleases  customers  because  every¬ 
body  wants  clean  sugar.  The  capacity  of  the  containers  enables  you  to  buy  in  convenient  quantities 
and  you  can  get  any  popular  sugar  in  FRANKLIN  CARTONS. 


You  can  buy  Franklin  Carton  Sugar  in  the  original  containers  of  24,  48,  60  and  120  pounds 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia,  Pa. 

“  Your  customers  know  FRANKLIN  CARTON  SUGAR,  means  CLEAN  sugar** 


In  order  to  prove  to  your  own  satisfaction  that  it  will  pay  you  to  deliver  goods  with  an  INTERNATIONAL 
MOTOR  TRUCK,  take  your  bills  for  horse  and  wagon  maintenance,  if  you  have  them,  and  then  let  us  show  you  what 
it  costs  to  keep  an  INTERNATIONAL  MOTOR  TRUCK.  You  will  find  the  cost  is  just  about  the  same,  the  differ¬ 


ence  comes  in  what  you  get  for  your  money. 

The  INTERNATIONAL  MOTOR  TRUCK  will  do  more  than  twice  as  much  work.  Thousands  of  successful, 
enterprising  merchants  are  using  the  INTERNATIONAL  MOTOR  TRUCK  because  it  pays.  It  will  pay  you.  Perhaps 
you’ve  been  thinking  it  over  or  there  are  some  points  you  don’t  understand.  Write  us  and  we  will  glady  give  you  any 
desired  information  about  motor  truck  delivery. 

Before  and  since  we  designed  the  INTERNATIONAL  MOTOR  TRUCK,  we  have  studied  the  delivery  question 
thoroughly,  and  we  will  help  you  study  your  problems,  if  you  ask  us.  Send  for  our  catalogue  to-day. 


International  Harvester  Company  of  America 


504  Harvester  Building 


( Incorporated) 


Chicago  USA 
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Memorial  Day  Lunch. 

A  Memorial  Day  spread — why  not  have  one  like  this?  Very 
simple,  yet  attractive  and  suggestive.  To  arrange,  first  cover  the 
bottom  of  the  window  with  white  crepe  paper.  In  the  centre  place  a 
large  cloth  and  on  this  display  eggs,  beef,  sardines,  olive',  pickles, 
mustard,  bread,  cakes,  tea,  coffee,  jelly,  crackers,  fruit,  etc.  Don’t 
crowd  it,  but  have  a  variety  of  eatables.  Cut  red,  white  and  blue  crepe 


Cereal  Window. 

The  season  for  strawberries  with  cereal  will  soon  be  here.  Make 
a  window  display  like  this  and  suggest  it.  To  arrange,  first  cover  the 
bottom  of  the  window  with  a  pale  shade  of  green  crepe  paper.  Place 
two  large  boxes  of  choice  berries  in  the  front.  In  the  centre  place 
three  paper  napkins  and  place  a  bowl  on  each  one  containing  some 


paper  in  strips  about  three  inches  wide.  Tack  them  along  the  top,  twist 
and  tack  at  the  bottom  at  the  sides,  first  placing  a  red,  then  a  white, 
then  a  blue,  and  so  on.  In  the  centre,  at  the  top  place  a  large  wreath 
of  laurel.  At  each  side  in  the  rear  in  jardinieres  place  branches  of  the 
laurel.  In  the  centre  place  a  neat  sign  card  with  lettering  as  in  cut. 


cereal,  such  as  “  Puffed  Rice,”  “  Puffed  Wheat,”  and  “  Shredded  Wheat  ” 
biscuits.  Back  of  these  place  two  pyramids  of  evaporated  milk — the 
five  and  ten  cent  size.  At  the  rear  make  the  pyramids  of  the  cereals 
displayed  in  the  dishes.  Suspend  a  large  sign  card  with  lettering  as 
illustrated. 


Secretaries  Want  Suggestions  for 
Enforcing  New  Federal  Net 
Weight  Law. 

The  committee  appointed  by  the 
Secretaries  of  the  Department  of 
Commerce,  the  Department  of  the 
Treasury  and  the  Department  of 
Agriculture  to  draw  up  regulations 
for  the  enforcement  of  the  new  net 
weight  law  announces  that  it  is 
now  ready  to  receive  recommenda¬ 
tions  and  suggestions  in  writing. 
The  first  hearings  for  manufactur¬ 
ers,  dealers  and  others  interested 


will  be  held  in  New  York  during 
the  week  of  June  9th  and  other 
hearings  will  be  held  whenever  and 
wherever  there  is  sufficient  demand. 
Communications  for  this  committee 
should  be  addressed*  to  the  Net 
Weight  Law  Committee,  Depart¬ 
ment  of  Agriculture,  Bureau  of 
Chemistry,  Washington,  D.  C.  The 
net  weight  law  was  signed  March 
3,  1913,  and  is  to  go  into  effect 
eighteen  months  from  that  date.  It 
requires  that  the  quantity  of  the 


contents  of  food  packages  be 
plainly  marked  on  the  outside  of 
each  package  in  t.erms  of  weight, 
measure  or  numerical  count. 


Increased  Business  Compels  Duryee 
&  Barwise  to  Move  to 
Larger  Quarters. 

You  will  now  find  Duryee  &  Bar- 
wise,  coffee  roasters,  at  130  instead  of 
89  Front  street,  New  York  City. 
Their  new  building  has  five  stories  and 
basement,  all  of  which  they  will  use. 
On  the  top  floor  they  have  installed 
a  new  up-to-date  roasting  plant,  with 
all  necessary  equipment.  The  floor  be¬ 


low  is  to  be  used  for  the  storage  of 
teas;  the  third  floor  will  be  used  for 
packing  a. id  the  first  and  second  for 
offices.  The  shipping  department  will 
be  in  the  basement. 

The  firm,  while  long  established,  was 
incorporated  in  1908,  since  which  time 
they  trebled  their  business  and  are  now 
pushing  toward  the  half  million  mark. 

Almost  all  of  their  retail  trade  is 
done  by  mail,  being  one  of  the  few 
houses  to  successfully  sell  coffee  and 
tea  without  the  use  of  salesmen.  _  Their 
hotel,  restaurant,  club  and  institution 
trade  is  a  large  factor  and  is  steady 
from  year  to  year. 

All  of  their  friends  and  customers 
will  be  gladly  welcomed  at  their  new 
home. — Adv. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


It  Depends  on  What  Kind  of  a  Woman 
Calls  on  the  Grocer 


This  Thought  Suggested  After  Reading  Statement  by  Vice-Presi¬ 
dent  of  National  Housewives  League  on  How  to  Approach 
a  Grocer  and  Tell  Him  His  Store  is  Dirty. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  received  a  copy 
of  a  statement  written  by  Glenrose 
B.  Caraway,  vice-president  of  the 
National  Housewives’  League,  pur¬ 
porting  to  set  forth  the  proper  way 
in  which  the  women  interested  in 
clean  grocery  stores  can  approach 
a  grocer  and  accomplish  the  double 
purpose  of  showing  him  the  weak 
points  of  his  premises  and  enlist 
his  aid  in  the  cleanliness  campaign. 
The  statement  is  childlike  in  its  in¬ 
nocence,  and  is  certainly  interest¬ 
ing  enough  to  reproduce: — 

One  of  the  most  frequent  ques¬ 
tions  I  hear  from  the  women  who 
are  becoming  interested  in  the  work 
of  the  Housewives’  League,  is : — 

“What  will  my  grocer,  or  butcher, 
or  baker,  or  delicatessen  dealer  (as 
the  case  may  be)  do  if  I  say  any¬ 
thing  to  him  about  the  sanitary  con¬ 
ditions  of  his  stores  or  his  personal 
cleanliness?  Won’t  he  get  terribly 
angry?  I  don’t  care  to  say  any¬ 
thing,  he  would  say  I  was  fussy 
and  meddling.  What  can  I  do?” 

Now  let  us  consider  together 
what  may  be  done  and  the  way  to 
do  it,  and  see  if  the  problem  cannot 
be  worked  out,  not  only  without  un¬ 
pleasantness  to  any  one,  but  with 
mutual  benefit  to  all. 

In  the  first  place  we  must  believe 
that  in  every  human  being  there 
are  the  wholesome  elements  of 
pride,  the  desire  to  improve  and  the 
ambition  to  attain  high  standards. 
Let  us  see  what  an  appeal  along 
these  lines  will  achieve. 

We  will  go  first  into  Mr.  A.’s 
grocery  store.  We  find  the  floor 
unswept,  pieces  of  biscuit,  dried 
fruit,  vegetables,  etc.,  littering  it  in 
out  of  the  way  corners  where  the 
casual  broom  seldom  penetrates. 
The  butter  and  cheese  are  uncov¬ 
ered;  the  bread  is  in  a  glass  case. 
Yes,  and  the  door  is  always  open. 
Dust  and  dirt  and  disorder  all  around. 
Mr.  A.  approaches  to  attend  to  our 
wants,  and  we  see  an  unkempt  per¬ 
son  with  a  greasy  once-white  apron 
and  dirty,  very  dirty  hands.  We 
smile  a  greeting  and  say  we  have 
come  in  for  a  little  friendly  talk 
if  he  has  a  few  moments  to  spare. 
He  looks  a  little  suspicious,  but 
accedes. 

We  begin  by  telling  him  we  are 
members  of  an  organization  which 
is  devoting  itself  to  a  campaign  for 
the  betterment  of  the  conditions 
under  which  the  food  which  we 
eat  is  handled  and  sold,  and  that  our 
plan  is  one  of  helpful  co-operation. 
We  want  to  get  his  ideas;  perhaps 
he  will  listen  to  a  few  of  ours. 

So  we  go,  step  by  step,  pointing 
out  the  great  responsibility  incurred 
by  one  in  the  position  of  a  distrib¬ 
utor  of  food.  How  the  health  of 
the  community  depends  upon  an  un¬ 
contaminated  food  supply,  and  upon 
the  health  of  the  citizens  of  a  city 
or  town  depends  the  importance  and 
efficiency  of  the  State  and  nation. 
We  point  out  the  strides  which  pre¬ 
ventive  medicine  is  taking,  and  what 


a  tremendous  factor  in  this  magnifi¬ 
cent  work  is  the  sanitary  condition 
of  food. 

We  give  an  illustration.  Mr.  A. 
mops  his  brow.  About  this  time  he 
usually  asks: — 

“Do  you  mean  that  if  I  don’t 
keep  my  store  clean  and  the  food 
covered,  some  sort  of  a  fly  may  in¬ 
fect  an  article  of  food  and  a  baby, 
or  perhaps  a  lot  of  babies,  die  of 
infantile  paralysis?” 

“Just  that,”  we  answer. 

Mr.  A.  looks  about  with  a  per¬ 
plexed  expression. 

“What  would  you  suggest  doing?” 
he  says. 

Then  we  mention  certain  possi¬ 
bilities  of  change,  putting  our  com¬ 
ments  in  the  form  of  questions, 
perhaps. 

“Now  what  would  you  think  of 
making  it  a  rule  to  sweep  your  store 
out  each  morning  with  damp  saw¬ 
dust  so  that  the  dust  will  not  fly 
up  on  your  goods,  and  going  pretty 
thoroughly  into  the  corners  so  that 
all  the  scraps  will  be  cleared  away? 
Also  make  it  a  rule  to  keep  your 
butter  and  cheese  covered.  In  fact, 
keep  everything  covered  that  you 
possibly  can.  Remember  how  dirt 
sifts  through  flour  and  sugar  if  the 
barrels  are  allowed  to  stand  ex¬ 
posed.  How  about  your  potato  bins 
and  storage  place  for  your  vegeta¬ 
bles,  are  they  in  good  condition? 
You  know  dampness  and  bad  air 
mean  vermin  and  loss  of  your  stock. 
And  then  we  all  know  what  disease 
carriers  rats  are.  With  a  clean,  at¬ 
tractive  store  and  a  proprietor  who 
looks  clean  and  hospitable,  think 
how  your  trade  will  increase.  Oh, 
yes,  another  thing,  soap  and  water 
is  splendid  for  hands  which  come  in 
constant  contact  with  bread,  flour, 
sugar  and  all  sorts  of  foods,  so 
don’t  you  think  it  a  good  idea  to 
have  a  place  conveniently  situated 
where  your  clerks  and  delivery  boys 
can  wash  up  often  during  the  day  ?” 

Here  Mr.  A.  clasps  his  hands  be¬ 
hind  his  back. 

“Clean  white  aprons  are  so  ef¬ 
fective,  too,”  we  observe. 

So  we  go  on  suggesting  and  ask¬ 
ing  questions  until  we  have  estab¬ 
lished  a  thoroughly  friendly  rela¬ 
tion,  and  decide  that  the  first  lesson 
in  house  cleaning  has  gone  far 
enough.  We  say  goodby  after 
having  been  urged  to  come  again 
and  promising  that  we  will. 

We  stop  at  Mr.  Z.’s  delicatessen, 
where  we  find  bowls  of  salads, 
cooked  meats,  fish,  etc.,  uncovered. 
We  have  been  entering  our  gentle 
protests  here  for  some  time  with  no 
avail  evidently,  but  to-day  we  stum¬ 
ble  upon  an  oject  lesson,  a  coughing 
and  sneezing  patron  before  the  open 
dish  or  platter  and  Mr.  Z.  sees  the 
necessity  and  our  point  of  view. 

So  we  go  on  with  our  pilgrimage 
and  though  we  have  borne  in  upon 
us  the  colossal  task  which  has  been 
undertaken,  I  shall  venture  to  pre¬ 
dict  that  we  shall  meet  with  few 
if  any  rebuffs,  and  that  the  prevail¬ 
ing  spirit  will  be  that  readiness  to 
listen  and  to  profit  by  suggestions, 
courtesy  in  answering  questions, 
willingness  to  show  us  whatever  we 
wish  to  see  and  a  universal  desire 
to  join  hands  and  work  with  us 
for  the  general  good. 


Mrs.  or  Miss  Caraway  ignores 
one  factor  in  the  reception  which 
a  grocer  would  probably  give  to  the 
line  of  talk  above  set  forth,  and 
that  is  his  knowledge  of  the  woman 
calling  on  him  and  of  her  own 
home  conditions.  The  average  gro¬ 
cer  knows  pretty  well  what  kind  of 
housekeepers  his  woman  customers 
are.  In  a  dozen  ways  that  informa¬ 
tion  comes  to  the  grocer  more  than 


to  the  hardware  dealer  or  to  the 
dry  goods  man.  If  for  example  the 
grocer  is  called  on  with  the  above 
little  talk  about  the  filthiness  of  his 
store,  by  a  woman  whom  he  knows 
to  be  a  sloppy,  careless  houseeeper, 
who  would  rather  gad  about  mind¬ 
ing  other  people’s  business  than 
wipe  the  grease  out  of  her  sink,  he 
is  not  quite  so  apt  to  ask  mildly 
what  the  lady  “suggests.” 


What  Organized  Labor  Thinks  of  Bills 
Allowing  Wages  to  be  Attached 
for  Unpaid  Grocery  Bills 

Pennsylvania  Federation  of  Labor  and  Pennsylvania  Retail 
Merchants’  Association  Debate  the  Question  Before  Every 
Member  of  Both  Houses.  Text  of  Both  Statements. 


The  Pennsylvania  Federation  of 
Labor,  which  is  a  branch  of  the 
American  Federation  of  Labor,  has 
just  made  a  revelation  which  shows 
pretty  well  v  hat  organized  labor 
everywhere  thinks  of  plans  to  at¬ 
tach  wages  for  non-payment  of 
grocery  bills.  The  revelation  was 
made  in  connection  with  House 
Bill  1614,  now  pending  in  Pennsyl¬ 
vania,  allowing  10  per  cent,  of  a 
debtor’s  wages  to  be  attached  for 
debts  for  necessaries.  Mostly  this 
means  grocery  bills.  The  bill  was 
fathered  by  the  Pennsylvania  Re¬ 
tail  Merchants’  Association. 

During  the  last  few  days  the 
Pennsylvania  Federation  of  Labor 
has  placed  in  the  hands  of  every 
member  of  the  Senate  and  House 
of  Representatives  a  strong  protest 
against  the  bill.  State  Secretary 
Howes,  as  soon  as  he  found  it  out, 
delivered  to  each  member  a  copy 
of  the  State  Association’s  reply. 
The  text  of  the  labor  protest  and 
the  merchant’s  reply  is  as  follows : 

THE  PROTEST. 

Hon.  Dear  Sir : — We  call  your 
attention  to  bill  No.  1,614  now  on 
the  calendar.  From  the  standpoint 
of  labor  it  is  regarded  as  a  Gar¬ 
nishee  Act.  They  who  are  behind 
it  look  upon  it  as  a  piece  of  pro¬ 
posed  philanthropic  legislation  in  the 
interest  of  the  workingman.  All 
sorts  of  arguments  are  being  set 
up  in  its  favor.  It  is  to  be  a  be- 
nificence  to  him  who  works  for 
wages.  They  say  it  will  make  him 
honest  and  improve  his  morality. 
But  what  about  the  injuries  it  may 
work?  To  call  your  attention  to 
these  is  the  purpose  of  this  letter. 

What  about  the  man  with  the  ex¬ 
travagant  wife,  a  patient  worker, 
perhaps,  ever  struggling  with  do¬ 
mestic  troubles?  W'hat  about  him 
who  loses  his  job  or  falls  sick  and 
becomes  unable  to  meet  his  bills  in 
full?  What  of  the  customer  of 


the  dishonest  merchant  who  may 
impose  on  ignorant  debtors,  swell 
the  bills  improperly  and  then  take 
advantage  of  the  Garnishee  Act  to 
compel  payment?  We  are  asked  to 
have  confidence  in  the  judgment  of 
the  merchants  to  use  the  attaching 
privilege  wisely.  We  argue  that  to 
pass  this  law  is  to  place  an  ex¬ 
tortionate  power  in  mercantile 
hands.  When  a  merchant  gives 
credit  he  takes  a  surplus  profit  with 
a  view  to  covar  his  risk.  This  may 
vary  from  10  to  25  per  cent,  extra. 
If  he  lose,  by  the  law  of  averages, 
he  comes  out  all  right  at  the  end 
of  the  year.  He  pockets  both  the 
profit  and  insurance  premium.  (Ex¬ 
tra  price  rate.)  Who  ever  heard  of 
a  merchant  returning  the  marginal 
gain  between  credit  and  cash  price 
to  a  paid-up  customer  when  leaving 
him  after  years  of  business  rela¬ 
tionship  ? 

We  submit  to  you,  sir,  that  the 
merchant  who  gives  credit  has  a 
responsibility  all  his  own  when  he 
gives  it.  He  can  protect  himself, 
if  he  wishes,  by  not  giving  his 
goods  to  every  Tom,  Dick  and 
Harry.  He  can  cease  to  go  round 
forcing  sales  in  competition  with  his 
rival,  many  times  coaxing  people 
into  debt.  He  can  encourage  cash 
payments.  He  can  tighten  up  the 
credit  lines  any  time  he  pleases. 
Credit  can  be  had  too  easily  at 
present.  With  the  passage  of  this 
bill,  No.  1,614,  will  become  worse, 
for  the  merchants  will  have  no 
check  upon  their  tendencies  to  run 
risks  if  they  have  this  Garnishee 
Bill  behind  them  to  force  payment. 

The  act  is  wrong  in  principle.  It 
will  tend  to  the  injury  of  the  un¬ 
fortunate,  poor  and  helpless.  Every 
labor  union  in  the  State  is  opposed 
to  it.  In  consequence  of  this  un¬ 
wavering  position,  occupied  for 
years  by  organized  labor,  we  ask 
for  its  defeat.  The  amendments 
that  have  been  made  to  it  are  but 
snares.  Vote  down  this  bill  in  sym¬ 
pathy  with  the  man  who  toils, 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant” 


Attorney  and  Counselorat  Lav 
643-648  Land  Title  Building 


Philadelphia,  Pa. 


Telephones 


Bell.  Spruce  2608-2609 
Keystone,  Race  746 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


7 


of  Borden’s 


BORPjj 


■NEWYQBrt  U 


against  whom  it  is  ostensibly  aimed. 

Thanking  you  for  your  consid¬ 
erate  attention  to  our  wishes  in  the 
past  and  hoping  for  a  further  ex¬ 
pression  of  your  friendship,  we  are, 
Very  fraternally, 

Executive  Council,  Pennsylvania 
Federation  of  Labor. 

James  H.  Maurer, 
President. 

C.  F.  Quinn, 
Secretary-Treasurer. 

THE  REPLY. 

May  6,  1913. 

Honorable  Sir: — We  call  your  at¬ 
tention  to  Bill  No.  1,614,  now  on 
third  reading  in  the  House. 

While  we  have  indorsed  other 
bills  or  opposed  them,  this  is  the 
only  measure  we  have  introduced 
this  session.  You  denied  us  the 
Mercantile  Tax  Repealer.  Give  us 
House  Bill  No.  1,614.  Ohio,  New 
York,  New  Jersey,  West  Virginia, 
Delaware  and  other  States  have 
similar  and  more  stringent  laws. 
Pennsylvania  permits  hotels  and 
boarding  houses  to  attach  all  of  a 
debtor’s  wages  to  the  extent  of  four 
weeks’  board  bill.  Why  refuse  the 
retailer  the  reasonable  request  for 
10  per  cent,  of  wages  for  neces¬ 
saries?  As  it  costs  at  least  $3  to 
secure  judgment,  wage-earners  get¬ 
ting  less  than  $30  weekly  are  pro¬ 
tected  by  Section  2,  lines  15,  16  and 
17.  There  is  no  incentive  to  attach 
low  wage  debtors,  as  creditors  can¬ 
not  attach  enough  to  pay  costs  of 
suit.  The  registered  letter  proviso 
(see  Section  3)  protects  the  honest 
debtor.  The  bill  does  not  apply  to 
debts  contracted  before  the  Gov¬ 
ernor  signs  the  bill.  (See  Section  4, 
lines  2  and  3.)  The  bill  is  only 
for  necessaries  of  life.  (See  Sec¬ 
tion  4,  line  2.)  Ninety-seven  per 
cent,  of  mercantile  business  is  done 
on  credit.  Ninety-five  per  cent,  of 
the  merchants  do  not  succeed  in 
business.  This  is  one  of  the  prin¬ 
cipal  causes.  Most  merchants  sell 
on  credit  at  a  cash  price.  The  bill 
will  not  make  debtors  honest.  It 
will  help  a  little  to  make  them  pay 
honest  debts.  It  will  discipline  the 
dishonest  debtor.  It  will  protect  the 
wage-earner’s  family  by  giving  a 
security  for  credit.  The  refusal  of 
credit  under  the  present  conditions 
for  lack  of  security  works  more 
hardship  to  labor  than  the  opera¬ 
tions  of  a  good  garnishee  bill.  No 
honest  laborer  who  understands  this 
bill  can  reasonably  oppose  it.  Most 
every  retail  merchant  in  the  State 
wants  this  law  passed. 

Do  something  for  the  retail  mer¬ 
chant.  Give  us  something  beside 
lemons.  We  can  buy  lemons  cheap¬ 
er  at  home.  Vote  for  No.  1,614  'n 
sympathy  with  the  working  man’s 
family,  who,  under  existing  condi¬ 
tions,  is  refused  credit.  Similar 
measures  have  passed  former  ses¬ 
sions  of  the  Legislature  only  to  be 
vetoed  by  former  Governors.  The 
retailers  ask  you  to  put  it  up  to  the 
Governor.  We  are  not  making 
threats.  Don’t  be  intimidated  by 
threats  from  others.  Be  brave. 
The  Lord  hates  a  coward.  Give  us 
a  square  deal. 

A.  M.  Howes, 

Secretary  Pennsylvania  Retail 
Merchants’  Association. 

In  spite  of  the  labor  protest,  the 
bill  passed  the  House  on  Wednes¬ 
day  last. 


Peas  are  easier  as  more  are  com¬ 
ing.  Eastern  Shore  Maryland  and 
Virginia  are  shipping  most  of  those 
on  the  market,  and  $2.50  is  now 

top. 


WHAT  TO  TELL  CUSTOMERS 

“BORDEN’S  BRANDS  OF  MILK,  both  sweetened  and  un¬ 
sweetened,  are  made  of  the  highest  grade  raw  milk  by  the  most 
modern  method  of  manufacture,  and  guaranteed  ABSOLUTELY 
PURE.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Every  Way  That  Milk  Is  Used 

In  all  tlie  various  recipes  and  dislies  of  which  milk  is  a  part ;  for  table  and 
general  household  use,  aud  more  especially  infant  feeding,  your  customers  will  use 
Borden’s  Eagle  Brand  Condensed  Milk  and  Borden’s  Peerless  Brand 
Evaporated  Milk.  You  can  greatly  increase  your  sales  if  you  will  keep  these 
brands  prominently  displayed  upon  your  counters. 

Borden’s  Milks  Have  Been  Famous  Since  1857 


for  their  purity  and  quality.  In  addition  to  this  established  prestige  and  reputa¬ 
tion,  continued  co-operation  by  the  manufacturer,  and  constant  advertising  of 
Eagle  Brand  Condensed  Milk  and  Peerless  Brand  Evaporated  Milk  in 

the  leading  magazines  and  women’s  publications,  in  news¬ 
papers  and  periodicals,  in  street  cars  and  upon  billboards, 
combined  with  the  word  of  mouth  recom¬ 
mendation  of  satisfied  users  everywhere, 
makes  Borden’s  Eagle  Brand  Con¬ 
densed  Milk  and  Borden’s  Peerless 
Brand  Evaporated  Milk  the  most 
popular  and  fastest  selling  brands. 


Borden’s  Condensed  Milk  Co. 

" LEADERS  OF  QUALITY " 

Established  1857  NEW  YORK 
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Canned  Goods  Packers  Adopt  Very  Low  Net 
Weights  for  All  Goods  Put  in  Tins 


They  Will  at  Once  Put  Net  Weights  on  Their  Goods  in  Order  to 
Comply  With  Net  Weight  Law.  Use  Weights  Agreed  Upon 
by  National  Canners’  Association  and  National  Wholesale 
Grocers’  Association.  Much  Under  Actual  Weight. 


Oysters,  2-1 1 /16  x  2H, 
2-11/16  x  3-6/16. ... 

2-11/16  x  4 . 

3H  x  3-5/16 . 

3 H  x  3-15/16 . 

3  H  x  4-9/16 . 

Peaches,  H.  S . 

H.  S.  (Flat) . 

H.  S . 

Water  . 

H.  S . 

Water  . 

H.  S.  4%-inch . 


No.  Lbs.  Ozs. 

o  3 

o  4 

1  O  5 

o  6 

o  8 

2  o  10 

1  o  10 

1) 4  I  3 

2  1  4 

2  1  3 

2) 4  I  14 

2)4  I  12 

3  2  0 


Every  canned  goods  packer  who 
amounts  to  anything,  and  who  is 
getting  new  labels  printed  for  the 
coming  season,  is  having  the  net 
weight  printed  on  them,  so  as  to 
conform  with  the  new  Federal  net 
weight  law  and  with  State  laws 
that  may  be  passed  on  the  same 
point. 

The  weights  which  the  packers 
are  having  printed  on  the  labels  are 
those  suggested  by  the  National 
Canners’  Association,  after  confer¬ 
ring  with  a  committee  from  the 
National  Wholesale  Grocers’  Asso¬ 
ciation.  The  weights  which  are  re¬ 
produced  below,  are  made  inten¬ 
tionally  conservative,  so  that  the 
packer  can  fall  short  without  get¬ 
ting  into  trouble.  It  is  of  course 
not  yet  decided  what  variations  the 
Federal  Government  will  allow,  but 
the  National  Canners’  Association 
have  made  their  weights  so  low  that 
they  hope  packers  will  be  safe  no 
matter  what  the  Government  vari¬ 
ations  are.  For  instance,  for  No.  3 
tomatoes,  5j4-inch  cans,  the  asso¬ 
ciation  has  merely  held  the  packer 
to  a  weight  of  2  pounds,  5  ounces. 
Five  and  a  half  inch  cans  of  toma¬ 
toes  would  always  weigh  consider¬ 
ably  more  than  that,  which  is  the 


packer’s  safeguard. 


The  weights 

adopted 

by  the 

packers  are  as  follows:— 

No. 

Lbs.  Ozs. 

Apples  . 

. 2)4 

1 

10 

4%-inch  . 

. 3 

1 

13 

5-inch  . 

1 

14 

5)4-inch  . 

. 3 

2 

3 

5 

6 

5 

14 

Apple  Butter  . . . 

0 

11 

1 

6 

4%-inch  . 

. 3 

2 

1 

5-inch  . 

.  3 

2 

1 

Apple  Sauce  .... 

1 

4 

.  2)4 

1 

13 

Asparagus — 

6 

11 

Round  Salmon 

....  I 

0 

15 

Square  . 

0 

15 

Flat  . 

1 

2 

1 

3 

. 2)4 

1 

14 

2 

0 

Square  . 

. 3 

2 

10 

....8 

6 

2 

. 10 

Beans  (Wax  and  Ref- 

6 

4 

ugee)  . 

0 

11 

0 

14 

1 

3 

4%-inch  . 

. 3 

1 

15 

5-inch  . 

2 

0 

862 

10  6  6 


No.  Lbs.  Ozs. 

Beans  (Red  Kidney),  1  o  10 

. .  . . . 2  1  4 

4%-inch  .  3  2  o 

. 10  6  11 

Beans  (Lima)  .  1  o  11 

.  i)4  o  14 

.  2  1  4 

. 10  6  11 

Beans  (Baked)  .  1  o  11 

.  2  1  s 

.  2)4  I  12 

4%-inch  .  3  2  2 

. . . 10  6  10 

Beets  .  2  1  4 

.  3  2  1 

. 10  6  4 

Blackberries,  H.  S.  . .  2  1  5 

Water  .  2  1  3 

H.  S . 2)4  1  14 

.  3  1  13 

. 10  6  8 

Blueberries,  H.  S . 2  1  4 

Water .  2  1  3 

. 10  6  12 

Cabbage  .  3  2  o 

California  Fruits — 

Extra  (Tall)  .  1  1  o 

Extra  Standards 

(Tall)  .  1  o  15 

Seconds  (Tall)  ....  1  o  15 

Extra  (Flat)  .  1  o  15 

Seconds  (Flat)  ....  1  o  14 

Extra  .  i)4  1  1 

Seconds  .  i)4  1  o 

Extra  . : . 2)4  1  14 

Extra  Standards  . . .  2)4  1  14 

Standards  .  2)4  1  14 

Seconds  .  2)4  1  12 

Water  .  2)4  1  12 

Pie  . . .  2)4  1  12 

Extra  5-inch  .  3  2  4 

Extra  Standards  ...  8  6  8 

Water  .  8  6  4 

Pie  .  8  6  4 

Extra  . 10  6  14 

Water  . 10  6  6 

Cauliflower  .  3  2  2 

Cherries,  H.  S .  2  1  5 

Water  .  2  1  3 

H.  S .  2)4  1  15 

. . 10  6  9 

Chile  Con  Carne  . . . .  1  o  10 

Clam  Chowder  . 3  2  1 

Clams  .  1  o  5 

.  2  o  10 

Corn  .  1  o  11 

.  2  1  4 

. 10  6  8 

Currants  . 10  6  10 

Figs  .  ^  o  11 

„ . ; .  lYt  I  3 

Gooseberries,  H.  S.  . .  1  o  13 

Water  .  1  o  11 

H.  S .  2  1  5 

Water  .  2  1  3 

H.  S .  2)4  2  o 

. 10  6  7 

Hominy  .  2)4  1  15 

4%-inch  . .  3  2  o 

5)4-inch  .  3  2  4 

. 10  6  11 

Lobster  .  %  o  3H 

.  )4  o  7)4 

.  1  o  15 

Loganberries,  H.  S....  2  1  5 

. 10  6  4 

Milk  .  Baby  o  6 

.  Family  o  11 

.  Tall  o  15 

.  Hotel  2  3 

Okra  .  2  1  2 

.  3  2  0 

. 10  5  14 

Okra  and  Tomatoes.  .21  2 

. .  320 


. : . 10  6 

Peach  Butter  .  2  1 

Pears,  H.  S .  2  1 

Water  .  2  1 

H.  S.  . . . . .  2)4  1 

H.  S.  4%-inch .  3  2 

. 10  6 

Peas  .  1  o 

.  i)4  o 

.  2  1 

. . 10  6 

Pineapple  (Buffet)  ...  1  o 

(Flat)  .  2  1 

(Tall)  .  2  1 

.  2  1 

- ; .  2)4  I 

4) 4-inch  .  3  1 

Pineapple  .  8  6 

Plums,  H,  S .  2  1 

H.  S .  2)4  1 

Water  .  2)4  1 

H.  S.  4)4-inch .  3  2 

. 10  6 

Pork  and  Beans .  )4  o 

.  o  o 

. ; _ 1  o 

.  2  1 

.  2)4  2 

4^-inch  .  3  2 

. . . 10  6 

Pumpkin  .  2  1 

.  2)4  1 

4%-inch  .  3  2 

5) 4- inch  . 3  2 

. 10  6 

Prunes  .  2  1 

Raspberries,  H.  S .  2  1 

Water .  2  1 

H.  S . 2)4  1 

. . 10  6 

Rhubarb  .  2)4  1 

. 10  6 

Salmon  .  y2  o 

(Tall,  Flat,  Oval)..  1  o 

Sardines  .  %  o 

.  Ho 

Sauer  Kraut  .  2  1 

.  2)4  1 

4%-inch  .  3  2 

5)4-inch  .  3  2 

. 10  6 

Shrimp  (Wet  and 

Dry)  .  1  o 

c .  &  0 

Soups  .  1  o 

. 10  7 

Spaghetti  .  1  o 

.  2  1 

Spinach  .  2  1 

- ; .  2)4  I 

4?4-inch  .  3  1 

5-mch  .  3  1 

5)4-inch  .  3  2 

. . . 10  6 

Squash,  4%-inch  .  3  2 

. 10  6 

Strawberries,  H.  S....  1  0 

H.  S .  2  1 

H.  S .  2)4  1 

. 10  6 

Succotash  .  1  o 

.  2  1 

. 10  6 

Sweet  Potatoes,  4 24- 

inch  .  3  x 

5-inch  .  3  2 

. 10  6 

Tomatoes  .  1  o 

.  i)4  o 

.  2  1 

.  2)4  1 

4^4-inch  .  3  2 

5-inch  .  3  2 

5)4-inch  .  3  2 

.  8  6 

. 10  6 

Tuna  Fish  .  )4  o 

.  1  o 


6 

4 

4 

3 

14 
o 
8 

11 

15 

4 

12 

9 

2 

5 

4 
15 
15 

o 

6 

14 

12 

1 
6 
6 

9 

11 

5 
o 

2 
14 

3 
14 

1 

5 

8 

4 

5 

3 

14 

10 

15 

4 

7H 

15^ 

3A 

11 

3 

13 
o 

4 
4 

4 
9 

io)4 

o 

11 

5 

2 

9 

14 

14 
4 
4 
I 

9 

11 

4 

12 

4 

11 

4 

9 

15 
o 

4 

11 

13 

3 

12 
o 
1 

5 

4 
7 
7 

13 


Staple  Foods  Over  Thirty  Per 
Cent.  Below  1912. 


Prices  of  Staples  on  May  I  of  1913, 
1912,  1911  and  1910  Show  Interesting 
Comparison.  Butter  Higher  this 
Year  and  Eggs  Lower.  Potatoes  Only 
About  One-third  Last  Year's  Price. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Washington,  D.  C\, 

May  15,  1913. 

The  average  of  prices  received  by 
producers  of  the  United  States  for 
staple  food  crops  increased  2.3  per 
cent,  from  April  1st  to  May  1st, 
which  compares  with  an  increase  of 
8.4  per  cent,  in  the  same  period  a 
year  ago  and  an  average  increase 
of  3.4  per  cent,  during  April  of  the 
past  five  years.  On  May  1st  prices 
of  staple  crops  average  about  30.1 
per  cent,  lower  than  on  like  date  of 
1912,  4.9  per  cent,  lower  than  in 
1911,  13.0  per  cent,  lower  than 
1910,  and  16.8  per  cent,  lower  than 
1909,  on  like  date. 

The  average  prices  received  by 
producers  of  the  United  States  for 
articles  named,  on  dates  indicated, 
according  to  reports  made  by  cor¬ 
respondents  of  the  Bureau  of  Sta¬ 
tistics  of  the  United  States  Depart¬ 
ment  of  Agriculture  were  as  fol¬ 
lows,  figures  meaning  cents:— 


May  1,  May  i.  May  i,  May  i. 


1913  1912  1911  19x0 

Corn,  bushel .  56  8  79.4  31  8  63.5 

Wheat,  bushel .  80.9  99.7  84.6  99.9 

Oats,  bushel .  34-*  56.0  33.2  43-3 

Barley,  bushel .  48.3  96.2  74.0  56.5 

Rye,  bushel .  62.4  84.6  75.8  74.9 

Buckwheat,  bushel  71.4  79.9  65.8  71.0 

Potatoes,  bushel...  48.2  127  3  62.3  38.4 

Butter,  pound . .  27.0  a6.o  22.4  *5.5 

Chickens,  pound...  11.8  11.1  n.o  12.4 

Eggs,  dozen .  16.1  17. 1  14.7  18.6 


the  prices  of  other  food  prod¬ 
ucts  have  been  compiled  up  to  April 
15,  1913,  as  compared  with  the 
same  date  of  1912,  1911  and  1910: 


Onions,  bushel.. 

Sweet  potatoes, 

bushel  .94 

Peanuts,  lb . 048 

Maple  Sugar,  lb . 130 

Maple  Syrup,  gal . .  x .  098 


Apr.  15 

,  Apr.  15 

,  Apr.  xj 

— 

1,  Apr.  1; 

I9,3 

1912 

I9IX 

1910 

■%  7  *4 

$  78 

$  6.17 

%  9-2‘ 

1.  6.08 

5-iJ 

4.67 

5-31 

7-38 

6.2® 

Sf6 

6-54 

.  5  l6 

4-S7 

4-55 

6. 10 

6.59 

5-98 

5-77 

7-47 

•  55-34 

4514 

44.81 

42.22 

.X48.OO 

142.00 

147.00 

i54-t*> 

.  1. 15 

317 

«-3J 

2.29 

.  .85 

1.1s 

«-39 

1. 14 

.  2. II 

2-  37 

2.20 

2.16 

•  -79 

1  ■  75 

I.  19 

x.o3 

1. 17 
.049 
•»25 
1.082 


•95 

.049 


.85 

.054 


Holt. 


Bleached  Flour  Question  Goes  to 
United  States  Supreme  Court. 

The  legality  of  bleached  flour 
under  the  Federal  food  law  has 
ieen  carried  to  the  Supreme  Court 
jy  the  Department  of  Justice.  At¬ 
torney-General  McReynolds  and 
Assistant  Attorney  G.  R.  Adkins 
lave  filed  with  the  court  an  appli- 
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cation  for  a  review  of  the  decision 
of  the  Eighth  United  States  Cir¬ 
cuit  Court  of  Appeals,  which  denied 
the  right  of  the  Government  to 
condemn  flour  bleached  by  electric¬ 
ity  by  the  Alsop  process.  The  con- 
:roversy  turns  upon  the  interpreta¬ 
tion  of  that  section  of  the  Pure 
Food  and  Drugs  act,  which  declares 
hat  an  article  shall  be  deemed 
ulu Iterated  if  it  contains  any  added 
>oisonous  ingredient  which  may 
■ender  such  article  injurious  to 
lealth.  The  Government  claims 
•hat  the  law  forbade  the  addition  of 
my  poisonous  ingredient  to  an  arti- 
:1c,  even  though  the  quantity  be 
ninute  and  the  resulting  injury  to 
lealth  from  the  particular  article 
ncapable  of  measurement.  The 
Circuit  Court  of  Appeals  held  that 
he  poisonous  ingredient  must  be 
idded  in  such  quantity  that  there  is 
i  possibility  of  injury  to  health, 
rhe  construction  put  upon  the  law 
>y  the  Circuit  Court  of  Appeals 
v  ill  render  the  statute  difficult  if 
lot  impossible  of  enforcement,  the 
Vttorney-General  contends.  “If 
ninute  quantities  of  nitrite  may  be 
dded  to  flour,”  it  was  declared  in 
.  Government  brief  presented  to 
he  court,  “of  boric  acid  to  eggs,  of 
hromate  of  lead  to  the  coffee  bean, 
d  sulphate  of  copper  to  peas,  of 
xsenic  or  lead  to  baking  powder, 
d  martin’s  yellow  to  macaroni,  of 
yood  alcohol  to  flavoring  extracts, 
o  long  as  it  is  not  probable  that 
nough  in  each  case  has  been  added 
o  possibly  injure  the  health  of  some 
>ne,  then  the  statute  is  incapable  of 
nforcement.  If  actual  injury 
nust  be  shown,  what  standard  of 
esistance  is  to  be  adopted?  Will 
t  be  that  of  the  sickly  infant  or  of 
he  strong  man?” 


MANY  GROCERS 

rind  it  pays  them  to  read  the 
‘good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

ample  free,  or  four  months’  trial  for  10  cents 


2,000,000  Paid  for  Waste 


Paper  in  Pennsylvania 


TF1 


Last  Year 


How  much  of  it  did  you 
et  ?  There  is  ready  sale 
>r  all  your  Waste 
'aper.  Pasteboard 
ioxes.etc.,if  baled. 

hs  Buckeye 
Paper  Press 

oes  the  work  perfectly. 
Write  for  catalog.  Dept.  A 

ackeyo  Baler  Co. 

FINDLAY,  OHIO 


Pleases  All  Classes 

It  is  both  the  “biggest  moneysworth ”  and  the  best  soap 
you  can  sell — it  combines  quality  and  economy. 

One  cake  of  Pearl  Borax  Soap  will  do  as  much  work  as  two  or 
three  cakes  of  ordinary  soap.  Every  cake  is  a  full  found  of  hard, 
white,  pure  soap  that  will  cleanse  thoroughly  without  injuring  the  finest 
fabric.  Pearl  Borax  Soap  repeats.  Once  you  start  your  customers 
buying  it,  its  quality,  combined  with  our  liberal  gifts  given  in  exchange 
for  wrappers,  will  keep  them  buying  and  insure  you  a  steady  stream 
of  sales. 


CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“Ordinary  bars  of  soap  only  weigh  8  or  12  ounces,  but  a 
bar  of  PEARL  BORAX  SOAP  weighs  a  full  pound.  It’s  better 
soap,  too,  and  the  wrappers  are  valuable.  Try  it.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


The  law  which  the  Governor  of 
Pennsylvania  signed  last  week, 
making  it  a  crim- 
a  Worthy  inal  offense  to 

New  Law.  make  a  false  state¬ 

ment  for  the  pur¬ 
pose  of  obtaining  credit,  is  a  good 
act  and  should  have  been  passed 
long  before.  It  was  in  a  sense  a 
criminal  act  to  obtain  credit  under 
false  pretences  before  the  new  law 
was  passed,  but  its  punishment  un¬ 
der  the  old  law  was  much  more 
difficult  than  it  will  be  under  the 
new. 

There  is  no  such  thing  as  “put¬ 
ting  one’s  best  foot  foremost”  in 
asking  for  credit.  What  is  told  as 
the  basis  of  credit  must  be  either 
the  truth  or  a  lie,  and  there  can  be 
no  middle  ground. 

The  new  net  weight  and  measure 
law  that  was  recently  passed  by 
Congress,  counter¬ 
work  Cut  Out  parts  of  which  are 

Net wYigh* Law.  being  gradually 
adopted  by  the 
States,  will  certainly  bring  some  of, 
the  California  dried  fruit  packers 
up  with  a  sharp  turn.  They  have 
been  notoriously  loose  and  careless 
in  their  packing  and  weighing.  For 
instance,  a  case  of  California  seeded 
raisins  in  (presumably)  one  pound 
cartons  was  weighed  in  Philadel¬ 
phia  recently,  carton  by  carton. 
Every  carton  was  supposed  to 
weigh  sixteen  ounces,  but  some 
weighed  twelve  ounces  and  some 
weighed  nineteen !  The  case 
weighed  substantially  the  forty 
pounds  it  was  supposed  to  weigh, 
but  without  any  uniformity  on  the 
part  of  the  individual  cartons. 

This  was  pure  carelessness  on 
the  part  of  the  packer’s  employees. 
The  method  of  packing  seeded  rais¬ 
ins  is  this :  The  cartons  are  ten¬ 
tatively  filled  with  what  is  intended 
to  be  a  pound  of  raisins.  These 
pass  rapidly  before  a  number  of 
girls,  who  weigh  them  one  by  one. 
If  they  are  under  weight  the  girls 
hastily  add  what  they  think  will 
make  up  the  deficit,  and  if  they 
overweigh,  the  girls  just  as  hastily 
take  out  what  they  think  will  re¬ 
duce  the  weight  to  sixteen  ounces, 
and  pass  them  on.  When  the  case 
is  full  it  is  weighed  as  an  entirety 
and  if  it  weighs  in  excess  of  eight 


ounces  more  or  less  than  forty 
pounds,  the  cartons  are  gone  over 
again.  If  the  variation  from  forty 
pounds  is  less  than  eight  ounces, 
it  is  passed,  and  this  case  that 
reached  Philadelphia,  where  the 
variation  was  from  four  ounces  un¬ 
der  to  three  ounces  over,  had  been 
passed  as  all  right  in  this  way! 

As  reported  in  this  week’s  Har¬ 
risburg  correspondence,  the  bill  to 
compel  commis- 

a  Good  Bill  from  sj0n  merchants  to 

Every  Standpoint 

But.  the  Crook’s,  take  out  a  license 
and  file  a  bond  be¬ 
fore  they  do  business,  is  up  again, 
and  after  some  immaterial  amend¬ 
ment  has  passed  the  House  on  sec¬ 


ond  reading.  A  summary  of  its 
provisions  appears  in  the  Harris¬ 
burg  letter. 

Outside  of  the  small  new  expense 
involved,  it  is  hard  to  see  how  any 
honest  commission  merchant  can 
have  any  objection  to  the  bill.  It 
will  compel  all  commission  mer¬ 
chants  in  butter,  eggs,  cheese,  fruit 
and  vegetables  to  do  the  following 
things  w'hich  they  are  under  no 
compulsion  to  do  now : — 

1.  — Get  a  license  from  the  State 
and  pay  $10  for  it. 

2.  — File  a  bond  for  $2,500  to  pay 
for  goods  they  have  sold  on  com¬ 
mission  within  the  proper  time. 

3.  — Make  a  record  of  all  goods 
received  and  within  forty-eight 


hours  after  they  have  sold  it,  place 
a  statement  of  account  in  the  ship¬ 
per’s  hands. 

4.  — Furnish  the  shipper  the 
names  of  all  persons  who  bought 
some  of  his  goods,  if  there  is  any 
objection  to  the  statement  of  ac¬ 
count. 

5.  — Answer  to  the  criminal  law 
for  all  acts  done  in  violation  of  the 
act. 

Of  course  compliance  with  this 
act  will  cost  a  commission  mer¬ 
chant  probably  $25  a  year,  and  j 
some  trouble.  But  that  is  not  im¬ 
portant  as  an  objection  to  supplying 
to  shippers  of  merchandise  pro¬ 
tection  against  the  barefaced  rob¬ 
bery  which  dishonest  commission 
merchants  have  practiced  upon 
them  in  the  past.  The  writer  fig¬ 
ures  out  that  the  honest  commission 
merchant  should  be  glad  to  pay  the 
$25  and  take  the  trouble  if  it  will 
rid  him  of  the  spurious  competition 
that  has  tainted  his  trade  reputation 
and  reduced  his  profits. 

Here  is  an  interesting  question  re¬ 
garding  the  enforcement  of  the  new 
net  weight  laws, 

An  interesting  which  is  raised 

Phase  of  .  ,  ,  , 

Net  Weight  Laws,  by  the  shrewdness 

of  the  National 
Canners’  Association,  in  instructing 
its  members  to  state  a  weight  upon 
their  labels  which  will  be  consider¬ 
ably  below  the  smallest  possible 
minimum  which  a  filled  can  of  the 
given  product  could  weigh. 

The  full  list  of  weights  which  the 
packers  are  using  is  printed  in  an¬ 
other  column.  In  practically  every 
case  the  weight  which  the  packer 
will  print  upon  his  label  is  several 
ounces  below  what  he  is  certain  to 
put  in  his  cans.  In  the  case,  for 
instance,  of  tomatoes  packed  in 
554 -inch  cans,  the  largest  Jersey 
cans,  a  weight  of  2  pounds  5  ounces, 
or  37  ounces  is  named,  which 
means  that  every  packer  who  puts 
as  much  as  37  ounces  of  tomatoes 
in  a  554-inch  can  is  clear  of  the 
law,  because  he  has  given  his  net 
weight  and  not  fallen  below  it. 

As  a  matter  of  fact,  the  contents 
of  a  5 54 -inch  can  of  tomatoes  will 
never  fall  below  45  ounces  and  is 
often  48  ounces. 

We  repeat  that  the  packer  who 
follows  this  clever  practice  is  clear 


This  is  Now  a  Law  in  Pennsylvania 


AN  ACT 

Making  it  a  misdemeanor  to  make  or  use  a  false  statement  or 
statements  in  writing,  for  the  purpose  of  obtaining  property, 
money,  credit  or  the  extension  of  credit,  and  providing  pen¬ 
alties  for  the  violation  thereof. 

Section  1.  Be  it  enacted  by  the  Senate  and  House  of  Rep¬ 
resentatives  of  the  Commonwealth  of  Pennsylvania,  in  General 
Assembly  met,  and  it  is  hereby  enacted  by  the  authority  of  the 
same,  That  it  shall  be  unlawful  for  any  person  knowingly  to  make 
or  cause  to  be  made,  directly  or  indirectly  or  through  any  agency 
whatsoever,  any  false  statement  in  writing,  with  intent  that  it  shall 
be  relied  upon  respecting  the  financial  condition  or  means,  or 
present  ability  to  pay,  of  himself  or  of  any  other  person,  firm  or 
corporation  in  whom  he  is  interested,  or  for  whom  he  is  acting, 
for  the  purpose  of  procuring  in  any  form  whatsoever  either  to 
himself  or  to  the  person,  firm  or  corporation  in  whom  he  is  in¬ 
terested,  or  for  whom  he  is  acting,  either  the  delivery  of  property, 
the  payment  of  cash,  the  making  of  a  loan  or  credit,  the  extension 
of  credit,  the  discount  or  sale  of  an  account  receivable  or  the 
making,  acceptance,  discount,  sale  or  indorsement  of  a  bill  of  ex¬ 
change,  promissory  note  or  of  any  negotiable  instrument  for  the 
benefit  of  either  himself  or  of  any  such  person,  firm  or  corpora¬ 
tion. 

Sec.  2.  It  shall  be  unlawful  for  any  person  who,  knowing 
that  a  false  statement  in  writing  has  been  made  respecting  the 
financial  condition  or  means  or  present  ability  to  pay  of  himself 
or  of  any  person,  firm  or  corporation  in  whom  he  is  interested,  or 
for  whom  he  is  acting,  to  procure  or  receive,  upon  the  faith  of 
such  false  statement,  for  the  benefit  either  of  himself  or  of  any 
person,  firm  or  corporation  in  whom  he  is  interested,  or  for  whom 
he  is  acting,  any  property,  the  payment  of  cash,  the  making  of  a 
loan  or  credit,  the  extension  of  credit,  the  discount  or  sale  of  an 
account  receivable,  or  the  making,  acceptance,  discount,  sale  or  in¬ 
dorsement  of  a  bill  of  exchange,  promissory  note  or  of  any  nego¬ 
tiable  instrument. 

Sec.  3.  It  shall  be  unlawful  for  any  person  who,  knowing 
that  a  statement  in  writing  has  been  made  respecting  the  financial 
condition  or  means  or  present  ability  to  pay,  of  himself  or  of  any 

person,  firm  or  corporation  in  whom  he  is  interested,  or  for  whom 

he  is  acting,  to  represent  subsequently  in  writing  that  such  state¬ 
ment  theretofore  made  if  again  made  would  still  be  true,  when  in 
fact  such  statement  if  then  made  would  be  false,  and  to  procure 
upon  the  strength  thereof,  for  the  benefit  of  himself,  or  of  any 
person,  firm  or  corporation  in  whom  he  is  interested,  or  for  whom 

he  is  acting,  any  property,  the  payment  of  cash,  the  making  of  a 

loan  or  credit,  the  extension  of  credit,  the  discount  or  sale  of  an 
account  receivable  or  the  making,  acceptance,  discount,  sale  or  in¬ 
dorsement  of  a  bill  of  exchange,  promissory  note  or  of  any  ne¬ 
gotiable  instrument. 

Sec.  4.  Any  person  violating  any  of  the  provisions  of  this 
act  shall  be  guilty  of  a  misdemeanor,  and  shall,  upon  conviction 
thereof,  be  sentenced  to  pay  a  fine  not  exceeding  $1,000,  or  to 
undergo  imprisonment  not  exceeding  one  year,  or  both,  at  the 
discretion  of  the  court. 

Sec.  5.  All  acts  or  parts  of  acts  in  so  far  as  they  are  in¬ 
consistent  herewith  are  hereby  repealed. 
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he  law,  provided  the  Federal  au- 
rities  do  not  take  the  position 
t  he  is  not  complying  with  the 
■  at  all.  The  statement  of  net 
ght  is  supposed  to  be  a  disclos- 
to  the  consumer  of  what  he  is 
ting  for  his  money.  Both  the 
sumer  and  the  law  have  ground 
complaint  if  the  label  is  de¬ 
rive  in  that  the  statement  of 
ight  is  more  than  the  actual 
ig-ht  of  the  contents.  But  the 
tsumer  has  never  yet  complained 
en  he  found  more  in  the  can  than 
5  promised  on  the  label,  nor  has 
law  complained  as  yet.  Could 
law  complain?  Very  possibly 
:ould,  if  the  label  does  not  bear 
“statement  of  the  net  weight  of 
itents”  which  the  law  requires, 
a  statement  on  a  canned  tomato 
el  that  the  contents  weigh  2 
inds,  5  ounces  a  “statement  of 
:  net  weight  of  contents”  when 
:  contents  actually  weigh  2 
.inds,  13-16  ounces?  Certainly  it 
not,  and  though  the  consumer  is 
:  injuriously  deceived,  the  fact 
nains  that  the  law  has  not  been 
nplied  with.  This,  too,  must  be 
nembered,  that  if  “2  pounds,  5 
nces”  is  a  legal  description  of  a 
ight  of  2  pounds,  13-16  ounces, 
:n  “1  pound”  would  be  a  legally 
rrect  description,  and  if  the  pack- 
s  safety  is  the  main  consider- 
on,  he  could  be  much  safer  label- 
l  “1  pound”  and  packing  3 
unds,  than  by  labeling  “2  pounds, 
ounces”  and  packing  3  pounds. 


Empty  Talk. 


The  protest  of  organized  labor 
ainst  the  pending  Pennsylvania 
bill  to  allow  10 
per  cent,  of  debt¬ 
or’s  wages  to  be 
attached  for  non- 
lyment  of  grocery  bills,  is  inter¬ 
ring,  but  not  especially  novel, 
rganized  labor  has  always  fought 
ans  to  get  at  the  wages  of  dead 
:ats — who  somehow  are  always 
turned  by  labor  organizations  to 
:  their  members. 

There  is  nothing  in  the  protest, 
ccept  that  the  retailer  shouldn’t  be 
)  generous  with  his  credit.  That 
true,  but  it  is  not  for  laboring 
ten,  who  are  the  chief  beneficiaries 
f  his  generosity  in  this  respect,  to 
lame  him.  The  only  important 
uestion  is  this:  Should  a  debtor 
aving  nothing  but  good  wages, 
'om  which  he  could  easily  make 
Tiall  weekly  payments  on  account 
f  a  grocery  bill,  be  compelled  to 
lake  such  payments  if  he  will  not 


Follow  the  Leader 

Armour’s  Grape 
Juice  Girl  will  be  the 
advertising  sensation 
of  the  year.  You 
will  see  her  in  magazines, 
in  picture  shows,  on  signs, 
on  bill  boards.  This  typi¬ 
cal  figure  is  one  of  the 
features  of  our  giant  advertising 
campaign,  which  will  multiply  de¬ 
mand  for 

</frmoui?s  Grape  Juice 

BOTTLED  WHERE  THE  BEST  GRAPES  GROW 

Our  advertising-  will  make  thousands  of  new  customers  for  Armour 
dealers.  It  will  win  the  multitudes  to  the  Armour  Brand. 

To  get  your  share  of  the  profits  of  this  big  money-making  line,  get  our 
new  Grape  Juice  Window  Display,  our  handsome  Store  Signs,  Display  Racks 
and  Store  Decorations. 

These  trade-winners  are  free  to  you.  I  hey  will  boom  your  Grape 
Juice  Sales.  The  purity,  extra  goodness  and  superfine  flavor  of  the 
Armour  Brand  will  keep  this  trade  coming  and  growing. 

O  *1  r\C.£.  ■  We  have  a  special  proposition 

special  Utter  to  Urocers  for  y0Um  we  wm  fay  you  to 

work  with  us  to  increase  your  sales.  I  his  is  co-operation  to  the  limit. 
Ask  us  for  full  details.  Write  now. 


GRAPE  JUICE  FACTORIES 
AT  WESTFIELD,  N.  Y.,  AND 
MATTAWAN,  MICH. 


ARMOUR -W?  COMPANY 

of  To 


CHICAGO 


WHAT  TO  TELL  CUSTOMERS 

“Try  Armour’s  Grape  Juice  on  my  recommendation; 
you’re  sure  to  like  it.  Its  absolute  purity  is  guaranteed  by 

Armour  &  Company.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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do  so  voluntarily?  There  is  no 
possible  answer  but  the  one — of 
course  he  should.  Naturally  there 
are  isolated  cases  in  which  a  man 
has  had  illness  or  other  cause  of 
extraordinary  expense,  and  who  has 
gotten  behind  through  no  fault  of 
his  own.  His  wages  are  barely  suf¬ 
ficient  for  his  actual  current  needs. 
A  garnishee  law  allowing  io  per 
cent,  of  the  wages  of  such  a  man 
to  be  attacked  would  if  enforced  be 
a  hardship,  but  what  merchant 
would  be  hard-hearted  enough  to 
enforce  it  against  such  an  unfortu¬ 
nate?  For  every  merchant  that 


New  York,  May  15,  1913. 

Carter,  Macy  &  Co.  have  finally 
lost  their  case  in  relation  to  certain 
shipments  of  teas  valued  at  $20,000. 
The  United  States  Circuit  Court  of 
Appeals  this  week  handed  down  a 
decision  sustaining  the  General  Ap¬ 
praisers  and  the  lower  court  who 
ordered  the  teas  taken  out  of  the 
country  or  destroyed,  after  deciding 
that  such  teas  did  not  come  up  to 
standards,  as  they  contained  arti¬ 
ficial  coloring. 

As  the  time  for  taking  the  teas 
out  of  the  country  was  six  months 
and  this  period  expired  long  ago, 
there  remains  nothing  for  the  au¬ 
thorities  to  do  now  except  to  de¬ 
stroy  the  teas.  They  intend  to 
dump  the  shipments  into  the  North 
River  unless  the  Treasury  Depart¬ 
ment  interferes  by  making  an  ex¬ 
ception  to  the  general  rule  on  this 
subject. 

Judge  Lacombe  wrote  the  opin¬ 
ion  of  the  United  States  Circuit 
Court  of  Appeals  deciding  against 
the  importers.  He  held  that  the 
congress  has  power  to  make  any  ar¬ 
bitrary  regulations  that  it  desires 
as  to  the  admission  or  exclusion  of 
teas.  The  plan  under  which  the 
teas  are  examined  by  the  authorities 
is  simple,  he  says,  and  in  this  case 
the  examiners  and  the  appraisers 
were  well  within  the  powers  dele- 


men  who  take  advantage  of  the  lack 
of  a  garnishee  law  to  avoid  paying 
debts  from  wages  that  are  easily 
ample  for  the  purpose.  Since  it 
must  be  the  least  of  the  two  evils, 
which  is  preferable — that  one  un¬ 
fortunate  should  be  made  to  suffer, 
or  that  a  thousand  dead  beats 
should  be  left  free  to  practice 
fraud  ? 

The  argument  of  organized  labor 
against  bills  allowing  the  attach¬ 
ment  of  wages  is  exactly  tanta¬ 
mount  to  a  contention  that  no 
laborer  who  owes  a  grocery  bill 
should  be  compelled  to  pay  it  if  it 
is  not  perfectly  convenient. 


gated  to  them  in  everything  that 
they  did. 

It  is  for  the  examiners  to  decide 
if  the  teas  are  up  to  the  standard. 
They  decided  in  this  case  that  the 
teas  were  not  up  to  the  standard. 
Then  the  importers  had  the  right 
to  appeal  to  the  Tea  Board,  com¬ 
prised  of  three  General  Appraisers. 
Such  an  appeal  was  taken.  The 
only  restriction  on  the  Tea  Board 
was  that  it  shall  then  examine  the 
teas  according  to  the  usages  of  the 
trade,  making  an  infusion  and,  if 
necessary,  a  chemical  analysis. 
The  Board  may  also  call  in  the  as¬ 
sistance  of  experts.  These  steps 
were  taken. 

The  importers  claimed  that  they 
had  a  right  to  be  present  when  this 
examination  was  made  by  the  Tea 
Board  and  also  that  they  had  a 
right  to  question  the  experts  called 
as  witnesses.  The  judge  says  that 
the  law  gives  the  importers  no  such 
rights. 

The  importers  also  made  the 
claim  that  the  regulations  do  not 
apply  to  teas  of  high  grade  such  as 
those  involved  in  this  case.  The 
judge  said  that  the  regulations  ap¬ 
ply  no  matter  if  the  teas  were  the 
finest  ever  coming  out  of  China. 
The  only  question  is  as  to  the  teas 
coming  up  to  the  standards  made 
by  the  authorities  in  this  country. 

Another  claim  of  the  importers 
was  that  the  decision  of  the  Tea 


Board  and  of  the  lower  court 
amounted  practically  to  a  confisca¬ 
tion  of  the  teas.  Judge  Lacombe 
said  that  there  is  no  confiscation. 
The  importers  had  ample  time  to 
remove  the  teas  in  the  six  months 
given  them.  As  they  have  not  done 
so,  they  have  practically  abandoned 
the  shipment  and  the  authorities  are 
justified  in  destroying  it  so  as  ef¬ 
fectually  to  prevent  its  entry. 

*  *  * 

The  city  and  State  departments 
of  weights  and  measures  are  now 
handing  out  copies  of  the  prelimi¬ 
nary  regulations  adopted  in  accord¬ 
ance  with  the  new  Brooks  law.  On 
a  number  of  products  no  regula¬ 
tions  have  yet  been  framed,  as  the 
officials  of  the  department  are 
waiting  to  get  further  data. 

It  is  explained  that  the  prelimi¬ 
nary  regulations  are  tentative  and 
are  expected  to  draw  out  criticisms 
and  suggestions  from  manufactur¬ 
ers  and  dealers.  As  a  result  of 
getting  further  light  on  doubtful 
points  in  this  way,  the  officials  say 
that  they  hope  to  have  the  regula¬ 
tions  in  such  shape  when  they  are 
issued  in  their  permanent  form  in 
June  that  it  will  not  be  necessary 
to  make  further  changes. 

The  Merchants’  Association  is 
co-operating  with  the  officials  of 
the  State  and  local  departments  in 
the  work  of  preparing  suitable  and 
satisfactory  regulations. 

These  regulations  will  affect 
nearly  all  lines  of  food  and  other 
supplies  sold  in  grocery  stores. 

*  *  * 

Governor  Sulzer  has  signed  the 
bill  intended  to  prevent  the  snip¬ 
ping  of  beans  and  the  doing  of 
other  work  by  children  of  tender 
years  in  canning  factories. 

The  new  law  provides  that  no 
woman  under  21  years  of  age  shall 
be  permitted  to  work  in  a  factory 
before  6  A.  M.  or  after  9  P.  M. 
Women  18  years  old  may  work  in 
canning  factories  for  not  more  than 
six  days  a  week,  nor  more  than  60 
hours  in  any  one  week  and  not  more 
than  12  hours  in  any  one  day.  This 
concession  is  to  be  given  between 
June  15th  and  October  15th,  when 
it  is  made  to  appear  to  the  State 
labor  authorities  that  the  needs  of 
the  industry  require  the  extra  hours 
of  labor  and  that  the  health  of 
the  women  will  not  suffer. 

*  *  * 

A  protest  has  been  sent  to  the 
Board  of  Health  by  the  Hebrew 
Retail  Grocers’  Association,  which 
has  its  office  at  37  Graham  avenue, 


in  Brooklyn,  against  the  new  ord 
nance  prohibiting  the  sale  of  dippe 
or  loose  milk  except  under  high! 
stringent  sanitary  regulations.  Th 
ordinance  is  to  go  into  effect  ne> 
month. 

The  petitioners  say  that  there  ai 
6,000  Jewish  grocers  in  Create 
New  York  who  will  be  made  to  su 
fer  if  this  ordinance  is  made  effec 
ive.  They  say  that  the  big  mil 
companies  are  back  of  the  ord 
nance. 

Not  only  will  the  ordinanc 
make  it  impossible  for  the  sma 
grocers  to  sell  the  loose  milk,  th 
Jewish  federation  claims,  but  it  als 
says  that  even  more  injurious  e: 
fects  will  follow.  The  petitionei 
say  that  it  is  the  plan  of  the  bi 
milk  companies  to  establish  store 
in  various  parts  of  the  city.  Th 
ostensible  purpose  of  such  stores, 
is  said,  will  be  to  sell  milk,  but  th 
petitioners  say  that  this  will  be  onl 
the  beginning,  and  that  such  store 
will  soon  add  butter  and  other  line 
until  they  will  practically  sell  mo; 
lines  of  groceries  and  thus  drive  th 
small  grocers  out  of  business.  - 

The  association  asks  that  the  01 

dinance  be  rescinded.  Incidentalh 

- 

it  does  not  hesitate  to  intimate  tlu 
there  is  a  lot  of  graft  back  of  th 
regulation  and  the  plans  of  the  bi 
milk  companies. 

*  *  * 

Among  the  bills  which  Governo  i 
Sulzer  signed  this  week,  thus  mak 
ing  them  laws,  are  the  followin 
of  interest  in  the  food  and  grocer 
trades : — 

The  Cole  Bill,  requiring  comm  is 
sion  merchants  to  pay  an  annur 
license  fee  of  $10  and  to  file  a  bom 
of  $3,000  to  insure  an  honest  ac 
counting  to  shippers. 

The  Cole  Bill,  requiring  tha 
cheese  made  from  skimmed  milk  b 
branded  “skim  milk  cheese.” 

The  Roosevelt  Bill,  intended  t< 
encourage  the  incorporation  of  co 
operative  organizations  for  dealing 
in  farm  products. 

$  $ 

The  trade  is  discussing  the  arti 
cle  in  the  house  organ  of  the  Kel 
logg  Toasted  Corn  Flake  Co.  oi 
the  fixed  price  question.  In  the  ar 
tide  the  question  is  raised  as  t( 
what  action  manufacturers  may  bi 
obliged  to  take  to  protect  them 
selves  against  price  cutters  if  tin 
Government  persists  in  the  positioi 
that  the  manufacturer  cannot  con 
trol  prices  of  his  products  when  dis¬ 
tributed  through  ordinary  channels 
of  merchandise. 


would,  there  are  a  thousand  work- 
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Carter,  Macy  &  Co.  Lose  Tea  Suit.  Food  Manufacturers’  Agen¬ 
cies  Talked  of  to  Hold  Prices  if  Government  Suit  Against 
Kellogg  is  Successful.  Tobacco  Trust  Will  Henceforth  Sell 
All  Jobbers  at  Same  Price.  New  York  Will  Send  Delegation 
to  National  Retailers’  Convention.  Various  Trade  Notes 
and  Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 
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'he  novelty  in  the  article  is  the 
gestion  that  manufacturers  may 
have  to  band  together  in  order 
do  their  own  distributing  and 
3  maintain  prices.  The  idea  is 
have  manufacturers’  agencies 
those  of  the  Douglas  shoe 
■es,  with  maybe  20  to  40  manu- 
urers  backing  such  an  agency, 
miong  those  who  discussed  this 
el  plan  some  thought  it  may  yet 
feasible,  but  that  it  is  not  likely 
be  attempted  very  soon.  An- 
iv  suggestion  was  that  the  Gov- 
nent  which  is  now  doing  so 
:h  regulating  may  possibly  not 
1  with  favor  on  such  a  combina- 
.  of  manufacturers,  even  though 
r  should  be  engaged  in  different 
s  of  food  manufacture. 

*  *  * 

'he  American  Tobacco  Co.  has 
;ck  the  Riker  ■&  Hegeman  Drug 
from  its  jobbing  list  for  cutting 
es.  The  tobacco  company  has 
1  sent  out  a  notice  that  it  will 
longer  make  any  discrimination 
)ng  jobbers  but  will  sell  to  all 
the  same  prices,  whether  they 
large  or  small  distributors.  In 
lanation  of  this,  the  company 
;  that  its  new  policy  has  been 
pted  in  conformity  with  the 
id  of  recent  legislation  and  of 
sent  public  opinion  as  to  pro- 
ty  in  business  methods. 

*  *  * 

ames  B.  Duke,  the  president  of 
British  American  Tobacco  Co., 
aid  to  have  acquired  a  large  in- 
st  in  the  Liggett  Drug  Co.  and 
probably  make  use  of  the  com- 
y  as  an  entering  wedge  in  coni¬ 
ng  with  the  American  Tobacco 
and  other  tobacco  companies  in 
country  . 

*  *  * 

)aniel  T.  Wade,  a  retired  mem- 
of  the  flour  trade,  who  was 
ely  known,  died  last  week  at 
home  in  this  city,  in  his  73d 

r-  .  . 

*  *  * 

Tvo  of  the  officers  of  a  creamery 
ipany  have  filed  a  petition  in 
ikruptcy  with  liabilities  aggre- 
ing  nearly  $35,000  and  no  assets, 
the  liabilities  are  to  the  State 
\Tew  York  for  penalties  incurred 
a  result  of  suits  brought  against 
men  for  selling  skimmed  milk 
l  not  marking  it  as  such. 

■  hey  dissolved  the  partnership 
ler  which  they  formerly  con¬ 
ned  the  creamery  and  now  con- 
:t  it  as  a  corporation  of  which 
y  are  the  principal  officers. 


Grocers  often  lose  trade  because  of  butter  that  is  not 
uniform  in  quality  and  flavor;  customers  are  pleased  one  time 
and  disappointed  the  next,  so  they  shop  around  and  no  one 
can  depend  on  their  trade.  PRIZE  BUTTER  overcomes 
this  trouble ;  our  enormous  facilities  enable  us  to  guarantee  its 
uniformity  of  both  quality  and  flavor.  You  can  recommend 
PRIZE  BUTTER  to  your  customers  with  confidence;  it  will 
please  them  this  week,  next  week  and  always.  This  means 
you  can  secure  a  big,  steady  volume  of  sales  from  satisfied 
customers,  in  fact,  you  will  do  the  big  butter  business  of  your 
town  if  you’ll  push  the  sale  of  PRIZE  BUTTER.  We  pack 
PRIZE  butter  in  carton,  tub  or  print,  and  color  and  salt  it  to 
suit  your  trade.  Let  us  know  your  requirements. 

P.  F.  BROWN  &  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  rich,  pure  butter,  made  in  the  finest 
dairy  section  of  Pennsylvania.  We  get  it  fresh  daily  and  can 
guarantee  it  in  every  respect.  You’ll  like  its  flavor  and  quality 
better  than  any  butter  you’ve  ever  tasted.  Try  it 
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This  is  the  Parke 
stamp — redeemable 
for  hundreds  of  beau¬ 
tiful  premiums.  It 
insures  steady  sales 
for  you. 


It  Will  Pay  You  to  Push 
the  Sale  of  This  Tea 

PARKE’S  GOLD  CAMEL  CEYLON-INDIA 
TEA  is  a  very  high  grade  of  real  Ceylon-India  of 
unusual  strength  and  fragrance.  It  is  sure  to 
please  customers  who  want  the  best  and  becomes 
the  leader  among  package  teas  wherever  intro¬ 
duced.  The  red,  blue  and  silver  package  makes  a 
beautiful  and  conspicuous  display  on  your  shelves 
and  sells  on  sight.  PARKE’S  GOLD  CAMEL 
MIXED  TEA  is  a  popular  blend  because  of  its 
fine  flavor  and  rich  amber  color.  The  carton 
makes  it  a  handy  package  for  you  and  guarantees 
its  quality  and  condition.  Cut  open  a  package  of 
Parke’s  Tea  and  you  will  see  at  once  how  clean  it 
is,  vastly  superior  to  ordinary  package  teas  and 
sure  to  sell  better. 

Parke’s  Stamp  line  includes  Coffee,  Tea,  Baking- 
Powder,  Spices,  Ammonia,  Bluing,  etc.,  all 
strong,  steady  sellers. 

L.  H.  PARKE  COMPANY 

232-234  Market  Street  638-640  Grant  Street 

PHILADELPHIA  PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“  I  can  sell  you  either  a  strong  Ceylon-India  Tea  or  a  milder 
mixed  Tea  and  guarantee  the  flavor,  if  it’s  Parke’s.  When  you 
open  this  Tea  notice  how  clean  it  is — no  dirt  and  sticks,  but  all 
pure  fragrant  Tea.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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New  regulations  are  to  be  en 
forced  for  the  first  time  this  yea 
in  this  city,  which  will  govern  th 
marking  of  weights  and  quantitie 
of  California  fruits  sold  in  thi 
market.  These  regulations  wer 
adopted  a  year  ago,  but  were  nc 
enforced  before  so  as  to  give  th 
California  shippers  time  to  get  th 
proper  sizes  of  crates,  baskets  an 
other  containers. 

The  grapes,  apricots,  plum: 
cherries  and  other  kinds  of  fruit 
to  be  sold  by  weight  must  come  i 
cartons  or  packages  containin 
specified  quantities.  For  instano 
grapes  may  be  sold  in  cartons  cor 
taining  25  pounds  net  or  in  basket 
containing  6  pounds  net.  Apricot 
and  plums  may  come  in  crates  cor 
taining  20  pounds  net;  pears  i 
boxes  containing  46  pounds  ne 
and  half  boxes  23  pounds  ne 
cherries  in  boxes  containing 
pounds  net  and  eight  cartons  of  or 
pound  each.  Every  pound  mu 
weigh  16  ounces. 

*  *  *  * 

There  is  a  revival  of  talk  in  tl 
coffee  trade  about  the  valorizatic 
scheme  as  a  result  of  the  discussic 
opened  in  Congress. 

Some  of  the  men  in  the  trade  ai 
of  the  opinion  that  a  rigid  invest 
gation  would  back  up  the  charj 
that  the  supposed  distribution  ( 
valorization  coffee  as  the  result  tj 
tire  much-talked-of  sales  a  fe 
weeks  ago  was  a  distribution  c  j 
paper  only  and  that  the  coffee  trac 
as  a  whole  was  deluded  by  the  va 
orization  interests. 

The  renewal  of  the  suspicion  th 
the  valorization  coffee  is  still  in  tl 
control,  directly  or  indirectly,  < 
valorization  speculators  natural 
tends  to  keep  buyers  cautious  ar 
to  unsettle  the  market  to  some  e: 
tent. 

*  *  * 

The  New  York  Mercantile  E: 
change,  through  its  executive  con 
mittee,  is  trying  to  secure  modific 
tions  of  the  new  egg  inspectio 
rules  of  the  Trunk  Line  Associ- 
tion. 

It  is  claimed  that  the  rules  a: 
unfair  to  the  receivers  and  deale; 
in  eggs  in  making  it  more  diffici: 
and  expensive  to  obtain  damag; 
for  breakage. 

The  Trunk  Line  Association,  t 
is  known,  adopted  the  new  rules  b- 
cause,  as  they  claim,  many  of  th 
receivers  obtained  excessive  rebats 
and  damages  for  broken  eggs.  T'2 
rules  are  drawn,  the  railroad  mji 
say,  in  such  a  way  as  to  protect  t.e 
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roads  from  fraudulent  or  exces- 
:  damage  claims  and  especially 
n  collusion  on  the  part  of  rail- 
d  inspectors  in  allowing  such 

ms. 

?he  Grand  Jury  is  now  invest¬ 
ing  the  charge  that  egg  receiv- 
claimed  and  obtained  excessive 
nages  from  railroads. 

*  *  * 

Die  New  York  delegation  to  the 
mal  convention  of  the  National 
tail  Grocers’  Association  will 
ve  here  at  12.40  P.  M.  Satur- 
r  on  a  New  York  Central  train, 
tiers  will  join  the  party  at  the 
ps  up-State,  including  Albany, 
racuse,  Rochester  and  Buffalo, 
e  train  will  leave  Buffalo  Satur- 
/  night  and  arrive  in  St.  Louis 
nday  afternoon. 

Lie  State  delegation  will  be 
ided  by  President  Suhr,  of  Buf- 
0,  and  Secretary  Thorpe,  of  this 
y.  Brooklyn  will  send  Presi¬ 
lt  Winckelmann,  Vice-President 
;nze,  Ellwood  Hansom,  Herman 
eke  and  Fred.  Luppens.  Presi- 
nt  Lichtenfels  will  represent  the 
filers’  association  of  the  Bronx. 
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Your  Customers  Know 


Summarized  Market  Con¬ 
ditions. 

A  fair  jobbing  demand,  both  for 
■azils  and  mild  grades,  is  reported 
the  spot  coffee  market.  Roasters 
the  interior  are  now  buying  with 
ire  freedom  thair  they  have  been 
ing  of  late  and  are  evidently 
reed  to  do  so  in  order  to  meet 
quirements.  Prices  are  generally 
ell  maintained,  especially  in  San 
s.  The  break  in  options  towarc 
e  middle  of  the  week  had  a  de- 
■essing  effect  and  may  be  followec 
r  a  renewal  of  the  waiting  attitude 
1  the  part  of  buyers. 

In  the  tea  market  there  is  a  quiet 
'stributing  demand  at  quotations 
1  some  large  deals  Japans  are  sole 
:  concessions,  but  it  is  said  that 
lis  liquidation  is  nearing  the  end 
he  trade  is  awaiting  with  interest 
le  opening  of  the  new  crop  o 
ormosas  and  Hankows.  The  pre 
iction  is  made  that  there  will  be 
nver  prices  in  the  primary  market 
s  losses  of  recent  years  will  make 
lie  buyers  more  cautious. 

The  country  is  buying  refinec 
ugar  from  hand  to  mouth.  With 
rawals  are  light.  The  tariff  situ 
tion  is  responsible  probably  for  an 
xtra  element  of  caution  that  may 
ontinue  until  the  matter  is  definite- 
y  adjusted  at  Washington.  The  I 
Yderal  quotes  4.10  cents  for  stock 

(Continued  on  page  22.) 


Franklin  Carton  Sugar 
As  Soon  As  They  See  It 


*  Standard  of  Purity* 

REFINED  FOB 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


FRANKLIN  CARTON  SUGAR  is  a  neat,  clean,  attractive  pack¬ 
age  that  looks  well  on  your  shelf,  and  once  seen  by  customers  is  sure 
to  be  remembered.  They  remember  the  cleanliness,  the  sparkling  purity 
of  the  sugar,  and  insist  on  having  the  CARTON  that  keeps  it  clean 

and  pure. 

Sugar  is  probably  the  most  sensitive  article  sold  in  a  grocery  store  and  should  be 
protected  from  dust  and  dirt.  Scientists  tell  us  that  it  breeds  germs  with  dangerous  rapidity, 
when  once  exposed.  Women  may  not  examine  sugar  to  see  if  it  has  germs  in  it  and  they 
may  be  content  to  use  sugar  which  needs  no  examination  to  show  that  it  is  dusty;  BUT, 
as  soon  as  they  see  FRANKLIN  CARTON  SUGAR  they  KNOW  it  is  better,  purer,  finer, 
cleaner  sugar  than  they  have  ever  had  before.  If  you  are  the  proprietor  of  a  pure  food  store 
you  can  tell  your  customers  about  FRANKLIN  CARTON  SUGAR  in  a  way  that  will 
increase  their  respect  for  your  desire  to  serve  them  with  the  purest  and  cleanest  foods  which 
can  be  obtained.  (See  foot  note  at  the  bottom  of  this  advertisement,  “What  to  tell 

customers.”) 

You  can  buy  FRANKLIN  CARTON  SUGARS  in  the 
original  CONTAINERS  of  24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

“Your  customers  know  FRANKLIN  CARTON  SC  GAR  is  CLLA^  SC  GAR- 


WHAT  TO  TELL  CUSTOMERS 

“This  is  a  PURE  FOOD  store.  We  believe  in  selling  only  the  best, 
purest,  CLEANEST  goods,  because  the  best  is  none  too  good  for  our  cus¬ 
tomers.  We  sell  FRANKLIN  CARTON  SUGAR  because  it  is  the  cleanest 
and  purest  sugar  obtainable.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Important  New  Weight  and  Measure  Bill 
Passes  Senate  —  Other  Vital 
Legislative  Proceedings 

Bill  Allowing  Attachment  of  Wages  for  Unpaid  Grocery  Bills 
Passes  House.  Bill  to  License  and  Bond  Commission  Mer¬ 
chants  Up  Again.  Bill  Requiring  Dealers  in  Bankruptcy 
Goods  to  Pay  License  Passes  Both  Houses.  Other  Trade 
Legislative  Notes. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  May  16,  1913. 

The  Senate  has  just  passed 
finally  a  bill  which  has  attracted 
but  little  attention  as  yet,  but 
which  will  have  a  rather  im¬ 
portant  effect  if  it  becomes  a  law. 
It  is  termed  “an  act  defining  com¬ 
modities,  regulating  the  sale. there¬ 
of,  and  providing  penalties  for  vio¬ 
lation  hereof,”  and  its  object  ap¬ 
pears  to  be  to  provide  for  the  sale 
of  merchandise  by  weight  or  meas¬ 
ure,  provide  for  labeling  package 
foods  with  net  weight,  etc.,  and  to 
establish  the  weight  of  a  bushel  of 
various  commodities.  There  is  also 
a  provision  that  all  package  food 
products  shall  bear  on  the  label  a 
statement  of  the  net  weight,  meas¬ 
ure  or  numerical  count.  The  text 
of  the  bill  is  as  follows : — 

AN  ACT 

Defining  commodities,  regulating 

the  sale  thereof,  and  providing 

penalties  for  violation  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met.  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  the 
word  “commodity,”  as  used  in  this 
act,  shall  be  taken  to  mean  any  tan¬ 
gible  personal  property  sold  or  of¬ 
fered  for  sale. 

The  word  “container,”  as  used  in 
this  act,  shall  be  taken  to  mean 
any  bag,  band,  barrel,  basket,  bottle, 
box,  caddy,  can,  canister,  carton,  cask, 
crate,  firkin,  hogshead,  jar,  jig,  jug, 
keg,  stopper,  vessel,  wrapper  or  any 
similar  or  analogous  utensil,  recep¬ 
tacle,  band  or  wrapper  in  which  any 
commodity  may  be  sold  or  offered 
for  sale,  and  which  shall  be  deliv¬ 
ered  or  intended  to  be  delivered 
with  the  commodity  when  sold. 

The  word  “marked,”  as  used  in 
this  act,  shall  be  taken  to  mean 
“written,”  “printed.”  “stamped,” 
“painted”  or  “blown,”  or  any  other 
means  whereby  words  or  figures 
may  be  indicated  in  or  on  a  con¬ 
tainer  or  on  any  label  or  covering 
attached  thereto. 

Sec.  2.  All  liquid  commodities 
when  sold  in  bulk  or  from  bulk 
shall  be  sold  by  weight  or  liquid 
measure.  All  dry  commodities 
when  sold  in  bulk  or  from  bulk 
shall  be  sold  by  weight,  dry  meas¬ 
ure  or  numerical  count.  No  dry 
commodities  shall  be  sold  by  liquid 
measure ;  dry  commodities  in  car¬ 
load  lots  may  be  sold  by  weight. 

Sec.  3.  It  shall  be  unlawful  to 
use  a  measure  without  a  bottom  in 
selling  any  commodity. 


Sec.  4.  It  shall  be  unlawful  in 
selling  any  commodity  to  use  any 
measure  unless  the  same  shall 
have  thereupon  marked  in  distinct 
letters  and  figures  the  capacity 
thereof.  If  such  measure  be  of 
the  capacity  of  one-half  bushel  or 
less  or  of  one-half  gallon  or  less,  it 
shall  be  marked  in  terms  of  a  quart 
dry  or  liquid  measure  respectively. 
If  the  measure  be  of  the  capacity 
of  over  one-half  bushel  or  one-half 
gallon,  it  shall  be  marked  in  terms 
of  a  bushel  or  gallon  respectively. 

Sec.  5.  It  shall  be  unlawful  to 
sell  or  offer  for  sale  any  berries 
or  other  small  fruit  in  boxes,  bas¬ 
kets  or  other  analogous  receptacle 
holding  one  quart  or  less  unless 
such  boxes,  baskets  or  receptacles 
shall  be  of  the  capacity  of  one 
quart,  one  pint  or  one-half  pint  dry 
measure,  and  so  marked. 

Sec.  6.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation, 
with  intent  to  defraud 

(1)  To  sell  or  offer  for  sale,  any 
commodity  on  the  container  of 
which  is  marked  any  false  state¬ 
ment  respecting  the  kind,  number, 
quantity,  weight  or  measure  of 
such  commodity  or  of  any  part 
thereof,  or  respecting  the  place  or 
county  where  such  commodity  was 
manufactured  or  produced,  or  re¬ 
specting  the  quality  or  grade  of 
such  commodity. 

(2)  To  orally  or  otherwise  rep¬ 
resent  that  any  commodity  offered 
for  sale  in  bulk,  to  which  no  name 
or  trade  mark  shall  be  attached,  is 
the  manufacture  or  production  of 
some  other  than  the  actual  manu¬ 
facturer  or  producer.  Provided, 
that  nothing  in  this  act  is  to  be  con¬ 
strued  as  applying  to  drugs,  medi¬ 
cines,  chemicals  or  pharmaceutical 
or  proprietary  preparations  used  as 
medicines,  nor  to  toilet  prepara¬ 
tions. 

Sec.  7.  Whenever  any  commodity 
named  in  this  section  shall  be  sold 
by  the  bushel,  the  bushel  of  such 
commodity  shall  consist  of  the  re¬ 
spective  number  of  pounds  herein 
set  forth,  namely : — 

Alfalfa  seed,  60  pounds. 

Apples,  50  pounds. 

Apples,  dried,  25  pounds. 

Barley,  47  pounds. 

Beans,  dried,  60  pounds. 

Beans,  castor,  shelled,  46  pounds. 
Beets,  60  pounds. 

Blue  grass  seed,  14  pounds. 

Bran,  20  pounds. 

Broom  corn  seed,  50  pounds. 
Buckwheat,  48  pounds. 

Cabbage,  50  pounds. 

Carrots,  50  pounds. 

Cement,  100  pounds. 

Charcoal,  20  pounds. 

Cherries,  with  stems,  56  pounds. 
Cherries,  stemmed,  64  pounds. 
Chestnuts,  hulled,  50  pounds. 
Clover  seed,  60  pounds. 

Coal,  anthracite,  75  pounds. 

Coal,  bituminous,  76  pounds. 

Coal,  stone,  80  pounds. 

Coke,  40  pounds. 

Corn,  shelled,  56  pounds. 

Corn,  ear,  husked,  70  pounds. 


Corn  meal,  50  pounds. 
Cranberries,  40  pounds. 
Cucumbers,  50  pounds. 

Currants,  40  pounds. 

Flaxseed,  56  pounds. 

Gooseberries,  40  pounds. 

Grapes,  forty-eight  pounds. 

Hair  (plastering),  8  pounds. 
Hemp  seed,  44  pounds. 

Herd’s  grass,  45  pounds. 

Hickory  nuts,  50  pounds. 

Hominy,  60  pounds. 

Horseradish,  50  pounds. 
Hungarian  grass  seed,  50  pounds. 
Kaffir  corn,  56  pounds. 

Lentils,  60  pounds. 

Lime,  70  pounds. 

Linseed,  56  pounds. 

Malt,  38  pounds. 

Millet,  50  pounds. 

Oats,  32  pounds. 

Onions,  50  pounds. 

Onion  sets,  28  pounds. 

Orchard  grass  seed,  14  pounds. 
Parsnips,  50  pounds. 

Peaches,  48  pounds. 

Peaches,  dried,  peeled,  38  pounds. 
Peaches,  dried,  unpeeled,  33 

pounds. 

Peanuts,  22  pounds. 

Pears,  dried,  50  pounds. 

Peas  (green,  unshelled),  56 

pounds. 

Peas,  60  pounds. 

Plums,  64  pounds. 

Popcorn  (unshelled),  56  pounds. 
Potatoes,  60  pounds. 

Potatoes  (sweet),  54  pounds. 
Quinces,  48  pounds. 

Rape  seed,  50  pounds. 

Raspberries,  48  pounds. 

Red  top  grass  seed,  14  pounds. 
Rice,  rough,  45  pounds. 

Rutabagas,  60  pounds. 

Rye.  56  pounds. 

Rye  meal,  50  pounds. 

Salt  (coarse),  85  pounds. 

Salt  (ground),  62  pounds. 

Sand,  100  pounds. 

Sorghum  seed,  50  pounds. 

Spelt,  40  pounds. 

Strawberries,  48  pounds. 

Timothy  grass  seeds,  45  pounds. 
Tomatoes,  60  pounds. 

Turnips,  60  pounds. 

Walnuts  (common),  50  pounds. 
Wheat,  60  pounds. 

Sec.  8.  Every  commodity  or  ar¬ 
ticle  of  food  packed  for  sale  and 
retailed  in  containers  of  any  de¬ 
scription  shall  bear  upon  the  con¬ 
tainer  a  plainly  legible  statement  of 
the  net  weight,  measure  or  numer¬ 
ical  count  of  its  contents  or  of  the 
net  volume  thereof,  and  of  the 
name  and  address  of  the  manufac¬ 
turer,  producer  or  distributor  there¬ 
of.  Provided,  however,  that  reason¬ 
able  variations  and  tolerances  shall 
be  permitted,  and  also  exemptions 
as  to  small  packages  shall  be  es¬ 
tablished,  said  variations  and  tol¬ 
erances  and  exemptions  to  be  estab¬ 
lished  by  the  Chief  of  the  Bureau 
of  Standards.  Such  marking  shall 
not  apply  to  bags  or  similar  recep¬ 
tacles  used  solely  in  delivering 
commodities  after  sale.  If  any 
commodity  be  wholly  or  in  part  of 
cotton,  wool,  linen  or  silk,  the 
length  thereof  in  yards  shall  be  so 
marked  on  the  container  thereof. 

Sec.  9.  Each  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of 
the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  before  any  alder¬ 
man,  magistrate  or  justice  of  the 
peace  of  the  proper  county,  for  the 
first  offense  shall  be  fined  not  more 
than  $25 ;  upon  conviction  for  the 
second  offense,  such  person,  firm  or 
corporation  shall  be  fined  not  less 
than  $25  nor  more  than  $100,  and 
upon  conviction  for  the  third  and 
each  subsequent  offense,  such  per¬ 
son,  firm  or  corporation  shall  be 
lined  not  less  than  $100  nor  more 
than  $250. 

Sec.  10.  It  shall  be  the  duty  of 
proper  city  and  county  inspectors  of 


weights  and  measures  to  enforce 
provisions  of  this  act. 

Sec.  11.  This  act  shall  go  into 
effect  the  first  day  of  January,  1914. 
Provided,  however,  that  no  penalty 
or  fine,  imprisonment  or  confisca¬ 
tion  shall  be  enforced  for  any -vio¬ 
lation  of  its  provisions  as  to  do¬ 
mestic  products  prepared  or  for¬ 
eign  products  imported  prior  to 
eighteen  months  after  its  passage. 

Sec.  12.  All  acts  and  parts  of 
an  act,  general,  local  or  special,  in¬ 
consistent  with  any  of  the  provi¬ 
sions  of  this  act  are  repealed. 

In  spite  of  the  literature  sent  to 
all  members  of  the  Pennsylvania 
Federation  of  Labor  against  H.  B. 
1,614,  the  bill  of  the  Pennsylvania 
Retail  Merchants’  Association  to 
attach  wages  for  unpaid  grocery 
bills,  passed  the  House  on  Wednes¬ 
day  with  a  large  majority.  The 
margin  was  about  100  after  long 
discussion.  The  fate  of  the  bill  in 
the  Senate  is  uncertain. 

The  bill  to  exempt  from  the  pay¬ 
ment  of  mercantile  tax  corpora¬ 
tions,  limited  partnerships,  etc., 
which  have  paid  a  tax  on  their 
capital  stock,  came  up  for  final  pas¬ 
sage  in  the  Senate  during  the  week 
and  failed.  It  had  24  yeas  and  11 
nays.  The  bill  was  the  next  day 
put  back  on  the  postponed  calendar 
and  was  passed  finally  last  Tuesday. 
Its  text  is  as  follows: — 

AN  ACT 

To  relieve  from  the  payment  of 
mercantile  license  taxes  corpora¬ 
tions,  joint  stock  associations  and 
limited  partnerships  doing  busi¬ 
ness  as  wholesale  or  retail  distrib¬ 
utors  or  vendors  of  merchandise, 
who  pay  to  the  Commonwealth  a 
tax  upon  their  capital  stock. 
Whereas,  Corporations,  joint 
stock  associations  and  limited  part¬ 
nerships  engaged  in  business  in 
Pennsylvania  as  wholesale  or  re¬ 
tail  distributors  or  vendors  of  mer¬ 
chandise  are  required,  under  the 
revenue  laws  thereof,  to  pay  to  the 
Commonwealth  a  5-miH  tax  on  their 
capital  stock  employed  therein,  and 
also  to  pay  the  Commonwealth  a 
mercantile  license  under  the  act 
entitled  “An  Act  to  provide  revenue 
by  imposing  a  mercantile  license  tax 
on  vendors  of  or  dealers  in  goods, 
wares  and  merchandise,  and  provid¬ 
ing  for  the  collection  of  the  said 
tax,  approved  the  second  day  of 
May,  A.  D.  1899;  and 
Whereas,  The  license  thus  ex¬ 
acted  amounts  to  a  double  taxation 
and  is  oppressive,  being  also  a  dis¬ 
crimination  against  such  wholesale 
and  retail  dealers  or  vendors  who 
have  to  come  in  competition  with 
the  dealers  and  vendors  from  this 
State  who  do  not  pay  the  double 
tax,  and  from  dealers  and  vendors 
of  States  that  sell  through  solicit¬ 
ing  agents,  catalogues,  etc.,  and 
from  whom  no  license  can  be  ex¬ 
acted  ;  therefore 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  from 
and  after  the  passage  of  this  act 
corporations,  joint  stock  associa¬ 
tions  and  limited  partnerships  con¬ 
ducting  business  in  Pennsylvania  as 
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olesale  or  retail  dealers  or 
dors  of  merchandise  who  pay  to 
Commonwealth  a  tax  on  their 
ital  stock  employed  therein,  be 
1  the  same  are  hereby  relieved 
m  the  payment  of  mercantile  li- 
se,  and  for  the  year  1913,  and 
h  subsequent  year  thereafter, 
y  shall  not  be  required  to  make 
returns  and  be  rated  by  the  mer- 
tile  appraisers,  as  now  required 
law. 

lec.  2.  All  acts  and  parts  of  acts 
onsistent  herewith  be  and  the 
le  are  hereby  repealed. 


le  bill  requiring  concerns  the 
e  or  greater  part  of  whose 
less  is  selling  bankrupt  goods, 
ke  out  a  license  has  passed  the 
,te  finally.  The  text  of  the  bill 
follows : — 

AN  ACT 

luiring  a  license  for  conducting 
ny  business,  the  whole  or  greater 
art  of  which  shall  consist  of  the 
ale  of  goods  which  shall  be  held 
orth,  represented  or  advertised  to 
e  goods  of  or  obtained  from  the 
state  of  any  bankrupt,  or  goods 
f  or  obtained  from  an  assignee 
r  a  person,  firm  or  corporation 
bout  to  go  out  of  business,  or 
oods  to  have  been  damaged  in 
ny  way,  and  regulating. such  li- 
ensing,  and  fixing  a  penalty  for 
iolation  of  this  act. 
lection  1.  Be  it  enacted  by  the 
late  and  House  of  Represen ta- 
:s  of  the  Commonwealth  of 
insylvania,  in  General  Assembly 
1,  and  it  is  hereby  enacted  by  the 
hority  of  the  same,  That  it  shall 
unlawful  for  any  person,  firm 
corporation  without  a  license,  as 
vided  in  this  act,  to  conduct  any 
iness,  the  whole  or  greater  part 
which  shall  consist  of  the  sale  of 
>ds  which  shall  be  held  forth  or 
resented  or  advertised  to  be 
ids  of  or  obtained  from  the  es- 
i  of  any  bankrupt,  or  goods  of 
obtained  from  an  assignee  or  a 
son,  firm  or  corporation  about  to 
out  of  business,  or  goods  that 
re  been  damaged  in  any  way. 
jviding,  that  nothing  in  this  act 
.11  prohibit  the  sale  of  any  such 
xls  by  any  assignee,  trustee,  re- 
•'er  or  other  officer  appointed  by 
r  court  of  this  Commonwealth  or 
the  United  States,  acting  for  the 
ate  of  any  such  bankrupt  or 
ler  person,  firm  or  corporation 
hin  the  limits  of  the  city  borough 
township  wherein  the  said  per- 
i,  firm  or  corporation  con- 
:ted  said  business  or  had  the 
)ds  immediately  before  the  ap- 
ntment  of  such  assignee,  trustee, 
eiver  or  other  officer;  and  pro- 
ed  further,  nothing  in  this  act 
ill  prohibit  the  sale  of  any  goods 
naged  in  any  way  if  the  same 
:  sold  within  the  limits  of  the 
f,  borough,  incorporated  town  or 
vnship  wherein  said  owner  con- 
cted  business  or  had  the  said 
ads  at  the  time  the  said  goods 
:ame  damaged. 

see.  2.  A  license  to  conduct  busi¬ 
es  under  this  act  shall  be  issued 
the  treasurer  of  the  proper  city, 
rough  or  township  wherein  the 
d  business  is  conducted.  The 
s  for  cities,  incorporated  towms 
boroughs  shall  be  fixed  by  ordi- 
rices  of  the  proper  city,  incorpo- 
ed  town  or  borough.  In  cities, 
orporated  towns  and  boroughs 
license  fee  shall  not  be  less  than 
X)  nor  more  than  $200  for  each 
endar  month  or  fraction  thereof, 
townships  the  license  fee  shall 
$25  for  each  calendar  month  or 
iction  thereof,  and  shall  be  for 
-  use  of  the  school  fund  of  the 


BOUILLON  “  HERRINGLETS”  are  a  substantial  meal  at  a  price  any  one  can  pay,  and  the 
most  delicious  lunch  anyone  can  buy  at  any  price.  They  are  selected  little  NORWEGIAN  HER¬ 
RING  packed  in  delicious  BOUILLON,  and  different  from  any  canned  fish  you  ever  sold.  Their 
special  nature  insures  a  big  sale  at  a  good  profit  to  you.  We  guarantee  them  to  satisfy  or  we’ll 
refund  your  customers’  money.  Your  customers  are  always  looking  for  “  something  new  and  good 
in  eats”— sell  them  BOUILLON  “HERRINGLETS.” 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “  Skipper  ”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 


WHAT  TO  TELL  CUSTOMERS 

“You  can  use  BANNER  LYE  In  dozens  of  ways  as  a  cleanser.  It’s  also  a  powerful 
disinfectant.” 

TWs  is  one  of  the  firms  the  sale  of  whose  products 
[^heip^rganiz£the  Pennsylvania  Retail  Merchants 
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WHAT  TO  TELL  CUSTOMERS 

“BOUILLON  ‘HERRINGLETS’  are  a  new  eating  delight— se¬ 
lected  little  Norwegian  herring  in  delicious  buillon.  Try  them.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


There  are  many  things  which  nothing  but  Banner  Lye  will  clean  satisfactorily,  and  once  you  start 
you  customers  buying  it  they  will  find  so  many  uses  for  it  they  will  never  stop  buying  it.  It  sterilizes, 
cleans,  disinfects,  removes  foul  odors  and  cleans  out  waste  pipes.  You  can  easily  sell  Banner  Lye, 
and  you  can  absolutely  guarantee  it.  The  patent  top,  sifting  can  makes  it  easy  to  use,  yet  avoids  waste. 
Not  only  householders,  but  doctors,  butchers,  bakers,  printers,  plumbers,  hotels  and  institutions,  restau¬ 
rants,  etc.,  use  Banner  Lye,  and  you  can  sell  it  to  all  of  them  if  you  keep  it  well  stocked  and 
displayed  where  the  attractive  red  label  will  be  seen. 

THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 


'S' 


SSH!!  chemical  *?,o 


sSilADELPHlA 


She’ll  Use  Banner  Lye  Every  Hour  of  the  Day 
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township.  The  license  shall  be  re¬ 
newed  monthly  during  the  time  such 
person,  firm  or  corporation  shall 
conduct  such  business.  This  license 
shall  be  in  addition  to  all  license 
fees  and  taxes  imposed  by  this 
Commonwealth  and  the  proper  city, 
borough,  incorporated  town  or 
township. 

Sec.  3.  Any  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of  the 
provisions  of  this  act  shall  be  guilty 
of  a  misdemeanor,  and  upon  convic¬ 
tion  thereof  shall  be  sentenced  to 
pay  for  each  day  such  business  shall 
be  conducted  without  a  license  a  fine 
of  not  more  than  $200. 

Sec.  4.  All  acts  and  parts  of  acts 
inconsistent  with  this  act  are  re¬ 
pealed. 

The  House  has  also  passed  the 
bill  and  it  now  goes  to  the  Gov¬ 
ernor. 

Both  Houses  have  now  passed 
the  ^act  requiring  “all  slaughter 
houses,  shops,  wagons  and  places 
where  meats,  poultry,  fish,  game 
and  shell  fish  are  prepared  for  use 
as  food  or  stored  or  exposed  for 
sale”  in  Philadelphia,  to  take  out  a 
license  every  year. 

The  bill  which  would  prevent 
hundreds  of  grocers  and  general 
storekeepers  from  selling  drugs  and 
household  remedies  is  now  on  its 
way  through  the  House.  It  came 
up  on  second  reading  during  the 


in  a  pharmacy  or  licensed  pharma¬ 
ceutical  laboratory  from  perform¬ 
ing  such  duties  as  may  be  assigned 
to  them  and  under  the  supervision 
of  a  pharmacist  or  assistant  phar¬ 
macist  ;  provided,  that  the  com¬ 
pounding  of  physicians’  prescrip¬ 
tions  or  the  dispensing  and  selling 
of  poisons  at  retail  shall  not  be 
permitted  except  under  the  strict 
supervision  and  in  the  presence  of 
a  pharmacist  or  assistant  phar¬ 
macist. 

The  act  requiring  commission 
merchants  in  butter,  eggs,  fruit  and 
produce  to  obtain  a  license  and  file 
a  bond  is  up  again  in  the  House, 
where  it  has  passed  second  reading 
after  some  amendment.  A  large 
delegation  of  commission  mer¬ 
chants  came  up  here  and  appeared 
against  the  bill  several  weeks  ago. 
As  passed  on  second  reading  the 
bill  requires  a  bond  of  $2,500,  to  be 
furnished  by  a  surety  company  or 
two  good  individual  bondsmen. 
The  bond  binds  the  merchant  to  pay 
all  sums  due  to  persons  who  have 
sent  stuff  on  consignment.  The 
commission  merchant  must  also  get 
a  license  from  the  Secretary  of  Ag¬ 
riculture,  paying  $10  therefor. 
Section  4,  which  was  particularly 
objectionable  to  the  commission 
merchants,  requires  all  commission 
merchants  to  make  a  record  of  all 


operative  September  1,  1913,  if  it 
becomes  a  law. 

A  bill  was  introduced  in  the  Sen¬ 
ate  on  Tuesday  making  it  unlawful 
to  permit  meat  or  other  food  prod¬ 
ucts  to  be  handled  by  any  person 
other  than  agent  or  servant  of  the 
owner,  lessee,  occupier  or  manager 
of  any  place  where  meat  is  kept  or 
to  permit  meat  or  other  food  prod¬ 
ucts  to  be  exposed  to  any  disease 
or  filth  carrying  insect,  and  making 
it  unlawful  to  feed  to  swine  any 
offal,  blood,  slaughter  house  refuse 
or  carrion.  R.  C. 

Another  Blow  at  the  Lowry  “  Whole¬ 
sale  Grocers’  Committee”  Which 
Has  Made  Strongest  Demand 
for  Free  Sugar. 

The  Wholesale  Grocers’  Associa¬ 
tion  of  New  Orleans,  La.,  has  in¬ 
jected  itself  into  the  sugar  tariff 
by  the  following  letter  to  the  Presi¬ 
dent  : — 

May  8,  1913. 

The  President,  Washington,  D.  C. 

Sir: — The  most  progressive  agi¬ 
tators  and  promoters  of  reduced 
duty  or  free  sugar  have  been,  here¬ 
tofore,  certain  refinery  interests  in 
the  North.  They  have  flooded  the 
entire  country  with  literature  in  ad¬ 
vocacy  of  such  measure.  This  has 
brought  about  a  feeling  of  unrest 
among  some  and  a  demand  for  a 


lowering  or  the  elimination  of  the 
tariff  on  sugar. 

Certain  of  these  refinery  interests 
have  for  some  little  time  developed 
a  plan,  as  you  know,  of  represent-  < 
ing,  supposedly,  an  organization  of 
wholesale  grocers.  The  Wholesale 
Grocers’  Association  of  New  Or¬ 
leans  was  instrumental  in  absolutely 
repudiating  the  position  assumed  by 
this  self-appointed  interest.  In 
other  words,  there  was  positively 
no  organized  movement,  in  so  far 
as  the  wholesale  grocer  is  con¬ 
cerned,  in  favor  of  such  legislation. 

These  refinery  interests  still  con¬ 
tinue  their  endeavors,  notwithstand¬ 
ing  the  repudiation.  They  -have 
used  the  press  and  others  to  educate 
the  public  up  to  such  demands,  but 
is  it  fair  to  the  South,  Louisiana 
particularly,  to  practically  wipe  it 
out,  as  far  as  this  particular  interest 
is  concerned?  Should  free  sugar 
prevail,  as  is  suggested? 

The  many  millions  of  tariff  that 
are  being  paid  at  present  on  this 
article  by  the  consumers  of  this 
country  has  not  heretofore  been  ol> 
jected  to  by  them,  they  certainly  feel 
an  interest  in  the  Government, 
therefore  ought  to  be  willing  to  pay 
their  reasonable  quid  pro  quo  to¬ 
wards  its  maintenance.  Is  there 
any  easier  plan  of  obtaining  the 
same  amount  of  money  in  ques¬ 
tion  as  now  prevails  in  connection 
with  the  tariff  on  sugar?  Almost 
every  one  consumes  sugar  and,  in 
turn,  contributes  to  the  Government. 

The  Wholesale  Grocers’  Associa¬ 
tion  of  New  Orleans  respectfully 
urges  that  your  decision  be  the  re¬ 
tention  of  the  present  tariff  on  that 
article,  or  only  a  slight  modifica¬ 
tion.  Respectfully  yours, 

George  P.  Thompson, 
President. 


week  and  was  amended  in  several 
particulars,  though  not  in  any  way 
so  as  to  make  it  less  objectionable 
to  grocers  and  general  storekeepers. 
The  objectionable  part  of  the  bill 
is  as  follows  : — 

Sec.  18.  That  hereafter  it  shall  be 
unlawful  to  sell  drugs,  medicines 
or  poisons  at  retail  or  to  compound 
physicians’  prescriptions  or  to  con¬ 
duct  a  pharmacy  or  licensed  store 
or  licensed  pharmaceutical  labora¬ 
tory  within  the  meaning  of  this  act 
of  Assembly,  or  to  act  as  a  phar¬ 
macist  or  assistant  pharmacist  ex¬ 
cept  in  compliance  with  the  provi¬ 
sions  of  this  act  of  Assembly;  pro¬ 
vided,  however,  that  nothing  in  this 
act  of  Assembly  shall  be  so  con¬ 
strued  as  to  interfere  with  students 
of  pharmacy  or  licensed  pharmaceu¬ 
tical  laboratory  or  other  employees 


goods  received  as  soon  as  received. 
When  disposed  of  he  must  send  the 
consignor,  within  forty-eight  hours, 
a  full  statement  of  account.  If  the 
consignor  objects  to  the  statement 
the  commission  merchant  must  fur¬ 
nish  him  with  the  name  of  every¬ 
body  to  whom  he  sold  the>  goods. 
If  the  commission  merchant  fails  to 
make  payment  within  thirty  days, 
or  within  whatever  time  he  has 
agreed  to  pay,  the  consignor  can 
sue  him  on  his  bond.  Section  6 
provides  that  commission  mer¬ 
chants  who  are  dishonest  shall  be 
guilty  of  a  misdemeanor  and  be 
fined  up  to  $500.  The  bill  becomes 


Does  This  Sound  Good  to  You  ? 

Have  you  ever  tried  to  see  whether  you  could  buy  TEAS 
by  mail  ? 

Is  it  fair  to  yourself  to  let  this  chance  for  profit  pass  ? 

Not  only  a  chance  for  profit,  but  a  chance  to  save  time  and 
work.  It  is  only  a  minute’s  task  to  send  us  a  sample  to  match. 
The  whole  thing  is  so  short  and  simple — and  may  mean  so  much 
— that  we  suggest  that  you  make  the  experiment  to-day. 

TEAS  sold  by  mail  cost  less  than  Teas  sold  through  sales¬ 
men,  for  they  carry  no  salesmen’s  salaries. 


nilDVCC  £.  ft  A  nivicc  roasters  and  packers  teas  and  coitees 
iHJKlfcl  a  MHnluh  89  Front  Street  :  New  York 

- ESTABLISHED  1897 - 
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flu  Oomatcflafiie  Proposition: 

<If  The  big  point  about  Wheatena  is  that 
people  don’t  seem  to  tire  of  it.  That  is 
why  mothers  hand  it  down  to  their  daugh¬ 
ters  when  they  marry,  and  why  they  in 
turn  hand  it  down  and  so  on 

<]f  Wheatena  is  far  and  away  the  best 
cereal  proposition.  It  is  guaranteed  abso¬ 
lutely,  no  matter  whose  hands  it  is  in,  and 
the  double  packing  helps  very  greatly. 

THE  WHEATENA  GO.,  Rahway,  N.  jj 

Member  of  the  American  Specialty  Manufacturers’  Association 

- ,  . 

.  ■  ■  =! 


Package  Prunes 

<1  By  which  we  mean  ll-Say  Selected  Sun-Cured  Sanitary 
Prunes.  You  save  all  the  labor  of  digging,  weighing, 
wrapping,  and  the  goods  please  more.  They  are  clean, 
dustless,  fresh  and  moist. 

<1  U-Say  Prunes  don’t  depend  entirely  on  the  package 
principle  for  their  success  —  they  are  a  very  superior 
grade  of  prunes  to  begin  with. 

<1  Five  sizes,  retailing  for  10,  12,  15,  25  and  60  cents. 


BEH  &  HERTER,  Sales  Agents 

140  Franklin  Street,  New  York 
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Profits  Mount  UpThrough 
Volume  of  Sales 

EVERY  merchant  meas¬ 
ures  his  growth  by  vol¬ 
ume  of  sales.  Every  clerk 

advances  in  salary  and  position  according 
to  his  increase  in  volume  of  sales.  Every 
grocer,  every  grocer’s  clerk  will  find 
national  advertising  the  biggest  of 
all  selling  aids. 

National  Biscuit  Company  products 
have  been  advertised  nationally  for 
years.  Their  merits  are  known 
throughout  the  United  States.  It 
requires  no  argument  to  convince  the 
buyer  that  N.  B.  C.  products  are  superior 
—  the  purchaser  knows  it  —  has  learned  it 
through  N.  B.  C.  advertising.  And  so 
the  clerk  sells  N.  B.  C.  products  without 
effort  and  quickly  —  he  cares  for  a  num¬ 
ber  of  customers  in  the  same  time  that 
it  would  require  to  sell  to  one  without 
the  selling-assistance  of  national  adver¬ 
tising.  Try  the  sales-boosting  power  of 
national  advertising  by  stocking  N.  B.  C. 
products.  They  will  more  than  make  good. 

NATIONAL  BISCUIT 
COMPANY 


Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


Be  the  Business  Man.— You’re  in 
iool  when  you’re  in  the  store, 
s  a  post  graduate  course.  The 
il  things  are  here.  You  re  up 
ainst  human  nature  away  from 
me. 

You’ll  meet  the  man  that  knows 
;  cost  of  your  goods  and  buys  as 
eap  as  you  do.  He  buys  “whole- 
le.”  Take  him  at  his  word,  but 
ck  to  your  price.  No  apology 
r  your  figures.  Show  him  the 
Jerence. 

The  nice  old  lady  is  a  joy  forever 
so  long  as  she  has  the  price.  She 
eds  gentleness.  Your  treatment 
her  must  be  most  kindly.  Ab- 
ptness  she  abhors. 

Along  comes  the  fussy  woman, 
le  last  potatoes  were  poor.  Sev- 
al  of  them  cooked  dark.  We 
und  two  eggs  in  the  last  dozen 
at  were  “awful.”  Don’t  think 
>u  gave  me  the  right  cofifee  last 
;ek,  my  husband  said  there  was 
thing  to  it.  Well,  you  take  all 
is  in  seriously.  It  isn’t  a  new 
ary.  You  also  take  her  order  for 
ore  potatoes,  more  eggs  and  more 
ffee. 

*  *  * 

“Be  A  Forgiver.” — That’s  the  di¬ 
ne  part  of  man.  If  you  won’t 
rgive  your  face  will  go  back  on 
>u.  Resentment  is  an  unerring 
:pression  carver.  To  forgive  is 
broaden  out.  It  makes  the  other 
llow  sorry  he  did  it  and  sorry  that 
s  heart  isn’t  as  big  and  bountiful 
i  yours.  Success  is  hard  enough 
'  get  without  putting  any  obstacles 
.  its  way.  To  get  many  of  the 
ood  things  out  of  life  be  a  good 
>rgiver. 

*  *  * 

“Watch  Your  Company.” — Chum 
ith  manly  fellows.  Good  thing  if 
ley  know  more  than  you.  Better 
ill  if  they  behave  better  than  you. 
ut  the  man  that  likes  you  so  well 
lat  he  wants  to  set  ’em  up  isn’t 
3od  company.  Never  mind  if  the 
:her  fellow  is  a  Sunday  school 
lap.  He  has  wisdom.  Cut  loose 
om  the  sporty  crowd.  There’s 
Ailing  in  it.  You’re  known  by 


your  company.  Better  be  a  molly¬ 
coddle  and  have  the  teller  at  the 
savings  bank  know  your  name  than 
a  winner  on  the  red  and  an  all 
around  good  fellow. 

*  *  * 

Things  That  Please  Women. — Ask 

any  woman  why  she  shows  partial¬ 
ity  to  a  certain  clerk  and  she  will 
immediately  tell  you  in  so  many 
words  that  it  is  because  of  polite 
attention.  “Yes  Ma’am”  and  “No 
Ma’am”  sound  simple  enough,  but 
these  respectful  terms  bear  weight 
— often  far  more  than  you  realize. 
“Thank  you  for  this  order”  shows 
at  once  your  appreciation,  thus  giv¬ 
ing  the  customer  the  thought  that 
her  business  with  you  is  of  some 
importance.  Asking  permission  to 
send  a  bundle  bought  at  another 
store  is  another  one  of  those  little 
things  that  help  to  bind  a  customer 
to  a  firm. 

The  clerk  that  studies  courtesy  is 
a  business  builder. 

*  *  * 

Telephone  Selling.— Great  things 
can  be  done  with  the  phone.  Quiet 
morning  hours  come  to  all  of  us. 
That’s  the  time  your  local  aspara¬ 
gus  arrives-.  It  looks  very  hand¬ 
some.  It’s  that  long,  thick,  tender 
“green  grass” — special  to-day,  30 
cents.  Twenty  or  thirty  bunches 
can  be  sold  in  ten  minutes.  Ber¬ 
ries,  spinach,  lettuce,  string  beans 
the  same.  Make  your  counter 
phone  pay  its  way.  Besides,  just 
because  there  are  no  customers  in 
the  store  doesn’t  mean  “quiet 
hours.”  There  aren’t  any  in  the 
grocery  business.  With  us  phone 
work  comes  properly  into  play. 
But  not  with  the  hat  man  or  the 
necktie  man  or  the  shoe  man.  We 
have  something  good  to  sell  “on 
sight  unseen.”  And  that  thing  is 
needed  or  the  consumer  suffers. 

*  *  * 

Vinegar  Time.— Make  a  splurge 
with  vinegar.  Tap  a  barrel  right  in 
the  front  part  of  the  store.  Have 
lots  of  quart  bottles  filled.  Lots 
of  half  gallon  and  gallon  jugs  filled 
and  labeled.  You’re  selling  the 


best  old  time  cider  vinegar  and  of 
course  it’s  up  to  the  requirements 
of  the  law,  which  is  4  per  cent, 
acetic  acid.  This  is  called  40  grain 
vinegar  and  it’s  worth  making  noise 
about.  People  need  vinegar  now  at 
nearly  every  meal — and  they’ll  buy 
yours  if  you’d  go  at  them  right. 

*  *  * 

Lime  Juice  is  as  common  almost 
in  the  Old  Country  as  soda  water  is 
here.  A  tablespoonful  turns  a  glass 
of  water  into  a  most  delightful 
drink.  Keep  a  bottle  on  the  coun¬ 
ter. 

*  *  * 

Good  Ginger  Ale  is  sparkling,  has 
a  sharp  (not  bitey)  taste,  is  abso¬ 
lutely  clear  as  your  bottle  shows 
and  has  the  natural  ginger  taste. 
The  poor  kind  bites,  looks  flat,  has 
a  slight  muddy  appearance  and  an 
artificial  flavor. 

*  *  * 

Vanilla  Flavor.— Your  label  will 
tell  you  whether  it’s  an  extract 


from  the  vanilla  bean  or  an  imita¬ 
tion.  Don’t  say  rash  things  about 
the  latter.  Many  men  of  repute  and 
wide  experience  allow  its  use  in  the 
making  of  their  cake.  It  lacks  the 
delicacy  of  the  genuine,  but  it  holds 
the  flavor  and  the  difference  in  price 
is  a  boon  to  working  people. 

*  *  * 

Your  Kind  of  Lard  has  110  stear- 
ine  in  it  and  it  isn’t  watered.  It 
isn’t  “lovely  and  white,”  but  has 
a  slight  yellow  cast.  In  the  pan 
it  doesn't  spurt  and  evaporate;  the 
odor  from  it  is  pleasant  and  things 
that  are  fried  in  it  taste  sweet  and 
wholesome. 


Tomatoes  are  still  high  by  rea¬ 
son  of  scarcity,  but  the  market 
will  probably  go  off  within  the  next 
few  days.  The  present  range  is 
$3.25  to  $3.75.  Texas  will  begin  to 
ship  around  June  1st.  Hothouse 
tomatoes  are  very  scarce  also. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


20 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


THE  GROCERY  MARKETS 


Tea. 

There  is  a  fair  demand  for  tea, 
but  there  is  no  keenness  to  it. 
Everybody  is  buying  tea  every  day 
as  he  needs  it,  but  absolutely  no¬ 
body  is  anticipating  his  wants. 
Prices  are  nominally  unchanged, 
but  concessions  are  being  made  to 
move  good  lots,  and  if  the  large 
lots  do  not  move  by  reason  of  these 
concessions,  greater  concessions 
will  likely  be  made  as  holders  are 
very  anxious  to  start  the  new  sea¬ 
son  with  clean  shelves. 

Coffee 

The  coffee  market  is  firmer. 
Speculative  conditions  have  im¬ 
proved  and  as  a  result  sales  of  Rio 
and  Santos  coffee  have  been  made 
during  the  week  at  a  fraction 
higher,  possibly  %  to  l/\  cent. 
Holders  are  hopeful  of  even  higher 
prices,  but  no  radical  advance  is  in 
sight.  Milds  are  sympathetically 
firmer,  but  without  any  material  ad¬ 
vance.  Java  and  Mocha  unchanged 
and  quiet. 

Sugar. 

The  sugar  market  is  weaker,  but 
up  to  this  writing  there  has  been 
no  decline  in  refined.  Raw  sugar 
is  possibly  1-16  weaker,  due  to 
heavy  accumulations,  particularly 
in  Cuba.  Refined  sugar  is  where 
it  was  a  week  ago,  the  lowest  price 
being  4.20  cents  for  granulated. 
All  refiners,  however,  are  not  wil¬ 
ling  to  sell  at  this  and  some  ask 
4.30  cents.  The  demand  for  refined 
sugar  is  fair. 

Syrup  and  Molasiea. 

Glucose  is  unchanged  and  dull. 
Compound  syrup  has  retired  to  the 
background  for  the  summer,  and 
rules  dull  at  unchanged  prices. 
Sugar  syrup  and  molasses  are  both 
dull  at  ruling  prices. 

Fish. 

Mackerel  is  still  very  dull.  The 
demand  is  only  from  hand  to  mouth 
and  small  at  that.  Prices  still  rule 
on  a  very  low  level  and  the  market 
throughout  is  in  buyer’s  favor. 
From  the  standpoint  of  the  large 
holder  of  mackerel,  the  market  is 
in  bad  shape.  Cod,  hake  and  had¬ 
dock  are  dull  and  unchanged.  Im¬ 
ported  sardines  firm,  scarce  and 
moderately  active.  Domestic  sar¬ 
dines  unchanged  and  dull.  Packers 
are  trying  to  harden  the  market  for 


the  new  pack  on  the  ground  that 
fish  are  running  scarce,  but  this 
has  had  no  effect  as  yet.  Salmon 
of  all  grades  is  in  fair  seasonable 
demand  at  unchanged  prices. 

Dried  Fruits. 

Prunes  are  unchanged  and  quiet. 
Demand  is  very  fair.  Peaches  are 
moving  fairly  at  unchanged  prices; 
apricots  quiet  at  ruling  figures. 
Raisins  show  no  change  either  on 
the  coast  or  in  secondary  markets. 
Currants  and  other  dried  fruits  dull 
and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  seem  to  be 
a  little  weaker  for  the  week;  de¬ 
mand  fair.  Marrows  are  unchanged 
on  the  higher  basis  quoted  last 
week;  demand  fair.  California 
limas  unchanged  and  in  moderate 
demand.  Green  and  Scotch  peas 
are  unchanged,  quiet  and  weak. 

Butter. 

The  receipts  of  fresh  butter  are 
increasing  as  the  season  advances, 
and  the  quality  is  showing  some 
improvement.  The  demand  is  ac¬ 
tive  and  absorbs  everything  at  full 
prices.  An  increase  in  the  make 
can  be  expected  from  now  on,  but 
as  a  speculative  demand  will  possi¬ 
bly  spring  up,  the  chance  is  that 
prices  may  not  decline. 

E*r*. 

The  receipts  of  eggs  continue  lib¬ 
eral  and  the  quality  is  very  good. 
The  market  is  firm  at  unchanged 
prices.  The  speculative  demand 
for  storage  still  continues  and  con¬ 
siderable  eggs  are  going  into  cold 
storage.  The  market  is  firm  and 
unchanged. 

Cheese. 

The  supply  of  new  cheese  is  in¬ 
creasing,  but  the  market  still  rules 
about  3  cents  below  the  price  of  old 
cheese.  A  few  old  cheese  are  left, 
and  these  will  likely  be  used  up 
within  the  next  few  weeks.  As 
the  season  advances,  the  quality  of 
new  cheese  will  improve. 

Canned  Goods. 

Tomatoes  have  been  hurt  some¬ 
what  by  the  cold  snap,  but  only 
with  the  result  of  making  the  sea¬ 
son  later;  not  necessarily  curtailing 
the  pack.  Prices  both  for  spot  and 
future  are  unchanged  for  the 
week;  demand  quiet.  Corn  and 
peas  are  both  unchanged  for  the 


week.  Growing  peas  have  been 
hurt  by  the  cold,  and  so,  to  some 
extent,  has  corn  been,  but  the  mar¬ 
kets  have  not  been  affected  as  yet. 
Apples  are  unchanged  and  dull. 
California  canned  goods  show  no 
change  and  light  demand.  Futures 
are  not  attracting  much  attention  as 
yet.  Small  Eastern  staple  goods 
unchanged  and  quiet. 

Proviiions. 

All  cuts  of  smoked  meats  are 
firm  and  prices  are  about  cent 
above  a  week  ago.  The  demand  is 
good.  Both  pure  and  compound 
lard  are  steady  with  a  fair  con¬ 
sumptive  demand  and  unchanged 
prices.  Dried  beef,  barreled  pork 
and  canned  meats  are  unchanged 
with  a  seasonable  demand. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

Future  tomatoes  were  fairly  ac¬ 
tive  last  week,  and  the  buying  or¬ 
ders  came  from  the  same  widely 
separated  markets  that  have  been 
buying  them  since  the  first  of  the 
year,  but  the  average  size  of  the 
orders  was  smaller  than  it  was. 
The  canners  do  not  show  any  dis¬ 
position  to  lower  their  prices  any 
further  for  the  reason  that  they 
have  already  reached  the  danger 
line,  and  that  they  had  better  take 
their  chances  in  the  open  market 
when  the  canning  season  opens  up 
next  August.  There  is  no  need  to 
hurry  in  the  matter  anyway,  they 
claim.  On  the  other  hand,  the  job¬ 
bers  continue  to  pursue  a  conserva¬ 
tive  policy  in  regard  to  buying  fu¬ 
tures,  taking  on  additional  quanti¬ 
ties  as  needed.  There  is  no  news 
of  importance  concerning  the  crop, 
for  the  very  good  reason  that  it  is 
too  early  in  the  season  for  either 
good  or  bad  news. 

Spot  tomatoes  were  dull  and  easy 
in  the  early  part  of  last  week,  but 
showed  more  life  toward  the  close, 
especially  for  the  grade  that  falls 
enough  below  the  strictly  standard 
quality  to  be  classed  as  too  good 
for  ordinary  seconds  and  too  poor 
for  fair  standards,  the  price  for  that 
grade  being  marked  down  to  make 
them  attractive.  That  the  Govern¬ 
ment  will  insist  upon  a  higher  aver¬ 
age  grade  of  tomatoes  being  canned 
hereafter  is  a  foregone  conclusion, 
and  the  so-called  “off-standards” 
may  be  a  thing  of  the  past.  Strictly 
standard  tomatoes  of  well-known 
brands  at  to-day’s  prices  look  at¬ 
tractive  for  any  market. 

The  new  crop  of  spring  spinach 
is  coming  in,  but  the  shippers  are 


taking  more  of  it  than  the  canners, 
and  the  latter  are  not  accumulating 
any  stock  above  their  orders  as  yet, 
but  they  hope  to  do  so  in  the  next 
two  or  three  weeks.  If  they  cannot 
do  so,  and  it  looks  doubtful,  the 
cost  of  that  article  will  be  higher. 
Sweet  potatoes  were  stronger  again 
and  fairly  active  after  the  sudden 
reaction  from  the  very  low  price 
Lliat  had  been  prevailing  for  them. 
There  was  no  activity  during  last 
week  in  the  other  lines  of  vege¬ 
tables,  outside  of  the  usual  daily  or¬ 
ders  for  them. 

New  pineapples  are  arriving  in 
increased  quantities,  and  the  job¬ 
bers  are  buying  them  for  prompt 
delivery  in  small  lots,  as  well  as  for 
deliveries  scattered  over  two  or 
three  months  as  may  be  needed. 
May,  June  and  July  are  always 
lively  months  in  the  pineapple  busi¬ 
ness  here.  There  was  the  usual 
run  of  small  orders  for  canned 
fruits  during  last  week,  but  it  can¬ 
not  be  said  that  any  one  article  was 
particularly  active.  The  stocks  are 
light,  very  much  lighter  than  usual 
for  this  time  in  the  season,  conse¬ 
quently  there  are  very  few  price 
fluctuations.  The  new  strawberry 
crop  will  be  ready  for  canning  pur¬ 
poses  in  a  couple  of  weeks  if  the 
weather  conditions  continue  favor¬ 
able,  and  the  jobbers  are  already 
showing  some  interest  in  them.  No 
sales  of  “futures”  in  fruits  of  any 
kind  have  been  made  here  as  yet. 

Cove  oysters  continue  strong,  and 
the  market  looks  still  stronger 
ahead  on  account  of  light  stocks 
everywhere  at  all  producing  points. 
They  look  safe  to  buy  at  to-day’s 
prices. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Spices. 

The  market  is  active  and  trading 
has  been  large  in  both  nearby  and 
spot  peppers  and  cassias.  There  is 
nothing  new  to  report  in  the  tariff 
situation.  The  bill  passed  the 
House  without  alteration  and  is 
now  before  the  Senate. 

Pepper. — Crops  are  reported 
small.  Prices  in  London,  Holland 
and  the  East  are  higher.  The  ten¬ 
dency  is  upward. 

Red  Pepper. — No  new  features 
to  report.  Prices  are  unchanged. 

Cloves. — Very  steady  demand  at 
unchanged  prices. 

Pimento  (Allspice). — The  de¬ 
mand  is  good.  Price  remains 
steady  without  change  during  the 
week. 

Mace. — Great  scarcity  prevails. 
Prices  we  believe  will  be  sharply 
advanced. 

Nutmeg  s. — Prices  abroad  are 
higher  and  the  demand  is  more  ac- 
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re  here.  Present  prices  we  con- 
ier  safe. 

Cassias  in  much  better  demand, 
though  prices  are  unchanged. 
Gingers. — The  market  is  steady 
id  fairly  active,  with  no  changes 
importance. 

Tapiocas  steady  and  somewhat 

mer.  Satisfactory  demand  con- 

mes. 

Paprikas  (Hungarian)  in  good 
imand  at  previous  quotations, 
vanish  selling  fairly  well  at  un- 
anged  prices. 

Seeds,  Herbs,  Etc. — Seed  for 
ckling  needs  are  in  demand, 
rices  quoted  from  abroad  are 
ally  higher  than  spot  quotations, 
iraway  is  firm.  Poppy  and  mus- 
rd  in  good  demand. 

McCormick  &  Co.,  Inc. 
Baltimore,  Md. 

Evaporated  Apples,  Etc. 

Prices  on  spot  evaporated  apples 
)ld  very  firm  owing  principally 
lack  of  offerings.  The  bulk  of 
e  stock  is  in  cold  storage,  and 
e  holders  are  not  overly  anxious 
move  them.  Prime  quality  is 
lotable  from  5  to  5  Yi  cents 
0.  b.  in  50-pound  boxes;  choice 
to  6)4,  with  fancy  8  to  9  cents; 
.rtons  Y  cent  per  pound  higher. 
The  blossom  has  been  at  its 
fight  the  past  week,  and  has  been 
uch  larger  than  was  expected. 
11  varieties  excepting  Baldwins 
ive  blossomed  full,  while  the  lat- 
r  is  about  Y  to  y2  of  an  aver¬ 
se  one.  This  has  caused  a  pres¬ 
ire  to  sell  future  goods,  and  prime 
lality  (export  grading)  in  carload 
ts  has  sold  down  to  6  cents  f.  o.  b. 
boxes.  There  are  not  many  sell¬ 
's,  however,  as  most  of  the  trad- 
-s  are  inclined  to  wait  and  see 
)w  well  the  fruit  sets. 

Raspberries  are  firmly  held  at  16 
'  1 6l/2  cents. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

The  recent  cold  spell  has  stimu- 
ted  business  in  both  herring  and 
lackerel  somewhat,  and  a  fair 
and-to-mouth  business  has  been 
ane,  although  very  much  at  the 
cpense  of  values. 

Our  agents  in  Ireland  report  total 
fipments  to  date  of  1912  Irish  au- 
lmn  mackerel  of  31,076  barrels; 
pi  1  Irish  autumn  mackerel  of 
1,517  barrels. 

Although  business  in  general 
;ems  to  be  rather  quiet  and  dull, 
re  really  have  no  reason  to  corn- 
lain  about  the  business  done  dur- 
)g  the  last  week.  It  is  only  natu- 
d  that  the  trade,  in  expecting  the 
iriff  on  our  goods  to  be  lowered, 
fill  buy  only  from  hand-to-mouth, 
ut  taking  into  consideration  these 
ircumstances,  trade  in  general  has 
een  quite  good. 

Sardines  have  been  selling  freely 
n  a  hand-to-mouth  basis,  showing 
lat  stocks  in  general  are  not  very 
irge.  Fishing  in  France  has  not 
farted  yet.  Fishing  in  Portugal  is 


Tell  your  customers  about 


EGG  ELBOW 
MACARONI 

FIRST: — It’s  absolutely  PURE,  made  of  best 
eggs  and  farina.  SECOND:— It’s  made  in  a  sani¬ 
tary  American  factory,  where  machines  do  the  work 
instead  of  human  hands.  THIRD  : — When  it’s 
cooked,  it’s  the  most  delicious,  most  tender,  most 
wholesome  macaroni  anyone  ever  tasted.  Tell 
your  customers  these  facts  and  get  them  buying 
FREIHOFER’S  EGG  ELBOW  MACARONI;  it 
pays  you  a  good  profit  and  you  can  depend  on 
steady  sales,  because  its  quality  is  so  pleasing. 

Freihofer  Baking  Company,  Philadelphia 

WHAT  TO  TELL  CUSTOMERS 

“FREIHOFER’S  EGG  ELBOW  MACARONI  is  so  tender,  delicious  and  nourishing,  that  if 
you  try  it  on  my  recommendation,  you’ll  thank  me  for  telling  you  about  it.” 

This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


because  ft  Is  the  standard  line. 

1NGS  AND  POLISHES  WILL  SELL 


Mason’s  Shoe 
Dressings 

Are  the  Easiest  to  Sell 
Because  So  Well  Known 


MASON’S  WHITE  DRESSING  for  White 
Shoes  is  sold  ail  over  the  world  and  is  used  by 
shoe  manufacturers  because  it  is  THE  BEST. 

MASON’S  TAN  COMBINATION  for  Tan 
Shoes  is  equally  well  known  and  good. 

Both  are  made  by  the  manufacturers  of  the 
famous  MASON’S  BLACK  SHINE. 

Every  one  of  your  customers  USES  shoe  dress¬ 
ing  and  you  should  sell  them  this  staple  line  of 
polishes  which  pays  you  over  75  per  cent,  profit. 

You  can  get  this  trade  if  you’ll  handle  MASON’S, 
Cheap,  unknown  polishes  will  only  stick  on  your  shelves 


A  Renovator 

__  —FOR  — 

?^hite  Shoe 


rtf* 

T°fV 

i&S 


i-MASON’S  SHOE  DRESS- 


JAS.  S.  MASON  COMPANY 

138=140  North  Front  Street  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“  I’d  rather  sell  you  MASON’S  SHOE  DRESSINGS  than  any  other  because  I  can  absolutely 
guarantee  them  to  give  you  satisfaction.” 


This  is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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very  little,  and  not  sufficient  to 
cover  the  demand.  Fishing  in  Nor¬ 
way  ought  to  start  in  a  few  days. 
Stocks  here  are  not  important  and 
prices  all  along  the  line  very  firm. 

Strohmeyer  &  Arpe  Co. 

New  York. 


MARKET  NOTES. 

Strawberries  are  plenty  and 
cheap.  Receipts  are  from  Virginia 
and  Eastern  Shore,  a  few  from 
Maryland.  The  range  is  7  to  15 
cents  per  quart. 

Lima  beans  are  still  scarce  and 
high.  A  few  are  coming,  bringing 
$4.50,  and  even  at  this  price  they 
are  not  extra  fancy. 

The  first  Florida  peaches  are  in 
market,  but  consisted  only  of  a  few 
packages.  They  sold  at  $8,  an 
enormous  price.  The  quality  was 
very  fair. 

Corn  is  scarce  and  shows  poor 
quality.  The  price  is  $2.50  to  $3, 
with  a  fair  sale. 

Watermelons  are  still  scarce  and 
high — $1.50  to  $2  each. 

New  potatoes  keep  about  the 
same.  Floridas  average  $4.75  and 


Georgias  and  Charleston  stock  $4. 
The  demand  is  fair.  Old  potatoes 
are  still  plenty. 

California  cherries  range  from 
$1.50  to  $4,  and  are  in  fair  demand. 

Asparagus  is  scarcer,  and  the 
price  has  advanced  from  a  range 
of  15  to  18  cents  to  25.  The  cold 
weather  was  responsible. 


THE  NEW  YORK  LETTER. 

(Continued  from  page  15.) 

at  consignment  points,  Arbuckles 
4.20  and  other  interests  4.30. 

A  stronger  feeling  in  spot  canned 
tomatoes  has  resulted  from  the  re¬ 
ports  of  damages  by  frost  to  grow¬ 
ing  plants  in  Maryland.  It  is  said 
that  everything  now  offered  at  73 
cents  as  standard  No.  3  Marylands 
is  really  off  in  quality,  and  offers 
at  77^2  cents  are  getting  less  fre¬ 
quent.  In  fact,  it  is  getting  hard 
to  locate  lots  at  less  than  80  cents, 
according  to  some  of  the  brokers. 
Improvement  is  also  shown  in  the 
demand  for  spot  2s  and  10s.  Bar¬ 
gains  are  still  to  be  had  in  spot 
corn,  but  most  of  the  buyers  are 
taking  supplies  only  in  the  hand-to- 
mouth  way.  The  aggregate  of 
business  made  up  of  small  orders 


is  said  to  be  fairly  satisfactory, 
however,  and  is  steadily  sending 
supplies  into  consumption.  The 
demand  for  spot  peas  is  slow,  but 
the  crop  reports  keep  holders  firm 
in  their  views. 

Spot  California  canned  fruits  are 
moving  in  a  quiet  and  steady  way. 
Peaches  are  favored  in  the  buying. 
Prices  are  steady.  Southern  fruits 
are  quiet  but  offerings  are  light  and 
holders  are  not  giving  concessions. 
There  is  a  fair  demand  for  pine¬ 
apples. 

California  dried  prunes  on  the 
spot  although  not  active  are  yet 
moving  steadily  into  consumption 
and  as  a  result  the  market  has  a 
firmer  tone.  It  is  predicted  that 
prices  will  gradually  work  up  to  a 
parity  with  those  at  the  coast. 
There  is  a  small  business  in  spot 
apricots  but  the  market  is  firm  as 
a  result  of  coast  conditions.  Dried 
peaches  are  quiet  and  steady,  as  are 
also  raisins  and  currants. 

The  hour  market  is  dragging. 
The  dealers  say  that  they  must  get 
$4.60  for  spring  wheat  patents  in 
jute  in  order  to  break  even,  but 
buyers  are  not  .willing  to  take  hold 
at  that  figure.  What  business  is 
transacted  is  in  small  lots. 


In  the  egg  market  there  is  now  a 
firm  tone.  The  arrivals  are  said  to 
be  moderate  for  the  season.  Much 
of  the  best  selected  stock  is  going 
into  the  warehouses.  Most  of  the 
storage  packings  arc  selling  at  2134 
cents,  but  some  fair  lots  are  sold  at 
21  cents,  and  some  of  the  closely 
graded  Northern  eggs  of  strictly 
fancy  quality  brings  as  much  as  22 
cents.  The  average  receipts  from 
the  West,  current  collections,  sell 
quite  promptly  at  21  to  21 1/2  cents, 
with  inferior  grades,  and  most  of 
the  Southern  stock  ranging  lower. 
Fancy  nearby  eggs  bring  up  to  22 
to  24  cents. 

Butter  is  firm  with  a  good  clear¬ 
ance  of  current  receipts.  The 
creamery  extras  bring  28^2  to  29 
cents  and  there  is  only  a  moderate 
supply  of  firsts  at  27  J4  to  28  cents. 
The  small  quantity  of  process  but¬ 
ter  available  to  substitute  for  fresh 
creamery  brings  as  much  as  28 
cents. 

Fred.  A.  McGill. 


CORRESPONDENCE. 


As  to  “Goods  That  Are  Advertised 
to  Your  Customers.” 

New  York,  May  9,  1913.  ■ 
To  the  Editor. 

Dear  Sir : — Referring  to  your 
issue  of  May  5th  containing  a  list 
of  “Goods  That  Are  Being  Adver¬ 
tised  to  Your  Customers,”  we  find 
in  checking  over  “Leslie’s  Weekly” 
for  April  that  we  carried  2,695 
agate  lines  of  foodstuffs  and  other 
articles  which  you  had  included  in  ! 
your  list.' 

The  following  magazines,  accord-  1 
ing  to  your  statement,  carried  ad¬ 
vertising  as  follows : — 

McClure’s,  2,464  agate,  lines; 
Outlook,  2,352  agate  lines;  St. 
Nicholas,  2,016  agate  lines;  Cen¬ 
tury,  1,232  agate  lines;  Harper's 
Magazine,  1,064  agate  lines;  Scrib¬ 
ner’s,  1,008  agate  lines;  Smart  Set, 
224  agate  lines. 

In  making  up  your  statement,  do 
you  think  it  would  be  a  good  idea 
to  give  the  number  of  agate  lines 
of  advertising  carried  by  the  vari¬ 
ous  publications,  since  they  are  of 
such  a  variance  in  size,  and  the 
standard  magazines  are  credited 
with  a  page  while  their  page  meas¬ 
ures  only  224  agate  lines  as  against 
800  lines  for  the  “Ladies’  Home 
Journal”  page,  while  both  are  cred¬ 
ited  with  one  page  ? 

If  you  would  total  up  the  num¬ 
ber  of  lines  devoted  to  goods  in 
which  your  readers  are  interested — 
in  each  publication — and  then  make 
a  grand  total,  multiplying  this  total 
by  the  total  cost  per  agate  line  for 
all  magazines  checked,  you  would 
put  up  an  argument  to  the  mer¬ 
chant  which  we  believe  would  be 
very  impressive.  For  instance: — 


THE  BEST  BY  EVERY  TEST 


THE  EXTRACTS  THAT  SELL 

Sauer’s  Flavoring  Extracts  are  the  largest  selling  brand  of  extracts 
in  the  entire  country,  and  this  great  business  has  been  built  up  strictly 
on  the  basis  of  purity  and  quality.  The  success  of  our  policy  proves 
Sauer’s  Flavoring  Extracts  are  the  best  for  you  to  sell;  they  have  pleased 
wherever  introduced,  so  they  are  sure  to  please  your  customers  and  bring 
you  steady  sales  and  good  profits. 

THE  C.  F.  SAUER  COMPANY 

Richmond,  Va. 


WHAT  TO  TELL  CUSTOMERS 

“We  sell  and  recommend  Sauer’s  Flavoring  Extracts  because  they  are  absolutely 

pure  and  always  give  entire  satisfaction.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Ladies’  Home  Journal — Toasted 
rn  Flakes,  800  lines ;  Old  Dutch 
:anser,  400  lines;  total,  1,200 
es  at  $7  per  line,  $8,400. 

D  c  1  i  n  e  a  t  o  r — Toasted 
ikes,  500  lines ;  Old 
:anser,  500  lines ;  total 
ss  at  $5  per  line,  $5,000. 
rotal  amount  spent  in 
plications  during  month  for  ad- 
•tising  of  foodstuffs  and  general 
rchandise. 

Yours  very  truly, 

Leslie’s  Weekly, 

Lharles  B.  Nichols,  Advertising 


Corn 

Dutch 

1,000 

above 


Manager. 


1  Improve  the  Quality  of  Norway 
Mackerel. 

Hie  packers  of  Norway  mackerel 
:  working  to  improve  the  quality 
that  part  of  their  product  which 
nes  to  the  United  States  by  hav- 
;  the  fishermen  wait  until  later  to 
after  the  fish,  so  they  will  have 
hance  to  get  larger  before  being 
ight.  With  this  object  the  fol- 
/ing  circular  has  been  sent  to  all 
fishermen,  being  signed  by  all 
large  Norway  packers: — 

o  the  Norwegian  and  Swedish 
Fishermen : — 

Owing  to  the  poor  quality  of 
lackerel  which  has  been  landed 
uring  the  last  year  and  sold  and 
ought  as  autumn  mackerel,  we,  the 
ndersigned  exporters,  take  the  lib- 
rty  to  ask  the  fishermen  to  leave 
or  the  hook  and  line  fishing  later 
han  formerly.  Under  any  circum- 
tance  we  will  beforehand  draw  all 
ttention  to  the  fact  that  mackerel 
aught  earlier  than  the  20th  of  July 
dll,  by  the  undersigned,  be  sold 
nd  bought  and  marked  as  summer 
aackerel,  and  the  fishermen  must  be 
irepared  to  sell  this  fish  at  a  cheap- 
r  price. 

Further,  we  must  point  out  that 
t  is  necessary  that  the  fish  be  han¬ 
ded  more  carefully  than  was  the 
ase  last  year,  as  all  mackerel  re¬ 
vived  will  be  carefuly  inspected. 

When  we  bring  forward  these  re¬ 
vests  it  is  as  much  in  the  fisher- 
nen’s  interests  as  our  own  that 
hese  requests  be  carried  out,  as 
itherwise  it  will  be  impossible  to 
ell  mackerel  to  the  American  mar- 
:et  at  such  a  price  as  to  be  profit- 
ble  for  the  fishermen. 

We  would  therefore  request  the 
Ishermen  to  mark  every  barrel  with 
he  date  (which  the  crew  can  wit¬ 
less)  of  the  catch  of  the  mackerel. 

_  Further,  we  reserve  ourselves  the 
jght  to  sort  poor  and  thin  fish 
:rom  that  caught  after  the  20th  of 
luly,  so  that  we  will  be  able  to  de- 
iver  a  real  fat  fish,  which  can  be 
■old  as  autumn  mackerel. 


Peanut  Butter . 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers;  also  Mason  jars.  ? 
cans  or  pails.  ^ 

Upham,  Miller  Co.  § 

NEW  YORK  jg 

Manufacturers,  Importers  and  Packers  of  if 
Food  Products  of  the  Finest  and  Most  Ex-  'e 
elusive  Grocers  in  America.  r> 


HOW  TO  SELL 

Wilbur’s  Cocoa 

Tell  your  customers  about  the  delicious  Cakes,  Cake 
Icing-,  Puddings,  Pudding-  Sauces,  Desserts  and 
Candies  they  can  make  with  WILBUR’S  COCOA 
and  you’ll  find  it  easy  to  sell  them  POUND  and 
HALF-POUND  cans  instead  of  QUARTER 
POUNDS.  They’ll  buy  OFTEN,  too. 

This  is  the  right  idea  in  selling  WILBUR’S  COCOA — to  sell  it 
as  a  FOOD  as  well  as  a  BEVERAGE,  for  COOKING  as  well  as 
for  DRINKING. 

Send  us  the  names  and  addresses  of  some  good  customers  and 
we’ll  mail  to  each  a  copy  of  our  Recipe  Booklet  “  COOK’S 
TOURS  THROUGH  WILBURLAND”  and  a  coupon  that  will 
bring  them  to  you  to  buy  WILBUR’S  COCOA.  You  make  a 
good  profit  on  WILBUR’S  COCOA — let  us  show  you  how  to 
increase  your  sales. 

H.  0.  WILBUR  $  SONS,  Inc. 

PHILADELPHIA 


Baking 

Cakes 

Cake  Icings 
Charlottes 
Custards 
Ice  Cream 
Puddings 
Pies 
Sauces 
Desserts 
Candy 
Hot  Cocoa 
Iced  Cocoa. 
Cocoa  Syrup 


WHAT  TO  TELL  CUSTOMERS 

“  When  you  use  WILBUR’S  COCOA  for  icing  cakes  you  don’t 
have  to  cook  it,  like  chocolate.  This  saves  time  and  trouble  and 
there’s  no  danger  of  your  icing  being  lumpy.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps*  organize  the  Pennsylvania  Retail  Merchants 
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Philadelphia,  May  6,  1913. 
Editor  “Science  of  Advertising.” 

_  Dear  Sir : — I  destroyed  all  the 
circulars  that  were  left  over  from 
the  last  issue,  but  I  inclose  you 
one  of  the  previous  issue  for  your 
criticism. 

Yours  truly, 

Wm.  Arthurs. 

The  circular  which  Mr.  Arthurs 
encloses  was  really  a  card,  7  x  12 
inches,  of  very  light  yellow,  the 
printing  being  done  in  black.  Both 
sides  were  printed,  the  best  side 
being  reproduced: — 


I  have  never  believed  it  good  ad¬ 
vertising  policy  to  advertise  a  range 
of  prices  in  the  way  it  is  done  here. 
On  both  sides  of  this  card  Mr.  Ar¬ 
thurs  has  quoted  “18-20  cents 
pound,”  “20-22-24  cents,”  and  so 
on.  All  of  his  prices  are  not  quoted 
in  that  way,  but  many  are.  The 


reader  of  an  advertisement,  in  my 
judgment,  wants  to  know  exactly 
what  he  or  she  will  have  to  pay  for 
the  advertised  article,  and  not 
within  a  range  of  two  or  three  cents 
of  it.  There  is  of  course  a  reason 
for  advertising  “Choice  tender 
steaks  at  20-22-24  cents.”  The 
reason  must  be  a  variation  in  qual¬ 
ity,  I  suppose,  but  the  reader  might 
find  it  hard  to  understand  if  a 
“choice,  tender  steak”  can  be  ob¬ 
tained  for  20  cents,  why  it  is  neces¬ 


sary  to  pay  24  cents.  That  is  the 
difficulty  of  advertising  a  range  of 
prices,  or,  in  other  words,  several 
articles,  or  grades  of  articles,  at 
one  time— unless  you  take  the  space 
to  make  it  clear  that  you  are  not 
advertising  one  thing,  viz.,  “choice, 
tender  steaks,”  but  three  grades  of 


steaks,  the  reader  is  apt  to  miss  the 
impression. 

*  *  * 

There  is  nothing  especially  nota¬ 
ble  about  this  advertising.  It  is 
like  a  dozen  and  one  other  cards, 
circulars  and  dodgers  that  one  sees 
in  use  by  city  grocers.  It  seems  to 
me  that  if  I  were  a  neighborhood 
city  grocer  I  should  sit  up  nights 
to  make  my  card,  or  circular,  look 
different  from  the  mass  of  others. 
When  you  have  done  that,  and  fol¬ 
low  it  up  by  putting  something  on 
the  circular  which  will  make  people 
want  to  read  it  after  they  have  rec¬ 
ognized  it,  you  will  be  in  a  way  to 
get  maximum  results  from  adver¬ 
tising. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Australian  Fresh  Meat  Can  be 
Brought  Here  in  Three  Weeks. 


And  Even  Then  it  Won’t  be  as  Long  in 
Cold  Storage  as  American  Meat. 
Some  is  Already  Coming  to  Western 
Markets  and  Paying  I yi  Cent  Duty. 
More  Will  Come  When  it  Goes  on 
Free  List. 

Special  Correspondence  of  ‘‘Grocery  World 
and  General  Merchant.” 

San  Francisco,  Cal.,  May  8,  1913. 
There  is  considerable  speculation 
here  as  to  whether  the  proposed  re¬ 
duction  in  the  duty  on  fresh  meats 
will  allow  it  to  come  in  here  in  in¬ 
creased  quantities  from  foreign 
countries.  Already  some  fresh 
meat  has  come  in  here  from 
Australia  and  New  Zealand,  even 
paying  ij4  cents  a  pound  duty. 

A  year  or  two  ago  an  Australian 
firm  sent  a  large  consignment  to 
San  Francisco,  but  found  that  the 


FRESH  MEATS 

that  are  sweet  and  tender,  at  rock  bottom  prices 

Good  Stewing  Beef  I4=I5c  lb 

Nice  Fresh  Ground  Hamburg  15c  pound 

rBufe  LARD  cut  to  1 2zC  lb 

Sour  Krout  cut  to  3c  qt 

Nice  Lean  Little  Shoulders  Pork  at  lowest  prices 
Fresh  Country  Veal 

Choice  Chuck  Roast  16c  lb. 

Prime  Bolar  Roast  .  .  18-20c  pound 

Cross  cut  Roast  .  .  .  16-17c  pound 

Choice  tender  Steaks  20-22-24c 

Boiled  Ha®  .  .  10c  quarter  pound 

Lunch  Rbll  .  .  .8c  quarter  pound 

Bologna  and  Half  smokes  *  17c  pound 

NICE  LEAN  PICNIC  HANS  .  14c  pound 

Wm,  Arthur’s 

184  VV.  Lehigh  Avenue 

READ  THE  OTHER  SIDE  Z 


Government  doctors  would  not  al¬ 
low  it  to  come  in.  It  was  also 
claimed  that  when  landed  it  could 
not  be  sold  for  no  retailer  dared 
touch  it  lest  the  American  packers 
should  refuse  to  sell  him  anything. 
In  the  end  the  meat  was  sold  to 
some  of  the  large  packers  under  an 
agreement  that  the  firm  would 
never  ship  any  more  to  San  Fran¬ 
cisco. 

Later  a  New  Zealand  meat  ex¬ 
porting  company  sent  a  moderate 
consignment  intended  really  as 
samples,  and  found  similar  difficul¬ 
ties,  both  in  landing  and  selling. 
There  was  a  loss  in  the  transaction 
and  the  New  Zealand  firm  also 
quit.  Prices  have  ruled  so  high, 
however,  that  the  foreign  firms 
have  been  given  an  additional  in¬ 
centive  and  have  already  success¬ 
fully  shipped  in  one  consignment. 
It  was  landed  and  sold  in  the  open 
market.  Other  cargoes  are  on  the 
way  and  the  importation  of  meat 
from  Australia  and  New  Zealand 
will  probably  be  regular  from  now 
on.  At  present  frozen  meat — or 
any  meat — pays  a  duty  of  I  J2 
cents  a  pound,  but  it  is  morally  cer¬ 
tain  that  meat  will  soon  be  on  the 
free  list.  Australian — and  espe¬ 
cially  New  Zealand — mutton  is  ex¬ 
cellent.  The  passage  requires  about 
three  weeks  and  the  meat  is  no 
longer  in  cold  storage  than  half  the 
meat  now  sold  in  American  mar¬ 
kets. 

E.  M.  Walton. 


New  Standard.  Bill  Introduced  In 
Congress. 

A  bill,  introduced  in  the  National 
House  of  Representatives  during 
the  week  by  Congressman  Tuttle, 
of  New  Jersey,  fixes  the  standard 
barrel  for  fruits,  vegetables  and  dry 
commodities  other  than  cranberries. 
The  length  of  staves  is  fixed  at  28^4 
inches  and  the  diameter  of  the  head 
at  i y}i  inches;  the  distances  be¬ 
tween  the  heads  is  26  inches  and  the 
circumference  of  the  bulge  is  put  at 
64  inches.  It  is  provided,  however, 
that  any  different  form  of  barrel 
having  a  capacity  of  7,056  cubic 
inches  shall  be  a  standard  barrel. 
For  cranberries  the  barrel  is  to  have 
a  stave  28^2  inches  and  the  diam¬ 
eter  of  the  head  is  to  be  i6j4  inches. 
The  bill  if  it  becomes  an  act  is  to 
go  into  effect  on  July  1,  1915,  an<^ 
it  is  declared  in  it  that  its  provi¬ 
sions  shall  not  be  made  to  apply  to 
the  packing  and  shipping  of  com¬ 
modities  sold  exclusively  by  weight 
or  numerical  count. 
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FRANKLIN  CARTONS  save  time,  prevent  loss  by  overweight,  save  bags  and  string.  We 
do  the  “factory  work”  of  packaging  the  sugar — you  do  the  “store  work”  of  selling  it.  The 
saving  of  time,  overweight  and  string  enables  you  to  make  a  positive  profit  on  sugar  instead 
of  a  loss.  You  can  sell  any  grade  of  sugar  your  customers  want  in  the  convenient,  sanitary 
carton  ;  the  capacity  of  the  containers  enables  you  to  buy  in  the  most  convenient  quantities. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia,  Pa. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR” 
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Franklin  Carton  Sugars  Include 
All  Active  Selling  Grades 

And  are  packed  in  24,  48  and  60-lb.  containers 
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Our  extensive  advertising  has  made  everybody  know  FAIRY  SOAP  and 
it's  easy  for  you  to  sell  what  everybody  knows  about. 

The  big,  white,  floating,  oval  cake  of  FAIRY  is  the  BEST  soap  a  nickel 
can  buy  and  the  easiest  a  grocer  can  sell. 


'Have  you  a  little  "Fairy*  in  your  home?' 

THE  N.K.FAIRBANK  COMPANY 
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CCVII. — Legal  Redress  Against  Telegraph  Companies  Who  Make  Mistakes  in  Business 

T  ransactions. 


The  following  query,  the  sender 
of  which,  a  New  York  wholesale 
merchant,  asks  me  to  withhold  his 
name,  gives  me  an  opportunity  to 
say  a  word  about  contracts  made 
by  telegraph,  and  what  is  their 
legal  status  when  broken  : — 

We  have  watched  carefully  to  see 
if  in  some  of  your  legal  articles  you 
would  touch  upon  a  case  which  re¬ 
cently  happened  in  our  experience, 
but  as  you  have  not  done  so,  we 
are  taking  the  liberty  to  lay  it  before 
you  and  ask  what  is  our  redress 
under  the  circumstances. 

On  March  25th  we  received  an 
offer  by  wire  from  a  customer  for 
a  certain  lot  of  goods.  The  price 
was  satisfactory  and  we  accepted, 
also  by  wire,  and  shipped  the  goods. 
The  customer  accepted  them  and 
nothing  happened  until  we  sent  a 
statement  in  the  ordinary  course  of 
business,  when  the  buyer  wrote  a  hot 
letter,  saying  that  the  price  he  had 
offered  and  which  we  had  accepted 
was  so  much  less.  We  replied,  send¬ 
ing  a  copy  of  the  telegram  we 
received,  showing  that  we  had 
charged  only  the  price  named  in  the 
offer.  The  buyer  still  refuses  to  pay 
the  bill  in  full,  but  sends  us  a  check 
for  the  amount  he  says  that  he 
offered.  What  is  our  redress?  We 
would  not  have  accepted  the  figure 
the  customer  says  he  offered  under 
any  circumstances.  The  order  was 
for  a  round  lot  and  the  difference 
amounts  to  nearly  $200. 

Without  doubt  somebody  has 
been  negligent  here,  and  whoever 
that  is  must  pay  you  your  damages. 
Who  is  to  blame  does  not  appear 
from  your  statement  of  the  case. 
The  truth  will  instantly  be  revealed, 
however,  by  an  examination  of  the 
original  message  filed  in  the  tele¬ 
graph  office  by  the  customer.  If 
it  shows  the  price  he  says  he 
offered,  it  is  the  telegraph  com¬ 
pany’s  mistake  and  it  must  bear  the 
brunt.  If  it  bears  the  higher  price, 
which  the  telegraph  company  trans¬ 
mitted,  then  of  course  it  is  his  own 
fault,  and  he  must  pay  the  bill  in 
full. 

The  chance  is  that  the  telegraph 
company  is  at  fault,  because  in  such 
a  case,  where  it  is  a  matter  of  buy¬ 
ing  goods  at  a  price,  the  company 
is  much  more  likely  to  go  wrong 
than  the  person  who  is  naming  the 
price  and  making  the  offer.  Even 
if  it  is  the  company’s  mistake,  how¬ 
ever,  it  does  not  necessarily  follow 


that  it  must  pay  this  correspondent 
anything,  as  I  will  explain. 

A  telegraph  company  is  consid¬ 
ered  by  the  law  a  common  carrier, 
and  is  judged  by  the  same  law  that 
controls  railroads.  The  law  does 
not  compel  it  to  insure  the  absolute 
correctness  of  every  message  trans¬ 
mitted,  nor  to  insure  its  safe  and 
correct  delivery.  Generally  speak¬ 
ing,  a  telegraph  company  is  liable 
only  for  losses  caused  by  its  own 
negligence  or  wilful  default. 

Here  in  a  nutshell  are  the  things 
which  the  telegraph  company  is 
held  responsible  for : — 

1 —  It  must  transmit  messages 
without  delay.  This  does  not  mean 
immediately,  but  promptly — in  the 
ordinary  course  of  business. 

2 —  It  must  transmit  messages 
correctly,  but  if  it  does  not,  it  is 
liable  only  for  errors  caused  by  its 
own  want  of  care. 

3 —  It  must  deliver  promptly  and 
diligently.  Again  this  does  not 
mean  immediately,  but  in  the  ordi¬ 
nary  course  of  business  at  the  place 
of  destination. 

4 —  It  must  deliver  to  the  proper 
person,  but  delivery  to  the  wrong 
one  is  not  necessarily  negligence. 
It  depends  on  the  facts  of  the  par¬ 
ticular  case. 

If  the  company  is  negligent  in 
any  of  these  respects,  this  corre¬ 
spondent  or  any  other  person  who 
is  injured  by  that  negligence,  can 
recover  whatever  he  has  lost.  In 
most  States  a  telegraph  company  is 
forbidden  to  make  its  patrons  sign 
contracts  relieving  it  from  the  con¬ 
sequences  of  its  own  negligence, 
but  in  a  few  States  it  can  do  that. 
In  the  majority  of  States  the  tele¬ 
graph  company,  no  matter  what  it 
does,  must  make  good  for  its  own 
want  of  care. 

Now  how  much  can  the  telegraph 
company  be  made  to  pay?  That 
depends  on  the  facts  of  each  case. 
Only  the  amount  of  money  which 
represents  the  direct  and  immedi¬ 


ate  result  of  the  negligence  can  be 
recovered.  This  excludes  damages 
that  might  possibly  have  happened 
as  the  result  of  the  negligence. 
For  example,  in  a  Georgia  case  a 
business  man  sent  a  wire  which  the 
telegraph  company  failed  to  de¬ 
liver  promptly.  He  sued  for  dam¬ 
ages  on  the  ground  that  if  the  mes¬ 
sage  had  been  delivered  in  time  he 
might  have  obtained  a  modification 
of  a  contract  to  his  advantage. 
The  court  held  that  this  was  too 
remote. 

It  also  excludes  damages  that  are 
wholly  speculative.  In  a  District 
of  Columbia  case  the  plaintiff  sued 
a  telegraph  company  because  it 
mixed  up  a  message  directed  to 
him,  causing  him  to  fail  to  perform 
a  certain  contract  which  would 
have  held  him  some  customers. 
He  misunderstood  the  message, 
didn’t  perform  the  contract  and  the 
customers  left  him.  The  court  said 
that  this  was  too  conjectural. 

Lost  profits  can  often  be  recov¬ 
ered.  In  a  recent  case  the  owner 
of  certain  goods  instructed  an 
agent  by  wire  to  sell  them  at  the 
market.  The  telegraph  company 
transmitted  the  message  so  that  it 
read  exactly  the  opposite  way  from 
the  way  it  was  sent,  and  the  sale 
was  not  made.  Later  the  seller  had 
to  take  a  much  lower  price,  and 
the  court  said  he  could  recover  the 
difference  as  damages. 

In  several  other  cases,  orders  for 
goods  were  not  delivered,  owing  to 
the  telegraph  company’s  negligence, 
resulting  in  the  buyer  having  to  pay 
a  higher  price.  Here  the  injured 
party  was  allowed  to  recover — if 
the  market  had  advanced — the  dif¬ 
ference  between  what  he  could 
have  bought  for  had  the  message 
been  delivered,  and  the  price  he 
afterward  had  to  pay  at  the  same 
place.  In  most  cases  the  buyer 
cannot  recover,  however,  the  profits 
he  expected  to  make  out  of  the 
goods  he  would  have  bought,  But 


sometimes  he  can.  In  a  certaii  i 
case,  A  ordered  goods  by  wire 
Expecting  to  get  them,  he  resold 
them  at  a  profit.  Through  the  negj 
ligence  of  the  telegraph  companj 
the  message  was  not  delivered  an! 
A  did  not  get  his  goods.  The  corn 
said  A  could  recover  his  profits  lx 
cause  he  had  lost  them — the  sal 
fell  through — through  the  telegrap 
company’s  fault.  In  many  State 
however,  profits  cannot  be  recoA 
ered  in  such  a  case  unless  the  con 
pany  knew  that  A  had  resold  tl 
goods. 

Often  telegraphic  orders  fc 
goods  are  erroneously  transmittd 
If  the  result  is  that  the  seller  sene 
more  goods  than  were  actually  o 
dered,  he  can  recover  any  deprec 
ation  in  their  value  while  they  wci 
traveling,  plus  cost  of  transport; 
tion  both  ways. 

Through  mistake  in  telegraph 
messages,  goods  are  often  shippe 
to  the  wrong  place.  Depreciatic 
in  value,  if  it  occurs,  and  transpo 
tation  expenses,  can  also  be  reco' 
ered  here. 

The  courts  of  all  States  are  coi 
stantly  having  cases  brought  in 
them  in  which  market  quotation 
sent  as  preliminary  to  a  deal,  ha-* 
been  wrongly  telegraphed.  In  sue 
cases  the  party  injured  can  almo 
always  recover  his  losses.  If  tl 


mistake  made  it  necessary  for  hi 


to  take  less  for  his  goods  than  1 £ 
expected,  he  can  recover  the  diffe 
ence,  or  if  he  is  the  buyer,  ar 
through  the  company’s  mistal 
must  pay  more,  he  can  recover  tha 
Sometimes  A  and  B  are  in  bus 
ness  relations,  depending  on  ma 
ket  quotations.  There  are  cas' 
where  A  sent  B  a  telegram  that 
price  had  advanced.  The  compai 
failed  to  deliver  it  and  B,  havir 
no  notice  of  advance  and  expect 
to  pay  the  same  as  last,  placed  i 
order.  He  can  make  the  telegraf 
company  reimburse  him  for  the  e: 
cess  amount  he  was  obliged  to  pa 

0 Copyright ,  May,  1913,  by 
Elton  J.  Buckley.) 


Question :  A.  LI.,  Detroit,  Mic 
— I  wish  advice  in  regard  to  an  a 
cident  policy  I  hold.  I  had  an  a 
cident  happen  to  me  while  ope 
ating  a  meat  grinder  in  my  butch ' 
shop  and  lost  the  first  joint  of  se 
ond  finger.  The  company  does  n: 
want  to  pay  me  for  five  weeks’  lo. 
time  and  doctor’s  bill.  Can  I  cc 
lect  the  benefits?  They  promisd 
me  benefits.  Policy  was  issued  > 
me  by  the  Great  Eastern  Casual' 
Co.,  of  New  York.  I  would  life 
your  advice  on  this  as  soon  as  po- 
sible.  I  am  a  regular  subscriber  f 
your  journal. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


29 


nswer. — Whether  you  can  re- 
:r  under  your  policy  depends  on 
t  the  policy  provides.  If  the 
ry  you  s.  ffered  is  included 
-ng  the  injuries  named  in  the 
;y,  you  can  recover  what  the 
:y  says  you  shall  recover  in 
i  a  case.  This  is  usually  so 
h  a  week,  and  the  doctor’s  bill 
at  always  included.  The  iter¬ 
ation  of  insurance  policies  is 
illy  a  matter  for  a  lawyer. 

ote. — Requests  for  informa- 
in  this  Department  should 
ely  set  out  in  full  all  the  facts 
ing  on  the  case,  and  all  ques- 
5  should  be  carefully  framed 
ivoid  misconstruction.  Write 
one  side  of  the  sheet  only, 
ers  should  be  received  at  this 
e  not  later  than  Tuesday  of 
i  week  to  ensure  an  answer 
he  Monday’s  issue  following. 

signature  and  address  of  the 
er  must  accompany  all  in- 
ies,  and  will  be  published  un- 
there  is  a  request  not  to  do 
All  inquiries  received  will  be 
vered  without  charge.  Ad- 
s  all  communications  to  Legal 
:or  “Grocery  World  and  Gen- 
Merchant.” 


I  Foreign  Eggs  Come  in 
Under  Reduced  Duty? 

ient  Duty  Five  Cents  Per  Dozen, 
oposed  New  Duty  Two  Cents. 
>inions  from  United  States  Consuls 
China,  from  Which  We  Now  Get 
led  Eggs. 

al  Correspondence  of  “Grocery  World  and 
general  Merchant.” 

/ash.,  D.  C.,  May  15,  1913. 
here  have  been  many  inquiries 
to  whether  eggs  could  be 
ight  to  this  country  from  for- 
1  countries  under  the  reduced 
Ef.  The  present  tariff  on  eggs 
cents  a  dozen,  and  under  the 
tariff  2  cents  a  dozen, 
ouching  the  question,  the 
ted  States  Consuls  at  various 
:s  in  China,  which  is  an  enor- 
is  producer  of  eggs,  from  which 
already  get  large  quantities  of 
d  eggs,  have  written  as  follows  : 
The  obstacles  to  shipment  of  eggs 
om  China  to  the  United  States  are 
it  insurmountable,  but  may  be  ser- 
us.  In  the  first  place  the  present 
:change  value  of  silver  is  high, 
scondly,  it  is  possible  that  any 
aterial  demand  abroad  for  eggs 
this  market  would  immediately 
crease  the  price,  although  in 
me  it  is  likely  that  the  supply 
ould  be  increased  to  meet  the  new 
rniand.  Arrangements  would  have 
*  be  made  to  transport  the  eggs  in 
odern  cases  shipped  to  this  mar- 
:t  for  the  purpose,  for  modern 
eans  and  methods  of  handling 
;gs  are  unknown  here. 

Wholesale  dealers  in  Canton 
lote  the  following  prices  for  eggs, 

:r  basket  of  100:  Chicken,  large, 
l  cents  gold ;  medium,  90  cents ; 
nail,  76  cents.  Duck,  large,  $1.04; 
tedium,  90  cents;  small,  76  cents, 
here  is  no  exportation  of  eggs 
om  Canton  to  the  United  States. 

Holt. 


WHAT  TO  TELL  CUSTOMERS 

“You’ll  find  KARO  superior  to  other  syrups  or  molasses, 
not  only  for  hot  cakes  but  also  for  cooking  and  candy  making. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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CANDY  MAKING 


Refining  Company 


New  York 


USED  EVERY  DAY 
USED  EVERY  WAY 

Our  extensive  advertising  has  made 
KARO  the  biggest  selling  syrup.  It 
is  not  only  the  national  favorite  as  a 
table  syrup  because  of  its  purity,  fine 
flavor  and  high  food  value,  but  it  is 
also  extensively  used  in  cooking  and 
home  candy  making.  We  have  shown 
the  KARO  can  in  newspaper,  maga¬ 
zine,  street  car  and  billboard  adver¬ 
tising  everywhere,  and  your  customers 
know  it  as  soon  as  they  see  it.  Make  a 
good  display  of  KARO  and  you  are 
sure  to  have  an  ever  increasing  sale 
to  satisfied  customers. 

Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you  a 
profit  and  sugar  does  not. 


Corn  Products 


GRIDDLE  CAKES  £-  WAFFLES 


HOUSEHOLD  COOKING 
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STROLLERS 

COLUMN 


Oh,  Mamma,  See  What  Abey  Went  and  Done! 


Hully  gee,  listen  to  this !  I  cut 
it  out  of  a  Philadelphia  paper  last 
week : — 


GROCER  FINED  $100 

FOR  KISSING  WOMAN 


Abraham  Shapiro,  of  Camden,  Punished 
by  Judge  Boyle  for  Hugging 
Female  Customer. 


It  cost  Abraham  Shapiro,  a  gro¬ 
cer,  in  Camden,  $100  yesterday  for 
kissing  and  hugging  a  woman.  The 
fine  was  imposed  by  Judge  Boyle. 
The  woman  said  that  when  she 
called  at  the  store  of  the  defendant 
for  the  purpose  of  purchasing  gro¬ 
ceries,  he  kissed  her.  She  told  the 
Court  that  she  went  straight  home 
and  told  her  husband. 

Abraham,  I’m  ashamed  of  you. 
Papa  will  have  to  whip  you. 
Naughty,  naughty! 

The  meanest  part  of  the  whole 
business  is  that  you  were  so  blamed 
stingy  about  not  sending  for  me 
when  the  kissing  fest  was  on. 

You  see  the  muss  you  got  in, 
trying  to  put  the  thing  over  all  by 
yourself.  Let  this  be  a  lesson  to 
you — never,  never  kiss  a  customer 
again  without  having  me  on  the 
premises.  Me,  I  am  the  daddy 
kisserroosa  from  the  place  where 
kisserroosas  grow  on  trees.  I  will 
give  a  written  guarantee  to  kiss 
any  kind  of  a  female,  from  a  cow 
up  to  Lydia  Pinkham,  without  mak¬ 
ing  one  of  ’em  mad  at  me. 


You  sure  are  some  clumsy  boy, 
Abey,  getting  yourself  arrested,  and 
all !  Holy  punk  ! 

Talking  about  ads,  ain’t  this 
Camden  lord  doped  out  a  great  one 
for  himself?  Instead  of  trading 
stamps,  see  what  he  gives.  Great 
thing  for  trade — to  make  the 
women  know  that  the  minute  they 
set  foot  inside  of  his  store  they’re 
likely  to  be  shoved  behind  the 
cheese  safe  and  kissed  to  death. 

I  can  see  the  parade  of  female 
dried-ups  that  that  newspaper 
notice  started  Abey’s  way. 

I  think  it’s  all  right  to  kiss  your 
customers,  if  you  want  to.  The 
worst  of  it  is  that  so  many  fellows 
don’t  go  about  it  scientific-like. 
They  start  to  kiss  ’em  the  same  way 
they  candle  an  egg.  There  ain’t 
anything  to  that.  I’ve  told  so  many 
of  my  customers  that  they  ought 
never  to  kiss  a  female  customer 
while  their  hair  smells  of  kerosene. 
Most  women  don’t  like  that.  It’s 
plumb  easy  to  kill  the  kerosene 
smell— all  you  have  to  do  is  to  chew 
up  a  mouthful  of  raw  mackerel — 
you  can’t  notice  the  coal  oil  at  all 
after  that. 

Once  in  a  while  you’ll  find  a 
fussy  female  that  will  kick  about 
the  mackerel,  too — you  can’t  suit 
everybody  with  one  flavor;  you 


have  to  flavor  up  to  suit  the  differ¬ 
ent  demands,  don’t  you  understand? 

Some  of  my  customers  tell  me 
that  a  favorite  blend  with  them  is 
a  good  chew  of  Jolly  Tar  and  a 
sprinkle  of  Worcestershire  sauce. 
They  call  it  the  turkey  squash,  and 
it’s  a  great  thing  with  customers  be¬ 
tween  eighty  and  ninety  years  old. 
Give  ’em  a  couple  of  them,  and  they 
start  right  in  to  buy  canned  goods 
by  the  case. 

Gee,  but  I  often  wish  I  was  in 
the  retail  business — there’s  such  a 
lot  of  chance  to  put  over  big  trade¬ 
bringing  stunts  like  this.  I  can’t  do 
anything  like  that,  being  in  the 
wholesale  business.  I’d  be  afraid 
to  try  it  on. 

The  trouble  with  a  lot  of  retail¬ 
ers  is  that  they  don’t  go  about  this 
kissy  business  with  any  sense. 
They  don’t  size  up  their  people — 
they  treat  ’em  all  alike.  For  in¬ 
stance,  say  a  grocer  grabs  a  female 
customer  the  minute  she  comes  in, 
and  kisses  her.  She  pulls  out  half 
his  whiskers  and  sticks  a  hat  pin  in 
his  eye.  In  time,  after  he’s  had 
more  experience — a  new  beginner 
maybe  wouldn’t  know  this  right  at 
the  start — he’ll  know  that  she  is 
trying  to  tell  him,  in  her  ladylike 
way,  that  she  don’t  like  that  kind. 
So  many  of  my  customers  will  do 


it  the  second  time  the  same  way  a 
the  first.  It’s  so  plumb  foolish  c 
you ! 

The  thing  to  do  is  to  study  you! 
females.  Get  their  *views  on  i 
You  can’t  use  the  same  stunt  with 
customer  sixty  years  old  and  weigl 
ing  two  hundred  and  thirty,  th; 
you  can  with  one  only  forty  an 
weighing  eighty-seven.  Some  f< 
males  like  to  have  their  face 
washed  out  before  they  get  kisse 
and  they  get  sore  if  anybody  do< 
it  but  the  boss  himself.  You  s< 
there  are  all  sorts  of  customer 
One  of  my  customers  tells  me  th; 
he  sells  a  fat  woman  who  alwa; 
expects  him  to  paddle  her  goc  | 
with  a  shingle  before  he  gives  In 
the  regular  morning  kiss.  It’s 
case  of  going  about  it  right,  usii 
some  brains.  That’s  what  y( 
didn’t  do,  Abraham ;  better  lu< 
next  time,  old  sport ! 

The  Stroller. 


String  beans  have  declined,  ai 
now  range  from  $2.50  to  $2.75  f 
Georgia  and  South  Carolina  stoc 
Floridas  can  be  bought  as  low 
$2.  The  supply  is  heavy,  and  tl 
demand  is  poor. 


Creating  More 
Business 

Every  cake  of  Fleisch- 
mann’s  Yeast  you  sell  means 
added  sales  of  flour,  butter, 
sugar  and  so  forth.  Your 
customer  never  uses  the 
Yeast  alone.  Therefore,  the 
more  Fleischmann’s  Yeast 
you  sell,  the  more  your  gen¬ 
eral  trade  increases — it’s  a 
good  business  builder. 

The  Fleischmann  Co. 

— ^1 
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(ESTATE!,- 

COFFEE 

,  PRIVATE  ESTATE  COFFEE  CoT 
THETliUON  mi±SH£W  vork.us* 

1  C*T  ,0"'  REGISTCREO 


The  Shelf  Wffl  Tell  the  Story 

<]f  If  you  are  looking  for  merchandise  that  is  easier  to  sell  because  it  is  different,  and  because 
it  therefore  has  a  talking  point,  you  have  it  in  Private  Estate  Coffee.  Out  of  a  shelf  full 
of  ordinary  coffee  the  little  one-pound  Private  Estate  burlap  bags  will  stand  sharply  out. 

Look  at  the  cut — you  can  see  the  distinctiveness  yourself. 

<]f  Private  Estate  Coffee  is  a  rich  blend  of  Mexican  and  other  beans,  largely  Mexican,  and 
it  will  hold  and  deepen  all  the  good  impression  that  the  little  bag  makes. 

PRIVATE  ESTATE  COFFEE  COMPANY 


FULTON  MILLS 


Successors  to  F.  A.  CAUCHOIS  &  CO. 
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*  Liquid  ”  Iceless  SODA 
FOUNTAINS  are  Crated 

Ready  for  Shipment 


The  largest  soda  fountain  builders  in  the  world  wilt’ 
lip  you  a  splendid  soda  fountain  on  a  day’s  notice, 
id  yet  give  you  a  selection  from  the  finest  line  of  STOCK 
duntains  ever  built.  A  dozen  or  more  styles,  and 
'ery  one  of  them  attractive,  well  built  and  mechanically 

D 

All  expensive  frills  left  off. 
Built  compact  to  save  space. 
Cost  cut  almost  in  two. 

Refrigeration  scientifically 
correct. 

Service  speediest  of  all. 

Sanitation  scientific  and 
complete. 


;rfect. 


\sk  a  “Liquid”  salesman  to  show  you 
otos  of  these  1913  Slock  Fountains: 

TYPE  H  — THE  ARISTOCRAT 
PEERLESS 
ROYAL 


The  biggest  money  maker  you 
can  put  into  8  feet  of  counter 
space  in  your  store. 

Send  for  full  information.  Mention  - 
this  paper. 


Built  in  many  sizes  and 
les,  to  fit  every  taste  and 
)rice  to  suit  every  pocket- 
3k. 


*55 imsJT” 


Atlanta 


_  CHICAGO  New  York  Boston 

J  Pittsburg  Cincinnati  Milwaukee _  Minneapolis ; 
St.  Louis •  Kansas  City  Dallas  ]  Los  A  ngeits 


Your  money 

is  making  more  money  when 
freely  invested  in  Fels-Naptha 
soap;  sales  are  certain  and 
steady.  Quality  keeps 
Fels-Naptha  soap  selling.  Say 
“Fels-Naptha”  to  your  job¬ 
ber  to-day  if  stock  is 
decreasing. 

.  * 

PHILADELPHIA 


Picnic  Specialties 

No  Lunch  Basket  Complete  Without  Them 


BURK'S 

Meat  Loaf 

Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of  about 
six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  be  served  cold  for  luncheon, 
or  warmed  in  the  oven  in  one  piece  to  take  the  place 
of  a  roast. 

BURK'S 

Lunch  Roll 

(Copyrighted) 

SUBSTITUTE  FOR  BOILED  HAM 

Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled. 

Far  superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet ;  also  less  expensive 
and  not  near  so  wasteful — in  fact  no  waste  at  all.  Much 
finer  in  texture  and  just  as  easily  sliced,  or  more  so, 
as  this  can  be  done  in  a  slicing  machine. 

The  cover  is  readily  removed  by  cutting  the  seam 
and  then  stripping  off  the  sack  as  the  roll  is  consumed. 
This  prevents  it  becoming  dry  and  is  a  sanitary  feature 
that  appeals  to  the  consumer,  as  it  keeps  the  product 
clean  while  displayed  on  the  counter  and  untouched  by 
hand  while  slicing,  a  vast  improvement  as  compared  with 
handling  the  greasy,  unprotected  boneless  boiled  ham. 

MEAT  LOAF  and  LUNCH  ROLL  were  originated 
by  us,  now  imitated  by  others,  but  none  equal  to  Burk’s, 
which  are  prepared  from  only  the  choicest  materials. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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Two  Memorial  Day  Trims 


No.  i. 

Two  more  suggestions  for  Memorial  Day  trims. 

The  fruit  and  vegetable  display  is  arranged  as  follows :  First  cut 
red,  white  and  blue  crepe  paper  in  strips  about  two  inches  wide.  Tack 
one  strip  of  each  color  on  each  side  of  the  window  at  the  top,  twist 
and  then  tack  at  the  bottom.  Arrange  the  strips  at  the  top  and  bottom 
the  same  way  against  the  glass.  Cover  the  bottom  of  the  window 


No.  2. 

The  display  of  cakes  and  preserves  is  arranged  in  the  followin 
manner :  Place  the  colors  against  the  glass,  as  described  for  the  othe 
window.  Cover  the  bottom  of  the  window  with  white  crepe  pape 
Along  the  front  place  pyramids  of  dainty  cakes  in  boxes.  In  th 
centre  make  a  pyramid  of  boxes  and  cover  it  with  white  crepe  pap< 


with  white  crepe  paper.  Place  some  laurel  sprays  in  circles  and  fill 
them  with  fruits  and  vegetables.  Place  pineapples  and  eggplants 
between  the  circles  towards  the  rear.  For  the  background,  run  a  width 
of  the  white  crepe  paper  across  the  rear  and  finish  at  the  top  with  the 
colors.  Suspend  a  large,  neat  sign  card  with  lettering  as  illustrated. 


and  on  and  around  it  place  jelly  and  preserves.  At  each  side  arrang 
crackers  and  milk  lunch  as  illustrated.  This  done,  make  the  bad 
ground  as  described  for  the  other  window ;  but  its  height  depends  o 
the  pyramid  in  the  centre.  Suspend  a  large  sign  card  with  lettering  a 
in  cut.  This  trim  shows  up  very  well  in  a  large  window. 


California  Fruit  Packers  Will  Show 
Net  Weight. 

Packages  of  California  deciduous 
fruits  sold  on  the  Eastern  markets 
this  season  will  carry  markings  that 
will  exactly  indicate  the  quantity 
of  contents.  These  packages  are 
of  various  forms  and  weights  and 
have  heretofore  been  sold  at  so 
much  per  package.  The  new  regu¬ 


lation  was  really  adopted  to  comply 
with  the  new  New  York  State 
regulations.  The  Coast  fruit  pack¬ 
ages  will  be  marked  in  the  manner 
that  here  follows :  Grapes  in  crates, 
25  pounds  net ;  in  baskets,  6  pounds 
net.  Apricots  and  plums  in  crates, 
20  pounds  net.  Pears  in  boxes,  46 
pounds  net;  half  boxes,  23  pounds 
net.  Cherries,  each  box,  8  pounds 


net  and  8  cartons  of  12  ounces  each. 
Each  carton  in  the  box  is  to  be 
marked  12  ounces  net. 


April  Failures  Show  Small 
Increase. 

The  April  report  of  failures  in 
grocery  and  general  store  lines 
showed  a  slight  increase  over  April 


of  1912,  the  increase  being  muc 
smaller  in  general  store  failur< 
than  in  grocery  failures.  The  fig 
ures  are  as  follows:  General  stor 
failures — April,  1913,  163;  liabil 
ties,  $1,626,174;  April.  1912,  16c 
liabilities,  $1,220,262.  Grocer 
failures — April,  1913,  246;  liabil 
ties,  $1,258,646;  April,  1912,  212 
liabilities,  $864,512. 
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This  Law  the  Bane  of  Dishonest  Commis¬ 
sion  Merchants 


Under  the  Act  Recently  Signed  by  New  York  Governor,  Coun¬ 
terpart  of  Which  is  Pending  in  Pennsylvania,  Commission 
Merchants  in  Butter,  Eggs,  Cheese,  Fruit  and  Vegetables 
Must  Deal  Honestly  With  Their  Shippers  or  Go  Out  of 
Business.  Can  Do  Business  Only  Under  License  and  After 
Filing  Bond.  _ 


As  recently  reported,  the  Gov¬ 
ernor  of  New  York  has  signed  the 
law  requiring  commission  mer¬ 
chants  in  butter,  eggs,  cheese,  fruit 
and  vegetables  to  take  out  a  license 
and  file  a  bond  before  they  can  do 
business.  It  goes  into  effect  August 
i,  1913,  and  is  particularly  inter¬ 
esting  to  the  trade  in  this  State,  be¬ 
cause  its  practical  counterpart  is 
pending  in  the  Pennsylvania  Legis¬ 
lature  and  is  very  likely  to  become 
a  law. 

The  New  York  Merchants’  As¬ 
sociation,  which  took  an  active  part 
in  shaping  the  law,  has  sent  this 
journal  a  statement  as  to  this  most 
important  new  law,  and  how  it  will 
probably  operate.  The  salient  part 
of  the  statement  is  here  reproduced : 

After  August  1,  1913,  no  person 
shall  receive  or  offer  for  sale  on 
commission  any  kind  of  farm  prod¬ 
uce  without  a  license.  Application 
for  the  license  must  be  made  to  the 
State  Commissioner  of  Agriculture 
before  June  1st,  and  it  must  con¬ 
tain  full  particulars  regarding  the 
applicant,  his  responsibility  and  his 
business.  A  fee  of  $10  must  be  paid 
for  the  license  and  the  applicant 
must  give  a  bond  for  $3,000  to  se¬ 
cure  honest  accounting  to  the  con¬ 
signor  of  the  moneys  received  from 
the  sale  of  farm  products  sold  on 
commission. 

The  Commissioner  of  Agriculture 
may  bring  an  action  against  the 
principal  and  sureties  for  the  re¬ 
covery  of  any  money  not  honestly 
accounted  for. 

The  Commissioner  of  Agriculture 
or  his  assistants  are  authorized  to 
investigate,  upon  the  verified  com¬ 
plaint  of  an  interested  person,  the 
record  of  any  applicant  for  a  li¬ 
cense  or  any  transaction  involving 
the  receipt  or  sale  of  farm  produce 
on  commission,  failure  to  make  true 
accounting  and  settlement  at  prompt 
and  regular  intervals,  false  state¬ 
ments  as  to  the  condition  of  prod¬ 
uce,  false  statements  as  to  market 
conditions  with  intent  to  deceive; 
and  for  this  purpose  the  Commis¬ 
sioner  of  Agriculture  or  his  assist¬ 
ants  may  examine  that  portion  of 
books  or  documents  relating  to  the 
transactions  involved,  and  may  take 
testimony  under  oath. 

When  a  consignor  of  farm  prod¬ 
uce  fails  to  obtain  satisfactory  set¬ 
tlement,  after  having  notified  the 
consignee,  a  certified  complaint  may 
be  made  to  the  Commissioner  of 
Agriculture  at  the  expiration  of  ten 
days  after  notification  of  the  con¬ 
signee. 

The  Commissioner  of  Agriculture 
must  attempt  to  bring  about  an  ad¬ 
justment;  failing  this,  within  seven 
days,  he  is  directed  to  cause  a  copy 


of  the  complaint,  together  with 
notice  of  the  hearing  thereon,  to  be 
served  upon  the  commission  mer¬ 
chant.  Decision  must  be  filed  in  the 
office  of  the  Commissioner  of  Agri¬ 
culture  at  Albany  after  the  hearing, 
and  if  facts  are  established  which 
cause  the  Commissioner  of  Agri¬ 
culture  to  revoke  the  license,  he 
shall  bring  an  action  on  the  bond 
within  sixty  days  after  the  filing  of 
the  decision. 

The  Commissioner  of  Agriculture 
may  refuse  or  revoke  a  license 
where  he  is  satisfied  of  the  exist¬ 
ence  of  the  following  cases : — 

1.  Where  a  money  judgment  has 
been  entered  against  the  commission 
merchant  and  execution  has  been  re¬ 
turn  unsatisfied. 

2.  Where  false  charges  have  been 
made  for  handling  or  for  services 
rendered. 

3.  Where  there  has  been  a  failure 
to  account  promptly  and  properly, 
or  to  render  statements,  with  intent 
to  defraud. 

4.  Where  false  statements  have 
been  made  regarding  the  quality  or 
quantity  of  goods  received  for  sale 
on  commission  when  the  same 
might  be  known  on  reasonable  in¬ 
spection. 

5.  Where  a  false  or  misleading 
statement  of  market  conditions  has 
been  made  with  intent  to  deceive. 

6.  Where  there  has  been  a  com¬ 
bination  to  fix  prices. 

7.  Where  the  commission  mer¬ 
chant  purchases  the  goods  for  his 
own  account  without  prior  authority 
therefor  or  without  notifying  the 
consignor  thereof. 

The  refusal  of  the  Commissioner 
of  Agriculture  to  grant  a  license, 
or  his  revocation  of  a  license,  may 
be  reviewed  by  a  writ  of  certiorari. 

Every  commission  merchant  is  re¬ 
quired,  upon  the  receipt  of  farm 
produce  and  as  he  handles  and  dis¬ 
poses  of  it,  to  make  a  record  there¬ 
of,  containing  the  name  of  the  con¬ 
signor,  the  date  of  receipt,  the  kind 
and  quality  of  the  produce,  the 
amount  sold,  the  selling  price  and 
the  items  of  expense  connected 
therewith.  This  record,  together 
with  payment  in  settlement  for  the 
shipment,  must  be  mailed  to  the 
consignor  within  forty-eight  hours 
unless  otherwise  agreed. 

Any  person  who  shall  receive  or 
sell  without  a  license  in  this  State 
any  kind  of  farm  produce  covered 
by  the  new  law  shall  be  guilty  of 
a  misdemeanor.  The  following  of¬ 
fenses  are  also  made  misdemeanors: 

Imposing  false  charges  for  han¬ 
dling  or  services. 

Failure  to  account  promptly  and 
properly  or  to  render  statements, 
with  intent  to  defraud. 

The  making  of  false  or  mislead¬ 
ing  statements  as  to  market  condi¬ 
tions  with,  intent  to  deceive. 

Entering  into  any  combination  to 
fix  prices. 

Purchasing  for  his  own  account 
any  goods  received,  without  prior 
authority  from  the  consignor,  or 
without  prompt  notification  to  the 
consignor. 


Making  false  statements  as  to 
grade,  condition,  markings,  quality 
or  quantity  of  goods  shipped,  with 
intent  to  deceive. 


Oleo  Production  and  Consumption 
Increase. 

Figures  covering  the  consump¬ 
tion  of  oleo  for  each  month  of  the 
past  year  in  the  Chicago  district, 
which  is  the  center  of  the  industry, 
show  quite  an  increase  in  the  twelve 
months.  Official  reports  of  the  ac¬ 
tual  output  of  oleomargarine  in  the 
Chicago  district  for  the  month  of 
April  show  the  following  produc¬ 
tion :  Colored,  351,761  pounds;  un¬ 
colored,  8,286,449  pounds ;  total, 


Trade  Fomenting  Over  Pennsylvania  Hous 
Bill  527,  Under  Which  Grocers  and 
General  Storekeepers  Could  Not  Sell 
Household  Remedies,  Simple 
Drugs  and  Extracts 


8,638,210  pounds.  Renovated  but 
ter  output  in  April  was  1,177,176 
This  was  a  decrease  of  nearly  51 
per  cent.  Actual  production  0 
oleomargarine  in  the  Chicago  dis 


trict  alone 

for  the  past 

year  e 

also  of  renovated  butter, 

was 

follows,  in 

pounds : — 

1912 

Oleomargarine 

Renovat 

Butter 

April  .... 

....  6,932,681 

1,430,1c 

May  .... 

. 6,528,742 

1,315,2* 

June  . 

. 4.653,793 

1,055,8c 

July  .... 

....  4,102,070 

943,4c 

August  . . 

. 4,864,699 

1,105,4c 

September 

....  5,801,256 

1,277,5? 

October  . 8,130,875  1, 439.407 

November  ....  8,228,982  1,512,426 

December  ....  9,220,400  1,677,558 

January,  1913..  8,552,313  1,687,382 

February  .  8,609,898  1,846,602 

March  .  8,418,500  2,107,509 

April  .  8,638,210  1,177,176 


Jobbers’  Associations  Issuing  Warning  Notes  to  Retailers,  as 
Pennsylvania  Retail  Merchants’  Association.  If  Bill  Pass 
Grocers  Cannot  Even  Sell  Washing  Soda  or  Extracts. 


Both  the  wholesale  and  retail 
trade  of  Pennsylvania  are  begin¬ 
ning  to  foment  about  House  Bill 
527,  which  has  been  several  times 
■referred  to.  It  is  a  pharmacy  bill, 
and  would  prevent  grocers  and 
general  storekeepers  from  selling 
household  remedies,  simple  drugs 
and  possibly  even  extracts.  The 
Wholesale  Grocers’  Association  of 
Pittsburgh  and  the  Tri-State 
Wholesale  Grocers’  Association 
are  working  energetically  against  it, 
and  so  is  the  Pennsylvania  Retail 
Merchants’  Association.  The  Pitts¬ 
burgh  Association  has  issued, 
through  some  of  its  members,  the 
following  letter  to  the  retailers  of 
that  section : — 

IMMEDIATE  ATTENTION  OF  RETAIL 
GROCERS ! 

Pittsburg,  Pa.,  May  17,  1913. 

Dear  Sir : — By  the  provision  of  a 
bill,  now  pending  in  the  Pennsyl¬ 
vania  Legislature,  retail  grocers  will 
not  be  allowed  to  sell  such  ordinary 
household  remedies  as  extract  of 
witch  hazel,  essence  of  wintergreen, 
saltpetre,  sal  soda,  rochelle  salts, 
sulphur,  vaseline,  etc. 

This  bill  is  known  as  House  Bill 
No.  527,  and  passed  second  reading 
in  the  House  on  May  8th,  and  un¬ 
less  immediate  protest  is  made,  will 
be  passed  finally  within  a  week  from 
date. 

The  bill,  which  relates  principally 
to  pharmacy,  has  the  support  and 
indorsement  of  the  retail  drug  trade 
of  Pennsylvania  and  repeals  the 
General  Pharmacy  Act  of  1887, 
which  permits  the  sale  by  retail  gro¬ 
cers  of  ordinary  household  reme¬ 


dies.  Tell  your  Representative  th< 
provisions  of  the  Act  of  1887,  per 
mitting  storekeepers  to  sell  genera 
household  remedies,  should  be  re 
inserted  in  Bill  No.  527.  The  bit 
as  drawn,  prevents  you  from  sellinv 
drugs  for  either  man  or  beast. 

Delay  in  filing  your  protest  i 
dangerous  and,  therefore,  lose  it 
time  in  writing  your  Representative 
and  demanding  of  them  that  the  bfi 
be  amended  to  permit  you  to  retai 
your  common  rights  and  privilege 
as  a  merchant  and  a  taxpayer. 

Aside  from  your  home  represen 
tative,  write  as  many  more  as  pos 
sible,  and  by  all  means  send  stron 
protest  to  Mr.  Geo.  W.  Richard; 
chairman  of  the  House  Committe 
on  Health  and  Sanitation,  Harris 
burg,  Pa. 

It  is  of  vital  interest  to  every  rc 
tail  grocer  in  the  country  or  outly 
ing  districts  to  act  promptly — other1 
wise  this  bill  will  pass  and  at  one 
take  from  them  a  very  considerab! 
portion  of  their  trade,  while  on  th 
other  hand,  the  retail  druggist  wi 
continue  as  a  competitor  in  tobacco 
guns,  candies,  brushes,  stationer 
and  a  hundred  and  one  other  iteni 
that  have  nothing  in  common  wit 
the  drug  trade. 

Respectfully  submitted, 
Wholesale  Grocers’  Associatioj 
W.  L.  Danahey,  Secretary.; 

The  Pennsylvania  Retail  M 
chants’  Association  has  sent  po:< 
card  notices  all  over  the  State  i 
questing  every  association  a 
every  grocer  to  write  or  wire 
protest  to  their  legislative  repres 
tatives  asking  that  an  amendmi 
be  added  allowing  stores  other  tli 
drug  stores  to  sell  the  drugs,  m< 
cines  and  extracts  which  they  h. 
always  sold. 
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Match  This  If  You  Can ! 


See  if  you  know  any  Rennet  Proposition  that  equals  this 

of  James  T.  Shinn’s  Liquid  Rennet : — 

/ 

1 —  We  guarantee  it  to  be  made 
under  the  cleanest  and  most  fastidious 
conditions. 

2 —  We  guarantee  it  against  spoil= 
age,  which  we  could  only  do  safely 
with  an  absolutely  clean  rennet. 

3 —  We  guarantee  it  to  work  with 
unusual  celerity — to  curdle  milk  in 
two  to  five  minutes. 

4 —  You  make  100  per  cent,  profit 
out  of  it — costs  you  $1.50  and  sells 
for  $3.00. 


Now,  do  you  know  any  other  Rennet  that  you  can  sell 
with  such  absolute  safety  to  yourself  and  your  customers  ? 
You  probably  have  a  couple  dozen  customers,  at  least,  who 
are’nt  using  Rennet  now  because  some  other  brand — unguar¬ 
anteed — spoiled  on  their  hands.  All  these  will  buy  James 
T.  Shinn’s  Liquid  Rennet  if  you  will  tell  them  how  safe  it  is. 


SHINN  &  KIRK 


1400  Spruce  Street  -  Philadelphia 


i 


.  •  i 
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The  New  York  Letter 


New  Co-operative  Store  Proposition.  National  Food  Trades 
Association  to  be  Organized.  Tea  Firm  Still  Fighting  for 
Its  2,217  Chests  of  Condemned  Artificially  Colored  Tea. 
Another  Blow  at  Quantity  Prices  Dealt  by  Tobacco  Trust. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York,  May  22,  1913. 

A  proposition  to  open  60  co¬ 
operative  retail  stores  under  the 
auspice  of  several  civic  associa¬ 
tions  and  with  assistance  or  super¬ 
vision  by  State  authorities  is  now 
made  and  it  is  said  that  the  stores 
will  actually  be  opened  soon  in  the 
expectation  of  cutting  down  the 
cost  of  groceries,  provisions  and 
meat  of  all  kinds  to  the  consumers 
by  eliminating  middlemen. 

Under  the  provisions  of  a  law 
passed  at  the  last  session  of  the 
Legislature  the  Governor  has  ap¬ 
pointed  a  deputy  commissioner  of 
agriculture,  who  is  to  assist  co¬ 
operative  societies  and  supervise 
their  work  in  the  expectation  of 
bringing  the  producer  and  con¬ 
sumer  into  closer  relations. 

In  accordance  with  the  plans  thus 
provided  the  New  York  State  Mar¬ 
ket  League  is  getting  ready  to  open 
the  stores.  This  is  the  league  of 
which  W.  C.  Osborn  is  president 
and  H.  V.  Bruce  secretary,  and 
which  conducted  a  long  inquiry  into 
market  conditions  and  the  cost  of 
living  in  the  last  two  years.  In 
opening  stores,  the  league  expects 
to  have  the  co-operation  of  such 
organizations  as  the  Woman’s  Mu¬ 
nicipal  League,  the  Housewives’ 
League,  the  Allied  Consumers 
League  and  other  societies  of  a 
similar  kind. 

The  amount  of  money  to  be 
saved  the  people  of  New  York  City 
by  the  operation  of  stores  is  mod¬ 
estly  stated  to  be  many  millions  a 
year,  from  $50,000,000  a  year  up¬ 
ward  being  the  estimates. 

The  promoters  of  the  movement 
speak  of  displacing  many  of  the 
middlemen  such  as  commission 
merchants.  They  have  said  noth¬ 
ing  officially  as  yet  about  how  many 
retailers  they  expect  to  drive  out 
of  business  as  the  result  of  oper¬ 
ations  of  such  great  magnitude  as 
they  contemplate.  When  one  of 
them  was  asked  about  this  he  said 
that  without  doubt  many  of  the 
present  grocers  and  their  clerks 
may  obtain  employment  in  the  new 
co-operative  stores. 


Neither  wholesalers  nor  retail¬ 
ers  are  worrying  about  the  new 
stores.  A  veteran  in  the  trade  who 
has  been  observing  the  develop¬ 
ments  closely  gave  the  reason  why, 
in  his  opinion,  nobody  in  the  trade 
feels  any  anxiety. 

The  vital  weakness  of  the  scheme 
he  said  is  that  there  is  no  evidence 
anywhere  of  the  State  of  New 
York  being  able  to  do  things 
cheaper  than  private  persons.  On 
the  contrary,  everything  done  un¬ 
der  State  auspices  costs  a  lot  more 
than  if  it  is  done  by  private  per¬ 
sons. 

While  the  State  will  not  conduct 
directly  the  new  stores  yet  the  re¬ 
lations  of  the  enterprise  with  the 
Department  of  Agriculture  and 
with  politics  will  be  such  that  it 
will  practically  be  subject  to  politi¬ 
cal  influences.  This  is  so  evident 
that  the  dealers  cannot  regard  the 
project  as  a  menace;  they  do  not 
conceive  how  it  can  achieve  any 
permanent  success. 

In  everything  in  which  the  State 
or  the  politicians  have  much  to  say 
wages  of  labor  are,  of  course, 
higher  than  the  ordinary  scales  and 
hours  are  shorter.  The  State  could 
not  get  grocery  clerks  to  work  the 
present  long  hours  for  the  present 
pay.  That  is  not  the  political  way 
of  doing  things.  If  the  State  or 
any  concern  affiliated  in  any  way 
with  a  State  department  tried  to 
get  labor  on  such  a  basis  there 
would  soon  be  action  by  the  labor 
unions  and  when  the  unions  speak 
the  politicians  in  any  department 
generally  dance  to  the  union  tune. 

The  supervision  of  such  a  class 
of  stores,  if  the  State  dominates 
them,  will  probably  cost  more  than 
the  profits  of  the  present  retail 
grocers.  Rents  and  every  other 
item  generally  go  up  when  the 
State  is  concerned. 

For  a  few  weeks  co-operative  so¬ 
cieties  have  done  well  enough 
while  a  few  enthusiasts  have  given 
their  time  and  money  freely  to 
make  a  store  succeed.  But  as  soon 
as  the  enthusiasm  wears  ofif  in 
most  cases  in  this  city  the  stores 
have  closed  or  have  been  taken 
over  by  private  concerns,  as  in  the 


instance  of  the  Madison  Peters 
stores. 

In  the  case  of  a  big  chain  of  co¬ 
operative  stores  assisted  by  the 
State  it  is  supposed  that  they  must 
be  put  upon  some  kind  of  a  regu¬ 
lar  business  basis  from  the  first  and 
can  hardly  expect  to  have  rooms 
donated  or  labor  given  free  for  the 
cause.  It  is  even  predicted  that 
with  something  of  this  kind  in  sight 
quite  a  lot  of  politicians  will  soon 
be  looking  for  nice  berths  and  per¬ 
haps  are  even  now  pulling  the 
wires. 

Thus  far  there  has  been  a  “re¬ 
form”  stripe  to  whatever  politics 
noted  in  the  movement,  but  even 
“reform”  does  not  mean  economy 
in  all  cases.  Sometimes  the  con¬ 
trary  is  the  case  and  it  is  still  to  be 
demonstrated  that  the  proposed 
new  stores  can  be  conducted  any 
more  economically  than  the  stores 
that  are  now  supplying  the  public. 

*  *  * 

A  petition  in  bankruptcy  was 
filed  this  week  against  Schulman  & 
Koldehoff,  wholesale  grocers  at 
2020  First  avenue,  by  three  of  the 
creditors.  The  firm  was  formed 
last  October,  succeeding  another 
firm  at  that  time.  The  liabilities 
are  estimated  at  $30,000  and  assets 
at  $8,000.  The  assets  include 
$5,000  in  stock  and  $3,000  in  ac¬ 
counts.  The  court  appointed  a  re¬ 
ceiver.  , 

*  *  * 

New  incorporations  include  S. 
Scheuer  &  Sons,  Newark,  N.  J. 
The  company  has  a  capital  stock  of 
$100,000  and  is  authorized  to  deal 
in  groceries,  meats  and  fruits.  In¬ 
corporators  are  R.  H.  Scheuer,  L. 
K.  Scheuer,  A.  P.  White,  all  of 
Newark. 

*  *  * 

The  Legislative  Committee  of  the 
American  Specialty  Manufacturers’ 
Association  has  issued  a  call  for 
a  meeting  to  form  a  National  Food 
Trades  Association. 

The  object  of  forming  the  new 
association  is  to  get  the  various 
other  associations  now  in  the  field 
to  work  together  on  questions  of 
common  interest. 

It  is  expected  that  five  delegates 
from  each  of  the  important  food 
associations  will  meet  June  6th  in 
the  Marlborough-Blenheim,  At¬ 
lantic  City,  N.  J.,  at  the  close  of 
the  annual  convention  of  the  Na¬ 
tional  Wholesale  Grocers’  Associa¬ 
tion.  The  delegates  are  to  outline 
plans  for  forming  the  new  associ¬ 
ation. 


Among  the  subjects  of  joint  in¬ 
terest  to  which  the  new  association 
will  give  attention  is  that  of  ob¬ 
taining  uniformity  in  the  food  and 
label  laws  of  the  nation  and  of  the 
various  States.  The  present  di¬ 
versity,  it  is  recognized,  is  unfavor¬ 
able  to  the  best  interests  of  the 
various  factors  of  the  trade.  As 
nearly  all  business  is  now  of  an 
interstate  character,  the  matter  has 
become  of  great  interest.  Uniform¬ 
ity  in  the  laws  would  mean  a  big 
saving  in  money  for  the  trade  as 
a  whole. 

*  *  * 

The  retail  trade  and  the  whole¬ 
salers  as  well  are  greatly  interested 
in  the  reports  of  the  proceedings 
of  the  National  Retail  Grocers’  As¬ 
sociation  in  annual  convention  this 
week  in  St.  Louis.  New  York  i- 
well  represented  at  the  convention 
*  *  * 

An  amended  bill  has  been  filer 
in  the  United  States  District  Cour 
by  Carter,  Macy  &  Co.  in  its  effort 
to  save  2,217  chests  of  tea,  valuer 
at  $20,000,  which  the  collector  0:  I 
the  port  intends  to  throw  into  tin 
sea.  The  courts  refused  the  orig 
inal  petition  of  the  company  fo- 
an  injunction  to  restrain  the  col 
lector  from  destroying  the  teas  anc 
now  the  company,  as  a  last  effort 
has  filed  its  amended  petition. 

This  is  the  tea  condemned  be 
cause  of  the  presence  of  artificia 
coloring,  according  to  the  test 
made  by  the  Tea  Board.  The  com 
pany,  in  its  amended  petition 
claims  that  the  requirements  of  th<  < 
law  were  not  properly  observed  ii  f 
making  the  various  tests. 

*  *  * 

Stephen  M.  Knevals,  well-knowi 
in  the  sugar  trade,  died  Tuesday  a 
his  home  in  Ridgewood,  N.  J.,  ii 
his  74th  year. 

*  *  * 

The  recent  action  of  the  Ameri 
can  Tobacco  Co.  in  striking  fron 
its  jobbing  list  the  names  of  th  j 
two  big  drug  companies  that  hav  , 
been  cutting  prices  at  retail  am 
its  further  action  in  withdrawal! 
quantity  prices  are  hailed  by  man 
of  the  opponents  of  quantity  price  1 
in  the  grocery  trade  as  significan 
of  the  trend  of  the  times. 

Those  who  take  this  position  sa  I 
that  quantity  prices  are  the  res  ! 
basis  of  price-cutting  and  tha 
fixed  prices  are  the  best  protectio 
of  the  small  dealers  against  tliei  ' 
big  competitors. 

Further,  it  is  argued,  that  if 
company  sells  at  retail,  as  thes  | 
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(  companies  do,  then  the  manu- 
irer  is  not  justified  in  giving 
i  jobbers’  prices,  however  large 
be  their  purchases.  It  seems 
the  drug  companies  were  get- 
supplies  at  prices  which  gave 
i  a  vast  advantage  over  ordi- 
■  retailers.  Many  retailers 
d  not  sell  certain  goods  of  the 
cco  company  in  competition 
i  the  drug  companies  and  this 
ted  unfavorably  on  the  distri¬ 
ct  of  the  products.  The  big 
cco  company  found  that  it 
Is  the  good  will  and  services  of 
Tug  army  of  retail  distributers 
cannot  profitably  depend  on  a 
big  retailers  as  a  substitute 
the  many  small  dealers. 

SUMMARIZED  MARKET  CON¬ 
DITIONS. 

pot  coffees  are  quiet.  Because 
he  light  trading  prices  are  more 
less  nominal.  The  reaction  in 


ions  helped  in  giving  the  mar- 
a  dull  tone.  In  mild  grades 
>  business  is  of  a  'routine  char- 
ir,  both  at  first  hands  and  among 
jobbers. 

Tie  tea  market  continues  quiet 
I  there  is  very  little  even  of  job- 
g  business,  so  prices  are  merely 
idy.  Reports  from  the  primary 
rket  tend  to  depress  the  local 
iditions  for  the  present,  at  least, 
ce  primary  prices  showed  a 
vnwarcl  tendency  as  compared 
h  last  year.  Japans  are  dull  and 
settled. 

Refined  sugar  has  reacted,  with 
:n  competition  for  trade  and  un¬ 
tied  conditions  all  around  due 
the  tariff  and  other  factors, 
.e  Federal  cut  its  selling  price  to 
o  cents  and  this  was  met  by 
buckles  and  Warner.  The 
nerican  and  Howells  quote  4.20 
its  for  fine  granulated.  The  dis- 
ubtors  have  not  thus  far  re- 
onded  to  the  lower  prices  and 
ntinue  to  buy  only  from  hand  to 
)uth.  The  prospects  seem  to 
int  to  a  continuance  of  this  pol- 
/  for  some  weeks  at  least. 

In  spot  canned  vegetables  there 
an  increased  demand  for  small 
ts,  buyers  coming  back  frequently 
r  lots  of  25  to  50  cases  or  more, 
here  is  still  no  trouble  in  buying 
0.  3  Marylands  at  77^  cents  fae¬ 
ry  f.  o.  b.,  but  some  of  the  pack- 
s  have  sold  all  that  they  desired 
;  that  figure.  Buyers  who  are 
irticular  to  get  the  best  goods  in 
lat  grade  are  paying  as  much  as 
1  cents  and  even  82 Jd  cents.  It 

(Continued  on  page  22.) 


Pearl  Borax  Soap  will  wash  anything 
from  a  lace  curtain  to  a  blanket 

Wherever  PEARL  BORAX  SOAP  is  introduced  it 

sells,  because  women  find  that  it  does  the  work. 

* 

Every  cake  weighs  a  full  found-sixtezn  honest  ounces.  Pearl 
Borax  is  a  hard,  white,  pure  soap  that  will  do  two  to  three  times 
as  much  per  cake  as  ordinary  soap.  It  does  not  waste.  It  will  not 
injure  the  skin  nor  the  finest  fabric.  It  will  take  out  grease  and  dirt 

like  magic. 

IT  SELLS  STEADILY  BECAUSE  IT  SATISFIES 

like  all  Young’s  Soaps,  and  our  plan  of  redeeming  the  w tappers  for 
high-grade  gifts  keeps  the  sales  and  profits  coming  in  all  the  time. 


CHAS.  W  YOUNG  &  CO. 


ESTABLISHED  1877 


Makers  of  Soaps  of  Merit 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“PEARL  BORAX  SOAP  lasts  longer  than  ordinary  soap  be¬ 
cause  it’s  a  full  found  of  hard,  white,  pure  soap,^  not  8  to  12 
ounces  of  fat  and  rosin.  It  won’t  hurt  the  hands.  The  wrappers 
are  redeemable  for  fine  gifts.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


There  is  certainly  some  strange 
legislation  coming  to  the  surface 

these  days,  not 

A  Peculiar  Law  and  Ollly  legislation 

a  Peculiar  Crime.  that  is  being 

adopted  by  cur¬ 
rent  legislative  sessions,  but  laws 
passed  several  years  ago  and  just 
now  being  enforced  as  a  part  of  the 
general  campaign  against  unright¬ 
eous  competition. 

For  instance,  there  is  the  Fed¬ 
eral  law  of  1887,  which  was  en¬ 
forced  in  a  very  interesting  case 
last  week.  The  act  was  evidently 
intended  to  stop  the  typical  Stand¬ 
ard  Oil  practices  of  finding  out 
from  railroad  companies  the  details 
of  competitors’  consignments  with 
the  idea  of  heading  off  and  inter¬ 
fering  with  their  sale.  The  act 
provides  that  no  railroad  company 
shall  give  information  about  the 
“nature,  kind,  quantity,  destination, 
consignee  or  routing”  of  a  con¬ 
signment  of  merchandise,  to  any¬ 
body  but  the  person  entitled  to  re¬ 
ceive  it.  It  also  makes  it  criminal 
for  the  consignee’s  competitor  to 
receive  such  information.  The 
penalty  is  a  fine  up  to  $1,000. 

The  act  is  now  being  enforced 
against  Harry  C.  Shimer,  a  whole¬ 
sale  egg  dealer  of  336  Washington 
street,  New  York,  who  is  accused 
of  asking  and  receiving  from  an 
agent  of  the  B.  &  O.  Railroad  Co. 
information  as  to  two  consignments 
of  eggs  sent  to  other  wholesale 
egg  dealers. 

The  air  is  full  of  created  crimes. 
So  far  as  the  writer  knows,  there 
has  been  no  general  enforcement 
of  this  act  up  to  this  time,  though 
it  has  been  a  law  for  twenty-six 
years.  Only  now  when  the  screws 
are  being  applied  so  tightly  in  all 
directions  have  the  authorities  felt 
the  courage  to  enforce  it.  A  few 
years  ago  finding  out  the  sources  of 
your  competitor’s  supplies  and 
queering  him  in  their  sale  was  con¬ 
sidered  “slick,”  “sharp,”  “clever,” 
“good  business.”  To-day  it  is  pun¬ 
ishable  by  a  possible  fine  of  $1,000! 
And  so  it  ought  to  be,  so  far  as  the 
“queering”  is  concerned,  but  there 
is  nothing  objectionable  in  seeking 
information  about  what  goods  are 
coming  to  competitors,  for  that  is 
a  part  of  market  conditions.  The 
objectionable  part  is  using  that  in¬ 


formation  in  illegitimate  ways. 
The  law,  however,  penalizes  the 
innocent  with  the  evil,  in  which  it 
is  like  a  great  many  of  the  reform 
laws  that  are  so  tumultuously  is¬ 
suing  from  the  legislative  mills. 


The  most  laudable  and  praise¬ 
worthy  platform  of  the  Na¬ 
tional  Hous  e- 

Good  But  Wholly  wives  League,  as 
Impracticable.  to  buying  food 

products,  will 
never  amount  to  much  because  it 
asks  water  to  run  up  hill.  This 
platform  appears  in  another  col¬ 
umn.  It  asks  women  to  “insist 


upon  cleanliness  in  the  handling  of 
food,”  a  thoroughly  good  thing,  but 
thousands  of  women  won’t  do  it, 
for  they  lack  the  cleanly  instinct, 
just  as  some  grocers  lack  it.  The 
critical  instinct  of  cleanliness  is 
born,  not  made.  The  platform  also 
asks  women  to  carefully  read  all 
labels,  which,  the  writer  ventures  to 
suggest,  they  will  also  not  do,  be¬ 
cause  it  takes  too  much  time  and  a 
concentration  of  purpose  which 
many  women  do  not  feel. 

The  demand  in  the  platform  that 
women  refuse  to  buy  cold  storage 
food  “which  has  been  held  to  the 
detriment  of  condition  or  advance- 


This  is  Now  a  Law  in  Pennsylvania 


AN  ACT 

For  the  protection  of  the  public 
health  and  the  prevention  of 
fraud  and  deception  by  regulating 
the  storage  and  sale  of  cold  stor¬ 
age  foods  and  fixing  penalties  for 
the  violations  of  the  provisions 
thereof  and  providing  for  the  en¬ 
forcement  thereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  this 
act  shall  be  known  and  may  be  cited 
as  the  “Cold  Storage  Act  of  1913.” 

Sec.  2.  The  term  “cold  storage,” 
as  used  in  this  act,  shall  mean  the 
storage  of  food  at  or  below  a  tem¬ 
perature  of  40  degrees  Fahrenheit 
in  a  cold  storage  warehouse. 

Sec.  3.  The  term  “cold  storage 
warehouse,”  as  used  in  this  act, 
shall  mean  an  establishment  employ¬ 
ing  refrigerating  machinery  or  ice 
for  the  purpose  of  refrigeration,  or 
a  place  otherwise  artificially  cooled, 
in  which  articles  of  food  are  stored 
for  thirty  days  or  more  at  a  tem¬ 
perature  of  40  degrees  Fahrenheit 
or  under. 

Sec.  4.  The  term  “food,”  as  used 
in  this  act,  shall  mean  the  fresh 
flesh  of  animals  and  fresh  products 
therefrom,  the  fresh  flesh  of  fowls, 
fresh  food,  fish,  eggs  and  butter, 
which  have  been  stored  in  a  cold 
storage  warehouse. 

Sec.  5.  The  word  “container,”  as 
used  in  this  act,  shall  be  taken  to 
mean  any  bag,  band,  barrel,  bas¬ 
ket,  bottle,  box,  caddy,  can,  can¬ 
ister,  carton,  crate,  firkin,  hogshead, 
jar,  jug,  keg,  stopper,  vessel,  wrap¬ 
per,  frozen  bulk  or  any  similar  or 
analogous  utensil  receptacle,  band 
or  wrapper  in  which  food  may  be 
kept  stored,  sold  or  offered  for  sale. 

Sec.  6.  The  word  “marked,”  as 
used  in  this  act,  shall  be  taken  to 
mean  written,  printed,  stamped  or 
painted,  or  any  other  means  where¬ 
by  words  or  figures  may  be  indi¬ 
cated  in  or  on  a  container  or  on 
any  cover  attached  thereto. 

Sec.  7.  The  term  “wholesome,”  as 
used  in  this  act,  shall  mean  fit  for 
human  food. 


Sec.  8.  No  person,  firm  or  cor¬ 
poration  shall  operate  a  cold  storage 
warehouse  without  a  license  issued 
by  the  Department  of  Agriculture, 
through  its  agent,  the  Dairy  and 
Food  Commissioner.  Such  license 
shall  be  issued  only  on  written  ap¬ 
plication,  stating  the  location  of 
such  warehouse.  Upon  receipt  of 
the  application  the  said  Dairy  and 
Food  Commissioner  shall  cause  an 
examination  to  be  made  into  the 
sanitary  conditions  of  such  ware¬ 
house.  If  it  be  found  to  be  in  a 
sanitary  condition  and  properly 
equipped  for  the  purpose  of  cold 
storage,  the  Dairy  and  Food  Com¬ 
missioner  shall  cause  a  license  to  be 
issued  authorizing  the  applicant  to 
operate  a  cold  storage  warehouse 
during  the  period  of  one  year  from 
the  date  of  such  license.  No  li¬ 
cense  shall  be  issued  until  the  ap¬ 
plicant  therefor  shall  have  paid  to 
the  Dairy  and  Food  Commissioner 
the  sum  of  $50.  A  license  shall 
be  required  for  each  separate  ware¬ 
house  building. 

Sec.  9.  Whenever  any  warehouse 
licensed  under  the  provisions  of  this 
act,  or  any  portion  of  such  ware¬ 
house,  shall  be  deemed  by  the  Dairy 
and  Food  Commissioner  to  be  in  an 
unsanitary  condition,  it  shall  be  the 
duty  of  the  Dairy  and  Food  Com¬ 
missioner  to  cause  such  warehouse, 
or  portion  thereof,  to  be  closed  un¬ 
til  it  shall  be  put  in  a  sanitary  con¬ 
dition.  If  such  changes  be  not 
made  within  a  reasonable  time,  the 
Dairy  and  Food  Commissioner  may 
suspend  or  revoke  the  license 
granted  for  the  operation  of  such 
warehouse.  It  shall  be  unlawful 
for  any  person,  firm  or  corporation 
to  operate  any  such  warehouse,  or 
portion  thereof,  when  the  same 
shall  be  closed  by  order  of  the 
Dairy  and  Food  Commissioner. 

Sec.  10.  It  shall  be  the  duty  of 
every  person,  firm  or  corporation 
that  shall  be  licensed  to  operate  a 
cold  storage  warehouse  to  keep  an 
accurate  records  of  the  receipts  and 
withdrawals  of  food  therefrom. 
The  agents  of  the  Dairy  and  Food 
Commissioner  shall  have  free  ac¬ 
cess  to  such  records  at  all  times. 
It  shall  be  the  duty  of  each  person, 

(Continued  on  page  17.) 


ment  of  price,”  would  if  acted  on 
advance  the  price  of  the  fresh  prod¬ 
ucts  so  much  that  the  women  who 
brought  it  about  would  be  sorry 
they  ever  heard  of  the  subject. 

That  portion  of  the  platform  un¬ 
der  the  heading  “In  Justice  to 
Tradesmen”  is  fine,  and  will  get  the 
eager  amen  of  every  grocer  in  the 
business.  But  it  is  even  less  likely 
to  amount  to  anything  than  the 
other  portions.  First,  the  platform 
asks  women,  “in  justice  to  trades¬ 
men.”  to  so  plan  their  orders  that 
but  one  delivery  a  day  is  required; 
to  pay  cash  or  settle  credit  accounts 
promptly;  to  keep  their  hands  off 
goods  exposed  for  sale,  and  to  pre¬ 
fer  stores  that  close  at  7  o’clock. 
These  suggestions  will  amount  to 
nothing  because  they  are  opposed 
by  the  selfishness  and  the  self-in¬ 
terest  that  with  many  women, 
even  no  doubt  with  some  of  the 
members  of  the  Housewives’ 
League,  are  dominant  qualities 


The  cold  storage  food  bill  has 
passed  the  Pennsylvania  Legisla¬ 
ture,  been  signed 
The  New  Penmyi-  By  ^]ie  Governor 

vania  Cold  Storage 

Food  Bill.  and  is  now  a  law, 
though  it  does  not 
become  operative  for  ninety  days 
after  final  passage.  The  full  text 
of  the  new  law  is  published  in 
this  issue.  It  applies  to  fresh 
meats,  poultry,  fish,  eggs  and  but¬ 
ter,  and  has  for  its  chief  object  in¬ 
forming  consumers  of  the  fact 
when  food  is  sold  to  them  which 
has  been  in  storage. 

The  operations  of  this  act  will  of 
course  affect  the  retailer,  but  the 
main  burden  of  complying  with  it 
will  fall  upon  him  who  first  puts 
food  in  storage,  for  under  the  law 
he  must  mark  it  with  its  storage 
dates.  “All  food,  when  deposited 
in  cold  storage  warehouses,  shall 
have  plainly  marked  upon  the  con¬ 
tainer  the  date  that  such  food  shall 
be  placed  in  such  warehouse.”  The 
date  of  withdrawal  must  also  be 
marked  upon  it,  and  this  burden 
will  also  fall  upon  the  person  who 
stored.  All  storage  food  must  be 
sold  with  these  marks  upon  it,  and 
where  the  original  storage  package 
is  broken  and  the  contents  re¬ 
packed  in  smaller  packages  after 
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ming  out  of  storage,  the  smaller 
ckages  must  bear  the  marks  also, 
aether  with  the  additional  mark 
Vholesome  Cold  Storage  Food.” 
le  latter  mark  must  also  be  on 
e  original  package  when  sold  at 
lolesale,  but  need  not  be  on  it 
len  it  goes  into  storage. 

Various  periods  are  prescribed 
ring  which  different  foods  can  be 
gaily  kept  in  storage.  If  stored 
iger  it  will  be  illegal  to  sell  them. 
iis  means  revolution  in  some  re- 
ects.  Eggs  stored  in  March,  for 
stance,  must  be  withdrawn  and 
Id  by  November  or  they  cannot 
sold  at  all.  It  probably  means 
at  no  storage  eggs  can  be  sold 
ter  January  in  any  year. 


Bconsin  Jobbers  Ask  for  New  State 
iwg  that  Will  Not  Put  Them  at  a 

>isad vantage  Under  United  States 
Supreme  Court  Decision. 

rhe  Wisconsin  Wholesale  Gro¬ 
ss’  Association  has  asked  the 
isconsin  Legislature  for  the  re¬ 
al  of  practically  every  existing 
isconsin  food  law  and  the  sub- 
tution  therefor  of  an  amend- 
;nt  which  it  was  contended  con¬ 
ns  provisions  uniform  with  the 
tional  food  law.  Representatives 
the  Wisconsin  Wholesale  Gro- 
rs’  Association,  including  its 
jislative  counsel,  contend  that 
is  action  is  necessary  at  this  time 
cause  the  United  States  Supreme 
nirt,  as  they  asserted,  had  ruled 
the  effect  that  retail  grocers  who 
.ve  received  from  other  States 
ipments  of  packages  containing 
dividual  containers  of  articles  of 
od,  and  when  received  at  their 
ares  and  the  individual  containers 
ken  from  the  shipping  boxes  and 
teed  upon  the  retail  dealers’ 
lelves,  said  grocers  are  entitled  to 
11  said  individual  containers  of 
>odis  unrestricted  by  State  food 
vs.  In  consequence  of  such  al- 
ged  condition  of  affairs  it  is  con- 
nded  by  the  representatives  of  the 
Wisconsin  Wholesale  Grocers’  As- 
iciation  that  the  Wisconsin  food 
ws  worked  a  great  injustice  to 
/isconsin  wholesalers,  who,  be- 
mse  they  make  the  second  sale 
ithin  the  State,  are  not  within  the 
rotection  of  the  United  States  de- 
sion.  Commissioner  Emery  ap- 
eared  in  opposition  to  the  bill.  lie 
sserted  that  the  contention  of  the 
^presentatives  of  the  wholesalers 
s  set  forth  above  was  absolutely 
rroneous ;  that  the  United  States 
-upreme  Court  had  not  laid  down 
ie  above  doctrine  in  its  decision. 


Follow  the  Leader 

Armour’s  Grape 
Juice  Girl  will  be  the 
advertising  sensation 
of  the  year.  You 
will  see  her  in  magazines, 
in  picture  shows,  on  signs, 
on  bill  boards.  This  typi¬ 
cal  figure  is  one  of  the 
features  of  our  giant  advertising 
campaign,  which  will  multiply  de¬ 
mand  for 
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Armours  Grape  Juice 

BOTTLED  WHERE  THE  BEST  GRAPES  GROW 

Our  advertising;  will  make  thousands  of  new  customers  for  Armour 
dealers.  It  will  win  the  multitudes  to  the  Armour  Brand. 

To  get  your  share  of  the  profits  of  this  big  money-making  line,  get  our 
new  Grape  Juice  Window  Display,  our  handsome  Store  Signs,  Display  Racks 
and  Store  Decorations. 

These  trade-winners  are  free  to  you.  They  will  boom  your  Grape 
Juice  Sales.  The  purity,  extra  goodness  and  superfine  flavor  of  the 
Armour  Brand  will  keep  this  trade  coming  and  growing. 

c>  *1  M.  r*  We  have  a  special  proposition 

Special  Utter  to  Urocers  for  y0lL  We  wui  pay  you  to 

work  with  us  to  increase  your  sales.  This  is  co-operation  to  the  limit. 
Ask  us  for  full  details.  Write  now. 

ARMOUR  ¥$  COMPANY  Chicago 

MATTAWAN,  MICH.  O)  TO 


WHAT  TO  TELL  CUSTOMERS 

"Try  Armour’s  Grape  Juice  on  my  recommendation; 
you’re  sure  to  like  it.  Its  absolute  purity  is  guaranteed  by 

Armour  &  Company.” 


\*o\  »  j  ui 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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National  Retail  Grocers’ Association  in  Con¬ 
vention  Decides  to  Join  With  Other 
Trade  Branches  in  Creating  Busi¬ 
ness  Arbitration  Court 

Sixteenth  Annual  Meeting  at  St.  Louis,  Mo.,  Largely  Attended 
and  Successful.  Decide  Not  to  Bother  With  Limited  Prices 
for  Present.  Schwab  the  New  President,  Green  Secretary 
Again. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.’* 


St.  Louis,  Mo.,  May  23,  1913. 
The  sixteenth  annual  convention 
of  the  National  Retail  Grocers’  As¬ 
sociation  opened  here  last  Monday, 
May  19th,  the  headquarters  of  the 
delegates  being  Planters’  Hotel. 
There  were  about  250  delegates 
present  and  registered,  which  is 
considered  a  very  fair  representa¬ 
tion.  Before  the  opening  of  the 
actual  convention  business,  the 
usual  preliminaries  were  gone 
through  with. 

The  first  real  business  was  the 
reading  of  the  annual  report  of 
President  Lux.  Considerable  inter¬ 
est  was  attached  to  this  because  of 
the  belief  that  this  would  be  the 
last  annual  report  which  Mr.  Lux 
would  make  as  president.  For  the 
most  part  the  report  covered  fa¬ 
miliar  ground  and  made  the  fol¬ 
lowing  recommendations : — 

RECOMMENDATIONS. 

This  association  must  come  for¬ 
ward  and  realize  at  least  some  of 
the  expectations  that  its  promises 
have  excited. 

First. — We  must  redouble  our  ef¬ 
forts  to  amend  our  National  Bank¬ 
ruptcy  Law  so  that  it  will  not  ap¬ 
ply  to  claims  for  necessaries  of  life. 

Second. — There  is  no  question  but 
the  poor  man  pays  the  10-cent  tax 
on  oleomargarine.  No  one  else 
uses  it,  and  for  the  poor  man’s  ben¬ 
efit  that  law  should  be  repealed. 

Third. — We  must  continue  our 
fight  against  free  deals,  quantity 
price  and  special  privileges  of  all 
kinds.  To  my  mind  the  jobber  or 
manufacturer  who  charges  me  more 
for  my  goods  than  he  does  my  com¬ 
petitor,  steals  the  difference  from 
me,  and  our  laws  should  place  him 
in  the  same  class  with  the  thief. 

Fourth. — When  we  ask  that  the 
manufacturer  be  allowed  to  fix  a 
retail  selling  price  that  will  yield 
us  a  reasonable  profit  on  his  goods, 
we  must  also  be  most  emphatic  in 
our  demand  that  the  price  to  the 
consumer  be  within  the  bounds  of 
reason.  The  confidence  of  the  con¬ 
sumer  is  the  greatest  asset  in  the  re¬ 
tail  business,  and  if  we  fail  to  pro¬ 
tect  him  he  will  seek  other  markets. 

Fifth. — We  must  continue  our 
search  for  the  cause  of  lower  prices 
to  the  mail  order  houses  than  the  re¬ 
tail  merchants  can  buy  the  same 
class  of  goods  for. 

Sixth. — Many  a  man  and  good 
cause  have  been  defeated  by  lies. 
We  should  be  in  a  position  to  take 
care  of  those  false  statements  in 


relation  to  the  retail  business  which 
frequently  appear  in  the  public 
press.  We  should  establish  a  pub¬ 
licity  bureau.  That  bureau  should 
issue  a  weekly  bulletin,  containing 
articles  to  appear  in  the  public 
press,  as  well  as  in  the  trade  papers. 

Seventh. — We  should  try  to 
amend  our  Sherman  Anti-Trust 
Law,  and,  in  fact,  all  our  State  anti¬ 
trust  laws,  so  that  they  will  not  apply 
to  retail  merchants’  associations.  I 
notice  that  none  of  the  last  appro¬ 
priation  for  the  Federal  secret  serv¬ 
ice  shall  be  used  to  prosecute  labor 
or  farmers’  organizations. 

Eighth. — A  Federal  pure  adver¬ 
tising  law. 

Ninth. — In  conclusion,  I  recom¬ 
mend  that  a  committee  of  three  be 
appointed  to  solicit  contributions 
from  the  delegates  to  this  conven¬ 
tion  for  the  benefit  of  the  grocers 
of  Ohio  and  Indiana,  who  suffered 
by  the  recent  flood,  and  that  the 
amount  raised  be  turned  over  to 
National  Secretary  John  A.  Green 
for  distribution. 

Next  was  introduced  Arthur  J. 
Giles,  secretary  of  the  British 
Federation  of  Grocers,  whose  pres¬ 
ence  was  considered  a  matter  of 
considerable  interest.  He  made  an 
entertaining  speech,  in  which  he 
said  that  the  trade  evils  which  were 
being  fought  in  England  were  not 
materially  different  from  those  in 
vogue  in  this  country  and  chiefly 
comprised  chain  stores,  trading 
stamps,  premiums  and  high  cost  of 
living.  At  the  conclusion  of  this 
address  Mr.  Giles  was  elected  an 
honorary  life  member. 

The  president  appointed  the  fol¬ 
lowing  committees : — 

Auditing:  George  M.  Peterson, 
Minnesota;  E.  F.  Lyon,  Louisiana; 

S.  Finnigan,  Massachusetts ;  F. 
Pigford,  Mississippi;  Phil  Meyer, 
Texas,  chairman. 

Resolutions:  A.  J.  Dahn,  Minne¬ 
sota;  L.  E.  Merrick,  Oregon ;  L.  F. 
Padberg,  Missouri ;  P.  J.  Murray, 
Rhode  Island;  W.  Hanson,  New 
York;  W.  H.  Cook,  Ohio;  W.  M. 
Morgan,  Texas;  T.  P.  Sullivan,  Il¬ 
linois  ;  Charles  J.  Kramer,  Arkan¬ 
sas  ;  C.  J.  Petri,  Wisconsin ;  George 
H.  Young,  Kentucky;  W.  J.  Hickey, 
California;  G.  W.  Darner,  Nebras¬ 
ka  ;  M.  J.  McClelland,  Colorado. 

Credentials:  J.  H.  Schafer,  Ohio; 

M.  J.  Slattery,  Wisconsin ;  Harry 
Wissman,  California;  George 
Schemel,  Missouri;  Walter  Horn, 
Illinois. 

Rules  and  Order:  P.  J.  Koch, 
Kentucky;  Henry  Eysling,  New 
York ;  M.  J.  Maloney,  Michigan ; 
William  Lichtenfels,  New  York. 


On  Monday  afternoon  the  prin¬ 
cipal  subject  of  discussion  was  the 
discontinuance  of  the  “Price  Main¬ 
tenance  Committee,”  in  view  of  the 
expressed  desire  of  so  many  manu¬ 
facturers  not  doing  much  with  lim¬ 
ited  prices  while  the  Government  is 
taking  its  present  stand. 

The  treasurer’s  report  showed 
the  year’s  gross  receipts  to  be 
$IO>3I5-I3  and  cash  on  hand  $5,- 
945-85. 

Secretary  Green  also  reported 
during  the  day,  making  the  follow 
ing  points ; — 

Tree  Deals. — At  the  last  National 
convention  a  resolution  was  passed 
condemning  free  deals  and  quantity 
price.  During  the  year  this  matter 
has  been  taken  up  both  by  corre¬ 
spondence  and  personal  solicitation 
as  explained  to  you  by  the  chairman 
of  the  Trade  Relations  Committee. 
Many  of  the  manufacturers  put  it 
up  to  the  retailer,  declaring  that 
when  they  attempt  to  take  away  the 
free  deal  the  retailer  openly  asks 
for  it  and  withholds  his  order  for 
some  future  time  when  a  deal  will 
be  on.  About  the  first  of  January 
the  question  of  having  a  meeting 
with  a  number  of  manufacturers 
making  the  same  line  of  goods  was 
considered.  The  question  to  be 
taken  up  was  free  deals  and  quan¬ 
tity  price  and  maintained  price.  Just 
at  this  time  the  Southern  Whole¬ 
sale  Grocers’  Association  was  sued 
by  the  Government  as  a  combination 
in  restraint  of  trade  and  the  meet¬ 
ing  abondoned. 

Legal  Advice. — The  court  has  de¬ 
cided  that  for  any  association  of 
manufacturers,  jobbers  or  retailers 
to  use  its  influence  to  prevent  other 
merchants  from  either  obtaining 
goods  or  securing  them  at  the  low¬ 
est  possible  price,  is  acting  in  vio¬ 
lation  of  the  Sherman  Law.  With 
these  recent  decisions  before  us  it 
is  a  serious  question  whether  the 
photographing  of  the  pages  of  mail 
order  house  catalogues  and  the 
sending  of  these  pages  to  the  mem¬ 
bership  of  associations  cannot  be 
construed  in  the  light  of  a  violation 
of  the  Sherman  Law.  It  was  my 
purpose  to  send  out  information 
from  these  catalogues  so  that  the 
retailer  might  post  himself  and  de¬ 
mand  a  price  that  would  permit  him 
to  compete.  Why  not  concentrate 
on  a  demand  for  price  protection? 
The  retail  merchandising  game  has 
resolved  itself  into  a  free,  open 
fight.  We  believe  that  the  retail 
merchant  pays  too  much  attention 
to  “trade  ethics”  and  too  little  to 
figuring  profits.  If  all  possibility  of 
making  a  profit  were  eliminated, 
every  merchant  in  the  country 
would  immediately  retire  from  busi¬ 
ness.  We  are  heartily  in  favor  of 
keeping  business  in  reasonable  trade 
channels,  but  we  cannot  agree  that 
this  is  the  most  important  factor 
in  enabling  the  merchant  to  conduct 
a  successful  business. 

Legislation.  —  Every  resolution 
adopted  at  the  Oklahoma  conven¬ 
tion  has  been  given  careful  consid¬ 
eration.  Had  it  not  been  for  the 
vigorous  fight  put  up  by  the  oppo¬ 
nents  of  parcels  post  we  would  have 
a  very  different  parcels  post  ar¬ 
rangement  from  the  Bourne  Bill. 
Our  efforts  to  repeal  the  tax  on  col¬ 
ored  oleomargarine  have  brought  to 
the  attention  of  the  consumer  the 
unjust  position  of  the  Government. 
We  must  redouble  our  efforts  along 
this  line.  The  apple  barrel  and  ap¬ 
ple  grading  bill  was  passed  and 
signed  by  the  President  in  August 


and  will  go  into  effect  next  July. 

A  barrel  must  contain  so  many  j 
cubic  inches  (three  bushels)  and  the  * 
apples  must  be  the  same  size  and  3 
quality  all  the  way  through. 

Ilis  report  also  attacked  bills 
which  are  pending  in  various  State 
Legislatures  in  the  interest  of  the 
drug  trade,  preventing  grocers  and 
general  storekeepers  from  selling 
drugs  and  medicines. 

The  discussion  as  to  discontinu¬ 
ing  the  “Price  Maintenance  Com¬ 
mittee”  was  really  precipitated  by 
the  report  of  F.  B.  Connolly,  of 
California,  the  chairman  of  that 
committee.  It  was  he  who  recom¬ 
mended  its  discontinuance,  which 
after  some  discussion  was  moved 
and  carried. 

Another  report  was  by  C.  E. 
Beinert,  chairman  of  the  Trade 
Relations  Committee.  He  recom¬ 
mended  the  formation  of  a  central 
body  to  be  composed  of  members 
of  the  Trade  Relations  Committees 
of  the  National  Wholesale  Grocers’ 
Association,  National  Retail  Gro¬ 
cers’  Association,  National  Canners’ 
Association,  American  Specialty 
Manufacturers’  Association,  to 
which  various  questions  touching 
all  branches  of  the  trade  could  be 
referred  for  arbitration.  Some  of 
the  questions  which  could  properly 
go  before  such  a  body  he  said  were: , 
“Free  deals”  and  “Quantity  prices.” 

The  report  aroused  considerable 
discussion  but  resulted  in  nothing 
definite. 

A  report  by  Sol.  Westerfield,  of 
Chicago,  chairman  of  the  Commit¬ 
tee  on  Ways  and  Means,  also 
showed  something  of  the  financial 
situation  of  the  organization.  It 
showed  that  the  total  moneys  re-  - 
ceived  from  per  capita  taxes  were 
$4,735.50,  which  was  an  increase  I 
over  the  year  before  of  $1,747.75. 
Money  was  received  from  the  fol¬ 
lowing  States:  Arkansas,  Califor¬ 
nia,  Colorado,  Iowa,  Illinois,  Kan-  . 
sas,  Kentucky,  Louisiana,  Mich¬ 
igan,  Massachusetts,  Minnesota;, 
Missouri,  New  York,  New  Mexico1, 
Nebraska,  Ohio,  Oregon,  Okla¬ 
homa,  Pennsylvania,  which  gave1 
next  to  the  smallest  amount;  Ten¬ 
nessee,  Texas,  Utah,  Washington;, 
the  District  of  Columbia,  and  Wis¬ 
consin.  The  total  amount  paid  by 
the  Wessels  Company  as  the  as¬ 
sociation’s  share  of  advertising, 
revenues  was  $4,362.92. 

The  first  speaker  on  Tuesday, 
the  second  day,  was  George  E. 
Lichty,  president  of  the  National 
\\  holesale  Grocers’  Association, 
who  talked  about  the  need  of  closer 
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lations  between  manufacturer, 
bber  and  retailer.  He  made  the 
>int  that  a  considerable  item  of 
e  cost  of  conducting  any  business 
unnecessary  service,  which  rep- 
dented  extravagant  expenditures 
ade  for  the  purpose  of  catering 
i  over-particular  customers.  Mr. 
ichty  cited  the  case  of  a  retail 
rocer  who  twenty  years  ago  was 
aing  $60,000  a  year  with  himself, 
divery  boy,  two  clerks  and  a  cash- 
:r.  In  1912  the  same  store  did 
129,000  but  was  obliged  to  employ 
ve  men  and  a  cashier,  besides  the 
roprietor.  It  also  used  five  two- 
orse  delivery  teams  with  a  driver 
ar  each.  The  cost  of  doing  busi- 
ess  in  1890  was  9  per  cent,  and  in 
912  was  23  per  cent. 

Mr.  Lichty  also  advocated  the 
ppointment  of  a  central  body  con- 
isting  of  representatives  from  all 
f  the  large  national  associations 
0  be  called  smething  like  “The 
economy  Conference,”  the  jurisdic- 1 
ion  of  the  committee  being  to  set- 
le  such  questions  as  “contents  of  ] 
>ackages,”  “number  of  packages  in 
l  case,”  and  “size  of  packages,’ 

:tc. 

Next  came  various  State  reports, 
ifter  which  there  was  an  address 
jy  John  Taylor,  of  Minneapolis,  on 
‘Salesmanship.” 

Much  of  the  session  on  Tuesday 
was  taken  up  by  discussing  the  re¬ 
port  of  the  Committee  on  Rules 
and  the  Committee  on  Credentials. 

A.  C.  Monagle,  secretary  of  the 
American  Specialty  Manufacturers’ 
Association,  and  Bert  M.  Fernald,  I 
president  of  the  National  Canners’ | 
Association,  also  made  brief  ad¬ 
dresses. 

The  Wednesday  session  opened 
with  a  resumption  of  the  contro- 1 
versy  over  the  manner  in  which 
voting  and  election  of  officers  was  I 
to  be  conducted.  Everything  done 
so  far  seemed  to  be  leading  up  to 
the  question  of  election,  as  it  was 
generally  known  that  there  were  j 
several  candidates  for  every  office, 
and  the  entire  session  was  taken  up  | 
with  log-rolling  and  politics. 

The  first  address  on  Wednesday 
was  by  J.  E.  Linihan,  president  of 
the  American  Specialty  Manufac¬ 
turers’  Association,  who  referred  to  I 
the  cutting  of  prices  as  one  of  the 
great  sources  of  loss  in  the  retail  j 
grocery  business.  He  said  the 
great  majority  of  the  manufactur- j 
ers  of  specialties  were  in  favor  of  a 
reasonable  control  of  prices  by  j 
manufacturers.  He  talked  in  favor 
of  selling  advertised  brands  and  the  I 


WHAT  TO  TELL  CUSTOMERS 

“  Here’s  a  butter  that’s  made  especially  to  please  our  best 
customers— PRIZE  BUTTER.  I  want  you  to  try  it  this  week  and 
then  let  me  know  if  it  isn’t  exactly  what  you  always  wished  you 
could  get.  ” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


PRIZE  BUTTER  is  packed  in  tub,  carton  or  print, 
as  you  may  require ;  we  also  salt  it  and  color  it  to  suit 
your  trade. 

It  must  suit  all  conditions,  because  we’re  going  to  make  it  the 
best  known  and  biggest  selling  butter  in  Pennsylvania.  We  call  it 
“PRIZE  BUTTER”  because  you  can  “win  trade”  with  it,  and  you 
can  also  depend  on  it  to  hold  trade,  because  your  customers  will  find  its 
quality  and  flavor  always  the  same.  The  way  to  build  up  a  big  sale  on 
PRIZE  BUTTER  is  to  tell  your  customers  about  it,  keep  on  telling 
them,  have  your  clerks  tell  them — get  your  customers  to  try  it,  and 
they’ll  not  only  keep  on  trying  PRIZE  BUTTER,  but  they  11  like  it  so 
well  they’ll  tell  others  and  send  them  to  your  store.  People  who  come 
to  your  store  for  PRIZE  BUTTER  will  also  buy  other  high-grade 
articles  that  pay  you  good  profits.  Butter  trade  is  worth  working  for , 
you  can  get  it  and  hold  it  with  PRIZE  BUTTER. 


P.  F.  BROWN  Sz  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 
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need  of  retailers,  wholesalers  and 
manufacturers  combining  on  some 
plan  for  meeting  mail-order  houses. 

Other  addresses  before  the  one 
o’clock  adjournment  on  Wednesday 
were  by  Anderson  Pace,  of  Chi¬ 
cago,  who  spoke  on  “Getting  the 
Business,”  and  W.  H.  Ukers,  presi¬ 
dent  of  the  Grocery  and  Allied 
Trade  Press. 

The  business  of  Thursday  morn¬ 
ing’s  session  consisted  of  more  poli¬ 
tics  and  log  rolling  as  to  the  elec¬ 
tion  of  officers.  There  was  a  long 
wrangle  over  the  question  whether 
the  ballot  should  be  secret  or  not, 
but  it  was  finally  decided  that  the 
idea  of  the  trustees  that  the  ballot 
be  secret  and  that  the  count  be  a 
majority  one  should  prevail. 

Next  came  the  report  of  the 
Committee  on  Resolutions,  which 
also  aroused  some  discussion.  The 
■resolutions  adopted  were  as  fol¬ 
low  : — 

Expressing  disapproval  of  the 
guaranteed  basis,  which  discrimi¬ 
nates  against  the  small  buyer  in 
favor  of  the  big,  and  asking  manu¬ 
facturers  to  either  cease  guarantee¬ 
ing  big  buyers  against  decline  in 
prices  or  to  extend  the  plan  to  all 
buyers  alike.  Introduced  by  Geo. 

J.  Schulte. 

Expressing  the  belief  of  the  as¬ 
sociation  in  the  fairness  of  the  pro¬ 
tected  price  plan. 

%  Instructing  the  secretary  to  pre¬ 
pare  a  monthly  article  showing  the 
position  of  the  retail  grocers  on 
matters  of  interest  to  the  public  and 
furnish  same  to  all  local  secretar¬ 
ies  for  their  home  newspapers.  In¬ 
troduced  by  Francis  Tissler. 

Appointing  a  permanent  Commit¬ 
tee  on  Trade  Relations,  with  its 
chairman  as  acting  officer,  and  ap¬ 
propriating  moneys  for  its  use.  Re- 
fered  to  the  Executive  Board. 

Resolutions  of  condolence  with 
the  families  of  Charles  B.  Merrick 
and  George  A.  Winges. 

Protesting  against  packers  charg¬ 
ing  meat  prices  for  paper,  cloth, 
skewers  and  sets  sold  with  meat, 
and  urging  the  National  Association 
to  take  a  firm  stand  against  the 
custom. 

On  the  death  of  Joseph  A.  Stulz, 
of  California. 

Resolving  to  work  with  the  Na¬ 
tional  Association  of  Credit  Men 
to  obtain  the  amendment  of  the  Na¬ 
tional  Bankruptcy  Law,  imperative 
for  the  retailer. 

Condemning  the  publishing  of  ar¬ 
ticles  calculated  to  destroy  the  faith 
of  the  consuming  public  in  foods. 

Favoring  a  National  law  prohib¬ 
iting  the  slaughter  of  baby  live 
stock  for  a  period  of  years,  so  as 
to  replenish  the  supply  of  beef. 

Recommending  the  passage  of  a 
National  i-cent  letter  postage  bill. 

Condemning  manufacturers  who 
give  hotels,  restaurants  and  other 
consumers  a  20  per  cent,  better 
price  than  retailers  can  allow. 

Approving  the  “Texas”  plan  of 
financing  the  National  Association 
by  assessments. 

Providing  for  the  amendment  of 
legislation  so  as  to  permit  of  the 
election  of  officers  by  the  Australian 
ballot  system. 

Authorizing  the  secretary  to  work 
for  the  installation  of  credit  rating 
systems  wherever  practical  in  every 
association  not  using  same. 


Approving  the  Lewis  Margarine 
Bill  reducing  the  tax  on  oleomar¬ 
garine. 

Amending  the  Constitution  to  al¬ 
low  voting  by  proxy  in  conventions. 
Referred  to  the  Executive  Board. 

The  result  of  the  election  which 

was  then  held  was  as  follows : 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  May  23,  1913. 

So  interesting  was  the  discussion 
in  the  House  over  the  State  Asso¬ 
ciation’s  bill  allowing  10  per  cent, 
of  debtor’s  wages  to  be  attached  for 
unpaid  grocery  bills  and  other 
necessaries,  that  I  have  obtained  a 
copy  of  the  stenographic  report  of 
same.  The  following  took  place 
just  before  the  passage  of  the  bill: 

Mr.  Mitchell. — Mr.  Speaker,  as 
there  are  perhaps  many  members 
in  this  House  who  have  not  read 
this  bill,  and  some  who  are  opposed 
to  it  for  constitutional  reasons,  on 
that  account  I  would  like  to  read 
this  bill  and  then  explain  it  briefly. 
The  bill  reads  as  follows : — 

“That  from  and  after  the  passage 
of  this  act,  whenever  a  judgment 
is  obtained  in  any  court  of  record 
or  before  an  alderman,  magistrate 
justice  of  the  peace,  upon  a  con¬ 
tract  for  furnishing  the  necessaries 
of  life,  and  the  defendant  is  a 
laborer  or  person  engaged  in  pub¬ 
lic  or  private  employment,  the 
wages  of  such  laborer,  or  the  salary 
of  such  person,  shall  be  subject  to 
attachment  in  the  hands  of  the  em¬ 
ployer. 


The  tellers  of  the  election  were : 
J.  H.  Taylor,  of  Minnesota;  W.  P. 
McDonough,  of  Kentucky;  E.  J. 
Fischer,  of  Kansas;  H.  W.  Mans¬ 
field,  Wisconsin;  and  W.  Wissman, 
California. 


“Sec.  2.  When  an  attachment 
execution  is  issued  upon  such 
judgment  and  wages  or  salary  are 
attached  in  the  hands  of  the  em¬ 
ployer,  if  the  amount  in  the  hands 
of  the  employer  shall  be  less  than 
the  amount  of  exemption  allowed 
the  defendant  by  law,  the  debtor 
shall  be  entitled  in  his  claim  for 
an  exemption  to  a  sum  amounting 
to  go  per  centum,  and  no  more,  of 
the  money  so  attached.  No  de¬ 
duction  from  the  fund  attached 
shall  be  permitted  for  costs,  but 
said  costs  shall  be  paid  by  the  at¬ 
taching  creditor. 

Sec.  3.  No  attachment  shall  issue 
or  be  levied  under  this  act  unless 
and  until  the  debtor  has  been  given 
thirty  days’  previous  notice  by  reg¬ 
istered  mail  at  his  last  known  ad¬ 
dress  of  the  intention  to  issue  such 
writ,  and  shall  have  failed  within 
said  period  of  thirty  days  to  ad¬ 
just  such  judgment  to  the  satisfac¬ 
tion  of  his  creditor. 

Sec.  4.  The  provisons  of  this 
act  shall  only  apply  to  judgments 
secured  upon  contracts  for  the 
necessaries  of  life  furnished  after 
the  passage  of  this  act. 

“Sec.  5.  All  acts  or  parts  of  acts 
supplied  hereby  or  inconsistent 
herewith  be  and  the  same  are 
hereby  repealed.” 

I  desire  to  call  the  attention  of 
the  House  to  the  fact  that  in  all 
of  the  States  adjoining  Pennsyl¬ 
vania,  New  York,  Ohio,  New  Jer- 


ror  president,  Henry  W.  Schwab, 
of  Milwaukee,  Wis.,  113  votes; 
Geo.  W.  Sawkins,  of  Toledo,  Ohio, 
52  votes,  and  Sol.  Westerfield,  of 
Chicago,  44  votes. 

For  vice-president,  Frank  B. 
Connolly,  of  San  Francisco,  was 
elected  vice-president  by  acclama¬ 
tion,  and  George  Suhr,  Buffalo, 
N.  Y.,  was  re-elected  treasurer  by 
acclamation. 

An  effort  was  made  to  defeat 
John  A.  Green  for  're-election  as 
secretary,  but  he  won  easily  over 
all  contestants  with  a  vote  of  109 
against  56  for  J.  J.  Ryan  and  41 
for  J.  D.  Lukenbill. 

W.  A.  Achilles,  Texas,  was  elec¬ 
ted  a  trustee  in  place  of  F.  B.  Con¬ 
nolly. 


At  the  afternoon  session  the 
Question  Box  Committee  had  its 
innings,  but  nothing  specially 
novel  was  discussed  except  whether 
manufacturers  should  pay  for  win¬ 
dow  displays  in  retail  stores. 

Another  subject  discussed  was 
finally  referred  to  the  Committee 
on  Trade  Relations.  It  was  the  de¬ 
sirability  of  asking  the  manufac¬ 
turers  of  Ivory  soap  to  manufac¬ 
ture  a  5-ounce  bar  for  5  cents. 

The  chair  appointed  as  Commit¬ 
tee  on  the  Revision  of  the  Consti¬ 
tution  and  By-Laws  Henry  W. 
Schwab,  C.  E.  Beinert,  of  Ne¬ 
braska,  and  W.  H.  Cooke,  Ohio. 
When  this  committee  was  appointee 
Mr.  Schwab  had  not  yet  been  elec 
ted  president. 

E.  A.  S. 


What  Pennsylvania  Legislators  Thought 
of  Plan  to  Attach  Grocery 
Debtors’  Wages 

Interesting  Stenographic  Report  of  Discussion  Before  Bill 
Passed  House.  Nothing  Done  With  Food  Laws  During  the 
Week.  Storage  Food  Bill  Sought  to  be  Amended.  Oleo 
Color  Fixed,  But  Other  Oleo  Legislation  Falls. 


sey,  Delaware  and  Maryland — a 
law  similar  in  character  to  this  is 
now  on  the  statute  books.  In  Ohio 
there  has  been  such  a  law  for  the 
last  twelve  years.  The  laws  in  the 
other  States  are  much  more  dras¬ 
tic  than  this  law.  I  call  the  par¬ 
ticular  attention  of  the  members 
of  this  House  to  the  fact  that  un¬ 
der  the  provisions  of  this  bill  only 
10  per  cent,  can  be  attached.  It 
is  not  directed  against  wages;  sal¬ 
aries  are  included.  Ninety  per 
cent,  of  any  amount  that  is  coming 
to  any  wage  or  salary  earner  can 
be  exempted,  and  only  10  per  cent, 
attached.  I  further  wish  to  em¬ 
phasize  the  fact  that  thirty  days’ 
notice  must  be  given.  It  is  not 
possible  under  this  act  to  get  a 
judgment  and  immediately  issue  an 
attachment,  but  thirty  days’  notice 
has  to  be  given  to  the  debtor  by 
the  judgment  creditor,  and  if  with¬ 
in  those  thirty  days  the  debtor  has 
not  satisfactorily  adjusted  the  in¬ 
debtedness,  then  the  attachment  can 
issue.  It  is  not  the  meaning  that 
'he  must  have  paid  the  judgment,  but 
if  he  shows  a  disposition  within 
those  thirty  days  to  take  care  of 
the  account  at  all,  then  no  attach¬ 
ment  issues.  I  further  wish  to  em¬ 
phasize  the  fact  that  the  costs  do 
not  follow  the  attachment.  The 
attaching  creditor  is  bound  to  pay 
the  costs  himself.  No  deduction 
is  permitted  from  the  fund  at¬ 
tached  for  the  payment  of  costs. 
The  members  of  the  House  no 
doubt  know  that  in  an  attachment 
proceeding  before  a  justice  the 
costs  usually  run  from  $2,  $3  to 
$5  and  $6.  Thus  any  creditors  who 
would  contemplate  making  an  at¬ 
tachment  under  this  act  would  have 
to  pay  these  costs,  and  all  that  he 
could  recover  would  be  10  per  cent. 
There  is  nothing  stringent  in  this 
law,  nothing,  I  say,  to  which  any 
honest  and  honorable  man  could 
take  exception.  It  is  merely  the 
moral  effect  that  is  sought.  It  is 
advocated  by  the  members  of  the 
Pennsylvania  Retail  Merchants’ 
Association  of  this  State,  and  they 
are  earnestly  and  urgently  asking 
this  legislation  at  the  hands  of  the 
Assembly.'  It  is  the  only  thing  they 
have  asked  for  this  session,  except 
the  repeal  of  the  mercantile  tax 
law,  which  they  did  not  get.  Now, 
in  favoring  this  bill,  gentlemen  of 
the  House,  I  do  not  wish  any  one 
to  think  for  a  moment  that  I  am 
not  a  friend  of  labor,  that  I  am 
opposed  to  labor.  If  any  one  will 
follow  my  record  in  this  House 
during  this  session,  with  the  ex¬ 
ception  of  my  vote  on  the  constab¬ 
ulary  bill,  he  will  find  that  I  con¬ 
sistently  voted  for  every  measure 
offered  here  by  the  labor  interests, 
and  this  is  the  only  piece  of  legis¬ 
lation  that  is  asked  for  by  the 
merchants  of  this  State.  I  not  only 
represent  a  great  many  organized 
laborers — there  are  a  great  many  of 
them  in  my  district — but  I  cannot 
lose  sight  of  the  fact  that  there  are 
some  500  members  of  the  Business 
Men’s  Exchange  and  the  Retailers’ 
Association  in  my  city,  which  I  also 
represent,  and  I  would  feel  that  I 
would  not  be  doing  my  duty  as  a 
representative  if  I  did  not  advocate 
this  bill  and  earnestly  urge  this 
House  to  pass  it. 

Mr.  McDermott. — Mr.  Speaker,  it 
is  not  a  pleasant  matter  for  me  to 
take  the  opposite  side  against  the 
gentleman  from  Erie,  but  there  is 
a  duty  involved  in  this  question  that 
behooves  me  to  say  something 
against  this  bill  at  this  time.  The 
learned  gentleman,  Mr.  Mitchell,  told 
you  the  smooth  side  of  the  case, 
and  he  told  it  to  you  eloquently.  I 
will  try  to  give  you  some  of  the 
rough  side  of  the  case.  We  have 
in  Pennsylvania  to-day,  which  fact 
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many  of  the  members  of  this 
House  know  as  well  as  I  do,  com¬ 
pany  stores.  We  have  people  that 
dealt  in  those  company  stores  for 
the  last  five  or  ten  years,  and  I 
say  that  during  that  time  they  have 
not  drawn  $10  of  their  salary. 
Now,  if  you  pass  this  law,  you  will 
heap  more  trouble  on  those  poor 
people.  I  say  that  every  man  and 
every  woman  ought  to  pay  their 
honest  debts.  I  have  no  use  for  a 
man  who  is  dishonest,  or  a  woman, 
either,  but  I  do  say  that  we  have 
their  like  everywhere  and  we  have 
got  to  keep  them  and  we  must  keep 
them.  I  say  that  this  law  will 
work  a  hardship  on  the  working 
people  of  this  State,  and  especially 
the  miners  of  the  State.  I  say  that 
with  work  as  it  is  and  the  condi¬ 
tions  of  the  country  flourishing,  I 
think  that  the  merchants  of  the 
State  are  better  taken  care  of  to¬ 
day  than  they  have  been  in  the  last 
ten  years,  and  I  say  that  this  law 
will  work  a  hardship  on  the  work¬ 
ing  man,  the  man  who  earns  his 
bread  by  the  sweat  of  his  brow.  I 
say  that  this  Legislature  has  done 
well  for  the  working  people  in  this 
session,  and  I  say,  in  the  name 
of  Heaven,  don’t  spoil  it  by  passing 
this  act,  because  if  you  do  you  will 
be  following  the  example  of  the 
cow  which  gave  good  milk,  and 
when  she  was  milked  kicked  over 
the  bucket.  Therefore,  I  hope  this 
bill  will  be  defeated. 

Mr.  Isler. — Mr.  Speaker,  as  a  rep¬ 
resentative  of  organized  labor  for 
twenty-seven  years,  I  want  to  state 
in  behalf  of  this  bill  that  I  think 
it  is  just  as  fair  a  measure  as  could 
be  drawn.  Originally  it  was  not, 
but  it  has  been  so  amended  as  to 
satisfy  and  please  everybody.  The 
imputation  goes  forth  that  organ¬ 
ized  labor,  union  labor,  is  opposed 
to  a  bill  of  any  description,  is  un¬ 
fair  to  these  people,  my  people,  to 
intimate  that  we  would  for  one 
minute  protect  the  “dead  beat.” 
There  is  no  man  who  belongs  to 
organized  labor  that  will  not  at  all 
times  meet  the  just  demands  that 
he  is  called  upon  to  meet.  In  an¬ 
swer  to  Mr.  McDermott,  the  gen¬ 
tleman  from  Clearfield,  on  the  com¬ 
pany  stores’  condition,  there  has  al¬ 
ready  passed  a  resolution  in  this 
House  abolishing  these  stores,  in¬ 
troduced  by  my  colleague,  Mr. 
Stein,  and  another  waiting  to  get 
an  opinion  from  the  Attorney-Gen¬ 
eral.  They  are  waiting  to  get  an 
opinion  from  the  Attorney-General 
for  abolishing  one  of  the  largest 
stores  in  connection  with  one  of  the 
largest  corporations  in  the  State  of 
Pennsylvania.  If  there  was  any¬ 
thing  unfair  in  this  bill  to  any  man 
that  earns  his  bread  by  the  sweat  of 
his  brow,  I  want  to  tell  you  that 
I  would  be  against  it,  but  this  bill 
as  drawn  is  fair  to  everybody  con¬ 
cerned,  and  as  I  remarked  in  the 
first  place,  do  not  for  one  minute 
imagine  by  the  communications  you 
have  received  and  the  remarks  that 
have  been  made  that  the  union  peo¬ 
ple  want  any  protection  to  help 
along  a  lot  of  dead  beats  that  do 
not  pay  their  just  debts. 

Mr.  Piper. — Mr.  Speaker,  then 
credit  houses  sell  clothing  and  fur¬ 
niture  and  some  credit  houses  sell 
groceries.  Now,  Mr.  Speaker,  I 
do  not  believe  in  passing  a  law  or 
enacting  a  law  that  is  going  to 
benefit  those  who  of  their  own  so¬ 
licitation  will  try  to  entice  the  poor 
working  class  of  people  into  buying 
something  when  they  really  do  not 
need  it,  and  I  ask  the  members  of 
this  House  to  vote  this  bill  down. 

Mr.  Mitchell. — Mr.  Speaker,  the 
members  of  this  House  have  been 
following  Mr.  Piper,  who  has  been 
impassioned,  but  I  submit  to  the 

(Continued  on  page  .24) 


Don’t  Waste  Time  Putting  Sugar  in  Bags 

It’s  a  foolish  waste  of  time  for  a  grocer  to  buy  sugar  in  a  barrel,  open  the  barrel,  scoop  out 
the  sugar  weigh  it  (giving  a  little  overweight  every  now  and  then),  fold  the  bags,  tie  the  bags, 
pay  for  the  bags  and  the  twine,  when  he  can  buy  a  CONTAINER  of  FRANKLIN  CARTON 
SUGAR,  slit  it  open  in  five  seconds  with  a  pocketknife,  lift  out  the  CARTONS  and  sell  them  ! 
That’s  the  beauty  of  FRANKLIN  CARTON  SUGAR— there’s  nothing  to  do  but  SELL  it ; 
no  work,  no  bother,  no  loss  of  time,  no  loss  from  overweight,  no  expense  for  bags  or  twine. 

Franklin  Carton  Sugar  Will  Please  Your  Customers 

Women  appreciate  the  clean,  white  purity  of  FRANKLIN  CARTON  SUGAR  AS  SOON 
AS  THEY  SEE  IT !  They  KNOW  it’s  better  sugar  than  they  can  buy  any  other  way.  They 
like  the  CARTON  because  it  doesn’t  burst,  fall  over,  spill  or  tear.  They  like  it  because  they 
WANT  CLEAN  sugar.  Once  you  start  your  customers  buying  FRANKLIN  SUGAR  in 
CARTONS,  they’ll  always  want  to  buy  it  and  you’ll  want  to  sell  it  to  them.  FRANKLIN 
CARTON  SUGAR  is  the  right  proposition  for  both  the  grocer  and  his  customers. 

You  can  buy  FRANKLIN  CAR  TON  SO  GAR  in  the 
original  CONTAINERS  of  24,  48,  60  and  120  lbs. 

The  Franklin  Sugar  Refining  Company 

PHILADELPHIA 

“  Your  customers  know  FR.JtNK.LlN  CJtRTON  SUGJtR  is  CLEJtN  SUGJtR 


WHAT  TO  TELL  CUSTOMERS 

“Try  FRANKLIN  CARTON  SUGAR  this  time.  It’s  cleaner 
and  better  than  the  sugar  we  have  to  buy  in  a  barrel,  and  the 
sanitary  CARTON  keeps  it  clean  and  dry,  and  won’t  burst  or  tear 
like  a  bag.” 


mm EPP 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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National  Retailers’  and  National  Whole¬ 
salers’ Associations  Agree  as  to  Effect 
of  Supreme  Court  Decision  in  Wis¬ 
consin  Case  on  State  Food  Laws 

In  Many  Cases  Think  it  Will  Render  State  Laws  Entirely  Invalid. 
Wholesalers’  Credit  Men  Will  Help  Flooded  Retailers. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Cleveland,  Ohio, 

May  22,  1913. 

There  has  been  much  inquiry 
as  to  the  meaning  of  the  United 
States  Supreme  Court  opinion  in 
regard  to  the  original  package  suit 
of  George  McDermot  vs.  the  State 
of  Wisconsin  and  T.  H.  Grady, 
plaintiff,  vs.  the  State  of  Wiscon¬ 
sin. 

I  am  just  in  receipt  of  copy  of 
explanation  through  the  courtesy  of 
the  National  Association  of  Whole¬ 
sale  Grocers,  Mr.  Alfred  H.  Beck¬ 
man,  secretary. 

The  Supreme  Court’s  opinion, 
read  in  the  light  of  its  other  deci¬ 
sions  upon  the  subject,  leads  to  the 
following  practical  conclusions : — 


1.  Goods  are  shipped  by  a  man¬ 
ufacturer  in  one  State  directly  to  a 
retailer  in  another.  They  are 
prepared  and  branded  in  accordance 
with  the  National  law  and  regula¬ 
tions,  but  they  are  misbranded  or 
adulterated  within  some  provision 
of  a  State  law  that  actually  conflicts 
with  the  National.  Under  these 
facts,  the  retailer,  notwithstanding 
the  State  law,  has  the  right  to  open 
the  shipping  cases  and  sell  the  in¬ 
dividual  packages.  A  conflicting 
State  law  can  have  no  application 
whatever  until  there  has  been  a  first 
sale  or  delivery  within  the  State. 

2.  The  result,  however,  would  be 
different  in  case  the  particular  State 
law  in  question  did  not  actually  con¬ 
flict  with  the  National  law,  but 
contained  some  additional  provi¬ 
sions,  as,  for  example,  a  require¬ 
ment  that  the  name  of  the  manu¬ 
facturer  or  dealer  be  declared  upon 
the  label,  or  that  a  list  of  ingredi¬ 
ents  be  branded  upon  the  container. 
Then  the  State  law  would  be  valid 
under  the  Supreme  Court’s  decision 
in  Savage  vs.  Jones,  and  would 
apply  even  to  sales  by  the  im¬ 
porter. 


3.  Sale  by  a  manufacturer  to  a 
wholesaler  or  retailer  in  the  same 
State  would  of  course  always  be 
governed  by  the  State  law. 

4.  A  manufacturer  in  one  State 
ships  to  a  wholesaler  in  another 
State.  Sales  by  such  wholesaler  to 
a  retailer  in  the  same  State  would 
be  subject  to  a  non-conflicting  State 
law. 

5.  If  a  wholesaler  in  one  State 
ships  to  a  retailer  in  another  State, 
the  situation  would  be  exactly  the 
same  as  if  the  manufacturer  had 
made  the  interstate  shipment  direct 
to  the  retailer. 

Although  the  court  has  not  over¬ 
ruled  the  original  package  deci¬ 
sions,  it  has  held  that  Congress,  by 
the  express  wording  of  the  Food 
and  Drugs  Act,  has  protected  prod¬ 
ucts  complying  with  that  law  and 
shipped  from  one  State  to  another, 
at  least  so  far  as  the  shelves  of 
the  importer,  against  the  provisions 
of  any  law  of  the  importer’s  State 
that  actually  conflicts  with  the  Na¬ 
tional.  Therefore,  the  retailer  who 
is  able  to  buy  certain  products  from 
wholesalers  or  manufacturers  in 
other  States,  has  an  advantage  over 
other  retailers  in  his  own  State. 
Furthermore,  the  manufacturer  and 
the  wholesaler  within  the  State 
would  be  placed  at  a  certain  dis¬ 
advantage,  since  the  retailer  could 
not  lawfully  market  products  fall¬ 
ing  within  the  condemnation  of  his 
conflicting  State  law,  unless  he  pur¬ 
chased  from  a  wholesaler  or  man¬ 
ufacturer  in  another  State. 

The  above  is  positive  proof  that 
all  State  laws  should  be  made  to 
conform  to  the  United  States  Food 
and  Drugs  Act  at  the  earliest  pos¬ 
sible  moment. 


Sell  Her  SAUER’S  Flavoring  Extracts 

Women  appreciate  good  flavoring  extracts  and  use  them  freely — the  better  the  extracts, 
the  more  they’ll  use.  Absolute  PURITY  and  Fine  Quality  have  made  SAUER’S  FLAVORING 
EXTRACTS  the  largest  selling  brand  in  the  United  States;  you  can  sell  more  of  them  to  your 
customers  than  you  could  sell  of  any  other  brand  because  they  are  BETTER.  Make  SAUER’S 
FLAVORING  EXTRACTS  your  leader  and  you  are  sure  of  steady,  profitable  sales  to  satisfied 
customers. 

THE  C.  F.  SAUER  COMPANY 


RICHMOND,  VA. 


WHAT  TO  TELL  CUSTOMERS 

“SAUER’S  FLAVORING  EXTRACTS  will  add  anew  delight  to  your  cakes, 
puddings  and  desserts — their  fine  flavor  and  strength  come  from  absolute  PURITY.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


In  an  interview  with  the  credit 
men  in  the  afflicted  cities  of  Ohio 
we  are  assured  of  any  assistance  in 
their  power.  They  said :  “Our  cus¬ 
tomers  are  the  retail  merchants 
Those  located  in  the  various  cities 
and  towns  all  over  the  State  who 
have  suffered  loss  will  need  help  of 
a  kind  which  we  can  only  give 
them.  We  realize  it  will  be  im¬ 
possible  for  them  to  meet  their  ob¬ 
ligations  promptly. 

A  complete  credit  scheme  will  be 
arranged  to  care  for  and  supply 
them  with  stocks  and  give  them 
liberal  terms  to  make  payment 
The  following  resolutions  have 
been  passed  by  the  Columbus  con¬ 
vention  : — 

Whereas,  The  State  of  Ohio  has 
suffered  a  misfortune  in  its  business 
interest  being  greatly  affected  by  a 
disastrous  flood,  which  has  caused 
serious  losses  to  many  of  our  mem¬ 
bers  and  their  customers;  and 

Whereas,  There  rests  upon  mem¬ 
bers  of  this  Association  the  duty  of 
doing  all  in  their  power  to  preserve 
the  stability  of  business  conditions; 
therefore  be  it 

Resolved,  That  the  members  of 
the  Columbus  Association  of  Credit 
Men  extend  its  sympathy  to  mer¬ 
chants  and  others  who  were  so  un¬ 
fortunate  as  to  suffer  losses  through 
the  recent  floods ;  recognizing  that 
their  condition  will,  in  some  cases, 
require  support  on  the  part  of 
wholesalers  and  manufacturers,  the 
secretary  of  the  Association  is  di¬ 
rected  to  communicate  with  local 
associations  in  all  parts  of  the 
United  States,  requesting  members 
and  others  who  have  extended 
credit  to  merchants,  manufacturers 
and  others  engaged  in  business  in 
the  territory  affected  by  flood  con¬ 
ditions,  to  communicate,  before  re¬ 
sorting  to  legal  or  other  vigorous 
means  of  enforcing  collections 
with  the  secretary  of  the  Credit 
Men’s  Association  at  Columbus  or 
elsewhere  in  Ohio,  and  adjoining 
States  affected  by  the  flood,  in  or¬ 
der  that  they  may  be  advised  defi¬ 
nitely  of  existing  conditions  that 
each  particular  case  may  have  in¬ 
telligent  attention  and  adjustment. 

*  *  * 

At  the  recent  Illinois  Retail 
Merchants’  convention,  held  in  the 
city  of  Alton,  a  resolution  was 
passed  against  handling  goods  that 
cost  50  cents  and  $1  per  dozen  as 
5  and  10-cent  articles. 

*  *  * 

At  the  recent  convention  of  the 
Massachusetts  Retail  Grocers’  and 
Provision  Dealers’  Association, 
President  Mendum,  in  his  address, 
touched  the  keynote  of  the  situ-1 
ation  in  food  distribution  when 
he  declared  “While  the  big  meat 
companies  claiming  the  right  to 
charge  the  weight  of  skewers  at 
the  price  of  lamb  and  the  wrap¬ 
pers  at  the  price  of  bacon,  there  is 
still  work  for  our  association  to  do.’ 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 
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HIS  IS  NOW  A  LAW  IN  PENN¬ 
SYLVANIA 

(Continued  from  page  io.) 

irm  or  corporation  licensed  to 
operate  a  cold  storage  warehouse 
to  file  in  the  office  of  the  Dairy 
and  Food  Commissioner  on  or  be¬ 
fore  the  sixth  day  of  January, 
/fpril,  July  and  October  of  each 
year  a  report  setting  forth  in  item¬ 
ized  particulars  the  kind  and  quan¬ 
tities  of  food  products  held  in  cold 
storage  in  such  warehouse.  The  re¬ 
port  shall  be  made  on  printed  forms 
prepared  and  supplied  by  the  Dairy 
and  Food  Commissioner.  If,  in  the 
judgment  of  the  Dairy  and  Food 
Commissioner,  it  shall  be  deemed 
better  in  enforcing  this  act  to  cause 
reports  to  be  made  at  _  more 
frequent  intervals  than  herein  re¬ 
quired,  the  Dairy  and  Food  Com¬ 
missioner  may  cause  such  reports 
to  be  filed  in  accordance  herewith. 

Sec.  n.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
place  in  any  cold  storage  ware- 
•house,  to  keep  therein,  or  to  sell, 
offer  or  expose  for  sale  any  dis¬ 
eased,  tainted  or  otherwise  un¬ 
wholesome  food. 

Sec.  12.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
place  in  any  cold  storage  warehouse 
any  slaughtered  animals,  or  parts 
thereof,  unless  the  entrails  and 
other  offensive  parts  have  been  first 
properly  removed. 

Sec.  13.  It  shall  be  the  duty  of 
the  Dairy  and  Food  Commissioner 
to  cause  to  be  made  a  careful  in- 
spection  of  all  cold  storage  foods, 
with  a  view  to  determining  whether 
the  same  are  wholesome.  Such  in¬ 
spection  shall  be  made  where  such 
food  is  stored  and  each  package  of 
such  food  so  inspected  shall  bear 
the  marks,  stamps  or  other  device 
for  identification  provided  for  in 
this  section. 

It  shall  be  the  duty  of  the  Dairy 
and  Food  Commissioner  to  make 
such  rules  and  regulations  as  he  may  _ 
deem  proper  relating  to  such  inspec¬ 
tion  and  supervision  and  to  the  cold  • 
storage  of  food,  and  otherwise  to 
secure  the  proper  enforcement  of 
this  act.  Duly  authorized  agents  of 
the  Dairy  and  Food  Commissioner 
may  at  any  reasonable  _  time  enter 
such  warehouse  and  inspect  the 

same.  . 

Sec.  14.  All  food,  when  deposited 
in  cold  storage  warehouses,  shall 
have  plainly  marked  upon  the  con¬ 
tainer  the  date  that  such  food  shall 
be  placed  in  such  warehouse. _  If 
such  food  be  not  in  a  container, 
such  marking  shall  be  on  such  food 
or  on  a  tag  or  label  securely  and 
oermanently  attached  thereto. 

'  ‘  Such  food,  or  the  container  there¬ 
of,  shall  have  marked  plainly  there¬ 
on  the  date  of  withdrawal  of  such 
-food  from  such  warehouse.  The 
marking  of  food  in  accordance 
with  the  terms  of  this  section  shall 
be  under  such  regulations  as  may 
be  prescribed  by  the  Dairy  and 
Food  Commissioner. 

Sec.  15.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation,  or 
any  agent  thereof,  to  sell  or  offer 
or  expose  for  sale  or  have  in  pos¬ 
session  with  intent  to  sell  at  whole¬ 
sale,  any  food  which  is  not  marked 
and  distinguished,  on  the  outside  of 
each  container  in  a  conspicuous 
place  by  a  placard  with  the  words 
“wholesome  cold  storage  food” 
printed  thereon,  such  placard  to  be 
placed  in  a  conspicuous  position  in 
full  view  of  the  purchaser,  and  the 
said  words,  “wholesome  cold  stor¬ 
age  food,”  on  such  placard  shall  be 
printed  in  plain,  unconclensed  gothic 
letters,  not  less  than  one-half  inch 
in  length,  and  in  addition  to  all 
such  food  shall  be  marked  with  the 
date  when  it  is  placed  in  any  such 
cold  storage  warehouse  and  with 


“A  MEAL  FOR  SIX — 15  CENTS” 

A  can  of  BOUILLON  “  HERRINGLETS  ”  makes  a  delicious  luncheon  for  five  or  six 
persons,  yet  you  sell  it  for  15  cents  and  make  a  good  profit.  BOUILLON  “  HERRINGLETS 
are  selected  little  NORWEGIAN  HERRING,  packed  in  delicious  bouillon  ;  we  guarantee  them 
to  please  your  customers  or  we’ll  give  their  money  back.  BOUILLON  “  HERRINGLETS  are 
an  ideal  proposition  for  you,  Mr.  Grocer — a  new  luncheon  delicacy,  selling  at  a  popular  price, 
quality  guaranteed,  and  a  good  profit  for  you.  PUSH  THEIR  SALE. 

Angus  Watson  &  Company,  Sole  Proprietor* 

Also  Proprietors  of  “  Skipper  ”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 

WHAT  TO  TELL  CUSTOMERS 

“BOUILLON  ‘HERRINGLETS’  are  both  a  substantial  meal  and  a  delicious 
luncheon.  Guaranteed  to  please  or  your  money  back.” 


lent 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps ^organize  the  Pennsylvania  Retail  Merchants 


Speak  to  Customers  About  Banner  Lye 


Banner  Lye  should  be  used  regularly  to  disinfect  kitchen  sinks,  bath-room  and  closet  tiaps 
and  wastepipes,  to  remove  odors  from  outhouses,  chicken  coops,  damp  cellars,  barns,  stables,  in 
fact,  it  has  dozens  of  uses  as  a  protector  of  health.  A  weak  solution  will  cleanse  refrigerators  and 
prevent  the  accumulation  of  foul  matter  that  taints  butter,  milk,  etc.  Banner  Lye  is  used  for 
more  kinds  of  cleansing  than  any  other  article  you  sell,  therefore  you  should  sell  more  of  il,  and  you 
will  if  you’ll  call  it  to  the  attention  of  your  customers. 

THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 

WHAT  TO  TEI.I.  CUSTOMERS 

«  BANNER  LYE  is  a  household  '  Health  Protector,’  the  greatest  cleanser  and  disinfectant 
manufactured.  It’s  handy  to  use  because  of  the  sifter  top  can.  Let  me  send  you  some  s 
week  ?  ” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps* organize  the  Pennsylvania  Retail  Merchants 
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PREPARED  AMD  SOLD  BTTKA  I 

RWF°RD  CHEMICAL  W0B8- 

v,';, 


Will  You 
Do  This  ? 


Cleave  fast  to  the  baking 
powders  that  have  been 
proven  good  ;  that  have 
satisfied  particular  people 
for  years ;  that  leaven 
against  any  powder  made  ; 
that  are  composed  of  food 
substances,  not  drugs,  and 
last,  but  not  least,  that 
pays  the  grocer  an  honest 
profit  for  his  work. 

This  description  fits  none 

but  Rumford  Powders. 

Your  customers  will  be  as 
well  satisfied  with  them  as 
you  will  be  with  yourself, 
if  you  sell  them. 

Rumford 
Chemical  Works 

Providence,  r.  i. 


the  date  when  it  is  withdrawn  from 
such  cold  storage  warehouse. 

There  shall  also  be  displayed  upon 
every  open  container  containing 
such  food  in  the  same  manner  in 
a  conspicuous  position,  a  placard 
with  the  words  “wholesome  cold 
storage  food”  printed  thereon  in  the 
same  form  as  above  described  in 
this  section,  and  when  such  food  is 
sold  from  such  container,  or  other¬ 
wise,  at  retail,  before  being  deliv¬ 
ered  to  the  purchaser,  it  shall  be 
wrapped  in  wrappers  plainly 
stamped  on  the  outside  thereof  with 
the  words  “wholesome  cold  storage 
food”  printed  or  stamped  thereon 
in  letters  one- fourth  inch  square, 
and  such  wrapper  shall  also  contain 
the  date  of  first  placing  such  food 
in  cold  storage  and  the  said  words, 
“wholesome  cold  storage  food,”  and 
the  date  of  first  placing  such  food 
in  cold  storage  so  stamped  or 
printed  on  said  wrapper  shall  not 
be  in  any  manner  concealed,  but 
shall  be  in  plain  view  of  the  pur¬ 
chaser  at  the  time  of  the  purchase. 

Sec.  16.  No  person,  firm  or  cor¬ 
poration  shall  sell,  offer  or  expose 
for  sale  any  of  the  herein  named 
foods  which  shall  have  been  held 
for  longer  period  of  time  than 
herein  specified  in  a  cold  storage 
warehouse  or  warehouses,  to  wit : 
Whole  carcasses  of  beef  or  any 
parts  thereof,  four  months ;  whole 
carcasses  of  pork  or  any  parts 
thereof,  six  months ;  whole  car¬ 
casses  of  sheep  or  any  parts  there¬ 
of,  six  months ;  whole  carcasses  of 
lamb  or  any  parts  thereof,  six 
months ;  whole  carcasses  of  veal 
or  any  parts  thereof,  three  months ; 
dressed  fowl,  drawn,  five  months; 
dressed  fowl,  undrawn,  eight 
months;  eggs,  eight  months;  butter, 
nine  months,  and  fish,  nine  months. 

Sec.  17.  After  food  has  been 
withdrawn  from  a  cold  storage 
warehouse  for  the  purpose  of  plac¬ 
ing  it  on  the  market  for  sale,  it 
shall  be  unlawful  for  any  person, 
firm  or  corporation  to  return  such 
food,  or  any  portion  thereof,  to 
such  warehouse  or  any  other  simi¬ 
lar  warehouse.  Subject  to  such 
regulations  as  shall  be  prescribed 
by  the  Dairy  and  Food  Commis¬ 
sioner,  food  may  be  transferred 
from  one  cold  storage  warehouse 
to  another,  provided  that  the  total 
length  of  time  such  food  shall  re¬ 
main  in  cold  storage  for  the  purpose 
of  sale  shall  not  exceed  the  time 
specified  in  Section  16  of  this  act. 

Sec.  18.  No  food  shall  be  sold 
or  offered  or  exposed  for  sale  in 
this  State  which  shall  have  been 
placed  or  stored  in  any  cold  storage 
warehouse  outside  of  this  State, 
unless  it  first  shall  have  been 
marked  as  provided  for  in  Section 
15  of  this  act.  Provided,  however, 
that  no  such  food  shall  be  sold  or 
offered  or  exposed  for  sale  in  this 
State  if  the  total  length  of  time 
that  such  food  has  remained  in  cold 
storage  shall  exceed  that  specified 
in  Section  16  of  this  act. 

Sec.  19.  It  shall  be  unlawful  for 
any  person,  firm  or  corporation  to 
mark,  or  cause  to  be  marked,  any 
container  of  food  with  a  mark  or 
marks  other  than  those  required  by 
this  act  to  be  marked  on  such  food 
or  container.  It  shall  be  unlawful 
for  any  person,  firm  or  corporation 
to  change,  or  cause  to  be  changed, 
any  mark  or  marks  on  any  food  or 
container  after  such  mark  or  marks 
have  been  placed  thereon.  Pro¬ 
vided  that  nothing  in  this  section 
shall  apply  to  the  marking  of  such 
container  with  the  name  and  ad¬ 
dress  of  the  owner  thereof. 

Sec.  20.  Nothing  in  this  act  shall 
be  construed  to  prohibit  the  ship¬ 
ping,  consigning  or  transporting  of 
fresh  food  in  properly  refrigerated 
cars  within  the  State  to  points  of 


destination,  nor  when  received  to 
prohibit  the  same  being  held  in  a 
cooling  room  for  a  period  of  forty- 
eight  hours.  And  provided  fur¬ 
ther,  that  nothing  in  this  act  shall 
be  construed  to  prohibit  the  keep¬ 
ing  of  fresh  food  in  ice  boxes  or 
refrigerators  in  retail  stores  while 
the  same  is  offered  or  exposed  for 
sale. 

Sec.  21.  It  shall  be  the  duty  of 
the  Department  of  Agriculture, 
through  its  Dairy  and  Food  Com¬ 
missioner,  to  enforce  all  of  the 
provisions  of  this  act,  and  to  make 
all  rules  and  regulations  not  other¬ 
wise  herein  provided  necessary  for 
the  enforcement  of  the  same,  but 
any  citizen  of  the  Commonwealth 
having  knowledge  or  information 
of  the  violation  of  any  of  the  provi¬ 
sions  of  this  act  may,  in  the  name  of 
the  Commonwealth  begin  a  suit  for 
penalty  or  prosecution  for  misde¬ 
meanor  in  accordance  with  the  pro¬ 
visions  of  this  act,  and  may  prose¬ 
cute  to  final  judgment  any  such  suit 
or  prosecution,  giving  notice  in 
writing,  however,  to  the  Dairy  and 
Food  Commissioner  of  the  com¬ 
mencement  of  such  suit  or  prose¬ 
cution  immediately  upon  the  com¬ 
mencement  of  the  same,  stating  the 
nature  of  the  proceeding  and  the 
magistrate  before  whom  com¬ 
menced,  and  shall  in  like  manner 
report  to  the  Dairy  and  Food  Com¬ 
missioner  each  successive  step 
taken  in  such  suit  or  prosecution. 


Sec.  22.  That  all  license  fees  and 
fines  and  penalties  imposed  and  re¬ 
covered  for  the  violation  of  any 
of  the  provisions  of  this  act  shall 
be  paid  to  the  Dairy  and  Food 
Commissioner  or  his  agent,  and 
when  so  collected  and  paid  shall 
thereafter  be  by  the  Dairy  and 
Food  Commissioner  paid  into  tfje 
State  Treasury  for  the  use  of  the 
Commonwealth,  in  accordance  with 
the  provisions  of  this  act. 

Sec.  23.  Any  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of 
the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  shall  be  sen¬ 
tenced  for  the  first  offense  to  pay  a 
fine  not  exceeding  $500,  and  for  the 
second  and  each  subsequent  offense, 
such  person,  firm  or  corporation 
shall  be  sentenced  to  pay  a  fine 
of  not  more  than  $1,000,  and  in  ad¬ 
dition  thereto,  such  person,  or  the 
members  of  such  firm  or  the  offi¬ 
cers  of  such  corporation,  as  the 
case  may  be,  with  guilty  knowledge 
of  the  fact,  may  be  sentenced  to 
undergo  imprisonment  in  the  jail 
of  the  proper  county  for  a  period 
of  not  less  than  thirty  nor  more 
than  ninety  days,  or  both,  at  the 
discretion  of  the  court. 

Sec.  24.  All  acts  and  parts  of 
acts  inconsistent  with  the  provisions 
of  this  act  are  repealed. 

Sec.  25.  This  law  shall  take 
effect  ninety  days  after  its  final 
passage. 


Larkin  Co.’s  New  Grocery  Prices  for  May 

and  June 


Doing  Some  Extra  Exploiting  for  Current  Two  Months,  Prom¬ 
ising  Fifteen  to  Fifty  Per  Cent.  Saving.  A  Few  of  the  Special 
Prices  for  These  Two  Months  Only. 


The  Larkin  Company  is  out  with 
a  special  grocery  price-list  for 
May  and  June,  offering  prices,  ac¬ 
cording  to  its  own  story,  “from  15 
to  50  per  cent,  less  than  you  pay 
at  the  store  for  goods  of  the  same 
high  quality.”  The  Larkin  mail¬ 
order  grocery  proposition  is  a  hard 
one  to  meet,  as  may  be  seen  by 
the  following  guarantee; — 

OUR  GUARANTY  OF  SATISFACTION. 

You  take  no  chances  when  you 
send  us  your  order  for  Larkin  gro¬ 
ceries  and  bome  supplies.  We 
guarantee  the  safe  arrival  of  every 
order.  We  guarantee  the  purity  and 
the  high  quality  of  every  article  we 
sell.  We  allow  you  thirty  days  in 
which  to  make  up  your  mind  as  to 
whether  or  not  you  like  the  goods. 

If  you  are  not  perfectly  satisfied, 
we  will  remove  what  is  left  and 
refund  all  money  paid,  freight  and 
delivery  charges  included. 

Some  of  the  Larkin  May-June 
prices  will  doubtless  prove  inter¬ 
esting. 


Crystal  Domino  Sugar,  5  lbs..  40c. 
Granulated  Sugar  (when  part 
of  a  $10  order) .  .  .25  lbs.  for  90c. 
Coffee  (no  variety  men¬ 
tioned),  per  lb .  26c. 

Evaporated  Milk,  Larkin 

Brand,  i-lb.  can  .  9c, 

Cornstarch,  Larkin  Brand, 

1  lb .  5c. 


Cinnamon,  Jd  lb . 

Flour,  49  lbs . 

Aunt  Jemima  Pancake  Flour.. 
Cream  of  Tartar  Baking 

Powder,  Id- lb.  can  . 

Assorted  Soups,  per  can . 

Corn  Flakes,  11-oz.  pkg . 

Rolled  Oats,  i/-\b.  pkg . 

Japan  Rice,  5-lb.  pkg . 

Soda  Crackers,  pkg . 

Johnson  Educator  Graham 

Crackers,  pkg . 

Canned  Tomatoes,  No.  3  can. . 

Fancy  Sifted  Peas,  . 

Country  Gentleman  Corn . 

White  Asparagus  Tips,  can... 
California  Lima  Beans,  5  lbs.. 

Corn  Syrup,  2-lb.  can . 

Molasses,  No.  3  can . 

McIIhenny  Tobasco  Sauce, 

2-oz.  bottle  . 

Lard,  5-lb.  pail  . 

Sliced  Bacon,  9-oz.  jar . 

Dried  Beef,  9  oz.  jar . 

Underwood  Deviled  Ham,  Id- 

lb.  can  . 

Norwegian  Sardines,  Id- lb. 

tin  . 

Gorton’s  Codfish  and  Had¬ 
dock,  can  . . . . 

Red  Alaska  Salmon,  No.  1 

cans  . 

Norway  Mackerel,  8-lb.  pail, 

2d  lb.  each  . 

California  Apricots,  can . 

Prunes,  5-lb.  carton  . 

Cleaned  Currants,  i-lb.  carton, 

Raspberry  Jam,  jar  . 

Sliced  Hawaiian  Pineapple 

(G.  &  S.),  No.  2  can . 

Grape  Juice,  16-oz.  bottle.... 
Sweet  Home  Soap,  carton  of 

10  bars  . 

Boraxine  Washing  Powder, 
I-lb.  pkg . 


10c. 

$1.38 


9c. 


I2jdc. 

7c. 

8c. 

6c. 

28c. 

8c. 


18c. 

IOC. 

14c. 

8c. 


22c. 

39c. 

8c. 


I2C. 


28c. 

25c.  1 


$1.08 

20c. 

45c. 

lie. 
23  c. 


17c. 

15c. 

25c. 

5c. 
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Mr.  Retailer — You  Can  Now  Average 

30  Per  Cent  Profit  on 

COX’S 

Instant  Powdered 

GELATINE 


‘r'd  'o-E,, 


10c 
15c  Packages 


iiBiSSWE 

This  is  good  news  to  all  grocers.  From  now  on  you  are  going 
to  make  more  money  selling  Cox’s  famous  Gelatine— world- 
famous  for  more  than  8o  years,  and  used  by  the  best  cooks 
everywhere.  We  have  now  provided  for  an  average  profit  to 
you  of  2,0  per  cent.  This  is 

More  than  you  can  make  selling  any  other  brand 

of  gelatine.  And,  moreover,  there  is  every  reason  why  you  should  give  Cox’s  Gelatine  your  hearty  support. 
It  pays  you  better  and  fully  satisfies  your  customers.  It  should  be  your  leading  seller  in  a  short  time.  The 
season  of  the  year  is  here  when  the  up-to-date  housewife  will  buy  gelatine  for  daily  use  because  it  saves  her 
time  in  making  desserts  in  the  hot  kitchen,  and  if  you  will  do  your  share  and  recommend  Cox’s  Gelatine, 
there  is  no  reason  why  you  can’t  dispose  of  a  large  quantity  every  month  from  now  on. 

It  can  now  be  sold  at  15  cents  for  the  large  size  and  10  cents  for  the  small  size  in  every  city,  town,  village 
and  crossroads  in  the  land. 

• 

It  will  also  be  to  your  advantage  to  know  that  we  have  made  it  easy  to  buy  any  quantity  of  Cox’s  Gelatine. 
All  the  leading  wholesale  grocers  will  handle  it,  and  you  can  buy  just  the  amount  you  want,  whether  it  be 
large  or  small.  Please  remember  that  your  profit  is  much  more  liberal  on  Cox’s  Gelatine  than  on  any 
competitive  product,  and  that  the  quality  is  the  highest. 

A  fine  display  of  the  attractive  red,  white  and  blue  checkerboard  boxes  in  your  store  will  prove  to  be  a  great 
selling  help.  We  will  also  help  you  in  many  other  ways. 


National  Advertising  Campaign 


Then,  when  the  summer  demand  for  gelatine  has 
waned,  we  are  going  to  start,  this  Fall,  a  great,  big 
demand-creating  campaign  of  the  broadest  scope 
for  Cox’s  Gelatine.  We  shall  tell  the  readers  of 
such  publications  as  Good  Housekeeping  Magazine, 
Ladies’  Home  Journal  and  Delineator — America’s 
leading  women’s  magazines — of  the  real  advantages 


of  Cox’s  Gelatine  to  the  housewife.  Now  we  ask 
your  co-operation.  And  in  order  that  we  may 
deserve  it  and  get  it,  we  have  made  you  a  real 
money-making  offer.  If  you  have  not  already 
stocked  up,  write  at  once  to  your  wholesaler  and  he 
will  quote  you  the  new  prices  on  Cox’s  Gelatine. 
Be  sure  to  ask  for  the  new  prices. 


COX  GELATINE  CO.,  100  Hudson  St.,  New  York 

(American  Distributors  for  J.  &  G.  Cox,  Ltd.,  Edinburgh,  Scotland) 
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The  Coston  Co.,  Hornell,  N.  Y., 
send  in  a  clipped  newspaper  adver¬ 
tisement  which  they  used  in  their 
local  paper,  and  in  a  note  they  say 
that  the  paper  is  a  daily  and  that 
they  run  two  advertisements  a  week 
and  do  a  strictly  cash  business. 
The  advertisement  measured  ten 
inches  double  column  and  is  here 
reproduced  in  considerably  reduced 
form : — 


I  scarcely  know  how  to  appraise 
this  advertising,  because  I  cannot 
tell  how  low  or  high  the  prices 
are  which  practically  constitute  the 
entire  advertisement.  This  is  really 
an  advertisement  of  prices  only, 
and  on  whether  the  prices  are  at¬ 
tractive  or  not  depends  the  effect¬ 
iveness  of  the  advertisement.  There 
is  nothing  whatever,  as  I  see  it,  to 
attract  anybody’s  attention  here  un¬ 


less  the  prices  show  a  saving  as 
compared  with  other  people’s 
prices.  I  am  not  familiar  with 
these  prices  as  a  whole,  but  such 
as  I  do  know  about  are  apparently 
not  especially  low.  If  they  are  just 
about  the  regular  market  prices  for 
the  Hornell  territory,  then  I  should 
consider  the  money  spent  for  this 
advertisement  thrown  away,  except 
as  to  the  indefinite  value  of  the 
general  publicity  which  it  of  course 
gives.  I  mean  by  that  that  it  is 
worth  something,  as  any  advertise¬ 
ment  of  this  size  is,  as  general  pub¬ 
licity,  but  it  is  not  worth  anything 
like  what  it  cost. 

*  *  * 

I  am  sure  that  this  advertisement 
would  attract  more  attention  if  it 
had  a  heading.  The  block  name 
should  be  put  at  the  bottom,  and  a 
good  live  head  should  be  used  on 
the  top.  Even  if  the  head  says  no 
more  than  “Rare  Bargains  for 
Wednesday  and  Thursday,”  it  will 
have  more  pull  than  the  firm  name. 
I  have  said  this  so  often  that  you 
people  who  read  this  department 
must  get  tired  of  hearing  it. 
Nevertheless  I  am  afraid  I  shall 
have  to  keep  it  up  so  long  as  ad¬ 
vertisers  forget  that  the  space  at 
the  head  of  their  advertisement  is 
the  best  chance  of  attracting  atten¬ 
tion,  and  that  they  are  throwing 
this  away  when  they  fill  it  with 
their  firm  name. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


New  York  Egg  Jobber  Arrested  on 
Novel  Charge. 

Harry  C.  Shimer,  of  the  firm  of 
R.  B.  Shimer  &  Co.,  receivers  of 


113-15  Canisteo  St ,  Hornell  |  Mar, well  Block,  Canisteo 


WEDNESDAY  AND  THURSDAY 


FLOUR 

49  tb  V«ry  B«st . 91.45 

48  lb  Crystal  .  SI. 40 

49  lb  Nickel  Plate  ..  SI  AO 
49  lb  Silver  Star  ...  SI.  15 


FLOUR 


10  lb  Buckwheat  . , . . . 
10  lb  Favorite  Pastry 
10  lb  Corn  Meal  .  . 

5  lb  tJraham  . . 


28c 

35c 

20c 

18c 


25  pound  Bag  Cane  Granulated  Sugar  $1.22 


LARD 

2  lb  KliBck*  Daley  .  28c 

2  lb  Cotueuet . 21c 

2  lb  Compouad  .  19o 

10  lb  Pall  Cottolene  . .  SI  29 


CRACKERS 

2 -lb  Sodag  . 15c 

2  lb  ButtefS  ...- .  17c 

2  lb  Milks .  17c 

2  lb  Grahams  .  17c 


It  Com  i  fir 
Little 
More 


"  SUITER  “lb.  36c 


“HOMEMAID” 

Wheat  Bread  . .  5  &  lOc 
Entire  Wheat  Bread  ....  5c 
Boston  Brown  Bread  .  ...  5c 

Biscuit,  tin  .  j5c 

RoUb,  doz  . IOC 

Cinnamon  Rolls,  tin  lOc 

Coffee  Rings  .  6c 


“HOMEMAID** 

Baked  Beans,  qt .  tOc 

Potato  Salad,  qt  15c 

Fried  Cakes  doz  .......  12c 

Cup  Cakes  do*  . |2c 

White  Loaf  Gake  ...  .  10c 

Chocolate  Loaf  Cake  .  .  10c 
Walnut  Loaf  Cake  ....  12c 


“Homemaid”*  Molasses  Cookies  2  doz.  15c 


"HOMEMAID” 

Lemon  Pie  .  10  &  15c 

Apple  Pie  .  10  *  15c 

Custard  Pie  ....  1 0  &  1 5c 
Mince  Pie  .  10  fc  15c 


"HOMEMAID” 

SuFar  Cookies,  doz  ..  .  10c 

Fruit  Cookies,  doz  ..  10c 
Cocoanut  Cookies,  doz  . .  10c 
Buttermilk  Cookies,  doz  10c 


Fresh  Greenwood  Eggs  20c  doz 


Bottled  Milk,  qt .  6c 

Bottled  Cream,  pint  .  20c 

Bottled  Buttermilk,  qt  ...  3c 
Cottage  Cheese,  qt  . .  1 0c 

Purity  Io*  Cream,  qt  . . ..  30c 


80AP  DEPT. 

10  bars  Master  .  . .  29c 

10  Fels  Naptaa  .  40c 

10c  1900  Cleaner  .  8c 

10c'  Jap.  Ammonia  .  9c 


Fall 

Cream 


Greenwood  Cheese,  Old  20c,  New  16c 


2  CANS  25c 
loc  Maine  Com 
15c  Lima  Beans 
15c  Suecota&h 


3  12c  Corn  . .  25c 
2  10c  Corn  ..  15c 
lOc  Plums,  4  10c 
15c  Hub.  Sqah  12C 


2  CANS  39c 
25c  Pitted  Cherries 
25c  Crawford  Pchs 
25c.  Bartel  Pears 


We 


Roast  The  Best  28c  Coffee 


Sold  in 
This  City 


eggs  at  336  Washington  street. 
New  York,  was  arraigned  in  the 
United  States  District  Court  during 
the  week  to  answer  an  indictment 
returned  by  the  Federal  Grand  Jury 
charging  him  with  having  solicited 
and  received  information  from  an 
agent  of  the  Baltimore  &  Ohio 
Railroad  without  consent  of  the 
shipper  or  consignee  as  to  consign¬ 
ments  received  by  competitors,  in 
violation  of  the  act  of  February  4, 
1887.  Shimer  was  held  under 
$2,000  bail  to  await  trial.  Three 
counts  are  set  forth  in  the  indict¬ 
ment  against  Shimer,  all  of  which 
acts  mentioned  therein  are  alleged 
to  have  been  committed  on  Novem¬ 
ber  30,  1912.  The  offense  charged  is 
under  the  law  a  misdemeanor  and 
in  the  event  of  a  conviction  a  fine 
of  not  more  than  $1,000  for  each 
may  be  imposed.  The  three  ship¬ 
ments  mentioned  include  20  cases 
of  eggs;  all  originated  at  Loo-  I 
gootee,  Ind.,  and  were  consigned 
by  W.  H.  Wilson,  Larkin  Brothers  ' 
and  the  Goyert  &  Vogel  Egg  and 
Poultry  Co.,  of  that  town,  respec-  | 
tively  to  the  following  local  receiv¬ 
ers  in  the  order  named :  George  A.  ‘ 
Vroom  &  Co.  and  Brown  &  Root  ' 


Co.  The  indictment  charges  that  1 
on  November  30,  1912,  Harry  C. 
Shimer  “did  unlawfully  solicit  and  | 
receive  from  one  Nicholas  Barbieri, 
otherwise  known  as  ‘Nick  Bris-  j 
bane,’  an  agent  of  the  Baltimore  &  ; 
Ohio  Railroad,  information  con-  j 
cerning  the  nature,  kind,  quality,  ( 
destination  and  consignee”  of  the  I 
shipments  mentioned.  The  first  and  ' 
second  consignments  were  made  to ' 

j 

George  A.  V room  &  Co.,  and  con¬ 
sisted  of  three  and  five  cases  of ! 
eggs  respectively ;  the  last  consign¬ 
ment,  made  to  Brown  &  Root  Co., 1 
consisted  of  twelve  cases  of  eggs. 
The  section  of  the  act  of  February 
4,  1887,  as  amended,  on  which  the 
indictment  against  Shimer  is  based, 
reads  as  follows : — 

It  shall  be  unlawful  for  any  com¬ 
mon  carrier  subject  to  the  provi¬ 
sions  of  this  act,  or  any  officer, 
agent  or  employee  of  such  common 
carrier,  or  for  any  person  or  cor¬ 
poration  lawfully  authorized  by  said 
common  carrier  to  receive  informa¬ 
tion  therefrom,  knowingly  to  dis¬ 
close  or  to  permit  to  be  acquired  by 
any  person  or  corporation  other 
than  the  shipper  or  consignee,  with¬ 
out  the  consent  of  such  shipper  or 
consignee,  any  information  con¬ 
cerning  the  nature,  kind,  quantity, 
destination,  consignee  or  routing  of 
any  property  tendered  or  delivered 
to  such  common  carrier  for  inter-  I 
state  transportation,  which  infor-  ] 
mation  may  be  used  to  the  detri- 
ment  or  prejudice  of  such  shipper  ' 
or  consignee,  or  which  may  im¬ 
properly  disclose  his  business  trans¬ 
actions  to  a  competitor,  and  it  shall 


A 


Increases  Trade 


We  1  ch’s 


Our  whole  attention  is  Riven  to  the  pro-  I  he  iamny  traue  in  wuu.,  ^  j 

dnM-irm  of  Welch’s  increasing.  You  cannot  afford  to  let  your  cus- 

duction  o  •  •  ,  tomers  o-o  elsewhere  for  Welch’s  Grape  Juice; 

you  cannot  afford  to  neglect  the  opportunity 
product  to  be  distnbutedu  p  Welch’s  offers  for  securing  new  customers. 

Make  vour  store  a  distributing  point  for  * 

Welch’Lnd  thus  share  the  advantage  created  Wewlllsendfreewindowandstoredisplay  mate- 
£y  Tur  advertising.  rial  if  you  desire  to  make  Welch  s  a  specialty. 

Sold  by  all  jobbers 

The  Welch  Grape  Juice  Co.,  Westfield,  New  York 

^  — ■  me hi*  "1^ 


.Welch’ 


iiminiwii©^iaimii'mji 


/bulk 

Sugar 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


What’s  Your  Time  Worth? 


Any  man  who  is  worth  the  room  he  takes  up  in  a  grocery  store  can  find  something  more  profitable  to  do,  even'"h,s 
snare  time  than  putting  sugar  in  bags.  Add  to  the  waste  of  energy  the  cost  of  bags  and  twine  and  the  loss  from  overweight 
and  you'  11  see  why  it's  a  losing  proposition.  The  right  way  to  handle  sugar  is  in  Franklin  Cartons  because  Franklin  ar 
Sugar  is  ready  to  sell  when  you  get  it;  no  scoop,  no  scales,  no  bags,  no  twine,  no  bothep  no  loss  but _  .neat 
cation  that's  a  pleasure  to  handle.  All  the  fast-selling  grades  of  sugar  are  packed  in  Franklm  Cartons-Granulated 
Powdered,  Confectioners'  XXXX,  Dessert  and  Table,  Cube-and  you  can  buy  to  suit  your  conven.ence  in  containers 

24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY,  Philadelphia 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  means  CLEAN  SUGAR" 


IN  WRITING  TO  ADVERTISERS 


KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WHAT  TO  TELL  CUSTOMERS 

WILBUR’S  COCOA  doesn’t  have  to  be  grated  i 
You  can  make  a  cake  with  it,  icing  and  all,  in  less  t 
takes  to  make  the  icing  alone  out  of  chocolate.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize'  the  PennsylTanla  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


Let  the  Chocolate  Wizard  Help 
You  Win  the  Money 

WILBUR’S  COCOA  is  so  well  advertised  and  so  well 
liked  by  the  public  that  you  can  easily  increase  your 
sales  of  it  if  you  make  the  effort. 

The  right  way  to  sell  more  of  WILBUR’S  COCOA  is  to  encourage  your 
customers  to  use  it  for  COOKING  and  CAKE  BAKING  as  well  as  for 
DRINKING.  WILBUR’S  COCOA  is  a  substantial  food,  as  well  as  a 
delicious  beverage,  and  our  Recipe  Booklet  shows  59  ways  of  using  it  When 
you  teach  your  customers  to  use  WILBUR’S  COCOA  in  Cake  Baking  and 
Candy  Making  they  will  use  many  times  as  much  as  if  using  it  for  drinking 
only;  this  means  they  will  buy  POUND  and  HALF  POUND  cans 
instead  of  QUARTER  POUNDS,  and  buy  OFTENER.  This  increased 
trade  is  well  worth  working  for— WILBUR’S  COCOA  pays  you  a  good 
lts  flavor  1S  so  dellcl°us  your  customers  will  KEEP  ON 

COCoX  i's  PErFaNENtI ride.  S°  ^  °n  WILBUR’S 

H.  O.  WILBUR  &  SONS,  Inc. 

Philadelphia 


also  be  unlawful  for  any  person  or 
corporation  to  solicit  or  knowingly 
receive  any  such  information  which 
may  be  so  used. 


Bringing  Java  Coffee  Here  by 
Steamer  Instead  of  Sailing 
Vessels  Will  Reduce 
Price  in  this  Country. 


Java  Brought  by  Sailing  Vessels,  as 
Formerly,  Sweated  and  Browned. 
But  it  Will  Not  in  the  Shorter  Trip  by 
Steamer.  Browned  Java  Always 
Brought  Several  Cents  More  Per 
Pound  than  Same  Coffee  in  Natural 
Color.  There  Will  be  No  Browned 
Java  Coffee  Hereafter. 


A  radical  change  has  just  taken 
place  in  the  method  of  bringing) 
Java  coffee  to  this  country  which 
will  materially  affect  the  price  in 
United  States  markets.  Instead  of 
carrying  the  coffee  in  sailing  ves-| 
sels,  it  will  henceforth  be  brought 
in  steamers.  The  importance  of 
this  does  not  show  upon  the  sur¬ 
face,  but  is  nevertheless  very  great. 

Up  to  now  Java  coffee  has  been 
shipped  in  a  very  primitive  way.  ' 
Slow  sailing  vessels  have  been  used 
almost  exclusively,  and  if,  as  often 
happened,  these  were  not  available, 
the  coffee  stayed  in  Java  and  the 
consuming  markets  went  without. 
The  sailing  vessel  method,  however, 
had  its  uses.  The  long,  slow,  hot 
trip  gave  the  coffee  a  chance  to 
sweat  in  the  hold,  dried  it  out,  and 
colored  it  up  a  beautiful  brown. 
The  drying  saved  some  of  the  loss  ~ 
in  roasting,  and  the  brown  color 
some  people  thought  imparted  an 
extra  flavor,  for  which  the  trade 
have  been  willing  to  pay  from  2  to 
4  cents  per  pound  more  than  pre¬ 
cisely  the  same  grade  of  coffee 
would  bring  in  its  natural  color. 
As  a  matter  of  fact,  many  experts 
deny  that  the  sweating  or  the 
browning  has  any  effect  on  the 
flavor. 

Java  coffee  brought  to  this  coun¬ 
try  by  steamer  will  never  be  brown, 
because  this  trip  will  not  take  long 
enough.  The  last  sailing  vessel 
reached  this  country  a  week  or  so 
ago,  and  henceforth  all  Java  coffee 
coming  to  this  country  will  come 
in  steamers.  The  delusion,  if  it  is 
a  delusion,  that  the  brown  color - 
means  extra  quality,  will  put  the 
natural  color,  unbrowned  Java  on 
a  lower  price  basis. 


String  beans  are  plenty.  Flor- 
|  idas  average  $1.50  and  Charlestons 
$2.25  per  one-third  barrel  basket. 

I  The  demand  is  fair. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 
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INTERNATIONAL  MOTOR  TRUCKS 

l0Se  "The'fot  cost  and^eafefficiencj^of  the'^iiternational  Motor  Truck  makes  it  the  ideal  delivery  wagon  for  grocers.  With  proper 

SS  il “  SS  and  ^ 

If^y ou  ha v e *15 eem Yh i nk'i n g'  over" the°quest^  uc  [Tdeh  \^er  y ,° a'n d^wa n t^rnor e  information,  write  us  and  we  will  give  you 

the  facts  and  figures. 


International  Harvester  Company  of  America 

(Incorporated) 

504  Harvester  Building  Chicago  L  S 


New  Idea  in 

Account  Register  Systems 

A  Register  that  can  grow  as  you  grow; 

One  that  can  expand  as  your  business  expands. 

The  Expansion  Type  Register  is  the  New  Idea  and  is  the  latest 

and  exclusive  feature  of 


With  Only 
One  Writing 


The  End 
ot  drudgery 


Write  for  further  information.  We  will  gladly 
have  our  nearest  salesman  call  on  you  and 
explain  the  Expansion  Type  Register  features 
without  any  obligation  on  your  partto  purchase. 


Unless  you  need  System  he  will  not  urge  you  to  buy.  Write  today  to 

The  McCXskey  Register  Co. 

ALLIANCE,  OHIO 

Branches:  New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memphis,  Atlanta,  Kansas  City, 
San  Francisco,  Seattle;  Dominion  Register  Company,  Ltd.,  Toronto,  Canada;  Manchester,  Lnglan  . 


The  largest  manufacturers  of  carbon  coaled  salesbooks  in  the  world 


First  and  Still  the  Best ! 


i 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Tea. 


The  tea  market  is  practically  un¬ 
changed.  The  demand  is  quiet, 
from  hand  to  mouth  and  from  day 
to  day.  Prices  are  unchanged, 
market  conditions  being  mostly  in 
buyer’s  favor. 

Coffee. 

The  coffee  market  shows  no  ac¬ 
tual  change  for  the  week,  although 


the  feeling  is  firmer.  As  the  sea¬ 


son  comes  to  an  end  fine  grades  of 
Santos  are  getting  scarce,  and  the 
effort  to  pick  them  up  is  arousing 
some  slight  strength.  Mild  coffees 
show  no  change  for  the  week,  but 
the  situation  is  steady  to  firm. 
Java  and  Mocha  unchanged  and 
quiet. 

Sugar. 

Sugar  nets  unchanged  for  the 
week,  though  for  a  day  or  two 
some  of  the  refiners  dropped  io 
points,  or  to  4.10  cents  for  granu¬ 
lated.  Raws  are  softer  and  market 
is  in  buyer’s  favor.  All  refiners 
are  now  on  the  same  basis — 4.20 
cents  for  granulated.  The  demand 
for  refined  sugar  is  fair. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  un 
changed  in  price  and  dull.  Sugar 
syrup  dull  at  ruling  prices.  Mo 
lasses  dull  and  unchanged. 

Butter. 

The  receipts  of  butter  are  in¬ 
creasing  to  a  considerable  extent 
and  the  market  is  only  steady  on 
the  present  basis  of  quotations 
The  quality  arriving  is  good,  and 
better  as  the  season  advances.  The 
outlook  is  for  a  good  make  of  but¬ 
ter,  and  there  is  likely  to  be  a 
slight  decline  in  prices  in  the  near 
future.  Some  of  the  arrivals  have 
already  gone  into  cold  storage. 

Eggs. 

The  egg  market  continues  to  be 
firm,  and  the  market  is  cent  per 
dozen  higher  than  last  week.  The 
quality  is  continuing  to  run  very 
good  and  there  is  still  some  specu¬ 
lative  demand.  No  change  is  ex¬ 
pected  in  the  price  during  the  com 
ing  week. 

Cheese. 

The  receipts  of  cheese  are  in¬ 
creasing  and  the  market  is  steady 
at  unchanged  prices.  The  quality 


is  improving  as  the  season  ad 
vances.  There  is  some  old  cheese 
left  in  the  market  yet  that  is  sell¬ 
ing  at  about  3  cents  per  pound  over 
the  price  of  the  new  cheese.  The 
outlook  is  for  a  considerable  in 
crease  in  the  make  of  cheese  in  the 
very  near  future,  and  there  is  also 
likely  to  be  an  increased  demand, 
so  not  much  deviation  in  the  price 
is  expected. 

Provisions. 

Everything  in  the  smoked  meat 
line  remains  firm  at  unchanged 
prices  with  an  increased  consump¬ 
tive  demand.  Both  pure  and  com¬ 
pound  lard  are  having  a  good  con¬ 
sumptive  demand  at  prices  ranging 
the  same  as  for  the  past  couple  of 
weeks.  Dried  beef,  canned  meats 
and  barreled  pork  are  only  in  mod¬ 
erate  demand  and  prices  steady  and 
unchanged. 

Beans  and  Peas. 

Dried  peas  are  unchanged  with  a 
fairly  good  demand.  Beans  are  in 
very  light  supply,  especially  pea 
beans  and  marrow  beans,  the  for¬ 
mer  ruling  in  the  jobbing  way  at 
$2-35  Per  bushel  for  spot  stock  and 
the  latter  at  $3.75  per  bushel. 
The  situation  is  a  little  stronger  on 
California  lima  beans  and  the  price 
is  about  10  cents  per  hundred 
higher  than  last  week.  The  pres¬ 
ent  market  is  $6.15,  Philadelphia. 
The  statistical  position  of  lima 
beans  is  very  strong  and  reports 
from  the  coast  would  indicate 
no  lower  prices  in  the  future,  that 
is,  so  far  as  this  year’s  crop  is  con¬ 
cerned.  No  prices  have  been  made 
as  yet  for  1913  crop. 


Canned  Goods. 

There  is  no  material  change  in 
the  tomato  market.  Some  strictly 
first-class  goods  are  being  offered 
at  80  cents  on  the  spot  and  7734 
factory  points,  which  is  practically 
no  change  from  the  last  few  weeks. 
There  is  nothing  particular  doing 
to  speak  of  in  future  except  an 
occasional  order  for  well  established 
brands.  Indications  do  not  point 
toward  much  change  either  way, 
spot  or  future,  for  the  time  being. 
Farmers  have  been  put  to  consider¬ 
able  expense  during  the  past  ten 
days,  owing  to  late  frost  damaging 
early  plants,  thereby  necessitating 


the  replanting  of  quite  a  heavy 
acreage.  There  has  been  quite  a 
little  movement  in  cheap  corn,  both 
Shoepeg  and  Maine  Style,  with  the 
result  that  most  of  the  offerings 
have  been  fairly  well  cleaned  up, 
and  what  is  left  in  first  hands  is 
being  held  at  slightly  higher  prices ; 
from  2^2  to  5  cents  per  dozen 
higher.  There  is  no  change  in  fu 
ture,  and  only  an  occasional  sale  at 
unchanged  prices.  Acreage  in  the 
East  will  be  very  much  reduced, 
and  the  crop  will  be  somewhat  low, 
owing  to  damage  by  frost  of  the 
early  planting.  There  is  practically 
no  activity  whatever  in  peas.  The 
only  inquiries  developing  are  for 
cheaper  grades,  ranging  about  90 
cents  per  dozen.  Reports  of  dam¬ 
age  from  Delaware  and  Maryland 
in  some  cases  are  quite  serious  and 
have  resulted  in  practically  the 
withdrawal  of  all  future  offerings 
from  that  section.  There  is  no 
change  in  the  Western  or  New 
York  situation  at  present  as  most 
of  the  larger  packers  sold  up  fairly 
heavy  early  in  the  year,  and  as  far 
as  spot  stocks  are  concerned,  they 
have  nothing  to  speak  of  at  present. 
The  general  run  of  small  fruits  and 
vegetables  unchanged  and  the  usual 
demand  at  this  time  of  the  year 
prevails.  No  change  in  California 
fruits. 


change  over  last  week’s  quotations. 
Currants  are  unchanged  in  price 
and  the  usual  demand  for  this  time 
of  year  prevails.  Future  prices 
are  likely  to  open  up  at  any  time, 
but  there  is  no  anticipation  of  much 
change  from  spot  quotations.  Rais¬ 
ins  are  very  much  neglected  and 
are  being  offered  on  a  comparative¬ 
ly  lower  basis  than  the  primary 
markets. 


INDIVIDUAL  MARKET  REPORTS. 


Fish. 

Mackerel  is  still  heavy  and  low 
in  price,  market  conditions  being  in 
buyer’s  favor.  The  demand  is 
quiet.  Cod,  hake  and  haddock  are 
unchanged  and  dull.  Domestic  sar¬ 
dines  quiet,  new  pack  fish  are  being 
offered  at  practically  unchanged 
prices.  Imported  sardines  un 
changed. 


Standard  Canned  Goods. 

Heavy  frosts  during  the  last 
two  weeks  throughout  this  section, 
especially  on  the  nights  of  the  10th 
and  nth  instants,  did  a  great  deal 
of  damage  to  the  young  tomato 
plants,  so  much  so  that  the  growers 
in  a  large  number  of  cases  will 
have  their  work  to  do  all  over 
again.  Ordinarily,  such  large  dam¬ 
age  done  to  the  tomato  plants  at 
this  time  in  the  season  would  cause 
an  immediate  advance  in  the  prices 
of  the  canned  article.  As  it  now 
stands,  the  tomato  market  is 
stronger  than  it  was  one  week  ago, 
and  under  the  prevailing  conditions 
the  canners  show  a  strong  disposi¬ 
tion  to  advance  their  prices,  or  to 
withdraw  from  the  market,  and 
await  developments.  Should  the 
market  become  active  this  week  the 
prices  of  future  tomatoes  may 
stiffen  up  at  once.  At  the  close  of 
last  week  the  trend  was  toward  a 
firmer,  if  not  a  higher  market,  and 
intending  buyers  would  fare  better 
now  probably  than  by  waiting 


Dried  Fruits. 

The  situation  is  cleaning  up  on 
prunes;  stocks  are  good  and  light, 
particularly  as  to  the  large  sizes. 
Prices  show  an  advance  in  the  lat¬ 
ter  of  about  J4  cent  per  pound  dur¬ 
ing  the  past  week.  Smaller  sizes 
are  rather  neglected,  but  stocks  are 
very  light  and  prices  are  being 
maintained.  Peaches  have  been 
selling  much  better  at  fairly  low 
prices  without  any  change  from  the 
preceding  week’s  quotations.  Apri¬ 
cots  are  in  very  light  supply  and 
held  at  very  firm  prices,  with  no 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standard 


Registered, 
U.  S.  Pat.  0& 


being  absolutely  pure, 
fulfilling  ALL  THE 
REQUIREMENTS  of 
the  Pure  Food  Laws. 
Grocers  assume  no  risk 
in  handling  these  goods 
as  the  demand  for  them 
is  constant. 


MADE  ONLY  BY 

Walter  Baker  &  Co.  Ltd. 

Established  1780 

DORCHESTER,  MAS 5. 
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>nger.  Future  tomatoes  are  worth 
)ur  close  attention. 

For  the  same  reason  spot  toma- 
•es  show  a  firmer  undertone,  and  a 
jmber  of  canners  who  were  ofTer- 
ig  them  at  the  reduced  prices  have 
ther  sold  out  or  have  withdrawn 
leir  prices  to  await  developments, 
heir  chief  argument  is  that  the 
pods  cannot  be  produced  next  sea- 
>n  at  any  less  than  the  present  sell- 
g  prices,  even  under  the  most 
tvorable  circumstances,  and  that 
ie  recent  developments  justify 
ime  improvement  in  the  market 
•ices.  There  is  not  a  sufficient  in¬ 
ease  in  the  demand  to  caus.e 
gher  prices  right  away  for  spot 
imatoes,  but  it  is  liable  to  come 
ithout  much  notice.  Whether  it 
)mes  or  not,  first-class  quality  at 
-day’s  prices  justifies  the  pur- 
lase  of  tomatoes  for  your  wants 
)  to  August  ist  next. 

New  spinach  is  of  excellent  qual- 
y.  The  season  for  canning  it  is 
ore  than  half  over,  and  our  can- 
:rs  have  not  yet  succeeded  in  ac- 
imulating  any  stock  of  it.  It 
oks  like  the  prices  for  new  pack 
ill  stiffen  up.  It  is  reported  that 
e  spring  crop  of  string  beans  will 
:  much  less  than  usual  because  of 
e  unfavorable  weather  conditions, 
id  the  canned  article  is  firmer  in 
insequence.  Sales  of  new  peas 
)w  arriving  are  light  as  yet.  Corn 
:  fair  quality  under  50  cents  is 
:tting  scarce.  Sweet  potatoes  are 
•mer.  The  other  lines  of  vege- 
bles  show  no  changes. 

New  strawberries  are  now  arriv- 
g  in  small  quantities,  and  in  ten 
tys  our  canners  will  be  at  work 
ill  blast  on  them.  The  prices  on 
ie  new  pack  are  attractive.  The 
her  lines  of  berries  and  cherries 
ill  follow  along.  There  is  more 
quiry  for  the  new  fruits,  especially 
>r  pineapples,  which  are  ready  for 
lipment  now  or  when  wanted, 
eaches,  pears  and  apples  are  fairly 
:tive,  and  it  looks  like  they  will  be 
eaned  up  before  the  season  for 
inning  them  comes  around  again. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 


Imported  Fish  Specialties. 

Mackerel. — The  condition  of  the 
lackerel  trade  is  very  unsatisfac- 
)ry.  Prices  are  very  low,  but  de- 
land  unsatisfactory.  There  are 
Ill  a  great  many  Norway  mack- 
rel  both  here  and  abroad  in  first 
ands,  and  they  will  all  have  to  be 
old.  If  the  demand  should  im- 
rove  just  a  little,  there  will  be  no 
ifficulty  in  disposing  of  this  re¬ 
taining  stock,  but  if  there  is  no 
nprovement  in  the  demand,  quite 
3nte  will  have  to  be  carried  over 
ntil  next  season. 

Sardines. — As  mentioned  before 
1  our  reports,  the  difficulties  be- 
.veen  the  French  fishermen  and  the 
rench  sardine  packers  have  had 
ie  most  serious  results,  and  the 
'rench  Government  has  taken  a 
and  in  this  dispute,  and  finally  a 
■ray  has  been  found  to  settle  these 


Sell  Borden’s  Milks  lor  Cooking  Purposes 

BORDEN’S  EAGLE  BRAND  CONDENSED  MILK  and  BORDEN’S 
PEERLESS  BRAND  EVAPORATED  MILK  should  also  be  sold  by  you  for 
cooking  purposes.  Do  not  be  satisfied  to  let  your  customers  use  BORDEN’S 
MILKS  only  at  the  table;  they  are  better  than  raw  milk  for  many  dishes;  for 
baking  cakes,  cookies,  cinnamon  buns,  crullers  and  waffles;  they  enrich  all 
gravies,  soups  and  sauces.  BORDEN’S  EAGLE  BRAND  CONDENSED  MILK 
is  the  best  for  babies.  It  is  rapidly  and  completely  digested  by  the  infant 
stomach,  contains  all  the  nourishment  of  fresh  cow’s  milk  and  is  absolutely  pure. 
It  has  been  famous  as  an  infant  food  since  1857  ;  more  infants  have  been  suc¬ 
cessfully  reared  upon  it  than  upon  all  the  other  infant  foods  combined,  and  the 
hundreds  of  thousands  of  sales  of  EAGLE  BRAND  have  passed  solely  through 
the  wholesale  and  retail  trade.  You  have  no  article  in  your  entire  stock  that  is 

more  popular  or  more  widely  known.  You  will  avoid 
trouble  from  dissatisfied  customers  if  you  will  PUSH 
THE  SALE  of  BORDEN’S  BRANDS. 

BORDEN’S  BRANDS,  both  sweetened  and  un¬ 
sweetened,  are  made  by  the  most  modern  process  and 
guaranteed  absolutely  PURE. 

Borden’s  Condensed  Milk 

••LEADERS  OF  QUALITY " 

Established  1857  NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“  BORDEN’S  BRANDS,  both  sweetened  and  unsweetened, 
are  made  from  the  HIGHEST  GRADE  raw  milk  by  the  most  modern 
process  of  manufacture  and  are  guaranteed  ABSOLUTELY  PURE” 


This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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differences.  We  are  informed  by 
our  people  in  France  that  both  the 
packers  and  the  fishermen  have 
agreed  to  submit  this  matter  to  ar¬ 
bitration,  and  the  following  gentle¬ 
men  have  been  appointed  as  arbi¬ 
trators  : — 

For  the  packers — Mr.  Petit,  pres¬ 
ident  of  the  Tribunal  of  Commerce 
of  the  Seine. 

For  the  fishermen. — Mr.  Rivoal, 
former  secretary  of  the  Federation 
of  Sardine  Fishers. 

As  sttr-a  r  b  i  t  r  a  t  o  r — Admiral 
Touchard. 

Our  friends  express  the  opinion 
that  it  will  only  be  a  short  time  now 
before  the  differences  are  settled 
and  an  agreement  arrived  at. 
French  sardines  are  scarce  and 
very  few  are  to  be  had  here  and 
abroad. 

Jn  Portugal  the  catch  has  started, 
and  some  shipments  are  coming 
forward,  though  they  are  not  as 
yet  sufficient  to  cover  the  orders 
which  have  been  booked  by  the  im¬ 
porters  during  the  time  that  none 
were  to  be  had,  so  it  will  be  some 
time  yet  before  there  will  be  an 
abundance  of  stock.  Besides,  ow¬ 
ing  to  advances  in  raw  materials, 
and  owing  to  higher  wages  paid  to 
the  workmen  in  Portugal,  manufac¬ 
turers  were  obliged  to  advance 
their  prices  all  along  the  line,  and 
letters  received  to-day  from  Portu¬ 
gal  express  the  opinion  that  further 
advances  are  bound  to  take  place 
very  shortly. 


In  Norway  the  fishing  has  started 
on  the  15th  instant.  Of  course  it 
is  much  too  early  to  say  how  the 
fishing  will  turn  out,  but  it  is  quite 
sure  that  prices  for  the  fish  in  the 
beginning  will  be  very  high,  even 
if  the  catch  should  be  very  good, 
because  practically  every  packer  in 
Norway  is  filled  up  with  orders 
which  he  has  been  unable  to  ex¬ 
ecute  during  the  last  season,  and 
which  the  packers  will  now  try  and 
execute  as  quickly  as  they  possibly 
can,  and  as  quickly  as  they  can  get 
the  fish.  The  demand  for  Norway 
sardines  continues  very  good. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Spices. 

The  market  is  active,  some  ar¬ 
ticles  for  import  being  higher  than 
prevailing  spot  prices.  The  tariff 
situation  shows  no  special  change. 
The  matter  is  before  the  Senate 
Finance  Committee  and  should  be 
reported  to  the  Senate  for  debate 
during  the  first  week  in  June. 

Pepper. — Foreign  prices  are 
higher.  In  fact  the  advance  is  fully 
]/2  cent  per  pound.  Stocks  in  this 
country  are  exceedingly  short. 
The  tendency  is  upward. 

Red  pepper  in  fair  demand  at  un¬ 
changed  prices. 

Cloves  firmer  and  higher  abroad. 
Practically  unchanged  here. 

Nutmegs  continue  low  and  with¬ 
out  change.  Present  prices  we  con¬ 
sider  very  safe. 


Co-operate  with 
the  Housewife 

TELL  HER  ABOUT 

MAPLEINE 


for  Dainty  New  Desserts 
and  Syrup.  She  will  real¬ 
ize  you  are  up-to-date  and 
you  will 

INCREASE  YOUR  SALES 

Order  from  your  jobber  or 
Frank  A.  Smith  &  Co. 
105  S.  Front  St.. 
Philadelphia,  Pa. 

Creso«nt  Mfg.  Co. 
Seattle,  Wash. 


Every  Cake  of 
Fleischmann’s 
==  Yeast  = 

influences  the  sale  of  flour, 
butter,  sugar,  salt,  eggs  and 
like  products  used  in  baking 
to  a  total  of  10  or  20  times 
the  cost  of  the  yeast  itself. 
That’s  how  the  sale  of  every 
cake  of  Fleischmann’s  Yeast 
builds  up  business  for  you. 

The  Fleischmann  Co. 


It’s  a  Pretty  Good 
Proposition 

If  you  don’t  sell  Wheatena,  let  us  tell 
you  you  are  missing  something.  We  know 
of  no  other  cereal  with  half  the  steady  re¬ 
peating  power.  It  sells  and  sells  and  sells. 

Why?  Because  it  is  wholly  different 
from  other  breakfast  foods,  and  is  there¬ 
fore  a  welcome  relief  from  the  rank  and 
file  of  conventional  brands. 

Guaranteed  till  it  reaches  your  cus¬ 
tomer’s  spoon. 

THE  WHEATENA  GO.,  Rahway,  N.  J. 

Member  of  the  American  Specialty  Manufacturers’  Association 


Mace  in  better  supply  at  steady 
prices.  Prime  select  stock  con¬ 
tinues  high  with  upward  tendency. 

Cassias. — China  grades  decidedly 
firmer ;  other  grades  unchanged. 

Gingers  without  change  during 
the  week.  Demand  is  steady. 

Tapiocas  very  steady  and  in  in¬ 
creased  demand. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Rice. 

A  good  demand  covering  the 
range  of  the  market  is  in  progress, 
and  there  is  an  improving  inquiry 
locally  as  well  as  out  of  town. 
Honduras  grades  are  held  firmly 
and  for  the  finer  qualities  higher 
prices  are  asked.  Japan  is  in 
steady  request,  and  in  some  quar¬ 
ters  prices  are  held  J4  cent  up.  Of 
course  this  is  by  no  means  the  rule, 
but  there  is  in  reality  a  better  tone 
evident.  The  final  action  and  actual 
movement  of  the  foreign  deal  has 
given  the  situation  a  strong  turn, 
it  being  further  reported  on  actual 
authority  that  an  additional  300,- 
000  pockets  of  Japan  have  been 
hocked  for  early  foreign  shipment, 
and  it  is  beginning  to  look  that 
Japans  as  well  as  Honduras  will 
pass  out  successfully,  and  with  but 
little  carry-over  of  the  present 
crop. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  report  slight 
improvement — collections  better. 
At  New  Orleans  the  market  is 
strong,  and  the  demand  has  been  a 
bit  more  active. 

In  the  interior — Southwest  Lou¬ 
isiana,  Texas  and  Arkansas — the 
remainder  crop  is  working  off  sat¬ 
isfactorily.  New  crop  reports  con¬ 
tinue  favorable,  though  a  good  gen¬ 
eral  rain  is  needed  to  destroy  the 
worms.  The  irrigation  companies 
have  their  hands  full  to  furnish  the 
requisite  amount  of  water,  as  the 
sooner  the  sprout  is  covered  the 
better  for  the  development  of  the 
grain. 

Cables  and  correspondence  from 
abroad  note  rough  rice  market 
quiet;  “spot  cleaned”  steady;  “for¬ 
ward  Burma”  easier. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 


MARKET  NOTES. 

Tomatoes  are  slightly  lower,  but 
are  still  pretty  high  for  the  season. 
Receipts  are  not  very  heavy  and 
prices  will  stay  up  until  they  in¬ 
crease.  The  range  for  good  stock 
is  $2.50  to  $3.50;  demand  fair. 

The  first  full  car  of  Florida 
watermelons  reached  Northern 
markets  during  the  week.  The 
fruit  sold  at  50  cents  to  $1. 

Strawberries  are  now  coming 
from  nearby  points,  but  the  demand 
is  sluggish  because  of  the  cool 
weather.  Jersey  berries  range 


from  10  to  15  cents  per  quart,  and 
Southern  berries  8  to  10  cents. 

Peas  are  coming  from  Virginia 
and  show  fine  quality;  $2.50  is  top 
and  the  demand  is  fair. 


CORRESPONDENCE. 


A  List  of  Jobbers. 

New  York,  May  15,  1913. 

To  the  Editor. 

Dear  Sir : — Please  be  kind 
enough  to  let  me  know  where  I  can 
obtain  a  list  of  the  wholesale  gro¬ 
cers  throughout  the  United  States, 
and  the  price  of  such  a  list. 

Yours  respectfully, 

Geo.  R.  McGee, 

Sales  Manager  for  Sunshine 
Pressing  Appliance  Co. 

Orrin  Thacker,  Columbus,  Ohio, 
prints  a  directory  of  wholesale 
grocers;  price  $1. 

*  *  * 

Names  of  Packers. 

Rochester,  N.  Y.,  May  19,  1913. 
To  the  Editor.  | 

Dear  Sir: — Kindly  send  firm’s 
name  and  address  of  Van  Camp’s 
evaporated  milk  and  canned  goods 
in  general. 

I  am  a  reader  of  “Grocery  World 
and  General  Merchant.” 

Weeks  &  Hayes. 

Van  Camp  Packing  Co.,  Indian¬ 
apolis,  Ind. 

*  *  * 

As  to  the  Weights  to  be  Placed  on 
Canned  Goods. 

Washington,  D.  C., 

May  19,  1913. 

To  the  Editor. 

Dear  Sir : — I  have  read  your  ar¬ 
ticle  on  net  weights  in  the  “Gro- 1 
eery  World  and  General  Merchant” 
of  May  19th. 

These  weights  were  made  up 
after  exhaustive  reports  taken  from 
a  number  of  reliable  sources;  an 
equalized  weight  was  obtained 
from  these  figures  and  a  5  per  cent, 
tolerance  allowed. 

We  can  hardly  see  that  this  can 
be  regarded  in  any  other  light  than 
that  the  canners  are  trying  to  give 
full  weight,  only  allowing  for  un¬ 
intentional  discrepancies  which  any 
machine  is  liable'  to  make. 

Yours  very  truly, 

Frank  E.  Gorrell, 

Secretary  National  Canners’  As¬ 
sociation. 


THE  NEW  YORK  LETTER. 

(Continued  from  page  9.) 

is  said  that  corn  of  fair  standard 
quality  at  45  to  50  cents  is  getting 
into  small  compass.  The  demand 
is  quiet  but  steady.  Fancy  corn  is 
firm,  although  the  demand  is  light 
at  present.  It  is  said  to  be  hard 
to  get  good  peas  of  standard  grade 
at  anything  less  than  $1,  but  buy¬ 
ers  are  reluctant  to  pay  that  price. 
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ere  is  a  fair  demand  for  fancy 
ides  in  small  lots,  but  medium 
ides  are  dull.  The  market  for 
ure  canned  vegetables  is  dull  in 
lines.  The  reports  of  unfavor- 
e  crop  conditions  in  various 
■ts  of  the  country  are  not  in- 
sncing  the  buyers,  who  seem  to 
k  on  such  reports  as  the  usual 
ng  at  this  time  of  the  year  and 
xefore  of  no  special  significance, 
rhere  is  a  steady  jobbing  trade 
canned  fruits  in  most  lines, 
e  offerings  are  not  urgent,  how- 
:r  moderate  the  demand,  and  so 
ces  are  fairly  firm. 

[n  California  dried  prunes  there 
an  increased  demand  for  spot 
>plies  in  small  lots  and  chiefly 
sizes  above  70.  The  market  on 
>,  50s  and  60s  is  strong,  with  a 
jhtly  upward  tendency  in  prices, 
cal  buyers  are  not  now  much  in- 
ested  in  shipments  from  the 
1st,  but  holders  there  are  firm 
their  views.  Dried  apricots  are 
n,  with  an  upward  trend  of  prices 
a  result  of  new  crop  conditions 
d  increased  demand  from  abroad, 
lyers  are  giving  a  little  more  at- 
ltion  to  spot  peaches  and  some 
dw  a  disposition  to  anticipate  re- 
irements.  The  offerings  are  only 
jderate  and  coast  reports  are 
m.  California  spot  raisins  are 
ling  in  a  light  jobbing  way  with 
otations  somewhat  nominal.  Cur¬ 
bs  are  quiet  and  steady. 

Receipts  of  butter  have  been  in¬ 
casing  and  the  market  is  slightly 
:aker.  The  quality  of  the  new 
camery  has  improved  and  much 
it  is  not  of  a  quality  to  hold  so 
2  receivers  are  trying  to  put 
t  the  receipts  as  promptly  as 
ssible.  Quite  a  surplus  is  noted 
some  of  the  stores.  The  extras 
ing  to-day  from  28^4  to  29  cents ; 
sts,  2 yy2  to  28^  cents,  with  some 
riations  from  day  to  day.  There 
a  fair  demand  for  seconds  at 
Y2  to  27  cents,  but  the  arrivals 
this  grade  are  not  as^  heavy  as 
the  higher  grades.  Process  is  in 
fht  supply  at  27  to  27*4  cents. 
Arrivals  of  eggs  are  moderate. 
ie  strictly  high  grade  fresh  galh- 
ed  stock  is  firm  with  a  fair  de- 
and.  Buyers  are  ready  to  take 
1  cheap  eggs  of  good  quality  at 
1  cents  and  downward.  The 
edium  grades  are  quiet  and  ir- 
gular  with  free  offerings.  The 
gher  grades  of  fresh  Western 
igs  bring  from  20  to  23  cents  and 
ncy  nearby  eggs  come  as  high 
25  cents. 

Fred.  A.  McGill. 


All  Products  in  the 
PARKE’S  STAMP  LINE 
are  Fast,  Steady  Sell¬ 
ers  and  Sure  to  Please 
Your  Customers 

Parke’s  Stamp  Line  includes  Cof¬ 
fee,  Tea,  Spices,  Baking  Powder, 

•* 

Ammonia,  Blue,  etc.,  and  will  appeal 
to  your  customers,  because  in  addi¬ 
tion  to  the  high  quality  of  all  the 
articles  each  package  carries  a  liberal 
number  of  stamps  with  it.  The 
stamps  are  good  as  cash  in  exchange 
for  hundreds  of  valuable  and  useful 
premiums.  It  will  pay  you  to  handle 
the  whole  line  because  the  sale  of 
one  leads  to  the  sale  of  all  the 
others.  Once  you  start  trade  on 
Parke’s  Products  it  stays  with 
you,  because  of  the  combination  of 
high  quality,  big  moneysworth  and 
liberal  premiums. 

L.  H.  PARKE 
COMPANY 

232=234  Market  Street 
PHILADELPHIA 


638=640  Grant  Street 
PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“  Of  course  you’re  saving  PARKE’S  STAMPS.  Don’t  forget  that 
you  get  them  with  Parke’s  Ammonia,  Bluing,  Baking  Powder,  Pepper, 
Mustard  and  other  spices,  etc.,  as  well  as  Tea  and  Coffee.  Buy 
all  Parke’s  goods  and  you’ll  soon  have  enough  stamps  for  a  beauti¬ 
ful  Dremium.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


kbsb 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


24 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Bound  to 
get  them 

<lf  An  Electrically  Lighted 
Grocery  Store — interior  and 
exterior — is  bound  to  get  the 
buying  public. 

<If  There  is  something  about 
a  brilliant,  attractive  illumi- 
nant  which  reaches  out  to 
the  man  or  woman  purchaser 
and  compels  attention — at¬ 
tracts  trade !  There  is  no 
illuminant  to  compare  in 
effectiveness,  in  decorative 
possibilities,  advertising 
qualities  or  economy,  with 
Electric  Light. 

<If  For  details  and  compre¬ 
hensive  estimates  consult 

The  Philadelphia  Electric 
Company 


TENTH  AND  CHESTNUT  STS. 


Help 
Some 

<If  To  get  some  trade  to-day 
your  store  must  appear  sani¬ 
tary  and  clean.  Putting  in 
U-Say  Selected  Sun-Cured 
Sanitary  Prunes  won’t  alone 
make  it  sanitary,  but  it  will 
help,  because  it  will  show 
your  desire  to  sell  foods  un¬ 
contaminated  by  dust  and 
dirt. 

<If  U-Say  Prunes  re  the  finest 

selected  California  prunes, 
packed  in  cartons  that  keep 
them  clean,  fresh  and  moist. 

<j[  Five  sizes,  retailing  at  10, 
12,  15,  25  and  60  cents. 

Beh  &  Herter 

SALES  AGENTS 

140  Franklin  Street 
New  York 


WHAT  PENNSYLVANIA  LEGISLAT¬ 
ORS  THOUGHT  OF  PLAN 
TO  ATTACH  GROCERY 
DEBTORS’  WAGES 

(Continued  from  page  15.) 

House  what  he  has  stood  day  after 
day  on  the  floor  in  advocacy  of 
the  bills  for  which  he  has  been 
sponsor  and  for  which  he  has  been 
pressing,  and  that  we  have  followed 
the  gentleman  without  a  dissenting 
voice,  and  now  he  takes  the  position 
upon  this  one  measure  that  it  should 
not  be  passed  because  it  will  be  to 
the  detriment  and  to  the  harm  of 
the  laboring  man.  Does  the  gen¬ 
tleman  concede  that  all  bills  should 
be  paid?  Whether  clothing  is  a 
necessity  or  not  does  not  enter  into 
the  consideration  of  the  case. 
Should  not  such  bills  be  paid  and 
should  any  honest  man  refuse  to 
pay  them?  I  submit  that  this  bill 
will  not  bring  any  hardship  to  any 
man.  Suppose  a  man  is  earning 
$20  a  week.  Under  this  bill  he 
can  exempt  $18  of  that  and  only 
$2  are  subject  to  attachment,  if 
within  thirty  days,  mind  you,  after 
he  has  had  notice  by  registered  mail 
to  his  last  known  address,  to  make 
it,  so  that  no  snap  judgment  will 
be  taken,  if  within  that  thirty  days 
he  has  not  gone  to  his  creditor  and 
made  some  satisfactory  adjustment, 
then  the  attachment  shall  issue. 

He  does  not  necessarily  have  to  pay. 
Suppose  in  the  thirty  days  he  goes 
to  the  grocer  and  says,  “I  cannot 
pay,  you  must  give  me  more  time”; 
and  suppose  he  does  pay  the  $2, 
would  that  man  fail  to  listen  to  his 
plea?  I  think  not.  There  is  no¬ 
thing  unreasonable  in  this  bill.  I 
have  been  informed  that  it  is  cus¬ 
tomary  in  certain  lodges  affiliated 
with  the  Federation  of  Labor  to  is-* 
sue  attachments  for  dues  payable 
to  such  organization.  I  do  not 
think  there  is  anything  improper  in 
this  bill  and  I  do  not  see  why  it 
should  not  pass. 

And  I  further  submit,  Mr. 
Speaker,  that  Mr.  Piper  raises  the 
point  that  it  is  not  compulsory  for 
a  merchant  to  grant  credit.  But, 
Mr.  Speaker,  what  a  cry  would  go 
out  if  the  groceryman  and  butcher 
would  stick  to  that  any  say,  “No, 

I  will  not  give  you  credit.”  What 
would  be  said  then?  A  man  who 
carries  people  along  on  his  books 
from  day  to  day!  Why,  in  the  city 
of  Erie,  out  of  150  stores  in  busi¬ 
ness  there,  only  fifteen  of  the  gro- 
cerymen  were  in  business  ten  years 
ago,  simply  because  of  these  bad 
debts.  I  submit  this  is  not  a  hard¬ 
ship  on  the  laboring  man.  It  is 
usually  the  salaried  man,  the  bank 
clerks  and  others  in  clerical  posi¬ 
tions  in  this  Commonwealth,  who 
go  around  with  a  cigarette  in  their 
mouth  and  their  hat  on  the  back  of 
their  head  and  who  are  earning  $75 
a  month,  who  refuse  to  pay  their 
debts  and  hide  behind  the  fact  that 
you  cannot  attach  them.  They  say 
to  you  that  you  can  get  it  if  you 
can. 

Mr.  Bergey. — Mr.  Speaker,  as  a 
friend  of  labor  and  one  carrying  a 
union  card,  I  want  to  arise  and 
defend  this  bill.  Organized  labor 
and  members  of  the  union  are  not 
opposed  to  this  bill,  who  honestly 
desire  to  pay  their  debts.  The  gen¬ 
tleman  from  Philadelphia  has 
drawn  an  illustration  regarding  the 
installment  houses.  The  gentle¬ 
man  fully  knows  that  every  install¬ 
ment  sale  practically  is  covered  by  a 
lease  and  the  records  of  the  install¬ 
ment  houses  show  that  their  loss 
is  less  than  il/2  per  cent.  As  I  un¬ 
derstand  this  bill,  it  is  aimed  to 
protect  the  merchants  who  are  sell¬ 
ing  goods  without  a  lease,  the  gro¬ 
cers  and  the  butchers  and  divers 
others  who  are  selling  goods  to  the 
men  who  they  have  trusted  and  who 


are  working  in  the  local  districts, 
in  the  shops,  and  who  after  the  de¬ 
livery  is  made  go  out  of  the  town 
an  escape  an  honest  debt,  owing  to 
the  man  who  cannot  afford  to  give 
them  credit,  usually  the  small  mer¬ 
chant,  and  I  believe  the  members 
of  this  House,  in  justice  to  organ¬ 
ized  labor,  should  vote  aye  on  this 
bill. 

Mr.  McAleer. — Mr.  Speaker,  I 
heard  the  gentlemen  who  are  talk¬ 
ing  on  this  bill.  Every  one  of  them 
said,  “As  I  understand  this  bill.” 
They  mean  “this  proposed  law.” 
Now,  I  want  to  tell  you  of  my  ex¬ 
perience  many  years  ago  in  Con¬ 
necticut,  where  they  had  such  a  law 
and  which  they  repealed  some  years 
ago  because  it  was  unpopular,  was 
one  which  was  a  great  hardship  on 
the  honest  man  and  did  not  get  the 
crook  at  all.  What  happened  un¬ 
der  this  law  in  the  State  of  Con¬ 
necticut  was,  the  unscrupulous  mer¬ 
chant  or  man  who  did  not  care 
whether  the  people  needed  the  goods 
or  not  or  whether  they  were  what 
they  should  be,  was  simply  desirous 
of  getting  the  goods  out  of  his 
hands  and  into  the  hands  of  a  man 
vvho  had  a  job,  and  he  did  not  con¬ 
sider  he  was  doing  wrong  if  he 
made  any  sort  of  promise,  knowing 
that  when  the  bill  was  due  he  could 
come  along  and  claim  under  the 
garnishee  bill,  or,  as  they  called  it, 
the  “factorized  law,”  and  he  could 
issue  an  attachment  or  attach  the 
wages  up  to  a  certain  percentage 
of  any  working  man  or  any  of  his 
minor  children.  Now,  the  grocer, 
the  butcher,  the  baker  were  not  pro¬ 
tected,  because  the  unscrupulous 
merchant  selling  clothing  and  fur¬ 
niture  in  excess  of  what  the  peo¬ 
ple’s  needs  were,  came  in  first  with 
his  claim.  Now,  the  man  who  was 
a  professional  beat  would  go  out 
and  get  his  goods  on  credit  and 
never  was  caught,  for  the  reason 
that  his  boss  never  owed  him  any¬ 
thing.  In  other  words,  he  would 
collect  his  wages  on  the  Saturday 
for  the  following  week.  If  the 
man  was  a  good  mechanic,  though 
not  strictly  honest  in  his  dealings, 
his  boss  did  not  care  for  that. 

The  wife  of  an  honest  man  might 
go  to  an  unscrupulous  dealer  and 
buy  some  goods  and  say  to  her  hus¬ 
band  that  she  bought  it  out  of  some 
little  money  that  she  had  saved,  be¬ 
cause  the  dealer  has  told  her  that 
she  can  pay  for  it  a  little  at  a 
time,  but  when  the  bill  was  due 
the  merchant  could  come  and  take 
the  money  out  of  the  man’s  wages, 
and  the  working  man  would  have 
no  redress.  That  is  how  the  bill 
worked  in  practice. 

Mr.  Piper. — Mr.  Speaker,  I  desire 
to  interrogate  the  gentleman  from 
Montgomery,  Mr.  Bergey. 

The  Speaker. — Will  the  gentleman 
from  Montgomery  permit  himself 
to  be  interrogated? 

Mr.  Bergey. — Mr.  Speaker,  I  will. 
Mr.  Piper. — I  desire  to  ask  the 
gentleman  whether  or  not  this  bill, 
if  enacted  into  law,  would  protect 
the  crook  who  gets  out  of  town 
and  refuses  to  pay  his  bills. 

Mr.  Bergey. — Mr.  Speaker,  not  as 
I  understand  it. 

Mr.  Piper. — Mr.  Speaker,  I  would 
like  to  ask  the  gentleman  further 
if  there  is  anything  in  the  bill  that 
would  enable  a  merchant  to  bring 
a  man  back  and  make  him  pay  his 
debts. 

Mr.  Bergey. — Mr.  Speaker,  as  I 
understand  the  bill,  you  can  send 
an  exemplification  of  the  record  to 
any  county  in  the  State  and  attach 
the  crook’s  wages,  or  it  can  be  done 
if  he  resides  in  any  other  State. 

Mr.  Piper. — Mr.  Speaker,  I  asked 
that  question  owing  to  the  fact  that 
it  seems  to  me  that  the  argument 
used  by  the  gentleman  in  behalf  of 


the  bill  was  to  try  and  protect  the 
business  man  from  being  cheated 
out  of  what  another  individual  owed 
by  leaving  town  and  not  paying  his 
bills.  I  do  not  believe  there  is  any¬ 
thing  in  this  bill  that  is  going  to 
provide  for  the  protection  of  the 
business  man  along  that  line,  espec¬ 
ially  if  a  man  is  a  thief,  and  wants 
to  cheat  the  man  he  is  doing  busi¬ 
ness  with,  and  gets  out  of  town 
without  his  salary  being  attached. 

Mr.  Mitchell. — Mr.  Speaker,  I  ad¬ 
mit  that  the  bill  is  not  stringent. 

It  is  a  compromise  measure.  It 
was  introduced  by  me  at  the  request 
of  the  Pennsylvania  Retailers’  As¬ 
sociation,  composed  of  about  90,000 
members.  In  its  original  form  it 
was  a  more  drastic  measure,  and 
more  like  the  New  York,  Ohio  and 
New  Jersey  laws.  In  the  Commit¬ 
tee  on  Labor  and  Industry  where 
the  bill  was  considered,  it  was  re¬ 
ferred  to  a  sub-committee  composed 
of  Mr.  Letzkus,  Mr.  James  A. 
Dunn  and  myself,  and  reported  out 
on  the  floor  of  the  House  in  its 
present  form.  Mr.  McAleer  re¬ 
ferred  to  the  law  in  Connecticut 
and,  Mr.  Speaker,  I  would  like  tc 
interrogate  him. 

Mr.  Hobbs. — Mr.  Speaker,  I  de¬ 
sire  to  take  but  a  very  few  moments 
I  did  not  intend  to  speak  upon  this 
proposition,  but  it  is  a  well-known 
fact  that  the  mercantile  business  is 
carried  on  very  extensively  and  it  is 
perfectly  natural,  and  it  is  in  great 
competition.  Therefore,  the  profits 
on  the  necessities  of  life  are  very 
low,  the  percentage  is  very  light, 
and  in  order  for  the  merchant  to 
make  his  business  successful  he 
must  get  his  pay  for  the  merchan¬ 
dise.  The  facts  are  that  there  are 
a  great  many  men  who  refrain  from 
or  neglect  to  pay  their  grocery  bills, 
while  they  squander  all  their  money 
for  the  unnecessary  things  of  life. 
For  that  reason  those  who  do  pay  1 
their  bills  pay  more  than  they  ought 
to  pay,  and,  gentlemen,  for  the  pro¬ 
tection  of  the  merchant  and  for  the 
protection  of  the  honest  laboring 
man,  this  bill  should  pass. 


' 


The  State  Association’s  bill  al¬ 
lowing  the  attachment  of  10  per 
cent,  of  debtor’s  wages  for  unpaid 
grocery  bills,  which  passed  the 
House  a  week  ago  and  is  now  in 
the  Senate,  was  reported  out  of  the 
Senate  Judiciary  Special  Commit¬ 
tee,  with  a  favorable  recommenda¬ 
tion  and  is  now  on  first  reading 
The  bill  is  Senate  Bill  1,415. 


The  Governor  has  signed  the 
bill,  referred  to  last  week,  requir¬ 
ing  dealers  in  bankrupt  goods  to 
take  out  a  license. 


No  sooner  was  the  cold  storage 
food  bill  signed  than  a  bill  to 
amend  it  was  introduced  in  the 
House.  The  amendment  has  to  do 
with  stored  fish,  and  provides  that 
the  dates  when  fish  go  into  storage, 
which  the  main  act  says  must  cover 
month  and  day,  shall  in  the  case  of 
fish  be  only  the  month  and  not  the 
day. 


About  the  only  oleo  legislation 
likely  to  be  passed  at  this  session 
was  the  bill  which  passed  the 
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iuse  on  Wednesday,  having  first 
;sed  the  Senate.  It  establishes 
tandard  of  color  for  oleomarga- 
e.  The  present  law  is  confusing 
:ause  it  merely  forbids  oleo  to 
k  like  butter.  The  other  impor- 
t  oleo  bill,  reducing  license  fees 
•retail  grocers  from  $100  to  $6, 
ne  up  the  day  before,  Tuesday, 
1  was  defeated. 

The  Senate  bill  defining  com- 
dities  and  providing  weights  for 
ne  and  as  to  labeling  with  net 
ight,  etc.,  which  passed  the  Sen- 
last  week,  was  favorably  re¬ 
nted  out  of  the  Senate  Commit- 
on  Public  Health  and  Sanita- 
n  during  the  week. 

The  Senate  has  finally  passed 
late  Bill  958,  which  relieves 
m  the  payment  of  mercantile  tax 
1  concern,  whether  corporation, 
ited  partnership  or  joint  stock 
ociation,  which  has  paid  a  tax 
its  capital  stock.  The  bill  now 
:s  to  the  House. 

senate  Bill  1,377,  giving  the 
ite  Livestock  Sanitary  Board  jur- 
iction  over  examining  meats  and 
at  food  products,  has  been  re- 
'ted  to  the  Senate  from  the  Ju- 
iary  Special  Committee  with  a 
orable  recommendation. 

R.  C. 


AMONG  THE  TRADE. 

Lie  Philadelphia  Association 
Manufacturers’  Representatives 
d  its  annual  outing  at  Brandy- 
le  Springs  Park,  Wilmington, 
1.,  last  Thursday.  About  a  hun- 
:d  men  went  down,  and  the  num- 
■  would  have  been  increased  had 
:  weather  been  more  promising, 
ter  a  planked  shad  dinner  a 
>eball  game  was  played  between 
yers  who  never  played  before 
1  players  who  ought  never  to 
y  again. 


MANY  GROCERS 

ad  it  pays  them  to  read  the 
jood  stuff”  in 

'he  Advertising  World 

Columbus,  Ohio 

iple  free,  or  lour  months’  trial  for  10  cents 


ELTON  J.  BUCKLEY 

tditor  “Grocery  World  and  General  Merchant*’ 

torney  and  Counselorat  Law 
643-648  Land  Title  Building 

Philadelphia.  Pa. 


Satisfactory  and  Profitable 

Freihofer’s  Egg  Elbow  Macaroni 

pays  the  grocer  a  nice  profit  and  pleases  his  customers.  It’s  a  high  grade,  pure  food,  made  of  real  eggs 
and  fine  quality  farina,  in  a  clean,  sunlit,  American  factory. 

Tell  your  customers  it’s  the  most  tender  and  delicious  macaroni  they  ever  ate,  because,  once  you 
get  them  started,  they’ll  buy  it  all  the  time,  and  that  means  a  steady  stream  of  sales  and  profits  for 
Selling  FREIHOFER’S  EGG  ELBOW  MACARONI  also  leads  to  the  sale  of  FREIH01EKS 
SPAGHETTI,  PASTELS  and  NOODLES,  all  clean,  American  made,  profitable  goods. 


Baking  Company,  Philadelphia. 

WHAT  TO  TELL  CUSTOMERS 

"I  want  to  please  you,  so  I’m  going  to  ask  you  to  try  FREIHOFER  S  EGG 
MACARONI ;  it’s  the  tenderest,  most  delicious,  best  flavored  you  ever  tasted. 

This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania’  Retail  Merchants 


STEADY 
STAPLE 
PROFITABLE 


FOR  AiL 
TAN  SHOES 
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bcnovatob 

FOB 

WHITE  SHOES 
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Mason’s  White  Dressing  for  #  White  Shoes 

Mason’s  Tan  Combination  for  Tan  Shoes 

are  the  biggest  selling  Shoe  Dressings  because  the  most  satisfactory.  The  shoe  trade  sells  MASON’S  SHOE 
DRESSINGS  because  they  are  best  and  sell  fastest :  follow  that  example  and  PUSH  THE  SALE  of  Mason' s. 
Don’t  stock  your  shelves  with  unknown  and  unsalable  brands.  Every  customer  you  have  uses  shoe  dressing — sell  il 
to  them;  you  can  if  you’ll  offer  Mason' s,  because  Mason’s  are  so  WELL  KNOWN.  Remember  that  these  staple, 
fast  selling  shoe  dressings  pay  you  IS  per  cent,  profit ;  and,  they  are  something  everybody  buys. 

JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 


WHAT  TO 


CUSTOMERS 


TELE 

“This  White  Dressing  of  Mason’s  has  fairly  swept  the  country,  because  it  is  the 
finest  dressing  for  white  shoes  ever  discovered.  Try  it’’ 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania "  Retail  Merchants 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 

Selling  Macaroni. — If  you  ever 
have  an  opportunity  to  visit  a  mac¬ 
aroni  factory — Freihofer’s  in  Phila¬ 
delphia,  for  instance — it's  an  edu¬ 
cation.  The  real  difference  in  the 
good  and  poor  macaroni  is  the 
quality  of  the  raw  material  and  the 
method  of  manufacture. 

A  poor  macaroni  will  cook  pasty 
and  sticky  and  will  have  an  un¬ 
pleasant  after  taste,  while  a  good 
macaroni  will  be  tender  and  sweet. 
Your  customer  says  “What  is  the 
difference  in  the  imported  Italian 
article  and  the  American?”  The 
writer’s  experience  is  that  the  im¬ 
ported  is  not  superior  to  ours. 

Ours  is  made  from  northern 
spring  wheat  farina  and  this  is  as 
good  in  quality  as  anything  that 
grows.  You  can  say  that  the  gen¬ 
eral  preparation  of  this  article  is 
far  more  sanitary  than  that  used  by 
the  Italians,  being  made  in  a  clean 
American  factory  under  ideal  sani¬ 
tary  conditions. 

*  *  * 

“I  Can  Beat  Your  Price  On  Lard,” 

says  the  little  cash  buyer.  Yes,  but 
are  you  talking  about  the  best  lard  ? 
There’s  compound  and  there’s  pure 
lard.  There’s  best  lard  so-called 


and  there’s  leaf  lard,  which  in 
reality  is  the  best.  What  does 
“Leaf”  mean?  Why  it  means  the 
leaves  or  thin  layers  of  fat  rendered 
down  just  as  taken  from  the  hog. 
For  buying  purposes  especially  this 
is  the  cheapest  to  use.  It’s  all  sub¬ 
stance  and  very  sweet.  This  is  the 
kind  I  quoted  you.  “Certainly  we 
have  the  other.” 

*  *  * 

Changing  Things  Around. — Did 

you  ever  go  home  and  find  your 
bed  where  the  bureau  was  and  the 
couch  where  the  table  sat?  What 
inspired  the  little  woman  to  tear 
things  around?  Nothing  but  the 
love  of  change.  The  desire  to 
please.  You  liked  it.  It  created  a 
new  atmosphere  for  you.  You 
wonder  why  it  hadn’t  been  done 
long  ago.  That’s  the  man  of  it. 

Now  turn  around  yourself  and 
do  the  same  thing-  in  the  store. 
Move  something.  Upset  things. 
Transfer  your  cake  department, 
for  instance,  where  it  will  be  near 
the  window  and  where  half  the 
loose  goods  can  be  shown  up  and 
sold  right  out  of  the  window. 
Place  the  coffee  mill  somewhere 
else  or  the  inside  fruit  show.  The 


public  may  remain  silent,  but  they’ll 
wonder  why  it  hadn’t  been  done 
long  ago. 

*  *  * 

A  Good  Pace  Maker. — When  a  fel¬ 
low  gets  along  to  be  25  and  has  set¬ 
tled  down  to  live  and  learn  he  has 
surely  met  somewhere  or  other  his 
ideal  man — a  man  who  is  all  honor, 
who  is  wholesome,  happy  and  a 
financial  success.  That’s  the  man 
to  imitate.  That’s  the  man  to  watch 
and  study  and  talk  with  if  possible. 

To  be  sure  we  can  read  about 
such  lives  and  such  reading  “re¬ 
mind  us  we  should  make  our  lives 
sublime,”  but  coming  in  contact 
with  real  success  at  close  range  is 
or  should  be  most  inspiring. 

If  you  were  asked  to-morrow  to 
sit  at  the  desk  of  your  ideal  man 
and  assume  his  duties,  how  near 
would  you  qualify?  If  you  have 
the  right  ambition,  sir,  there  is  no 
question  as  to  your  being  “asked” 
some  day. 

But  if  you  make  no  attempt  to 
learn  the  things  he  learnt  or  to  live 
the  correct  life  he  lives,  your  chance 
will  be  very  improbable  indeed  and 
the  sooner  you  realize  it  the  better. 
*  *  * 

Getting  the  Price.— Some  men  sell 
goods  all  the  day  long  and  get  the 
full  price.  Some  ask  permission  to 
cut  prices  if  they  only  sell  $10 
worth. 

The  fact  is,  price-cutting  isn’t  a 
business  getter  compared  to  good 
delivery  service,  good  personal  at¬ 
tention  and  a  good  understanding 
of  the  things  you  have  to  sell.  A 
woman  may  tell  you  she  can  buy 
peaches  for  20  cents  a  can  that  are 


“simply  splendid”  and  yours  are  25 
cents.  You  ought  to  know  the  dif¬ 
ference  in  these  two.  The  fruit 
in  the  one  can  is  small,  slightly  off 
color,  a  trifle  ragged  and  a  bit  ir¬ 
regular  in  form.  The  syrup  is 
light.  Your  25-cent  fruit  is  large 
halves,  golden  yellow,  uniform 
color,  evenly  cut,  riper,  sweeter, 
better  flavor,  far  nicer  looking  when 
served  and  the  syrup  is  much  heav¬ 
ier.  Same  argument  applies  to 
nearly  every  other  fruit,  particu¬ 
larly  apricots,  quince  and  plum.  ] 

*  *  * 


Take  Care  of  These  Goods. — Bis¬ 
marck  herring  in  glass  and  cans  as 
well  as  Brat  herring  must  be  put 
in  the  cooler  and  sold  from  there, 
yet  where  there  is  a  refrigerator 
plant  you  can  keep  a  few  of  these 
under  display  during  the  hot  season 
and  many  a  sale  will  be  made  that 
wouldn’t  be  were  they  stored  out  of 
sight. 


Asparagus  is  now  coming  from 
nearby  points  only,  and  commands 
15  to  25  cents  per  bunch.  The 
quality  is  fine  and  the  demand 
good. 
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PUSH  YOUR  OWN  BRAND  OF 

Peanut  Butter 

We  will  pack  the  best  quality  under  your 
OWN  PRIVATE  LABEL  in  vacuumized 
glass  drinking  tumblers;  also  Mason  jars, 
cans  or  pails. 

Ipham,  Miller  Co. 

INEIW  YORK 

Manufacturers,  Importers  and  Packers  of 
Food  Products  of  the  Finest  and  Most  Ex¬ 
clusive  Grocers  in  America. 
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TIME  NOT  WASTED 

Too  often  we  think  it  a  waste  of  time  to  read  an  “ad,”  failing  to  recognize 
the  fact  that  the  advertiser  is  presenting  a  line  of  goods  upon  which  he 
stakes  his  reputation.  It  is  not  time  wasted  for  a  live  merchant  to  keep 
in  touch  with  anything  that  will  benefit  his  business. 

-We  cannot  emphasize  too  much  the  importance  of  taking  care  of  your  Syrup  trade.  Our  Syrups  are  selected  with  great  care;  special  attention  is 
paid  to  quality  and  we  keep  the  standard  up  to  what  it  should  be.  Royal  Table  Syrup  is  one  of  those  bright,  clear,  sparkling  syrups,  having  a  delicious  flavor. 
Our  Challenge  Syrup  is  a  great  favorite  and  has  a  host  of  friends  ;  other  leading  brands  include  Gilt  Edge,  Ex.  Amber,  Cresent,  Quaker  City,  White  Clover,  King 
“  B”  Drips,  Cruiser,  109  Sugary,  Ex.  Maple,  Etc.;  also  Sugar  Syrups  and  New  Orleans  Molasses.  Send  us  your  orders. 

^ L1YES  Qur  new  package,  a  twenty-ounce  fruit  jar  Queen  Olives,  packed  in  cases  of  one  dozen  each,  a  splendid  package  to  retail  at  25c.,  price  per  doz.,  $2.20. 

me.  BEANS  Here  is  an  opportunity  to  buy  high-grade  goods  at  bargain  prices.  We  offer,  for  this  week  only,  our  celebrated 

CRUISER  BRAND  New  York  Stringless  Golden  Wax  Beans,  at  $1.10  per  doz.;  regular  price,  $1.25.  No  one  more  than  five  cases. 

Always  more  demand  for  table  oil  at  this  season  of  the  year  than  any  other  time.  We  offer  our  own  importation  of  the  finest  French  Oil, 

Beaumarchand  Brand,”  packed  in  dark  bottles,  half-pints,  2  doz.  in  a  case,  per  case,  $4.30;  pints,  2  doz.  in  a  case,  per  case,  $6.75  ;  quarts,  1  doz.  in  a  case, 
$6.00.  We  recommend  this  oil  to  the  finest  trade.  ’ y  ’  ’  4  ’ 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

GROCERS 
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NORTH  WATER  STREET 
PHILADELPHIA  -  PENNSYLVANIA 
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Continental  Safety  Egg  Cartons  are  the 
Only  Practical  Egg  Cartons 

First :  They  prevent  breakage,  because  each  egg  is  firmly  gripped  in  a  cushion-like  nest,  and  this 
secures  your  full  profit. 

Second :  They  are  quickly  and  easily  filled  and  fastened. 

Third :  Bach  carton  has  its  own  string  and  fastener  attached  to  it,  thus  saving  time  and  string. 

Packed  flat ,  250  to  the  case 
Ask  your  jobber  or  write  us  for  FREE  sample 

CONTINENTAL  PAPER  BAGS 

“  There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose,”  and  our  name  on  a  bag  carries  with  it  the  quality 
guarantee  of  the  biggest  paper  mills  in  the  world.  Let  us  quote  prices  on  the  grade  of  bags  you  are  now  using. 

COFFEE  BAGS  :  Let  us  show  you  how  to  make  a  reputation  for  your  coffee  and 
increase  your  sales  by  using  bags  that  will  retain  the  fresh  roasted  flavor  and  aroma. 

Write  us  for  samples  and  prices 

Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 


Continental  Paper  Bag  Co 

WHITEHALL  BUILDING,  NEW  YORK 
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The  following  letter  reaches  me 
from  New  York  State.  The  sub¬ 
ject  will  be  for  general  interest: — 

Please  answer  the  following  ques¬ 
tions  : — 

(1) .  Whether  or  not  the  pur¬ 
chaser  is  not  responsible  for  goods 
shipped  on  his  order,  whether  or  not 
the  goods  are  ever  received  by  the 
purchaser?  That  is,  if  the  seller 
ships  the  goods  on  the  purchaser’s 
order  and  takes  receipt  therefor 
from  the  carrier  company,  is  not  the 
purchaser  or  concern  ordering  the 
goods  responsible  for  the  bill? 

(2) .  If  goods  are  lost  in  transit, 
is  not  the  carrier  company  abso¬ 
lutely  responsible  for  the  value 
thereof  to  the  purchaser? 

If  these  points  have  not  been 
covered  in  any  of  Mr.  Buckley’s 
articles,  perhaps  he  would  cover 
them  specially  in  an  early  article. 

The  question  to  whom  goods  be¬ 
long  while  they  are  en  route  from 
seller  to  buyer  depends  on  the  terms 
between  the  parties.  Sometimes 
they  are  the  property  of  the  seller 
and  sometimes  they  are  the  prop¬ 
erty  of  the  buyer.  Of  course  if 
anything  happens  to  them  the  claim 
upon  the  railroad  must  be  made  by 
the  owner.  Whether,  if  they  are 
lost,  the  buyer  must  still  pay  for 
them,  depends  again  on  the  terms 
of  sale. 

I  can  make  this  clear  by  citing 
two  simple  illustrations : — 

1.  — A  is  a  jobber  located  in  New 
York  City,  who  obtains  an  order 
from  B,  a  retailer  located  in  Cin¬ 
cinnati,  Ohio.  The  goods  are  sold 
f.  o.  b.  New  York,  which  means 
free  on  board  cars  in  New  York. 
When  A  delivers  them  to  the  rail¬ 
road  company  in  New  York  City, 
his  contract  is  completed,  and  in  the 
eyes  of  the  law  the  goods  are  then 
delivered  to  B,  the  buyer,  and  they 
are  in  his  constructive  possession 
all  the  time  they  are  en  route.  In 
this  case  the  railroad  company  is 
the  agent  of  B. 

2.  — The  same  parties  enter  into  a 
contract  for  the  purchase  and  sale 
of  goods,  but  this  time  they  are  sold 
f.  o.  b.  Cincinnati,  Ohio,  which 
means  that  A’s  contract  is  not  com¬ 
pleted  until  he  carries,  or  gets  them 


carried,  to  Cincinnati.  In  this  case 
the  railroad  company  is  the  agent 
of  A,  the  seller,  and  the  goods  are 
in  A’s  constructive  possession  dur¬ 
ing  the  whole  time  they  are  travel- 
ing. 

In  cases  like  the  first,  if  the  goods 
are  lost,  the  loss  is  B’s,  because  he 
owned  the  goods  at  the  time.  It 
is  he  who  must  make  claim  on  the 
railroad,  and  he  must  pay  for  the 
goods  whether  he  ever  collects 
from  the  railroad  or  not,  and  he 
cannot  wait  until  the  railroad  set¬ 
tles,  either. 

The  same  statement  of  course 
applies  where  the  goods  are  not 
lost,  but  merely  damaged. 

In  cases  like  the  second  illus¬ 
tration,  the  loss — if  the  goods  were 
lost — would  fall  on  A,  the  seller, 
because  he  owned  the  goods  at  the 
time.  They  had  never  left  A’s  pos¬ 
session,  and  B  would  neither  need 
to  pay  the  bill  or  to  care  anything 
about  it.  This  is  also  true  in  case 
of  damage  rather  than  loss. 

Now  as  to  the  second  question 
asked  by  this  correspondent — is 
the  railroad  not  absolutely  respon¬ 
sible  for  the  value  of  the  goods  in 
case  they  are  lost  while  en  route? 
The  answer  is,  not  necessarily. 
You  can  be  very  sure  that  if  the 
railroad  has  been  able  to  tie  the 
owner  of  the  goods  up  in  a  contract 
letting  the  railroad  out  in  case  of 
loss  or  damage,  it  has  done  so. 
The  contract  between  a  railroad 
and  the  shipper  is  the  bill  of  lad¬ 
ing  which  the  shipper  gets  when 
he  delivers  the  goods  for  shipment. 
It  is  loaded  with  small  type  provi¬ 
sions  which  give  the  railroad  as 
much  as  possible  and  the  shipper 
as  little  as  possible.  Where  goods 
are  sold  f.  o.  b.  New  York  the 
buyer  can  of  course  not  attend  to 
getting  them  shipped,  so  the  seller 
usually  does  it  for  him,  in  which 
case  the  bill  of  lading  which  the 
railroad  gives  the  seller  is  still  the 


contract  binding  the  buyer,  because 
in  making  shipping  arrangements, 
the  seller  acted  merely  as  the  buy¬ 
er’s  agent,  and  the  buyer  must 
abide  by  what  the  seller  did. 

The  law  allows  a  railroad  to  put 
in  the  bill  of  lading  provisions  ex¬ 
onerating  it  from  liability  for  loss 
occurring  from  everything  ex¬ 
cept  its  own  negligence.  The 
policy  of  the  law  has  always 
been  to  forbid  railroad  companies 
from  making  shippers  agree  not  to 
hold  it  responsible  for  its  own  want 
of  care  (negligence),  but  a  few  of 
the  States  have  lightened  up  a  little 
on  this,  and  are  now  allowing  it 
to  be  done.  Generally  speaking, 
however,  the  policy  of  the  law  is 
still  that  a  railroad  must  stand  for 
losses  caused  by  its  own  negligence, 
whether  it  has  put  the  contrary  in 
its  bills  of  lading  or  not. 

This  means  that  under  the  pres¬ 
ent  method  of  dealing  between  a 
railroad  and  a  shipper  the  latter 
can  hold  the  former  responsible  for 
lost  or  damaged  goods  only  when 
the  loss  or  damage  is  caused  by  the 
railroad’s  negligence,  and  some¬ 
times  the  shipper  must  prove  the 
negligence,  which  is  often  a  hard 
thing  to  do.  In  other  cases,  how¬ 
ever,  all  that  the  owner  of  the 
goods  must  do  is  to  prove  the  de¬ 
livery  of  the  goods  to  the  company, 
and  the  latter’s  failure  to  deliver 
them  at  their  destination,  or  their 
delivery  in  a  damaged  condition. 
Then  the  railroad  must  show  that 
loss  or  damage  were  caused  by 
something  other  than  its  own  want 
of  care.  If  it  doesn’t  do  that,  to 
the  satisfaction  of  a  jury,  a  verdict 
will  be  given  against  it.  Negli¬ 
gence  means  lack  of  ordinary  pru¬ 
dence  and  care. 

How  much  can  the  owner  collect 
if  he  collects  anything?  The  meas¬ 
ure  of  damages  in  case  judgment  is 
obtained  against  the  railroad  for 
the  loss  of  the  goods,  is  the  market 


value  of  the  goods  at  the  point  of 
destination,  not  the  point  from 
which  they  were  shipped.  To  the 
market  value  may  be  added  interest,  J 
and  from  the  sum  of  principal  and  ! 
interest  the  freight  charges  are  to  ; 
be  deducted.  Where  the  goods  are 
simply  damaged  the  measure  is  the 
market  value  less  the  fair  value  of 
the  damaged  goods  at  the  point  of 
destination. 

In  case  of  damage  through  un¬ 
warranted  dejay,  the  measure  of 
damage  is  the  difference  between 
the  market  value  at  the  point  of 
destination  on  the  day  when  deliv¬ 
ery  should  have  been  made,  and  the 
market  value  on  the  day  when  it 
was  made.  This  is  so  whether  the 
decline  which  may  have  occurred 
was  due  to  a  market  decline  or  a 
deterioration  of  the  goods  them¬ 
selves. 

( Copyright ,  May,  1913,  by 
Elton  J.  Buckley.) 

Question :  E.  S.,  Detroit,  Mich. — 

I  am  a  subscriber  to  your  journal 
and  have  a  case  on  hand  that  re¬ 
quires  your  advice.  About  one  year 
ago  a  man  came  to  my  store  who 
claimed  to  be  an  inspector  of  the 
Detroit  Board  of  Health  and  told 
me  to  deliver  groceries  to  a  family 
who  were  quarantined  with  scarlet 
fever  and  he  would  see  that  the  bill 
would  be  paid.  It  has  been  impos¬ 
sible  to  collect,  and  I  want  to  have 
your  opinion  on  what  to  do.  I 
have  called  on  the  Board  a  lot  of 
times  and  can  get  no  satisfac¬ 
tion. 

Answer. — This  depends  on  the 
status  of  the  inspector.  I  cannot 
imagine  his  acting  in  this  way  so 
that  the  Board  of  Health  would  be 
bound.  He  was  probably  merely  a 
messenger  for  or  friend  of  the 
quarantined  family.  If  this  is  cor¬ 
rect,  the  family,  if  they  got  the 
goods  and  consumed  them,  are  lia¬ 
ble  for  their  price.  It  may  be  that 
the  inspector  guaranteed  their  ac¬ 
count  when  he  said  “I  will  see  that 
the  bill  is  paid.”  If  he  merely 
guaranteed  the  debt  of  another  his 
promise  would  have  to  be  in  writ¬ 
ing  ;  otherwise  it  has  no  force.  His 
words  at  the  time  may  have  been 
such  as  to  make  the  debt  his  own, 
in  which  case  it  would  not  need  to 
be  in  writing.  If  the  family  are 
insolvent,  it  looks  as  if  nobody  else 
was  legally  liable.  I  advise  going 
after  the  family  first.  If  you  can’t 
get  your  money  from  them  I  should 
lay  the  facts  of  the  inspector’s  guar¬ 
antee  before  the  Board  of  Health, 
for  while  they  are  probably  not  lia¬ 
ble,  it  might  well  be  that  they  would 
not  care  to  employ  a  man  who 
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ild  play  such  games  on  mer¬ 
its. 

foTE. — Requests  for  informa- 
in  this  Department  should 
ely  set  out  in  full  all  the  facts 
ring  on  the  case,  and  all  ques- 
s  should  be  carefully  framed 
avoid  misconstruction.  Write 
one  side  of  the  sheet  only. 
;ers  should  be  received  at  this 
:e  not  later  than  Tuesday  of 
1  week  to  ensure  an  answer 
he  Monday’s  issue  following. 
;  signature  and  address  of  the 
;er  must  accompany  all  in- 
ies,  and  will  be  published  un- 
there  is  a  request  not  to  do 
All  inquiries  received  will  be 
vered  without  charge.  Ad¬ 
is  all  communications  to  Legal 
tor  “Grocery  World  and  Gen- 
Merchant.” 


io  Grocer  Says  Beef  Was  Never 
So  High  in  His  Experience. 

i.  A.  Loos,  a  grocer  at  1072 
n  street,  Columbus,  Ohio,  says 
he  has  been  in  the  retail  gro- 
r  business  for  thirty  years  and 
■  he  is  now  paying  the  highest 
e  for  beef  that  he  ever  paid. 
’  Loos  purchased  a  hindquarter 
>eef  on  April  8th  and  carefully 
red  up  his  profits.  The  result 
astonishing.  He  sold  it  as  fol- 

>  I" - 

4 '/i  lbs.  Porterhouse  steak  at 


30c .  $4  30 

5V2  lbs.  loin  steak  at  25c.. .  .  6.35 

y'/i  lbs.  round  steak  at  22c..  8.16 

8  lbs.  rump  roast  at  22c.. .  1.75 

573  lbs.  flank  beef  at  15c....  2.26 

4  lbs.  soup  bone.. . 30 

3  lbs.  suet  at  5e . 15 

V/  lbs.  kidney . 08 

4  lbs.  scraps  . 05 


3  lbs.  $23.40 

'he  beef  brought  $23.40  for  the 


pounds  which  were  sold.  The 
ler  attributed  19  pounds  to 
nkage,  which  made  the  total 
ght  142  pounds.  The  cost  price 
;  11  cents  per  pound,  which 
le  the  price  of  the  hindquarters 
.88.  Mr.  Loos  figured  his  cost 
doing  business  at  15  per  cent, 
estimating  his  profit  he  figured 
margin  on  the  cost  price,  the 
t  of  selling  $19.88  worth  of  beef 
Hinting  to  $3.46.  Adding  this 
^19.88,  the  cost  of  the  beef  at  1 1 
ts  per  pound,  the  result  was 
1.34.  Thus  his  net  gain  on  the 
isaction  amounted  to  the  mag- 
cent  sum  of  6  cents. 


•ATENTS 

Trade-marks  procured  promptly  and 
?erly  in  all  countries. 

»is& Davis,  Washington,  D.G. 


LOSING  YOUR  TIME 


oil 


ARGO 


©Star3i© 


You  could  sell  ARGO 
STARCH  to  ten  cus¬ 
tomers  in  the  time  it  takes 
to  sell  bulk  starch  to  one , 
because  when  you  handle 

ARGO  STARCH 
there’s  no  weighing,  no 
wrapping,  no  tying — just 

a  neat  carton  to  take  from  the  shelf  and  hand  out.  You  can 
sell  ARGO  STARCH  and  nine  other  articles  to  one 
customer  in  the  time  it  would  take  to  scoop,  weigh,  wrap  and 
tie  bulk  starch.  This  means  you  can’t  afford  to  bother  with 
bulk  starch.  ARGO  STARCH  is  clean  starch,  it  starches 
clothes  white  ;  we  say  so  in  our  extensive  advertising  and  sales 
come  quick  to  the  grocer  who  keeps  ARGO  STARCH 
well  displayed. 

Corn  Products  Refining  Company  ■ 

NEW  YORK 


4/ 

MSM,  ; 


WHAT  TO  TELL  CUSTOMERS 

“ARGO  STARCH  is  the  clean  and  pure  starch.  The  first 
time  you  use  it  you’ll  notice  how  much  whiter  your  clothes 
look.  Let  me  send  it  to  you  this  week.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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death 


’em  alive — let  ’em  starve  to 
if  they  won’t  work!” 

“They’d  get  goods  somewhere 
else  and  when  they  got  back  u 
work  they’d  boycott  me,”  he  said. 


“All  right,”  I  said,  “even  if  the. 


I  suppose  if  anybody  had  kept 
tabs  on  it,  they  could  say  without 
lying  that  as  many  as  a  thousand 
times  somebody’s  heard  me  say  as 
loud  as  I  could,  that  the  doctor  that 
refused  to  go  tend  a  sick  person 
just  because  he  wouldn’t  pay  his 
bill  was  a  dog  and  a  pole  cat. 
When  you  think  about  it  in  cold 
blood,  I’ll  own  up  its  a  little  hard 
to  see  how  a  doctor  could  be  both 
a  dog  and  a  pole  cat,  but  take  it 
from  me,  he  can.  He  can  be  a  dog 
with  a  pole  cat’s  habits. 

Be  that  as  it  may — I  say,  be 
that  as  it  may — I’ve  changed  my 
mind.  When  I  said  that  I  was  in 
wrong,  and  I’ve  been  shown  I  was 
by  having  almost  the  same  thing 
happen  to  one  of  my  own  custom¬ 
ers. 

I  say  now,  and  I  ask  that  the  re¬ 
porters  take  it  down  exactly  like  I 
say,  that  a  fellow  that  don’t  pay  his 
bills  ain’t  got  any  right  to  anything, 
and  a  doctor  or  a  grocer,  or  any¬ 
body  else,  that  he’s  beat  out  of  a 
bill  once,  has  a  perfect  right  to  shut 
down  on  him  when  he  has  a  good 
reason  to  think  he  won’t  get  his 
money. 

There’s  one  exception  to  that — 
the  fellow  that  would  have  paid, 
and  who  tried  to  pay,  but  ain’t 
been  able  to  because  of  hard  luck. 


My  Views  on  Strikes. 

He’s  all  right — all  of  us  ought  to 
stand  behind  the  poor  devil  that’s 
fell  down  after  trying  his  darndest 
to  stand  up. 

I  have  a  customer  who  if  he  don’t 
find  a  thousand  bones  in  the  street 
between  this  and  the  first  of  June 
is  going  to  bust.  Sure  thing!  Of 
course  we  all  know  what  a  cinch  it 
is  that  he’ll  find  the  thousand. 

And  it’s  all  because  he  trusted 
out  goods  to  people  that  never  had 
been  any  too  quick  to  pay  him,  and 
couldn’t  pay  him  now  because  they 
went  on  a  strike. 

Put  in  a  peanut  shell,  here’s  the 
way  he’s  fixed :  He  has  a  store  in  a 
mill  town,  and  near  all  his  trade 
is  mill  hand  trade.  They  went  on 
strike  last  March  and  only  went 
back  last  week.  They  never  were 
bang-up  customers;  they’d  always 
pay  the  installment  man  before 
they’d  pay  him — the  installment 
stores  do  a  fearful  busines  with 
people  like  that — and  if  they  had 
half  a  dollar  to  pay  on  their  back 
grocery  bill  or  take  the  kids  to  the 
movies,  they’d  choose  the  movies 
and  let  the  grocer  go  hang. 

People  like  this  never  have  any¬ 
thing  laid  by,  but  that  never  stops 
’em  from  striking  because  they  don’t 
like  the  shape  of  the  foreman’s 
wife’s  aunt,  or  something  like  that. 


After  they’d  gone  on  strike  they 
went  right  on  buying  groceries  just 
the  same.  My  man  let  ’em  have 
everything  they  wanted.  He  didn’t 
have  much  capital  to  fall  back  on 
and  pretty  soon  the  hole  opened  up 
and  he  slid  in.  He  told  me  the 
other  day  that  he  had  near  $4,000 
on  his  books !  One  family  that 
make  $13  a  week  in  the  mills  when 
they’re  working  owes  him  over 
$200!  Swell  chance  of  getting  it, 
ain’t  there?  He’ll  never  get  it! 
They  simply  can’t  pay  it — how  can 
they  when  it  takes  all  they  can 
make  to  carry  ’em  along  from  week 
to  week? 

My  house  is  in  on  the  thing,  like 
about  a  dozen  more,  so  he  told  me 
all  about  it  when  I  was  over  there 
last  week. 

“Well,  it’s  your  own  blamed 
fault !”  I  said,  “what  did  you  carry 
these  people  for?” 

“I  couldn’t  let  ’em  starve,  could 
I  ?”  he  said. 

“Sure!”  I  said,  so  loud  that  the 
town  police  force  moved  in  his 
sleep,  “sure  you  could  let  ’em  starve 
if  they  won’t  work!  If  they’re 
starving  because  they’re  in  hard 
luck  that’s  different,  but  if  they’re 
starving  because  they  won’t  work 
when  they  could,  that’s  up  to 
them.  It  ain’t  up  to  you  to  keep 


did,  you  wouldn’t  be  as  bad  off  a1 
you  are  now.  If  you’ve  got  to  len< 
’em  $4,000  as  the  price  of  sellin; 
’em  when  they’re  working,  I’d  pas 
the  bargain  up — believe  me,  it  ain’ 
any  bargain  at  all.  What’ll  thos< 
people  do  for  you  now  they’ve  pu 
you  in  this  hole?  Anything?  Nc 
they  won’t  do  a  darned  thing 
They  won’t  even  buy  their  stuff  her 
if  they  can  get  it  a  cent  cheape 
at  a  store  four  squares  away !” 

I  suppose  I  frothed  at  the  moutl 
a  good  bit,  but  I  was  mad,  for 
got  my  firm  to  open  the  accoun 
with  this  customer  and  he  hadn 
ought  to  have  been  so  blamed  gen 
erous. 

“Why  if  I  did  what  you  say, 
he  said  in  a  minute,  “these  peopl 
could  never  strike  at  all,  no  matte 
what  their  bosses  tried  to  do  t 
them.” 

“Yes  they  could,”  I  said,  “bt 
they’d  wait  until  they  had  mooe 
enough  to  live  on  while  they  v 
out.  They’d  understand  that 
strike  was  out  of  th^ir  own  pocket 
not  out  of  yours,  and  they’d  t 
a  week  about  striking  then  in 
of  thinking  a  minute.” 

“Well,  there’s  no  use  crying 
spilt  milk,”  he  said,  “the  thi 
done  now,  and  I’m  in  a  bad  he 

And  he  is,  too.  And  so  ar 
creditors. 

I’ll  tell  you  what  I  think  aboi 
it.  I  think  that  as  soon  as  there 
a  strike  on,  every  retailer  who 
the  strikers  ought  to  say 
cash”  for  everything  he  sells  e! 
until  the  strike’s  over.  Gee  whi: 
but  what  a  hen  of  a  differenc 
would  make  in  the  labor  mu 
The  Stroll: 


W.  H.  BAKER,  WINCHESTER,  VA. 


W.  H.  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 


Chocolate  and  Cocoa  Preparations 


United  States  Serial  No.  B^Sff 

e*d  Cider  tlu  tad  Drofi  Aet,  Ju,  K 
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MESMIUBra  flNEST  COfFft  CDHINGTDTH1S  HAfiKTl 
I  CMETliUJ RI!*SUI)i8l£HDEDS0 AS  1 0  SUIT  ISE PffULAR  USU 

PRIVATE 
fESTATEf 

COFFEE 

PRIVATE  ESTATE  COFFEE  CO,' 
THEtULTON  MILLS'NEW  Y0RIU1SA 

EST 1851  REGISTERED 


Does  This 
Bag  Look 
Different? 


You’ve  seen  a  lot  of 
package  coffee,  did  you 
ever  see  one  that  looked 
anything  like  the  little 
burlap  bag  that  Private 
Estate  Coffee  is  packed 
in? 

Don’t  you  see  the  sell¬ 
ing  force  in  this  ? 

There’s  more  to  it  than 
the  bag,  however.  Pri¬ 
vate  Estate  Coffee  is  as 

unusual,  in  its  way,  as 
the  bag  it  is  packed  in. 
Much  of  it  is  fine  Mexi¬ 
can,  which  is  splendid  in 
the  cup. 

Altogether  it  is  by  far 
the  best  package  coffee 
proposition  on  the  mar¬ 
ket.  Price  to  you,  28 
cents  per  pound.  Also 
packed  in  tins. 


Private  Estate 
Coffee  Co. 

Successors  to  F.  A.  CAUCHOIS  &  CO. 

FULTON  MILLS 
21-23-25  Fulton  Street 
NEW  YORK  CITY 


Babbitts 

Cleanser 


Keep  Babbitt’s  Cleanser  on 
Your  Shelves  Where  Cus¬ 
tomers  Can  Always  See  It 

BABBITT’S  CLEANSER  is  one  of 
those  articles  that  will  sell  itself  if  dis¬ 
played  ;  therefore,  be  sure  you  always 
have  it  prominently  displayed  on  your 
shelves  where  your  customers 
can  see  its  attractive  packages. 

They’ll  buy  it  if  they  see  it 
and  you  want  them  to  buy  it 
because 

“There’s  money  in  it  for  you” 

B.  T.  Babbitt,  Inc. 

New  York 


Waste  No 

More  Time  Nor  T rade 

<INobody  can  find  any  better  butter  than  Gurnse,  and  hunt¬ 
ing  for  butter  as  good  will  cost  you  time  and  money — and 
may  cost  you  trade. 

CflWhy  not  stock  Gurnse  now  and  get  the  benefit  of  the 
strongest  and  most  sweeping  guarantee  ever  given  for  butter  ? 
The  only  money-back  guarantee  of  quality  ever  given  for 
butter,  so  far  as  we  know. 

^Gurnse  butter  is  the  finest  dairy  butter  made  and  runs 
absolutely  uniform  from  one  year  to  another.  Wrapped  in 

brine-dipped  parchment  and  sealed  in  cartons. 

1 

Packed  in  20, 30 and  SO  pound  boxes  — pounds  anJ  half  pounds  —  36  cents 
Prices  subject  to  market  changes. 

PC  DDAI A/AI  r  f*f\  39-41  -43  SOUTH  FRONT  STREET 
•  F,  BROWN  KJ  C (/•  .PHILADELPHIA,  PA. 


Sell  Your 

Baled 

Waste  Paper 

Turn  into  revenue  wbat 
is  now  not  only  a  waste, 
but  a  danger — your  waste 
paper. 

But  you  will  have  to 
bale  it  first. 

Schick’s 
All  Steel 
Baling  Press 

is  the  most  effective  press, 
the  easiest  operated — a 
boy  can  work  it  in  odd 
times  —  and  tbe  most 
moderate  priced.  This 
press  makes  up  150-lb. 
bales  in  a  few  minutes. 

Your  insurance  man 
will  very  likely  reduce 
your  insurance  rate  if 
you  tell  him  you  don’t 
let  waste  paper  lie  about. 

Write  for  catalogue  P, 
prices  and  discounts. 


DAVENPORT 
MFG.  COMPANY 

DAVENPORT  k  IOWA 
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Pie  Prunes. 

Have  a  special  on  pie  prunes.  Make  a  neat  and  attractive  display 
of  them,  especially  if  you  have  a  large  stock  on  hand  and  wish  to  get 
rid  of  them  before  the  real  warm  weather  sets  in.  To  arrange,  first 
build  a  pyramid  of  wood  about  two  and  one-half  feet  high  and  cover 


of  the  twisted  strips  of  white  crepe  paper  like  the  other  window.  Th< 
price  tag  at  the  top  of  the  pyramid  can  be  made  to  suit  the  grocer. 


Peanut  Butter  Display. 


it  with  waxed  paper.  On  the  four  edges  make  little  tufts  of  white 
crepe  paper,  first  cutting  a  long  strip  of  it  about  two  inches  wide,  and 
fasten  the  little  tufts  in  place  with  small  tacks.  Now  start  and  cover  it 
with  prunes.  Use  small  black  pins  for  this.  Place  a  pin  through  each 
prune  and  fasten  into  the  pyramid.  Use  great  care  and  hide  the  heads. 
If  this  is  done  right  you  will  not  be  able  to  see  how  they  are  held  in 
place.  Now  cover  the  bottom  of  the  window  with  white  crepe  paper. 
Place  the  pyramid  in  the  centre  towards  the  rear.  In  front  of  it,  on  a 
napkin,  place  a  nice,  fresh  pie.  Have  one  of  your  customers  to  bake 
it  for  you.  At  each  side  place  a  pile  of  loose  prunes  on  a  napkin.  At 
the  rear  place  a  pyramid  of  the  boxes  at  each  side.  Make  a  background 


The  season  for  quick  sales  on  peanut  butter  is  here.  Picnic  time 
Make  an  attractive  window  display  of  it  in  the  following  manner 
First  cover  the  bottom  of  the  window  with  white  crepe  paper.  Alonj 
the  front  make  triangle  forms  of  choice  peanuts  and  place  a  pyramic 
of  the  glasses  in  each  one.  Back  of  them  on  paper  napkins  plao 
some  loose  peanut  butter  in  tall  glass  dishes.  Make  a  platform  alon| 


the  rear,  about  twelve  inches  high  and  about  six  inches  deep,  cover  i' 
with  white  crepe  paper  and  letter  as  illustrated.  On  it  build  tal 
pyramids  of  the  different  size  glasses.  For  a  background  use  twistec 
strips  of  the  white  crepe  paper.  Cut  the  strips  about  three  inches  wide 


Pood-purchasing  Platform  of  the 
Housewives’  League. 

The  National  Housewives’ 
League  carries  the  following  as  its 
platform  regarding  the  purchase  of 
food  products: — 

MEMBERS  ARE  REQUESTED: 

To  insist  upon  full  weights  and 
measures. 


To  insist  upon  cleanliness  in  the 
handling  of  food. 

To  protest  against  the  exposure  of 
all  food  to  contamination  from 
dirt,  flies  or  other  infection  and  to 
refuse  to  purchase  such  food. 

To  read  carefully  all  labels  on 
canned  and  bottled  goods  and  to 
report  any  violation  of  the  Pure 
Food  and  Drugs  Act. 

To  make  personal  investigation 
into  the  sanitary  condition  of  their 
markets,  grocery,  bakery,  dairy, 


laundry,  delicatessen  and  confec¬ 
tionery  stores. 

To,  as  far  as  possible,  refuse  to 
purchase  cold  storage  poultry,  fish, 
butter,  eggs,  fruit,  etc.,  which  have 
been  held  to  the  detriment  of  con¬ 
dition  or  advancement  of  price. 

IN  JUSTICE  TO  TRADESMEN  MEMBERS 
ARE  ALSO  REQUESTED: 

To  so  plan  their  orders  that  but 
one  delivery  a  day  is  required. 


To  pay  cash  or  settle  all  credit 
accounts  promptly. 

To  patronize  tradesmen  who  com¬ 
ply  with  the  laws. 

To  refrain  from  handling  articles 
of  food  that  are  exposed  for  sale. 

To  give  preference  to  food  dis¬ 
tributing  stores  that  close  not  later 
than  7  P.  M. 


Florida  peaches  are  high — $3  tc 
$5,  and  the  demand  is  very  slow. 
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Franklin  Sugar  Refining  Co .  15  and  31 


Freihofer  Baking  Co.,  The. 


22 


Genesee  Pure  Food  Co.,  The .  25 


Hawaiian  Pineapple  Packers’  Asso .  7 


Heinz  Company,  H.  J . Cover 


Hires  Condensed  Milk  Co . Cover  2 

Indexed  Coupon  Books .  34 

International  Har.  Co.  of  America .  31 

Lautz  Bros.  &  Co . Cover  * 

Mapleine .  12 

Mason  Co.,  Jas.  S .  *2 

McCahan  Sugar  Ref.  Co.,The  W.  J.. Cover  j 

National  Biscuit  Co .  17 

National  Cash  Register  Co .  3 

Parke  Co.,  L.  H .  24 

Penn  Chemical  Works,  The .  S3 

Philadelphia  Electric  Co.,  The .  34 

Piqua  Bracket  Co . .  33 

Sauer  Co.,  C.  F .  16 

Shinn  &  Kirk . Cover  2 

Swift  fit  Co . Cover  2  and  jj 

Tanglefoot . Cover  4 

Troemner,  Henry .  33 

Upham,  Miller  Co .  15 

Watson  *  Co.,  Angua .  23 

Wells  &.  Richardson  Co.. .  11 

Wessels  Co.,  The  C.  M .  35 

Wheatena  Co.,  The .  .  34 

Wilbur  &  Sons,  H.  O .  14 


Young  &  Co.,  Chas.  W. 
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United  States  Supreme  Court  Says  That 
Manufacturer  of  Proprietary  Patented 
Product  Cannot  Control 
Retail  Selling  Price 

Even  if  it  is  Patented,  Retail  Dealer  Can  Sell  at  His  Own  Figure, 
Regardless  of  Manufacturer’s  Wishes.  Case  Involved 
Sanatogen,  a  Patented  Drug  Product,  But  Directly  Applies 
to  Kellogg  Case. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


cent,  in  certain  articles.  Senator 
Gerberich  said  benzoate  of  soda 
was  not  of  itself  harmful,  but  al¬ 
lowed  the  use  of  impure  materials. 

H.  B.  527,  which  would  give 
druggists  a  monopoly  of  the  sale 
of  all  patent  medicines,  drugs,  and 
extracts,  and  which  is  being  fought 
by  wholesale  and  retail  druggists, 
has  been  amended  by  greatly  modi¬ 
fying  the  provisions  restricting  the 
sales  of  the  products  named  by 
stores  other  than  drug  stores.  This 
bill  has  been  sent  back  to  the  House 
to  the  Committee  on  Health  and 
Sanitation  and  is  expected  to  die 
there. 

The  Senate  has  passed  on  second 
reading  Senate  Bill  No.  1,377, 
which  forbids  meat  dealers  from 
allowing  any  persons,  evidently 
meaning  customers,  from  handling 
meats  displayed  in  retail  stores, 
also  forbidding  exposing  meats,  or 
meat  food  products  to  dust  or  dirt. 


The  part  of  the  bill  that  affects,  r 
tail  dealers  is  Section  1  as  follow 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  it  shall 
be  unlawful  for  the  owner,  lessee, 
occupier  or  manager  of  any  place 
where  meat  or  meat  food  products 
are  prepared,  stored,  sold,  offered 
for  sale  or  transported,  to  permit 
meat  or  meat  food  prpducts  to  be 
handled  by  any  person  other  than 
the  agent  or  servant  of  such  owner, 
lessee,  occupier  or  manager,  or  to 
permit  meat  or  meat  food  products 
to  be  exposed  to  any  disease  carry¬ 
ing  or  filth  carrying  insect. 

The  penalty  for  the  first  offen 
is  a  fine  up  to  $100,  and  for  subs, 
quent  offenses  a  fine  of  $100  1 
$200. 

The  bill  to  amend  the  new  co' 
storage  law  by  making  it  unnece 
sary  to  mark  cold  storage  fish  wit 
the  day  and  week  when  it  went  wi 
defeated  in  the  Senate  on  Tuesda 
but  was  immediately  revived  an 
put  on  the  postponed  calendar. 

R.  C. 


Retail  Meat  Dealers  Warned  Against  Flie 

— 

Pennsylvania  Livestock  Board  Shows  Frightful  Array  of  Figure 
and  Facts  as  to  Fly’s  Chance  to  Poison  Meat.  “  Mor 
Dangerous  Than  Wild  Beast.” 


Washington,  D.  C., 

May  29,  1913. 

The  United  States  Supreme 
Court  during  the  week  added  an¬ 
other  highly  important  decision  to 
the  several  it  has  recently  handed 
down,  as  to  the  right  of  a  manu¬ 
facturer  to  control  the  price  at 
which  his  product  shall  be  sold  by 
the  retailer.  The  recent  decisions 
on  this  subject  have  not  been  easy 
to  reconcile,  and  to  a  layman  they 
have  not  been  consistent,  though 
both  the  court  and  lawyers  say  that 
the  apparent  differences  can  be  ex¬ 
plained. 

The  case  decided  last  Monday 
was  brought  by  the  manufacturers 
of  Sanatogen,  a  drug  preparation, 
against  certain  retail  druggists  who 
were  cutting  the  price.  Sanatogen 
was  patented  and  a  notice  appeared 
on  the  package  that  the  retailer 
who  bought  it  to  resell  it  did  so  on 
condition  that  the  price  should  be 
so  much.  The  defendants  broke 
that  price  and  the  Sanatogen 
people  sued  to  restrain  them.  The 
Supreme  Court,  which  has  now 
had  the  last  say,  decides  that  the 
manufacturers  of  a  patented  prod¬ 
uct  cannot  control  the  price  at 
which  the  retailer  shall  sell  it. 
The  decision  is  one  of  the  most  im¬ 
portant  ever  decided  on  the  point, 
and  directly  applies  to  the  case  re¬ 
cently  brought  by  the  Government 
against  the  Kellogg  Toasted  Corn 
Flake  Co. 

1  he  decision  was  not  unanimous, 
five  judges  rendering  the  decision 
and  four  dissenting.  It  appeared 
on  argument  that  all  the  decisions 
of  the  lower  court,  and  several  de¬ 
cisions  of  the  Supreme  Court  itself, 
had  been  in  favor  of  the  manufac¬ 
turer's  contention  that  he  ought  to 
be  allowed  to  control  the  retail 
selling  price  of  his  product. 

The  decision  applies  to  a  large 
number  of  proprietary  products, 


drugs  as  well  as  foods,  which  have 
always  been  sold  at  a  price  fixed 
by  the  manufacturer.  The  Depart¬ 
ment  of  Justice  has  contended  that 
once  a  patentee  sells  his  patented 
article  he  loses  all  control  of  it 
and  is  powerless,  especially  in  view 
of  the  Sherman  anti-trust  law,  to 
establish  resale  prices.  This  view 
the  above  decision  upholds. 

Several  anti-trust  suits  now  in 
the  courts  are  based  upon  this  prin¬ 
ciple  and  the  Department  of  Just¬ 
ice  has  been  eagerly  awaiting  a  de¬ 
termination  of  the  question  before 
starting  more  prosecutions  on  the 
same  theory.  It  is  said  that  the 
right  to  establish  resale  price  is 
being  claimed  by  an  almost  unlim¬ 
ited  number  of  companies  which 
are  now  expected  to  avoid  attack 
by  the  Government. 

Holt. 


General  Food  Bill  Killed  Second 
Time.  Now  Dead  for 
Session. 

Defeated  Twenty  to  Eighteen,  After 
Lebanon  Senator  Attacks  Benzoate  of 
Soda.  Cold  Storage  Food  Amend¬ 
ment  as  to  Fish  Defeated,  But  Gets 
Back  on  Calendar.  Other  Legisla¬ 
tive  Notes. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa., 

May  29,  1913. 

The  proposed  new  general  food 
bill  came  up  again  on  final  passage 
in  the  Senate  on  Tuesday  and  was 
defeated  for  the  second  time.  This 
kills  it  for  the  session.  The  vote 
was  18  yeas,  20  nays. 

Senator  Gerberich,  who  was 
practically  sponsor  for  the  meas¬ 
ure,  made  a  long  speech  for  the 
bill  before  the  vote.  He  talked  par¬ 
ticularly  of  the  benzoate  of  soda 
feature.  The  bill  forbade  the  use 
of  benzoate  of  soda,  whereas  the 
present  law,  like  the  Federal  law, 
allows  its  use  up  to  1-10  of  1  per 


The  Pennsylvania  State  Live¬ 
stock  Sanitary  Board  has  sent  to 
7,000  retail  meat  dealers  through¬ 
out  the  State  the  following  warn¬ 
ing  as  to  allowing  flies  about 
stores,  markets  and  slaughter 
houses.  The  meat  dealers  of  other 
States  might  also  take  the  warn¬ 
ing  to  themselves : — 

It  is  important,  with  the  approach 
of  warm  weather,  that  something  be 
done  to  prevent  flies  in  and  about 
slaughter  houses  and  places  where 
meat  is  exposed  for  sale. 

Manure,  particularly  horse  ma¬ 
nure,  human  feces,  cow  manure, 
such  as  the  contents  of  paunches 
of  slaughtered  cattle  and  accumu¬ 
lation  of  organic  refuse,  and  rubbish 
similar  to  that  found  around 
unsanitary  slaughter  houses  and 
markets,  afford  the  most  favorable 
conditions  for  flies  to  breed. 

The  fly  lays  about  120  eggs. 
There  may  be  from  eight  to  four¬ 
teen  breeds  annually.  It  is  calcu¬ 
lated  that  the  progeny  of  a  single 
female  fly  might  be  over  14,000,000,- 
000,000,000  individuals  at  the  end  of 
the  twelfth  generation.  The  form 
and  character  of  the  fly’s  body  and 
limbs  are  particularly  adapted  for 
carrying  the  infectious  material. 
Since  it  breeds  in  fecal  matter  as 
has  been  shown,  and  feeds  on  even 
more  dangerous  material,  such  as  is 
found  in  cuspidors,  privies,  the  car¬ 
casses  of  dead  animals,  decomposed 
meat  and  other  equally  germ  laden 
material,  the  consequent  facility  for 
the  spread  of  disease  breeding 
germs  is  very  apparent.  It  has  been 


found  that  a  single  fly  carried  in  its 
mouth  and  on  its  leg  100,000  fecal 
bacteria.  The  number  of  bacteria 
on  a  single  fly  may  reach  over 
600,000. 

It  has  been  pointed  out  that  filth 
breeds  flies  and  flies  breed  death, 
and  that  the  fly  is  far  more  danger¬ 
ous  than  a  wild  beast  roaming 
about,  for  the  reason  of  its  enor¬ 
mous  capacity  for  multiplication  and 
silent  mischief. 

The  fly  has  been  condemned  be¬ 
cause  it  carried  typhoid,  dysentery, 
tuberculosis,  infantile  diarrhea,  an¬ 
thrax,  smallpox,  Asiatic  cholera, 
opthalmia  and  other  dangerous  dis¬ 
eases.  It  has  recently  been  further 
condemned  for  spreading  that 
dreaded  disease,  infantile  paralysis. 

Is  it  not,  then,  important  for  the 
Meat  Hygiene  Service  of  the  State 
Livestock  Sanitary  Board  to  have 
the  hearty  co-operation  and  careful 
and  tidy  butchers  and  local  Boards 
of  Health  requiring  the  careless  and 
slovenly  butcher  to  keep  his  estab¬ 
lishment  and  its  surroundings  clean 
so  that  there  may  be  no  place  for 
this  dangerous  pest  to  breed?  Is  it 
not  likewise  high  time  for  the 
butchers  throughout  the  State  to 
provide  screens  to  protect  the  meats 
from  contamination,  as  has  been 
done  in  a  few  localities?  Your 
hearty  co-operation  in  dealing  with 
this  important  problem  is  earnestly 
requested. 


Huckleberries  from  North  Caro-, 
lina  have  reached  New  York,  and 
will  reach  Philadelphia  shortly. 
They  command  20  to  22  cents  per 
quart. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Advertises  Itself 


In  1903  Hawaiian  Pineapple  first  appeared  upon  the 
market  in  commercial  quantities,  a  paltry  hundred  thou¬ 
sand  cans — barely  one  can  for  every  nine  hundred  people 
in  the  United  States. 

In  1907,  only  four  years  later,  the  output  and  sales 
were  fifty  times  as  great,  an  increase  of  5,000%.  Up  to 
this  time,  not  one  dollar  had  been  spent  for  advertising. 

The  quality  of  the  product  has 
advertised  itself 

In  1908  the  output  was  again  doubled — Hawaiian 
Pineapple  was  advertised  in  some  of  the  magazines  for 
seventeen  months  (you  may  remember),  and  the  demand 
was  quadrupled  in  twenty  months.  Can  you  think  of 
any  other  food  product,  the  demand  for  which  could  have 
thus  increased  more  than  three  hundred  times  in  ten  years 

with  so  little  advertising  ? 

1/ 

Yet  this  31,000,000  cans  is  still  scarcely  enough  to 
give  each  person  in  the  United  States  one-third  of  a  can 
once  a  year. 

All  your  customers  who  know  Hawaiian  Pineapple, 
want  more  than  this  eight  times  a  month. 

We  begin  packing  again  in  July,  but  it  will  be  well 
into  the  Fall  before  future  packing  will  reach  your 
shelves. 

Have  you  had  your  share  this  year  ? 

Have  you  enough  on  your  shelves  to  keep  you  going  ? 

Always  stock  with  Hawaiian  Pineapple,  no 
matter  what  brand ;  so  long  as  it  comes  from 
Hawaii  it  is  sure  to  be  “  picked  ripe  ”  and 
“  canned  right.”  At  all  jobbers— sliced,  grated 
or  crushed. 

K.'  | 

Hawaiian  Pineapple  Packers’ 
Association 
HONOLULU,  HAWAII 


BURK’S 


Meat  Loaf 


SEASONABLE  THROUGHOUT  THE  YEAR 

Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of  about 
six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Can  also  be  served  cold  for  luncheon,  cut  it  thin 
slices  or  warmed  in  the  oven  in  one  piece  to  take  the 
place  of  a  roast. 


BURK’S 

Lunch  Roll 

(Copyrighted) 

SUBSTITUTE  FOR  BOILED  HAM 

Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled. 

Far  superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet ;  also  less  expensive 
and  not  near  so  wasteful — in  fact  no  waste  at  all.  Much 
finer  in  texture  and  just  as  easily  sliced,  or  more  so, 
as  this  can  be  done  in  a  slicing  machine. 

The  cover  is  readily  removed  by  cutting  the  seam 
and  then  stripping  off  the  sack  as  the  roll  is  consumed. 
This  prevents  it  becoming  dry  and  is  a  sanitary  feature 
that  appeals  to  the  consumer,  as  it  keeps  the  product 
clean  while  displayed  on  the  counter  and  untouched  by 
hand  while  slicing,  a  vast  improvement  as  compared  with 
handling  the  greasy,  unprotected  boneless  boiled  ham. 

MEAT  LOAP  and  LUNCH  ROLL  were  originated 
by  us,  now  imitated  by  others,  but  none  equal  to  Burk’s, 
which  are  prepared  from  only  the  choicest  materials. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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What  Advertising  Has  Done  for  Certain 
Brands  of  Groceries  in  One  City 


How  the  Well-known  Brands  Stand  in  a  Representative  Market. 
Correspondent  Says  They  Stand  in  the  Order  of  the 
Advertising  They  Have  Done  to  Consumers.  A  Most 
Interesting  List. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


Minneapolis,  Minn., 

May  28,  1913. 

I  am  sending  you  herewith  a  re¬ 
port  of  an  investigation  made  in 
Minneapolis,  a  representative 
Western  city,  as  to  the  comparative 
sales  of  the  different  .brands  of  gro¬ 
cery  specialties.  The  report  shows 
an  interesting  comparison  as  to  how 
the  different  leading  brands  run. 
The  population  of  Minneapolis  is 
301,408,  and  there  are  873  retail 
and  11  wholesale  grocers.  As  to 
the  standard  of  groceries  carried, 
Minneapolis  may  be  said  to  rank 
a  little  higher  than  a  great  many 
cities,  because  the  people  are 
largely  well-to-do,  and  there  is  less 
poverty  than  many  other  cities 
present. 

The  report  covers  all  of  the  lead¬ 
ing  classes  of  food  products  and 
in  detail  is  as  follows : — 

Flour. 

All  of  the  large  stores  have  pri¬ 
vate  brands,  which  in  many  cases 
are  their  largest  sellers,  owing  to 
extra  advertising  and  attention 
given  these  lines. 

■In  addition  to  these,  all  of  the 
Northwestern  flours  are  carried  by 
at  least  60  per  cent,  of  the  grocers, 
the  remainder  concentrating  and 
specializing  on  one  or  two  of  the 
advertised  lines. 

Averaging  the  city,  Gold  Medal 
leads  the  advertised  flours,  being 
the  best  seller  in  about  40  per  cent, 
of  the  stores. 

Pillsbury’s  Best  leads  in  about  20 
per  cent,  of  the  stores;  Occident  in 
about  20  per  cent.,  and  Ceresota  in 
about  10  per  cent.  Napoleon  flour 
is  a  leader  in  10  per  cent,  and  New 
Century  in  4  per  cent. 


least  three-quarters  of  the  stores  in 
the  city  they  are  far  ahead  of  any¬ 
thing  else  in  the  same  line. 

The  Loose- Wiles  products, 
while  not  having  universal  distri¬ 
bution,  have  succeeded  in  getting 
a  showing  of  their  products  into  a 
large  number  of  the  important 
stores  of  the  city,  and  in  quite  a 
number  of  these'  stores  the  line  is 
becoming  a  big  seller. 


Canned  Fruits  and  Vegetables. 

As  in  most  cities,  this  field  is  cut 
up  by  private  brands — not  only  of 
the  manufacturer  and  jobber,  but 
also  of  the  large  retail  grocers. 

The  large  Chicago  jobbers — 
Sprague,  Warner  &  Co.,  Reid- 
Murdock  &  Co,,  Franklin-Mc- 
Yeagh  &  Co.,  and  Steele- Wedeles 
&  Co.,  all  have  distribution  on  their 
private  brands. 

Hunt’s  fruits  have  some  call  in 
the  better  stores,  but  so  far  are  not 
very  well  known  locally. 


Crystal  White  has  about  60  per 
cent,  distribution  and  is  the  fourth 
seller  in  the'  large  stores. 

Santa  Claus  has  about  40  per 
cent,  distribution ;  is  the  fifth  seller 
in  the  large  stores. 

Sunny  Monday  has  about  a  70 
per  cent,  distribution  in  the  city 
and  is  eighth  in  the  down  town 
stores. 

Of  the  toilet  and  bath  soaps, 
Palmolive  is  the  leader,  and  Ivory 
soap  is  second.  Fairy  has  a  good 
sale,  but  not  in  the  same  class  with 
the  two  leaders. 


Baking  Powders. 

The  big  sellers  in  Minneapolis 
are  Royal  and  Rumford.  Rumford 
lcftds  in  about  75  per  cent,  of  the 
stores;  with  Dr.  Price’s  the  leader 
in  about  15  per  cent.  Royal  is 
second  everywhere,  its  higher  price 
giving  the  cheaper  powders  the  ad¬ 
vantage.  Some  of  the  large  stores 
sell  large  quantities  of  their  own 
private  label  powders.  Calumet 
and  K  C  are  but  little  in  evidence. 
Jobbers  tell  us  this  is  a  two  baking 
powder  market — Rumford  and 
Royal. 


Breakfast  Foods. 

There  are  11  good  sellers  in  the 
breakfast  food  field,  running  in  or¬ 
der  of  demand  as  follows : — 

Quaker  Oats,  Kellogg’s  Corn 
Flakes,  Cream  of  Wheat,  Shredded 
Wheat,  Puffed  Wheat,  Puffed 
Rice,  Malted  Wheat,  Grape  Nuts, 
Washington  Corn  Flakes,  Post 
Tavern  Special,  E  C  Corn  Flakes 
and  Ralston  Wheat  Food. 

Biscuit  Products. 

The  National  Biscuit  Co.  have 
almost  perfect  distribution  on  their 
products,  probably  95  per  cent,  of 
the  stores  carrying  them.  In  at 


Soaps. 

Probably  the  best  seller  in  laun¬ 
dry  soaps  is  Rose  Queen,  a  local 
product. 

Galvanic  soap  is  strong  in  the 
down  town  stores,  and  fair  in  the 
outlying  districts. 

Diamond  C  is  a  good  seller  in 
about  40  per  cent,  of  the  stores ;  a 
poor  seller  in  about  20  per  cent., 
and  not  sold  in  the  remainder. 

Fels  Naptha  distribution  is  fairly 
good  and  the  demand  continuous 
after  it  is  once  introduced;  it  is 
gradually  increasing. 

American  Family  Soap  formerly 
sold  more  extensively  than  now, 
having  dropped  from  twelfth  to 
fifteenth  place  in  the  down  town 
stores. 

Lenox  is  a  big  seller  in  about  40 
per  cent,  of  the  stores. 

P.  &  G.  is  not  strong  yet,  having 
but  recently  been  introduced,  but 
its  use  is  increasing. 

Wool  soap  occupies  about  sev¬ 
enth  place  in  the  laundry  soaps. 


Washing  Compounds. 

The  leaders  in  this  field  are  all 
well  advertised  lines — Sapolio,  Old 
Dutch  Cleanser,  Gold  Dust  and 
Bon  Ami. 

Sapolio  is  a  good  seller  every¬ 
where. 

Old  Dutch  Cleanser  has  a  very 
strong  demand,  but  in  some  stores 
it  is  said  the  5-cent  packages  are 
affecting  it  a  little. 

Gold  Dust  has  always  been  a 
strong  seller  in  Minneapolis  and 
continues  unabated. 

Bon  Ami  is  sold  in  about  80  per 
cent,  of  the  stores ;  its  use  is  in¬ 
creasing. 

Pearline  has  fallen  off  in  de¬ 
mand  from  its  former  large  sale, 
and  is  now  only  a  fair  seller. 

Other  preparations  that  have  a 
good  distribution  and  a  reasonably 
good  sale  are  Nine  O’clock  Wash¬ 
ing  Powder,  Fairbank’s  Scouring 
Soap.  Light  House  Cleanser,  Per¬ 
fect  Washing  Powder  and  Soapade. 
Of  these  latter  ones,  Lighthouse 
seems  to  be  making  the  most 
progress. 

Soups. 

There  are  really  onlv  two  canned 
soups  sold  to  any  great  extent. 
Campbell’s  is  almost  alone  in  its 
field — the  Condensed  Soup.  Van 
Camp  s  is  selling  a  little — but  very 
little. 

In  the  prepared  soups,  Franco- 
American  has  the  only  call. 

Baked  Beans. 

Van  Camp’s  beans  lead  in  about 
50  per  cent,  of  the  stores ;  they  are 
second  in  about  20  per  cent,  and 
third  in  about  20  per  cent. 

Heinz  leads  in  about  25  per  cent, 
of  the  stores;  Snider’s  in  about  15 
per  cent.  The  leadership  in  10  per 
cent,  of  the  stores  is  divided  among 
private  label  business. 


White  House  is  a  good  seller 
about  20  per  cent,  of  the  small 
stores — not  much  demand  in  tl 
large  stores. 

Chase  &  Sanborn’s  Seal  is  so 
in  about  30  per  cent,  of  the  store 
Four-fifths  of  the  coffee  sold  j 
Minneapolis  is  of  a  private  label  c 
an  unadvertised  brand. 


Cocoa. 

Baker’s  cocoa  is  the  leader  in  i 
field  ;  Runkel’s  is  second  ;  Lowney 
third :  Vanhouten’s  fourth ;  Stol 
werck’s  fifth;  Phillip’s  sixth;  Wi 
bur  seventh. 


Catsup. 

Snider’s  and  Heinz  are  the  onl 
ones  having  anything  like  gener; 
distribution  in  Minneapolis.  Sni< 
er’s  is  the  leader  and  Pleinz 
second.  Blue  Label  is  third  i 
most  of  the  stores  that  cater  to  th 
better  class  of  trade. 


Starch. 

Kingsford’s  is  the  leader;  Arg 
is  second  and  Duryea’s  is  thirc 
Continental  is  a  good  seller  and 
little  of  Electric  Lustre  is  sold. 


Teas. 

Averaging  the  city,  Lipton’s  i 
first,  Tetley’s  is  second,  Salad 
third,  and  Ridgeway’s  fourth. 


Gelatine. 

Knox  is  first  in  the  gelatine  busi 
ness  everywhere;  Cox  is  second, 
and  Plymouth  Rock  is  third. 

Of^  the  flavored  products,  Dr. 
Price’s  is  in  the  lead;  JelLO  sec¬ 
ond;  Jellycon  third;  Tryphosa 
fourth  and  Burnham’s  fifth. 


Canned  Meats. 

Swift’s  Premium  hams  an* 
bacon,  Armour’s  Veribest  and  Ar 
mour’s  Star  hams  and  bacon  ar 
all  sold  almost  everywhere  and  ii 
good  demand. 

Underwood  deviled  ham  is  ; 
good  seller  in  about  60  per  cent.  0 
the  stores. 

Libby-McNeil  products  als< 
have  a  good  demand. 

McMillan,  of  St.  Paul,  enjoys  ; 
fair  trade  in  this  city — about  2( 
per  cent,  distribution. 


Extracts.  r 

Burnett’s  is  far  ahead  of  an) 
other  trade-marked  line  in  demam 
in  this  city.  Price’s  is  a  fair  seller 

In  the  fancy  pickle  line.  Hein? 
is  really  the  only  one  called  for. 

McClaren’s  Imperial  and  Blue 
Label  are  the  two  principal  cheeses 
that  are  sold. 

In  the  peanut  butter  line,  Mc- 
Claren  leads  and  Beechnut  is  sec¬ 
ond. 

In  the  prepared  dressings,  Yacht 
Club  is  first  and  Durkee  is  second. 


Coffee. 

1  he  best  seller  in  unrestricted 
lines  is  Barrington  Hall.  It  is  sold 
throughout  the  city  and  in  a  large 
number  of  stores  is  the  leader.  Of 
course,  most  of  the  stores  have 
private  label  coffees  that  are 
pushed,  because  they  cannot  be  re¬ 
ordered  elsewhere. 


The  reader  of  the  above  will  be 
impressed,  no  doubt,  with  the  fact 
that  the  advertised  brands  stand 
first,  and  in  fact  almost  monopolize 
the  business.  Every  one  of  the 
brands  named  above  has  been  ad¬ 
vertised  largely  here  for  years, 
some  of  course  more  largely  than 
others,  but  all  of  them  to  a  con¬ 
siderable  extent. 

The  National  Biscuit  Co.  have 
been  one  of  the  largest  advertisers 
in  the  country  for  ten  years,  and  as 
a  result  have  a  universal  distribu¬ 
tion  and  big  demand. 
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The  only  baking  powders  selling 
re  in  any  large  quantity  are  the 
vertised  ones. 

The  breakfast  foods  line  up  in 
out  the  order  of  their  advertising 
penditure. 

The  soaps  that  are  being  used 
,ve  all  been  made  well  known  by 
wspaper  and  magazine  advertis- 

K- 

The  leading  washing  powders— 
ipolio.  Gold  Dust  and  Old  Dutch 
[eanser — are  the  best  advertised 
ies  in  the  country. 

Campbell  leads  in  the  soup  busi¬ 
es  because  he  has  been  the  great- 
t  advertiser. 

Van  Camp  has  extensively  ad- 
irtised  his  beans,  and  they  are 
■st  in  demand ;  his  soups  have  not 
:en  advertised  and  there  is  not 
uch  demand  for  them. 

Knox  gelatine,  Snider’s  catsup, 
ingsford’s  cornstarch,  Lipton’s 
a,  Burnett’s  extracts,  Heinz 
ckles,  McClaren’s  cheese,  Lee  & 
errin’s  sauce  and  Yacht  Club 
ressing — all  have  been  well  ad- 
jrtised  for  years,  and  all  lead  in 
teir  respective  lines. 

Other  specialties  that  have  been 
lade  well  known  in  this  city 
irough  advertising  and  are  selling 
■ell  are :  Log  Cabin  syrup,  Drome¬ 
ary  dates,  Crystal  Domino  sugar, 
o-Mule  Team  Borax,  Steero  Bou- 
lon  Cubes,  Crisco  and  Instant 
'ostum. 

J.  T.  E. 


Australian  Meat  Coming  Here. 

One  hundred  and  ninety-two 
housand  pounds  of  veal,  beef  and 
lutton  arrived  at  San  Francisco, 
lab,  a  week  ago  on  the  steamer 
jonoma  from  Australia.  This  is 
he  third  shipment  of  meat  received 
n  California  from  the  Antipodes, 
rhe  meat  is  consigned  direct  to  re¬ 
aders.  George  F.  Richards,  who 
'epresents  the  Australian  shippers, 
,vas  a  passenger  on  the  Sonoma. 
Be  comes  to  investigate  the  facil- 
ties  for  storing  frozen  meats  on 
:his  coast,  and  also  will  go  to  Chi¬ 
cago.  In  speaking  of  the  shipment 
af  meats  to  this  countrty  from  Aus¬ 
tralia,  Mr.  Richards  said:- ‘‘We  are 
prepared  to  ship  all  kinds  of  meat 
from  Australia  to  the  United 
States,  and  an  unlimited  amount  of 
butter,  just  .as  soon  as  we  find  it 
can  be  cared  for.  We  can  place 
Australian  meat  and  butter  on  this 
market,  at  present  transportation 
rates,  so  that  it  will  sell  at  a  good 
profit,  at  a  considerably  lower  fig¬ 
ure  than  the  prevailing  rates.” 


FAMOUS  SOAPS 


You  can  sell  these  soaps  to 
customers  who  are  not  buy¬ 
ing  their  soap  from  you  now 

Lots  of  your  customers  “want  premiums”  and  will  buy 
inferior  mail  order  soaps  to  get  them.  Result  you  lose 
their  soap  trade.  Stop  this  leak  of  profits  by  selling  them 

YOUNG’S  SOAPS. 

We  give  high-grade  gifts  in  exchange  for  our  wrappers,  your 
customers  get  big  moneysworth  of  soaps  that  would  sell  on  Quality 
alone,  the  sales  pass  through  your  hands  and  pay  you  good  profits. 
Young’s  Soaps  have  been  famous  for  over  35  years.  Wherever  intro¬ 
duced  they  keep  on  selling.  There’s  a  Young  Soap  for  every  purpose, 
and  it’s  a  good  soap.  Start  your  customers  buying  Young’s  Soaps, 
because  it  will  mean  greater  satisfaction  to  them  as  well  as  additional 

profits  to  you. 

CHAS.  W.  YOUNG  &  CO. 


Makers  of  Soaps  of  Merit 


ESTABLISHED  1877 


PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 


^SSil 

'osf 

W  “  You  will  find  YOUNG’S  SOAPS,  POWDER  AND  CLEANSER  all 

I  satisfactory.  They  are  fine  quality  and  big  moneysworth.  All  the  wrappers 
1  are  redeemable,  and  by  confining  your  purchases  to  this  celebrated  line  you 

soon  get  enough  wrappers  to  secure  a  handsome  gift. 

This  Is  one  of  the  firms  the  sale  of  whose  products 
r  helps  organize  the' Pennsylvania  Retail  Merchants 
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The  retail  druggists  of  the  coun¬ 
try  seem  to  have  entered  upon  a 

strenuous  c  a  m- 

The  Ungracious  paign  to-  grab 

Campaign  of  the  .  ° 

Retail  Druggists,  things.  Readers 

hereof  are  familiar 
with  their  effort  to  pass  a  law  in 
Pennsylvania  confining  to  them¬ 
selves  the  sale  of  patent  medicines, 
drugs  and  extracts,  including  those 
simple  articles  for  everyday  house¬ 
hold  use  which  grocers  and  genera 
storekeepers,  for  the  public  con¬ 
venience,  have  carried  for  twenty 
years.  This  effort  has  probably  al¬ 
ready  been  defeated  by  the  united 
attack  of  the  wholesale  and  retail 
grocers  of  the  State.  It  is  also 
being  made  in  other  States  and  is 
evidently  part  of  a  systematic  na¬ 
tional  campaign. 

The  current  number  of  a  leading 
medical  journal  now  contains  a 
sharp  criticism  of  the  organized  re¬ 
tail  druggists  for  endeavoring  to 
have  Congress  pass  a  law  compel¬ 
ling  doctors  to  keep  a  complete  rec¬ 
ord  of  all  the  ready  compounded 
remedies  which  modern  doctors 
have  come  to  dispense,  in  order  to 
save  their  patients  expense,  instead 
of  writing  prescriptions  for  every¬ 
thing  to  be  filled  by  a  druggist  at  a 
profit  of  700  per  cent.  The  bill 
would  also  compel  a  doctor  dis¬ 
pensing  his  own  medicines  to  pay 
an  internal  revenue  license  as  a 
dealer.  Of  course  the  object  is 
clear — to  stop  doctors  from  giving 
out  their  own  medicine,  and  to  sub¬ 
ject  the  sick,  already  burdened  by 
doctors’  bills  and  other  inevitable 
expenses  of  all  illnesses,  to  assume 
the  additional  burden  of  having 
prescriptions  compounded.  It  is  a 
selfish  grab  just  like  the  bill  to  pre¬ 
vent  anybody  but  themselves  from 
selling  simple  drugs  and  household 
medicines. 

The  druggist  who  joins  in  move¬ 
ments  like  this  stands  in  a  particu¬ 
larly  ungracious  and  greedy  posi¬ 
tion.  As  previously  charged,  he 
has  himself  grabbed  everything  he 
could  from  other  lines  of  merchan¬ 
dising.  He  has  stolen  candy  from 
the  confectioner,  magazines  from 
the  bookman,  tobacco  from  the 
tobacconist,  stationery  from  the 
stationer,  camera  materials  from 
the  photographer,  and  many  addi¬ 


tional  things  from  merchants  in 
other  classes.  The  modern  drug¬ 
gist  sells  far  more  outside  lines  than 
he  sells  of  drugs  and  medicines, 
and  before  be  can  decently  call 
upon  the  law  to  get  back  from  other 
merchants  what  he  thinks  they  have 
taken  from  him,  he  must  give  back 
his  own  filchings. 

Reference  was  made  in  a  pre¬ 
vious  issue  to  the  plan  of  the  Phila¬ 
delphia  Rapid 
The  Wrong  Transit  Co.  to  ar- 

Argument.  range  for  its  em¬ 

ployees  to  buy 
their  supplies  co-operatively,  at  a 
special  discount,  from  two  local 
stores.  At  a  meeting  of  the  United 
Business  Men’s  Association,  held 
during  the  week,  the  transit  plan 
was  opposed,  and  a  committee  was 
appointed  to  see  the  transit  com- 1 


pany  and  voice  the  objections  of  the 
organization.  According  to  the 
newspapers,  the  association’s  only 
objection  was  that  it  would  “force 
the  small  retailer  out  of  business.” 

This  is  the  most  foolish  and  the 
most  dangerous  objection  possible 
to  make  against  co-operative  buy- 
ing.  It  is  more  a  confession  than 
it  is  an  attack — a  confession  that 
the  small  retailer  is  being  kept  in 
business  by  artificial  protection, 
and  lhat  the  minute  the  artificial 
protection  is  withdrawn,  he  will 
drop  out. 

Most  of  the  houses  in  Japan  are 
made  of  thin  wood  and  paper,  and 
even  the  smallest  fire  sweeps  them 
away  like  so  much  tinder.  Several 
years  ago  a  movement  was 
launched  to  build  the  houses  more 
substantially  so  that  the  enormous 
fire  loss  would  be  reduced.  Stren¬ 


uous  objection  at  once  came  fron 
the  great  guild  of  carpenters,  01 
whatever  they  call  it  in  Japan,  or 
the  ground  that  if  the  destructior 
of  houses  by  fire  was  reduced,  less 
rebuilding  would  be  necessary,  and 
the  carpenters  would  suffer!  It  i? 
not  surprising,  in  Japan,  perhaps, 
that  this  argument  was  serious!} 
considered  and  that  it  prevailed. 
There  has  been  no  change  in  the 
character  of  Japanese  houses  to 
this  day. 

The  United  Business  Men’s  As¬ 
sociation  is  making  the  same  ar¬ 
gument  in  slightly  different  form. 
Unless  we  are  ready  to  admit  that 
the  regular  retailer  is  a  hothouse 
growth,  with  no  legitimate  place  in 
trade,  that  he  can  live  only  when 
protected  from  competition;  and 
that  society  owes  him  the  duty  of 
this  protection,  the  argument  of  the 
United  Business  Men’s  Association 
is  the  last  one  which  ought  to  be 
used. 


Unfortunately  for  the  Kellogg 
Toasted  Corn  Flakes  Co.,  and  par¬ 
ticularly  so  for  the 

The  Sanatogen  retail  grocery 

Decision  and  the  , 

Kellogg  Case.  trade,  the  United 
States  Supreme 
Court,  in  the  Sanatogen  decision  re¬ 
ported  elsewhere,  has  decided  ad¬ 
versely  a  part  of  the  Kellogg  case 
before  it  was  tried.  The  Sanatogen 
case  was  a  much  stronger  case  for 
limited  prices  than  the  Kellogg 
case,  and  if  the  court  decided  ad¬ 
versely  in  that  case  it  would  surely 
do  so  in  the  Kellogg  case. 

Sanatogen  is  a  patent  nerve  food, 
and  its  manufacturers  fixed  a  retail 
price  upon  it  of  $1  a  bottle.  They 
considered  that  they  had  the  legal 
right  to  do  this,  and  to  hold  retail¬ 
ers  to  it,  even  though  they  bought 
from  jobbers,  under  the  decisions 
of  other  courts  which  said  that  the 
owner  of  a  patented  article  could 
fix  and  control  its  price  until  it 
reached  the  consumer,  no  matter 
how  many  hands  it  went  through. 
Therefore  every  package  of  Sana¬ 
togen  bore  a  notice  to  the  retailer 
that  it  must  be  sold  at  $1,  and  that 
any  cutting  below  $1  would  be  con¬ 
sidered  an  infringement  of  patent 
right  and  punished  accordingly. 
Most  retailers  sold  at$i  and  were 
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WHITE  OAK  COAL  COMPANY 


New  Riven  Fucl  Compan 
Stuart  Cocuicnv  Compan 
Pmce  Hill  Fuel.  Compan 
MottrCOAL  A  Lano  Company 
Narvcy  Coal  a  Cokc  Compa 
Sccklcv  Coal  a  Cokc  Compan  . 
Qrcat  KanawhaCollhayCompan 


Whitc  Oak  Fucl  Company 

Cranocrav  Fucl  Company 

Oiulon  Coal,  a  Land  Company 
Collin*  Collicay  Company 
Macoonald  Collicay  Company 
Iaobcott  Coal  a  Cokc  Company 
Dunn  Loop  Coal  a  Cokc  Company 


Macdonald,  W.  Va. 


May  12th 
19  13 


■  d  Ge; 

A 

Philadelphia,  Pa. 


The  Grocery  World^General  Merohant, 


Gentlemen: 

I  am  in  charge  of  fifteen  stores 
here  and  am  desirous  of  buying  sugar  in  car 
lots  and  feel  that  youcan  help  iis  in  this 
natter. 

We  will  probably  use  from  one  to 
twc  cars  a  month  and  would  be  pleased  to  have 
you  put  us  in, touch  with  the  parties  that 
handle  this  product. 

Kindly  addreseyour  reply  to  me 
personally. 

Very  tnily  yours , 


y,  iiu  i'uurs. 

Manager  of  Stores. 


HM-CF 
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ad  of  the  chance,  but  a  cut  rate 
uggist  offered  it  for  less,  and  the 
anufacturer’s  prosecution  of  him 
tally  reached  the  Supreme  Court, 
ae  latter’s  decision  is  that  a  manu- 
cturer,  whether  his  product  is 
tented  or  not,  cannot  dictate  to  a 
tailer  what  the  retail  price  shall 
,  always  provided  he  has  sold  the 
oduct  outright. 

The  reason  the  Sanatogen  case 
stronger  for  limited  prices  than 
e  Kellogg  case  is  that  in  the  San- 
ogen  case  the  Sanatogen  itself 
is  patented,  while  in  the  Kellogg 
se  only  the  carton  was.  Fur- 
er,  nobody  had  questioned  the 
liclity  of  the  Sanatogen  patent, 
bile  the  Government  has  already 
tacked  the  Kellogg  patent,  on  the 
ound  that  it  never  had  any  right 
be  issued. 

The  Kellogg  Company  has  al- 
avs  sold  its  products  outright  to 
bbers,  who  have  sold  them  out¬ 
fit  to  retailers.  This  being  so, 
ere  is  no  question  that  the  Sana- 
gen  decision  will  make  it  impossi- 
e  for  the  Kellogg  Company  to 
<  the  retail  price,  either  through 
itent  right  or  anything  else, 
here  is  only  one  way  now  in  which 
manufacturer  can  control  the  re¬ 


tail  price  at  which  his  product  shall 
be  sold,  and  that  is  by  selling  it 
neither  to  jobber  nor  retailer,  but 
by  appointing  both  agents  to  dis¬ 
tribute  for  him.  Naturally  if  he 
does  that,  he  neither  parts  with  the 
title  nor  the  right  of  control  which 
travels  with  the  title.  The  agency 
appointment  must  be  bona  fide, 


however,  as  many  such  appoint¬ 
ments,  used  merely  as  subterfuges 
to  control  prices,  have  been  de¬ 
stroyed  by  court  decisions.  A  bona 
fide  agency  appointment  is  apt  to 
be  an  exceedingly  complicated  and 
expensive  thing,  and  few  if  any 
manufacturers  are  likely  to  go  into 
it. 


W#  would  be  pleased  U  hare  for  publication  la  this  column  the  idea*  of  our  reader*  upon  trad*  topic* 
It  being  uadorttood  that  wo  do  not  hold  ouraelve*  responsible  for  any  views  expressed  therein.  AU  com¬ 
munications  must  ho  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  hut  not 
nocomnrlly  for  publication.  All  Inquiries  within  our  power  to  answer  will  also  be  noticed  in  this  department. 


As  to  Macaroni  Machinery. 

Manacas,  Cuba,  May  19,  1913. 
To  the  Editor. 

Dear  Sir: — The  “Manufacturers’ 
Record,”  of  Baltimore,  Md.,  re¬ 
fers  me  to  you  for  information 
covering  machinery  for  the  manu¬ 
facture  and  sale  of  macaroni, 
noodles,  etc. 

I  shall  be  glad  to  hear  from  you. 

D.  W.  Halstead. 


Werner  &  Pfleiderer,  Saginaw, 
Mich. 

*  *  * 

Canned  Pineapple  Importers. 

Atlanta,  Ga.,  May  20,  1913. 
To  the  Editor. 

Dear  Sir : — Please  advise  us  the 
names  of  importers  of  canned  pine¬ 
apple  from  the  Bahama  and  Ha¬ 
waiian  Islands  as  well  as  the 
Straits  Settlements. 


Thanking  you  for  extending  us 
this  courtesy,  we  remain, 

Yours  very  truly, 

Norris,  Inc. 

The  Hawaiian  Pineapple  Pack¬ 
ers’  Association,  Tribune  Building, 
New  York,  for  Hawaiian  pine¬ 
apple. 

Paul  Taylor  Brown  &  Co.,  of 
New  York;  C.  C.  Howe  &  Co., 
Schepp  Building,  New  York  City; 
U.  H.  Dudley  &  Co.,  Schepp  Build¬ 
ing,  New  York  City,  and  Jaburg 
Brothers,  New  York  City,  for 
Porto  Rico  pineapple. 

*  *  * 

AVaste  Paper  Halers. 

New  Britain,  Conn., 

May  23,  1913. 

To  the  Editor. 

Dear  Sir : — Please  send  us  names 
and  addresses  of  paper  baling  press 
manufacturers. 

Yours  very  truly, 

Miller  &  Olson. 

The  Buckeye  Baler  Co.,  Findlay, 
Ohio,  and  the  Davenport  Manufac¬ 
turing  Co.,  Davenport  Iowa. 

*  *  * 

A  New  Pure  Food  Idea. 

Hagerstown,  Md.,  May  27.  1913. 
To  the  Editor. 

Dear  Sir: — For  the  last  ten 
years  we  have  heard  so  much  about 
pure  food  laws,  labels,  short 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


12 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  think¬ 
ing  along  a  line  which  was  given  some  discussion  several  months  ago, 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod¬ 
ucts  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  the  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  an  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all, 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling, 
demonstrating,  etc.] 


weights,  adulterations,  etc.  Now  is 
it  not  about  time  that  some  atten¬ 
tion  be  given  to  the  package  or 
container  in  which  food  articles  are 
packed  and  transported?  For  ex¬ 
ample  is  it  safe  and  sanitary  to 
ship  sugar  and  coffee  or  any  food 
article  in  a  burlap  sack,  no  matter 
if  it  is  paper  lined?  Are  the  pure 
food  and  anti-germ  faddists  aware 
that  all  local  shipments  are  made 
up  of  assorted  merchandise  such  as 
oil.  hides,  drugs,  spraying  materi¬ 
als,  fish,  etc.,  all  shipped  in  one 
car  and  all  subject  to  contamina¬ 
tion?  If  not  give  it  a  thought  and 
get  after  the  backers  of  pure  food 
laws  and  see  that  the  proper  pack¬ 
ages  or  containers  are  specified  and 
provided. 

Very  truly  yours, 

Ernest  W.  Miller. 

So  far  as  the  writer  knows,  no 
food  law  or  food  department  has 
ever  gone  into  the  question  of  the 
contamination  of  one  food  product 
by  another.  Of  course  the  law 
takes  notice  of  physical  contamina¬ 
tion,  such  as  where  dirt  appears  in 
dried  fruit,  but  the  mere  contami¬ 
nation  of  flavor  is  ignored  by  every¬ 
body.  It  is  an  interesting  point,  but 
the  trade  have  reason  to  hope  that 
nobody  may  ever  take  it  up,  for 
we  have  enough  finely  spun  chem¬ 
ical  theories  now. 

*  *  * 

Is  There  a  Demonstrating  Bureau? 

Hagerstown,  Md.,  May  26,  1913. 
To  the  Editor. 

Dear  Sir : — Inclosed  find  stamped 
:envelc^pe  for  the  name  of  some 
bureau  or  company  that  makes  a 
business  of  sending  out  lady  dem¬ 
onstrators.  I  have  a  lady  here  that 
has  had  experience  in  this  line  un¬ 
der  a  chief  introducing  the  Davis 
baking  powder  and  now  desires  a 
position  where  she  can  introduce  a 
line  of  goods  in  a  new  or  old  ter¬ 
ritory  working  direct  for  the  com¬ 
pany. 

Thanking  you  in  advance,  I  am, 
Very  truly  yours, 

Ernest  W.  Miller. 

This  journal  has  not  been  able  to 
mail  the  stamped  envelope,  for  it 
knows  of  no  demonstrating  bureau, 
and  does  not  believe  that  any  ex¬ 
ists. 


A  POSSIBLE 
CUSTOMER 

is  often  made  by  having 
just  the  particular  thing 
he  or  she  wants. 

MAPLEINE 

is  a  popular  flavoring. 
Be  sure  and  have  it  in 

stock. 

Order  from  your  jobber  or 
Frank  A.  Smith  A  Co. 
105  S.  Front  St., 
Philadelphia,  Pa. 

Craaeant  Mfg.  Co. 
Seattle,  Wash. 


Good  Housekeeping. 

Sapolio,  one  page. 

Old  Dutch  Cleanser,  one  page. 

Nesnah  Desserts,  one  page. 

Armour’s  Simon  Pure  Lard,  one 
page. 

Wesson  Salad  Oil,  one  page. 

Crisco,  one  page. 

Campbell’s  Soups,  one  page. 

Nabisco,  one  page. 

Kitchen  Bouquet,  one  page. 

Eagle  Brand  Condensed  Milk,  one 
page. 

Heinz  Peanut  Butter,  one  page. 

Armour’s  Grape  Juice,  one  page. 

Cox’s  Gelatine,  one  page. 

Crystal  Domino  Sugar,  one  page. 

Hotel  Astor  Coffee  and  Tea,  one 
page. 

Minute  Gelatine. 

McMonagle  &  Rogers’  Real  Va¬ 
nilla,  one  page. 

“I-Got-Him,”  Fly  Catchers,  one 
page. 

Beech-Nut  Peanut  Butter,  one 
page.  _ 

White  House  Coffee,  half  page. 

Egyptian  Deodorizer  and  Aero- 
fume,  quarter  page. 

Wright's  Silver  Cream,  quarter 
page. 

Burnett’s  Vanilla,  'half  page. 

Tanglefoot  Fly  Catcher,  one  page. 

Three-in-One  Oil,  one  page. 

Vitralite  White  Enamel,  one  page. 

Jap-a-Lac,  one  page. 

Sherwin-Williams  Paints  and 
Varnishes,  one  page. 

Valspar  Varnish,  one  page. 

Hawaiian  Canned  Pineapples,  one 
page. 

Knox  Gelatine,  one  page. 

Welch’s  Grape  Juice,  one  page. 

Peter's  Chocolate,  one  page. 

Underwood  Deviled  Ham,  one 
page. 

Van  Camp’s  Pork  and  Beans,  one 
page. 

Ivory  Soap,  one  page. 

Libby’s  Food  Products,  one  page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Harper’s  Magazine. 

Shredded  Wheat  Biscuit,  one 
page. 

Postum,  one  page. 

Ivory  Soap,  one  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Royal  Baking  Powder,  quarter 
page. 

Baker’s  Cocoa,  quarter  page. 

Grape  Nuts,  quarter  page. 

Delfaeator. 

Old  Dutch  Cleanser,  one  page. 

Crisco,  one  page. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Postum,  quarter  page. 

Bon  Ami,  quarter  page. 


June. 

Mapleine,  four  inches. 

_  Eagle  Brand  Condensed  Milk, 
eighth  page. 

Postum,  half  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Jap-a-Lac,  four  inches. 

Yacht  Club  Salad  Dressing, 
eighth  page. 

Van  Camp’s  Pork  and  Beans,  half 
page. 

Puffed  Wheat  and  Rice,  one  page. 
Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Post  Toasties,  one  page. 

National  Biscuit  Co.’s  Products, 
half  page. 

Heinz  Peanut  Butter,  half  page. 
Armour’s  Products,  half  page. 
Three-in-One  Oil,  two  inches. 
Coca  Cola,  half  page. 

Knox  Gelatine,  quarter  page. 
Tanglefoot  Fly  Paper,  quarter 
page. 

Fairy  Soap,  quarter  page. 
Kellogg’s  Toasted  Corn  Flakes, 
eighth  page. 

Snider’s  Tomato  Catsup,  one  page. 

St.  Nlchola*. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Baker’s  Cocoa,  one  page. 
Campbell’s  Soups,  one  page. 
Heinz  Peanut  Butter  and  Spag¬ 
hetti,  one  page. 

Crystal  Domino  Sugar,  one  page. 
Nabisco,  one  page. 

Maillard’s  Ground  Chocolate, 

quarter  page. 

Fairy  Soap,  one  page. 
Three-in-One  Oil,  two  inches. 
Peter’s  Milk  Chocolate,  one  page. 
Ivory  Soap,  one  page. 

Libbey’s  Products,  one  page. 

Smart  Set 

Maillard’s  Ground  Chocolate, 

quarter  page. 

Postum,  one  page. 

Nabisco  Wafers,  one  page. 

Grape  Nuts,  one  page. 

Dtilgur. 

Old  Dutch  Cleanser,  one  page. 
Crisco,  one  page. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Postum,  quarter  page. 

Welch's  Grape  Juice,  quarter  page. 
Bon  Ami,  quarter  page. 

National  Biscuit  Co.’s  Products, 
half  page. 

Van  Camp’s  Pork  and  Beans,  half 
page. 

Armour’s  Products,  half  page. 
Coca  Cola,  half  page. 

Puffed  Wheat  and  Rice,  one  page. 


Heinz  Peanut  Butter  and  Spag¬ 
hetti,  half  page. 

Post  Toasties,  one  page. 

Knox  Gelatine,  quarter  page. 
Tanglefoot  Fly  Paper,  quarter 
page. 

Fairy  Soap,  quarter  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Kellogg  Toasted  Corn  Flakes, 
eighth  page. 

Jap-a-Lac,  four  inches. 

Mapleine,  four  inches. 
Three-in-One  Oil,  two  inches. 
Snider’s  Catsup,  one  page. 

Ladies’  Home  Journal. 

Knox  Gelatine,  quarter  page. 
Snider’s  Pork  and  Beans,  four 
inches. 

Hawaiian  Pineapple,  quarter  page. 
Yacht  Club  Salad  Dressing, 
eighth  page. 

Atlas  E-Z  Seal  Jars,  quarter  page. 
Hormel's  Dairy  Hams  and  Ba¬ 
con,  three  inches. 

Gold  Dust,  eighth  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Crisco,  quarter  page. 

Crystal  Domino  Sugar,  quarter 
page. 

Meadow  Gold  Butter,  quarter 
page. 

National  Biscuit  Co.’s  Products, 
half  page. 

Kellogg  Toasted  Corn  Flakes,  one 
page. 

Cream  of  Wheat,  one  page. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Postum,  quarter  page. 

Campbell’s  Soups,  quarter  page. 
Old  Dutch  Cleanser,  quarter  page. 
Bon  Ami,  quarter  page. 
Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Burnett’s  Vanilla,  eighth  page. 
Beech-Nut  Peanut  Butter,  half 
page. 

Puffed  Wheat  and  Rice,  half  page. 
Kingsford’s  Cornstarch  and  Karo 
Syrup,  half  page. 

Jap-a-Lac,  eighth  page. 

Van  Camp’s  Pork  and  Beans,  half 
page. 

Nesnah  Desserts,  eighth  page. 
Valentine’s  Valspar  Varnish, 
quarter  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Swansdown  Prepared  Cake  Flour, 
two  inches. 

Underwood  Deviled  Ham,  quar¬ 
ter  page. 

Three-in-One  Oil,  four  inches. 
Whittemore’s  Shoe  Polishes,  four 
inches. 

Fairy  Soap,  quarter  page. 

McClure'*. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Baker’s  Cocoa,  one  page. 

Ivory  Soap. 

Campbell’s  Soups,  one  page. 
Postum,  one  page. 

Berry  Bros.  Varnishes,  half  page. 
Nabisco,  one  page. 

Fairy  Soap,  one  page. 

Jap-a-Lac,  quarter  page. 

Blooker’s  Cocoa,  two  inches. 
Snider’s  Pork  and  Beans,  quarter 
page. 

Cream  of  Wheat,  one  page. 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Pictorial  R«tIiv. 

Cream  of  Wheat,  one  page. 

Crisco,  one  page. 

Campbell’s  Soups,  half  page. 
Postum,  quarter  page. 

National  Biscuit  Co.’s  Products, 
half  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Sapolio,  quarter  page. 

Atlas  E-Z  Seal  Jars,  quarter 
page. 

Whittemore’s  Shoe  Polishes,  four 
inches. 

Coca  Cola,  half  page. 
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Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Nesnah  Desserts,  eighth  page. 

.  Yacht  Club  Salad  Dressing,  eighth 

page. 

Puffed  Wheat  and  Rice,  half 


Heinz  Peanut  Butter  and  Spag¬ 
hetti,  half  page. 

Jap-a-Lac,  four  inches. 

G.  Washington’s  Instant  Coffee, 
quarter  page. 

Three-in-One  Oil,  two  inches. 

Wrigley’s  Spearmint  Gum,  quar¬ 
ter  page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Post  Toasties,  one  page. 

Ladles’  World. 

Quakqr  Oats,  one  page. 

Baker’s  Breakfast  Cocoa,  quarter 

page. 

Ivory  Soap,  one  page. 

Karo  Syrup  and  Kingsford’s 
Cornstarch,  half  page. 

Burnett’s  Vanilla,  eighth  page. 

Cresco  Grits  and  Barley  Crystals, 
one  inch. 

National  Biscuit  Co.’s  Products, 
half  page. 

Van  Camp’s  Pork  and  Beans, 
half  page. 

Nesnah  Desserts,  eighth  page. 

Wrigley’s  Spearmint,  eighth  page. 

Snider’s  Catsup,  four  inches. 

Mapleine,  four  inches. 

Coca  Cola,  half  page. 

Fairy  Soap,  quarter  page. 

Atlas  E-Z  Seal  Jars,  eighth  page. 

Acme  Quality  Paints,  Varnishes, 
etc.,  quarter  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Gold  Dust,  eighth  page. 

Heinz  57  Varieties,  half  page. 

Snider’s  Pork  and  Beans,  four 
inches. 

Jap-a-Lac,  four  inches. 

Sapolio,  eighth  page. 

Kellogg  Toasted  Corn  Flakes,  one 
page. 

Welch  Grape  Juice,  one  page. 


MoCall’s  Magazine. 

Puffed  Wheat  and  Rice,  two- 
thirds  page. 

Coca  Cola,  one  page. 

Campbell’s  Soups,  third  page. 
Postum  Cereal,  third  page. 

Bon  Ami,  third  page. 

Acme  Quality  Paints  and  Var¬ 
nishes,  third  page. 

Old  Dutch  Cleanser,  third  page. 
Shredded  Wheat  Biscuit,  third 
page. 

Van  Camp’s  Pork  and  Beans, 
two-thirds  page. 

Knox  Gelatine,  half  page. 
Nabisco,  half  page. 

Kingsford’s  Cornstarch  and  Karo, 
two-thirds  page. 

Crisco,  half  page. 

Eagle  Brand  Condensed  Milk  Co. 
Lea  &  Perrin’s  Sauce,  four  inches. 
Mapleine,  three  inches. 

Junket  Dessert,  'half  inch. 

Yacht  Club  Salad  Dressing,  quar¬ 
ter  page. 

Three-in-One  Oil,  four  inches. 
Sapolio,  quarter  page. 

Jap-a-Lac,  three  inches. 

Heinz  57  Varieties,  two-thirds 

page. 

Kellogg’s  Toasted  Corn  Flakes, 

one  page. 

Ivory  Soap,  one  page. 

The  Woman’s  Magazine. 

Old  Dutch  Cleanser. 

Crisco,  one  page. 

Ivory  Soap,  one  page. 

Welch’s  Grape  Juice,  quarter 

page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Kellogg’s  Toasted  Corn  Flakes, 
eighth  page. 

Mapleine,  four  inches. 

Red  Wing  Grape  Juice,  quarter 
page. 


It  will  pay  you  to  push  the  sale  of  PRIZE  BUTTER 
because  you  can  depend  on  it  to  please  your  customers  and 
bring  them  back;  the  trade  you  win  on  PRIZE  BUTTER 
will  be  STEADY  trade,  because  SATISFIED. 

PRIZE  BUTTER  is  just  as  pure  as  it  can  be  made.  We  know 
how  to  make  butter  that  will  SELL  and  we’re  going  to  make  PRIZE 
BUTTER  the  biggest  selling  butter  in  the  State  of  Pennsylvania.  Do  all 
you  can  to  secure  the  trade  on  PRIZE  BUTTER  from  the  start,  because 
it’s  going  to  be  big  trade.  We  pack  PRIZE  BUTTER  in  carton,  tub  or 
print,  and  salt  it  or  color  it  to  suit  your  trade.  Tell  your  clerks  about 
PRIZE  BUTTER  and  get  them  all  interested  in  helping  you  to  get  the 
big  butter  business  of  your  town. 

P.  F.  BROWN  &  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 
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IS  THE  MOST  DELICIOUS  SUMMER  DRINK 


Your  customers  will  welcome  ICED  WILBUR’S 
COCOA  as  a  delicious  addition  to  their  list  of  hot  weather 
beverages.  It  is  not  only  smooth  and  creamy,  and  full  of 
flavor,  but  it  is  more  refreshing  than  other  iced  drinks.  Our 
recipe  book, “COOK’S  TOURS  THROUGH  WILBUR- 
LAND”  shows  how  to  make  it.  Advise  your  customers  to 
write  to  us  for  the  booklet  and  try  ICED  WILBUR  COCOA, 
not  only  because  that  recipe  will  please  them,  but  also  because 
the  booklet  contains  58  other  recipes  for  WILBUR’S 
COCOA.  “COOK’S  TOURS  THROUGH  WILBUR- 

LAND”  tells  how  to  make  delicious  cakes,  candies  and  des¬ 
serts  with  WILBUR’S  COCOA,  thus  increasing  its  use  and 
sending  additional  sales  and  profits  to  you. 


H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“If  you’ll  try  ICED  WILBUR’S  COCOA  according  to 
directions  in  Wilbur’s  Recipe  Booklet,  you’ll  find  it  the  most 
delicious  summer  drink  you  ever  tasted.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


ICED  WILBUR’S 


Bon  Ami,  quarter  page. 
Three-in-One  Oil,  two  inches. 
Postum,  quarter  page. 

Heinz  Peanut  Butter  and  Spag¬ 
hetti,  half  page. 

Puffed  Wheat  and  Rice,  one  page. 
Van  Camp’s  Pork  and  Beans,  half 
page. 

Post  Toasties,  one  page. 

National  Biscuit  Co.’s  Products, 
hal  f  page. 

Armour’s  Products,  half  page. 
Coca  Cola,  half  page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Fairy  Soap,  quarter  page. 

Knox  Gelatine,  quarter  page. 
Tanglefoot  Fly  Paper,  quarter 
page. 

Snider’s  Catsup,  one  page. 

The  American  Magazine. 

Baker’s  Cocoa,  one  page. 

Fairy  Soap,  one  page. 

Wrigley’s  Spearmint  Gum,  half 
page. 

Nabisco,  half  page. 

Welch’s  Grape  Juice,  third  page. 
Blooker’s  Cocoa,  two  inches. 

Bon  Ami,  third  page. 

Jap-a-Lac,  third  page. 
Sherwin-Williams  Paints  and 
Varnishes,  third  page. 

Heinz  Peanut  Butter  and  Spag¬ 
hetti,  third  page. 

Ivory  Soap,  one  page.* 

The  Outlook. 

Grape  Nuts,  one  page. 

Coca  Cola,  one  page. 

Valspar  Varnish,  one  page. 

Bon  Ami,  one  page. 

Wheatena,  one  page. 

Swift’s  Premium  Hams  and  Ba¬ 
con,  one  page. 

Maillard’s  Chocolate,  half  page. 
Ivory  Soap,  one  page. 

Puffed  Wheat  and  Puffed  Rice, 
one  page. 

Heinz  Peanut  Butter,  one  page. 
Three-in-One  Oil,  half  page. 
Shredded  Wheat,  one  page. 

Post  Toasties,  one  page. 

Everybody's  Magazine. 

Bon  Ami,  one  page. 

Shredded  Wheat,  one  page. 
Postum,  one  page. 

Campbell’s  Soups,  one  page. 
Crystal  Domino  Sugar,  one  page. 
Coca  Cola,  one  page. 

Vitralite,  one  page. 

Berry  Bros.  Varnishes,  half  page. 
Velvet  Tobacco,  one  page. 
Three-in-One  Oil,  quarter  page. 
Fairy  Soap,  one  page. 

Jap-a-Lac,  quarter  page. 

Ivory  Soap,  one  page. 

Tli*  Century  Magazla*. 

Baker’s  Cocoa,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 
Murphy  Varnishes,  one  page. 

Ivory  Soap,  one  page. 

Post  Toasties,  one  page. 


Scribner's  Magazine. 


Sapolio,  one  page. 

Shredded  Wheat,  one  page. 
Crystal  Domino,  one  page. 
Knorr’s  Consomme  Cubes,  quar¬ 
ter  page. 

White  House  Coffee,  half  page. 
Ivory  Soap,  one  page. 

Libby’s  Food  Products,  one  page. 
Royal  Baking  Powder,  quarter 
page. 

Grape  Nuts,  quarter  page. 

Baker’s  Cocoa,  quarter  page. 

Collier’s. 

Campbell's  Soups,  half  page. 
Stag  Tobacco,  half  page. 

Crisco,  quarter  page. 

Welch’s  Grape  Juice,  quarter  page. 
Farwell  &  Rhine’s  Cresco  Flour, 
one  inch. 

Sauer's  Flavoring  Extracts,  two 
inches. 

Wrigley’s  Spearmint,  one  page. 
Puffed  Wheat  and  Rice,  half  page. 
Red  Wing  Grape  Juice,  quarter 
page.  . 

Mapleine,  four  inches. 
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Van  Camp’s  Pork  and  Beans,  half 

page.  .  , 

Berry  B-ros.  Varnishes,  quarter 

page. 

Nabisco,  quarter  page. 

Hawaiian  Pineapple,  half  page. 

Liquid  Veneer,  half  page. 

Tuxedo  Tobacco,  one  page. 

Leslie’s  Weekly. 

Postum,  quarter  page. 

Post  Toasties,  one  page. 

Saturday  Evening  Post. 

Welch’s  Grape  Juice,  quarter  page. 

Beech-Nut  Peanut  Butter,  half 
page. 

Hawaiian  Pineapple,  half  page. 

Texas  Bermuda  Onions,  half 

Page-  ,  „  T  .• 

Armours  Grape  Juice,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Campbell’s  Soups,  half  page. 

Sherwin-Williams  Paints  and 
Varnishes,  quarter  page. 

Two-in-One  Shoe  Polishes,  quar¬ 
ter  page. 

Puffed  Wheat  and  Rice,  one  page. 

Elastica  Floor  Finish,  quarter 
page. 

Underwood  Deviled  Ham,  quarter 
page. 

Liquid  Veneer,  quarter  page. 

Whittemore’s  Shoe  Polish,  four 
inches. 

Kellogg’s  Toasted  Corn  Flakes, 
quarter  page. 

Ivory  Soap,  one  page. 

Red  Wing  Grape  Juice,  half  page. 

Old  Dutch  Cleanser,  quarter  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 

Stag  Tobacco,  half  page. 

G.  Washington’s  Instant  Coffee, 
quarter  page. 

Jap-a-Lac,  four  inches. 

Hires’  Root  Beer,  half  page. 

Gold  Medal  Flour,  one  page. 

Valspar  Varnish,  one  page. 

Berry  Bros.  Varnishes,  quarter 
page. 

Acme  Quality  Paints,  Varnishes, 
etc.,  half  page. 

Huyler’s  Chocolates,  ten  inches. 

Elastica  Floor  Finish,  ten  inches. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Hunt’s  California  Fruits,  eighth 
page. 

Two-in-One  Shoe  Polishes,  quar¬ 
ter  page. 

Knox  Gelatine,  quarter  page. 

Vitralite,  quarter  page. 

Cream  of  Wheat,  one  page. 

Crisco,  one  page. 

Meadow  Gold  Butter,  quarter 
page. 

Postum,  quarter  page. 

Velvet  Tobacco,  two  pages. 

Lifebuoy  Soap,  quarter  page. 

Kellogg  Toasted  Corn  Flakes, 
one  page. 

Tanglefoot  Fly  Paper,  quarter 
page. 

Bull  Durham  Tobacco,  one  page. 


Florida  peaches  command  $2  for 
the  best,  but  the  fruit  is  small, 
though  the  flavor  is  not  bad.  The 
demand  is  fair. 


x*x*x#x*x*s&x*x*x#s#x*x*x* 


PUSH  YOUR  OWN  BRAND  OF 

Peanut  Butter 


% 
% 
I 

We  will  pack  the  best  quality  under  your  V? 
OWN  PRIVATE  LABEL  in  vacuumized  £ 
glass  drinking  tumblers;  also  Mason  jars.  ? 
cans  or  pails. 

Ipham,  Miller  Co.  f 
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NEW  YORK 


Manufacturers,  Importers  and  Packers  of  % 
Food  Products  of  the  Finest  and  Most  Ex-  g 
elusive  Grocers  in  America.  ^r> 

^%x#x*x*x&x*x&x#x*x&x*x*x 


This  is  the 


that  makes  it  possi¬ 
ble  for  you  to  make 
a  profit  on  sugar  in¬ 
stead  of  selling  it  at  a 
loss,  because  it  saves 
the  labor  and  time  of 
putting  sugar  in  bags, 
saves  you  the  cost  of 
bags  and  twine,  saves 
you  from  losing  by 
overweight. 

You  can  buy  all  fast 
selling  grades  of  sugar  in 
FRANKLIN  CAR¬ 
TONS. 

FRANKLIN  CAR¬ 
TON  SUGAR  is  packed 
in  CONTAINERS  of 
24,  48,  60  and  120  lbs. 
capacity,  according  to  the 
grade. 

Ask  your  jobber  for 
further  information. 

The  Franklin  Sugar 
Refining  Company 

PHILADELPHIA 


"Your  customers  know  that  FRANKLIN  CARTON  SUGAR  is  CLEAN  sugar" 


WHAT  TO  TELL  CUSTOMERS 

“This  is  the  famous  FRANKLIN  CARTON  SUGAR.  1  he  car¬ 
ton  keeps  the  sugar  clean  and  dry  and  won’t  burst  in  your  basket 
or  closet,  like  a  bag.  Notice  the  quality  and  purity  as  well  as 
the  convenient  CARTON.  I  know  you  II  like  it. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


FRANKLIN  CARTON 
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What  the  New  Pennsylvania  Oleo  Bill 

Means 


Both  Houses  Pass  It  and  Governor  Will  Sign  It.  Provides 
Scientific  Test  by  Which  Food  Department  Can  Tell 
Whether  Oleo  is  Colored  in  Imitation  of  Yellow  Butter. 


This  journal  has  received  a  num¬ 
ber  of  inquiries  as  to  the  provisions 
of  the  oleo  bill  which  it  was  an¬ 
nounced  in  last  week's  Harrisburg 
letter  had  passed  both  Houses.  The 
bill,  as  announced  in  its  title,  was 
merely  an.  act  to  amend  the  oleo  act 
of  1901,  by  providing  a  standard 
by  which  the  State  authorities  can 
tell  whether  a  given  sample  of  oleo 
is  colored  to  look  like  yellow  but¬ 
ter  or  not.  This  question  has  al¬ 
ways  been  an  open  one.  If  oleo  is 
colored  to  look  like  yellow  butter 
it  cannot  be  sold  in  Pennsylvania, 
but  if  it  is  not  colored  to  look  like 
butter,  it  can  be  sold,  under  license, 
whether  otherwise  colored  or  not. 

The  standard  provided  by  the 
new  act,  by  which  oleo  will  hence¬ 
forth  be  judged,  is  as  follows: — 

When  it  has  a  tint  or  shade  con¬ 
taining  more  than  1  6-10  degrees  of 
yellow,  or  of  yellow  and  red  col¬ 


lectively,  but  with  an  excess  of  yel¬ 
low  over  red  in  the  terms  of  the 
Lovibond  Tintometer  scale  or  its 
equivalent. 

The  new  standard  and  the  prob 
able  effect  of  its  enforcement  on 
retail  dealers  were  interestingly 
discussed  by  the  House,  just  be¬ 
fore  the  passage  of  the  bill.  Fol¬ 
lowing  are  some  extracts  from  that 
discussion : — 

Mr.  R.  J.  Baldwin. — Mr.  Speaker, 

I  would  like  to  state  to  the  House 
that  this  is  a  bill  that  I  think  both 
agricultural  interests  and  the  oleo¬ 
margarine  interests  will  support.  It 
simply  fixes  a  scientific  measurement 
for  color,  so  that  hereafter  when¬ 
ever  thfere  is  any  controversy  in 
court  over  the  question  of  whether 
or  not  oleomargarine  is  colored  in 
imitation  of  butter  the  word  “yel¬ 
low”  has  a  definite  meaning,  and  it 
will  end  a  great  deal  of  the  trouble 
that  has  existed  in  the  past,  and  I 
think  every  member  of  the  House 
stands  for  that  kind  of  legislation. 

Mr.  Richards. — Mr.  Speaker,  I 
would  like  to  ask  the  gentleman 
whether  this  bill  permits  the  use 


of  any  amount  of  artificial  coloring 
matter? 

Mr.  R.  J.  Baldwin. — Mr.  Speaker, 
in  answer  to  that  I  will  state  that  if 
there  is  anybody  wants  to  make  a 
product  to  take  the  place  of  butter 
and  will  not  attempt  to  imitate  the 
agricultural  yellow,  he  can  use  any 
color  he  wants  under  the  provisions 
of  this  bill.  This  bill  simply  states 
what  yellow  is  scientifically.  Every 
member  of  the  House  knows,  I 
think,  as  well  as  myself,  that  one 
of  the  great  difficulties  in  a  contro¬ 
versy  between  the  pure  butter  peo¬ 
ple  and  the  imitation  is  over  the 
question  of  what  is  yellow?  Now 
I  cannot  for  a  moment  conceive  of 
any  opposition  on  the  part  of  any¬ 
body  except  to  desire  some  definite 
measurement  so  that  there  will  be 
no  controversy  afterwards. 

Mr.  Richards. — Mr.  Speaker,  what 
I  desire  to  ask  the  gentleman  is 
this :  How  are  you  going  to  deter¬ 
mine  whether  this  butter  is  70  per 
cent,  white  or  whether  it  is  30  per 
cent,  white?  By  what  method  and 
what  evidence  will  the  Dairy  and 
Food  Commissioner  prosecute? 

Mr.  R.  J.  Baldwin. — Mr.  Speaker, 
for  the  benefit  of  the  gentleman 
from  Allegheny  I  will  read  it,  and 
each  member  of  the  House  can  read 
it : — 

When  it  has  a  tint  or  shade 
containing  more  than  1  6-10  de¬ 
grees  of  yellow  or  #of  yellow 
and  red  collectively,’  but  with 
an  excess  of  yellow  over  red 
in  the  terms  of  the  Lovibond 
Tintometer  scale  or  its  equiv¬ 
alent. 

Mr.  Richards. — Mr.  Speaker,  well, 
then,  will  all  the  retailers  be  com¬ 
pelled  to  keep  one  of  those  instru¬ 
ments  in  their  store? 

Mr.  R.  J.  Baldwin. — Mr.  Speaker, 

I  do  not  think  that  is  a  question 


Experts  Agree  on  Sauer’s  Flavoring  Extracts 

and  that’s  why  they  SELL  best,  because  they  ARE  best.  We’ve  built  up  the  biggest  flavoring 
business  in  the  United  States  on  PURITY  and  QUALITY.  You  are  not  only  sure  to  have  plenty 
of  sales  at  good  profits  if  you  PUSH  SAUER’S  FLAVORING  EXTRACTS,  but  your  customers 
will  be  pleased,  and  pleased  customers  are  the  ones  who  come  back  to  buy  again  and  again. 

Let  us  tell  you  about  our  Special  Five-Gross  Deal 

THE  C.  F.  SAUER  COMPANY 

Richmond,  Va. 

WHAT  TO  TELL,  CUSTOMERS 

the  finest  flavorin£  extract  made-SAUER’S.  The  flavor,  strength  and 
absolute  PURITY  is  guaranteed  to  the  last  drop.” 


/un 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


for  the  House  to  consider  at  all. 
The  truth  of  the  matter  is,  and  the 
gentleman  knows  it  very  well,  and 
he  need  not  try  to  beg  the  proposi¬ 
tion — the  truth  of  the  matter  is  that 
the  oleomargarine  people  are  on  this 
proposition,  as  they  have  been  in  all 
their  other  legislation;  in  other 
words,  desire  to  imitate  another 
producer’s  article.  Now,  here  when 
we  undertake  to  fix  a  standard  by  a 
scientific  measurement,  now  they 
want  to  Know  whether  the  grocer 
needs  an  instrument  to  make  the 
measurement.  The  gentleman  knows 
and  every  member  of  the  House 
knows,  that  when  there  is  a  contro¬ 
versy  between  the  Department  and 
anybody  as  ^to  whether  or  not  the 
party  has  violated  the  oleomargarine 
law,  that  we  have  much  difficulty  in 
deciding  what  yellow  is.  Now,  cer¬ 
tainly,  anybody  that  wants  an  honest 
result  realizes  the  importance  of 
having  a  scale  to  measure  the  mat¬ 
ter  in  it.  Now  here  are  the  scales 
provided.  It  does  not  involve  the 
local  grocer  or  it  is  not  a  question 
of  whether  he  keeps  an  instrument 
or  the  solutions  to  test  out  this 
color.  It  is  not  an  argument  for  the 
House  to  decide  at  all.  We  realize 
that  if  there  is  not  a  controversy 
in  court  this  proposition  does  not 
amount  to  anything ;  but  when  there 
is  a  contest  in  court  the  word 
“yellow,”  being  an  indefinite  term, 
it  is  important  to  the  oleomargarine  1 
people  and  to  the  pure  butter  people 
that  the  word  be  defined,  and  we 
forever  settle  that  proposition  of 
what  yellow  is.  This  is  what  the 
bill  does.  It  fixes  what  yellow  is, 
and  surely  every  man  that  wants 
to  sell  an  honest  article  does  not 
want  that  doubt  to  exist. 

At  this  writing  the  bill  has  not 
been  signed  by  the  Governor,  but 
it  undoubtedly  will  be. 


More  Prosecutions  Under  Fed¬ 
eral  Food  and  Drugs  Act. 


United  States  Runs  Down  More  Brands 
of  Food  Products  Which  it  Charges 
Offend  Against  the  Adulteration  or 
Misbranding  Provisions  of  the 
National  Food  Law. 


The  United  States  Department 
of  Agriculture  has  certified  the  fol¬ 
lowing  cases  to  this  journal.  They 
are  cases  of  misbranding  or  adul¬ 
teration  under  the  Federal  Food 
and  Drugs  act : — 

Judgment  No.  2,235 — Misbranding 
of  Canned  Blueberries. 

The  United  States  Attorney  for 
the  Southern  District  of  New  York 
filed  in  the  District  Court  of  the 
United  States  tor  said  district  a  libel 
for  the  seizure  and  condemnation  of 
2,505  cases  of  canned  blueberries 
in  possession  of  the  Eastern  Steam¬ 
ship  Co.,  a  corporation,  Pier  14, 
North  River,  New  York,  N.  Y.,  al¬ 
leging  that  the  product  had  been 
shipped  by  A.  &  R.  Loggie,  Colum¬ 
bia  Falls,  Me.,  and  transported  from 
Maine  into  New  York,  and  charging 
misbranding  in  violation  of  the 
Food  and  Drugs  Act.  The  prod¬ 
uct  was  labeled:  “Eagle  Brand  (de¬ 
sign  of  bunch  of  blueberries),  A. 

&  R.  Loggie,  Loggieville,  N.  B., 
Canada.  90  oz.,  or  over  net  weight, 
packed  by  A.  &  R.  Loggie,  Loggie¬ 
ville,  N.  B.,  Canada.”  And  there 
was  also  stenciled  in  small  and  in¬ 
conspicuous  type  upon  the  back  of 
the  jars  containing  the  product,  so 
that  it  was  calculated  to  be  unob¬ 
served  by  the  purchaser,  the  follow- 
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ng:  “Packed  at  Columbia  Falls, 
de.,  Eagle  Brand  Blueberries.” 
Misbranding  was  alleged,  for  the 
eason  that  it  was  falsely  branded 
,s  to  the  State  and  country  in 
which  it  was  produced,  that  is  to 
ay,  that  it  bore  a  label  which  rep- 
esented  that  it  was  produced  and 
nanufactured  in  the  Dominion  of 
'anada,  whereas,  in  truth  and  in 
act,  it  was  produced  and  manu- 
actured  in  the  State  of  Maine,  and 
urther,  in  that  said  product  pur- 
iorted  by  its  label  to  be  a  foreign 
iroduct,  to  wit,  a  product  of  the 
Dominion  of  Canada,  and  further, 
n  that  the  label  of  the  product  bore 
\  statement  which  was  false  and 
nisleading,  in  that  it  represented 
he  article  to  be  Canadian  blue- 
>erries,  whereas,  in  truth  and  in 
act,  it  consisted  of  blueberries 
;rown  and  packed  in  the  State  of 
ffaine. 

A.  &  R.  Loggie  filed  a  bond  for 
>500  to  correct  the  label. 

fUDGMENT  No.  2,l62 — MISBRANDING 
of  Vanilla  Extract. 

The  United  States  Attorney  for 
he  District  of  Columbia  filed  in 
he  Supreme  Court  of  said  District, 
lolding  a  district  court,  a  libel  for 
he  seizure  and  condemnation  of  576 
lottles  of  vanilla  extract,  in  posses¬ 
ion  of  Heoht  &  Co.,  Washington, 
D.  C.,  alleging  that  the  product  had 
teen  shipped  by  the  Van  Duzer  Co., 
Mew  York,  N.  Y.,  and  transported 
:rom  New  York  into  the  District 
tf  Columbia,  and  charging  mis- 
jranding.  The  product  was  labeled  : 

‘1  Ounce  Full  Measure — St.  Regis 
3rand — Guaranteed  Absolutely  Pure 
—  Flavoring  Extracts  —  Vanilla  — 
Standard  Quality  for  Flavoring  Ice 
Zream,  Custards,  Jellies,  Sauces, 
:tc. — Put  up  Expressly  for  Hecht 
ind  Co.,  Washington,  D.  C.” 

Misbranding  of  the  product  was 
alleged  in  the  libel  for  the  reason 
:hat  the  bottles  thereof  did  not  con- 
:ain  one  ounce  full  measure. 

The  goods  were  sold  by  the  U.  S. 
Marshal. 

Judgment  No.  2,163 — Adulteration 
of  Preserved  Strawberries. 

The  United  States  Attorney  for 
the  Southern  District  of  New  York 
filed  in  the  District  Court  of  the 
United  States  for  said  district  a 
libel  for  the  seizure  and  condem¬ 
nation  of  242  cases,  each  containing 
six  half-gallon  jars  of  preserved 
strawberries,  in  possession  of 
Charles  B.  Malcolm  &  Co.,  at  Pier 
29,  North  River,  Pennsylvania  Rail¬ 
road  Co.,  New  York,  N.  Y.,  alleg¬ 
ing  that  the  product  had  been 
shipped  on  or  about  July  13,  1912, 
by  J.  B.  Malcolm  &  Co.,  Marion, 
N.  Y.,  and  transported  through 
Pennsylvania  and  New  Jersey  into 
New  York,  and  charging  adultera¬ 
tion.  The  product  was  labeled : 
“J.  B.  Malcolm  &  Company,  Marion, 
N.  Y.  R.  S.  Stubbs,  care  Morgan 
Line,  New  York  City.  45493-” 

_  Adulteration  was  alleged  in  the 
libel  for  the  reason  that  it  was 
colored  in  a  manner  whereby  in¬ 
feriority  was  concealed. 

The  Morey  Mercantile  Co.  filed  a 
bond  to  sell  the  goods  according  to 
law. 

Judgment  No.  2,164 — Misbranding 
of  Herring. 

The  United  States  Attorney  for 
the  Eastern  District  of  Pennsyl¬ 
vania  filed  in  the  District  Court  of 
the  United  States  for  said  district 
a  libel  for  the  seizure  and  condem¬ 
nation  of  twenty-five  boxes,  each 
containing  ten  pounds  of  herring, 
at  premises  numbered  118  North 
Delaware  avenue,  Philadelphia,  Pa., 
alleging  that  the  product  had  been 
shipped  from  Massachusetts  into 
Pennsylvania,  and  charging  mis¬ 
branding.  The  product  was  la¬ 


beled  :  “Highest  Awarci  Interna¬ 
tional  Fisheries  Exhibition  (two  de¬ 
signs  of  a  woman’s  head  with  words 
‘Victoria  Regina’  in  circle),  Ten 
Pounds  Crown  Brand  English 
Boneless  Herring  Packed  by  L. 
Pickert  Fish  Co.,  Boston,  Mass, 
(with  a  design  of  a  crown).” 

Misbranding  was  alleged  for  the 
reason  that  it  was  labeled  and 
branded  so  as  to  purport  to  be  a 
foreign  product  when  not  so. 

No  claimant  appeared  and  the 
goods  were  condemned  and  de¬ 
stroyed. 

Judgment  No.  2,167 — Adulteration 
of  Catsup. 

The  United  States  Attorney  for 
the  Northern  District  of  West  Vir¬ 
ginia  filed  in  the  District  Court  of 
the  United  States  for  said  district 
an  information  against  the  Mc- 
Mechen  Preserving  Co.,  a  corpora¬ 
tion,  Wheeling,  W.  Va.,  alleging 
shipment  by  said  company  from 
West  Virginia  into  the  District  of 
Columbia  of  a  quantity  of  catsup 
which  was  adulterated.  The  prod¬ 
uct  was  labeled :  “Elmwood  Brand 
Catsup,  made  from  tomatoes,  gran, 
sugar,  salt,  pure  spices,  grain  vin¬ 
egar,  and  preserved  with  1-10  of 
1  per  cent.  .Benzoate  of  Soda.  Mc- 
Mechen  Preserving  Co.,  Wheeling, 
W.  Va.,  U.  S.  A.” 

Adulteration  of  the  product  was 
alleged  in  the  information  for  the 
reason  that  it  consisted  in  whole  or 
in  part  of  a  filthy,  decomposed  and 
putrid  vegetable  substance. 

The  defendant  company  entered  a 
plea  of  guilty  to  the  information 
and  a  fine  of  $10,  with  costs,  was 
imposed  by  the  court. 

Judgment  No.  2,180 — Misbranding 
of  Coffee  Compound. 

The  United  States  Attorney  for 
the  Southern  District  of  New  York 
filed  in  the  District  Court  of  the 
United  States  for  said  district  an 
information  against  the  Potter- 
Sloan-O’Donohue  Co.,  a  corpora¬ 
tion,  New  York,  N.  Y.,  alleging 
shipment  by  said  company  from 
New  York  into  Alabama  of  a ‘quan¬ 
tity  of  so-called  Elephant  Compound 
Coffee  and  Chicory  which  was  mis¬ 
branded.  The  product  was  labeled : 
“Elephant  Compound  Coffee  and 
Chicory.  The  small  quantity  of 
chicory  in  this  compound  is  used 
simply  to  bring  out  the  flavor  and 
good  qualities  of  the  coffee.  One 
can  of  Elephant  brand  properly 
made  will  produce  better  results 
than  twice  the  amount  of  other  cof¬ 
fee.  Double  strength.” 

Examination  of  a  sample  showed 
the  compound  to  be  composed  of 
about  75  per  cent,  ground  Rio  and 
about  25  per  cent,  ground  chicory. 
Misbranding  was  alleged  for  the 
reason  that  the  label  thereon  bore 
a  statement,  to  wit,  “The  small 
quantity  of  chicory  in  this  com¬ 
pound  is  used  simply  to  bring 
out  the  flavor  and  good  qualities  of 
the  coffee,”  which  said  statement 
was  false  and  misleading,  in  that 
the  quantity  of  chicory  present  was 
not  small  and  in  that  said  chicory 
did  not  bring  out  the  flavor  and 
good  qualities  of  the  coffee,  but  was 
used  as  an  adulterant  to  cheapen  the 
cost  of  the  article. 

The  defendant  company  plead 
guilty  and  was  fined  $10. 

Judgment  No.  2,187— Adulteration 
of  Tomato  Catsup. 

The  United  States  Attorney  for 
the  District  of  New  Jersey  filed  in 
the  District  Court  of  the  United 
States  for  said  district  an  infor¬ 
mation  against  B.  S.  Ayars  &  Sons 
Co.,  a  corporation,  Bridgeton,  N.  J., 
alleging  shipment  from  New  Jersey 
into  Pennsylvania  of  a  quantity  of 
tomato  catsup  which  was  adul¬ 
terated.  The  product  was  labeled : 


“Bridgeton  Highest  Grade  Catsup, 
i-ioth  of  1  per  cent.  Benzoate  of 
Soda,  Bridgeton  Preserving  Co., 
Bridgeton,  N.  J.  This  catsup  is 
made  of  choice  tomatoes,  the  finest 
spices,  onions,  distilled  vinegar, 
granulated  sugar,  salt  and  prepared 
with  1-10  of  1  per  cent.  Benzoate 
of  Soda.” 

Adulteration  was  alleged  for  the 
reason  that  it  consisted  in  whole  or 
in  part  of  a  filthy,  decomposed  and 
putrid  vegetable  substance,  that  is 
to  say,  tomatoes,  containing  yeasts, 
spores,  bacteria  and  molds. 

The  defendant  company  entered 
a  plea  of  guilty  to  the  information 
and  the  court  imposed  a  fine  of  $50. 

Judgment  No.  2,194 — Adulteration 
and  Misbranding  of  Vanilla 
Extract. 

The  United  States  Attorney  for 
the  District  of  Maryland  filed  in 
the  District  Court  of  the  United 
States  for  said  district  an  informa¬ 
tion  against  the  Ferris-Noeth-Stern 
Co.  (Inc.),  Baltimore,  Md„  alleging 
shipment  from  Maryland  into  Vir¬ 
ginia  of  a  quantity  of  vanilla  ex¬ 
tract  which  was  adulterated  and 
misbranded.  The  product  was  la¬ 
beled  “Extract  Vanilla  No.  2, 
Bakers.  Artificially  Colored.  Fer¬ 
ris-Noeth-Stern  Co.  Manufactur¬ 
ing  Chemists  and  Jobbers  in  Bak¬ 
ers’,  Confectioners’  and  Bottlers’ 


Supplies,  No.  219  West  Pratt  Street, 
Baltimore,  Md.” 

Adulteration  of  the  product  was 
alleged  in  the  information  for  the 
reason  that  an  imitation  extract  of 
vanilla  'had  been  mixed  and  packed 
with  it  so  as  to  reduce,  lower  and 
injuriously  affect  its  quality  and 
strength  and  for  the  further  reason 
that  said  product  was  colored  in  a 
manner  whereby  inferiority  was 
concealed,  to  wit,  by  the  use  of 
caramel. 

The  defendant  company  entered  a 
plea  of  nolo  contendere  to  the  in¬ 
formation  and  the  court  imposed  a 
fine  of  $5. 

Judgment  No.  2.144 — Adulteration 
of  Prunes. 

The  United  States  Attorney  for 
the  District  of  Maryland  filed  in 
the  District  Court  a  libel  for  the 
seizure  and  condemnation  of  five 
boxes,  each  containing  25  pounds 
of  prunes,  remaining  unsold  in  the 
original  unbroken  packages  and  in 
possession  of  the  Merchants  &  Min¬ 
ers  Transportation  Co.,  Baltimore, 
Md.,  alleging  that  the  product  was 
being  transported  from  Maryland 
into  Florida,  and  charging  adulter¬ 
ation  in  violation  of  the  Food  and 
Drugs  Act.  The  product  was  label¬ 
ed :  “25  lbs.  net;  The  Very  Best 
Pitted  Prunes — Gold  Medal  Brand 
I  — Santa  Clara  Fruit.” 


SIS  SHH@lH@llffll®ll®!® 


Sell  Advertised  Goods  to 
Increase  Selling  Speed 

Anything  that  will 

L.  shorten  the  process  of 

waiting  upon  customers  will  give  your 
sales  clerks  more  time  to  wait  upon  more 
customers.  The  accepted  answer  to  this 
selling  problem  is — advertised  goods. 

Advertised  goods  remove  the  neces¬ 
sity  for  argument.  The  purchaser 
knows  advertised  goods,  knows  N.  B.  C. 
goods,  has  confidence  in  them  and  buys 
them.  Advertised  goods  eliminate 
argument  and  so  save  lost  time. 

By  one  move — the  selling  of  adver¬ 
tised  goods — your  clerks  can  sell  to  three 
or  four  people  in  the  time  it  formerly 
required  to  sell  to  one.  Prove  it  yourself 
— sell  N.  B.  C.  products  —  they  are 
nationally  known — their  quality  is  auto¬ 
matically  repeated  in  every  package  or 
pound.  Stock  a  good  assortment  of  the 
well-known  In-er-seal  Trade-Mark  pack¬ 
ages  and  the  familiar  glass-front  cans. 

NATIONAL  BISCUIT 
COMPANY 
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l,k0f  Borden's  Cohoe^I^ 

gj^.^ftiTBORCgp 


4rhof  Borden:  Conoe«^| 
pfeyT^iTBOR^p 


'UNSWEETENED 

Sterilized 


unsweetened 

Sterilized 

ftlBiaasifl 


|£N'S  CONDENSED  MIL' 
-^Newvopk  U. 


Adulteration  of  the  product  was 
alleged  in  the  libel  for  the  reason 
that  it  consisted  in  part  of  a  de¬ 
composed  vegetable  substance,  to 
wit,  prunes. 

No  claimant  appeared  and  the 
product  ^  was  destroyed  by  the 


United  States  Marshal. 


Judgment  No.  2,143 — Misbranding 
of  Lemon  Extract,  Vanilla  Ex¬ 
tract,  Almond  Extract  and 
Orange  Extract. 


The  United  States  Attorney  for 
the  Southern  District  of  Ohio  filed 
in  the  District  Court  an  information 
against  the  Royal  Remedy  and  Ex¬ 
tract  Co.,  a  corporation,  Dayton, 
Ohio,  alleging  shipment  by  said 
company,  in  violation  of  the  Food 
and  Drugs  Act,  from  Ohio  into 
Illinois : — 

(1)  Of  a  quntity  of  so-called 
lemon  extract  whch  was  mis¬ 
branded.  The  product  was  labeled : 
“One  dozen,  2  oz.  Souders’  Pure 
Lemon  Extract.  *  * 

Analysis  of  a  sample  showed  mis¬ 
branding,  for  the  reason  that  the 
label  and  brand  thereon  bore  a 
statement  of  the  contents  of  each 
of  the  packages  or  bottles  thereof 
in  terms  of  weight  or  measure,  as 
follows,  to  wit,  “2  oz.,”  which  said 
statement  was  not  correct,  in  that 
each  of  the  bottles  did  not  contain 
2  ounces  of  the  product,  but  the 
said  packages  and  bottles  averaged 
6.7  per  cent,  short  of  the  volume, 
weight  or  measure  so  stated  on  the 
label  and  brand. 

Prosecutions  for  short  measure  in 
orange,  almond  and  vanilla  extract 
were  also  brought  at  the  same  time. 
The  fine  was  $25. 


Florida  corn  is  coming  regularl 
forward,  but  the  quality  is  poor  an 
dried  up.  The  average  price  is 


Teas  by 
Mail 


is  our  slogan,  and  we’re 
making  a  good  living  out 
of  it. 

No.  selling  proposition 
stands  so  squarely  on  its 
feet  as  selling  Teas  by 
mail.  There’s  no  sales¬ 
man’s  persuasion  about 
it — the  Teas  must  make 
good  themselves  or  there’s 
no  deal. 

Send  a  sample — let  us 
see  what  we  can  do  with 
it.  If  we  quote  you  an 
interesting  price  on  it, 
you’ll  know  what  to  do 
about  it. 


DURYEE  &  BARWISE 


Roasters  aid  Packers  Teas  aad  Coffees 

89  FRONT  STREET,  NEW  YORK 


■  BTHBLISHID  1807 


WHAT  TO  TELL  CUSTOMERS 

“  You’ll  find  BORDEN’S  MILKS  a  great  help  in  your  cook¬ 
ing.  They  make  doughnuts,  cookies  and  cakes  that  are  as  light  and 
delicious  as  can  be,  and  enrich  all  gravies  and  sauces.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


NOTHING  has  a  wider  sale  than  milk;  some  people  like  one 
cereal,  some  prefer  another ,  but  all  buy  milk.  Even  the  woman 
who  bakes  her  own  bread  and  cakes  must  buy  milk.  All  your  cus¬ 
tomers  are  buying  milk  every  day.  Make  up  your  mind  that  you  are 
going  to  sell  it  to  them  and  secure  the  profit  on  this  great  volume 
of  sales ;  you  can  do  it  if  you’ll  push  the  sale  of  Borden’s  Eagle 
Brand  Condensed  Milk  and  Borden’s  Peerless  Brand  Evaporated 
Milk,  because  they  are  used  in  as  many  ways  as  raw  milk  and  their 
natural  favor  and  rich  creaminess  will  please  your  customers.  Bor= 
den’s  Brands,  both  sweetened  and  unsweetened,  are  made  by  the 
most  modern  processes,  and  guaranteed  absolutely  pure.  When  you 
get  your  customers  using  Borden’s  Eagle  Brand  Condensed  Milk 
and  Borden’s  Peerless  Brand  Evaporated  Milk,  they  will  also 
buy  Borden’s  St.  Charles  and  Silver  Cow  brands  of  Evaporated.  Send 
us  the  names  of  your  best  customers  and  we  will  mail  each  a  Recipe 
Book,  showing  dozens  of  delicious  dishes  that  can  be  made  with 
Borden’s  Milks.  This  is  sure  to  bring  you  increased  sales. 


Borden’s  Condensed  Milk  Company 

“LEADERS  OF  QUALITY" 

Established  1857  NEW  YORK 


11  the  signature. 


the  signature*  ^ 
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AVERAGE  NET  WEIGHT  4  OUNCES 

SEMINOLE 

BRAND 

AMERICAN 


pin 


IN  COTTON  SEED  OIL 

PACKED  FOR  ' 

American  Sardine  Co.  m 

EASTPORT  MAINE  NJfcVtSifVIlS 

8Y  EASTPORT  SARDINE  CD  EASTPDRT,  MAINE 


These 

Are 

1913 

Pack 


<J[  When  ordering  Sardines  be  sure  to  name 
Seminole  Brand  Standard  *4  Oil  Key 
Carton,  because  you  will  be  sure  to  get 
Spring  1913  fish. 

The  1912  pack  of  Sardines  that  are  still 
being  put  out  by  some  packers  are  poor  in 
comparison  with  this  year’s  pack. 

<fl  Seminole  Standards  are  high-grade 
fish,  packed  in  finest  oil,  and  spiced  with 
cloves  and  bay  leaf.  Being  packed  in  a 
handsome,  rich  carton  (deep  blue,  printed  in 
blue,  gold,  red  and  white),  they  sell  them¬ 
selves,  and  then  keep  on  selling  because  of 
the  high  quality  of  the  fish. 

€|  At  $3.75  a  case  they  pay  you  a  good  profit. 


AMERICAN  SARDINE  COMPANY 

EAST PO  RT,  MAINE 


Listen  to  Us  Shout ! 

<|  No  matter  what  time  of  year  you  pick  up 
Gurnse  butter,  you’ll  find  it  good.  That’s  the 
one  point  about  Gurnse  that  we’ve  shouted 
louder  than  any  other — its  uniformity  from  month 
to  month;  a  tremendously  important  thing  about 
butter  that  you  expect  people  to  use  right  along. 


<]f  We  work  all  day  to  keep  up  the  quality  of 
Gurnse,  but  we  work  all  day  and  all  night  to 
keep  its  uniformity  up.  Use  it  as  a  leader — it 
will  never  betray  your  confidence. 

Packed  in  20,  30  and  50-pound  boxes— pounds  and  half-pounds-35  cents 
Prices  subject  to  market  changes. 


F.  BROWN  &  CO. 

— ■  >  1 


39-41-43  South  Front  St. 
.  ■  ^Philadelphia,  Pa. 


fa 


When  you  offer  FAIRY  SOAP  to  your  customers  you  give  them 
a  real  reason  for  trading  with  you,  because  it’s  the  best  toilet  soap  a  nickel 
will  buy.  There’s  no  way  to  make  a  purer,  whiter,  sweeter  soap  than 
FAIRY,  and  it’s  real  soap  that  gives  satisfaction  down  to  the  last  thin 
wafer.  You  can  always  be  sure  of  a  steady  sale  for  FAIRY  because  it 
pleases. 

Have  yon  a  little  Fairy' in  your  Home? 

THE  N.K.FAIRBANK  COMPANY 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no  change 
for  the  week.  There  is  of  course 
no  new  tea  yet  available,  and  the 
market  is  in  a  more  or  less  waiting 
condition  on  that  account.  Spot 
teas  are  nominally  unchanged  in 
price,  but  sellers  are  willing  to 
make  some  concessions  if  thereby 
they  can  clean  up  their  stocks  in 
advance  of  the  new  season.  The 
demand  for  tea  is  very  dull  and  at 
best  is  only  moderate. 

Coffee. 

The  coffee  market  is  weaker 
again.  During  the  week  all  grades 
of  Rio  and  Santos,  apparently  for 
no  reason  other  than  their  own 
weight,  have  sagged  about  %  cent 
per  pound.  The  demand  is  very 
light  and  market  conditions 
throughout  are  pretty  sick.  No¬ 
body  seems  to  have  much  confidence 
in  the  future  of  the  market  and  for 
the  present  everything  is  stagnant 
and  dull.  Mild  coffees  have  weak¬ 
ened  in  sympathy  with  Brazils,  but 
in  the  primary  markets  holders  are 
even  asking  an  advance,  although 
there  have  been  no  sales  made  on 
any  advanced  basis.  Java  and 
Mocha  unchanged  and  dull. 

Sugar. 

There  has  been  no  change  in  the 
sugar  market  during  the  past 
week.  Raws  are  not  overly  strong, 
but  refined  is  exactly  where  it  was 
a  week  ago,  namely  4.20  cents  for 
granulated,  all  refiners  except  the 
local  Pennsylvania  Refinery  being 
on  a  par.  The  latter  will  sell  five 
points  less.  The  consumptive  de¬ 
mand  for  refined  sugar  is  very  fair. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  dull  at 
ruling  prices.  Sugar  syrup  and 
molasses  show  no  change  and  are 
very  dull. 

Canned  Goods. 

The  tomato  market  for  this  week 
shows  a  little  more  activity,  but 
with  practically  no  •  lvance  in  price. 
The  demand  for  futures  has  not  in¬ 
creased,  although  it  is  a  well-known 
fact  that  the  cold  weather  and  un¬ 
favorable  conditions  have  kept  the 
plants  from  advancing  far  enough 
to  be  set  out  and  the  general  crop 
will  therefor  be  about  three  weeks 
late.  There  is  a  slight  improve¬ 


ment  in  the  corn  market,  with  quite 
a  noticeable  increase  in  demand, 
especially  for  the  cheaper  grades. 
Peas  are  unchanged,  with  the  job¬ 
bers  generally  waiting  develop¬ 
ments  from  the  new  pack,  which 
will  be  ready  within  the  next  two 
or  three  weeks.  New  strawberries 
are  being  packed  now  and  indicar 
tions  are  for  a  short  crop.  Prices 
would  seem  to  be  as  low  as  they 
should  be  for  the  entire  season. 
Spot  California  fruits  are  fairly 
well  cleaned  up  and  some  business 
is  being  done  for  shipment  from 
the  coast  at  fairly  good  prices. 
Practically  nothing  has  been  done 
in  the  way  of  booking  orders  for 
new  pack. 

Dried  Fruits. 

Prunes  seem  to  be  in  a  very 
strong  position,  especially  in  view 
of  the  fact  that  reports  come  from 
the  coast  indicating  not  much  over 
a  50  per  cent.  crop.  Packers  are 
already  paying  growers  high  prices 
for  new  crop.  Peaches  on  the  spot 
are  moving  very  satisfactorily. 
Short  crop  of  these  is  also  reported 
for  the  coming  season.  Apricots 
of  1912  crop  are  fairly  well  cleaned 
up.  New  crop  will  be  quite  short 
and  prices  will  rule  high. 

Fish. 

Mackerel  is  not  improved,  and 
the  market  is  still  in  buyer’s  favor ; 
demand  light.  Cod,  hake  and  had¬ 
dock  quiet  on  account  of  the  season 
at  unchanged  prices.  Salmon, 
meaning  particularly  Pinks  and 
Medium  Reds,  is  quiet  and  prices 
are  still  particularly  low.  Red 
Alaska  is  unchanged  and  in  light 
demand.  Imported  sardines  scarce, 
high  and  dull.  New  pack  domestic 
sardines  are  also  rather  firm  by  rea¬ 
son  of  the  scarcity  of  fish. 

Beans  and  Peas. 

Pea  beans  and  marrows  are  firm 
at  unchanged  prices.  Demand  fair¬ 
ly  good.  No  change  in  green  and 
Scotch  peas.  Lima  beans  have  ad¬ 
vanced  ten  points  and  are  selling 
freely. 

Butter. 

The  make  of  fresh  butter  is  in¬ 
creasing  to  a  considerable  extent. 
The  quality  arriving  is  improving 
as  the  season  advances  and  the  de¬ 
mand  for  consumption  has  been 
very  good  and  some  of  the  receipts 


have  been  going  into  cold  storage. 
The  outlook  at  present  is  fair  with 
a  continued  increase  in  the  produc¬ 
tion.  No  change  in  price  of  any 
consequence  is  looked  for  in  the 
immediate  future. 

Eggs. 

The  quality  of  eggs  arriving  con¬ 
tinues  to  be  very  good  owing  to 
the  favorable  weather  conditions. 
There  is  still  a  considerable  quan¬ 
tity  of  eggs  going  into  cold  stor¬ 
age,  together  with  a  good  consump¬ 
tive  demand ;  the  market  is  I  cent 
higher  than  it  was  a  week  ago.  No 
change  is  expected  from  the  pres¬ 
ent  conditions,  while  the  quality  o:: 
the  eggs  continues  to  run  fine. 

Cheese. 

The  receipts  of  new  cheese  con¬ 
tinue  to  increase.  The  consumptive 
demand  is  also  much  better  than 
it  was,  and  owing  to  the  increasec 
demand  the  market  is  1  cent  per 
pound  higher  than  it  was  last  week. 
There  are  a  few  old  cheese  remain¬ 
ing  in  the  market  that  are  being 
sold  at  about  3  cents  per  pound  over 
the  price  of  the  new  make.  The 
quality  of  new  cheese  will  get  bet¬ 
ter  as  the  season  advances.  Prices 
are  ruling  about  the  same  as  they 
were  a  year  ago,  and  no  change  is 
likely  to  occur  from  the  present 
range  of  prices  in  the  immediate 
future. 

Provisions. 

There  is  an  increase  in  demand 
for  everything  in  the  smoked  meat 
line  at  prices  ranging  about  ;4  cent 
per  pound  over  last  week.  Pure 
and  compound  lard  remain  steady 
at  unchanged  prices,  with  a  fair 
consumptive  demand.  Barreled 
pork,  canned  meats  and  dried  beef 
are  all  firm  with  an  increased  de¬ 
mand  at  unchanged  prices. 


INDIVIDUAL  MARKET  REPORTS. 

Evaporated  Apples,  Etc. 

Trading  on  apples  is  about  nor¬ 
mal  for  this  season  of  the  year. 
Shippers  are  getting  5%  to  6  cents 
for  high  prime  in  50-pound  boxes, 
6jd  for  choice,  and  up  to  8  cents 
for  fancy.  Cartons  y2  cent  per 
pound  higher.  Orders  are  prin¬ 
cipally  for  small  lots. 

The  future  market  is  at  a  stand¬ 
still  owing  to  unfavorable  condi¬ 
tions.  Some  business  is  being 
booked  on  a  basis  of  6j4  cents  in 
50-pound  boxes  for  prime  October- 


November  shipment,  but  trade  i 
not  active. 

Raspberries  are  firm ;  spot  good 
are  quotable  at  16  to  17  cents  f.  c 
b.  in  barrels,  and  new  goods  fo 
August-September  shipment  at  1 
to  1854  cents  f.  o.  b.  in  barrel1 
These  prices  are  much  lower  tha 
we  have  had  for  several  years,  am 
while  buying  is  not  large,  ship 
pers  are  getting  a  very  fair  de 
mand. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Standard  Canned  Goods. 

No.  1 

During  the  week  the  tomato  mar 
ket  here,  for  the  first  time  since  th 
first  of  the  year,  showed  unmistak 
able  signs  of  a  reaction  from  th 
low  level  of  prices  which  have  bee 
prevaling  during  the  last  two  0 
three  months.  The  extent  of  th 
damage  done  to  the  early  plants  b 
the  recent  heavy  frosts  is  bein: 
realized  now,  and  while  the  first  re 
ports  may  have  been  exaggerate^ 
somewhat,  the  damage  has  bee 
serious  throughout  this  entire  sec 
tion.  Fortunately,  the  frosts  cam 
at  a  time  that  still  leaves  an  op 
portunity  for  the  more  enterprisin: 
farmers  to  secure  another  supply  0 
plants  to  set  out,  and  they  will  mak 
a  strong  endeavor  to  recover  tliei 
losses,  or  as  much  of  them  as  ma; 
be  possible  under  the  circumstances 
though  the  chronic  pessimists  clain 
that  the  scarcity  of  the  plants  wil 
be  keenly  felt  and  the  available  sup 
ply  will  be  quickly  exhausted 
Don’t  buy  future  tomatoes  in  th 
belief  that  a  famine  in  the  canne< 
article  next  season  is  threatened 
Buy  them  in  the  belief  that  the1 
have  intrinsic  value  at  to-day’ 
prices,  and  let  others  speculate  ii 
the  possibilities.  Before  the  frost 
came  there  were  visible  indication 
of  a  reaction  coming  naturally,  am 
the  same  confidence  prevails  now. 

Spot  tomatoes  were  active  las 
week,  and  some  good  sized  lot: 
changed  owners  at  full  prices.  Tin 
shipments  from  the  warehouse 
here  during  the  last  three  week 
leave  vacant  spaces  that  tell  th< 
story  plainer  than  words.  Thi 
fact  that  everything  purchased  wa: 
shipped  to  the  buyers  promptb 
showed  that  the  goods  were  needed 
not  bought  on  speculation,  anc 
were  placed  in  line  for  consumption 
If  the  ..developments  during  las 
week  are  accepted  as  a  criterion 
there  is  some  improvement  coming 
shortly,  if  not  right  away,  in  tin 
>rices  of  spot  tomatoes. 

The  season  for  canning  th< 
spring  crop  of  spinach  is  abou 
closing,  and  th?  pack  is  lighter  thar 
was  expected.  The  indications  an 
for  higher  prices.  The  fresh  pea; 
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w  arriving  are  costing  our  can- 
rs  a  pretty  penny.  The  compe- 
ion  for  them  between  the  canners 
d  the  shippers  is  keen,  and  the 
rivals  are  not  large  enough  to 
|ly  supply  both.  Many  canners 
Baltimore  will  not  pack  peas 
is  season  for  that  reason.  They 
»  well  worth  your  prompt  atten- 
,n.  The  spring  crop  of  string 
ans  comes  next  in  the  line  of 
getables,  but  the  jobbers  show 
tie  interest  in  them  as  yet.  Spot 
-eet  potatoes  are  stronger,  and 
ey  will  probably  advance  in  prices 
ring  the  week.  The  other  lines 
vegetables  show  no  change. 

The  strawberry  season  should  be 
its  height,  but  the  receipts  were 
uch  lighter  than  expected,  and 
ey  cost  high.  If  the  receipts  this 
;ek  are  not  heavier  the  cost  won’t 
lower,  and  the  canners  will  be 
eatly  disappointed.  The  receipts 
fresh  pineapples  did  not  increase, 
ntrary  to  expectations,  and  the 
ices  for  the  different  grades  con- 
me  firm,  quite  firm.  Outside  of 
ese  new  goods  the  orders  during 
e  week  for  the  other  fruits, 
:aches,  pears  and  apples,  as  well 
for  berries  and  cherries,  were 
nail,  though  a  little  larger  than  in 
e  week  previous. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

No.  2 

The  inquiry  for  spot  tomatoes 
is  greatly  increased  within  the 
st  week  and  stocks  are  daily 
eaning  up.  Anything  that  wil 
rade  standard  is  difficult  to  locate 
nder  8o  cents.  An  occasional  car 
light  be  picked  up  at  77^  cents, 
Lit  the  majority  are  asking  80  cents 
)r  anything  of  desirable  quality, 
ome  are  being  held  at  82^  cents, 
nd  sales  of  extra  standards  have 
een  reported  at  85  cents.  The 
larket  is  tending  upward. 

The  universal  plant  scarcity  and 
re  lateness  of  the  season  in  the 
etting  of  plants  will  be  felt  as  the 
eason  advances.  It  would  scarce- 
f  seem  possible  at  this  writing 
hat  there  could  be  an  overpro 
uction  in  1913.  Just  what  the 
ctual  pack  will  be  will  depend  al- 
ogether  upon  the  season,  with  con- 
litions  favorable  for  a  shortage 
ather  than  an  overproduction. 

Packers  are  reporting  that  the 
•lants  look  worse  now  than  they 
lid  immediately  after  the  frost,  on 
iccount  of  the  continued  cold  and 
Iry  weather,  and  that  from  seed 
■own  over  a  month  the  plants  are 
10  more  than  an  inch  high.  The 
;eason  will  be  late  and  there  will  be 
1  general  shortage  of  plants.  Ex- 
)erience  has  shown  that  the  best  re¬ 
sults  are  obtained  only  from  hearty 
ind  thrifty  plants.  This  year 
growers  will  be  lucky  if  they  have 
mough  plants  to  go  round  of  any 
cind. 

The  contract  growers  may  get 
xit  their  acreage  the  first  time,  but 
probably  they  will  not  be  able  to 
get  enough  plants  with  which  to 


Follow  the  Leader 

Armour’s  Grape 
Juice  Girl  will  be  the 
advertising  sensation 
of  the  year.  You 
will  see  her  in  magazines, 
in  picture  shows,  on  signs, 
on  bill  boards.  This  typi¬ 
cal  figure  is  one  of  the 
features  of  our  giant  advertising 
campaign,  which  will  multiply  de¬ 
mand  for 


Copyright  1913 
Armour  &  Company 


Armours  Grape  Juice 

BOTTLED  WHERE  THE  BEST  GRAPES  GROW 

Our  advertising-  will  make  thousands  of  new  customers  for  Armour 
dealers.  It  will  win  the  multitudes  to  the  Armour  Brand. 

To  get  your  share  of  the  profits  of  this  big  money-making  line,  get  our 
new  Grape  Juice  Window  Display,  our  handsome  Store  Signs,  Display  Racks 
and  Store  Decorations. 

These  trade-winners  are  free  to  you.  They  will  boom  your  Grape 
Juice  Sales.  The  purity,  extra  goodness  and  superfine  flavor  of  the 
Armour  Brand  will  keep  this  trade  coming  and  growing. 

'  •  1  r\cc  M.  C*  We  have  a  special  proposition 

Special  Utter  to  Urocers  for  you%  we  win  fay  you  to 

work  with  us  to  increase  your  sales.  1  his  is  co-operation  to  the  limit. 
Ask  us  for  full  details.  Write  now. 

ARTWESTnELDFNCvTOAND  ARMOUR  M?  COMPANY  CHICAGO 

MATTAWAN,  MICH.  G)  (O 


WHAT  TO  TELL  CUSTOMERS 

"Try  Armour’s  Grape  Juice  on  my  recommendation; 
you’re  sure  to  like  it.  Its  absolute  purity  is  guaranteed  by 

Armour  &  Company.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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ft  Baking  Company,  Philadelphia. 


replant  the  ground  should  they  no 
get  a  stand,  as  they  may  not,  am 
from  poor  plants  the  chances  ar 
all  the  more  favorable  that  the 
will  not,  and  while  they  may  hav 
their  contracted  acreage  set  oui 
yet  on  account  of  the  scarcity  o 
plants  with  which  to  replant  the 
may  in  reality  have  an  acreag 
much  short  of  that  for  which  the 
have  contracted  and  a  good  man 
of  the  growers  who  have  not  con 
traded  have  become  discourage 
and,  not  being  under  any  obliga 
tions  to  deliver  their  acreage,  ar 
putting  the  ground  into  corn  an 
other  crops,  feeling  that  from  poo 
plants  the  chances  of  crop  are  poo 
and  if  they  sow  seed  at  this  lat 
date  the  chances  of  crop  are  poorei 

We  do  not  mean  to  be  alarmist 
in  any  sense,  but  simply  state  con 
ditions  which  will  undoubtedl 
have  considerable  bearing  on  th 
future  game.  In  the  meantime  i 
is  becoming  more  difficult  to  plac 
business  satisfactorily  at  60  and  8 
cents  for  2s  and  3s  standards  in  ca 
cans,  with  extra  standard  an 
selected  tomatoes  commandin 
proportionately  higher  prices. 

There  is  still  a  big  demand  fo 
spot  corn.  Some  very  desirabl 
trades  have  been  made  and  buyer 
would  like  to  obtain  more  of  th 
same  but  they  cannot,  and  the  jot 
bing  trade  has  been  convinced  tha 
good  corn  that  can  be  bought  a 
prevailing  prices  is  much  belo\ 
the  cost  of  production  and  is  there 
fore  a  good  purchase.  Therefor 
corn  of  desirable  grades  that  ca 
be  bought  in  and  around  50  cent 
delivered  is  in  demand  and  the  bet 
ter  grades  of  corn  are  daily  becom 
ing  scarcer  and  harder  to  locate. 

There  is  still  a  great  deal  o 
cheap  corn  that  sellers  are  only  to 
ready  to  dispose  of  and  this  ha 
had  its  effect  on  the  market  and  ha 
caused  certain  holders  of  good  cor: 
to  let  go  at  cheap  prices,  but  th 
holdings  of  the  better  grades  i 
first  hands  are  daily  becoming 
smaller  and  as  soon  as  they  get  int 
second  hands  it  places  the  marke 
in  a  stronger  position,  as  the  job 
bing  trade  are  not  near  so  ready  ti 
let  go  as  would  be  the  packer  a 
this  season  of  the  year  when  he  i 
making  preparations  for  the  nev 
pack  and  the  taking  in  of  cans  aru 
other  supplies. 

Future  corn  has  been  practical! 
neglected  except  in  some  specia 
brands  and  packing  of  specia 
grades,  as  jobbers  have  been  dis 
posed  to  buy  spot  goods  and  carr; 
rather  than  to  buy  futures  at  ; 
higher  price. 

The  continued  cold  weather  ha 
had  its  effect  on  the  growing  cori 
and  if  we  should  be  favored  with  a 
much  freakish  weather  in  the  fu 
ture  as  we  have  already  experi 
enced  thus  far  in  the  season,  con  ; 
ditions  may  materially  change  ii 
the  corn  market.  Of  course,  nom 
will  gamble  on  these  prospects,  but 
if  sensible,  will  curtail  his  acrea g< 
at  least  one-half,  and  in  additioi 


Pleasant  to  Make,  Profitable  to  Handle 

Freihofer’s  Egg  Elbow  Macaroni 


Is  made  in  a  clean,  daylight,  American  factory  where  there  is  no  dirt  to  hide  and  visitors  are  always  welcome. 
Machines  do  the  work  instead  of  human  hands.  Made  of  real  eggs  and  high  grade  farina — it’s  the  finest  macaroni 
that  can  be  produced.  FREIHOFER’S  EGG  ELBOW  MACARONI  is  easy  to  sell  the  first  time  and  after  that 
it  sells  itself,  because  of  its  fine  quality,  tenderness  and  delicious  flavor.  Tell  your  customers  about  its  cleanliness 
and  start  them  buying  it ;  you  can  be  sure  that  steady  sales  at  good  profits  will  result. 


That  will  be  the  case  with  almost  every  couple  this  season,  and  there’s  going  to  be  a  record-breaking  sale  of 
MASON’S  WHITE  DRESSING  and  MASON’S  TAN  COMBINATION  because  they  are  unequaled  for  keeping  white, 
and  tan  shoes,  in  “new”  condition.  Get  women  customers  buying  MASON’S  WHITE  DRESSING,  which  makes  a 
white  shoe  REAL  WHITE  (NOT  GRAY)  and  won’t  rub  off  on  the  clothes ;  they’ll  be  so  pleased  they’ll  send  the  men 
folks  to  buy  MASON’S  TAN  COMBINATION,  and  whichever  you  sell  fays  you  7S°fo  frofit. 

LOOK  OUT  for  “cheap”  shoe  dressings  that  stick  on  your  shelves.  MASON’S  sell  and  pay  you  your  profit. 


JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL.  CUSTOMERS 

“MASON’S  WHITE  DRESSING-  is  ‘the  finest  ever’  for  white  shoes.  When  you 
see  how  good  it  is,  remember  we  also  sell  MASON’S  TAN  COMBINATION,  the  best  for 
tan  shoes.” 


WHAT  TO  TELL  CUSTOMERS 

“There’s  one  macaroni  that  has  the  quality,  flavor  and  cleanliness — that’s 
FREIHOFER’S  EGG  ELBOW  MACARONI.  It’s  the  best  ever. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the .  Pennsylvania  Retail  Merchants^ 
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Her  Shoes  Are  White;  His  Shoes 
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>pe  that  the  season  will  not  be 
vorable  for  a  good  crop  in  order 
at  the  situation  may  round  to. 
uotations,  therefore,  are  nominal 
i  future  corn  and  are  unchanged 
ace  our  last  issue. 

William  Silver  &  Co.,  Inc. 
Aberdeen,  Md. 

Rice. 

The  market  for  the  week  has 
oved  along  steadily,  and  while  it 
.nnot  be  said  that  there  is  any  ma- 
rial  increase  of  activity,  the  rnove- 
ent  is  fairly  well  sustained,  and 
reality  the  drift  of  prices  is 
ward  a  higher  plane.  As  is  gen- 
ally  known,  during  quiet  periods 
ift  spots  are  not  unusual,  but 
•imary  points  are  exacting  full 
due,  on  some  grades  an  item 
>ove  the  parity  of  this  market, 
his  condition  is  to  be  expected, 
pecially  in  the  higher  qualities  of 
onduras  and  Japans,  which  are 
immanding  more  attention  be- 
tuse  of  their  increasing  scarcity, 
id  naturally  helps  values  all  along 
.e  hue,  thus  insuring  a  strong 
arket  at  the  milling  centres. 
Advices  from  the  South,  along 
ie  Atlantic  Coast,  report  disap- 
>inting  movement,  all  buyers  abso- 
tely  indifferent.  At  New  Or- 
ans  conditions  are  better.  The 
meral  market  is  dull  but  strong, 
id  there  is  a  more  widespread  in- 
liry,  with  an  increasing  demand, 
tocks  over  the  whole  country  are 
?ht  in  grocers’  hands,  and  the 
;alers  are  taking  advantage  of  the 
tuation  to  make  prompt  turns  on 
leir  holdings,  the  general  desire 
:eming  to  be  to  get  down  to  as 
ght  a  basis  in  holdings  as  possi- 
le,  against  any  sharp  action  by  the 
enate  on  the  tariff  bill. 

In  the  interior — Southwest  Lou- 
iana,  Texas  and  Arkansas — the 
tills  are  holding  stiff,  feeling  the 
utlook  for  a  fair  clean  up  of  stock 
tost  favorable.  The  crop  news  is 
itisfactory.  The  stand  thus  far 
most  successful  and  point  to  a 
rger  output. 

Cables  and  correspondence  from 
broad  note  rough  rice  market  idle ; 
spot  cleaned”  quiet ;  “forward 
iurma”  again  easier. 

Dan  Talmage’s  Sons  Co. 
New  York  and  New  Orleans. 

Imported  Fish  Specialties. 

Herring. — The  trade  on  old  her- 
ing  here  is  very  quiet,  which  is 
nly  natural.  The  only  exception 

>  Norwegian  herring,  which  con- 
nue  in  good  hand-to-mouth  de- 
land. 

Mackerel  of  all  kinds  is  very 
uiet.  Our  shippers  in  Ireland  re- 
crt  total  shipments  for  last  week 
f  only  350  barrels. 

Imported  Oil  Sardines. — The 
atch  in  Norway  has  started  on  the 
5th  instant,  but  so  far  the  catch 

>  rather  disappointing,  owing  to 
ae  unfavorable  weather.  It  is 
oped  that  this  will  change  shortly, 
0  that  the  fish  may  be  caught,  and 
0  that  the  manufacturers  can  be 


Bouillon  “Herringlets” — Eaten  in  Many  Ways 

BOUILLON  “HERRINGLETS”  are  eaten  as  Salad,  Sandwiches,  with  Cheese,  Fried  in 
Butter,  and  in  so  many  other  ways  that  once  you  start  your  customers  buying  them  you  are  sure 
of  steady  sales.  They  are  selected  little  NORWEGIAN  HERRING  packed  in  delicious  BOUIL¬ 
LON,  and  guaranteed,  the  same  as  our  famous  “SKIPPER  SARDINES,’’  to  please  your  cus¬ 
tomers  or  we’ll  return  their  money.  Push  their  sale — they  pay  you  a  good  profit. 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “Skipper”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 


WHAT  TO  TELL  CUSTOMERS 

“Let  me  introduce  you  to  a  new  luncheon  delight — BOUILLON  ‘HERRING- 
:TS,’  the  dainty  little  NORWEGIAN  HERRING  in  bouillon,  only  15  cents  a  can. 
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Bakers,  Printers,  Plumbers -  Everybody  Uses  Banner  Lye 

Every  person  who  comes  into  your  store  is  a  possible  buyer  of  Banner  Lye  ;  you  ought  to  keep 
it  displayed  at  all  times  so  everyone  can  see  that  you  sell  it.  No  article  can  be  used  for  cleaning  in 
as  many  ways  as  Banner  Lye.  It  sterilizes,  cleans,  disinfects,  removes  foul  odors,  cleans  out  waste 
pipes  and  kitchen  sinks,  etc.  You  can  guarantee  Banner  Lye  and  you  can  easily  work  up  a  large 
sale  for  it.  Call  your  customers’  attention  to  the  convenience  of  the  sifter  top  can.  You  can  count 
on  steady  sales  and  profits  from  Banner  Lye  if  you’ll  push  it. 


THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 

WHAT  TO  TELL  CUSTOMERS 

“BANNER  LYE  is  the  best  cleanser  and  disinfectant  manufactured. 
For  health’s  sake  you  should  always  have  it  in  the  home.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Parke’s 


UNMATGHABLE 


Coffee 


IS  A 


Leader 


for  you  to  push  because  it  will  please  your  customers  and 
bring  them  back.  You  can  be  sure  of  a  steady  sale.  Packed 
in  neat,  handy  cartons  that  save  you  time  and  overweight, 
besides  retaining  the  delicious  flavor  and  aroma. 

Parke’s  Stamp  Line  Coffee  appeals  to  the  consumer  who  gets  the 
best  value  in  coffee  as  well  as  the  valuable  Parke  stamps,  which  are 
redeemable  for  hundreds  of  valuable  premiums. 

The  Stamp  Line  includes  Coffee,  Teas,  Baking  Powder,  Spices, 
Ammonia,  Blue,  etc.  The  whole  line  handled  as  a  proposition  will 
positively  increase  your  sales. 


L.  H.  PARKE  COMPANY 

638=640  Grant  Street 
PITTSBURGH,  PA. 


232=234  Market  Street 
PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

Madame,  here’s  a  coffee  we  can  guarantee ,  PARKE’S  UN- 
MATCHABLE  COFFEE.  You’ll  be  pleased  with  its  flavor  and 
aroma,  and  you  get  a  fine  line  of  premiums  for  the  Parke  stamps 
that  come  with  it.” 


This  is  one  of  the  firms  the  sale  <  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


able  to  begin  to  fill  their  old  con¬ 
tracts  which  remained  unfilled  dur¬ 
ing  last  season,  owing  to  the  lack 
of  fish. 

Fishing  in  France  has  not  started 
as  yet. 

In  Portugal  the  fishing  has 
started,  but  reports  are  not  at  all 
satisfactory  as  yet.  The  demand 
for  imported  sardines  continues 
excellent,  but  prices  are  very  firm 
all  around. 

Strohmeyer  &  Arpe  Co. 

New  York. 

Spices. 

The  market  was  less  active  this 
week.  Prices  remain  steady.  Im¬ 
port  prices  really  are  higher  than 
spot  quotations.  We  have  no  fur¬ 
ther  news  to  report  as  to  the  tariff 
on  spices.  The  matter  is  now  in 
the  hands  of  the  Finance  Commit¬ 
tee  of  the  Senate. 

Pepper. — Trading  has  fallen  off 
slightly  during  the  week.  Prices 
generally  are  holding  firm.  Spot 
stocks  continue  small.  White  pep¬ 
per  is  rather  quiet  and  holders  are 
really  not  anxious  to  sell  at  prevail¬ 
ing  prices. 

Red  pepper  unchanged  and  in 
fair  demand. 

Cloves. — Prices  continue  steady 
and  an  advance  is  most  likely  at 
any  time.  Stocks  in  our  country 
are  small. 

Pimento  (Allspice). — Market  is 
firm,  although  prices  are  unchanged 
during  the  week. 

Nutmegs. — Demand  is  quiet. 
Prices  unchanged.  Prevailing  quo¬ 
tations  are  certainly  low. 

Mace  in  steady  demand  and  un¬ 
changed  prices. 

Gingers  fairly  active,  but  without 
special  change  in  price. 

Paprika. — Hungarian  unchanged. 
Spanish  quiet  but  steady. 

Tapiocas  in  greater  demand,  due, 
we  believe,  to  the  low  prevailing 
prices. 

Seeds,  Herbs,  Et  c. — Celery 
slightly  easier.  Caraway,  poppy 
and  mustard  unchanged.  Seeds  for 
pickling  needs  are  now  in  good  de¬ 
mand. 

McCormick  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 


Strawberries  are  plenty  and 
cheap,  the  range  being  4  to  12 
cents.  Practically  all  the  stock  on 
the  market  is  from  nearby  points, 
chiefly  Maryland,  Delaware  and 
New  Jersey.  The  Jersey  crop  is 
short.  Most  of  the  berries  on  the 
market  are  poor  on  account  of  the 
bad  weather. 

Jersey  nearby  peas  range  from 
$1  to  $1.25  per  basket.  The  qual¬ 
ity  is  indifferent  and  the  crop  light. 

Virginia  pie  cherries  are  coming 
forward  and  rule  at  20  cents  per 
quart.  White  cherries  command 
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round  30  cents.  Receipts  are 
ght  and  demand  quiet. 

Florida  cantaloupes  have  started 
>  come  forward,  but  they  are  very 
nail  and  poor.  The  price  ranges 
:om  $2  to  $2.50  per  crate;  de- 
land  slow. 

Florida  watermelons  are  cheap — 
0  to  50  cents  each.  The  quality 
;  good  and  the  demand  fair. 

Lima  beans  are  still  very  scarce 
nd  the  price  high — $5.  The  qual- 
:y  is  fair  and  the  demand  good. 

For  tomatoes  the  range  is  $1  to 
2.50  per  crate.  Florida  is  still  the 
nly  source  of  supply,  but  Missis- 
ippi  will  start  next  week.  There 
re  a  few  hothouse  tomatoes  about, 
lie  range  being  20  cents. 


Grocers  and  General  Store¬ 
keepers,  Beware  of  This 
New  Cigarette  Law. 

orbids  Giving  or  Selling  Cigarettes  or 
Cigarette  Paper  to  Minors  Less  Than 
Twenty-one  Years  Old.  Penalty  is 
$100  to  $300  Fine. 

The  Legislature  of  Pennsylvania 
las  just  passed  and  the  Governor 
las  signed  a  new  cigarette  law 
vhich  of  course  applies  to  grocers 
ind  general  storekeepers  just  as 
nuch  as  it  applies  to  anybody  else, 
rhe  full  text  of  the  new  law  is  as 
bllows : — 


AN  ACT 

Prohibiting  the  furnishing  by  gift, 
sale  or  otherwise  of  cigarettes  or 
cigarette  paper  to  minors,  requir¬ 
ing  minors  to  divulge  where  and 
from  whom  cigarettes  or  cigarette 
paper  have  been  obtained  and  pro¬ 
viding  penalties  for  violation  of 
this  act. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  any 
person  who  shall  furnish  to  any 
minor  by  gift,  sale  or  otherwise  any 
cigarette  or  cigarette  paper  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  shall  be  sentenced 
to  pay  a  fine  of  not  less  than  $100 
nor  more  than  $300. 

Sec.  2.  Any  minor  being  in  pos¬ 
session  of  a  cigarette  or  of  ciga¬ 
rette  paper  and  being  by  any  police 
officer,  constable,  juvenile  court 
officer,  truant  officer  or  teacher  in 
any  school  asked  where  and  from 
whom  such  cigarette  or  cigarette 
paper  was  obtained,  and  who  shall 
refuse  to  furnish  such  information, 
shall  be  guilty  of  a  misdemeanor, 
and  upon  conviction  thereof  before 
any  alderman,  magistrate  or  justice 
of  the  peace,  such  minor  being  of 
the  age  of  sixteen  years  or  upwards, 
shall  be  sentenced  to  pay  a  fine  not 
exceding  $5  or  to  undergo  an  im¬ 
prisonment  in  the  jail  of  the  proper 
county  not  to  exceed  five  days  or 
both.  If  such  minor  shall  be  under 
the  age  of  sixteen  years  he  or  she 
shall  be  certified  by  such  alderman, 
magistrate  or  justice  to  the  juven¬ 
ile  court  of  the  county  for  such  ac¬ 
tion  as  to  said  court  shall  seem 
proper. 


AMONG  THE  TRADE. 

In  spite  of  the  prospective  reduc¬ 
tion  in  the  tariff  on  oats,  both  raw 
and  rolled  oats  in  barrels  have  ad¬ 
vanced,  the  latter  around  50  cents. 


Selling  Talks  With  Clerks 

BY  ▲  MAN  WHO  HAS  BBX2N  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


“Gee,  I  Wish  I  Could  Do  That.”— 
After  a  very  pretty  clog  dance  was 
finished  the  other  night  on  the 
stage  the  writer  listened  with  some 
interest  to  the  conversation  of  two 
young  men  that  sat  near  by.  One 
of  them  said,  “Gee,  I  Wish  I  Could 
Do  That,”  and  to  sum  up  the  gist 
of  their  talk  they  both  depreciated 
their  self-imposed  lack  of  talent  in 
a  general  way. 

Now  that  clog  dancer  probably 
couldn’t  figure  the  interest  at  5F2 
per  cent,  on  an  investment  of  $100 
for  nine  months  if  he’d  been  offered 
the  entire  principal  for  doing  it. 


Either  of  the  boys  could  do  it  in 
quicker  time  than  it  takes  to  write 
six  words. 

“Wonderful”  thinks  the  dancer 
and  can’t  you  imagine  him  saying 
“Gee,  I  Wish  I  Could  Do  That.” 

The  point  is  that  the  fellow  on 
the  stage  made  the  most  of  the  lit¬ 
tle  .talent  he  had.  That’s  exactly 
what  we  ought  to  do.  We  occupy 
the  important  position  of  transfer 
agent  between  the  dealer  and  con¬ 
sumer.  The  more  thoroughly  we 
are  posted  in  the  goods  that  are  to 
be  transferred  the  more  successful 
the  transfer.  I  believe  there  is 


For  Summer  Appetites 

In  hot  weather,  when  the  appetites  are  juft  a  little  off,  and  there 
is  a  peculiar  craving  for  something  cool  and  satisfying,  nothing  touches 
the  spot  like 


It  is  so  deliciously  cool,  so  light,  so  wholesome,  so  nutritious, 
so  tempting  and  good  every  way,  that  it  satisfies  the  summer  appetite 
as  nothing  else  can. 

There  is  no  other  dessert  worth  serving  that  can  be  made 
without  cooking  and  fuss,  and  in  hot  weather  no  housewife  wants 
to  cook  and  fuss  more  than  is  necessary. 

Consequently,  Jell-O  is  one  of  the  few  articles  that  sell  as  well 
in  hot  weather  as  at  any  other  time. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  If  it  isn’t  there,  it  isn’t  Jell-O. 


hardly  a  limit  to  a  knowledge  of 
the  modern  food  business.  Every 
point  you  give  on  the  qualification 
of  one  article  is  an  impetus  to  learn 
more  about  another. 

A  line  of  canned  peas  was  cut 
the  other  day.  The  boys  were  asked 
their  opinion  and  every  one  of  them 
decided  that  the  large  peas  had  the 
best  flavor.  The  question  then  was 
taken  up,  should  the  large  peas  be 
pushed  indiscriminately?  Not  at 
all. 

It  would  be  shrewd  salesman¬ 
ship  to  sell  these  to  your  “carriage” 
trade  because  your  “carriage”  trade 
demand  an  extra  sifted  American 
pea  or  a  sun  extra  Belgium  or 
French.  But  when  you  come  to 
deal  with  the  “indispensable  middle 
class”  then  you  can  qualify. 

“Gee,  I  Wish  I  Could  Do  That,” 
says  the  bookkeeper. 

There  isn’t  one  of  you  that  has 
any  desire  for  efficiency  in  sales¬ 
manship  that  can’t  make  your  serv¬ 


ices  almost  indispensable.  Get  the 
clog  dancer’s  idea  and  keep  at  it. 
Unless  you  do,  believe  me,  there 
can’t  be  any  reasonable  argument 
for  important  advancement  with  a 
lively  concern. 

*  *  * 

Protecting  the  Berries. — In  spite 
of  the  fact  that  every  good  house¬ 
keeper  washes  her  strawberries 
after  they’re  stemmed,  yet  the  law 
of  the  land  now  is  “keep  ’em  cov¬ 
ered.” 

No  matter  about  the  exposure  on 
the  bush  nor  the  exposure  on  the 
dock  nor  on  the  truck,  the  final  re¬ 
sponsibility  rests  with  the  grocer. 
So  cover  them  we  must. 

Sheets  of  celluloid  can  be  bought 
and  a  frame  made  to  fit  the  top 
of  the  crate. .  Celluloid  is  better 
than  glass  because  if  the  frame  gets 
slammed  or  falls  off  the  thing 
doesn’t  break,  and  it’s  just  as 
transparent  as  glass  anyway,  al¬ 
though  more  expensive. 
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“Carroll,  the  serv-us  Grocer,” 
Lancaster,  Pa.,  sends  in  a  circular 
which  1  judge  he  recently  used. 
Tt  was  printed  in  black  on  orange 
paper  and  measured  6x9  inches. 
The  reduced  reproduction  is  as  fol¬ 
lows  : — 


1  his  heading  could  have  been 
made  more  persuasive  by  making 
it  show  that  soap  was  to  be  given 
away.  “Free  Demonstration” 
means  nothing  unusual,  for  all 
demonstrations  that  I  ever  saw 
were  free.  “A  Cake  of  Toilet 
Soap  Free”  would  have  meant 
something  unusual,  however,  and 
for  that  reason  would  undoubtedly 
have  attracted  more  attention. 

*  *  * 

This  introduction  could  have 
been  cut  down  by  eliminating  un¬ 


necessary  words.  For  instance, 
take  the  second  paragraph.  Com¬ 
pare  the  original  with  the  following 
rewriting : — 

An  experienced  demonstrator  will 
show  you  the  Serv-us  Plan,  tell  you 
how  to  save  the  valuable  coupons 
and  let  you  sample  the  different 
Serv-us  goods— they  are  splendid. 


goods  should  have  been  set  in 
boldface  instead  of  in  capitals  of 
regular  body  type.  So  should  the 
prices.  The  circular  looks  very 
tame,  typographically,  because  of 
the  lack  of  contrast. 

*  *  * 

Here  is  another  circular,  sent  in 
by  Abels  &  Oelkers,  Brooklyn, 
N.  Y.  It  measured  10  x  14  inches 
and  was  printed  in  black  on  poor 
quality  white  paper.  Gentlemen,  I 
should  make  the  printer  give  me 
better  paper,  if  I  were  you.  You 
can’t  do  good,  clean  printing  on 
paper  of  this  quality,  and  your  cir¬ 
cular  therefore  looks  rather  poor. 
Here  is  the  reduced  reproduction : 


example.  The  only  way  to  appraise 
this  circular  is  to  say  that  if  the 
prices  quoted  here  will  appear  low 
to  the  people  that  see  them,  the  ad¬ 
vertisement  should  bring  results. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


New  Patent*  and  Trade-mark*  in  the 
Grocery  Line. 

Messrs.  Davis  Sr  Davis,  Washing  ton 
Patent  Attorneys,  report,  this  week,  the 
grant  of  the  following  patents : — 

Washington,  D.  C.,  April  22,  1913. 

1,059.574-  Percolator.  G.  E.  Shatto, 
Cleveland,  Ohio. 

1,059.653.  Display  apparatus.  M.  T. 
Ash,  Chicago,  Ill. 

x, 059.781.  Merchandise  cabinet.  W. 
A.  C.  Stephen,  Reed,  Okla. 

1,059,942.  Packaging  machine.  A.  N. 
Livingston,  Alameda,  Cal. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  65,585.  “Metropolitan”  for 
canned  goods.  J.  H.  Newbauer  &  Co., 
San  Francisco,  Cal. 


Free  Demonstration 

We  will  give  a  cake  of  SERV-US  COMPLEXION 
SOAP  absolutely  FREE  to  every  lady  attending  this 
demonstration  on  Saturday,  lanuary  25th. 

We  will  have  with  us  an  experienced  demons¬ 
trator  who  will  explain  to  you  the  way  of  the  Serv-us 
plan,  and  show  you  how  to  save  the  valuable  coupons, 
and  let  you  sample  the  different  Serv-us  goods,  so  that 
you  will  know  how  good  they  are. 

SERV-US  means  quality  goods  at  popular  prices, 
and  a  liberal  return  to  you  on  every  dollars  worth  that 
you  buy,  in  the  form  of  valuable  premiums. 


4  cans  for  25  c. 
per  can,  10  c. 

per  can,  10  c. 


SHOE  PEG  CORN . 

TOMATOES,- . 

These  are  large  No.  3  cans. 

EARLY  JUNE  PEAS . 

We  just  received  50  cases. 

MIXED  VEGETABLES . per  can,  toe. 

There  are  seveen  'different  kind  of  vegetables  in  these  cans. 

GOLD  MEDAL,  PILLSBURY  and  CEROSOTA  FLOUR,  40  c. 

DAISY . 33  c. 

SNOWFLAKE . 3I  c. 

RODDA  JELLY  EGGS,  ,  .  .  .  per  pound,  8  c. 

These  are  the  genuine  Rodda  eggs  made  in  Lancaster. 

PRUNES,  .  ,  per  pound  10  c.,  or  3-  for  25  c. 

Fine  and  Meaiy. 

CINCINNATI  OLEINE  SOAP,  .  .  .  6  for  25  c. 

CARROLL,  ttie  "SERV-US  GROCER” 

Shippen  and  Clay  Streets 


In  the  original  there  are  forty- 
five  words ;  in  my  rewriting  there 
are  twenty-eight,  yet  I  am  sure  that 
I  say  everything  the  original  says. 
The  writer  of  an  advertisement 
ought  always  to  strive  to  say  his 
say  in  the  fewest  possible  words, 
first  because  the  space  filled  by  use¬ 
less  words  runs  into  money,  and 
second  because  it  tires  the  reader. 


*  *  * 


This  circular  isn’t  put  together 
very  well.  A  border  would  have 
improved  it  and  the  names  of  the 


Big  Anniversary  Sale  at 

ABELS  &  OELKERS 

340  Quincy  St  ■)  3329  Bedford  Cor.  Marcy  Ave. 

Sale  Starting  Wednesday,  March  26th,  until  Monday,  March  31st 


5  pounds  Granulated  Sugar  ,  .  22c,  3  pounds  for  14c 

Large  bag  of  Gold  Medal  Flour  .  .  67c,  31  pound  bag  lie 

Large  can  Solid  Packed  Tomaioea  .  9c  can,  3  for  25t 

The  Very  Best  Small  Extra^Sifted  Peas  .  .  14c,  2  for  27c 

Quaker  Oats  .  .  9c  pkge.,  3  for  25e 

S.  t  0.  Oati,  my  bail  8a  pkge. 

Mothar’a  Oats  .  9c  pkge.,  3 1o r  25c 
Cook’t  Flaked  Rica  ,  I2e  pkge. 

8.  Very  Bed  Starch  .  4c  tb.,  3  for  lie 
Pride  of  the  Farm  Catsup  .  8c  bollia 
Quaker  Hominy  .  ,  8c  pkgc. 

Baffelo  Ammonia  .  .  large  bottla  8o 

Para  Cider  Vinegar  .  .  Be  bottla 

Maxell,  the  bait  for  eoohtig  .  19c  can 
Pure  Salad  Oil  larga  bottla  17c 

Pnra  Pancake  Syrup  .  Be  and  14c  boltlo 
Haiu’c  Sweet  or  Soor  Pickloc,  9  c  t 22c  bet. 
C.  t  B.  Pickloc,  imported  .  17c  bottle 

All  kinds  of  Campbell’s  Soup  ...  9c  can,  3  for  25c 

No-Mcrt  Oud  8c  eau 

Clean  Swoop  .  80  pkgc. 

Old  Dutch  Cleanser  .  .  9c,  3  for  25e 
8  rolls  Toilet  Paper  ,  .  25c 

Soapinc  Powder  .  4c  pkge.,  8  for  23c 
Large  No.  6  Broom  .  23c 

Large  No.  7  Broom  ,  ,  29c 

Large  No.  8  Broom  .  .  37c 

White  Rote  Corn  12c  cm 

Warfield  Cern  10c  can,  3  ter  29e 

White  Rote  Tomatoes  .  18c  cm 

Tomaioea  amalt  eg*  7o 

Warfiald  Small  Siflad  Peat  .  16c  cm 
Caret  Silled  1  l3o  ecu 

Heinz’s  Beane,  20c  can  .  .  J7« 

Heinz's  Beane,  I5e  can  .  .  "13c 

Large  California  Prunes 


9c  pound,  3  for  25c 


This  is  set  well  enough,  but  when 
all  is  said  and  done,  it  is  merely  a 
price-list,  and  there  is  hardly  any 
comment  to  make  on  it.  I  notice 
some  glaring  typographical  errors 
-“cookting”  for  “cooking,”  for 


Ser.  No.  68,349.  “Maroon”  for 
blended  coffee.  J.  F.  Humphreys  &  Co., 
Bloomington,  Ill. 

Ser.  No.  68,446.  “Photo  play”  for 
sweet  chocolate.  Runkel  Bros.,  Inc., 
New  York,  N.  Y. 

Ser.  No.  61,988.  “Just-it”  for  cookies, 
cakes  and  crackers..  Holland  Cookie 
Co.,  Chicago,  Ill. 
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More  Trade  From  Same  Customers 

- - -  - - - -  - - - — 

-  - -  -  — -  - - - - 

In  many  a  grocery  store  this  department  is  silently  swelling  sales, 
without  boosting  overhead  expense  the  fraction  of  a  degree. 

It  adds  nothing  to  rental,  nothing  to  light  bills,  requires  no  delivery, 
and  it  sells  its  wares  unaided. 

There  is  no  place  in  the  country  where  it  will  work  so  hard  as  in  a 
grocery  store,  because  the  goods  sell  by  sight,  and  in  such  a  store  there 
are  more  people  to  see  them. 

j  Put  this  in  your  store  and  you  steal  the  thunder  of  the  “syndicate. 

A  free  circular,  telling  the  whole  story,  will  be  sent  you  if  you  write 
to  our  New  York  house  mentioning  this  journal. 


The  actual  goods  and  equipment  may¬ 
be  seen  at  our  Philadelphia  Sample 
House,  1306  Arch  St.,  Philadelphia 


BUTLER  BROTHERS 

Exclusive  Wholesalers  of  General  Merchandise 

NEW  YORK  CHICAGO  ST.  LOUIS 

MINNEAPOLIS  DALLAS 

SAMPLE  (Cincinnati  Cleveland  Kansas  City  Milwaukee 

HOUSES  l  Omaha  Portland  Philadelphia  Seattle 


r 
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The  following  text  for  an  article 
on  who  bears  the  loss  when  money 
is  paid  out  on  a  forged  check, 
comes  from  an  Iowa  hardware 
merchant : — 

“Who  is  responsible  for  a  fraud¬ 
ulently  raised  check,  if  a  merchant 
wrote  a  check  for  $8  and  same  fell 
into  the  'hands  of  a  clerk  who  raised 
it  to  $80  (by  adding  “y”  and  using 
chemicals)  and  it  was  cashed  by  the 
bank  as  $80,  and  charged  to  the 
merchant,  the  bank  being  notified 
at  once  by  merchant  on  the  return 
of  checks  at  first  of  month?  It  is 
understood  that  the  fact  that  the 
check  has  been  raised  is  not  dis¬ 
puted,  being  clearly  established  by 
use  of  a  microscope,  but  could  not 
be  discovered  by  such  examination 
as  a  bank  teller  would  be  expected 
to  give.  Would  the  use  or  failure 
to  use  a  device  like  the  protecto- 
graph  have  any  bearing  on  the  mat¬ 
ter? 

It  would  appear  to  me  that  a  bank 
would  want  to  know  the  identity 
and  responsibility  of  any  one  to 
whom  they  paid  money,  so  they 
would  have  recourse  in  case  of 
error.  Will  appreciate  information 
on  this  subject,  and  think  it  would 
be  of  general  interest. 

The  principle  of  law  which  gov¬ 
erns  directly  or  indirectly  all  cases 
where  a  bank  pays  out  the  money 
of  a  depositor  on  a  forged  check  is 
that  the  bank  is  in  the  position  of  a 
debtor  to  its  depositors.  Its  con¬ 
tract  with  the  depositor  is  to  keep 
his  money  intact  until  it  receives  an 
order  by  him  to  pay  a  certain  por¬ 
tion  of  the  deposit  out,  at  which 
time  it  naturally  becomes  the  bank’s 
duty  to  honor  the  order  and  pay  the 
amount  named  in  it. 

If  the  bank  pays  out  the  money 
of  a  depositor  upon  an  order  not 
made  or  authorized  by  the  depositor 
himself,  in  every  part,  it  is  obvious 
that  the  bank  must  be  responsible, 
and  that  the  money  so  paid  out 
cannot  be  charged  to  the  depositor 
who  never  ordered  it  paid  out.  A 
check  that  is  forged  in  any  part, 
whether  as  to  amount,  or  signature, 
or  endorsement,  is  not  an  order 
made  by  the  depositor,  and  the 
bank  that  honors  it,  even  inno¬ 
cently,  will  have  to  stand  the  loss. 

I  hat  is,  unless  the  depositor,  by 


his  negligence,  has  aided  the  per¬ 
petration  of  the  fraud  in  some 
way.  What  that  means  I  will  ex¬ 
plain  in  a  moment. 

Begin  with  the  exact  case  cited 
by  the  correspondent,  where  a 
merchant  wrote  a  check  for  $8, 
which  was  raised  by  a  clerk  to  $8o, 
and  cashed  by  the  bank  as  $8o. 
In  this  case  the  bank  can  only 
charge  the  original  sum  of  $8 
against  the  depositor’s  account, 
and  the  balance  of  $72  it  must  it¬ 
self  lose,  unless  it  can  recover  it 
from  the  person  who  cashed  the 
check.  This  is  subject  to  the  ex¬ 
ception  noted  earlier,  that  the  fraud 
was  not  aided,  or  the  bank  deceived 
into  paying  the  excessive  sum,  by 
any  negligence  on  the  part  of  the 
depositor. 

A  well-known  English  case 
which  is  often  quoted  as  a  leading 
case,  decides  this  precise  question 
in  a  very  lucid  way.  In  that  case 
the  original  check  was  £3,  and  a 
clerk  had  raised  it  to  £200.  The 
bank  paid  out  £200  on  it,  and 
sought  to  charge  it  to  the  depos¬ 
itor’s  account.  The  following  is 
from  the  decision: — 

The  banker  or  the  depositor  of 
the  customer’s  money  is  bound  to 
pay  from  time  to  time  such  sums 
as  the  latter  may  order.  If,  un¬ 
fortunately,  'he  pays  money  belong¬ 
ing  to  the  customer  upon  an  order 
which  is  not  genuine  he  must  suffer, 
and  to  justify  the  payment  he  must 
show  that  the  order  is  genuine,  not 
in  signature  only,  but  in  every  re¬ 
spect.  This  was  not  a  genuine  or¬ 
der,  for  the  customer  never  ordered 
the  payment  of  the  money  men¬ 
tioned  in  the  Check. 

This  is  the  law  practically  every¬ 
where,  all  courts  applying  the  ex¬ 
ception  I  have  twice  spoken  of — 
that  the  depositor  should  be  able  to 
show  that  he  was  not  at  fault  in  any 
way.  What  is  such  negligence  on 
the  depositor’s  part  as  would  war¬ 
rant  the  bank  in  charging  a  pay¬ 
ment  made  on  a  forged  check  to 
the  depositor’s  account?  The  courts 
have  not  made  themselves  very 
clear  as  to  that,  and  as  a  matter  of 


fact  they  could  hardly  lay  down 
any  hard-  and  fast  rule,  for  each 
case  has  its  own  peculiar  facts  and 
must  be  judged  by  them.  A  num¬ 
ber  of  the  cases  where  the  question 
of  the  depositor’s  negligence  was 
at  stake,  speak  of  the  depositor’s 
“deceiving  or  misleading  the  bank.” 
If  he  does  this  he  is  guilty  of  neg¬ 
ligence  and  he  and  not  the  bank 
must  bear  the  loss. 

Right  on  this  point,  I  have  al¬ 
ways  believed,  though  there  is  no 
decision  on  this  point  as  yet,  that 
the  habit  some  business  men  have 
of  letting  a  clerk  fill  up  checks  and 
then  signing  them,  would  consti¬ 
tute  negligence  if  the  clerk  whose 
duty  it  was  to  fill  the  checks  up 
should  fill  in  a  fictitious  sum.  Some 
men  sign  checks  to  be  filled  out 
afterward,  and  some  sign  after  the 
filling  out,  but  I  believe  that  in 
both  cases,  if  the  clerk  who  did  the 
filling  in  should  raise  a  check  and 
get  money  on  it,  the  depositor 
would  have  to  stand  the  loss,  and 
not  the  bank,  because  there  would 
be  negligence.  The  man  who 
signed  a  blank  check  and  let  a  clerk 
fill  in  the  amount  afterward,  would 
be  negligent  because  the  habit  is 
an  exceedingly  careless  one,  and 
also  because  he  had  told  the  bank, 
in  actions  if  not  in  words,  that  the 
handwriting  in  the  body  of  the 
check  was  that  of  an  authorized 
representative. 

The  man  who  signs  a  hlled-out 
check  for  a  fictitious  amount  would 
also  be  negligent,  because  he  is 
supposed  to  know,  when  he  signs 
a  check,  that  it  is  for  a  correct 
amount.  Also,  because  he  too  had 
led  the  bank  to  believe  that  the 
clerk’s  handwriting  was  author¬ 
ized. 

There  is  an  interesting  Pennsyl¬ 
vania  case  involving  a  raised  check 
in  which  a  depositor  had  a  rubber 
stamp  facsimile  of  his  signature 
which  he  allowed  his  employee  to 
use  for  signing  checks,  A  clerk 


forged  a  check  with  it  and  cashe 
it.  The  bank  plead  that  the  depos 
tor  was  negligent  in  using  a  rut 
ber  stamp  for  such  a  purpose,  an 
must  therefore  stand  the  loss.  Th 
court  decided  that  the  use  of 
rubber  stamp  was  not  necessaril 
negligence,  and  made  the  bank  pa 
the  loss,  but  two  judges  dissentei 
and  I  take  the  liberty  of  agreein 
with  them  rather  than  with  th 
majority  of  the  judges  who  wrol 
the  decision.  It  seems  to  me  th: 
any  man  who  allows  a  rubber  stam 
to  be  used  to  sign  his  checks,  an 
then  lets  it  lie  around  where  am 
body  can  use  it,  is  careless  an 
ought  to  pay  for  whatever  happen 
Cases  where  other  parts  of 
check  are  forged — the  signature,  c 
the  endorsement — are  decided  i 
the  same  way.  If  the  depositor  h? 
not  been  negligent  he  cannot  fc 
charged  with  the  loss.  A  Louisian 
case  puts  the  thing  squarely.  1  j 
clerk  had  forged  his  employer 
signature.  As  soon  as  the  latte 
found  it  out  he  notified  the  ban! 
The  bank  tried  to-  charge  the  los 
to  the  employer,  but  the  court  sai 
the  bank  would  have  to  stand  it 

We  do  not  discover  anything  in 
the  conduct  of  the  plaintiff  (the  de¬ 
positor)  which  should  in  equity 
throw  upon  him  the  loss  resulting 
from  the  payment  to  the  clerk  of 
a  forged  check.  The  clerk  does  not 
appear  ever  to  have  been  trusted  by 
the  plaintiff  with  drawing  checks 
and  signing  the  name  of  his  em¬ 
ployer.  .His  employment  was  that 
usual  with  clerks  in  commercial 
houses,  and  we  are  not  prepared  to 
say  that  under  circumstances  such 
as  are  disclosed  in  this  case  the  loss 
ought  to  fall  on  the  employer. 

Nor  will  the  loss  fall  on  the  de 
positor  where  the  endorsement  i 
forged,  always  provided  no  negli 
gence  can  be  charged  to  him. 

I  do  not  believe  that  the  men 
failure  to  use  patent  protective  ap 
pliances  would  be  negligence. 

( Copyright ,  June,  1913,  by 
Elton  J.  Buckley.) 

Question :  H.  L.,  Flushing,  L.  I 
— I  would  like  to  ask  you  for  1 
little  information.  I  sell  oleomar 
garine  in  my  store.  Yesterday  twc 
inspectors  came  in  my  store  anc 
found  a  broken  package  in  the  ice 
box  which  I  use  for  my  own  fam¬ 
ily;  we  cook  and  eat  in  the  bacf 
of  my  store;  I  had  the  rest  of  the 
butterine  in  a  dish  in  the  kitchen 
They  took  the  butterine  along  anc 
left  some  in  a  glass  jar  in  my  store 
They  told  me  I  was  violating  the 
law  by  having  a  broken  package  in 
the  ice  box.  I  would  like  to  know 
if  the  same  is  so,  as  I  never  sold 
any  or  offered  any  for  sale  unless 
by  the  pound  package. 

They  offered  to  pay  me  for  the 
butterine  they  took  long,  but  I  did 
not  take  any  money. 
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Answer. — If  you  had  the  broken  | 
ckage  of  oleo  in  your  ice  box 
th  the  intent  to  sell  it,  you  were 
dating  the  law.  If  you  had  it 
the  ice  box  for  your  own  fam- 
use,  using  the  ice  box  as  your 
me  refrigerator,  you  were  not 
dating  the  law.  The  probability 
you  will  have  to  go  before  the 
art  and  make  this  defense  when 
ur  case  is  called. 

Question :  V.  Hammes  &  Son, 
>ssie,  Iowa. — Suppose  I  was  a 
tary  public  and  I  would  write  out 
r  own  mortgages  for  our  firm, 
ing  one  of  them,  and  acknowl- 
ge  same  mortgage. 

Could  I  do  that,  being  of  one  ac- 
ant  and  I  being  one  of  the  firm? 
hat  is  the  law  in  the  State  of 
wa  for  a  notary  public,  what  he 
n  acknowledge  and  do  and  what 
can’t  do  ?  Let  r  .  know  at  once. 

Answer.- — This  question  is  hardly 
herent.  I  assume  it  means  this : 
xi  as  a  member  of  Hammes  & 
>n,  make  mortgages.  You  also 
a  notary  public  attest  to  the  sig- 
tures  on  those  mortgages.  If 
is  assumption  is  correct)  I  con- 
ler  the  practice  a  bad  one,  al- 
xigh  I  know  of  no  law  to  pro- 
ait  it.  Of  course  if  you  were 
jning  the  mortgage  as  mortgagor 
u  ought  not  to  appear  before 
urself  and  attest  to  your  own 
^nature.  Such  a  proceeding 
xild  be  most  remarkable,  never- 
eless  it  would  not  be  illegal. 

fc — H 

Note. — Requests  for  informa- 
m  in  this  Department  should 
rsely  set  out  in  full  all  the  facts 
aring  on  the  case,  and  all  ques¬ 
ts  should  be  carefully  framed 
avoid  misconstruction.  Write 
1  one  side  of  the  sheet  only, 
etters  should  be  received  at  this 
fice  not  later  than  Tuesday  of 
ich  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
he  signature  and  address  of  the 
riter  must  accompany  all  in- 
liries,  and  will  be  published  un- 
ss  there  is  a  request  not  to  do 
).  All  inquiries  received  will  be 
iswered  without  charge.  Ad- 
ress  all  communications  to  Legal 
ditor  “Grocery  World  and  Gen- 
ral  Merchant.” 


MANY  GROCERS 

‘ind  it  pays  them  to  read  the 
good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

unple  tree,  or  four  months’  trial  tor  10  cents 


EXTENSIVE  ADVERTISING 


JIT  Every  grocer,  everywhere,  sells  KARO  because  our  advertising  reaches 
ji  everywhere  and  creates  demand  for  it.  And  everywhere  that  KARO 
sells  because  of  our  advertising  it  keeps  on  selling  because  of  its  quality, 
wholesomeness  and  purity.  We  have  more  than  tripled  its  sale  by 
teaching  people  to  use  it  in  cooking  and  home  candy  making  as  well  as 
on  the  table.  KARO  is  an  “all-year-round”  seller,  there’s  no  falling  off, 
no  letting  up,  a  steady  stream  of  sales  that  turn  profits  into  the  grocer’s 
cash  register.  The  way  to  get  your  share  of  these  profits  is  to  keep  KARO 
well  displayed  at  all  times,  because  we  have  made  the  KARO  can  so  well 
known  that  it  sells  on  sight. 


Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you 
more  profit  than  sugar. 

•  r 

Corn  Products  Refining  Company 

New  York 


^penn^/^ 


WHAT  TO  TELL  CUSTOMERS 

“  KARO  is  the  biggest  selling  syrup  we  handle  because  it 
satisfies  the  greatest  number  of  customers.  Let  me  put  a  few 
cans  in  your  order.  I’m  sure  you’ll  like  it.” 

This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Women  and  the  Cold  Storage  Law. 


Well,  I  see  we’ve  got  a  cold 
storage  food  law  in  Pennsylvania 
now.  By  the  great  Lord  Harry, 
what'll  they  do  next? 

I  can  see  all  kinds  of  trouble  for 
us  all  from  that  law. 

Understand,  I  don’t  believe  in 
putting  eggs  away  for  a  year  and  a 
half  and  then  passing  ’em  over  as 
fresh.  But  nobody  would  do  that 
but  a  crook,  and  believe  me  there 
ain’t  any  such  crooks  in  the  busi¬ 
ness  now.  It  ain’t  the  style  to  do 
stunts  like  that  any  more. 

I  heard  a  bunch  of  foolish  fe¬ 
males  talking  about  that  law  up  at 
my  house  last  Saturday  night. 
They  were  foolish  all  right,  but 
they  were  all  grocery  buyers.  Get 
that?  And  there’s  other  bunches 
of  ’em,  believe  me. 

There  were  six  of  these  women, 
besides  my  wife.  I  was  in  the 
room  only  as  ornament.  No¬ 
body  paid  any  attention  to  me,  ex¬ 
cept  to  ask  me  to  fetch  ’em  a  drink 
of  water  or  something. 

There  had  been  a  piece  in  the 
evening  paper  that  night  about  this 
law  and  why  the  slobbering  idiot 
that  wrote  it  thought  it  was  needed. 
The  women  got  to  talking  about  it, 
at  which  I  perked  up  my  little  pink 
ears. 

I  love  to  hear  ’em  talk  in  bunches 


that  way.  It  pleases  ’em  so  and 
don’t  hurt  me  a  mite,  except  that 
my  ear  drums  are  sore  for  a  day 
or  two. 

“I  suppose  we’ve  eaten  bushels 
of  that  awful  cold  storage  stuff 
without  knowing  it,”  said  my  own 
wise  little  pet. 

“I’m  sure  we  have,”  said  another 
of  ’em,  “why  I  read  in  a  magazine 
the  other  day  that  they  kept  turkeys 
three  years  and  then  squirted  some 
awful  drug  in  them  and  sold  them 
as  fresh-killed  turkeys !” 

The  others  all  gasped  in  holy 
horror  at  that  and  one  of  ’em 
seemed  to  me  she  was  at  the  begin¬ 
nings  of  throwing  up. 

“What  is  this  law  anyway?”  an¬ 
other  one  said. 

“Why,”  said  my  wife,  “they  have 
to  mark  cold  storage  or  something 
on  it  if  it’s  that  kind  so  people  will 
know.” 

“Well,  I  for  one  won’t  buy  an 
ounce  of  it,”  said  the  lass  that  had 
told  about  turkeys  being  in  for 
three  years.  Will’s  cousin,  Dr. 
Barnes,  says  it  isn’t  fit  for  human 
food.” 

Just  then  she  happened  to  catch 
sight  of  me  over  on  the  sofa  in  the 
corner. 

“What’s  he  grinning  at  over 
there?”  she  asked  my  wife. 


“I  don’t  know,  don’t  pay  any  at¬ 
tention  to  him,”  says  my  angel,  “if 
he  don’t  like  what  we  say  he  can 
go  to  bed.” 

See  how  I  have  ’em  trained  ?  I 
don’t  have  to  beg  my  wife  like 
most  fellows  do,  to  be  let  to  go  to 
bed. 

Well,  they  talked  a  while  more 
about  that,  and  all  of  ’em  said 
things  that  meant  they  wouldn’t 
buy  anything  that  had  the  cold 
storage  mark  on  it. 

Ain’t  that  a  hen  of  a  note?  D’ye 
see  what  these  durned  newspapers 
have  done?  They’ve  got  it  all 
screwed  into  these  women’s  heads 
that  stuff  that  has  been  stored  away 
is  no  good.  When  you  think  of  all 
the  eggs  and  the  meat  and  the  but¬ 
ter  and  the  chickens  and  stuff  that 
go  in  every  year,  and  that  every 
bit  of  this  is  going  to  have  a  label 
on,  you  can  size  up  the  handicap 
that  we’ll  all  be  under  when  we 
try  to  sell  it. 

Don’t  forget  this,  either — every¬ 
body  in  the  business  sells  some  of 
it  sometime,  I  don’t  care  whether 
it’s  Finley  Acker  or  Tom  Martin- 
dale,  the  chain  stores,  or  you  fel¬ 
lows  out  in  the  country. 

By  George,  some  of  the  time 
that’s  the  only  stuff  you  can 
get! 


Of  course  it  never  ought  to  have 
been  sold  for  fresh  stuff,  and  the 
fellows  that  have  done  that  are  the 
ones  that  we  ought  to  ride  on  the 
rail  for  getting  us  into  this  muss. 
I  swear  I  don’t  see  what  we’re 
going  to  do  about  it.  Of  course 
you  fellows  all  have  customers 
that’ll  take  your  word  when  you 
say  that  the  stuff  ain’t  any  the 
worse  for  being  kept  on  ice  for  a 
while,  but  you  all  have  trade,  too, 
that’ll  believe  what  the  newspapers 
say  instead  of  what  you  say.  This 
kind  won’t  buy  anything  with  a 
cold  storage  label,  and  if  they  won’t 
buy  it,  you  can’t  sell  it.  That’s 
plain.  And  if  you  can’t  sell  that, 
you’ll  have  to  fall  back  on  all  fresh 
stuff,  and  where  the  hen  are  you 
going  to  get  enough  of  that  to  do 
the  business  you’re  doing  now? 

Looks  pretty  blamed  blue  to 
me. 

The  Stroller. 


If  All  Grocers 

knew  the  increased  profit  to  them 
in  Fleischmann’s  Yeast,  through 
the  sale  of  flour  and  other  grocer¬ 
ies,  there  would  be  more  interest 
taken  in  the  sale  of  this  household 
necessity.  The  use  of  Yeast  re¬ 
quires  the  use  of  flour,  et  cetera. 
Women generallybuy these  articles 
where  they  buy  Fleischmann’s 
Yeast.  Aside  from  this,  there  is  a 
fair  profit  in  Fleischmann’s  Yeast 
and  absolutely  no  loss. 

Think  it  over  you  who  are  look¬ 
ing  for  increased  business. 

The  Fleischmann  Co. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselorat  Law 

643-648  Land  Title  Building 

Philadelphia,  Pa. 

Telenbenes  -f  BeJ1'  Spruce  2606-Z609 

W  l  Keystone,  Race  744 


The  Backbone 


of  a  grocer’s  business  is  Sales .  The  backbone  of  sales  is  dependable 
goods;  and  for  this  reason  Fels-Naptha  soap  is  a  maker  (and 

a  helper)  of  sales. 

Anyone  can  prove  this  by  simply  trying  Fels-Naptha 
soap  according  to  the  plain  directions  on  the  red-and-green 

wrapper. 
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IEXTRA  FIT 


I  - 


When  sugar  bags  burst  it  displeases  your  customers, 
but  before  they  get  a  chance  to  burst  they  cost  you  money,  the 
twine  costs  you  money,  so  does  the  overweight.  It’s  a 
waste  of  energy  to  put  sugar  in  bags— you  might  as  well 


FRANKLIN 

GRANULATED 

SUGAR 


•  Standard  of  Purity* 

REFINED  FOB 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


fTSfi  spend  your  time  canning  tomatoes.  Sell  FRANKLWf  CARTOS \  SUGAR  and  use 
the  time  you  save  to  arrange  a  display  of  it  on  your  counter.  The  neat  blue  cartons  sell 
'  on  sight.  FRANKLIN  CARTON  SUGARS  include  FRANKLIN  GRANULATED , 

FRANKLIN  POWDERED ,  FRANKLIN  DESSERT  AIND  TABLE,  FRANKLIN  XXXX  CONFECTION¬ 
ERS’  and  FRANKLIN  CUBE  SUGAR;  all  the  fast  selling  grades,  in  cartons  of  convenient  size  for  your 
customers,  packed  24,  48,  60  and  120  lbs.  to  the  container  all  for  you)  convenience. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA,  PA. 

“Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  sugar” 
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INTERNATIONAL  MOTORTRUCK^ 

tAe  besty? 
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An  International  Motor  Truck  running  through  the  better  streets  with 
your  name  on  its  sides,  pleasing  your  customers  by  prompt  delivery  of  their 
purchases,  is  a  good  advertisement  for  you. 

unw  much  does  it  cost  to  run  ?  No  more  than  a  horse  and  wagon,  __ 

although  it  will  do  more  than  twice  the  work.  With  an  International  Motor  Truck  you  can  deliver  to  customers  who  move  to  other 
neighborhoods;  you  can  handle  the  trade  of  new  neighborhoods  before  they  have  stores  of  their  own  ;  you  can  deliver  in  nearby  tow  . 

The  International  Motor  Truck  makes  you  a  merchant  instead  of  a  storekeeper.  It  enlarges  your  field  of  operations  by  er>abhng 
you  to  give  better  service  and  increases  your  income.  We  have  studied  the  delivery  question  thoroughly  and  will  gladly  give  you 
benefit  of  our  advice  if  you  will  write  us. 

Let  us  send  you  our  catalogue  and  literature.  You  will  find  it  extremely  interesting. 


International  Harvester  Company  of  America 

(Incorporated) 

504-  Harvester  Building  Chicago  i  ^ 
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Candle  Display. 

Make  a  window  display  of  candles.  They  are  always  a  good, 
staple  article,  but  the  demand  for  them  is  better  during  the  summer, 
especially  during  June,  the  month  for  weddings,  porch  and  lawn 
parties.  To  arrange  this  trim  first  suspend  some  nice  Japanese  lanterns 
from  the  ceiling.  Now  cover  the  bottom  of  the  window  with  red  crepe 
paper.  Along  the  front  place  boxes  of  the  different  sizes  and  grades 
of  candles ;  you  can  make  them  fake  at  the  bottom  and  only  have  one 
layer  of  them  at  the  top,  if  your  supply  is  not  large.  In  the  centre 


place  a  linen  tray  cloth,  on  which  display  a  birthday  cake,  which  is 
made  in  the  following  manner:  Get  a  small  round  hat  box  and  trim 
the  sides  down  till  it  stands  about  five  inches  high.  Give  it  a  thick 
coat  of  icing  and  sprinkle  with  shredded  cocoanut.  Place  some  small 
candles  on  the  top.  Place  a  fancy  candlestick  at  each  corner.  At 
each  side  place  a  common  paraffine  candle  in  a  tin  holder.  At  the  rear 
in  each  corner  place  a  candelabrum.  Get  a  loan  of  them  and  the 
candlestick  from  a  dealer  who  sells  them.  At  the  rear  in  the  centre 
nail  a  half  circle  with  a  large  loop,  cover  it  with  yellow  crepe  paper 
and  paste  black  letters  on  it,  as  in  illustration.  Cut  some  of  the  yellow 
crepe  paper  in  long  strips  about  three  inches  wide,  tack  them  at  the 


top  and  sides  and  twist  and  fasten  to  the  semicircle.  Cover  the  entire 
rear  with  the  red  crepe  paper — the  yellow  shows  up  very  well  against  it 


Rice  Display. 

Make  a  window  display  of  rice.  To  arrange,  first  make  a  platform 
across  the  window  at  the  rear  about  one  foot  deep  and  about  eighteen 
inches  high  and  from  the  edge  of  this  make  a  slant  of  boards  to  the 
centre  of  the  window.  This  done,  cover  it  all  with  dark  blue  crepe 
paper.  On  the  bottom  in  the  centre  place  a  large  napkin  of  linen,  on 
which  place  a  pudding  dish  filled  with  rice,  some  eggs,  a  box  of  suga 
and  a  can  of  evaporated  milk,  thus  suggesting  the  rice  pudding.  Cu 
some  heavy  pasteboard  in  long  strips  about  one  inch  wide  and  cove 
them  with  the  blue  crepe  paper.  Bend  them  to  form  the  letters  a 
illustrated  and  fasten  them  to  the  slant  with  very  strong  pins.  Use 


—  mmmm®  j  || 

the  pins  on  the  inside  of  the  letter  and  take  great  care  and  get  them 
all  even.  Fill  the  letters  with  loose  whole  uncoated  rice.  The  white 
letters  on  the  dark  blue  paper  show  up  fine.  On  the  platform  or  board 
at  the  top  build  pyramids  of  bags  different  sizes.  Use  only  the 
uncoated  rice  for  this  display. 


Mall  Order  House  Spreading 
Widely. 

Montgomery  Ward  &  Co.,  the 
Chicago  mail-order  house,  are 
about  to  enter  New  York,  San 


Francisco  and  Portland.  Build¬ 
ings  for  them  are  in  the  course  of 
construction  now.  They  already 
have  a  building  with  sixty-three 
acres  of  floor  space  in  Chicago. 


The  Board  of  Directors  at  a  recent 
meeting  in  New  York  approved  an 
increase  in  the  capital  stock  from 
one-half  million  to  40  million  dol¬ 
lars. 


A  syndicate  of  Eastern  bank¬ 
ers  headed  by  J.  P.  Morgan  &  Co. 
and  the  First  National  Bank  of 
New  York  are  to  finance  the  un¬ 
dertaking. 
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Sanatogen  Decision  Based  on  Tact  That 
Sale  Was  Outright  and  Manufac¬ 
turer  Gave  Up  Title 

Because  He  Sold  Outright  to  the  Jobber,  Who  in  Turn  Sold 
Outright  to  the  Retailer,  the  Manufacturer  Could  Not 
Interfere  With  the  Latter’s  Price. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

June  4,  1913. 

The  full  text  of  the  Supreme 
Court’s  opinion  in  the  Sanatogen 
case,  in  which  it  was  held  that  the 
manufacturer  of  a  patented  proprie¬ 
tary  article  cannot  control  the  retail 
price,  is  now  available.  It  is  not 
a  lengthy  opinion,  and  is  very 
clearly  written.  The  real  point  is 
that  a  manufacturer  who  sells  his 
patented  article  to  the  jobber  un¬ 
conditionally  and  without  restric¬ 
tions,  parts  completely  with  the 
title  and  cannot  follow  it  any  fur¬ 
ther  with  restrictions  as  to  what 
price  shall  be  gotten  by  the  re¬ 
tailer,  to  whom  the  jobber  has  sold 
unconditionally  and  also  parted 
with  the  title. 

After  a  detailed  discussion  as  to 
what  a  patent  right  was  and  what 
it  carried  with  it,  the  court  spoke 
as  follows  as  to  the  question  of 
title : — 

It  is  contended  in  argument  that 
the  notice  in  this  case  deals  with 
the  use  of  the  invention,  because  the 
notice  on  the  package  states  that 
the  package  is  licensed  “for  sale 
and  use  at  a  price  not  less  than  $1,” 
that  a  purchase  is  an  acceptance  of 
the  conditions  and  that  all  rights 
revert  to  the  patentee  in  event  of 
violation  of  the  restriction.  Rut  in 
view  of  the  facts,  certified  in  this 
case,  as  to  what  took  place  con¬ 
cerning  the  article  in  question,  it 
is  a  perversion  of  terms  to  call  the 
transaction  in  any  sense  a  license 
to  use  the  invention.  The  jobber 
from  whom  the  appellee  purchased 
had  previously  bought  at  a  price 
which  must  be  deemed  to  have  been 
satisfactory,  the  packages  of  San¬ 
atogen  afterwards  sold  to  the  ap¬ 
pellee.  The  patentee  had  no  interest 
in  the  proceeds  of  the  subsequent 
sales,  no  right  to  any  royalty  there¬ 
on  or  to  participation  in  the  profits 
thereof.  The  packages  were  sold 
with  as  full  and  complete  title  as 
any  article  could  have  when  sold  in 
the  open  market,  excepting  only  the 
attempt  to  limit  the  sale  or  use 
when  sold  for  not  less  than  $1.  In 
other  words,  the  title  transferred 
was  full  and  complete  with  an  at¬ 
tempt  to  reserve  the  right  to  fix  the 
price  at  which  subsequent  sales 
could  be  made.  There  is  no  show¬ 
ing  of  a  qualified  sale  for  less  than 
value  for  limited  use  with  other  ar¬ 
ticles  only,  as  was  showed  in  the 
Dick  case.  There  was  no  transfer 
of  a  limited  right, to  use  this  in¬ 
vention,  and  to  call  the  sale  a  li¬ 
cense  to  use  is  a  mere  plav  upon 
words. 


The  real  question  is  whether  in 
the  exclusive  right  secured  by  stat¬ 
ute  to  “vend”  a  patented  article 
there  in  included  the  right  by 
notice,  to  dictate  the  price  at  which 
subsequent  sales  of  the  article  may 
be  made.  The  patentee  relies  solely 
upon  the  notice  quoted  to  control 
future  prices  in  the  resale  by  a  pur¬ 
chaser  of  an  article  said  to  be  of 
great  utility  and  highly  desirable 
for  general  use.  The  appellee  and 
the  jobbers  from  whom  he  pur¬ 
chased  were  neither  the  agents  nor 
the  licensees  of  the  patentee.  They 
had  the  title  to,  and  the  right  to  sell 
the  article  purchased  without  ac¬ 
counting  for  the  proceeds  to  the 
patentee  and  without  making  any 
further  payment  than  had  already 
been  made  in  the  purchase  from  the 
agent  of  the  patentee.  Upon  such 
facts  as  are  now  presented  we  think 
the  right  to  vend  secured  in  the 
patent  statute  is  not  distinguishable 
from  the  right  of  vending  given  in 
the  copyright  act.  In  both  instances 
it  was  the  intention  of  Congress  to 
secure  an  exclusive  right  to  sell, 
and  there  is  no  grant  of  a  priv¬ 
ilege  to  keep  up  prices  and  prevent 
competition  by  notices  restricting 
the  price  at  which  the  article  may  be 
resold.  The  right  to  vend  con¬ 
ferred  by  the  patent  law  has  been 
exercised,  and  the  added  restriction 
is  beyond  the  protection  and  the 
purpose  of  the  act.  This  being  so, 
the  case  is  brought  within  that  line 
of  cases  in  which  this  court  from 
the  beginning  has  held  that  a  pat¬ 
entee  who  has  parted  with  a  pat¬ 
ented  machine  by  passing  title  to  a 
purchaser  has  placed  the  article  be¬ 
yond  the  limits  of  the  monopoly 
secured  by  the  patent  act. 

In  Adams  vs.  Burke,  17  Wall.  453, 
Mr  Justice  Miller,  delivering  the 
opinion  of  the  court,  pertinently 
said  (p.  455)  : — 

“The  vast  pecuniary  results  in¬ 
volved  in  such  cases,  as  well  as  the 
public  interest,  admonish  us  to  pro¬ 
ceed  with  care,  and  to  decide  in 
each  case  no  more  than  what  is  di¬ 
rectly  an  issue.  *  *  * 

“The  ground  on  which  these  de¬ 
cisions  rest  is  that  the  sale  by  a 
person  who  has  the  full  right  to 
make,  sell  and  use  such  a  machine 
carries  with  it  the  right  to  the  use 
of  that  machine  to  the  full  extent 
to  which  it  can  be  used  in  point 
of  time. 

“The  right  to  manufacture,  the 
right  to  sell  and  the  right  to  use 
are  each  substantive  rights,  and 
may  be  granted  or  conferred  sepa¬ 
rately  by  the  patentee. 

“But  in  the  essential  nature  of 
things,  when  the  patentee,  or  the 
person  having  his  rights,  sells  a 
machine  or  instrument  whose  sole 
value  is  in  its  use,  he  receives  the 
consideration  for  its  use  and  he 
parts  with  the  right  to  restrict  that 
use.  The  article,  in  the  language  of 
the  court,  passes  without  the  limit 
of  the  monopoly.  That  is  to  say, 
the  patentee  or  his  assignee  having 
in  the  act  of  sale  received  all  the 
royalty  or  consideration  which  he 
claims  for  the  use  of  his  invention 
in  that  particular  machine  or  instru¬ 
ment,  it  is  open  to  the  use  of  the 


purchaser  without  further  restric¬ 
tion  on  account  of  the  monopoly  of 
the  patentees.” 

Bloomer  vs.  McQueen,  supra; 
Goodyear  vs.  Beverly  Rubber  Co., 

1  Cliff,  348,  354,  10  Fed.  cases,  638; 
Chaffee  vs.  Boston  Belting  Co.,  22 
How.  217,  223;  Keeler  vs.  Stand¬ 
ard  Folding  Bed  Co.,  157  U.  S.  659. 

Holding  these  views,  the  question 
propounded  by  the  Court  of  Ap¬ 
peals  will  be  answered  in  the  nega¬ 
tive,  and  it  is  so  ordered. 

It  is  the  general  thought  here 
that  this  is  one  of  the  clearest  opin¬ 
ions  which  the  court  has  ever 
handed  down,  and  that  it  settles 
forever  the  question  of  a  manufac¬ 
turer’s  right  to  sell  his  goods  out¬ 
right  and  then  interfere  with  the 
buyer’s  control  over  them. 


Commissioner  E.  F.  Ladd,  of 
North  Dakota,  has  sent  this  journal 
a  report  of  a  most  unique  investi¬ 
gation  into  the  character,  strength 
and  purity  of  canned  chicken  soup; 
a  virgin  field,  practically,  for  other 
Dairy  and  Food  Commissioners 
seemed  to  have  assumed  that  soups, 
because  of  their  conglomerate  char¬ 
acter,  were  in  conformity  with  the 
food  law. 

Commissioner  L  .  Id  heads  his  re¬ 
port  “What  Is  Chicken  Soup,”  and 
starts  with  the  following  summary 
of  what  his  chemist  found : — 

Aside  from  the  water,  boiled  rice 
seems  to  be  the  chief  ingredient. 
Instead  of  there  being  from  40  to 
60  per  cent,  of  chicken,  there  is 
less  than  10  per  cent,  of  fiber  or 
meat  extract,  and  30  per  cent,  of 
boiled  rice.  The  question  may  then 
be  asked :  Are  these  products  cor¬ 
rectly  labeled  when  they  are  called 
“Concentrated”  or  “Condensed 
Chicken  Soup”?  Inasmuch  as  they 
contain  at  least  two  principal  con¬ 
stituents,  should  they  not  be  la¬ 
beled  under  both  the  State  and  Na¬ 
tional  law  in  accordance  with  the 
facts  ?  When  extract  of  beef  or  beef 
fat  or  butter  or  cotton-seed  oil  are 
used,  as  has  been  found  in  samples 
examined,  can  it  be  said  that  they  are 
truthfully  labeled  when  they  are 
called  “Condensed  Soups” ;  and  do 
those  who  purchase  such  soups  in 
reality  receive  the  class  of  products 
they  are  entitled  to  or  suppose  they 
are  receiving  when  the  same  are 
brought  upon  the  market.  The  de¬ 
partment  holds  that  the  labeling  now 
in  general  use  renders  these  prod¬ 
ucts  illegal  under  the  provisions  of 
the  North  Dakota  State  law. 

Some  of  the  products  reported 
upon  might  be  labeled  “Rice  Soup, 
Chicken  Flavor,”  and  reasonably 


The  notice  on  the  box  of  San; 
togen  which  the  manufacturer  r< 
lied  on  to  compel  the  retailer  ( 
hold  the  price  was  as  follows : — 

NOTICE  TO  THE  RETAILER. 

This  size  package  of  Sanatogen 
is  licensed  by  us  for  sale  and  use  at 
a  price  not  less  than  $1.  Any  sale 
in  violation  of  this  condition,  or  use 
when  so  sold,  will  constitute  an  in¬ 
fringement  of  our  patent  No. 
601,995,  under  which  Sanatogen  is 
manufactured,  and  all  persons  so 
selling  or  using  packages  or  con¬ 
tents  will  be  liable  to  injunction  and 
damages. 

A  purchase  is  an  acceptance  of 
this  condition.  All  rights  revert  to 
the  undersigned  in  the  event  of 
violation. 

The  Bauer  Chemical  Co.  j 

Holt. 


comply  with  the  spirit  of  our  food 
laws. 

The  average  of  eight  differe 
leading  brands  of  condense 
chicken  soup,  examined  by  a  cher 
ist,  he  found  to  be  as  follows : — 

Boiled  rice  . 27.18  per  cent. 

Meat  extract  . 3.54  per  cent. 

Meat  fibre  , . 8.1  percent. 

Salt  .  2.05  per  cent. 

Water  . 59.13  per  cent. 

The  chemist,  in  a  supplemental 
report,  says  that  the  manufactu 
ers  are  not  only  substituting  ri< 
for  chicken,  “but  are  substituting 
part  beef  extract  and  beef  itself  fi 
chicken  extract  and  chicken  fibre 

A  most  interesting  report  on  tl 
best  known  brands  of  condense 
chicken  soup  is  included.  Name 
in  the  list  are  brands  selling  a 
over  the  United  States.  One  of  tl 
most  prominent  contained  only  3  ; 
per  cent,  of  meat  fibre;  47.9  p 
cent,  was  boiled  rice  and  oth 
foreign  ingredients,  and  48.3  p 
cent,  was  liquid.  Another  we 
known  brand  contained  15.2  p» 
cent,  of  meat  fibre  and  still  anothi 
contained  90.3  per  cent,  of  rice  ar 
other  substitutes  for  chicken  mea 
The  greatest  surprise  was  a  brar 
which  has  always  been  considered 
the  highest  grade  sold  in  the  Unite] 
States;  it  contained  only  2.2  pi 
cent,  of  meat  fibre!  83.9  per  cen 
was  liquid  and  13.9  per  cent,  rie 
and  similar  ingredients.  The  be 
brand  was  that  containing  15.2  p< 


Food  Commissioner  Gives  Fearful  Bias 
at  Condensed  Chicken  Soup 

Has  His  Chemist  Examine  Eight  Best  Known  Brands  and  Fine 
that  They  Consist  Mostly  of  Boiled  Rice.  All  Had  Beef  i 
Chicken  Substitute,  But  Best  Known  Brand  Containe 
Only  2.2  Per  Cent,  of  Total  Meat  Fibre  and  Most  of  Th 
Was  Beef.  Chicken  With  an  Abscess  on  It. 
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of  meat  fibre.  Even  in  this 
hernist  found  that  half  the  fats 
:nt  were  beef  instead  of 
:en.  In  the  supposedly  high 
e  brand,  containing,  however, 
>.2  per  cent,  of  meat  fibre,  there 
an  equal  amount  of  cottonseed 
,nd  beef  fat,  and  only  a  very 
1  quantity  of  chicken  fat. 
•y  brand  examined  had  beef 
d  to  it.  Out  of  eight  brands 
lined,  the  proportions  of 
cen  and  beef  appeared  as  fol- 
:  Sample  No.  I,  1247  per  cent, 
hicken  and  7.49  per  cent,  of 
t;  No.  2,  28.59  Per  cent- 
cen  and  14.21  per  cent,  of  beef  ; 
3,  5-95  Per  cent-  °f  chicken  and 
7  per  cent,  of  beef ;  No.  4,  22.21 
cent,  of  chicken ;  30.73  per  cent. 
ieef;  No.  5,  6.30  per  cent,  of 
ken,  1.49  per  cent,  of  beef;  No. 
4.28  per  cent,  of  chicken,  4.86 
cent,  of  beef;  No.  7,  14.38  per 
.  of  chicken,  21. 11  per  cent,  of 
';  No.  8,  12.17  per  cent,  of 
ken,  4.98  per  cent,  of  beef. 

1  the  brand  showing  the  largest 
:entage  of  meat  fibre,  some 
ken  meat  with  an  abscess  on  it 
found. 

he  following  conclusions  are 
.vn : — 

1.  The  majority  of  the  condensed 
iicken  soups  analyzed  were  found 

contain  an  excess  of  boiled  rice, 
e  approximate  average  being 
’.18  per  cent,  and  the  range  9.92 
:r  cent,  to  32.0  per  cent. 

2.  The  meat  fiber  detected  ranged 
'om  approximately  2.2  per  cent,  to 
;.2  per  cent.,  the  average  being 
1  per  cent. 

3.  The  average  per  cent,  of  salt 
as  found  to  be  2.05  per  cent.,  the 
inge  from  0.92  per  cent,  to  2.83 
;r  cent.  The  other  flavoring  ma¬ 
nuals  used  were  a  very  minute 
mount  of  pepper  and  parsley,  with 
ne  exception,  where  a  minute 
mount  of  celery  was  detected. 

4.  The  meat  extract  averages 
.54  per  cent.,  the  range  being  from 
.30  per  cent,  to  5.18  per  cent. 

5.  The  per  cent,  of  water  not  at- 
ributed  to  boiled  rice,  meat  extract, 
alt  and  flavor  in  the  condensed 
oup  averaged  59.13  per  cent., 
ange  from  54.76  per  cent,  to  83.15 
er  cent.  The  total  per  cent,  of 
vater  by  drying  oven  at  xoo°C’ 
veraged  87.44  per  cent.,  range 
rom  81.46  to  94.07  per  cent. 

6.  The  condensed  chicken  soups 
,s  found  on  the  market  cannot  be 
onsidered  as  nutritious  articles  of 
ood.  The  average  food  values  in 
:alories  per  pound  was  210.5. 

7.  From  this  data  and  a  more  de- 
ailed  examination  of  the  fat  due 
0  meat,  etc.,  and  the  microscopic 
itructure  of  the  blood  corpuscles, 
t  was  found  that  in  all  probability 
he  condensed  chicken  soup  was 
lothing  more,  as  regards  meat,  but 
1  bouillon  or  beef  soup  stock,  fla¬ 
vored  with  dice-like  pieces  of  chick- 
in  fiber.  The  excess  of  rice  used 
was  for  no  other  means  than  to 
disguise  the  absence  of  more  chick- 
in  meat  and  extract ;  and  the  beef 
ixtract  or  beef  bouillon  added  was 
1  cheaper  means  of  preparing  the 
meat  bases. 


This  handsomely  colored  Window  Display  will  bring 
you  a  bigger  Bean  Business  than  you’ve  ever  had 


VERIBEST  CANNED  MEATS 


The  sale  of  Veribest  Pork  and  Beans  leads  to  increased  sales  of  Veribest  Meats.  delic¬ 
ious  Veal  Loaf.  Brisket  Beef,  Luncheon  Beef,  Vienna  Sausage  and  Corned  Beef  Hash 

that  will  please  your  customers  by  their  flavor,  tenderness  and  convenience.  . 

We  help  you  to  get  the  benefit  of  our  extensive  National  advertising.  Send  for  our 
Window  Displays,  Store  Cards,  Display  Racks  and  Store  Decorations,  and  show  your  customers 
you  carry  a  full  line  of  Armour  Pure  Food  Products. 

c  1  We  have  a  special  proposition  for  you.  We  will  pay  you 

Special  (Jlier  to  tirocers  to  work  f0r  us  to  increase  your  sales.  This  is  co-operation 

that  means  extra  dollars  for  you.  Write  us  at  once  for  full  details. 


COMPANY 


ARMOUR 


WHAT  TO  TELL  CUSTOMERS 

“Try  VERIBEST  BEANS.  Notice  their  fi 
and  tenderness.  I  know  you  11  say  they  re  the  best 
tasted.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 

Jobbers  Visit  National  Convention.  Debating  Restrictions  on 
Retail  Grocer.  New  Net  Weight  Law  Goes  Into  Effect. 
Commission  Men  Coming  in  for  Licenses.  Comment 
on  Sanatogen  Decision.  Market  Summary. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

New  York,  June  4,  1913. 

A  large  part  of  the  wholesale 
grocery  trade  of  this  city  is  away 
this  week  in  attendance  at  the  an¬ 
nual  meeting  of  the  National 
Wholesale  Grocers’  Association  in 
Atlantic  City.  The  reports  of  the 
proceedings  of  the  convention  will 
be  read  with  attention  by  all  fac¬ 
tors  in  the  trade  and  interest  is 
displayed  by  retailers  as  well  as 
manufacturers  and  wholesalers  in 
the  attitude  taken  on  various  ques¬ 
tions  now  of  special  importance. 

In  recent  discussions  at  the  meet¬ 
ings  of  retailers’  associations  there 
have  been  some  pointed  suggestions 
as  to  the  attitude  the  retailers  should 
take  in  respect  to  various  new  laws 
and  regulations. 

Complaints  have  been  made  by 

some  members  as  to  the  supposed  [  pressed,  however,  by  bringing  it 
advantages  given  to  peddlers  and  :  before  the  police.  This  is  the  corn- 
hucksters.  The  grocers  are  re- :  plaint  that  the  hucksters  employ 
quired  under  the  law  to  keep  their  boys  under  the  age  at  which  the 
berries  and  other  fresh  fruits  and  law  allows  the  boys  to  work.  The 
also  green  vegetables  inside  the  grocers  are  prevented  from  em- 
store  or  under  protective  covers  in  ploying  boys  under  age,  even  their 
order  to  protect  the  food  from  dust  own  sons,  but  the  authorities  seem 
and  insects,  but  the  hucksters  carry  to  overlook  the  breaking  of  the 
their  supplies  in  open  wagons  and  law  in  this  respect  by  the  hucksters, 
the  boys  and  men  who  accompany  It  is  believed  that  the  authorities 


and  people  will  not  be  so  likely  to 
buy  from  unclean  looking  peddlers 
whose  methods  of  handling  food 
are  repulsive. 

The  more  attractive  are  the  dis¬ 
plays  in  the  stores  the  greater  will 
be  the  contrast  with  the  methods  of 
the  hucksters. 

In  some  instances  grocers  have 
not  readily  complied  with  the  regu¬ 
lations  on  this  subject  and  for  this 
reason  have  had  trouble  with  the 
city  authorities.  Instead  of  being 
forced  to  comply  with  the  rules, 
these  grocers  are  advised  to  do  so 
readily  and  gladly  and  to  make 
capital  of  their  enterprise  in  so 
doing  by  making  their  customers 
see  the  difference  between  fruits 
and  vegetables  cared  for  in  their 
stores  and  those  that  are  peddled 
through  the  dusty  streets. 

Another  complaint  is  to  be 


they  are  getting,  what  weight,  and 
the  price  properly  computed,  while 
there  is  no  such  assurance  in  buy¬ 
ing  from  irresponsible  peddlers. 

•  *  *  * 

The  new  net  weight  State  law 
went  into  effect  this  week.  It  pro¬ 
vides  that  the  net  weight  of  all 
food  sold  in  packages  must  be 
plainly  marked  on  the  outside.  It 
will  take  some  time  for  the  full 
effects  of  the  new  statute  to  be 
made  apparent,  as  the  authorities 
charged  with  the  enforcement  of 
the  law  will  be  called  upon  to  de¬ 
cide  various  questions  that  will 
arise,  especially  as  to  the  detailed 
regulations  which  the  State  Bu¬ 
reau  of  Weights  and  Measures  has 
announced. 

Food  manufacturers  and  others 
are  to  have  a  hearing  on  the  new 
Federal  net  weight  law  before  the 
Department  of  Agriculture  drafts 
the  detailed  regulations  for  the  en¬ 
forcement  of  the  law.  The  hear¬ 


ings  will  be  given  by  the  depart 
ment  in  this  city  during  the  nex 
week,  beginning  Monday,  Jun 
9th.  The  rooms  of  the  Secretar 
of  the  Treasury  in  the  Custon 
House  will  be  used  for  the  hearing 
The  manufacturers  are  invited  t< 
present  their  views  at  this  tim 
and  they  are  also  requested  to  sub 
mil  written  briefs  embodying  tliei 
opinions. 

*  *  * 

The  State  Commissioner  of  Agri 
culture,  in  response  to  inquiries 
has  notified  the  fruit  and  produo 
commission  merchants  of  what  the' 
will  be  expected  to  do  in  order  P 
comply  with  the  new  license  law 
Blanks  are  now  ready  on  which  tin 
merchants  may  file  their  applica 
tions  for  licenses  and  also  maki 
out  the  necessary  bonds. 

The  applications  may  be  madi 
at  any  time  prior  to  August  1st 
after  which  date  it  shall  be  unlaw 

(Continued  on  page  15.) 


the  wagons  hawk  the  stuff  about 
the  sidewalks  and  from  door  to 
door  without  any  sanitary  precau¬ 
tions.  Quite  often  the  hucksters 
and  their  assistants  are  smoking  or 
chewing  tobacco,  expectorating 
from  time  to  time,  and  altogether 
they  are  notably  careless  in  the 
handling  of  the  supplies  which  they 
sell. 

While  this  is  a  subject  of  com¬ 
plaint,  yet  it  is  pointed  out  to  the 
grocers  by  some  of  the  older  and 
shrewder  men  that  the  circum¬ 
stances  should  be  used  to  give  the 

The 


Master  Botcher  Says  Retailers  Are  Making 
No  Money  in  Spite  of  High  Meat  Prices 

Cuts  Up  a  Steer,  a  Calf  and  a  Lamb  and  Figures  Them  Up  a 
Current  Retail  Prices.  Not  Enough  Gross  Profit  to  Pa\ 
Expenses  of  Doing  Business. 


rrocers  a  great 


advantage. 


grocers  are  advised  to  do  every- 
their  power  to  educate 


thing  in 


will  put  an  end  to  this  employment 
of  young  boys  by  the  hucksters  as 
soon  as  the  subject  is  properly  pre¬ 
sented  to  the  city  departments. 

The  grocers  are  trying  to  get  vvav ' 
the  cash  register  companies  to  de-  Lbs.  Ozs. 
vise  a  convenient  machine  with 
which  the  grocers  may  supply 
duplicate  sales  slips  with  purchases, 
as  required  by  the  new  net  weight 


law.  When  a  grocer  or  his  clerk 
is  rushed  the  preparation  of  the 
sales  slips  and  duplicates  takes  time 
and  it  is  believed  that  an  improved 
system  of  doing  this  work  will 
soon  be  devised. 

This  regulation  calling  for  dupli¬ 
cate  sales  slips  has  also  been  re- 
their  customers  and  the  public  to  |  garded  as  a  burdensome  require- 
an  appreciation  of  the  sanitary  pre^  j  ment  by  many  of  the  grocers,  but 
cautions  taken  in  the  handling  of  it  is  suggested  that  this  also  may 
fruits  and  vegetables  in  the  stores,  be  turned  to  advantage.  The  gro- 
Let  the  public  see  how  clean  and  cer  may  use  the  system  as  proof  of 
attractive  are  the  displays  of  fruits  the  fact  that  when  people  buy  in  a 
and  green  vegetables  in  the  stores  grocery  store  they  know  just  what 


In  proof  that  retail  meat  dealers 
as  a  class  are  making  no  money 
in  spite  of  the  very  high  meat 
prices,  the  average  weight  of  a 
dressed  steer  used  for  city  trade  is 
600  pounds.  The  average  price  of 
such  a  steer  to  the  retail  butcher 
is  13F2  cents  per  pound,  making 
the  total  wholesale  cost  $81.  It 
is  cut  up  and  sold  at  retail  in  this 


.40 

34 

26 

26 

23 

20 

9 

9 

7 

4 

16 

is 

29 

43 

27 

1 1 
6 
40 
37 
54 
2 
18 
60 
40 


Cuts. 


At  cents 
per  lb. 


Sirloin  steak  .  24 

Porterhouse  .  28 

Top  sirloin  .  19 

Round  steak  .  25 

liottom  round  .  20 

Rump  .  14 

Plank  .  )6 

Leg  beef  .  15 

Horse  shoe  .  16 

Plank  steak  .  18 

4  Chuck  rib  .  15 

4  Plate  rib  .  18 

. .  Prime  rib  .  20 

..  Chuck  steak  .  18 

4  Cross  rib  .  18 

12  Shoulder  beef  .  18 

12  Shin  beef  .  15 

Soup  chuck  .  16 

Breast  beef  . .  12 

Plate  and  .navels  _  9 

Beef  kidneys  .  16 

Beef  suet  .  5 

•Shop  fat  .  2-k, 

Bones,  given  away  .. 


Price. 
$9  72 
C6 

5  09 

6  50 

4  60 
2  80 
1  44 
1  35 

1  12 

72 

2  45 
2  75 

5  80 

7  74 
4  91 
2  12 
1  02 

6  40 
4  44 
4  86 

32 
go 
1  f>5 


total  cash  cost  to  the  retailer  $17 
As  cut  up  and  retailed  the  showing 
is : — 


Lbs. 

Ozs.  Cuts. 

At  cents 
per  lb. 

Price. 

14 

Veal  cutlet  . 

..  28 

?3  92 

6 

Bones  . 

6 

Boneless  veal  . 

I  20 

II 

8 

Rump  . 

2  30 

l6 

8 

Shoulder  . 

2  64 

10 

8 

Breast  . 

1  68 

9 

4 

Rib  chops  . 

8 

Loin  chops  . 

I  92 

8 

Neck  . 

I  12 

9 

8 

Skin  . 

2  34 

12 

Shrinkage  . 

97 

48 

oz.  2=  3  lbs . 

$19  34 

3 

Cost 

17  00 

100 

Profit 

$2  34 

The  average  weight  of  a  dressed 
lamb  for  the  city  trade  is  40  pounds 
and  the  average  current  wholesale 
price  is  17  cents,  making  the  total 
cash  cost  to  the  retailer  $6.80.  As 
cut  up  and  sold  the  results  are: — 


Lbs.  Ozs.  Cuts. 

12  12  Legs  . 

)2  ..  Chucks  .  14 

4  4  Rib  chops  .  25 

3  12  Loin  chops  .  30 

1  12  Breast  .  12 

3  8  Haslets  (each)  .  15 


At  cents 
per  lb.  Price. 
20  $2  55 


12  Set  sticks 
4  Waste 


596'  64  oz.  =  4  lbs. 
4 


$88  36 
81  00 


Cost  .... 

600  Profit  .  $7  36 

The  average  weight  of  a  dressed 
calf  for  the  city  trade  is  ioo  pounds 
and  the  average  wholesale  price  is 
17  cents  per  pound,  making  the  j 


36  64  oz.  =  4  lbs. 
4 

40 


Cost 

Loss 


1  68 
1  07 
1  >3 
21 


$6  79 
6  80 

$0  or 


The  foregoing  tables  and  figures 
show  only  two  items,  the  actual 
cash  cost  of  the  dressed  meat  ani¬ 
mals  and  the  actual  cash  receipts 
for  same  to  the  retailer.  They  do 
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"^ADe 


bounces 


touch  the  cost  of  conducting  the 
ness,  including  rents,  wages  for 
ers,  delivery,  lights  and  other 
lentals  to  operation.  It  is 
ned  by  retailers  that  various  in- 
igations  at  various  times  have 
dusively  shown  that  the  mini- 
n  actual  expense  of  carrying 
iny  general  retail  business  is  17 
cent,  of  the  wholesale  cost,  and 
only  two  or  three  such  investi- 
ons  have  shown  it  to  be  less 
1  20  per  cent. ;  but  accepting  the 
imum  as  applying  to  them,  it 
violent  that  the  retailer  must  be 
ng  money. 

'or  illustration,  the  wholesale 
:  of  a  6oo-poi*nd  steer  has  al¬ 
ly  been  shown  to  be  $81.  The 
.il  cash  returns  are  $88.36,  show- 
a  cash  profit  of  $7.36.  But 
re  must  be  figured  into  this 
ration  the  operating  expenses  of 
per  cent,  of  the  wholesale  cost, 
ich  amounts  to  $13.77.  This 
rbalances  the  cash  profit  and 
>ws  a  net  loss  to  the  retailer  of 
41  on  the  transaction, 
rabulated  on  this  basis  the  ulti- 
te  outcome  to  retail  butchers  in 
tributing  the  meat  animals  by 
s  is  shown  to  be : — 

3st  of  600-lb.  steer  . $Sl  00 

ost  of  distribution  .  !3  77 

$94  77 

eceipts  at  retail  .  88  36 

Loss  .  $6  4t 

ost  of  100-lb.  calf  . $*7  00 

ost  of  distribution  .  2  °9 

$19  89 

eceipts  at  retail  .  J9  34 

Loss  .  ?°  55 

ost  of  40-lb.  lamb  .  $6  80 

ost  of  distribution  .  1  *5 

$7  95 

teceipts  at  retail  .  6  79 

Loss  .  16 

These  figures,  and  the  problem 
tiich  they  represent,  will  be  the 
.sis  of  extended  discussion  at  the 
:ate  convention  of  the  United 
faster  Butchers,  which  will  try 
find  some  way  of  adjusting  busi 
iss  to  meet  conditions.  The  vol 
ne  of  city  meat  trade  in  New 
ork,  and  in  probably  other  large 
ties,  is  far  less  than  it  was  a  com- 
iratively  short  time  ago,  and  is 
ow  decreasing.  An  illustration  of 
lis  fact  is  that  a  local  slaughter- 
lg  and  packing  concern  that  for- 
lerly  sent  out  60  wagon  loads  of 
ressed  meats  daily  now  accounts 
t  a  fair  business  to  distribute  20 
Dads ;  but  this  cannot  be  taken  to 
Clean  that  the  volume  of  local  trade 
5  a  whole  has  shown  such  a  de- 
xease. 

Philip  Storm inger, 
President  Bronx  Master  Butch¬ 
ers’  Association. 

;  New  York,  June  3,  1913. 


Every  cake  a  full  pound — 16  honest 
ounces  of  hard,  white,  pure  soap 

Wherever  PEARL  BORAX  SOAP  has  been  intro¬ 
duced  women  have  decided  that  it  s  “  big  moneysworth. 

They  like  it  because  every  cake  is  a  full  pound,  and  because  it  will 
thoroughly  cleanse  anything  from  a  lace  curtain  to  a  blanket  without 
injury  to  hands  or  clothes.  Grocers  like  to  sell  Pearl  Borax  Soap 
because  it  ft leases  customers  and  sells  steadily .  Tell  your  customeis  that 
we  give  high-grade  gifts  in  exchange  for  our  wrappers,  and  get  the  money 
they’ve  been  spending  for  mail  order  soaps.  They’ll  like  our  soap,  and 
you’ll  like  the  increased  sales  and  additional  profits. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“PEARL  BORAX  SOAP  costs  more  per  bar  but  less  per  pound  than 
other  soaps.  It’s  really  economical,  because  it’s  such  good,  big  value  tor  the 
money.  It  will  wash  anything  from  a  lace  curtain  to  a  blanket,  and  you  ge 
fine  gifts  in  exchange  for  the  wrappers.” 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


An  amazing  piece  of  news  comes 
from  Washington,  based  on  the 
contention  that 
An  Amazing  the  TobaCCO 

Propoiai.  Trust,  since  the 
recent  “dissolu¬ 
tion”  decree  obtained  by  the 
United  States  Government,  has 
been  even  a  greater  menace  to  in¬ 
dependent  dealers  than  it  was  be¬ 
fore.  How  to  remedy  this  is  un¬ 
der  consideration  by  the  Attorney- 
General’s  department,  and  his  sup¬ 
posed  views  are  thus  set  forth  in 
last  Wednesday’s  Philadelphia 
“Record” 


the  advantage  of  size,  or  because 
the  tax  will  oppress  to  such  an  ex¬ 
tent  that  it  will  make  the  large 
man  small  again. 


Attorney-General  McReynolds  has 
had  the  matter  under  consideration 
for  some  time  and  has  hit  upon  a 
plan  for  quick  and  drastic  action. 
He  plans  to  ask  the  Finance  Com¬ 
mittee  of  the  Senate  to  amend  the 
tariff  bill  so  as  to  levy  a  graduated 
internal  revenue  tax  on  the  produc¬ 
tion  of  tobacco  manufacturers,  this 
tax  to  increase  with  the  increased 
output  of  the  factories,  to  the  end 
that  the  independent  tobacco  man¬ 
ufacturers  may  be  able  to  compete 
with  the  larger  factories  which  for¬ 
merly  were  part  of  the  trust. 

If  this  is  correctly  interpreted,  it 
aims  to  put  a  small  tax  on  the  small 
tobacco  manufacturer,  and  a  tax 
so  much  larger  on  the  large  manu 
facturer  that  he  will  not  get  large 
enough  to  annoy  the  small  manu¬ 
facturer  !  What  a  preposterous 
and  revolutionary  doctrine !  What 
can  we  be  thinking  of  when  such 
a  suggestion  is  seriously  put  for¬ 
ward  by  the  chief  law  officer  of  the 
United  States  Government!  The 
“Grocery  World  and  General  Mer¬ 
chant”  has  no  particular  use  for 
the  Tobacco  Trust,  for  some  of  its 
competitive  methods  have  reeked 
with  dishonesty.  It  should  be  got¬ 
ten  at,  but  not  by  any  plan  that  vio¬ 
lates  every  principle  of  fair  play 
and  Americanism.  Hitherto  in  this 
country  a  man  who  was  able  to  ex¬ 
pand  his  business  beyond  that  of 
his  fellows  has  always  been  permit¬ 
ted  to  enjoy  the  fruits  of  his  suc¬ 
cess.  Naturally  he  had  to  pay  a 
larger  share  of  the  expenses  of 
Government  than  the  small  man, 
but  neither  he  nor  any  one  else 
has  ever  objected  to  that.  What 
is  now  proposed  is  quite  different. 
It  is  to  tax  the  large  man  for 
being  large— to  tax  him  so  that  the 
small  man  can  better  compete  with 
him,  either  because  the  large  man’s 
then  unequal  burden  will  wipe  out 


There  is  very  little  to  misunder¬ 
stand  in  the  United  States  Supreme 
Court’s  decision  in 
One  Point  still  the  Sanatogen 
Undecided.  case,  which  holds 

with  great  clear 
ness  that  the  manufacturer  of  a 
patented  proprietary  article  cannot 
sell  it  outright  to  a  jobber,  and 
subsequently  dictate  the  resale 
price  to  the  retailer  to  whom  that 
jobber  sells,  also  outright.  A  por¬ 
tion  of  the  decision  is  published  in 
another  column. 

One  question  remains  unsettled 
by  the  decision :  What  is  the  manu¬ 
facturer’s  right  to  fix  the  price  at 
which  a  jobber — the  manufactur¬ 
er’s  own  customer — shall  resell? 
This  is  really  a  commoner  method 
than  the  one  which  the  court  has 
now  destroyed.  The  Kellogg  Co. 
uses  it  and  an  attack  upon  it  con¬ 
stitutes  a  part  of  the  Government’s 
case  against  that  company.  Other 
manufacturers  use  it  as  well,  hold¬ 
ing  the  jobber  strictly  to  the  con¬ 
dition  that  he  will  not  cut  the  price. 
If  he  does  cut  the  price,  he  is  at 
once  cut  off. 

Of  course  nobody  can  ever  in¬ 
terfere  with  a  manufacturer’s  right 
to  drop  a  jobber  who  cuts  the  price 
or  does  anything  else  objectionable, 
but  is  it  a  legal  contract,  and  can  it 
be  enforced  ?  If  it  is  legal,  an  ac¬ 
tion  will  lie  for  its  violation. 

This  journal  several  months  ago 
expressed  the  opinion,  and  ex¬ 
presses  it  again  now,  that  that  part 
of  the  Kellogg  method  of  selling 
its  goods  is  legal  and  binding  and 
can  be  enforced.  A,  a  manufac¬ 
turer,  says  to  B,  a  jobber:  “I  do 
not  have  to  sell  my  goods  to  you, 
and  I  will  do  so  only  on  the  condi¬ 
tion  that  you  resell  them  at  a  price 
that  I  have  fixed.”  B  accepts  the 
condition,  gets  the  goods,  and  im¬ 
mediately  cuts  the  price.  He  has 
violated  a  provision  of  the  sale 
which  was  as  important  and  vital 
as  the  provision  that  B  should  pay 
A  for  what  goods  he  got.  The 
writer  does  not  consider  it  possible 
that  any  court  could  ever  decide 


otherwise.  The  agreement  was 
made  by  two  persons  in  direct  con¬ 
tract  relations,  and  is  as  strong  and 
good  as  to  the  resale  provision,  as 
it  is  at  any  other  point. 

Nevertheless  it  is  well  to  note 
that  the  United  States  Government 
has  taken  the  position  that  even 
this  is  illegal.  The  discussion  and 
settlement  of  the  point  will  be  of 
tremendous  interest. 


There  is  much  reason  to  believe 
that  the  new  Pennsylvania  cold 
storage  law, 
i»  the  New  Cold  whose  text  was 

Storage  Law 

Uncomtitutionai  ?  recently  r  e  p  r  o 
duced  in  these  col 
umns,  is  at  least  in  part  unconsti¬ 
tutional.  It  can  be  confidently  as¬ 
sumed,  however,  that  whatever 
court  is  appealed  to  to  declare  it 
unconstitutional,  will  avoid  it  if 
humanly  possible,  for  it  is  a  good 
law  and  will  be  considered  in  the 
public  interest. 

Section  13  of  the  law  provides 
that  “it  shall  be  the  duty  of  the 
Dairy  and  Food  Commissioner  to 
cause  to  be  made  a  careful  inspec¬ 
tion  of  all  cold  storage  foods.’ 
Later  in  the  same  section  the  Com 
missioner’s  duty  is  again  described 
as  “such  inspection,”  and  at  the 
close  he  is  given  the  power  to  enter 
cold  storage  warehouses  and  “in¬ 
spect”  the  contents. 

The  Constitution  of  Pennsyl¬ 
vania,  Article  III,  Section  27,  pro¬ 
vides  that  “no  State  office  shall  be 
continued  or  created  for  the  inspec¬ 
tion  or  measuring  of  any  merchan¬ 
dise,  manufacture  or  commodity; 
but  any  county  or  municipality  may 
appoint  such  officers  when  author¬ 
ized  by  law.”  Upon  its  face  the 
cold  storage  law  violates  the  above 
provision,  for  it  creates  or  contin¬ 
ues  what  the  Constitution  says  shall 
not  exist,  viz.,  State  offices  for  the 
inspection  of  merchandise.  The  At¬ 
torney-General  of  the  State  pointed 
out  this  danger  to  the  Governor  be¬ 
fore  he  signed  the  act,  and  the  lat¬ 
ter  made  an  unsuccessful  effort  to 
have  the  inspection  part  amended 
out  of  it.  To  the  uningenious 
mind,  the  situation  would  appear  to 
be  clear — 1,  the  State  Constitution 
forbids  the  creation  of  State  offices 
for  the  inspection  of  merchandise; 


2,  this  law  provides  that  the  Dair 
and  Food  Commissioner,  a  Stat 
officer,  shall  inspect  merchandise 
therefore  it  would  appear  to  be  un 
constitutional.  We  shall  see  wha 
the  courts  will  say  on  the  subject 
because  it  is  quite  likely  that  the' 
will  be  appealed  to.  If  so,  it  shouk 
be  done  by  the  cold  storage  inter 
ests,  not  by  any  retailer  or  retai 
interest. 


In  a  recent  issue  this  journa 
made  some  comment  upon  the  ap 
parent  sluggish 
"  Not  One  Grocer  ness  of  merchant: 

Spoke  to  Me.”  as  a  class  jn  ^h< 

face  of  pending 
legislation  which  is  either  annoying 
or  dangerous  to  them  as  comparer 
with  the  alertness  of  politicians  fac¬ 
ing  the  same  prospect.  Additiona 
evidence  of  the  justice  of  that  com¬ 
ment  is  at  hand  in  the  closing  sen¬ 
tence  of  the  speech  of  Senator  Ger- 
bericb,  of  Lebanon  County,  in  de¬ 
fense  of  the  proposed  new  food 
bill.  The  bill,  incidentally,  was  de¬ 
feated  immediately  after  the  Sena¬ 
tor  sat  down. 

A  portion  of  the  speech  appear; 
in  this  week’s  Harrisburg  letter. 
The  food  bill  which  was  its  sub¬ 
ject  has  been  pending  for  several 
weeks.  For  several  reasons  it  was 
less  desirable  to  the  retail  trade 
than  the  present  food  bill,  and  the 
organized  retail  interests  of  the 
State  showed  that  they  realized 
that  by  sending  their  officers  to 
Harrisburg  to  appear  against  it. 
Yet  Senator  Gerberich  ended  his 
speech  for  the  bill  with  these 
words : — 

Theresas  not  one  grocery  man  in 
my  district  who  came  to  me  and 
objected  to  the  bill ;  not  one. 

Some  of  the  strongest  factors  in 
association  work  and  in  the  Penn¬ 
sylvania  Retail  Merchants’  Associ¬ 
ation  are  in  Lebanon,  Senator  Ger- 
jerich’s  district.  The  writer  won¬ 
ders  how  they  can  possibly  expect 
to  get  from  the  Legislature  what 
they  do  not  ask  for. 


Tomatoes  are  still  coming  only 
from  Florida ;  the  best  stock  brings 
$2.25  per  crate.  Hothouse  fruit 
averages  12  cents  per  pound. 
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The  Sort  of  Trade  You  Want  is  Now 
Demanding  Goods  Which  Carry 

^Hamilton  Coupons 


It  Pays  any  Dealer  to  Handle  the 
Popular  Brands  Which  Feature  Them 


They  are  Nationally  Known 
and  Every  Case  Carries  an 
Extra  Reward  for  the  Dealer 


It  is  simply  a  question  of  Supplying-  Demand — the  well  directed  advertising  campaign  has 
created  a  steadily  increasing  demand  for  Hamilton  Coupon  Goods.  This  means  Easy  Sales 
for  every  Retailer  who  carries  them. 

Every  manufacturer  who  is  packing  ^Hamilton  Coupons  with  his  product  is  not  only  promoting 
the  sale  of  his  own  goods  but  those  of  every  other  manufacturer  who  packs  Hamilton  Cmtpons. 
This  enormous  selling  force  is  aiding  every  Dealer  who  carries  Sjamtlton  Coupon  Goods.  Here 
is  a  partial  list  of  the  Brands  : 

Swift’s  Pride  Soap,  Cleanser  and  Washing  Powder 
Swift’s  Borax,  White  Laundry  and  Naptha  Soap 
Runkel’s  Cocoa  and  Chocolate 
Argo  Starch,  Ivory  Starch 
Electro  Silicon  Silver  Polish 
Sealpackerchief  Handkerchiefs 
Union  Leader  Smoking  Tobacco 
Clicquot  Club  Ginger  Ale,  etc. 

“Readymaid”  Soups  (Franco-American) 

Mapl  Flakes,  Mapl  Corn  Flakes 
Baker’s  “Premium”  Coconut 
Major’s  Cement,  Rubber  Cement,  Leather  Cement 
Gorton’s  Fish  Specialties 


Burnham’s  “Jellycon” 

“Salvation”  Matches 
Borsum’s  “Putz  Liquid”  Metal  Polish 
My  Wife’s  Salad  Dressing 
“Fluffy  Ruffles”  Starch 

“Crescent”  Toilet  Paper,  “Bob  White”  Toilet 
Paper 

“Tiger”  W.  P.  Varnish,  etc. 

Palmer’s  “Skin-Success”  Soap,  “Skin-Success” 
Ointment,  etc. 

West  “Electric”  Hair  Curlers 
West  Flat  Hooks  and  Eyes 
“Uncle  Jerry”  Pancake  Flour,  etc. 

Tinol  Solder 


White  Cross  Foot  Powder,  Talcum  Powder 
Peter  Cooper  Gelatine 

Dayton’s  Keystone  Self-Raising  Wheat  Flour,  etc. 
Glo-Zo  Washing  Tablet,  Starching  Gloss,  Laun¬ 
dry  Wax 

Hudson’s  “Butterfly”  Brand  Condensed  Milk 
Powerine  Washing  Powder,  Pine  Tar  Pumis  Soap, 
Sweet  Alice  Toilet  Soap 
Buffalo  Ammonia 

Persil  Oxygen  Washing  Compound 
Mizpah  Spearmint  Gum,  etc. 

Dust  Bright  Dust  Clothes,  Chemical  Mop 
Brandun  Hosiery 


ijamUtnu  Edailrrs’  Ghntpmta 

Every  case  of  Hamilton  Coupon  Goods  carries  a  Hamilton  ^Retailors’  Coupon  for  the 
Dealer.  These  Coupons  are  Net  Profit  to  You. 

Write  for  detailed  information,  a  complete  List  of  Goods  which  carry  'Hamilton  Coupons 
and  Twenty-five  (25)  Complimentary  Coupons  to  start  your  collection. 

The  Hamilton  Corporation 

Guaranteed  Resources,  $1,000,000 

2  W.  45th  Street  ::  New  York  City 
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You 

Can  Sell 
the 

=Best= 
Thing  in 
its 
Class 
2-for-25 

We  offer  the  Borgen 
Special  as  Norwegian 
Sardines  de  luxe. 

They  are  tiny,  tender, 
fancy  selected  fish,  the 
finest  caught  and  packed 
in  Norway.  They  go  in 
the  nicest  grade  of  abso¬ 
lutely  pure  olive  oil,  and 
the  tins  are  wrapped  and 
gold-labeled.  Delicately 
smoked,  as  only  the  Nor¬ 
wegian  packers  can  do  it, 
and  a  guaranteed  count 
of  20-24  fish  to  the  can. 

The  Borgen  Special 

Sardines  retail  at  15  cts., 
perhaps  two  tins  for  a 
quarter.  The  grocer  who 
wants  the  best  thing  of 
its  class,  that  he  can 
retail  at  a  moderate  price, 
will  find  it  in  Borgen 
Special. 

American  Sardine 
Company 

EASTPORT,  MAINE 


National  Wholesale  Grocers’  Association 
Meets  at  Atlantic  City 


Attendance  Reaches  Three  Hundred  Delegates  and  Meeting 
Interesting  and  Fruitful.  Many  Reports  from  Trade  Com¬ 
mittees.  Co-operation  Among  All  Classes  the  Chief  Theme. 
Dr.  Alsberg’s  Address  Promises  Vigorous  Food  Law 
Enforcement. 

Special  Correspondence  of  "Grocery  World 
and  General  Merchant.” 


Atlantic  City,  N.  J., 

June  6,  1913. 

The  seventh  annual  convention 
of  the  National  Wholesale  Grocers’ 
Association  opened  at  this  city  on 
Wednesday  last  with  an  attendance 
of  about  300.  This  was  regarded 
as  only  a  fair  attendance,  as  the 
total  membership  in  forty-three 
States  is  900  members. 

The  headquarters  of  the  conven¬ 
tion  was  the  Marlborough-Blen- 
heim  Hotel. 

The  opening  hour,  10.30  A.  M., 
found  the  president,  Geo.  E.  Lichty, 
of  Waterloo,  Iowa,  in  the  chair 
and  he  called  the  convention  to  or¬ 
der.  The  usual  preliminaries  were 
gone  through  with  by  a  local 
clergyman,  the  official  address  of 
welcome  being  delivered  by  the 
Mayor  of  the  city,  William  Riddle. 
The  Mayor  said  something  which 
aroused  the  interest  of  his  auditors, 
namely,  he  always  aimed  to  buy 
the  thing  that  was  not  advertised 
rather  than  the  thing  that  was. 
This,  he  said,  because  the  goods 
that  are  advertised  he  had  found 
were  those  which  cost  the  consumer 
the  most. 

The  official  response  on  the  part 
of  the  association  was  made  by  O. 
J.  Moore,  who  talked  pleasantly 
about  many  things. 

The  president  then  appointed  the 
following  committees : — 

Resolutions — A.  M.  Wilson,  of 
Hartford,  Conn.,  chairman;  Robert 
J.  Roulston,  Chicago;  D.  C.  Shawe, 
Pittsburg;  D.  T.  Ackerly,  New 
York;  J. 'W.  Bragdon,  Minneapolis; 
Charles  Hatfield,  Denver;  B.  B. 
Cushman,  Detroit;  O.  J.  Moore, 
Sioux  City,  Iowa;  C.  T.  Wilson, 
Buffalo. 

Credentials  —  D.  H.  Crocker, 
Wilkes-Barre,  Pa. ;  O.  B.  Rowe, 
Oneonta,  N.  Y. ;  W.  C.  Marshall, 
Shreveport,  La.;  Chas.  Feilbach, 
Toledo;  E.  L.  Adams,  Atlanta,  Ga.; 
Geo.  Laninger,  San  Francisco; 
Chas.  McLaughlin,  Portland,  Me. 

Press  —  Howard  Humphreys, 
Bloomington,  Ill. ;  W.  C.  Mc- 
Conaughey,  Parkersburg,  W.  Va. ; 

A.  M.  Shott,  Pittsburg;  A.  M. 
Nally,  Austin,  Texas;  D.  T.  Ack¬ 
erly,  New  York;  Harry  K.  Hunt- 
son,  Stillwater,  Minn.;  W.  O. 
Moore,  Indianapolis. 

Programme — George  B.  Wason, 
Boston ;  Fred.  R.  Drake,  Easton, 


Pa. ;  E.  M.  Ridenour,  Kansas  City. 

Auditing— J.  E.  Moroe,  Atchison, 
Kan. ;  C.  E.  Hanscomb,  Boston ; 

T.  F.  Branham,  Eau  Claire,  Wis. 

Arrangements— R.  E.  Hills,  Dela¬ 
ware,  Ohio ;  Warren  Goddard,  St. 
Louis ;  Mr.  Klauber,  of  Klauber, 
Wangenheimer,  San  Diego,  Cal.; 
Butler  Reeves,  Philadelphia. 

Messages  of  greeting  were  read 
from  Vice-President  P.  C.  Bresch- 
er,  of  California,  who  is  at  present 
in  Germany,  and  also  from  the  Na¬ 
tional  Wholesale  Grocers’  Associa¬ 
tion  of  Germany,  which  was  in  ses¬ 
sion  at  the  same  time. 

It  was  decided  to  make  up  the 
nominating  committee  by  appoint¬ 
ing  one  member  from  each  State. 

In  the  afternoon  President  Lichty 
delivered  his  annual  address.  Its 
chief  theme  was  the  need  of  co-op¬ 
erative  effort  among  the  organiza¬ 
tions  in  different  lines.  He  also 
discussed  the  work  of  the  organiza¬ 
tion  during  the  year,  particularly 
along  legislative  lines.  He  con¬ 
gratulated  the  Association  upon  the 
passage  of  the  Federal  net  weight 
and  measure  law,  and  also  on  the 
passage  of  net  weight  laws  in  the 
various  States.  The  work  of  the 
various  committees  of  the  organiza¬ 
tion  was  also  discussed. 

After  Mr.  Lichty’s  address,  Fred. 
Mason,  the  well-known  vice-presi¬ 
dent  and  general  manager  of  the 
Shredded  Wheat  Co.,  was  called 
upon,  and  being  personally  known 
to  every  man  present,  was  enthusi¬ 
astically  received.  Mr.  Mason  said 
he  did  not  share  in  the  belief  that 
some  people  held  that  the  day  of 
the  middleman  was  passing  and  said 
that  in  his  judgment  the  need  of  the 
jobber  was  becoming  every  day 
more  manifest.  He  cited  the  case 
of  the  Shredded  Wheat  Co.  to 
prove  this,  showing  what  it  would 
mean  if  that  company  dealt  direct 
with  retail  grocers  instead  of  dis¬ 
tributing  through  jobbers. 

Other  manufacturers  and  manu¬ 
facturers’  representatives  who  were 
present  and  spoke  briefly  were 
George  Nowland,  of  Pels  &  Co., 
Philadelphia ;  J.  E.  Linihan,  of  the 
United  Cereal  Mills  Co.,  of  Chi¬ 


cago,  and  Geo.  PI.  Carter,  of  D. 
L.  Slade,  Boston. 

The  five  vice-presidents  nex 
made  their  reports  with  the  excep 
tion  of  that  of  the  second  vice 
president,  Mr.  Brescher,  and  tha 
of  the  third  vice-president,  Rober 
G.  Bursk,  of  Philadelphia,  who  wa 
absent  through  illness.  A  ver; 
brief  report  was  made  by  fourtl 
vice-president,  R.  J.  Rouston,  o 
Chicago. 

First  Vice-President  W.  C.  Ale 
Conaughey’s  report  was  delivers 
first.  He  discussed  the  reason  fo 
the  jobber’s  existence  and  also  th 
aims  of  the  association.  He  sai 
that  it  was  a  serious  mistake  on  tli 
part  of  jobbers  to  give  away  all  0 
any  portion  of  the  profits  which  th 
manufacturer  provided  for  him. 

Report  of  the  treasurer,  Andrei 
IT  Wellington,  of  New  York,  wa 
well  received.  It  showed  that  th 
balance  on  hand  at  the  opening  c 
the  year  was  $11,268.54;  receipt 
from  dues,  $49,059.21 ;  and  froi 
interest,  $678.83,  a  total  of  receipt 
of  $61,006.58.  Expenditures  wei 
$41,138.80,  leaving  a  balance  0 
hand  of  $19,871.78.  Mr.  Welling 
ton  also  talked  about  the  campaig 
against  the  middleman  and  denie 
that  the  day  of  the  jobber  was  pas' 
ing. 

Secretary  Alfred'  Ii.  Beckman 
also  made  his  annual  report,  clain 
ing  that  the  association  had  had  or 
of  the  most  successful  and  influei 
tial  years  in  its  history.  K 
claimed  that  the  passage  of  ti 
Gould  net  weight  and  drug  la 
was  the  achievement  of  the  associ; 
tion  and  that  close  attention  ha 
also  been  paid  to  the  proceeding 
of  legislatures  in  forty-three  State 
It  appeared  from  Mr.  Beckmann 
report  that  there  were  exactly  8f 
members.  Pie  also  pointed  out  th 
the  practice  of  some  manufacture 
of  subsidizing  jobbers’  salesnu 
still  continued  and  urged  the  men 
bers  to  take  a  firm  stand  against  : 

The  subject  of  subsidizing  jo 
bers’  salesmen  was  also  dwelt  upc 
by  Vice-President  A.  M.  Wilso, 
who  read  from  the  constitution 
the  organization  to  the  effect  th 
the  objects  thereof  should  be  to  di 
courage  “deals,  schemes  and  th 
subsidizing  of  jobbers’  employe ; 
by  manufacturers.”  lie  said  till 
while  many  manufacturers  had  ben 
persuaded  to  stop  it,  some  wee 
still  carrying  it  on  apparently  wifi 
the  connivance  and  consent  1 
many  wholesale  grocers.  Pie  sal 
that  the  names  of  their  salesm  1 
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e  often  given  to  the  manufactur- 
by  the  jobbers  themselves, 
eport  was  also  rendered  by  D. 
\ckerly,  of  counsel  for  the  Na- 
al  Wholesale  Grocers’  Associ- 
n.  The  report  was  mainly  a 
tal  of  the  work  of  counsel  in 
clung  legislation  during  the 

he  last  item  of  business  of 
dnesday’s  session  was  an  ad- 
;s  by  B.  M.  Fernald,  president 
:he  National  Canners’  Associa- 
and  former  Governor  of 
ne.  He  also  dwelt  upon  the 
1-worn  theme  that  all  branches 
rade  should  work  in  harmony, 
:icularly  members  of  the  Na- 
al  Wholesale  Grocers’  Associ- 
n  and  the  members  of  the  asso- 
ion  of  which  he  was  the  presi- 
t.  lie  also  advocated  spending 
e  money  in  advertising  canned 
ds,  promising  on  behalf  of  the 
,iers  to  put  up  dollar  for  dollar 
:  the  grocers  would  put  up. 
a  the  evening  the  delegates  par- 
)ated  in  an  informal  reception 
ball  at  the  Marlborough-Blen- 
n  Hotel. 

)ne  feature  of  the  evening  was  a 
ler  to  a  number  of  the  members 
lered  by  E.  L.  Bradford,  of  the 
n  Products  Refining  Co. 

)n  Thursday,  the  second  conven- 
:  day,  the  time  was  mostly  taken 
iddresses,  the  most  important  of 
cli  was  delivered  by  Dr.  Carl 
>erg,  Dr.  Wiley’s  successor  as 
:f  of  the  Federal  Bureau  of 
imistry.  Dr.  Asberg  said  in 
stance  that  it  was  the  purpose 
the  Federal  authorities  to  go 
Llier  and  further  in  the  enforce- 
it  of  the  Federal  food  law. 
die  Metric  System  as  a  commer- 
method  of  weights  and  meas- 
s  was  also  the  subject  of  atten- 
i.  Dr.  S.  Stratton,  a  Federal 
ployee  from  Washington,  dwelt 
in  the  desirability  of  the  system 
ordinary  commercial  transac- 
is,  illustrated  by  charts.  Later 
die  day  Mr.  Fred.  R.  Drake,  of 
ston,  Pa.,  who  is  an  enthusiast 
)n  the  subject,  presented  a  re- 
't  of  the  Committee  on  Metric 
stems.  He  went  over  the  ground 
ich  he  had  gone  over  before  in 
filar  reports.  The  report  was  re- 
ved  but  no  action  was  taken 
in  it. 

Vfr.  J.  E.  Linihan,  president  of 
:  American  Specialty  Manu  fac¬ 
ers'  Association,  also  made  an 
lress  and  spoke  upon  the  gen¬ 
ii  theme  of  co-operation  among 
:  different  factors  of  the  trade. 


The  money  is  in  PRIZE  BUTTER  if  you’ll  do  your 
part  to  get  it.  PRIZE  BUTTER  will  be  packed  to  suit 
your  trade — you  can  get  it  in  a  carton,  tub  or  print,  colored 
and  salted  to  suit.  You  can  depend  on  it  being  uniform  in 
quality  and  flavor ,  so  it  will  always  please  your  customers, 
and  you  know  the  satisfaction  in  handling  a  butter  that  both 
you  and  your  customers  could  depend  on — no  complaints,  no 
dissatisfaction.  Our  name  on  a  butter  is  a  guarantee  to  you, 
because  it’s  a  guarantee  to  your  customers.  Our  GURNSE 
BUTTER  is  the  leader  in  Philadelphia,  and  we’re  going  to 
make  PRIZE  BUTTER  the  biggest  seller  in  the  State  of 
Pennsylvania.  All  you  have  to  do  is  push  it  and  get  the 
benefit  of  the  steady  stream  of  sales  and  profits. 

P.  F.  BROWN  &  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  well  named,  because  it’s  -winning  friends  for  us 
every  day.  Try  it  and  let  me  know  how  you  like  it.  One  of  the  best  things 
about  it  is  that  it’s  made  by  a  responsible  concern,  and  you  can  depend  on  it 
being  always  uniform  in  quality  and  flavor.” 


This  is  one  of  the  firms  the  sa\e  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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You Can  Depend  on  It 

We  feel  a  particular  pride  in  Gurnse  butter,  as  a 
butter  you  can  depend  on.  Of  course,  consumers 
appreciate  that,  but  you  as  grocers  will  particularly 
appreciate  it  because  butter  that  you  can’t  depend  on 
will  make  you  all  kinds  of  trouble. 

Gurnse  butter  is  the  finest  imaginable  dairy 
butter,  made  by  us,  packed  by  us,  and  guaranteed  by 
us.  It  is  wrapped  in  "brine-dipped  parchment,  and 
then  sealed  in  a  carton.  Guaranteed  to  suit  your 
trade,  or  customers’  money  back. 

Packed  in  20, 30 and  50-pound  boxes  — pounds  and  half  pounds  — 36 
Prices  subject  to  market  changes, 

P.  F.  BROWN  &  CO. 


Tell  your  customers  about 
the  New  Sifter  Top  can  of 

B.  T.  BABBITT’S 

Lye 
Potash 

ONE-THIRD  LARGER  CAN 

There  are  more  uses  for  PURE  LYE 
or  POTASH  in  the  homes  of  your  cus¬ 
tomers  than  there  are  for  any  other 
cleanser ;  we  have  encouraged  even 
more  extensive  use  than  ever  before  by 
packing  it  in  a  sifter  top  can.  Increased 
convenience  of  a  package  always  means 
increased  use,  and  as  a  consequence  in¬ 
creased  sales  for  you. 

Tell  your  customers  these  facts  about  Babbitt’s  Lye : 

1.  It  is  the  strongest  cleansing  material  obtainable,  therefore  most 

economical. 

2.  A  little  of  BABBITT’S  LYE  and  a  lot  of  water  makes  an  effec¬ 
tive  cleansing  solution. 

3.  BABBITT'S  LYE  is  a  splendid  disinfectant  as  it  destroys  dirt 
and  germs  and  removes  offensive  odors. 

4.  A  weak  solution  of  BABBITT’S  LYE  used  in  washing  refrigera¬ 
tors  will  keep  them  sweet  and  sanitary  and  make  food  keep  better. 

Valuable  Premiums  Given  for  the  Trade-Marks 

Keep  the  New  Sifter  Top  Can  on  Display ! 

B.  T.  Babbitt,  Inc.  ::  New  York  City 


He  suggested  that  the  manufac¬ 
turer  was  not  the  only  one  to  blame 
for  the  fact  that  present  co-oper¬ 
ation  does  not  go  as  far  as  it 
might. 

Mr.  Sol.  Westerfield,  of  Chicago, 
was  present,  representing  the  Na¬ 
tional  Retail  Grocers’  Association. 
He  talked  against  free  deals  as  det¬ 
rimental  to  both  the  National 
Wholesale  and  National  Retail  or¬ 
ganizations,  and  commended  the 
manufacturer  who  had  one  price 
regardless  of  quantity.  He  asked 
that  a  committee  be  appointed  to 
co-operate  with  a  similar  committee 
of  all  other  national  organizations, 
the  object  of  such  committee  being 
to  remedy  trade  evils. 

The  Committee  on  Pure  Food 
and  Legislation  had  prepared  and 
delivered  a  remarkably  comprehen¬ 
sive  report  which  practically 
showed  the  breakers  of  food  laws 
in  every  State  in  the  Union.  The 
report  was  submitted  by  Chairman 
T.  J.  Whitmarsh.  Another  address 
was  made  by  Harry  P.  Diamond,  of 
the  California  Fruit  Canners’  As¬ 
sociation,  who  pledged  the  support 
of  his  company  to  all  efforts  made 
by  the  organization  to  straighten 
out  trade  difficulties,  with  a  par¬ 
ticular  reference  to  the  new  dried 
fruit  contract  which  was  put  in 
force  April  23,  1913.  A  report 
upon  this  was  made  by  A.  M.  Wil¬ 
son,  chairman  of  the  Contract  Com¬ 
mittee. 

The  wholesalers’  organization  is 
contending  for  a  discount  of  2^2 
per  cent  if  draft  with  documents  is 
paid  within  ten  days  from  date. 

Dr.  W.  B.  Biglow,  who  was 
chief  chemist  of  the  Department  of 
Agriculture,  and  is  now  chief  of 
the  National  Canners’  Association 
Research  Bureau,  made  an  address 
upon  what  his  bureau  expected  to 
do  in  the  way  of  improving  the 
character  of  canned  goods. 

The  Committee  on  Uniform 
Tares  reported  that  only  two  trade 
interests  had  refused -  the  commit¬ 
tee’s  request  to  market  their  prod¬ 
ucts  on  the  basis  of  net  weight. 
These  were  the  Michigan  bean  job¬ 
bers  and  the  American  nut  dealers, 
both  of  whom  would  be  compelled 
to  sell  according  to  weight  by  the 
new  Gould  net  weight  law. 

The  Committee  on  Membership 
also  reported,  showing  figures 
which  appear  earlier  in  this  re¬ 
port. 

Another  report  was  by  the  Pur¬ 
chase  Discount  Committee,  ren- 
I  dered  through  Chairman  Robert  G. 


Bursk,  who  complained  that  buy¬ 
ers  had  not  always  lived  up  to  their 
end  of  a  discount  bargain.  The 
report  said  that  the  committee  had 
had  to  issue  two  bulletins  during 
the  year  calling  the  attention  of  the; 
trade  to  the  importance  and  neces¬ 
sity  of  strictly  complying  with 
terms  of  discount. 

The  Publicity  Committee  also 
reported  through  Chairman  How¬ 
ard  Humphrey.  His  report  was 
really  a  debate  as  to  how  the  repu¬ 
tation  of  the  grocery  trade  could 
be  protected  against  unfair  news¬ 
paper  articles.  One  suggestion 
which  the  report  made  was  that  a 
food  map,  showing  the  sources  of 
various  staple  foods,  should  be 
placed  in  every  public  school. 

On  Thursday  evening  a  banquet 
was  held  at  the  hotel,  at  which  over  j 
400  guests  sat  down.  The  toast¬ 
master  was  Fred.  R.  Drake;  speak-  ; 
ers,  Dr.  Francis  Hutchings,  oi  n 
New  York  City;  Rev.  YV.  Q.  Ro¬ 
selle,  of  Philadelphia;  Hon.  E.  F 
Sweet,  First  Assistant  Secretary  0: 
Commerce,  and  Hon.  J.  H.  Coving 
ton,  of  Maryland,  member  of  Con 
gress  from  that  State. 

The  convention  continued  on  Fri 
day,  but  that  day’s  proceedings  wil 
not  be  obtained  in  time  for  thi: 
issue. 

N.  R.  D. 


Franco-American  Food  Company 
Joins  Pennsylvania  Plan. 

Pennsylvania  grocers,  there  is  a  con 
centrated  soup  on  the  market  which  yoi .  ! 
should  get  behind  with  all  your  migh 
and  main.  The*- Franco- American  Foo 
Co.  have  decided  that  the  money  the; 
heretofore  spent  in  consumer  media  wil 
be  better  spent  if  given  to  the  groce 
in  the  shape  of  additional  profit. 

Instead  of  your  paying  90  cents  t 
95  cents  for  a  10-cent  concentrate 
soup,  you  pay  91  cents  for  Franco 
American,  less  10  per  cent,  free  on 
five-case  order,  which  brings  the  pric 
down  to  81  cents.  In  addition  to  thi: 
there  is  a  discount  voucher  packed  wit 
every  case,  for  the  merchant,  whic 
brings  the  price  still  lower.  In  a  blin 
test  nine  times,  Franco-American  con 
centrated  soups  were  selected  as  th 
best  against  all  competitors. 

In  addition  to  quality  and  price,  t 
secure  the  grocers’  interest,  France 
American  Food  Co.  have  become  ider 
tilled  with  the  Pennsylvania  Plan,  whic 
means  that  they  will  run  full-page  ac 
vertisements  every  issue  in  the  “Grocer 
World  and  General  Merchant,”  and  the 
they  are  contributing  their  share  towar 
the  awards  which  are  to  go  to  the  01 
ganized  merchants  of  Pennsylvania  1 
their  convention.  The  secretaries  0 
each  association  will  be  paid  5  per  cen 
on  all  orders  which  pass  through  thei 
hands  from  this  date,  this  5  per  cen 
to  be  used  to  help  with  organizatio 
work. 

This  means  that  there  is  every  reaso 
why  the  merchants  of  Pennsylvani 
should  start  in  to  show  the  France 
American  Food  Co.  that  it  is  worth  th 
manufacturers’  while  to  make  it  wort 
the  retailers’  while  to  push  their  good 
— Adv. 


1 
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cial  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  June  6,  1913. 

A.  bill  which  is  said  to  be  iu- 
uled  to  aid  the  co-operation  of 
itional  and  State  food  inspectors, 
well  as  Board  of  Health  officials, 
enforcing  the  general  cause  of 
re  food,  made  its  appearance  here 
it  Wednesday,  having  been 
afted,  it  is  said,  by  the  Dairy  and 
iod  Department.  The  bill  re- 
ires  all  dealers  in  food  supplies 
annually  register  with  the  De- 
rtment  and  agree  in  writing  to 
:ept  and  obey  the  regulations  of 
;  Department  of  Public  Health 
d  Charities.  Violators  of  the 
^ulations  are  to  be  punished  by 
fine  of  not  less  than  $5  nor  more 
111  $25. 

A  public  hearing  on  the  State 
isociation’s  bill  to  attach  10  per 
at.  of  debtor’s  wages  for  delin- 
ent  grocery  bills  will  be  held 
xt  Tuesday,  June  10th,  before 
;  Senate  Corporations  Commit- 
:,  Room  250,  Capital  Building. 

Just  prior  to  the  defeat  of  the 
neral  food  bill,  as  reported  in 
;t  week’s  letter,  Senator  Ger- 
rich,  who  was  its  warmest  ad- 
cate  from  the  time  it  was  in- 
iduCed,  made  a  speech  in  its 
vor,  and  attacking  the  use  of 
nzoate  of  soda  which  was  far 
ead  of  anything  uttered  on  the 
bject  in  Harrisburg  this  session, 
have  procured  a  copy  and  here 
esent  a  part  of  it : — • 

We  pass  bills  and  we  appropriate 
money  for  the  welfare  and  the  pro¬ 
tection  of  the  people  of  Pennsyl¬ 
vania  for  hygienic  reasons,  for 
comforts  of  other  kinds,  yet  there 
is  very  little  regulation  upon  the 
statute  books  protecting  the  peo¬ 
ple,  the  common  people,  against 
dope  and  from  pernicious  things  be¬ 
ing  put  into  their  stomachs.  We 
spend  thousands  of  dollars  to  pro¬ 
tect  them  against  the  diseases  from 
the  outside,  but  there  is  hardly  any¬ 
body  who  will  stand  up  to  protect 
people  against  anything  that  will  be 
put  into  their  stomachs.  The  food 
manufacturer,  of  course,  does  not 
want  any  regulation,  and  he  has 
well  succeeded  this  year  in  fright¬ 
ening  the  grocers  throughout  the 
State  of  Pennsylvania.  This  bill, 
if  enacted,  will  not  be  a  hardship 


on  any  honest  manufacturer  and 
not  on  any  honest  grocer.  By  way 
of  illustration,  I  will  say  that  this 
bill  prohibits  the  use  of  benzoate 
of  soda.  In  itself,  in  very  small 
quantities,  it  is  not  very  harmful, 
but  it  is  not  the  harm  to  which  it 
can  be  put,  but  rather  the  stuff  that 
can  be  used  by  the  use  of  the  ben¬ 
zoate  of  soda  and  sold  to  the  peo¬ 
ple  which  is  harmful.  Of  course, 
it  will  interfere  with  the  barrel  of 
money  that  the  manufacturer  makes 
by  the  use  of  the  benzoate  of  soda. 

To  give  you  a  little  illustration, 
and  not  to  detain  you,  I  will  simply 
refer  to  a  little  bill  which  was 
passed  two  years  ago  which  was  at¬ 
tacked  by  these  same  manufactur¬ 
ers,  who  tried  to  ridicule  the  bill 
out  of  the  Senate,  and  it  was  a 
little  bill  of  which  a  good  deal  of 
fun  was  made,  that  little  sausage 
bill.  I  simply  use  that  as  an  illus¬ 
tration  that  I  may  appeal  to  the 
Senators  here  to-day  so  as  to  avoid 
these  things  in  order  to  improve 
the  health  of  the  people.  I  will 
say  this  before  I  make  that  illus¬ 
tration,  that  I  believe  every  Sen¬ 
ator  can  go  home  and  tell  his  peo¬ 


ple  that  he  voted  for  this  bill  and 
he  will  get  credit  for  it,  except  from 
the  frightened  grocers  and  the  man¬ 
ufacturers,  who  are  financially  ben¬ 
efited  by  it.  And  in  regard  to  the 
illustration.  By  personal  observa¬ 
tion,  I  noticed  that  butchers  threw 
the  offal  into  a  bucket  or  tub  and 
left  it  there  in  the  warm  weather 
for  from  three  to  six  days  without 
taking  care  of  it  in  any  way,  so 
that  when  I  saw  it  taken  out  the 
slime  dropped  off  the  substance,  or 
meat,  which  they  took  out,  and 
which  they  cut  up,  and  by  the  addi¬ 
tion  of  potato  flour,  for  which  they 
paid  a  cent  and  a  quarter  a  pound, 
they  added  about  25  to  30  per  cent, 
of  water.  That  would  be  absolutely 
useless,  they  could  not  sell  it  with¬ 
out  the  use  of  benzoate  of  soda,  for 
if  they  would,  in  from  four  to 
twelve  hours  that  mess  would  turn 
sour,  but  by  the  use  of  benzoate  of 
soda  they  can  hold  it  from  six  to 
seven  days. 

Now,  then,  they  go  around  and 
sell  that  and  men  who  sell  that  kind 
of  stuff  will  sell  alongside  the  hon¬ 
est  dealer,  and  you  know  which 
fellow  will  make  the  money.  The 
people  want  to  buy  cheap  these 
days,  and  rightly  so,  but  they  should 
be  protected,  because  they  have  no 
means  of  knowing  what  is  in  this 
substance.  Now  I  leave  it  to  any 
person  whether  such  a  substance  is 
fit  to  use,  because  when  anything 
is  deteriorated  it  cannot  be  made 
wholesome  by  the  use  of  benzoate 
of  soda,  and  whether  he  has  a  right 
to  sell  it  to  the  poor  man  who 
works  hard  and  needs  good  nourish¬ 
ment,  to  sell  him  a  thing  of  this 
kind.  By  the  time  the  housekeeper 
gets  down  to  prepare  it  half  of  it 
is  water.  She  cannot  fry  it  and 
she  must  boil  it.  The  poor  man 
pays  for  the  water  and  he  pays  for 


the  meat  that  should  go  to  the  fer¬ 
tilizer  and  he  pays  for  the  potato 
flour  at  from  14  to  16  to  18  cents 
per  pound. 

I  simply  make  this  statement  to 
show  you  how  harmful  this  ben¬ 
zoate  of  soda  is  under  conscience¬ 
less  handling.  For  instance,  sweep¬ 
ings  of  the  floor,  half  rotten  fruit, 
green  fruit,  stocks  of  fruit  of  that 
kind  can  be  mixed  up  and  be  cured 
with  benzoate  of  soda  and  put  on 
the  market  and  sold  for  something 
wholesome.  Gentlemen,  the  strength 
and  power  of  the  State  of  Pennsyl¬ 
vania  depends  upon  the  health  of 
her  people,  the  contentment  and 
happiness  as  well.  I  think  that  this 
body  ought  to  take  into  considera¬ 
tion  not  onlv  hygienic  conditions 
throughout  the  State,  for  which  we 
spend  large  sums  of  money,  but  we 
ought  to  begin  right  at  home  where 
the  thing  really  begins.  Preventive 
treatment,  gentlemen,  is  a  thing  that 
we  ought  to  do,  prevent  it  from 
childhood  up.  Gentlemen,  I  will  not 
take  your  time,  but  I  hope  you  feel 
that  you  can  vote  for  this  bill.  I 
feel  that  I  can  go  home  and  tell  my 
people  what  I  did,  and  I  know  I 
will  get  credit  for  it.  There  was 
not  one  groceryman  in  my  district 
who  came  to  me  and  objected  to  the 
bill,  not  one. 

The  bill  to  amend  the  new  cold 
storage  law  as  to  fish  was  passed 
finally  by  the  Senate  on  Tuesday. 
It  came  up  last  week  and  was  de¬ 
feated,  but  was  at  once  put  back 
on  the  postponed  calendar.  It  now 
goes  to  the  House,  where  its  fate 
is  in  doubt.  Ths  following  expla¬ 
nation  of  the  purpose  of  the  amend- 


MASON’S 

WHITE 

DRESSING 


MAKES 
WHITE  SHOES 

WHITE, 


You  can  sell  MASON’S  WHITE  DRESSING  to  your  customers  with  CONFIDENCE  because  it 
is  the  finest  White  Dressing  made.  It  cleans  and  whitens  white  shoes  and  makes  them  REAL  WHITE, 
instead  of  smearing  over  the  dirt  and  making  them  GRAY.  MASON’S  WHITE  DRESSING  is  well 
known  and  will  sell  itself  if  you  put  it  on  your  counter  ;  it  is  so  good  that  one  customer  will  tell 
others  about  it  and  so  you  will  have  plenty  of  sales.  You  want  these  sales,  it  will  pay  you  to  get 
them  started  because  they  PAY  YOU  75%  PROFIT. 

CAUTION — Don’t  let  your  shelves  set  loaded  with  slow  sellers  ? 

Insist  011  having  Mason’s  Shoe  Dressings— the  lively  sellers 

JAS.  S.  MASON  COMP  AN  V 

138=140  North  Front  Street  PHILADELPHIA 

WHAT  TO  TELL.  CUSTOMERS 

“  Madame,  I  can  absolutely  guarantee  MASON’S  WHITE  DRESSING  to  give 
satisfaction.  It  is  the  dressing  that  makes  a  white  shoe  REAL  WHITE  instead  of  GRAY  . 
Try  it.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


ill  to  Make  All  Grocers  Register  and 
Agree  to  Obey  Regulations 


ate  and  Federal  Food  and  Health  Departments  Collaborate  to 
Get  Legislation  Which  Would  Put  Retailers  in  Position  of 
Licensees  Whose  Licenses  Could  be  Revoked.  The  Speech 
That  Killed  the  New  Food  Bill.  Storage  Fish  Amendment 
Passes  House. 
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merit  was  made  just  before  the  final 
vote  by  one  of  its  sponsors : — 

I  will  say  that  it  is  almost  impos¬ 
sible  under  the  act  that  has  just 
been  signed  for  the  many  engaged 
in  the  taking  of  fish,  wholesalers, 
to  try  to  run  their  business,  and  I 
may  add  by  way  of  explanation  that 
at  the  port  of  Erie  are  from  40  to 
iso  tons  of  fish  taken  daily,  that 
there  are  orders  throughout  the 
State  for  these  fish  and  that  they 
are  transported  from  one  point  to 
another,  and  that  sometimes  there 
is  a  surplus  of  one  ton  or  two  tons 
or  ten  tons,  and  that  surplus  is  put 
into  a  container,  or  refrigerator,  and 
that  it  is  impossible  to  put  that  sur¬ 
plus  into  a  separate  container,  or 
retainer,  or  refrigerator  daily,  be¬ 
cause  you  would  have  to  have  one 
retainer  for  each  day’s  extra  catch. 
All  that  this  bill  does  is  to  simply 
mark  instead  of  the  daily  catch  the 
monthly  catch,  perfectly  harmless, 
and  enables  the  wholesalers  in  the 
business  to  conduct  their  business 
instead  of  paralyzing  it. 

The  bill  to  license  and  bond  com¬ 
mission  merchants  in  farm  and 
dairy  produce  came  up  on  final 
passage  in  the  House  on  Tuesday 
and  was  defeated  by  a  vote  of  65 
to  77.  It  was  favored  by  the  united 
farming  interest  of  the  State,  in¬ 
cluding  the  State  Grange.  It  may 
not  be  dead,  but  can  be  put  back  on 
the  postponed  calendar. 

R.  C. 


AMONG  THE  TRADE. 

The  American  Sugar  Refining 
Co.,  of  New  York,  of  which  the 
Franklin  Refinery  of  Philadelphia 
is  a  branch,  is  starting  to  pack  cane 
sugar  syrup  for  the  consuming 
trade.  Two  sizes  of  cans  are  used, 
one  holding  about  22  ounces  and 
the  other  38  ounces.  The  product 
is  known  as  “Crystal  Domino  Pure 
Cane  Sugar  Syrup.” 

At  its  regular  meeting  last  week, 
the  Philadelphia  Association  of 
Manufacturers’  Representatives 
was  addressed  by  George  H.  Earle, 
Jr.,  the  banker,  on  “Greater  and 
Better  Philadelphia.” 


Says  Lower  Egg  Tariff  Will  Hurt 
Farmer's  Wife  Who  Trades 
in  Eggs  at  Stores. 

A  Delaware  egg  producer  has 
written  the  following  letter  in 
which  he  tells  how  he  thinks  the 
reduced  duty  on  eggs  will  affect 
the  American  egg  producer : — 

As  I  understand  it,  the  per  capita 
cost  of  the  present  tariff  is  in  round 
figures  $4.  Now,  taking  the  egg 
question  alone,  a  reduction  of  2 
cents  a  dozen  will  bring  in  a  lot  of 
Canadian  eggs  at  a  time  when  eggs 
are  plentiful  and  cheap,  and  not 
alone  will  they  cheapen  the  price  to 
the  farmer’s  wife,  who  depends  on 
her  eggs  to  clothe  herself  and  chil¬ 
dren  in  80  per  cent,  of  the  farm 
homes  of  the  United  States,  hut  the 
Canadian  eggs  will  he  all  taken  up 
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FRANKLIN 

GRANULATED 

SUGAR 


*  Standard  of  Purity* 

REFINED  FOB 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


“As  Easy  to  Handle  as  a 
Can  of  Tomatoes  ” 

FRANKLIN  CARTON  SUGAR  is  as  easy  for  the  grocer  to  handle 
as  a  can  of  tomatoes  or  a  bottle  of  pickles.  It’s  ready  to  sell  when  you  get 
it.  It  requires  no  weighing-,  no  wrapping,  no  tying — we’ve  done  all  that 
for  you  at  our  refinery.  We  pack  FRANKLIN  SUGAR  in  CARTONS 
because  the  margin  in  sugar  is  so  small  that  if  you  buy  it  in  bulk  and  weigh 
it  out,  put  it  in  bags,  stand  for  the  cost  of  bags,  twine,  labor  and  loss  by 
overweight,  you  LOSE  MONEY.  FRANKLIN  CARTON  SUGAR 
enables  you  to  make  a  PROFIT  instead  of  a  LOSS,  because  it  costs  you 
nothing  to  handle.  Your  customers  like  the  clean,  neat  CARTONS  and, 
once  having  bought  FRANKLIN  CARTON  SUGAR,  will  always  ask 
you  for  it  because  of  its  cleanliness,  quality  and  purity. 

The  Convenience  of  the  “Container” 

FRANKLIN  CARTON  SUGAR  is  packed  in  containers  holding 
24,  48,  60  and  120  lbs.,  according  to  the  grade  of  sugar,  the  fastest  selling 
grades  not  being  packed  less  than  48  lbs.  to  the  CONTAINER  and  you 
are  thus  enabled  to  buy  to  suit  the  needs  of  your  trade.  The  CON¬ 
TAINER  is  a  heavy  fibre  case  that  is  guaranteed  to  carry  its  contents 
in  perfect  condition,  but,  is  easier  for  you  to  open  than  a  box  or  barrel — a 
penknife  will  open  it. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

"  Your  customers  know  that  FRJIMK.LIN  CJtRTOAf  SUGJtR  is  CLEJtM  sugar  ’ 


«%r— '  ‘ 


m 


v^PENHK 


WHAT  TO  TELL  CUSTOMERS 

“FRANKLIN  CARTON  SUGAR  is  the  cleanest,  purest,  finest 
grade  sugar  that  can  be  made,  and  the  CARTON  keeps  it  clean. 
All  our  customers  like  it  and  I’m  sure  you  will  if  you  try  it.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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storage  operators  in  discrimina- 
>n  against  Southern  and  Western 
gs,  further  reducing  the  price  of 
sse  below  the  tariff  difference, 
le  consumer  will  get  no  benefit, 
those  same  eggs  will  probably  be 
Id  as  strictly  fresh  by  the  retailer 
the  winter  season,  when  we  never 
or  will  get  eggs  from  the  out- 
le;  or  they  will  be  stored  in  Can- 
a  and  shipped  in  in  the  winter 
d  sold  as  fresh,  and,  being  out- 
le  of  the  jurisdiction  of  the  sev- 
il  States  that  have  efficient  cold 
>rage  laws,  and  as  they  would  be 
Id  outside  of  Canada  (about  the 
ly  place  that  eggs  would  come 
am)  they  would  not  come  under 
eir  laws,  so  the  consumer  and 
;  producer  in  the  United  States 
>uld  still  hold  the  sack. 

As  the  per  capita  cost  is  $4,  it 
mid  only  take  the  tariff  reduction 
200  dozen  eggs  to  pay  the  per 
pita  tax.  The  difference  in  the 
abable  price  of  eggs  would,  on 
ly  1,000  dozen,  pay  the  tariff  cost 
r  a  farmer’s  family  of  five  per¬ 
ns.  In  other  words,  the  farmer’s 
fe  would  lose  about  $6  on  the 
oduct  of  100  hens  per  year,  de¬ 
basing  her  market  basket  that 
jch. 


CORRESPONDENCE. 


3  Name  of  ail  Adding  Machine. 

Gterbury,  Conn.,  June  2,  1913. 
the  Editor. 

ear  Sir:— If  possible  kindly  let 
enow  where  the  Gem  Adding 
:hine  Co.  is  located  or  any  other 
may  be  a  low-priced  machine. 
Yours  truly, 

W.  N.  Simpson. 

S.  Gaucher,  148  Duane  street, 
t  York  City. 

*  *  * 

s  to  a  Demonstrating  Bureau. 

New  York,  June  4,  1913. 
:he  Editor. 

ear  Sir : — In  reference  to  the 
:hed  clipping  of  last  week’s 
e,  the  following  associations 
Tain  a  registration  bureau  for 
nployed  salesmen.  Many  of 
manufacturers’  representatives 
are  members  employ  demon- 
tors.  It  might  be  advisable  to 
rm  E.  W.  Miller  of  the  ad- 
•ses  of  the  secretaries  of  the 
)wing  associations : — 
hiladelphia  Association  of 
lufacturers’  Representatives, 
iadelphia,  Pa.;  New  York  As- 
ation  of  Manufacturers’  Repre- 
atives,  260  West  Broadway, 
v  York  City;  Boston  Associa- 
of  Manufacturers’  Representa- 
5,  care  N.  K.  Fairbanks  Co., 
ton,  Mass. 

Yours  very  truly, 

R.  A.  Wanner, 
Manager  II.  O.  Co. 

he  above  refers  to  the  query  of 
laryland  subscriber,  published 
week,  as  to  whether  there  was 
ureau  which  supplied  women 
lonstrators. 


lorida  corn  is  scarce  and  poor ; 
best  brings  $2.  The  demand 
aoderate. 


Bouillon  “Herringlets”— Something  to  Talk  About 


Your  customers  are  always  looking  for  “something  new”  for  all  meals.  Tell  them  about 
BOUILLON  “HERRINGLETS,”  choice  little  NORWEGIAN  HERRING, packed  in  delicious 
bouillon,  15  cents  a  can,  each  can  a  meal  fora  family.  Recommend  BOUILLON  “HER¬ 
RINGLETS,”  because  we’ll  refund  the  money  to  any  customer  who  is  not  satisfied,  and 
remember  that  they  pay  you  a  good  profit.  BOUILLON  HERRINGLETS  mean  big 
sales,  satisfied  customers  and  good  profits  for  you.  PUSH  THEIR  SALE . 


ANGUS  WATSON  &  COMPANY,  Sole  Proprietors 

Also  Proprietors  of  “Skipper”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 

WHAT  TO  TELL,  CUSTOMERS 
"Try  BOUILLON  ‘HERRINGLETS’  this  week.  Delicious,  nourishing,  wholesome. 
A  meal  for  six  persons  for  15  cents. 


icn 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the*  Pennsylvania  Retail  Merchants 


Banner  Lye  is  the  Greatest  Cleanser  of  All 


BANNER  LYE  is  not  only  a  powerful  deodorizer  and  disinfectant,  but  it  is  the  most  powerful 
cleanser  manufactured.  It  eats  off  the  dirt  and  grease  without  the  rubbing  and  scrubbing  required 
when  ordinary  cleansers  are  used.  It  cleans  what  nothing  else  can  clean.  BANNER  LYE  is  needed 
in  every  household,  and  you  haven’t  a  customer  who  won’t  buy  it  if  you  keep  it  on  display  and  call 
attention  to  its  wide  range  of  usefulness.  It’s  a  steady  seller  once  you  start  it,  because  the  house¬ 
keeper  is  always  cleaning  something ;  get  your  customers  using  BANNER  LYE  and  you  open  the 
way  for  steady  sales  and  profits. 


THE  PENN  CHEMICAL  WORKS 

Philadelphia,  Penna. 

WHAT  TO  TELL  CUSTOMERS 

"BANNER  LYE  cleans  without  work;  it  makes  dirt  and  grease  disappear 
quicker  than  any  other  cleanser  and  with  less  effort  on  your  part." 


This  is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Here  is  some  interesting  data  re¬ 
garding  a  new  co-operative  adver¬ 
tising  plan  which  has  just  been 
launched  by  twenty-eight  grocery 
stores  in  Frankford,  one  of  the 
principal  suburbs  of  Philadelphia: 

Frankford,  May  io,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — Inclosed  you  will  find 
a  newspaper  circular,  which  is  our 
first  effort  at  co-operative  advertis¬ 
ing  in  this  way.  As  you  will  notice, 
there  are  twenty-eight  stores  repre¬ 
sented  in  this  advertising  club, 
working  under  the  name  of  the 
Unity  Stores.  These  twenty-eight 


stores  are  all  members  of  the 
Frankford  Grocers’  Association. 
We  would  be  pleased  to  have  you 
criticise  this  circular  and  give  us 
your  opinion  as  to  its  general  make¬ 
up  and  business  getting  possibilities. 
Also  what  you  think  of  this  as  a 
co-operative  advertising  scheme. 

Edw.  J.  Gallen. 

The  paper  enclosed  is  the  size  of 
a  small  four-page  daily,  and  is 
called  the  “Unity  News.”  The 
first,  second  and  third  pages,  with 
the  exception  of  the  last  column  on 
page  1,  are  completely  filled  with 
plate  matter  (boiler  plate)  with  no 


advertising  except  of  the  Atlantic 
City  excursion  of  the  Frankford 
Retail  Grocers’  Association.  The 
fourth  page  is  a  full-page  adver¬ 
tisement  of  the  Unity  stores,  and  it 
is  here  reproduced  in  very  much 
reduced  size. 

*  *  * 

The  odd  column  on  the  first  page 
is  headed  “Grocers’.  Review  Out¬ 
ings,”  and  it  is  devoted  to  a  little 
history  of  the  past  excursions  of  the 
Frankford  Association.  This  is  the 
only  original  reading  matter  in  the 
paper — the  rest  is  all  boiler  plate, 
not  very  well  selected  in  my  judg¬ 
ment.  The  most  of  these  co-oper¬ 
ative  advertising  papers  are  run  in 


ually  increased.  The  balance  of  thi 
space  I  would  fill  with  plate  matter 
not  any  old  thing,  but  carefulh 
selected.  A  first-class  continue; 
story  is  much  better  than  “Leish 
man  Defies  Both  Emperors,”  thi 
stale  news  story  that  now  occupie 
the  first  column.  I  should  also  us 
better  paper — the  paper  this  i 
printed  on  is  just  about  the  poore? 
news  grade  on  the  market.  Thi 
and  the  familiar  boiler  plate  loci' 
gives  this  paper  a  much  cheape 
and  commoner  appearance  than  th 
Unity  stores  deserve. 

*  *  * 

The  page  advertisement  on  th 
back  is  good.  It  is  well  set,  we 
printed,  and  presents  a  good  ap 
pearance.  I  should  say  it  was  we 
written  as  well.  Since  this  is  th 
first  issue,  it  might  have  been  we 
to  say  a  little  more  about  how  th 
Unity  stores  came  about,  and  whe 
the  “buying  power  of  900  stores i 
means  to  the  stores  and  those  wh  j 
patronize  them.  Still  it  is  prett  ; 
good  advertising  in  my  judgmei  j 
and  ought  to  get  results.  It  woul  ; 
get  better  results,  I  believe,  if  tl ; 
newspaper  end  was  better  take 
care  of. 


U-ni-ty  Stores  Specials 


For  Thiee  Days,  Thursday,  Friday  and  Saturday,  May  8-9-10 


THE  LARGEST  LOAF -UNITY  BREAD~TH£  BEST  BREAD 

We  have  been  trying  for  a  long  time  to  get  the  largest  and  heist  loaf  of  Bread  to  sell  for  3  cents.  The  answer’ 
la  "Unity  Bread.”  This  Bread  is  baked  in  a  Sanitary  Bakery,  from  the  best  materials  by  men  who  are  experts  at 
their  trade.  No  expense  is  spared  to  produce  the  finest  Bread  Baked.  After  quality  comes  quantity,  and  here  you 
will  find  Unity  Bread  is  again  in  the  lead,  with  the  largest  loaf  on  the  market  to  sell  at  5  cent*.  The  next  time  you 
want  Bread,  be  sure  and  say  Unity  Bread  to  the  Grocer.  Raked  in  3  styles,  Pan  l»af,  l-onic  I-oaf  and  Raisin  Bread. 

Save  the  Labels,  they  are  worth  l-5c  each.  Price  . 


5c.  a  Loaf 


these  special  prices  ceresota,  Pilsbury  or  Millbourne  Floor  12  lb.  Bag  33c. 

AT  UNIT!  STORES  ONLY  _  A  very  low  price  on  the  best  grades  of  Flour  to  get  you  acquainted  with  The  “Unity  Stores." 

“77".  J  OXFORD  TOMATOES 

B8I0W  318  ln6  N3IH6S  3110  Just  as  different  from  the  ordinary  Canned  Tomatoes  as  those  you  put  up  yourself  Filled  to  the  hnm  with 

Location  Red.R'Pe  Jersey  Tomatoes,  with  a  flavor  that  only  comes  in  Tomatoes  grown  in  that  state.  13c  a  can.  Save  the 


labels,  they  are  worth  lc  each. 


Wro  H  BRATTON. 

1901  Church  St.,  Frankford 
ROBERT  L.  BUZBY 
1737  Orthodox  St.,  FrJnMord. 
CHAS.  J.  POTTER  ~~ 

1373  Sellers  St ,  Frankford. 
ANDREW  THOMPSON 
1332  Sellers  St ,  Frankford. 
EICKHOFF  BROS. 

5001  Jackson  St.,  Frankford. 
FRED  MAUCH 

720  W  Huntingdon  St., 
JOHN  S.  TAYLOR 
4546  Mulberry  St ,  Frankford 
OLIVER  STOUT,  Jr.. 

*900  Fraoklord  Ave., 
WILLIAM  RADCLIFFE.  Jr„ 
1901  Oxford  St.,  Frankford 
ROBERT  LEMON, 

1 36S  E.  Palmer  St., 

CARL  PFEIFFER. 

1*32  Unity  St.,  Frankford. 
ROLLNICK  &  MARK. 

4132  Paul  St.,  Frankford. 
DARREFF  BROS  , 

6825  Torresdale  Ave.,  Tacony 
DARREFF  BROS., 

4520  Frankford  Ave., 
WILLIAM  SMITH, 

J949  E.  Tioga  St..  Phila. 
DARREFF  &  GALLEN. 

2026  Orthodox  St., 
HENRY  RfICHERT  SONS. 
Prau  and  Tboropioo  sis., 
Bridesburg 

J.  J.  SCOTT, 

1200  Adarqs  Ave.,  Frankford 
JAMES  F.  CURRAN. 

l50t>  Church  St.,  Frankford 
A  W  M^c ELROY, 

4116  Tackawanna  Ave,, 

Frankford 

W.  S.  GIBBS. 

E.  Cambria  SI.,  Phila. 
GEORGE  H.  SMITH. 

5401  Eadom  SI ,  Frankford 
E.  F.  LANDIS. 

1701  Meadow  SL,  Frankford 
A.  H.  G1LMOUR, 

4501  Frankford  Ave. 
JACOB  LOT 2, 

4131  Frankford  Ave., 

J.  J.  TRAINOR, 

2635  Ann  Si.,  Philadelphia 
MAX  WEINSTEIN, 

2439  E.  Allegheny  Ave. 
WILLIAM  E.  RAEUCHLE, 
2527  r-.-.iiikforJ  Ave.,  Phila. 


OXFORD  CORN 


Genuine  Maine  Com,  which  means  the  best  Com  packed.  There  are  people  who  do  not  like  the  ordinary 
Canned  Com ;  to  those  persons  we  suggest  that  you  try  a  can  of  this  delicious  Maine  Variety.  It  will  please  you.  12c 
a  can.  Save  the  Labels,  they  are  worth  lc  each.   


E.  C.  Corn  Flakes  6c  package,  Regular  Price  10c 

We  are  just  entering  the  Com  Flake  season.  Here  is  one  of  the  oldest  and  best  known  on  the  market  at  a 
bargain  price.  _ 

Oxford  Sifted  Peas 

Last  season  was  a  hard  one  on  the  men  who  pack  Peas.  There  was  a  scarcity  in  the  good  variety  of  this  vega- 
table.  We  are  fortunate  in  being  able  to  offer  you  Oxford  Peas,  that  are  far  superior  to  most  Peas  being  sold  at  tho 
price.  16c  per  can.  Save  the  Labels,  they  are  worth  lc  each 

Large  5  lb.  Bag  Salt  4c  Bag,  3  for  10c,  Reg.  5c  Bag 

A  chance  to  save  money  on  an  article  of  everyday  use. 


Oxford  Rice 


The  Best  Grade  of  American  Rice,  Specially  Selected,  Large  Grain  Rice,  packed  in  1-pound  hag  for  protec¬ 
tion  against  dirt  and  dust  It  is  uncoated,  which  means  that  it  has  not  been  prepared  with  Talc  and  Glucose  to  give 
it  a  bettor  appearance.  Pine  for  Invalids  c 
worth  lc  eacn. 


s  or  those  persons  on  a  diet.  10c  a  pound  bag.  Save  the  bags,  they  are 


Northern  Red  Salmon  RegularPrice  18c  can  Special  2  for  25c 

A  fine  quality  of  Medium  Red  Salmon;  just  the  thing  for  hot  weather  use.  Better  lay  in  a  supply  at  thisprice. 

DEAD  EASY  7c  Can  4  for  25c  Regular  Price  10c 

One  of  the  best  known  and  most  popular  preparations  of  its  kind  on  the  market  Destroys  Roaches  and  Ver¬ 
min  of  every  description.  .  


vot 

can.  Save  the  Labels,  they  are  worth  '/ic  each. 


Unify  Syrup 


Unity  Macaroni 


This  is  an  article  which  can  be  used  with  profit  by  every  family.  It  is  delicious  when  properly  prepared 
and  has  a  high  food  value.  10c  a  pkg  Save  the  Labels,  thoy  are  worth  '/jc  each. 


Kirkman's  Soap  4C  a  bar,  Regular  Price  5c. 

No  need  to  tell  you  of  the  good  qualities  of  this  Soap.  Everybody  knows  them. 


Unity  Starch 


Packed  in  cartons  at  the  factory  so  that  it  will  reach  you  perfoctl/clean.  It  is  very  annoying  t 
your  starch.  You  will  never  find  any  dirt  in  Unity  Starch.  Packed  clean,  sold  clean.  5c  pkg.  Save  the 
are  worth  l-5c  each. 


to  find  dirt  in 
cartons,  they 


Dakotas  Oats  12G  pkg, 


The  big  package  of  Best  Oats.  Just  compare  the  aize  of  the  package-and  the  quality  of  the  oata  with  other 
pkg.  oats.  Save  the  cartons,  they  are  worth  lc  each. 


Read  the  names  and  locations  of  the  Unity  Store*.  There  i*  one  near  your  home.  When  you  have  found  it, 
go  around  and  get  arquamted.  It  is  a  Good  Store  to  know.  It  has  the  buying  power  of  900  store*  behind  it 


this  same  way,  and  it  is  a  great 
waste  of  opportunity,  in  my  opin¬ 
ion.  Why  is  this  advertisement 
issued  in  this  newspaper  form,  in¬ 
stead  of  as  one  big  sheet  containing 
only  the  advertisement?  So  as  to 
make  a  newspaper  of  it  rather  than 
a  circular,  and  thus  reap  greater 
prestige  and  dignity.  That  being 
the  object,  is  it  not  a  mistake  to 
throw  away  the  possible  added 
prestige  and  dignity  by  making  the 
newspaper  part  so  weak  and  poor 
that  nobody  would  think  of  reading 
it  on  its  merits  ?  It  is  all  the  differ¬ 
ence  between  issuing  advertising  in 
a  form  that  would  be  taken  into  the 
home  and  read,  and  issuing  it  in 
dodger  form  that  might  lie  around 
the  gutter  or  in  the  vestibule.  The 
comparative  value  of  the  two  meth¬ 
ods  is  of  course  not  debatable.  The 
advertiser  who  adopts  the  news¬ 
paper  form  is  trying  for  the  first 
method,  but  reducing  the  value  of 
his  production  to  that  of  the  sec¬ 
ond  method  by  making  his  adver¬ 
tisement  merely  look  like  a  news¬ 
paper. 

*  *  * 

I  should  make  a  real  little  news¬ 
paper  of  this  as  quickly  as  I  could. 
Of  course  it  costs  more  to  set  up 
original  matter  for  every  issue, 
and  perhaps  that  cost  would  pre¬ 
vent  its  being  done  fully  at  the 
start,  but  a  few  columns  can  be 
used,  and  the  number  can  be  grad- 


Note. — This  Department  is  d'  I 
voted  to  the  criticism  of  adverti 
ing  matter  sent  in,  to  the  devisir 
of  new  advertising  ideas  f< 
special  occasions,  upon  reques 
and  to  the  suggesting  of  origin 
advertisements  when  data  is  su; 
plied.  All  communications  se: 
in  for  this  Department  should  1 
addressed  to  the  Editor  of  Scien< 
of  Advertising.  They  will  1  : 
filed  in  their  order  and  taken  i  i 
in  strict  rotation. 

— — — — — — — — ^ ■  n 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standaii 


being  absolutely  pi  e, 
fulfilling  ALL  T  E 
requirement:  of 
the  Pure  Food  La  s. 
Grocers  assume  no  :3k 
in  handling  these  gois 
as  the  demand  for  tfm 


Registered,  is  constant. 


MADE  ONLY  BY 

Walter  Baker  &  Co.  Li. 

Established  1780 

DORCHESTER,  MASS. 
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Bagging 


_ /i>— — 7  I 


Dollars 


Is  more  entertaining  than  bagging  birds,  and 
it’s  easy — 

Sell 

Grape  -  Nuts 

The  one  thing  about  Grape-Nuts  that  particularly  interests  you,  Mr.  Grocer,  is  the 
good  profit. 

Beyond  the  profit,  there’s  delicious  taste  and  real  food  value  and  all  that,  which  are 
essential,  because  they  make  the  sale  of  Grape-Nuts  as  staple  as  sugar  and  flour. 

Grape-Nuts  have  a  very  happy  reputation  as  a  repeater. 

Grape-Nuts  are  backed  by  heavy  advertising,  with  the  sale  guaranteed  to  the  last  package.  But,  “there  ain’t 
going  to  be  no  last  package !  ”  You’ll  keep  right  on  selling  Grape-Nuts. 


“  There’ s  a  Reason  ” 

Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich. 


Dealers  and  consumers 


recognize  weicns 

9  as  the  standard  in  grape  juice.  Welch’s  is  the  standard — 
First:  Because  we  have  always  insisted  on  the  highest  quality 
and  the  utmost  purity  in  its  production. 

Second:  Because  we  have  by  continuous  advertising  educated 
the  public  with  regard  to  the  excellence  of 


When  grape  juice  is  mentioned,  we  always  pay  more  man  tne  mar  net 

Welch’s  at  once  suggests  itself.  It  has  a  price  for  grapes.  Others  take  the  “run  of  vine- 

permanent  place  in  public  favor.  The  yard,”  which  means  the  vineyard  picked  clean, 

moment  you  put  Welch’s  in  your  store,  We  secure  the  best  of  the  Chautauqua  Concords 

you  begin  to  get  your  share  of  the  benefit  because  we  pay  for  the  best  and  take  only  grapes 

of  our  advertising.  of  first  quality. 

Attractive  and  attention-compelling  display  advertising  will  be  supplied  to  dealers  who  are  pushing  Welch’s 

Sold  by  all  jobbers 

The  Welch  Grape  Juice  Company 


Welch 


Westfield,  N.  Y, 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no  change 
for  the  week.  New  Japans  are  oc¬ 
cupying  the  attention  of  the  trade 
and  are  selling  freely  on  the  basis 
quoted  recently — about  i  cent  be¬ 
low  a  year  ago.  The  markets  for 
new  Formosas  and  new  Congous 
have  also  opened,  on  about  the 
same  basis  as  last  year.  Spot  teas 
are  in  everyday  demand  at  un¬ 
changed  prices,  the  market  still 
being  rather  in  buyers’  than  in 
sellers’  favor. 

Coffee 

The  coffee  market  continues  ex¬ 
tremely  sick.  Rio  and  Santos,  ex¬ 
cepting  the  higher  grades,  are  fully 
a  half  cent  cheaper  than  a  week 
ago.  The  higher  grades  are  rela¬ 
tively  scarcer  and  not  quite  so 
weak.  Milds  are  also  soft  and 
lower.  Nobody  seems  to  have  any 
confidence  in  the  market,  and  it 
seems  more  likely  to  go  lower  than 
higher.  The  demand  is  quiet. 
Java  is  quiet  and  unchanged,  but 
Mocha  is  scarce  and  firm. 

Sugar. 

The  sugar  market  is  unchanged, 
but  if  any  demand  ensues  prices  of 
refined  sugar  will  probably  advance, 
as  none  of  the  refiners  are  making 
any  money  to  speak  of  at  the  pres¬ 
ent  time.  Raws  are  unchanged  for 
the  week,  as  is  refined.  The  con¬ 
sumptive  demand  for  refined  sugar 
is  only  fair,  owing  apparently  to 
delayed  fruit  crops. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  dull  at 
ruling  prices ;  sugar  syrup  not 
wanted  and  spices  unchanged. 
Molasses  quiet -and  dull. 

Fish. 

Mackerel  shows  no  material 
change;  in  fact  there  is  not  suf¬ 
ficient  demand  to  develop  any 
change.  Cod,  hake  and  haddock 
are  dull,  as  usual  at  this  season,  and 
unchanged.  Salmon  is  wanted  to 
some  extent,  particularly  pinks  and 
medium  reds,  but  the  demand  for 
red  Alaska  is  light;  prices  un¬ 
changed  both  spot  and  future.  Do¬ 
mestic  sardines  are  dull  at  ruling 
prices ;  imported  sardines  scarce, 
high  and  in  moderate  demand. 

Canned  Goods. 

Tomatoes  are  about  2 y2  cents 
higher,  on  spot,  due  to  the  bad  crop 
weather,  and  the  lack  of  surplus  in 
packers’  hands.  Buying  is  fair  on 
spot,  but  futures  are  inactive.  The 
Eastern  crop  of  peas  will  undoubt¬ 
edly  be  short,  and  there  is  consider¬ 
able  doubt  as  to  whether  packers 
will  be  able  to  make  full  deliveries. 
The  Western  situation  is  also  un¬ 
certain,  and  some  packers  have 


withdrawn  from  the  future  market. 
No  advance  in  price  has  occurred 
as  yet.  Corn,  spot  and  future,  is 
unchanged  and  dull.  Apples  are 
unchanged.  California  canned 
goods  on  spot  are  in  rather  light 
demand  at  unchanged  prices.  Fu¬ 
tures  have  not  been  generally 
priced  as  yet,  but  there  is  reason  to 
believe  that  prices  will  be  about  on 
the  same  level  as  last  year,  with  the 
possible  exception  of  peaches, 
which  may  be  a  little  higher.  Small 
Eastern  staple  canned  goods  are 
unchanged  and  in  moderate  de¬ 
mand. 

Dried  Fruits. 

Prunes  are  unchanged  in  price, 
but  steady  and  in  moderate  demand. 
Peaches  are  wanted  at  steady 
prices ;  apricots  dull  at  ruling  quo¬ 
tations.  Some  raisins  are  selling  at 
unchanged  prices.  Currants  mod¬ 
erately  active  at  ruling  prices. 

Butter. 

The  make  of  butter  is  steadily  in¬ 
creasing,  and  with  it  the  quality  is 
improving.  Owing  to  the  increased 
demand  for  speculation  as  well  as 
for  consumption,  the  market  has 
advanced  1  cent  per  pound.  The 
situation,  however,  is  not  very  firm 
at  the  advance,  and  if  there  is  any 
change  during  the  coming  week  it 
will  likely  be  a  decline.  The  make 
will  of  course  show  a  further  in¬ 
crease  and  the  quality  will  get 
even  better.  Present  prices  are 
about  1  cent  above  a  year  ago. 

Eggs. 

The  egg  market  is  firm  on  the 
same  basis  as  a  week  ago.  The 
quality  continues  very  good,  and 
until  it  breaks  the  market  will 
likely  remain  firm  about  on  the 
same  basis. 

Cheese. 

The  cheese  market  is  steady  and 
unchanged.  The  receipts  are  larger 
and  the  consumptive  demand  bet¬ 
ter.  The  quality  is  also  improv¬ 
ing,  but  it  will  not  be  fine  before 
the  middle  of  the  month4  No  im¬ 
mediate  change  in  market  condi¬ 
tions  is  in  sight. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  but  steady  and  fairly  ac¬ 
tive.  Marrows  are  also  unchanged 
at  ruling  quotations.  California 
limas  are  35  points  higher  for  the 
week,  which  makes  a  total  raise  of 
55  points,  or  over  one-half  cent, 
within  the  last  month.  Scarcity  of 
beans  is  given  as  the  reason. 
Green  and  Scotch  peas  dull  and 
unchanged. 

Provisions. 

All  cuts  of  smoked  meats  are 
firm  at  an  advance  of  *4  cent.  The 
consumptive  demand  has  increased 


considerably.  Owing  to  the  short 
supply  and  the  high  cost  of  hogs 
the  market  will  probably  not  re¬ 
cede  very  much  from  the  present 
basis.  Pure  lard  is  steady  and  un¬ 
changed.  Compound  lard  is  cent 
advance.  Both  are  in  good  con¬ 
sumptive  demand.  Barrel  pork, 
dried  beef  and  canned  meats  are 
firm  and  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 


Standard  Canned  Goods. 

Further  indications  of  a  firm 
market  for  future  tomatoes  from 
now  on  were  plainly  visible  last 
week,  but  no  one  expects  a  runaway 
market,  so  far  as  the  prices  are 
concerned.  As  a  matter  of  fact  the 
canners,  generally,  would  prefer 
not  to  see  any  advance  in  the  prices 
of  the  canned  article  at  this  time 
for  obvious  reasons.  The  growers 
are  having  a  hard  time  to  secure 
tomato  plants  from  the  hot  houses 
to  replace  those  which  were  killed 
by  the  series  of  heavy  frosts  dur¬ 
ing  the  first  half  of  last  month,  and 
upon  their  success  in  obtaining 
them  depends,  in  a  very  large  meas¬ 
ure,  the  acreage  to  be  set  out  with 
that  crop.  It  appears  to  be  settled 
that  the  acreage  throughout  this 
section  will  be  materially  reduced 
this  season,  but  the  extent  of  such 
reduction  is  purely  guess  work  at 
this  time.  During  last  week  the  de¬ 
mand  for  future  tomatoes  increased 
very  much,  and  the  orders  for  them 
came  from  a  still  wider  section  of 
the  country  than  in  the  week  be¬ 
fore.  They  look  safe  to  buy  at  to¬ 
day’s  prices. 

A  rather  quick  advance  occurred 
in  No.  10  spot  tomatoes  last  week, 
because  a  few  good-sized  orders  for 
them  developed  the  fact  that  the 
steady  demand  since  last  fall,  in  a 
small  way,  had  absorbed  the  hold¬ 
ings  to  a  greater  extent  than  was 
generally  known.  It  is  surprising 
how  the  continuous  flow  of  small 
orders  wears  away  the  stocks  of 
goods  almost  imperceptibly.  Two 
weeks  ago  we  offered  No.  10  toma¬ 
toes  at  $2.65  a  dozen,  and  to-day 
they  are  strong  at  $3  a  dozen.  The 
holders  of  the  other  sizes  feel  en¬ 
couraged  over  the  outlook  for  spot 
tomatoes. 

The  canning  season  for  straw¬ 
berries  is  at  its  heighth  and  they 
are  selling  freely,  though  not  in 
large  lots,  chiefly  the  heavy  syrup 
goods.  This  week  cherries  will  be 
due,  and  they  will  be  followed  as 
usual  by  the  other  lines  of  small 
fruits.  The  receipts  of  fresh  pine¬ 
apples  continue  to  be  light  compara¬ 
tively,  and  the  prices  are  firm,  with 
a  fair  demand.  Outside  of  these 
items  of  new  packing  there  is  a  fair 
demand  for  peaches,  pears  and 


apples  for  prompt  shipment.  Th< 
outlook  for  canned  fruits  is  con 
sidered  to  be  excellent. 

Cove  oysters  are  strong  becauM 
of  the  light  stocks  and  fair  demand 
Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 


Most  of  the  strawberries  on  th< 
market  are  from  nearby  points 
mainly  Jersey.  The  best  frui 
brings  14  cents  in  a  jobbing  way 
and  canners  are  paying  6  to  7  cent 
against  3  cents  at  this  time  las 
year.  The  crop  is  short. 

All  the  watermelons  in  marke 
are  from  Florida  and  range  fron 
35  to  50  cents  each.  The  deman< , 
is  fair. 

A  few  raspberries  are  coming  1 
chiefly  from  nearby  points.  Th  ; 
price  is  high — 15  to  20  cents  pe  ' 
pint.  SI 

North  Carolina  blackberries  ar 
coming  forward  and  average  1 
cents.  The  quality  and  the  deman 
are  fair. 

Beets  are  selling  pretty  well  a  > 
$2  to  $4  per  100  bunches.  Th 
quality  is  good  and  beets  ar 
wanted. 

— 

Cantaloupes  are  coming  froi 
Florida  and  range  from  $1.50  t 
$3  per  crate.  The  quality  is  fai 

Florida  peaches  are  done  an 
Georgia  has  just  begun  to  shij 
The  quality  is  rather  poor  and  avei 
ages  $3  per  box. 

Lima  beans  are  so  scarce  as  t  fi 
practically  be  out  of  the  marke 
The  price  range  is  $4  to  $4.50. 

New  Jersey  pie  cherries  are  i;l 
market  at  10  cents  per  pound.  Th 
demand  is  fair. 

New  potatoes  have  declined  t  jj 
$3.50  per  barrel,  which  is  cheaj 
Shipments  are  from  South  Care 
lina  and  Virginia.  Old  potatoe  ! 
have  dropped  also  and  are  now  8  ) 
cents  per  bushel. 

Asparagus  is  off  and  now  corr 
mands  20  cents  per  bunch  if  it  : 
good,  as  against  30  cents  last  weel 
It  is  coming  forward  too  rapidly,  j 


MANY  GROCERS 

Find  it  pays  them  to  read  th 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  lour  months’  trial  tor  10  cent 


I  . 
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Sound  to 
>et  them 

An  Electrically  Lighted 
rocery  Store — interior  and 
tterior — is  bound  to  get  the 
lying  public. 

There  is  something  about 
brilliant,  attractive  illumi- 
int  which  reaches  out  to 
le  man  or  woman  purchaser 
id  compels  attention — at- 
acts  trade !  There  is  no 
luminant  to  compare  in 
ifectiveness,  in  decorative 
ossibilities,  advertising 
jalities  or  economy,  with 
lectric  Light. 

For  details  and  compre- 
;nsive  estimates  consult 


he  Philadelphia  Electric 
Company 

TENTH  AND  CHESTNUT  STS. 


1am  without  a  name  is  “just 
ham,’’  and  has  no  uniform 
uality .  It  may  be  good  once, 
iut  you  don’t  know  how 
t  will  be  the  next  time. 

Your  customers  can’t  de¬ 
fend  on  you  if  you  sell  that 
:ind  of  ham. 

SWIFT’S  PREMIUM 
1AMS  are  uniform — always 
iroperly  cured,  tasty,  appe- 
izing.  When  a  woman  gets 
t  PREMIUM  HAM  she 
vants  another  like  it  next 
;ime.  The  only  way  you  can 
je  sure  to  have  all  your  hams 
iniformly  good  is  to  see  that 
ill  you  sell  are  SWIFT’S 
PREMIUM  HAHS. 

Swift  &  Company,  U.  S.  A. 


Do  You 
Bale  Your 
Waste 
Paper  ? 


If  not,  you  are  guilty  of  two  wastes.  First,  the 
waste  of  the  money  which  you  could  get  for  baled 
waste  paper,  but  which,  of  course,  you  can’t  get 
for  loose.  Second,  the  waste  of  the  extra  insur¬ 
ance  rate  which  storekeepers  often  have  to  pay 
because  of  the  risk  of  the  loose  waste  which  they 
leave  lying  around. 


Schick’s  All-Steel  Baling  Press 

operated  by  your  boy  in  odd  moments,  will  bale 
your  waste  paper  in  150-pound  bales,  measuring 
18x20x33  inches.  The  price  is  surprisingly 
moderate.  Write  for  it. 

Write  for  Catalogue  P,  prices  and  discounts. 


,  They  are  splendidly 
practical,  serviceable  soda 
water  outfits,  built  for  service  rather  than  show. 


Our  “Royal”  Line 

was  built  especially  for 

Grocery  Stores 
General  Stores 
Small  Department  Stores 
Five  and  Ten  Cent  Stores 


We  Ship  Immediately  from  Crated  Stock 


Our  great  million  dollar  fac¬ 
tory  worked  all  last  winter  build¬ 
ing  a  stock  of  these  wonderful, 
speedy,  economical  stock  Royals. 
We  can  ship  you  any  of  the 
several  sizes  of  this  popular  line 
on  a  day’s  notice. 

And  this  will  interest  you. 
By  building  these  Royal  foun¬ 
tains  in  large  quantities  at  one 


time,  we  have  cut  the  cost  almost 
in  half  and  you  get  the  benefit. 

Ask  a  “Liquid”  salesman  to 
show  you  photographs  of  these 
stock  fountains  and  the  1913 

Type  “H”  and 
Peerless 

All  built  in  several  sizes  and 
styles ;  prices  to  suit  every 
person. 

Remember  zve  ship  on 
a  day's  fiotice  from  crated 
stock. 


m  -  ^ CHJCAQO  New  York  Boston 

J  Pittsburg  Cincinnati  Milwaukee  Minneapolist 
St.  Louis.  Kansas  City  ft  Dallas  ]  Los  A  nr  ties 
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■TREPAWD  AMD  SOLO  HTTH* 

|JSEF0RD  CHEMICM.WOR& 

Dm minitIMiC  


“Leads  in 
75% 

of  the  Stores 

In  the  “Grocery  World  and 
General  Merchant”  for  June 
2d,  in  a  most  interesting  de¬ 
scription  of  how  well-known 
advertised  food  brands  were 
selling  in  Minneapolis,  ap¬ 
peared  the  following  : 

BAKING  POWDERS 

The  big  seller  in  Minne¬ 
apolis  is  Rumford,  which  leads 
in  about  75  per  cent,  of  the 
stores. 

There  is  no  more  discrim¬ 
inating  city  in  the  United 
States  than  Minneapolis,  and 
to  get  at  the  head  there  and 
stay  at  the  head  means  some¬ 
thing.  It  means  that  Rum- 
ford  Baking  Powders  must 
be  what  we  say  they  are — 
wholesome  combinations  of 
three  food  substances,  phos¬ 
phate,  soda  and  starch,  that 
they  are  leaveners  par  excel¬ 
lent,  and  that  they  pay  the 
retailer  an  honest  profit. 

Rumford 
Chemical  Works 

Providence,  R.  I. 
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THE  NEW  YORK  LETTER 

(Continued  from  page  8.) 

£ul  for  commission  merchants  t 
continue  in  business  without 
license. 

Although  the  annual  license  fe 
is  only  $10  yet  the  matter  is  givinjj 
the  merchants  considerable  troubl 
in  attending  to  the  routine  connec 
ted  with  the  application  and  th 
giving  of  the  $3,000  bond.  The  de 
partment  will  accept  individu; 
bondsmen,  but  in  such  cases  ther 
must  be  two  bondsmen  and  eac 
must  qualify  in  the  sum  of  $6, 00c 
According  to  the  talk  in  th 
trade  a  number  of  large  dealers  ar 
likely  to  contest  the  constitutiona 
ity  of  the  new  law.  So  some  of  th 
men  in  the  trade  are  inclined  t 
think  that  it  will  be  a  waste  of  tim 
to  comply  with  formalities  of 
law  that  may  not  pass  the  scrutin  i 
of  the  courts.  The  officials  of  th 
department  say,  however,  that  th 
dealers  who  fail  to  get  licenses  b 
August  1st  and  who  try  to  do  bus  1 
ness  after  that  date  will  do  so  £ 
their  peril. 

*  *  * 

In  some  circles  a  rather  gloom 
view  is  taken  as  to  the  prospect  c 
fixed  prices  in  the  immediate  ft 
ture.  This  view  was  summed  u ! 
by  an  authority  in  the  trade  in  tl' 
following  opinions  expressed  'tl 
your  correspondent: — 

“Under  the  latest  decision  of  tl  3 
Supreme  Court  the  bottom 
knocked  out  of  patents  as  a  suj  i 
port  for  fixed  prices,  once  tit 
passes  from  the  manufacture  *i 
Patents  are  now  no  more  of  a  su]  ; 
port  for  fixed  prices  than  trad<  > 
marks  are.  The  former  decisioi 
took  away  all  right  to  use  trad' 
marks  as  a  prop  for  enforcing  fixe  1 
prices. 

“So  now  the  law  will  not  con  fl 
to  the  protection  of  the  manufai 
turer  in  enforcing  fixed  prici  ; 
either  on  trade-marked  or  patente  B 
articles.  He  cannot  sue  to  enforc  \ 
such  prices. 

“What  can  he  do  in  the  way  (I 
upholding  his  prices  by  not  sellin 
to  the  price-cutters?  Very  littl 
it  seems  to  me.  It  is  impossib 
for  him  to  follow  up  his  sales  i  I 
such  a  way  as  to  shut  out  prio 
cutters  from  getting  supplies.  Iff 
he  does  not  sell  direct  to  them  the 
will  still  get  supplies  from  son  1 
other  source  at  second  hand. 

“In  the  case  of  those  who  do  m  ^ 
sell  direct  to  the  retail  trade  bi  \ 
sell  in  the  usual  way  to  jobbei  j 
the  condition  is  still  more  unfavo  ti 
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Try  Iced  Wilbur’s  Cocoa 

When  You  Feel  the  Heat 

We  ll  gladly  send  you  a  copy  of  our  Recipe  Booklet,  “COOK’S 
TOURS  THROUGH  WILBURLAND,”  which  tells  how  to  prepare 
ICED  WILBUR’S  COCOA.  If  you’ll  try  this  delicious  hot  weather 
beverage  you  will  like  it  so  well  you’ll  recommend  it  to  all  your  cus¬ 
tomers.  It  will  pay  you  to  start  your  customers  drinking  ICED  WIL¬ 
BUR’S  COCOA,  not  only  because  it  will  please  them,  but  because  this 
increases  its  sale  during  the  summer  months.  WILBUR’S  COCOA, 
properly  pushed,  is  an  all-year-round  seller :  it  enters  into  dozens  of 
desserts,  makes  delicious  cakes  and  candy  that  are  as  good  in  summer 
as  they  are  in  fall,  winter  and  spring.  Send  us  the  names  and  addresses 
of  good  customers  and  we’ll  mail  them  our  Recipe  Book,  “  COOK’S 
TOURS  THROUGH  WILBURLAND;”  it  contains  59  recipes  for 
WILBUR’S  COCOA,  teaches  its  use  for  baking  and  candy  making  as 
well  as  drinking,  and  will  increase  yotir  sales. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“We’ve  been  drinking  ICED  WILBUR’S  COCOA  here  in  the 
store  on  hot  days.  It’s  great!  I’m  going  to  write  to  WILBUR’S 
to  send  you  the  recipe.’’ 


This  is  one*of  the  firms  the  sale  of  whose  products 
helps^  organize  the  Pennsylvania  Retail  Merchants 
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.  If  fte  jobbers  should  agree 
mg  themselves  not  to  sell  to 
e-cutters  they  would  be  brought 
court  for  conspiracy.  In  a 
large  lines  of  trade,  like  the 
business,  the  gentlemen’s 
:ements  may  still  be  found  of 
ice,  but  they  are  not  generally 
■ticable  and  it  is  a  question  al- 
s  whether  or  not  the  Govern- 
t  may  not  yet  break  into  some 
bese  agreements  and  make  a  lot 
rouble  for  all  concerned.  The 
;ery  jobbers  certainly  cannot 
rd  to  take  any  risks  of  this 
l. 

Hie  only  opening  for  fixed 
es  seems  to  be  through  the 
ijestion  that  all  sales  shall  be 
litional  until  the  supplies  finally 
h  the  consumer.  But  no  such 
litional  plan  of  sales  that  would 
t  with  the  approval  of  the 
rts  is  yet  in  sight.  It  is  doubt- 
if  any  such  plan  will  ever  be 
roved  by  the  courts,  for  the 
id  of  the  decisions  is  the  other 

The  present  theory  of  the  De- 
tment  of  Justice,  as  I  am  in- 
ned,  is  that  nothing  is  to  be  al- 
ed  that  will  interfere  in  any 
r  with  the  freedom  of  trade  or 
:  keep  it  from  developing  in 
it  is  now  regarded  as  the  natu- 
way  along  the  lines  of  least  re- 
ance.” 

*  *  * 

die  coffee  report  of  Win.  T. 
intland,  special  assistant  to  the 
mer  Attorney-General  of  the 
ited  States,  Mr.  Wickersham, 
made  something  of  a  new  sen- 
ion  in  the  trade.  The  condu¬ 
its  of  the  special  assistant  and 
recommendations  were  not 
)pted  to  any  great  extent  by  the 
;  administration,  but  they  are 
v  being  used  in  the  attack  being 
de  in  Congress  on  the  valoriza- 
n  interests. 

Mr.  Chantland  reported  to  the 
partment  of  Justice,  as  a  result 
the  investigation  which  it  em- 
yed  him  to  make,  that  the  valor- 
tion  scheme  was  bad  from  one 
1  of  it  to  the  other.  He  made 
effort  to  soften  his  charges. 

He  recommended  not  only  civil 
t  criminal  proceedings  against 
i  men  engaged  in  valorization 
erations  and  he  made  these  rec- 
imendations  most  emphatically. 

In  substance  he  declared  that  the 
leme  has  been  to  curtail  produc- 
n  and  to  enhance  prices  on  coffee 
a  result  of  which  the  people  of 
is  country,  as  the  principal  con- 


Made  in  a  Sun-Lit  American  Factory 

FREIHOFER’S  EGG  ELBOW  MACARONI  is  a  high  grade,  pure  food 
product,  made  of  real  eggs  and  fine  quality  farina,  under  the  most  sani¬ 
tary  conditions;  human  hands  don’t  touch  it.  Its  superior  flavor  and 
delicacy  make  it  a  steady,  lively  seller  that  the  grocer  likes  to  handle 
because  it  pays  him  the  right  profit. 


el 


%  Baking  Company,  Philadelphia. 


WHAT  TO  TELL  CUSTOMERS 

“I’d  rather  sell  you  FREIHOFER’S  EGG  ELBOW  MACARONI  because  I 
know  it  is  clean,  American-made  goods.’’ 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


THIS  HANDSOME 


mg 


Mahogany  Clock— FREE 

WITH 

Sauer’s 

Flavoring  Extracts 

We  will  give  FREE  of  cost  this  handsome  mahogany  clock, 
a  useful  as  well  as  ornamental  display  for  your  store,  with 

Five  gross  10c.  Extracts,  at  $10.80,  or  its  equivalent  in 
25c.  goods,  with  one  complete  Window  Display,  FREE  ; 
one  2-foot  Thermometer,  FREE  ;  50  Postal  Cards  for 
name  of  customers,  to  be  redeemed  at  5c.  each  in  trade 
on  a  bottle  of  Extract,  FREE. 

FREIGHT  ALLOWED  FROM  FACTORY 

Take  advantage  of  this  offer  and  get  your  customers  started  on  the  fastest  sell- 
extracts  manufactured. 

THE  C.  F.  SAUER  COMPANY 

Richmond,  Va. 


WHAT  TO  TELL  CUSTOMERS 

“We  sell  Sauer’s  Flavoring  Extracts  because  they  are  the  highest  grade  pure  food 
products— you’ll  find  the  strength  and  flavor  superior  to  all  others.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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QUALITY 
GOODS  \,J, 
QUALITY# 
PREMIUMS!^ 


m 


A. PEDDLER 


The  Parke  Stamp  Line 
Fights  for  the  Grocer 


Parke  Stamps,  which  your  customers  can  exchange  for  thousands 
of  useful  and  beautiful  premiums,  are  packed  with  Parke’s  Unmatch= 
able  Coffee,  Teas,  Spices,  Ammonia,  Baking  Powder,  Bluing, 
etc.  Your  customers  will  save  these  stamps  and  will  buy  all  the  products 
in  which  they  are  packed.  They  will  do  this  because  Parke’s  Stamp 
Line  products  are  the  best  they  can  get  for  the  money,  so  they  will  be 
pleased  with  Quality  as  well  as  Stamps. 

Don’t  let  peddlers  and  mail  order  houses  take  your  tea,  coffee  and 
spice  business  away  from  you.  You  can’t  fight  such  competition  by  just 
talking  about  the  better  quality  of  your  goods,  because  people  want 
stamps;  the  thing  to  do  is  to  put  in  the  Parke  Stamp  Line  and  be 
able  to  give  them  both  the  Quality  and  the  Stamps.  That  will 
hold  your  customers . 


- — — - — 

sumers  of  the  South  American  cof 
fee,  are  paying  about  $57,ooo,ooc 
a  year  more  for  coffee  than  the} 
otherwise  would  have  to  pay  am 
with  a  prospect  of  still  further  in 
creases  unless  the  corner  be  brokei 
up  by  legal  proceedings. 

According  to  his  opinion,  th< 
Brazilian  States  and  some  of  thei 
leading  men  went  into  the  gam- 
with  an  honest  purpose  to  benefi 
the  finances  of  the  States,  but  evei 
this  has  not  been  accomplished,  hi 
says.  The  valorization  bankers,  i 
is  true,  renewed  the  loans  of  th< 
Brazilian  States  and  this  gave  grea 
satisfaction  for  a  time,  but  it  i: 
now  found  that  the  renewals  wen 
costly  and  the  States  are  heavier  ii 
debt  than  they  were  before. 

The  entire  scheme,  according  t< 
the  special  assistant,  was  an  illega 
corner  pure  and  simple,  got  up  tt  . 
wring  millions  of  money  from  th<  i 
people  of  this  country  for  the  bene 
fit  of  the  private  syndicate  of  coffei  « 
speculators  and  American  am  i 
European  bankers. 

*  *  * 

Effective  June  9th,  the  New 
York  office,  heretofore  located  a 
No.  100  Hudson  street,  and  th<  1 
Brooklyn  office  of  the  Beech-Nu 
Packing  Co.  will  be  combined  am 
moved  to  building  No.  19,  Busl 
Terminal,  Brooklyn,  where  the} 
will  have  the  latest  and  most  mod  ' 
ern  equipment  for  handling  thei: 
New  York  business. 


Summarized  Market  Con¬ 
ditions. 


If  you’ll  handle  the  Parke  Stamp  Line  of  Teas,  Coffees,  Spices, 
etc.,  as  a  proposition,  and  call  it  to  your  customers’  attention  system¬ 
atically  it  will  positively  increase  your  sales.  We’ll  gladly  send  you  our 
Premium  Catalogue  and  give  you  full  particulars  if  you’ll  write  us. 


L.  H.  Parke  Company 

232-234  Market  Street  638-640  Grant  Street 

PHILADELPHIA,  PA.  PITTSBURG,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“You  get  PARKE  STAMPS  with  Parke’s  Tea,  Coffee,  Baking 
Powder,  Ammonia,  Bluing,  Spices,  etc.,  all  high  quality  goods. 
You  can  easily  save  enough  stamps  for  a  beautiful  premium.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


The  break  in  coffee  options  ha: 
naturally  left  the  spot  market  in  ?| 
routine  condition.  Prices  ar< 
nominal.  It  is  predicted  that  thijl 
result  of  the  readjustment  will  bi 
increased  buying  on  the  part  of  th< 
country,  although  this  may  be  at  ; 
somewhat  lower  level  than  the  pres 
ent  quotations. 

Teas  are  quiet  with  prices  steady  1 
the  moderate  movement  being  fojj 
the  actual  needs  of  the  distributors 

Refined  sugar  is  now  steady,  al 
•interests  quoting  4.20  cents.  Th<  : 
business  is  only  fair  for  this  tinu 
of  the  year. 

There  is  little  movement  in  spo 
canned  tomatoes  and  little  buying 
of  futures.  Sellers  are  firm  in  thei: 
views  because  of  unfavorable  croj 
reports.  The  best  that  buyers  cat 
do  now  in  No.  3s  is  80  cents  f.  0.  b 
factory,  with  the  freight  added,  an< 
some  sellers  refuse  to  take  order: 


for  less  than  82^  cents  while  tin 
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t  quality  is  not  to  be  had,  it  is 
for  less  than  85  cents.  There 
Iso  more  firmness  in  No.  2s, 
a  range  of  60  to  65  cents  for 
delivery.  The  surplus  of  cheap 
hern  corn  seems  to  have  been 
ty  well  absorbed  and  the  mar- 
lias  an  upward  tendency  with 
ents  f.  o.  b.  as  the  inside  fig- 
on  Maine  style.  Spot  stocks  of 
are  light  and  the  market  firm, 
s  affected  to  some  extent  by 
reports  of  poor  crop  conditions 
he  South.  String  beans  are 
ce  with  an  upward  tendency  in 
2s. 

anned  fruits  of  all  kinds  are 
t  partly  as  the  result  of  the  in- 
sed  supplies  of  fresh  fruits  now 
he  markets.  ■  Prices  are  steady, 
ull  conditions  prevail  in  the 
ket  for  dried  fruits.  This  is 
ly  the  result  of  many  of  the 
in  the  trade  being  at  Atlantic 
this  week,  in  attendance  at  the 
mention  of  the  National  Whole- 
Grocers’  Association.  Prunes, 
:hes  and  apricots  are  firm,  al- 
tgh  there  is  little  demand  at  the 
nent.  Raisins  and  currants  are 
tive,  but  prices  are  maintained, 
lour  is  slightly  easier.  Spring 
at  patents  in  jute  are  being 
red  as  low  as  $4.65,  and  even 
o  might  be  accepted,  but  buy- 
are  inclined  to  hold  off  and 
it  developments.  Old  crop  soft 
ter  flour  is  scarce  and  com- 
lds  as  much  as  $4.50  to  $4-75  'n 
:,  according  to  the  brands. 

.iberal  arrivals  of  butter  have 
i  followed  by  a  downward  ten- 
cy  in  prices  in  the  last  few  days, 
amery  extras  are  easy  to  get 
72 4  to  28  cents,  while  the  aver- 
firsts  are  sold  at  27  to  2 7j4 
ts.  Seconds  settled  down  to  26 
26*4  cents,  but  supplies  of  this 
de  are  not  plentiful.  More 
cess  butter  is  coming  forward 
1  prices  have  eased  off  a  little, 
•d  quality  being  sold  at  25  to 
•2  cents  and  only  fancy  grades 
iging  26  cents. 

rhere  is  a  fairly  active  demand 
fresh  eggs,  but  there  is  also 
le  selling  pressure  and  prices 
re  declined  a  little.  The  oper- 
rs  in  the  speculative  market  are 
sring  the  average  run  of  un- 
ided  eggs  freely  in  a  range  of 
to  k)j/2  cents  and  it  takes  some 
iding  and  fine  quality  to  bring 
to  21  cents.  The  extras  bring 
much  as  22  to  23  cents.  The 
;hest  grades  of  nearby  eggs 
ng  from  23  to  25  cents. 

Fred.  A.  McGill. 


THE  MILK 
THAT  SELLS  >4 


e^d|  MitK  Will 

M«be|  °  .^'tion.l  protection^1"5 
'ocarrhc signature* 

YORK 
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ADVERTISING  AND  QUALITY  MAKE 

Borden’s  Eagle  Brand  Condensed  Milk 

=======  and  ===== 

Borden's  Peerless  Brand  Evaporated  Milk 

THE  FASTEST-SELLING  BRANDS 

Our  steady  advertising-  is  constantly  stimulating  the  demand  for 
Borden’s  Eagle  Brand  Condensed  Milk  and  Borden’s  Peerless  Brand 
Evaporated  Milk,  making  new  customers  every  day.  Keep  them  well 
displayed  in  your  store  and  secure  the  sales  we  are  sending  to  you, 
because  your  customers  will  like  their  quality  and  flavor  so  that,  once 
started,  they  will  always  buy  these  brands.  You  can  not  only  start  new 
customers  on  Borden’s  Milks  but  you  can  get  regular  buyers  to  buy 
more  if  you’ll  call  their  attention  to  the  many  delicious  dishes  they  can 
make  with  them ;  many  people  who  are  only  using  them  for  tea  and  coffee 
will  make  cookies,  doughnuts,  cinnamon  bun,  milk  bread.  If  you’ll  suggest 
it  you’ll  not  only  sell  more,  but  you’ll  also  sell  cocoa,  cocoanut,  spices, 
butter,  eggs  and  flavoring  extracts.  We’ll  help  you  stir  up  these  sales; 
send  us  your  customers’  names  and  we’ll  mail  our  Recipe  Book  to  them 
for  you. 

Borden’s  Condensed  MilK  Company 

"LEADERS  OF  QUALITY" 

Established  1857  NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“We  recommend  BORDEN’S  MILKS  because  we  know  they 
are  best  and  purest.  We’re  making  special  efforts  now  to  get  all 
our  customers  using  them  in  preference  to  others.  Let  us  send 
Borden’s  this  week.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 


June  Wants.— This  is  the  month 
that  we  change  things  all  around. 
It’s  the  beginning  of  the  ready — 
or  half-ready — cooked  season. 
Fires  are  out,  the  cook  stove  is 
draped  with  nice  new  white  oil 
cloth.  Then  she  begins  to  wonder 
what  they’ve  got  at  the  store. 

June  wants  are  in  order.  The 
delicatessen  case  has  to  be  made 
a  feature.  Salad  stuff  has  to  be 
displayed.  Bottled  vinegar  and 
salad  dressing  have  to  be  shoved 
out.  Light  eating  time  has  come 
and  the  more  effectually  you  ac¬ 
knowledge  it  and  the  greater  your 
variety  of  display  the  more  busi¬ 
ness  you  get. 

*  *  * 

Speaking  of  Display.— One  of  the 

very  few  things  that  “doesn’t  look 
good’’  in  a  showcase  are  “hams.” 

Take  40  hams — 20  in  a  showcase 
and  20  piled  up  on  the  counter  and 
the  counter  will  sell  3  to  1,  yes, 
and  maybe  5  to  1.  Why  it  is  we 
don’t  know,  but  to  know  that  it  is 
important. 

*  *  * 

“Disagreeable  Customers.” — The 

cranky  customer  we  shall  always 
have  with  us.  Good  thing.  It’s 


she  that  tells  us  things.  It’s  she 
that  often  makes  us  look  smart. 
While  you  meet  smiles  and  pretty 
faces  the  sales  go  merrily  on.  It 
takes  a  clever  man  to  meet  and  ad¬ 
just  pernickety  ideas.  You  should 
feel  proud  of  being  able  to  handle 
a  so-called  disagreeable  customer. 
It  shows  you  have  tact.  It  proves 
that  your  experience  of  human  na¬ 
ture  has  been  of  some  benefit  to 
you.  Cater  to  the  cranky.  Just 
because  her  vision  is  blue  and  her 
mind  is  suspicious  is  no  reason  for 
you,  a  wholesome,  optimistic,  trust¬ 
ful  young  business  man  to  meet  her 
on  her  own  ground.  No!  No!  that 
would  not  be  business.  Win  her 
over. 

*  *  * 

Some  Salary  Raising  Habits. — 

Mere  length  of  service  doesn’t  al¬ 
ways  command  an  increase.  But 
I’ll  tell  you  a  few  things  that  do. 
Being  on  time.  Being  cheerful. 
Being  polite.  Being  energetic. 
Being  faithful  (and  faithful  em¬ 
braces  honesty,  loyalty  and  inter¬ 
est).  Being  a  salesman — a  sales¬ 
man  that  sells  goods  at  a  profit 
and  sells  them  so  nicely  that  the 
buyer  of  those  goods  wants  him  to 


take  her  order  again.  These  are 
the  things  to  work  on  to  command 
more  pay.  And  let  me  tell  you,  the 
fellows  who  are  doing  these  things 
are  getting  good  pay  and  getting 
respect  and  confidence  and  laying  a 
foundation  for  bigger  things  yet. 

*  *  * 

On  Being  Responsive.— It’s  a  great 
thing  to  be  responsive.  To  be  re¬ 
sponsive  means  simply  the  quality 
of  falling  in  completely  with  the 
other  man’s  ideas.  In  business  this 
is  considered  a  fine  characteristic 
in  a  fellow  because  where  you  fail 
to  catch  and  hold  and  hug  the  very 
spirit  of  the  Boss’s  ideas  you 
haven’t  the  responsiveness  that  is 
necessary  to  go  ahead  and  carry  out 
these  ideas.  To  be  responsive  is 
to  be  glad.  Glad  that  you  can  go 
at  a  certain  thing  and  do  a  certain 
thing  exactly  as  it’s  laid  out.  The 
outcome  must  never  be  questioned. 
The  method  of  reaching  the  out¬ 
come  must  never  be  questioned. 


Just  train  yourself  in  the  art  c 
responsiveness.  Turn  against  tha 
part  of  your  nature  that  is  incline 
toward  opposition,  prejudice,  soui 
ness  and  cynicism. 


A  POSSIBLE 
CUSTOMER 

is  often  made  by  havit 
just  the  particular  thit 
he  or  she  wants. 

MflPLEI Wi 

is  a  popular  flavorin 
Be  sure  and  have  it  : 
stock. 

Order  from  your  jobber  t 
Frank  A.  Smith  &  C' 
105  S.  Front  St., 
PhUadelphla,  Pa. 

Creaoant  Mfg.  Co 
Seattloi  Waah. 
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$5.00  for  Six  Tea  Caddies 

A  Quarter  of  a  Century’s  Experience  and  Success  lies  back 
of  this  offer.  Each  caddy  14  inches  high,  11  inches  deep, 
aud  9  y2  inches  wide.  Would  make  great  Red  and  Gold 
Display  of  57  inches  on  your  shelves,  and  contain  90  lbs.  : 
Construction  of  the  best,  seams  double,  material  heavy  tin 
plate,  damp  proof,  lid  strongly  hinged,  with  catch  and  lip  to 
keep  out  dust.  Made  in  my  own  shop.  Money  back  if  not 
as  represented.  Lacquered  all  over,  black  in  .back,  red  with 
gold  scroll  work  in  front.  Name  of  Tea  put  on  FREE.  Ship¬ 
ment  at  my  expense.  Remit  to  H.  F.  Heacock,  Grocers’  and 
Butchers’  Fixtures  and  Supplies  of  All  Kinds,  51  N.  Second 
Street,  Philadelphia,  Pa. 


AtOSTEfU  ^ 

C|RS. 

208  N.DtL  AWARE  AVE. 

'AND' 

209  N  WATER  S.T. 


ITEMS  OF  INTEREST 

READ  THEM.  As  the  showman  tersely  puts  it,  “Alive 
and  on  the  inside,  for  the  insignificent  sum  of,  etc.,  etc.” 

Of  course,  the  appeal  is  irresistable.  We  hope  the 
items  we  call  to  your  attention  may  prove  so  to  you. 


^.T0STER*T 


-AGROy.rf!  s. 
208  ri.nri  m>w.  ,v; 


I  Z0U  .M.WAifcK  ST.  ' 

/V 


BYRUPS- There  is  a  good  demand  for  our  Syrups,  and  the  market  is  in  a  strong  position.  We  advise  the  trade  to  anticipate  their  wants.  Royal  Tabic  Syrup 
is  one  of  those  bright,  clear,  sparkling  syrups,  having  a  delicious  flavor.  Our  Challenge  Syrup  is  a  great  favorite  and  has  a  host  of  friends  ;  other  leading 
brands  include  Gilt  Edge,  Ex.  Amber,  Cresent,  Quaker  City,  White  Clover,  King  “B”  Drips,  Cruiser,  109  Sugary,  Ex.  Maple,  Etc.;  also  Sugar  Syrups  and  New 

Orleans  Molasses.  Send  us  your  orders. 


! 


CANNED  COR  N  — There  was  an  unusually  large  pack  of  low-grade  Corn  last  year,  but  goods  of  merit  retain  their  place  with  the  storekeeper  who  values 
his  trade.  We  would  call  attention  to  our  Quaker  City  Ex.  Choice  Crushed  Corn,  at  85c.  per  doz.,  and  Cruiser  Brand  Fancy  N.  Y.  Crushed  Corn,  at  90c.  per  doz. 

Satisfaction  guaranteed. 

CALIFORNIA  CHERRIES — We  offer  this  week  as  a  special  California  White  Cherries,  Standard  Quality,  No.  2\  Can,  “Clearbrook”  Brand,  at 

$1.85  per  doz.  Great  bargain. 

CH,IRG  PEACHES — While  they  last,  a  lot  of  Ex.  Standard  Peaches,  “  Star  W”  Brand,  in  good  syrup,  at  $1.70  per  doz. 


bflDK  rnCTCD  JL  PA  wholesale  north  water  street 

r\inr\,  r  WO  I  tn  ot  UV.  grocers  Philadelphia  -  Pennsylvania 
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Match  This  If  You  Can ! 

■■■  ■  :  "  ■  :  ~~ — ~~~ 


See  if  you  know  any  Rennet  Proposition  that  equals  this 

of  James  T.  Shinn’s  Liquid  Rennet 

1 —  We  guarantee  it  to  be  made 
under  the  cleanest  and  most  fastidious 
conditions. 

2 —  We  guarantee  it  against  spoil= 
age,  which  we  could  only  do  safely 
with  an  absolutely  clean  rennet. 

3 —  We  guarantee  it  to  work  with 
unusual  celerity — to  curdle  milk  in 
two  to  five  minutes. 

4 —  You  make  100  per  cent,  profit 
out  of  it — costs  you  $1.50  and  sells 
for  $3.00. 

Now,  do  you  know  any  other  Rennet  that  you  can  sell 
with  such  absolute  safety  to  yourself  and  your  customers? 
You  probably  have  a  couple  dozen  customers,  at  least,  who 
are’nt  using  Rennet  now  because  some  other  brand — unguar¬ 
anteed — spoiled  on  their  hands.  All  these  will  buy  James 
T.  Shinn’s  Liquid  Rennet  if  you  will  tell  them  how  safe  it  is. 


SHINN  &  KIRK 

1400  Spruce  Street  ....  Philadelphia 
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CCX. — The  Legal  Position  of  an  Insured  Man  Who  Files  No  Proofs  of  Loss  as  His 

Policy  Requires. 


Troy,  N.  Y.,  June  2,  1913. 
Elton  J.  Buckley,  Esq. 

Dear  Sir:— I  noted  with  a  great 
deal  of  interest  your  recent  article 
on  insurance  law,  and.  am  taking 
the  liberty  of  writing  to  ask  you  to 
make  one  point  clear  which  bears 
upon  an  argument  which  I  am 
now  having  with  an  insurance  com¬ 
pany  over  a  fire  which  partly  con¬ 
sumed  our  warehouse  last  February. 

I  confess  I  have  been  careless  about 
reading  insurance  policies,  like 
many  another  business  man,  and  I 
really  did  not  know  the  contents  of 
my  policies.  Nor  apparently  did 
my  partner.  After  the  fire  we  got 
in  touch  with  the  insurance  com¬ 
pany  and  talked  back  and  forth 
about  a  settlement,  but  came  to 
no  agreement,  and  now  the  in¬ 
surance  company  claims  that  we 
must  stop  our  suit  against  them  be¬ 
cause  we  did  not  file  proofs  of  loss 
within  sixty  days.  We  did  not  file 
any  proofs  of  loss,  but  the  company 
gave  us  no  notice  that  it  was  nec¬ 
essary  to  do  so,  and  as  we  were 
talking  back  and  forth  we  did  not 
think  of  it.  Please  advise  us  about 
the  proofs  of  loss  within  sixty  days 
— have  we  lost  all  our  rights  by  not 
doing  it,  and  is  there  any  way  we 
can  do  it  now?  About  $3,000  are 
at  stake. 

Respectfully, 

■  R.  O.  Ogden  &  Son. 

I  suppose  that  among  the  hun¬ 
dreds  of  business  people  who  lose 
their  insurance  from  failing  to  com¬ 
ply  with  some  provision  of  their 
policy,  more  go  down  for  forgetting 
the  proofs-of-loss  clause  than  from 
any  other  reason.  Every  fire  insur¬ 
ance  policy  which  is  in  use  to-day 
by  any  company  contains  a  clause 
requiring  the  holder,  in  case  of 
fire,  to  file  proofs  of  loss  with  the 
company  within  a  certain  time. 
The  uniform  policy,  which  as  I 
have  before  explained,  most  com¬ 
panies  are  everywhere  using,  makes 
this  period  sixty  days. 

All  courts  have  held  that  this 
clause  is  absolutely  binding,  and  if 
not  complied  with  will  forfeit  the 
insurance.  Thousands  upon  thou¬ 
sands  of  insurance  money  have  been 
lost  through  violation  of  this  one 
provision.  There  is  but  one  way 
around  it — to  show  that  the  com¬ 
pany  has  waived  its  right  to  have 
proofs  of  loss  filed  within  the  re¬ 
quired  time.  If  the  company  has 


done  that,  either  expressly  or  by 
conduct  which  is  calculated  to  lead 
the  holder  of  the  policy  to  believe 
that  the  proofs  had  been  waived, 
then  the  company  can  be  made  to 
pay  in  spite  of  the  failure  to  file. 

What  amounts  to  waiver  cannot 
be  laid  down  by  way  of  a  rule,  for 
each  case  stands  on  its  own  facts. 
Insurance  companies  practically 
never  waive  proofs  expressly  or  in 
writing ;  it  is  usually  by  the  conduct 
or  representations  of  their  agents 
or  employees  that  they  are  tripped 
up. 

For  instance,  in  a  case  decided 
not  long  ago,  the  plaintiff  owned 
a  warehouse  building  on  which  he 
carried  $3,000  insurance.  There 
was  a  fire,  totally  destroying  the 
building,  and  after  considerable  ne¬ 
gotiations  the  owner  was  compelled 
to  sue.  The  company’s  defense 
was  that  the  insured  had  not  filed 
proofs  of  loss  within  sixty  days,  as 
required  by  the  policy.  The  owner 
admitted  this,  but  contended  that 
proofs  had  been  waived,  and 
showed  that  the  following  things 
had  taken  place,  constituting,  as  he 
claimed,  waiver:  A  simple  notice 
of  the  fire,  not  amounting  to  proofs, 
was  given  the  local  agent.  The  lat¬ 
ter  notified  the  general  agent,  who 
in  a  few  days  visited  the  scene  of 
the  fire.  While  there  full  informa¬ 
tion  as  to  the  fire,  cause,  etc.,  was 
given  him.  At  this  time  the  owner 
of  the  building  asked  the  general 
agent:  “What  more  am  I  to  do?” 
and  the  general  agent  replied  “you 
have  nothing  further  to  do.”  Then 
a  long  correspondence  ensued  be¬ 
tween  the  local  agent  and  the  main 
office,  touching  the  case,  the  com¬ 
pany  nowhere  in  this  correspond¬ 
ence  denying  its  liability.  All  this 
consumed  over  a  year,  and  when 
nothing  came  of  it,  suit  was  en¬ 
tered. 

Incidentally  another  provision  of 
the  policy  was  involved — that  which 
said,  as  practically  all  policies  do, 


that  suit  to  recover  the  insurance 
money  cannot  be  brought  after 
twelve  months.  This  particular 
suit  was  several  weeks  late  and  the 
insurance  company  raised  that  as 
defense  also.  The  court  decided 
that  the  insurance  company’s  con¬ 
duct  constituted  a  waiver,  putting 
the  matter  in  the  following  lucid 
statement  of  the  law  on  the  point: 

The  defense  set  up  was  that  no 
proofs  of  loss  had  been  furnished 
within  the  time  required  by  the 
policy,  and  that  the  suit,  having 
been  begun  more  than  a  year  after 
the .  fire,  the  plaintiffs,  under  the 
usual  covenant  in  their  policy,  could 
not  then  maintain  such  action.  The 
two  covenants  of  the  policy  fixing 
the  time  within  which  proofs  of 
loss  must  be  made  and  within  which 
suit  must  be  brought  are  clear  and 
distinct.  If  the  defendant  company 
had  neither  waived  the  benefit  of 
these  covenants  nor  estopped  itself 
from  setting  up  the  defense  they 
afforded,  clearly  the  plaintiffs  had 
lost  their  remedy.  In  answer  to  this 
defense  the  plaintiffs,  in  rebuttal, 
offered  in  evidence  a  series  of  acts 
and  a  line  of  conduct  on  the  part  of 
the  company’s  representatives  which, 
they  urged,  tended  strongly  to  show 
that  the  company  did  not  intend  to 
avail  itself  of  any  such  defense, 
and  that,  for  its  benefit  and  at  the 
instance  of  its  agents,  the  plain¬ 
tiffs  had  stayed  their  hands  and  re¬ 
frained  from  doing  the  things  which 
would  otherwise  have-  been  neces¬ 
sary  to  enforce  the  liability  of  the 
defendant  under  its  policy. 

That  the  covenants  of  the  policy 
referred  to  were  for  the  benefit  of 
the  defendant  company  is  clear; 
that  the  latter  might  therefore 
waive  them  has  long  since  been  es¬ 
tablished  ;  or,  if  by  a  series  of  acts 
the  insured  were  reasonably  misled 
into  the  belief  that  a  strict  compli¬ 
ance  with  those  covenants  would 
not  be  required,  the  company  would 
thereafter  be  estopped  from  assert¬ 
ing  a  forfeiture  of  the  policy  by  rea¬ 
son  of  the  failure  of  the  plaintiffs 
to  file  their  proofs  or  bring  their 
suit  within  the  time  required  by  the 
letter  of  the  policy.  And  such 
waiver  may  be  accomplished  or 
such  estopped  work  not  only  by  an 
instrument  in  writing,  but  by  matter 
in  pais  (conduct  or  action). 

The  testimony  is  sufficient,  if  be¬ 
lieved  by  the  jury,  to  support  the 
conclusion  that  both  of  the  legal 
defenses  set  up  by  the  defendant 
had  failed. 

The  court  also  said  that  an  offer 
of  compromise  which  the  company 
had  made  was  additional  evidence 
that  the  company  had  not  meant  to 


— 


require  proofs  of  loss  to  be  fu: 
nished  within  sixty  days. 

This  discussion  on  the  subje 
may  throw  some  light  on  the  pa 
ticular  problem  of  the  correspondei 
from  Troy.  If  proofs  of  loss  ha> 
not  been  furnished,  as  seems  to  1 
admitted,  then  the  only  hope  le 
is  to  try  to  build  up,  out  of  the  ci 
cumstances  of  the  case,  a  waiv 
which  can  be  raised  against  t1 
company;  in  other  words,  to  p 
that  the  company  did  things  or 
things  which  were  calculated 
mislead  you  into  the  belief 
proofs  would  not  be  required 
you  can  prove  such  actions  ag; 
the  company,  you  may  still  get 
money. 

All  insurance  companies  that 
have  ever  known  would  eager 
grasp  at  any  technicality  to  esca 
the  payment  of  insurance  loss', 
even  the  so-called  mutual  compa 

A 


ies  of  which  the  insured  is  led 
believe  he  is  a  part.  It  doesn’t  p; 
to  take  even  the  smallest  chanc 


with  them,  for  they  have  the  adva 
tage  at  any  point.  I  say  again  wh 
I  have  said  before :  First  know  yo 
policy  and  then  comply  with  it. 

( Copyright ,  June,  1913,  by 
Elton  J.  Buckley.) 


Question:  *  *  *,  N.  Y. — Kind 
inform  me  as  far  as  you  can  on  l 
following  through  the  columns  : 
the  “Grocery  World  and  Genei. 
Merchant.”  I  have  been  paying  ]| 
a  20-year  endowment  policy  fv 
twenty  years  past  last  June,  o: 
year  ago.  This  June  it  becom. 
due  1913.  The  policy  was  ma ; 
out  originally  in  my  wife’s  cousii ; 
name  and  assigned  to  my  wh 
right  then  by  her  cousin,  so  t : 
policy  belongs  to  my  wife.  I  pa. 
all  premiums  out  of  the  businc; 
and  my  wife  helped  me  in  the  stoi. 
We  have  four  children.  Now  it' 
wife  claims  all  the  money  and  sa ; 
it  is  hers  alone.  I  need  some  : 
it  at  least  to  pay  my  bills,  as  1 1- 
ways  expected  it  would  be  oua 
equally  to  be  used  in  our  busine; 
and  mutually.  What  can  I  do  1 
my  case?  Can  I  have  no  redre; 
or  can  she  take  it  all?  And  if. 
should  for  instance  let  my  bills  t- 
come  overdue  in  store  could  r ' 
creditors  realize  on  this  monej 
Any  information  you  may  give  r: 
will  be  thankfully  received. 


Answer. — I  can  scarcely  imagi; 
a  wife  taking  a  stand  like  th, 
especially  when  her  husband’s  bu:- 
ness  interests  may  be  endangere. 
If  she  still  refuses  to  listen  to  rc- 
son,  about  the  only  thing  you  ca 
do,  in  my  judgment,  is  to  file  a  bl 
in  equity  in  your  local  courts,  raa- 
ing  the  insurance  company  ad 
your  wife  both  defendants,  settig 
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the  facts,  and  asking  the 
:o  prevent  the  fund  from  get- 
ito  your  wife’s  hands.  If 
n  prove  that  you  paid  all  the 
ims,  and  that  it  was  always 
tood  between  your  wife  and 
If  that  the  money  was  to  be 
nt  or  mutual  use,  the  court 
probably  protect  you. 

fc— I 

e. — Requests  for  informa- 
n  this  Department  should 
set  out  in  full  all  the  facts 
*  on  the  case,  and  all  ques- 
ihould  be  carefully  framed 
fid  misconstruction.  Write 
e  side  of  the  sheet  only. 
>  should  be  received  at  this 
not  later  than  Tuesday  of 
veek  to  ensure  an  answer 
Monday’s  issue  following, 
ignature  and  address  of  the 
must  accompany  all  in- 
,  and  will  be  published  un- 
ere  is  a  request  not  to  do 
.11  inquiries  received  will  be 
-ed  without  charge.  Ad- 
all  communications  to  Legal 
“Grocery  World  and  Gen- 
[erchant.” 


ts  and  Measures  Hearings  to 
be  Held  To-day. 

ie  time  ago  it  was  announced 
uring  the  week  of  June  9th 
gs  will  be  held  in  New  York 
3  collect  information  for  the 
lation  of  regulations  for  the 
ement  of  the  National  Net 
it  Law,  which  was  approved 
:  President  March  3,  1913. 
hearings  will  be  held  at  that 
a  the  rooms  of  the  Secretary 
2  Treasury  on  the  seventh 
af  the  Custom  House,  New 
N.  Y.  The  new  law  is  as 
s: — 

food  product  will  be  deemed 
be  misbranded  if  in  pack- 
form  the  quantity  of  the 
:nts  be  not  plainly  and  con- 
lously  marked  on  the  outside 
ie  package  in  terms  of  weight, 
iure  or  numerical  count.  Pro- 
1(  however,  that  reasonable 
itions  shall  be  permitted,  and 
ances  and  also  exemptions  as 
mall  packages  shall  be  estab- 
d  by  rules  and  regulations  made 
cordance  with  the  provisions  of 
ion  3  of  this  act. 

manufacturers  of  food  prod¬ 
in  package  form,  are  invited 
:sent  their  view,  preferably  in 
Tin  of  a  written  brief,  supple- 
ng  this,  if  necessary,  by  oral 
tents. 


-TON  J.  BUCKLEY 

r  "Grocery  World  and  General  Merchant'' 

rncy  and  Counselorat  Law 

3-648  Land  Title  Building 

Philadelphia,  Pa. 

Telechones  /  B«*l.  Spruce  2606-2609 
Wwnos  l  Keystone.  Race  746 


THROW  AWAY 
THE  SCOOP! 


You  don’t  need  it  to  sell 
ARGO  STARCH.  ARGO 
STARCH  in  its  neat  carton  is 
ready  for  you  to  hand  out  to 
customers  without  scooping-, 
weighing-,  wrappin  *  or  tying. 

This  saves  time  and  bother 
and  gives  you  a  profit  that  is 

NET  profit  because  there  is  no  loss  from  overweight,  no  cost  for  labor, 
bags  or  time. 

ARGO  STARCH  is  clean,  pure  and  white  and  starches  clothes  a 
pure  white.  This  makes  it  please  the  consumer  so  it  sells  steadily  every¬ 
where.  You  don’t  really  want  to  bother  with  selling  bulk  starch  and 
your  customers  would  much  rather  buy  ARGO  STARCH,  so  you  can 
easily  secure  increased  sales  if  you  keep  it  well  displayed  at  all  times. 

Corn  Products  Refining  Company 

NEW  YORK 


\r&\  INK  U1 


WHAT  TO  TELL  CUSTOMERS 

“If  you’ll  try  ARGO  STARCH  you’ll  find  it  very  satisfactory; 
the  carton  keeps  it  clean,  and  so  it  starches  your  clothes  a  pure 
white.” 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  ’ organize  the  Pennsylvania  Retail  Merchants 
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STROLLER’S 

COLUMN 


“Well,  old  man,  how  are  you  to¬ 
day?"  I  said  to  a  customer  of  mine 
last  week,  in  that  bright  and  cheery 
way  that  has  made  me  a  plumb 
favorite  of  all  the  crowned  heads. 

“Pretty  good  for  a  liar,”  he 
said. 

“Holy  smoke !”  I  said,  “you're  in 
love  with  yourself  to-day.  What 
ails  you?” 

“I’ve  just  had  to  tell  a  lie  to  a 
friend  and  a  customer,”  he  said, 
“and  I  don’t  like  the  taste  of  it.  I 
don’t  like  to  think  I’m  a  coward, 
but  I  feel  a  good  deal  like  it  just 
now.” 

“Tell  papa  all  about  it  if  it’ll 
make  you  feel  better,”  I  said.  “I’ve 
got  an  hour  before  the  train  time 
anyway.  Maybe  we’d  better  get 
the  order  fixed  up  first.” 

Which  we  did,  and  then  he 
opened  up. 

“Charlie  Smith  keeps  the  Eagle 
Hotel  down  here,  and  he  buys  all 
his  stuff  from  me.  He  buys  pretty 
big  and  is  good  pay.  I’ve  had  his 
trade  for  ten  years,  and  he’s  the 
biggest  customer  I  have.  He’s 
running  for  our  Board  of  Educa¬ 
tion,  and  I’ve  said  a  thousand  times 
I’d  never  vote  for  a  man  who  sold 
rum  for  any  public  office.  Least  of 
all  for  a  place  like  the  school  board. 
Understand,  Charlie  hardly  drinks 


A  Liar  and  a  Coward. 

himself  at  all,  and  he  might  be  all 
right  on  the  Board.  Good  as  some 
of  ’em,  anyway.  But  it’s  against 
my  principles — I  don’t  believe  in 
rum-selling,  and  I  don’t  believe  a 
man  who  does  it  ought  to  be  given 
offices.” 

“I’m  with  you,”  I  said,  “I  think 
a  saloonkeeper  ought  to  be  made 
by  law  to  drink  a  gallon  of  his 
cheapest  rum  every  day.  That 
would  quick  kill  off  what  were  in 
the  business  and  keep  the  rest  out.” 

“Chailie  came  in  here  an  hour 
ago  and  asked  me  to  vote  for  him,” 
he  went  on.  “I  told  him  I’d  think 
it  over.” 

“Why  d’ye  have  to  think  it 
over?”  he  said.  “You’ve  known  me 
for  twenty  years  and  you’ve  sold  me 
all  my  stuff  for  ten.  What  is 
there  to  think  over?  If  you  don’t 
think  I’m  good  enough  for  a  job 
that  has_no  salary  attached  to  it, 
say  so !” 

“I  said  I  had  no  such  idea  as 
that.” 

“Well,  what’s  in  your  mind 
then  ?”  he  said.  “Why  can’t  you 
tell  me  now  you’ll  vote  for  me?” 

“I  could  see  he  was  beginning 
to  feel  huffy  about  my  hesitating, 
so  as  I  was  driven  into  a  corner  I 
said  ‘all  right,  Charlie,  you  can 
count  on  me ;  I’ll  vote  for  you.’  ” 


“Well,”  I  said,  “I  don’t  see  quite 
where  the  lie  comes  in.” 

“Because  I’m  not  going  to  do  it,” 
he  said,  “I  have  my  principles  and 
I’m  going  to  stick  up  for  them.” 

“Don’t  seem  much  like  sticking 
up  for  ’em  to  me,”  I  said.  You  see 
I  had  his  order  cinched  and  could 
say  what  I  durn  pleased. 

“You’re  right,”  he  said,  “and 
that’s  what's  galling  me.  I  ought 
to  have  said  right  out  I  wouldn't 
vote  for  him  and  told  him  the  rea¬ 
son.” 

“And  lost  his  trade?”  I  said. 

“Sure,”  he  said,  “I  knew  by  the 
way  he  acted  that  if  I  hadn’t  agreed 
to  vote  for  him  he’d  have  gone  out 
mad  and  cut  me  out  from  that  min¬ 
ute.  I  was  a  liar  and  a  coward, 
that’s  what  I  was.” 

I  kept  shut,  and  in'  a  minute  he 
put  me  in  the  same  boat,  by  asking: 

“Don’t  you  think  so?” 

Fine  for  little  Willy,  wasn't  it? 

“Er — ,”  I  said  and  then  it 
dawned  on  me" 

“Nothing  doing!”  I  said,  “you 
ain’t  going  to  get  me  in  the  same 
hole,  not  if  I  see  you  first.  I  ain’t 
going  to  say  what  I  think.  You 
can  size  it  up  as  well  as  I  can.” 

“What  would  you  do?”  he  said, 
“I  don’t  feel  right  about  it.  Would 
you  keep  your  word  and  vote  for 


him,  or  would  you  go  over  and  t< 
him  ?” 

“Well,  I’ll  tell  you,”  I  said, 
suppose  what  you  ought  to  do 
to  stick  up  for  your  principles  ai 
go  over  and  tell  him.  Maybe  he 
think  of  the  nerve  it  took  to  do 
and  everything  would  be  all  rigl 
Most  likely,  though,  he’d  take  it 
a  bang  at  his  business  and  get  so 
I  believe  I’d  go  ahead  and  vote  f 
him,  just  as  I  said  I  would,  a 
then  hope  he’d  get  licked  and  ne\ 
run  for  another  office.” 

I  left  after  handing  him  tl 
piece  of  short  cake  and  I  wo 
know  till  I  see  him  again  whetl 
he  ate  it  or  not.  I  can  size  up  c 
actly  how  he  feels — it’s  just  like  1 
the  rest  of  us  feel  when  we  have  i 
knuckle  down  to  people  we  ?  1 
goods  to.  I  don’t  believe  there'  i 
fellow  alive,  if  lie’s  in  business,  tl : 
feels  as  if  he  could  be  plumb  im¬ 
pendent.  Why  I  have  a  custon  : 
— good  big  one,  too — that  mal  < 
the  rottenest  blamed  puns  that  e*  * 
was.  Honest,  some  of  ’em  :| 
worse’ll  murder.  I  believe  2 
saves  ’em  up  until  I  come  andtl  l 
unloads.  Do  I  laugh?  Why  e 
hearty  roars  I  pull  off  when  e 
hands  them  out  are  great  o 
hear.  I’m  an  actor,  that’s  whal 


am. 

Every  time  I  chirp  at  one  >f 
those  puns  I  write  my  name  don 
as  a  liar  and  a  coward.  I’m  s  •- 
him  “gee,  but  that’s  gre  ! 


mg  to 


Some  joke,  that,”  whereas  there 
all  funeral  sermons.  Why  don'  I 


come  out  and  act  so  as  to  tell  e 
truth?  Why  don’t  I  burst  out  id 
cry  like  I  want  to  do? 

You  now  why  just  as  well  a  I 
do — I  want  his  business,  and  links 
I  eat  his  bad  jokes  I  may  not  gelt. 
Why  ain’t  I  a  man  instead  of  a  111 
worm  ?  Why  ain’t  you  ? 

The  Stroller 


Chocolate  and  Cocoa  Preparations 


United  (States  Serial  No.  0267 
ttowMtctd  Under  Um  M  uhI  Drags  As*.  Jam  M,  1906 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


New  Idea  in 

MMHa  !■■■■■  ■■■■ 

Account  Register  Systems 


A  Register  that  can  grow  as  you  grow; 

One  that  can  expand  as  your  business  expands. 

The  Expansion  Type  Register  is  the  New  Idea  and  is  the  latest 

and  exclusive  feature  of 


The  End 
of  Drudgery 


Write  for  further  information.  We  will  gladly 
have  our  nearest  salesman  call  on  you  and 
explain  the  Expansion  Type  Register  features 
without  any  obligation  on  yourpartto  purchase. 


Unless  you  need  System  he  will  not  urge  you  to  buy.  Write  today  to 

The  McC&.skey  Register  Co. 

ALLIANCE.  OHIO 

Branches  :  New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memphis,  Atlanta,  Kansas  City, 
San  Francisco,  Seattle;  Dominion  Register  Company,  Ltd.,  Toronto,  Canada  ;  Manchester,  England. 


The  largest  manufacturers  of  carbon  coated  salesbooks  in  the  world 


THIS-or 
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An  International  Auto  Wagon  is  always  under  perfect  control— it  is  simple  in  construction,  easy  to  understand  and 
operate — you  know  it  won’t  run  away,  go  lame,  get  side,  or  die.  You  know  how  fast  it  will  travel  and  how  long  it  will 
take  to  make  a  trip  and  when  it  will  get  back  to  make  another.  You  know  it  will  do  as  well  to-day  and  to-morrow  as  it 
did  yesterday,  and  that  you  can  always  depend  on  it.  Besides  the  advertising  value  of  an  International  Auto  Wagon  and 
the  improved  service  it  enables  you  to  give  your  customers,  it  will  cover  three  or  four  times  as  much  territory  as  a  horse 
and  wagon.  Now  comes  the  strangest  part  of  all— an  International  Auto  Wagon  costs  much  less  to  operate  than  horse  and 
wagon  equipment.  Write  to  us  for  our  illustrated  catalogue  showing  International  Auto  Wagons  that  have  more  than  paid  for 
themselves  in  saving  of  delivery  cost.  Ask  us  any  question  you  want  about  delivery. 

International  Harvester  Company  of  America 

(INCORPORATED) 

SOT  Harvester  Building;  Chicago  USA 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT” 


32 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Shoe  Polish. 

The  polish  trim  is  arranged  in  the  following  manner :  First  cover 
the  bottom  of  the  window  with  white  crepe  paper.  In  the  centre  in 
front  place  a  neat  sign  card  with  lettering  like  illustration.  Place  a  row 
of  the  polish  in  round  boxes  at  each  side  and  in  the  centre  place  a  box 
of  each  kind  displayed,  showing  the  contents.  Back  of  this  place  a 


Imported  Italian  Goods. 

This  display  is  arranged  with  Italian  colors,  red,  white  and  gree 
First  cover  the  bottom  of  the  window  with  white  crepe  paper.  In  tl 
centre  in  front  place  a  card  naming  the  articles  displayed  in  tl 
window ;  make  the  word  “  imported  ”  in  large  letters.  In  the  cent: 
place  a  cheese  on  a  napkin  and  at  each  side  display  macaroni  ac 
salami  and  some  choice  tomatoes.  In  the  centre  at  the  rear  build 


crepe  paper  covered  box  and  on  it  place  a  pair  of  shoes  or  oxfords, 
having  one  muddy  or  soiled  and  the  other  cleaned  and  polished.  Letter 
the  box  as  illustrated.  Place  pyramids  of  the  polish  around  in  the 
window.  Run  some  of  the  white  crepe  paper  across  the  window  at 
the  rear  and  trim  with  twisted  strips  of  pink  crepe  paper.  Cut  the 
strips  about  two  inches  wide. 


large  pyramid  of  olive  oil.  Cover  a  strong  board  with  the  white  crep 
paper  and  place  it  on  the  first  two  rows  of  bottles ;  then  have  the  ne* 
one  smaller,  and  so  on.  At  each  side  display  stuffed  and  plain  olive 
in  the  same  way.  Run  some  of  the  white  crepe  paper  across  the  window 
at  the  rear  and  finish  with  twisted  strips  of  the  red,  white  and  greet : 
crepe  paper.  This  display  will  especially  please  your  Italian  customers 


New  Patents  and  Trade-marks  In  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
Patent  Attorneys,  report,  this  week,  the 
grant  of  the  following  patents : — 

Washington,  D.  C.,  April  29,  1913. 
1,061,336.  Tea  or  coffee  pot.  S. 
Sternan,  L.  Strassburger  and  A.  N. 
Lattin,  New  York,  N.  Y. 

1,061,888.  Self-closing  funnel.  August 
von  der  Crone,  Berlin,  Germany. 

Washington,  D.  C.,  May  23,  1913. 
1,062,028.  Trimmer  for  pastry  cones. 
S.  F.  Pierce,  St.  Paul,  Minn. 

1,062,059.  Mixer  and  sifter.  Sozaburo 
Toda,  New  York. 


1,062,157.  Baking  cones.  M.  L. 
Hitchcock,  Los  Angeles,  Cal. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  21,057.  “Yankee”  for  candy. 
Henry  Heide,  New  York,  N.  Y. 

Ser.  No.  57,420.  “Imperial”  for  flour. 
Imperial  Mills  Co.,  Clarksville,  Mo. 

Ser.  No.  67,273.  “A-i”  for  canned 

salmon.  Warren  Packing  Co.,  Portland, 
Ore. 

Ser.  No.  68,407.  “Lafayette”  for 
candy.  Novelty  Candy  Co.,  Jersey  City, 
N.  J. 

Ser.  No.  69,014.  “Cornet”  for  break¬ 
fast  food.  Seaboard  Rice  Milling  Co., 
Galveston,  Texas. 


Ser  No.  69,397-  “Apex”  for  raisins. 
Rosenberg  Bros.  &  Co.,  San  Francisco, 
Cal. 

Ser.  No.  69,419.  “Latona”  for  coffee. 
J.  A.  Folger  &  Co.,  Kansas  City,  Mo. 

Ser.  No.  69,422.  “El  Ardo”  for 
coffee,  and  Ser.  No.  69,424,  “Comrade” 
for  coffee.  J.  A.  Folger  &  Co.,  Kansas 
City,  Mo. 

Ser.  No.  68,198.  “Famettes”  for  mac¬ 
aroni,  noodles,  etc.  F.  A.  Martoccio 
Macaroni  Co.,  Minneapolis,  Minn. 

Ser.  No.  68,248.  “Bright  Spot”  for 
canned  fruits  and  vegetables,  tea,  etc. 
O.  R.  Piefer,  Milwaukee,  Wis. 

Ser.  No.  68,776.  “De  Luxe”  for  teas. 
Dwight  Edwards  Co.,  Portland,  Ore. 
Ser.  No.  68,794.  “Romeo  and  Juliet” 


for  candy.  Isaac  Cohen,  Philadelphi: 
Pa. 

Ser.  No.  68,845.  “Antelope”  fo 
canned  fruits.  Griffith-Durney  Co.,  Sa 
Francisco,  Cal. 


Peas  are  coming  in  from  nearb; 
points  and  range  from  85  cents  ti 
$1.25,  which  is  comparatively  high 
owing  to  short  crop.  A  year  ag( 
packers  were  paying  50  cents.  Tin 
quality  of  the  current  receipts  i: 
only  fair. 
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— 


Latest  Co-operative  Movement  Proposes  to 
Establish  Two  Thousand  Retail  Stores 


National  Co-operative  Co.,  With  New  York  Headquarters  and  a 
Delaware  Charter,  Offers  $50,000,000  of  Stock  for  Sale 
and  Promises  to  do  Great  Things.  Will  Produce  and  Sell  at 
Retail  and  While  Saving  Consumers  Thirty  Per  Cent.  Will 
Still  Make  $15,000,000  Net  Profit. 


Another  plan  to  do  away  with 
the  middleman,  eliminate  the  retail 
grocer  and  both  save  and  make 
money  at  the  same  time,  has  just 
been  launched  in  New  York.  It  is 
using  large  space  in  the  daily  news¬ 
papers  to  advertise  itself,  and  talks 
and  sounds  big.  The  name  of  the 
concern  whose  plan  this  is  is  the 
National  Co-operative  Company, 
and  it  is  incorporated  under  the 
laws  of  Delaware  for  $50,000,000 
capital.  Some  very  well  known 
names  are  mentioned  in  connection 
with  it,  among  them  Dr.  Charles 
H.  Parkhurst,  the  reverend  re¬ 
former,  and  John  D.  Crimmins,  the 
financier.  The  farmer  element  has 
been  taken  care  of  by  getting  in 
N.  P.  Hull,  past  master  of  the 
Michigan  State  Grange,  and  J.  A. 
Sherwood,  master  of  the  State 
Grange  of  Connecticut.  Stock  is 
offered  for  sale  at  $10  per  share. 

The  National  Co-operative  Com¬ 
pany  proposes  to  produce  and  man¬ 
ufacture  all  sorts  of  stuff,  chiefly 
food  products,  which  it  will  then 
sell  through  its  own  retail  stores. 
It  proposes  to  establish  2,000  retail 
stores,  and  also  hopes  to  own  100 
cold  storage  houses,  many  canning 
factories,  2,000  refrigerator  cars, 
and  2,000  live  stock  cars.  And  the 
profits — the  profits  that  the  ardent 
and  eager  promoters  of  this  latest 
candidate  for  failure  exceed  belief. 
The  following  extracts  from  the 
prospectus  are  thoroughly  worth 
reading : — 

CO-OPERATION  THE  CURE  FOR  THE 
HIGH  COST  OF  LIVING. 

The  high  cost  of  living  in  the 
United  States  is  largely  caused  by 
excessive  profits  of  those  who  come 
between  producers  and  consumers, 
together  with  the  waste  and  deter¬ 
ioration  in  general  farm  products 
from  being  handled  by  three  or 
four  middlemen,  each  one  making 
a  profit,  and,  in  many  cases,  being 
placed  in  storage  several  times  be¬ 
fore  finally  reaching  the  consumer, 
and  the  lack  of  proper  cold  storage 
facilities  in  the  cities  and  in  the 
country.  If  the  producers  could  sell 
their  live  stock  and  general  farm 
products  direct  to  the  consumers 
without  the  intervention  of  any 
middlemen,  both  parties  to  the 
transaction  would  profit.  It  is  not, 
however,  advisable  to  eliminate  live¬ 
stock  salesmen  in  the  large  receiv¬ 


ing  centers,  as  these  men  are  neces¬ 
sary  to  establish  value  of  live  stock 
in  the  interest  of  both  producers 
and  consumers. 

The  exorbitant  prices  paid  by 
consumers  for  meats  and  general 
farm  products  have  not  only  not 
benefited  the  producers,  but  have 
lessened  the  buying  powers  of  the 
consumers.  It  is  of  vital  import¬ 
ance  to  the  entire  population  to 
form  a  National  Co-Operative  Com¬ 
pany,  which  will  both  eliminate  the 
middleman  and  encourage  the  pro¬ 
ducers  to  breed  and  fatten  more 
live  stock  and  raise  more  general 
farm  products — enabling  them  to 
obtain  better  average  prices,  there¬ 
by  assuring  the  public  of  ample  and 
regular  home  supplies  at  much 
lower  prices  than  they  are  now  pay¬ 
ing  as  the  population  of  the  United 
States  increases.  The  fact  must  be 
appreciated  that  supplies  are  not 
keeping  pace  with  the  increasing  pop¬ 
ulation,  and,  unless  the  people  a- 
sist,  not  by  talk,  but  by  becoming 
shareholders  in  the  company,  in  a 
few  years  the  necessities  of  life 
will  be  as  dear  as  gold.  This  can¬ 
not  be  done  in  a  small  way;  it  must 
be  done  in  a  big  way  and  by  pro¬ 
ducers  and  consumers  joining  hands 
to  help  one  another.  The  problem, 
therefore,  is  how  to  bring  about 
this  direct  dealing?  The  answer  to 
the  problem  is,  Co-Operation. 

OPERATIONS  OF  THE  NATIONAL  CO¬ 
OPERATIVE  COMPANY. 

The  objects  of  the  National  Co- 
Operative  Company  are  to  retail 
meats,  their  usual  by-products  and 
general  farm  products  at  prices 
stripped  of  the  profits  of  middle¬ 
men  in  their  own  retail  shops  in  the 
large  cities;  to  establish  cold  stor¬ 
age  plants  at  centers  which  are 
available  for  receiving,  accumulat¬ 
ing,  assorting  and  distributing  gen¬ 
eral  farm  products,  the  idea  being 
not  to  withhold  products  for  higher 
prices,  but  to  keep  an  even  supply 
available  for  purchasers ;  to  estab¬ 
lish  abattoirs  in  the  large  live-stock 
centers  for  handling  cattle,  sheep, 
lambs,  calves,  hogs  and  their  by¬ 
products  and  their  distribution  di¬ 
rect  to  the  retail  shops;  to  estab¬ 
lish  factories  for  canning  various 
kinds  of  meats  and  farm  products 
and  the  making  of  soups.  The  re¬ 
tail  shops  can  be  put  in  complete 
working  order  within  three  months 
after  sites  are  secured.  Three 
packing  plants,  now  available,  can 
be  obtained  with  which  to  begin 
operations. 

ESTIMATED  COST  OF  PLANTS  AND 

EQUIPMENT  AND  CASH  WORKING 
CAPITAL  REQUIRED. 

It  is  assumed  that  the  business 
will  require  packing  plants  in  the 
large  receiving  centers.  There  will 
also  be  needed  at  least  100  cold 
storage  houses,  3,000  electric  motor 
vans,  2,000  retail  shops  and  canning 
factories.  The  railroad  equipment 
will  consist  of  2,000  refrigerator 
cars  and  2,000  live-stock  cars.  The 
estimated  total  cost  of  the  foregoing 
is  $23,000,000,  which  is  the  capital 


required  for  what  might  be  called 
the  plant. 

In  addition  to  the  cost  of  the 
plant  there  will  have  to  be  provided 
working  capital  for  the  purchase 
of  live  stock,  products  generally, 
advertising  the  stock  of  the  com¬ 
pany,  wages  and  operating  expenses 
and  holding  goods  in  storage.  This 
working  capital  should  be  large  and 
amply  sufficient  to  cover  all  contin¬ 
gencies  and  the  amount  is  placed  at 
about  $22,000,000. 

FINANCIAL  PLAN  BASED  ON  POPULAR 
SUBSCRIPTIONS. 

Because  of  the  magnitude  of  the 
operations  involved  it  is  necessary 
that  a  large  amount  of  capital  be 
employed ;  but  to  obtain  this  cap¬ 
ital  in  the  ordinary  way,  through 
bankers  and  underwriting  syndi¬ 
cates,  would  be  to  put  an  unneces¬ 
sary  tax  upon  the  enterprise.  It  is 
proposed,  therefore,  to  fix  the  capital 
stock  at  5,000,000  sares  of  $10  each, 
and  to  solicit  popular  subscriptions, 
but  to  limit  the  subscriptions  of 
each  person  to  not  more  than  1,000 
shares,  so  that  no  one  individual 
will  have  a  greater  interest  in  the 
Co-Operative  Company  than  the 
sum  of  $10,000;  and  in  order  that 
this  state  of  affairs  may  not  be 
changed,  it  is  proposed  that  there 
shall  be  no  transfer  of  stock  per¬ 
mitted  at  any  time  which  will  make 
the  holding  of  any  individual  great¬ 
er  than  1,000  shares,  except  as 
hereinafter  mentioned.  Each  share¬ 
holder  shall  be  entitled  to  only  one 
vote  without  regard  to  number  of 
shares  owned.  No  proxy  voting. 

DIVISION  OF  PROFITS  EARNED. 

It  is  proposed  that  surplus  profits 
earned  available  for  dividends 
shall  be  divided  as  follows: — 

First. — There  shall  be  paid  to  all 
stockholders  of  record  at  the  end  of 
each  fiscal  year  a  dividend  of  7 
per  cent,  per  annum. 

Second. — Fifteen  per  cent,  of  the 
surplus  remaining  after  payment  of 
the  7  per  cent,  dividend  shall  be  dis¬ 
tributed  among  the  employees  of  the 
company,  in  proportion  to  the  wages 
earned  by  them  during  the  current 
fiscal  year. 

Third. — After  allowing  for  the 
foregoing  two  classes  of  dividends, 
one-half  of  the  remaining  surplus 
profits  shall  be  divided  among  the 
shareholders  of  record  at  the  close 
of  the  fiscal  year  pro  rata  on  the 
amount  of  their  purchases  during 
that  year. 

Fourth. — The  balance  of  the 
profits,  after  providing  for  the  three 
classes  above  enumerated,  will  be 
available  for  dividends  to  all  share¬ 
holders  alike,  regardless  of  the  ex¬ 
tent  of  their  purchases. 

ESTIMATED  YEARLY  PROFITS. 

In  estimating  the  profit  on  live 
stock,  the  average  price  of  cattle 
sold  in  Chicago  (the  largest  mar¬ 
ket)  during  1912,  the  average  prices 
for  hogs  and  sheep  in  Chicago  for 
six  and  seven  years  respectivley, 
and  the  retail  prices  of  three  of  the 
principal  retail  meat  shops  in  New 
York  City  were  taken  as  a  fair  and 
reasonable  basis,  and  after  allowing 
for  every  conceivable  expense  and 
figuring  to  sell  the  beef,  pork  and 
mutton  and  the  by-products  of 
same  in  the  retail  shops  of  the 
company  at  about  70  per  cent,  of 
the  price  quoted  by  the  three  shops 
referred  to  above,  the  company 
would  make  a  profit  considerably 
larger  than  we  intend  to  use  as  a 
basis  of  calculation.  But  we  will 
estimate  the  yearly  profits  at  the 
low  sum  of  $15,000,000,  which 
amount  includes  the  estimated 
profits  on  general  farm  products 
after  providing  for  reserve  fund, 
depreciation  of  property  and  adver¬ 
tising. 


upon  tne  basis  ot  $15,000,000  an¬ 
nual  net  profits,  the  dividends  upon 
$50,000,000  would  be  as  follows: — 
First — 7  per  cent,  to  all 

shareholders  . $3,500,000 

Second — 15  per  cent,  of 
balance  for  employees.  1,667,500 
Third — One-half  of  bal¬ 
ance  pro  rata  upon  pur¬ 
chases  . . .  4,916,250 

Fourth — Remainder  to  all 
shareholders  alike  _  4,916,250 


$15,000,000 

This  dividend  of  the  fourth  class 
is  over  9  per  cent,  upon  the  capital 
of  $50,000,000,  after  payment  of  a 
preferred  dividend  of  7  per  cent. 

HOW  FAMILIES  WILL  BENEFIT. 

It  is  estimated  that  a  family  now 
spending  $500  yearly  for  meats, 
eggs,  butter,  poultry,  vegetables, 
fruit,  etc.,  could  buy  the  same  quan¬ 
tity  and  quality  for  about  $350, 
thereby  the  estimated  immediate 
cash  saving  would  be  about  $150 
each  year.  In  addition,  out  of  surplus 
profit  earned  available  for  dividends, 
they  would  receive  dividends  on 
investments  as  shareholders,  and 
their  proportion  of  surplus  profits 
pro  rata  on  the  amount  of  their 
purchases,  and  in  consequence  have 
something  coming  in  at  the  end  of 
each  year,  instead  of  all  going  out 
and  nothing  coming  in. 

PRELIMINARY  ORGANIZATION. 

A  Supervisory  Committee,  made 
up  of  men  in  whom  the  public  will 
have  the  utmost  confidence  will 
oversee  the  organization  of  the  Na¬ 
tional  Co-Operative  Company,  and 
select  the  Board  of  Directors  for 
the  first  year,  at  which  time  the 
duties  of  this  committee  will  cease. 

PERMANENT  ORGANIZATION. 

(a)  Board  of  Directors.  —  The 
Board  of  Directors  of  the  company 
will  be  made  up  of  men  of  expe¬ 
rience  in  the  live-stock  trade,  staple 
groceries  and  general  farm  prod¬ 
ucts,  together  with  representatives 
of  the  consumers  and  producers, 
and  it  will  be  the  aim  of  the  com¬ 
pany  to  have  good  business  men 
act  as  directors  from  each  of  the 
large  cities,  so  that  the  people  will 
know  their  interest  is  well  looked 
after. 

(b)  Executive  Committee. — The 
Board  of  Directors '  will  select  an 
Executive  Committee  from  among 
their  number  to  have  charge  of  the 
business  of  the  company  except 
when  the  Board  is  in  session. 

(c)  Executive  Officers. — The  ex¬ 
ecutive  officers  will  consist  of  a 
chairman  of  the  Board  of  Directors, 
a  chairman  of  the  Finance  Commit¬ 
tee,  a  chairman  of  the  Executive 
Committee,  a  president  and  five 
vice-presidents,  each  of  whom  will 
have  the  management  of  one  or 
more  departments,  subject  to  the  di¬ 
rection  of  the  president,  who  will 
have  the  general  supervision  of  the 
entire  business. 

(d)  The  Board  of  Directors  will 
appoint  a  secretary  and  treasurer. 
In  addition  to  the  officers  selected 
by  the  Board,  the  president  will 
subject  to  confirmation  by  the 
Board,  appoint  such  other  officers 
and  agents  as  shall  be  deemed  nec¬ 
essary  for  the  transaction  of  the 
business  of  the  company. 

All  officers  and  employees  will  be 
on  a  strictly  salary  basis  and  will 
not  be  allowed  to  participate  in  the 
earnings  of  the  company,  either  di¬ 
rectly  or  indirectly,  beyond  their 
dividends  as  employees,  or  as  share¬ 
holders,  thus  assuring  the  public 
that  the  profits,  after  expenses  are 
paid,  will  be  available  for  dividends. 

ORGANIZATION  EXPENSES. 

In  addition  to  the  labor  already 
done  and  the  money  already  spent 
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connection  with  the  organization 
this  company  during  past  years, 

:re  are  labor  and  services  neces- 
•y  to  be  done  and  rendered, 
ney  which  has  already  necessarily 
:n  expended  to  be  repaid,  besides 
ividing  necessary  funds  for  the 
janization  expenses,  all  of  which 
:  necessary  to  properly  organize 
:  company  so  that  it  be  and  con- 
lie  a  body  corporate  and  ready  to 
rt  as  a  going  concern.  In  full 
/ment  for  such  labor  done  and 
s  performed  by  the  organizers 
1  services  to  be  rendered  until 
:  company  is  thoroughly  or- 
lized,  the  company  will  deliver 
William  Wallace  Brauer  (rep¬ 
enting  the  organizers),  on  de- 
nd,  350,000  shares  of  its  stock 
ly  paid  and  non-assessable,  and 
per  cent,  of  the  capital  as  and 
en  received,  to  be  distributed  pro 
a  between  himself  and  his  asso- 
tes  who  assisted  in  organizing 
I  financing  the  above,  in  lieu  of 
r  further  consideration. 

PUBLICITY  BUREAU. 

lo  present  properly  the  prospec- 
of  this  company  to  the  public,  it 
necessary  to  maintain,  while  pro- 
■ing  the  necessary  working  cap- 
1,  a  publicity  bureau,  and  through 
to  procure  proper  advertising 
oughout  the  United  States  in  the 
;ss,  to  print  and  publish  the  pros- 
:tus,  to  mail  the  same  and  dis- 
ninate  other  necessary  informa- 
n  to  the  public  for  such  purposes, 
is  expense  it  is  impossible  to  es- 
late  with  accuracy,  but  it  is  not 
imated  that  it  will  be  large,  and 
:  expense  is  to  be  paid  by  the 
npany  out  of  the  moneys  first 
Dscribed  as  and  when  received, 
lis  department  will  also  pay  the 
jal  commissions  necessary  for  the 
e  of  stock. 

FUNDS  OF  THE  COMPANY. 

Ml  moneys  received  from  the 
e  of  stock  will  be  immediately 
posited  to  the  credit  of  the  com¬ 
ity  in  National  banks. 

METHODS  OF  SUBSCRIPTION. 
Subscriptions  for  stock  should  be 
it  to  the  head  office  of  the 
itional  Co-Operative  Company, 
oolworth  Building,  233  Broadway, 
iw  York  City,  N.  Y.,  and  to  such 
tier  places  as  the  company  may 
signate,  in  any  of  the  following 
rins :  By  check,  by  postal  money 
der  or  by  express  money  order. 
Checks  should  be  made  payable 
order  of  the  National  Co-Opera- 
't  Company. 

Temporary  receipts  for  paid  sub- 
riptions  will  be  issued,  exchange- 
le  for  regular  stock  certificates 
ion  completion  of  the  organiza- 

>n. 

A  WORD  TO  THE  PEOPLE. 

No  person  can  become  a  mem- 
r  of  this  Co-Operative  Company 
lless  he  or  she  first  becomes  a 
ockholder.  If  it  is  the  will  of  the 
:ople  that  this  company  shall  be 
irmed,  and  the  high  cost  of  living 
duced,  then  the  subscriptions  for 
ock  should  be  made  at  once,  and 
)  person  should  wait  to  see  what 
imebody  else  does,  for  it  is  not 
issible  to  form  this  company  ex- 
■pt  by  popular  subscription.  This 
ntence  cannot  be  too  strongly  em- 
lasized,  or  made  too  plain,  for  it 
of  vital  importance  to  the  wel- 
ire  of  not  only  this  generation, 
it  of  those  to  follow,  and  it  is 
aped  that  the  people  will  give  it 
leir  most  serious  consideration. 

'he  headquarters  of  the  National 
■operative  Co.  are  in  the  Wool- 
rth  Building,  233  Broadway, 
w  York.  The  chief  promoter  is 
W.  Brauer,  a  cattle  exporter. 


PACKED  ONLY  IN  PAILS 


The  Lard  That 
Sells  Best 


SIMON  PURE 
LEAF  LARD 


Armour’s  Simon  Pure  Leaf  Lard  is 

the  choicest  lard  that  can  be  manu¬ 
factured.  It  is  rendered  from  the 
“leaf”  fat,  the  choicest  fat  for  lard  in 
existence — a  genuine  leaf  lard.  Call 
your  customers’  attention  to  its  flaki¬ 
ness,  its  snowy  whiteness.  Guarantee 
its  absolute  purity.  Tell  them  it  makes 
pastry  light  and  fluffy  and  easy  to 
digest. 


The  Store  Sign  shown  above 
is  FREE  to  Armour  dealers 


Let  us  send  you  this  sign  so  you 
can  put  it  in  a  prominent  part  of  your 
store.  It  will  increase  your  sales  of 

Simon  Pure  Leaf  Lard. 


Armour’s  “Shield”  Pure  Lard,  “Vegetable”  and  “White  Cloud”  substitutes, 
are  all  famous  for  their  fine  quality  and  sure  to  please  your  customers.  You 
can  secure  the  best  lard  trade  by  pushing  ihe  sale  of  Armour’s  Brands,  which 
are  sure  to  give  most  satisfaction  and  win  trade  for  you  as  they  have  won  it 
for  us. 


Sn*»ri»l  tn  Grnr^r*  We  have  a  special  Pr°P°sition 

opeciai  viier  10  orocers  for  you  We  will  pay  you  t0 

work  for  us  to  increase  your  sales.  This  is  co-operation  that  means  extra 
dollars  for  you.  Write  us  at  once  for  full  details. 


ARMOUR^b  COMPANY 

CHICAGO 


WHAT  TO  TELL  CUSTOMERS 

“Simon  Pure  Leaf  Lard  is  absolutely  guaranteed  by 
Armour  &  Company.  It  has  no  equal  for  making  light  and 
delicious  pastry.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  Jobber’s  Right  to  Sell  Boarding 

Houses 


Pennsylvania  Retailer  Finds  New  York  Jobber  Doing  It  and 
Calls  Him  Down.  The  Correspondence.  Discussion  of 
Question,  Are  Boarding  Houses  Consumers? 


The  always  mooted  question  as  to 
the  wholesale  grocer’s  right  to  sell 
consumers,  meaning  particularly 
boarding  houses,  finds  new  facts  to 
feed  upon  in  a  case  brought  to  the 
attention  of  this  journal  by  a  valued 
subscriber  in  Monroe  County,  Pa. 
His  letter  is  as  follows: — 

- ,  Pa.,  June  5,  ISU3- 


To  the  Editor, 

Philadelphia,  Pa. 

Dear  Sir : — I  have  been  a  reader 
of  your  valued  paper  for  many 
years  and  have  always  been  im¬ 
pressed  with  its  fairness  in  matters 
pertaining  to  the  business  of  job¬ 
bing  and  retailing  groceries  and  kin¬ 
dred  lines. 

For  your  information  and  criti¬ 
cism  1  inclose  a  carbon  copy  of 
letter  written  to  the  largest  whole¬ 
sale  grocers  in  New  York,  and 
would  be  glad  if  you  would  state 
this  matter  from  the  standpoint  of 
the  retailer. 

Of  course,  you  will  not  mention 
names  or  towns  for  obvious  rea¬ 
sons,  but  I  believe  I  have  stated 
the  matter  fairly  and  want  to  know 
how  other  merchants  feel  about  it. 

A  few  years  ago  Monroe  County 
had  a  good  though  not  very  well 
organized  Merchants’  Association. 
It  was  conceded  by  all  to  be  valua¬ 
ble  to  its  members,  but  the  custom¬ 
ary  apathy  of  90  per  cent,  of  the 
members  allowed  it  to  die,  and  this 
in  face  of  the  fact  that  some  mem¬ 
bers  had  stated  in  open  meeting 
that  they  had  collected  as  much  as 
a  hundred  dollars  in  a  single  year 
through  their  membership. 

Thanking  you  in  advance  for 
your  comments  on  above,  I  remain,  , 
Yours  respectfully, 


The  letter  of  complaint  which 
this  correspondent  sent  the  New 
York  jobbers  referred  to  was  as 
follows : — 


&  Co., 


New  York,  N.  Y. 

Gentlemen  : — I  yesterday  gave 
your  agent  an  order  for  some  gro¬ 
ceries  and  also  an  order  for  cigars. 

He  immediately  after  called  up  on 
the  local  phone  a  customer  of  mine 
in  a  small  boardinghouse  in  the 
mountains.  I  supply  him  practically 
all  his  goods  during  the  season,  us¬ 
ing  my  credit  to  carry  the  house. 

I  conclude  that  your  agent’s  call 
there  was  to  sell  him  goods.  This 
makes  me  ask  the  question  as  to 
your  policy  of  selling  goods  direct 
to  the  consumer  when  that  con¬ 
sumer  is  not  a  grocer. 

Your  agent  a  year  ago  told  me 
you  would  not  sell  direct  to  the 
consumer,  but  that  you  had  been 

selling  -  Brothers  for  many 

years.  This  fact  I  knew  and  made 
no  objection  to  your  continuing 


that,  though  I  believe  it  is  unfair  to 
the  grocer  who  is  obliged  to  pay  the 
expense  of  doing  business,  the  State 
tax  and  all  the  other  things  from 
which  the  consumer  is  exempt. 


The  fight  by  the  jobber  for  his 
existence  is  the  same  fight  which  the 
retailer  is  having. 

If  you  as  a  jobber  think  the  man¬ 
ufacturer  should  not  sell  to  the  re¬ 
tailer,  surely  you  will  admit  the 
fairness  of  the  grocers’  contention 
that  the  jobber  should  not  sell  di¬ 
rect  to  the  customer  of  the  grocer. 

Won’t  you  let  me  have  a  state¬ 
ment  of  your  policy  in  this  matter 
and  thus  prevent  any  misunder¬ 
standing  in  the  future? 

Yours  truly, 

*  *  *  * 


The  question  here  is  not — has  the 
jobber  the  right  to  sell  consumers. 
Practically  all  jobbers  admit  now 
that  he  has  no  such  right  if  the 
manufacturer  has  no  right  to  sell 
retailers.  In  other  words,  if  there 
are  to  be  any  divisions  and  restric¬ 
tions  whatever,  and  one  of  those  di¬ 
visions  or  restrictions  confines  the 
manufacturer  to  selling  jobbers, 
then  certainly  there  should  be  an¬ 
other  one  confining  jobbers  to  sell¬ 
ing  retailers.  That  is  hardly  a  de¬ 
batable  question  any  longer,  for 
practically  everybody  concedes  it. 
The  question  raised  by  the  above 
correspondence  is  different.  It  is 
whether  boarding  houses  are  con¬ 
sumers.  The  jobber  who  sells 


buy  the  quantity,  and  that  the  cent,  lower  than  1909,  on  like  dat< 
manufacturer  should  have  the  right  The  average  prices  for  meat  an 
to  sell  any  retailer — or  any  con- 1  mals  decreased  about  3.7  per  cen 
sumer,  for  that  matter — who  will  from  April  15th  to  May  1 5tl 
buy  largely  enough.  This  view,  which  compares  with  an  increase  c 
however,  is  repudiated  by  a  larged  1.5  per  cent,  in  the  same  period 
number  on  both  sides,  but  the  year  ago.  On  May  15th  prices  c 
writer  has  always  stood  ready  to  j  meat  animals  averaged  about  10. 
back  with  a  modest  wager  the  opin-  J  per  cent,  higher  than  on  like  dat 


ion  that  within  a  comparatively  few 
years  that  plan  will  be  in  universal 
use. 


How  Food  Prices  Have  Varied 
in  Last  Five  Years. 


Official  Figures  Showing  Comparisons 
in  Most  Food  Staples.  Surprising 
Steadiness  in  Many  Lines. 


Special  Correspondence  of 
and  General  Merchant.” 


'Grocery  World 


Washington,  D.  C., 

June  13,  1913. 

I  lie  average  of  prices  received 
by  producers  of  the  United  States 
for  staple  crops  increased  about 
4.3  per  cent,  from  May  1st  to  June 
1st,  which  compares  with  an  in¬ 
crease  of  1.2  per  cent,  in  the  same 
period  a  year  ago  and  an  average 
increase  of  3.4  per  cent,  during 
May  of  the  past'  five  years.  On 
June  1st  prices  of  staple  crops  aver¬ 
aged  about  28.0  per  cent,  lower 
than  on  like  date  of  1912,  5.1  per 
cent,  lower  than  in  1911,  9.2  per 
cent,  lower  than  1910,  and  17.3  per 


a  year  ago,  27.7  per  cent,  highe 
than  two  years  ago,  and  4.0  pe 
cent,  lower  than  three  years  ag< 
The  average  prices  received  jb 
producers  of  the  United  States  fc 
articles  named,  on  dates  indicater 
according  to  reports  made  by  coi 
respondents  of  the  Bureau  of  Sta 
tistics  of  the  United  States  Depart 
ment  of  Agriculture  were  about  a 
follows : — 


Corn,  bushel.. 


Veal  calves, loolbs 

Sheep,  100  lbs . 

Lambs,  ioolbs... 


Apples,  bushel. 


Sweet  potatoes 

bushel 


Peanuts,  lb... 
Maple  Sugar,  lb.... 
Maple  Syrup,  gal.. 


June  1, 

June  1, 

June  1, 

June  j 

1913 

1912 

I9II 

1910 

60  6 

82  5 

55  1 

65.2 

82.7 

IC2  8 

86.3 

97.6 

.  36.0 

55-3 

34-7 

43-0 

:1  70.8 

84.8 

70.  I 

73-7 

■  SS-2 

119  7 

63-3 

37-4 

••  *5-5 

24.8 

20.3 

24.1 

12.0 

II  .  I 

11  .O 

12.4 

.  16.9 

I6.7 

14*5 

18.3 

11.30 

17-54 

13.16 

11.60 

May  15,  May  15,  May  15, 

M  ay  1 

19*3 

1912 

1911 

1910 

■$  7-45 

$  6.79 

*  5-  72 

S  8.59 

1.  6.01 

5-36 

4-59 

5-23 

.  7.17 

6.23 

5-68 

6.30 

.  491 

4.74 

4-5i 

5-79 

6.66 

6. 16 

5-74 

7.26 

.  54-8° 

45-63 

44-54 

42-38 

.145.00 

144.00 

146.00 

148.00 

.  1.58 

2.98 

1.38 

2  77 

■  -94 

1 . 29 

I  .40 

1.27 

.  2.18 

2.52 

2.  17 

2.17 

.87 

i-77 

I  .29 

1.03 

>■  -93 

1. 19 

1.04 

.82 

I  .  76 

7.  l6 

5 -24 

.O47 

.049 

.048 

.05.1 

.123 

.  tt6 

.  I. 08l 

1.088 

Holt. 


them  will  contend  that  a  boarding 


house  that  sells  meals  is  a  dealer 
who  buys  to  sell  again,  and  he 
therefore  has  a  perfect  right  to  sell 
to  him.  The  retail  grocer  contends 
that  a  boarding  house  is  a  con¬ 
sumer,  and  belongs  to  the  retailer. 
The  question  has  never  been  set¬ 
tled  and  probably  never  will  be. 
It  can  hardly  be  denied  that  a 
boarding  house  does  resell  the  gro¬ 
ceries  it  buys,  though  not  in  the 
same  form.  It  is  equally  true  that 
it  is  not  exactly  in  the  position  of  a 
private  family,  because  it  is  in  a 
business  which  involves  the  sale  of 
merchandise.  There  are  things  to 
be  said  on  both  sides. 

As  to  all  these  questions  the 
writer  has  always  been  inclined  to 
be  more  liberal  than  many  persons 
who  have  views  on  the  subject. 
We  have  always  had  more  or  less 
sympathy  with  the  man  who  con¬ 
tended  that  there  should  be  no  di¬ 
visions  or  restrictions  in  the  distri¬ 
bution  of  goods,  that  the  jobber 
should  have  the  right  to  sell  any¬ 
body,  consumer  or  not,  who  can 


Government  Says  We’re  in  for  Meat 

Shortage 


Last  Six  Years  Have  Witnessed  Thirty  Per  Cent.  Falling  Off  ii 
Supply  of  Meat  Cattle.  Drop  of  Thirteen  Per  Cent,  in  Onffl 
Year  in  Amount  of  Government  Inspected  Meat.  Hov 
Prices  Have  Advanced. 


Special  Correspondence  of 
and  General  Merchant.” 


“Grocery  World 


W  ashington, 


D.  C., 

June  12,  1913. 

During  the  week  the  Department 
of  Agriculture  has  issued  a  strong 
warning  that  the  country  is  facing 
a  sharp  shortage  in  meat.  Accord¬ 
ing  to  the  Department,  the  shortage 
in  the  supply  of  meat-producing 
animals  in  the  United  States  is 
steadily  becoming  more  pro¬ 
nounced,  and  it  is  evident  that  the 
country  is  facing  an  era  of  short 
production  of  meat.  In  the  last 
six  years  there  has  been  a  decline 
of  over  30  per  cent,  in  the  num¬ 
ber  of  beef  cattle  in  the  country, 
while  the  population,  and  the  conse¬ 


quent  demand  for  meat  have  in 
creased.  According  to  estimates  o 
the  Department  of  Agriculture,  th< 
beef  cattle  in  the  country  on  Janu 
ary  1,  1907,  numbered  51,566,00c 
and  at  the  beginning  of  the  presen 
year  the  number  was  only  36,030, 
000. 

More  than  half  of  the  meat  pro 
duced  in  the  United  States  I 
slaughtered  under  Government  in 
spection.  A  decrease  of  over  r 
per  cent,  is  shown  in  the  number  0 
animals  killed  under  this  inspectioi 
in  the  first  three  months  of  thi 
year  as  compared  with  the  sairn 
period  of  last  year. 

The  year  1912  was  a  year  o 
high  prices  for  all  classes  of  foot 
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mis,  as  is  evidenced  by  the 
ally  increased  average  prices  of 
stock  at  Chicago,  the  repressi¬ 
ve  market  of  the  country, 
is  the  average  price  of  cattle 
live  steers)  for  1912  was  $7-95> 
against  $6.50  for  1911,  or  an 
-ease  of  22.31  per  cent.,  while 
advance  in  range  steers  was  still 
ater,  being  31.58  per  cent.  The 
rage  price  of  hogs  in  1912  at 
same  market  was  $7-55>  as 
inst  $6.70  for  19x1,  which  is  an 
-ease  of  12.69  per  cent.  Simi- 
y  the  average  prices  of  sheep 
i  lambs  rose  from  $3.95  and 
)0,  respectively,  in  1911  to  $4.55 
[  $7.10,  respectively,  in  1912, 
ich  is  an  increase  of  15.19  per 
t.  for  sheep  and  20.34  per  cent, 
lambs. 

Jnfortunately,  when  prices  of 
:  stock  rule  high,  as  was  the 
e  in  1910,  there  is  a  natural 
dency  for  farmers  to  rush  every- 
ig  salable  to  market,  including 
nature  animals  and,  worst  of  all, 
eding  animals.  This  inevitably 
ngs  about  a  future  shortage,  and 
the  country  suffers  from  alter- 
e  periods  of  comparative  and 
1  stringency,  while  producers 
en  lose  heavily  through  the  in- 
bility  of  prices. 

iVith  our  diminished  production 
the  face  of  the  heavy  demand 
1  high  prices  of  the  home  mar- 
:,  we  no  longer  have  a  surplus 
■  export,  and  it  is  no  wonder  that 
r  export  trade  in  meat  animals 
:1  products  has  declined  heavily, 
ir  once  great  trade  with  England 
cattle  and  fresh  beef  has  dis- 
peared,  and  the  only  considerable 
ms  now  shipped  to  foreign  mar¬ 
ts  are  prepared  hog  products 
:h  as  bacon,  hams  and  lard, 
igland  is  now  drawing  its  im- 
rted  beef  supply  mostly  from  Ar- 
ntina,  and  its  supply  of  mutton 
d  lamb  from  Australia  and  New 
aland  as  well  as  Argentina. 

Holt. 


A  few  cantaloupes  are  coming 
Dm  California,  but  they  are  very 
tall,  though  of  good  flavor.  The 
ice  is  around  $3.50,  with  a  fair 
mand.  Florida  cantaloupes  range 
om  $1.50  to  $2.50. 

ELTON  J.  BUCKLEY 

Editor ‘‘Grocery  World  and  General  Merchant” 

ttomey  and  Counselorat  Law 
643-648  Land  Title  Building 

Philadelphia,  Pa. 

Telenhones  (  Bel1'  sPruce  2608-2609 

ieiepnones  ^  keystone.  Raca  74^ 

IN  WRITING  TO 


Women 
Prefer 

Pearl  Cleanser 

to  any  other,  because  it  combines 
all  the  “soapiness”  and  all  the 
“scouring  power”  that  can  be  put 
into  a  cleanser,  yet  does  not  scratch. 
Full  pound  in  every  package. 

We  redeem  the  fronts  of  Pearl 
Cleanser  cartons  for  high-grade  gifts, 
so  your  customers  have  an  additional 
inducement  to  keep  on  buying  Pearl 
Cleanser — each  sale  at  a  good  profit  to 
you.  Start  your  customers  on  Pearl 
Cleanser  and  you’ll  be  surprised  how 
soon  it  becomes  your  leading  seller. 


as.W.Young 

PHIIADELPMIA.PA 


cut  out  small  can  in  ci«clE 

t&tfmaii  ronGirrs.couNTiNC  out 


CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

ESTABLISHED  1877  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“Notice  this  can  of  PEARL  CLEANSER  is  a  full  pound;  it 
will  scour  more  things  without  scratching  them  or  hurting  the 
hands  than  any  cleanser  I  know.  Cut  the  httle  can  out  of  e 
front  of  the  big  one  and  save  it— this  gift  book  shows  you  why. 


\CD\  SjsflTTTE)  M 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


An  interesting  description  of  the 
latest  plan  to  eliminate  retail  gro¬ 
cers  and  other 

The  Latest  Blow  at  middlemen  ap- 

the  Retail  Grocer,  pears  in  another 

column.  It  is  the 
National  Co-operative  Co.,  a  Dela¬ 
ware  corporation  with  $50,000,000 
capital,  whose  stock  is  ottered  at 
$ro  a  share  to  all  who  believe  they 
should  like  to  get  along  without  the 
grocer. 

This  is  not  only  the  latest  but  is 
apparently  the  largest  of  many 
enterprises  launched  in  this  coun¬ 
try  during  the  last  twenty  years  to 
reduce  the  cost  of  living  by  saving 
the  middlemen’s  profit.  Every  one 
has  mentioned  in  its  prospectus  the 
fact  that  the  English  co-operative 
societies  flourish  like  the  green  bay 
tree  and  pay  regular  dividends,  ig 
noring  the  vital  difference  between 
conditions  in  England  and  condi¬ 
tions  here.  Every  one  of  the 
schemes  launched  here  died.  Not 
one  even  got  within  sight  of  sue 
cess,  not  one  lived  more  than  a 
very  few  months. 

The  writer  confidently  predicts 
the  same  failure  for  this  latest  en 
terprise,  for  two  reasons.  The  first 
is  that  its  very  nature,  as  revealed 
by  the  prospectus  published  else¬ 
where,  will  prevent  it  from  getting 
anywhere  at  all  unless  it  can  start 
big.  It  is  not  a  scheme  that 
can  begin  small  and  work  up. 
This  means  heavy  subscriptions  at 
the  start,  which  we  venture  to  pre¬ 
dict  will  not  be  forthcoming. 
Somehow  the  American  people 
have  never  seemed  to  be  very 
hungry  for  such  things,  and  what 
hunger  they  had  in  the  beginning 
has  been  killed  by  the  repeated  fail¬ 
ures. 

The  second  reason  for  predicting 
failure  is  that  the  new  scheme  is 
being  exploited  in  a  way  which 
makes  it  look  remarkably  like  a 
fake.  For  instance,  in  discussing 
the  saving  that  the  concern  hopes 
to  make  consumers,  this  statement 
is  made:  “It  is  estimated  that  a 
family  now  spending  $500  yearly 
for  meats,  eggs,  butter,  vegetables, 
fruit,  etc.,  could  buy  the  same 
quantity  and  quality  for  about  $350, 
thereby  the  estimated  immediate 
cash  saving  would  be  about  $150 


each  year.”  In  other  words,  this 
new  company  proposes  to  sell  goods 
30  per  cent,  lower  than  the  average 
retailer,  and  still  make  $15,000,000 
yearly  net  profits !  Of  course  such 
a  thing  could  never  in  the  world 
be  done  and  the  representation  that 
it  can,  leading  to  the  sale  of  stock, 
is  a  false  representation. 


The  bill  introduced  in  the  Penn¬ 
sylvania  Senate  last  week,  and 
briefly  referred  to 
„  in  last  week’s 

A  Very  Bad  Bill.  TT 

Harrisburg  letter 
as  requiring  retail 
grocers  to  register,  should  never 
pass  in  its  present  form.  Informa¬ 
tion  obtained  about  the  bill  is  that 
it  is  part  of  a  plan  to  enable  the 
State  food  authorities,  the  Federal 
food  authorities  and  the  Health 
authorities,  by  working  together, 
to  enforce  all  the  food  and  health 
laws  more  strictly  than  any  of 
the  three  have  been  able  to  do 
alone.  Grocers  will  be  compelled 
to  register,  and  if  the  present  plan 
goes  through,  to  pledge  themselves 
in  writing  to  obey  the  rules  and 
regulations  of  State  Federal  and 
Health  departments.  The  latter 
provision  is  the  one  that  should 
never  go  through  in  its  present 
form. 

The  retail  grocery  trade  have 
never  had  any  particular  complaint 
as  to  the  regulations  issued  by  the 
State  Dairy  and  Food  Department. 
In  the  main  they  have  been  reason¬ 
able  and  in  entire  accordance  with 
the  law.  Not  so  much  can  be  said 
of  the  Federal  food  regulations, 
many  of  which,  in  the  beginning, 
went  far  outside  their  legal  author¬ 
ity  and  were  later  modified. 

The  regulations  of  the  Health 
Board  have  always  been  a  thorn  in 
the  retailer’s  side,  and  if  he  is 
obliged  to  pledge  himself  in  ad¬ 
vance,  to  obey  them  under  penalty 
of  having  his  license  revoked,  he 
will  be  largely  helpless  against 
what  may  become  gross  oppres¬ 
sion.  Health  Boards  in  general, 
and  the  one  in  Philadelphia  in  par¬ 
ticular,  cherish  the  delusion  that 
they  are  beholden  to  nobody,  that 
under  the  general  statutory  permis¬ 
sion  to  “make  such  regulations  as 
they  may  deem  necessary,”  they 


can  go  as  far  as  they  like,  even  to 
making  totally  unnecessary  regula¬ 
tions  against  a  part  of  a  class. 
These  bodies  are  never  run  by 
practical  men,  but  by  political  doc¬ 
tors  ;  they  trade  upon  the  belief  that 
the  courts  will  uphold  all  they  do 
because  it  is  in  the  interest  of  the 
public  health. 

The  conscientious  grocer  is  wil 
ling  to  obey  every  law,  or  regu¬ 
lation  under  the  law,  which  is  con¬ 
stitutional  and  legal,  but  he  is  not 
willing  and  should  not  be  asked  to 
obey  anything  else.  The  proposed 
law  should  contain  a  provision  like 
this  :  “Provided,  that  such  rules  anc 
regulations  are  in  conformity  with 
law.” 


end  it  will  be  a  good  thing — for  tilt 
survivors — to  get  rid  of  the  factor* 
which  the  trade  can  do  without 
but  it  will  not  be  a  pleasant  sighl 
for  those  who  dread  the  sight  oi 
blood. 


The  “Grocery  World  and  Genera 
Merchant”  wonders  how  well  the 

trade  realize  how 

Turned  Over  to  the  Completely  the 
Price  Cutter.  highest  court  in 

the  United  States 
has  turned  the  trade  in  all  lines  over 
to  the  price  cutter.  Practically 
everything  that  a  manufacturer 
has  done,  or  can  do,  to  protect 
prices  and  assure  the  retailer  a  liv¬ 
ing  profit  has  been  pronounced  il¬ 
legal.  It  is  hard  to  see  what  now 
remains  to  restrain  excessive  com¬ 
petition  and  avoid  the  evils  that  it 
is  bound  to  bring.-  “Excessive” 
competition  because  in  almost  all 
lines  there  are  too  many  competi¬ 
tors.  Where  there  are  too  many 
competitors  only  two  things  can  be 
done :  First,  keep  prices  up  by 
combining  and  thus  eliminating 
rivalry;  or,  second,  let  prices  go 
where  they  will.  The  first  course 
means  a  fight  with  the  United 
States  Government,  and  the  second 
means  destruction,  for  where  ten 
men  fight  for  what  at  best  can  only 
sustain  five,  it  is  as  certain  as  any¬ 
thing  can  be  that  those  who  get  it 
are  not  going  to  get  it  at  a  profit. 

The  condition  which  the  Su¬ 
preme  Court  has  created,  wherein 
a  manufacturer  must  stand  by  and 
see  cutters  slash  his  product  to  the 
point  where  a  large  part  of  the 
trade  will  refuse  to  handle  it,  very 
probably  means  the  sharpest  fight 
the  trade  has  ever  known,  with  the 
“survival  of  the  fittest”  waiting  in 
the  background.  Perhaps  in  the 


Unless  the  Quaker  Oats  Co. 
which  admittedly  controls  the 
American  oatmea! 

The  Government  industry,  has  beer 

Quaker  Oats  Co.  using  its  power  ir 
illicit  and  monop¬ 
olistic  ways  of  which  this  journal 
knows  nothing,  the  writer  expects 
the  suit  brought  against  it  by  the 
Government  to  fail.  The  facts  of 
the  suit  appear  in  another  column. 

If  the  Quaker  Oats  Co.  has  not 
used  its  power  in  illicit  and  monop¬ 
olistic  ways,  but  has  won  its  busi¬ 
ness  merely  by  being  the  largest 
factor,  then  the  suit  against  it  is 
the  first  to  squarely  raise  the  ques¬ 
tion,  is  it  illegal  to  become  large 
and  thus  to  dominate  the  market? 
There  are  two  ways  in  which  a 
manufacturer,  or  a  merchant,  may 
become  the  dominant  factor  in  his 
line.  He  may  buy  in  his  competi¬ 
tors,  and  become  perhaps  the  only 
factor.  Or  he  can  leave  his  com-  , 
petitors  alone  and  by  strict  atten¬ 
tion  to  business  grow  so  much 
larger  than  they  are  that  he  domi¬ 
nates  them.  The  Government 
evidently  thinks  that  the  first  way 
constitutes  a  monopoly,  for  it  is 
exactly  what  it  is  attacking  the 
Quaker  Oats  Co.  for  doing. 

Nobody  has  yet  had  the  temerity 
to  contend  that  the  second  way  is 
illegal,  and  anyone  who  did  contend 
that  could  be  clapped  in  an  insane 
asylum  at  a  moment’s  notice.  It  is 
not  a  crime  in  this  country  to  suc¬ 
ceed  so  well  that  you  outstrip  your 
competitors,  even  though  you  out¬ 
strip  them  so  far  that  put  together 
they  represent  only  10  per  cent, 
while  you  represent  90. 

How  is  it  possible  for  one  of 
these  methods  to  be  legal  and  the 
other  illegal,  when  both  produce  the 
same  result?  If  the  crime  consists 
in  merely  being  the  largest  and 
therefore  the  dominant  factor  in 
the  field,  energy  and  enterprise  are 
no  longer  possible,  commercial 
growth  will  disappear  and  we  will 
lave  a  race  of  commercial  pigmies 
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:ad  of  the  giants  that  we  have 
.  Such  a  thing  is  not  conceiv- 
.  The  Government  cannot  win 
case,  or  any  other  like  it,  un¬ 
it  can  show,  not  that  the  power 
>ssessed  by  a  manufacturer,  but 
it  has  been  exercised  in  some 
opolistic  way. 

he  egg  candlers  of  Philadelphia, 
have  never  struck  before,  so 

far  as  could  be 

ness  About  the  learned,  went  out 
handlers’  steike.  iast  Monday  for 

better  wages  and 
ter  hours.  They  ask  $18  a 
k,  a  fifty-hour  week,  time  and 
time  for  extra  hours,  a  Satur- 
half  holiday,  recognition  of  the 
in  and  the  closed  shop.  Natu- 
r  there  aren’t  so  many  egg 
llers  and  only  about  a  hundred 
implicated  in  the  present  strike, 
y  earn  about  $15  a  week, 
he  significant  part  of  the  news- 
;r  accounts  of  this  little  and  in 
e  respects  insignificant  strike,  is 
following  sentence,  which  ap- 
•s  in  all  in  about  the  same 
ds:  “C.  O.  Pratt  has  been  en- 
ed  as  organizer.” 

.  O.  Pratt  is  a  professional  labor 
ator.  Pie  came  to  Philadelphia 


several  years  ago  to  foment  a 
strike  of  the  Transit  Co’s  employ¬ 
ees,  and  he  has  been  hanging  about 
the  city  since,  doing  what  he  could 
whenever  the  way  opened,  to  ar¬ 
ray  employed  against  employer. 
The  writer  ventures  the  guess  that 
the  egg  candlers’  strike  was  con¬ 
ceived  and  carried  out  in  Mr. 
Pratt’s  fermenting  brain,  whose  ac¬ 
tivities  may  have  been  stimulated 
by  the  fact  that  he  needed  a  job. 

The  world  holds  no  greater  pest 
than  the  professional  labor  agitator 
— the  man  whose  trade  it  is  to 
foment  strife,  to  arouse  friction  be¬ 
tween  worker  and  employer  for  real 
or  fancied  causes.  The  man  who 
does  such  things  for  wages  is  a 
contemptible  creature,  hardly  less 
to  be  despised  than  the  human 
thing  that  trades  on  women’s 
shame.  The  writer  knows  nothing 
about  the  condition  of  the  egg 
candlers.  They  may  be  oppressed, 
they  may  deserve  relief,  but  the 
fact  seems  to  remain  that  they  got 
along  all  right  until  professional 
creators  of  discord  came  among 
them.  Surely  a  laboring  man  can¬ 
not  be  said  to  be  very  deeply  dis¬ 
contented  when  he  needs  to  be  told 
of  his  discontent. 
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How  Mach  Do  You  Get  From 
Your  Clerks? 
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suppose  if  there  is  a  thought 
feeling  more  nearly  universal 
a  another  among  merchants,  it 
he  desire  to  get  the  maximum 
dee  out  of  employees.  That 
sn’t  mean  the  desire  to  overwork 

m,  but  the  desire  to  inspire  them 
h  such  interest  in  their  task  that 
y  will  give  their  best  involun- 
ily. 

[here  are  various  ways  of  doing 
>.  Some  large  employers  use 
at  they  call  “welfare  work” ; 
ers  try  profit  sharing  and  vari¬ 
es  on  profit  sharing,  while 
ers  seek  to  accomplish  it  by  giv- 
'  employees  as  little  consider- 
Dn  as  possible,  by  docking  them 
en  they  are  sick  or  on  a  vaca- 

n,  in  short,  by  giving  them  ex- 
ly  what  they  have  agreed  to  and 
:  the  weight  of  a  hair  more, 
jenerosity  is  always  a  good 
finess  investment,  especially  with 
i’s  employees.  In  fact  I  know 
no  other  case  in  which  it  brings 


such  large  returns.  The  employee 
who  feels  that  his  employer  is  gen¬ 
erous,  big-hearted,  and  fair,  with  a 
constantly  exhibited  impulse  to 
“treat  him  white,”  is  going  to  work 
for  that  employer  with  a  warm  im¬ 
pulse  of  affection  and  loyalty  that 
the  employee  not  so  treated  never 
feels  at  all.  Many  conscientious 
employees  who  are  not  treated  gen¬ 
erously  feel  under  a  duty  to  do,  but 
duty  to  do  is  a  poor  substitute  for 
will  to  do. 

Mr.  C.  W.  Post,  of  the  Postum 
Cereal  Co.,  sends  me  a  copy  of  an 
address  of  his  on  “A  Peaceful  In¬ 
dustrial  Family.”  Mr.  Post  is  a 
red-eyed  enemy  of  certain  of  the 
methods  of  union  labor  and  has 
spent  a  lot  of  money  to  say  so,  but 
nevertheless  his  own  labor  condi¬ 
tions  would  seem  almost  ideal.  One 
can  see  why  by  reading  the  address, 
particularly  these  extracts: — 

A  good  many  years  ago  I  adopted 
the  plan  of  placing  in  the  savings 
bank  every  month  5  per  cent,  extra 
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Sell  Advertised  Goods  to  pg| 
Increase  Selling  Speed 

Anything  that  win 

L  shorten  the  process  of 

waiting  upon  customers  will  give  your 
sales  clerks  more  time  to  wait  upon  more 
customers.  The  accepted  answer  to  this 
selling  problem  is — advertised  goods. 

Advertised  goods  remove  the  neces¬ 
sity  for  argument.  The  purchaser 
knows  advertised  goods,  knows  N.  B.  C. 
goods,  has  confidence  in  them  and  buys 
them.  Advertised  goods  eliminate 
argument  and  so  save  lost  time. 

By  one  move — the  selling  of  adver¬ 
tised  goods — your  clerks  can  sell  to  three 
or  four  people  in  the  time  it  formerly 
required  to  sell  to  one.  Prove  it  yourself 
— sell  N.  B.  C.  products  —  they  are 
nationally  known — their  quality  is  auto¬ 
matically  repeated  in  every  package  or 
pound.  Stock  a  good  assortment  of  the 
well-known  In-er-seal  Trade-Mark  pack¬ 
ages  and  the  familiar  glass-front  cans. 


© 
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on  the  wages  of  every  factory  em¬ 
ployee  who  had  passed  his  or  her 
first  year,  and  this  was  continued 
through  the  second  year.  Then  at 
the  end  of  this  second  year  the  em¬ 
ployee  was  presented  with  the  sav¬ 
ings  bank  book  with  the  amount  to 
his  credit  and  subject  to  his  check. 
*  *  *  *  *  *  * 

One  of  our  old  and  most  highly 
esteemed  employees  some  years 
ago  started  to  light  a  plumber’s 
torch,  and  it  blew  burning  gasoline 
all  over  him.  No  one  knew  that 
somewhere  the  brass  pipe  had  re¬ 
ceived  a  knock,  causing  a  little  leak, 
and  no  one  could  have  stopped  the 
accident. 

It  cost  us  over  $1,660  to  carry 
George  through  about  six  months 
in  the  hospital  with  doctors  and 
nurses.  He  was  given  twenty  min¬ 
utes  to  live  on  two  occasions,  but 
he  came  through,  and  is  with  us  yet, 
a  fine  example  of  the  intelligent, 
high-grade,  loyal  workman,  and  we 
have  always  felt  grateful  that  we 
had  enough  money  to  help  him  out 
in  his  time  of  dire  need.  This  is 
only  one  example.  Thank  fortune, 
we  have  very  few  which  in  any  way 
approach  it. 

Our  rule  is  that  whenever  an  ac¬ 
cident  occurs — finger  jammed,  a  fall 
downstairs  or  what  not — the  opera¬ 
tive  is  at  once  taken  to  the  hos¬ 
pital,  put  under  competent  care,  the 


wages  go  on  just  the  same,  and  he 
is  returned  to  his  job  without  hav¬ 
ing  lost  a  penny. 

#  4c  *  #  * 

Houses  of  from  five  to  seven 
rooms  were  planned  by  a  competent 
architect.  The  greatest  economy 
was  observed,  consistent  with  sub¬ 
stantial  construction,  and  only  one 
house  of  a  given  type  of  architec¬ 
ture  was  permitted  on  any  one 
block.  The  same  type  might  be  re¬ 
produced  on  blocks  further  away. 
This  preserved  individuality — most 
important  to  the  general  plan. 

Then  workmen  who  had  been  in 
their  employ  at  least  a  year  (thus 
proving  desirability)  were  offered 
selection  of  homes.  There  were 
many  different  plans  to  select  from, 
and  the  only  restrictions  were  de¬ 
sirability  of  individual  and  ability 
to  meet  the  monthly  payments. 

When  the  buyer  moved  into  his 
new  home  he  paid  down  the  money 
for  the  first  month,  which  was  1-100 
of  the  total  cost  of  the  place ;  for 
instance,  if  the  house  and  improve¬ 
ments  cost  $700  and  the  lot  $200, 
'a  total  of  $900.  the  buyer  paid  on 
the  start  $9,  and  a  like  amount  each 
month. 

The  homes  were  sold  at  prices 
ranging  from  $800  to  $3,000  on 
written  contracts,  deed  in  fee  sim¬ 
ple  to  be  delivered  to  buyer  when 
last  payment  was  made. 
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This  is  what  I  call  business  gen¬ 
erosity.  In  a  way  it  is  selfish  gen¬ 
erosity.  But  whatever  you  call  it, 
whether  the  motive  be  selfishness 
or  sheer  beneficence,  the  fact  re¬ 
mains  that  the  employer  who  uses 
such  methods  is  going  to  have  good 
men  fighting  to  get  with  him  and 
to  stay  with  him.  If  other  employ¬ 
ers  are  less  generous,  he  is  sure  to 
have  constantly  and  continuously, 
the  pick  of  the  labor  market. 


New  York,  March  12,  1913. 

Representatives  of  many  food  as¬ 
sociations  and  of  large  packers  ap¬ 
peared  this  week  at  the  hearings 
given  in  this  city  on  the  new  regu¬ 
lations  which  are  to  be  made  for 
enforcing  the  net  weight  amend¬ 
ment  to  the  Federal  food  law. 
This  amendment  provides  for  the 
marking  of  the  weight,  measure  or 
numerical  count  on  the  outside  of 
all  packages  containing  food  prod¬ 
ucts  sold  in  interstate  commerce. 

The  hearings  were  conducted  by 
officials  of  the  three  departments  of 
the  Government  which  will  have 
charge  of  the  administration  of  the 
law,  namely  the  Agriculture,  Treas¬ 
ury  and  Commerce  departments. 

Among  the  associations  whose 
representatives  appeared  at  the 
hearing  were  the  National  Whole¬ 
sale  Grocers’  Association,  the 
American  Specialty  Manufacturers’ 
Association,  the  new  National  Food 
Committee  recently  formed  at  At¬ 
lantic  City,  the  New  York  Produce 
Exchange,  associations  of  bottlers, 
ice  cream  manufacturers,  confec¬ 
tioners,  brewers,  wine  and  spirit 
traders.  The  Corn  Products  Co. 
and  the  Pillsbury  Flour  Mills  Co. 
were  among  the  individual  compan¬ 
ies  represented. 

The  speakers  appearing  for  the 
various  companies  and  associations 
were  unanimous  in  assuring  the 
Government  officials  of  cheerful 
support  in  the  administration  of  the 
law.  The  general  sentiment  was 
that  the  regulations  for  the  honest 
marking  of  net  weights  and  meas¬ 
ures  will  be  welcomed  by  legitimate 
packers,  most  of  whom  have  in  the 


The  employer,  large  or  small, 
who  never  shows  any  real  generosity 
toward  his  employees,  and  whose 
manifest  aim  is  to  get  all  he  can 
out  of  them  and  give  as  little  for  it, 
would  find  in  his  men’s  hearts,  if  he 
could  open  them  to  the  light,  a  cold 
dislike  which  kills  efficiency  like  an 
acid  kills  a  rose.  Such  an  employer 
never  has  any  real  conception  of 
how  men  can  work. 


past,  without  the  stimulus  of  a  law, 
marked  all  their  packages  with  the 
correct  weight  or  measure. 

Much  emphasis  was  placed,  how¬ 
ever,  on  the  need  of  giving  a  broad 
latitude  to  the  tolerations  to  be 
made.  It  was  explained  that  be¬ 
cause  of  variations  in  climate  and 
conditions  of  handling  there  are 
necessarily  variations  in  weight  and 
measure  of  various  products  after 
they  leave  the  factory.  One 
speaker  argued  that  manufacturers 
and  packers  should  not  be  held  re¬ 
sponsible  for  any  changes  in  weight 
after  the  product  reach  the  hands 
of  the  buyers,  that  is  the  wholesale 
or  retail  dealers. 

Arguments  were  also  submitted 
for  having  the  new  regulations  of 
the  Government  harmonize  as 
much  as  possible  with  those  of  New 
York  State,  whose  new  net  weight 
law  will  soon  be  operative.  It  was 
explained  to  the  officials  that  vari¬ 
ous  trade  associations  are  inter¬ 
ested  in  getting  uniform  laws  on 
the  subject  in  all  of  the  States, 
since  the  differences  in  the  laws, 
especially  as  to  labeling,  are  a  cause 
of  much  confusion,  inconvenience 
and  expense. 

The  suggestion  was  made  that  as 
to  the  size  of  type  to  be  used  on 
labels  one-ninth  of  an  inch  in  height 
be  adopted  as  the  standard  and  that 
by  8-point  type  be  meant  8-point 
face  and  not  8-point  body. 

In  behalf  of  the  flour  trade,  Geo. 
FI.  Zabriskie,  of  the  New  York 
Produce  Exchange,  gave  his  views 
as  to  tolerances  for  evaporation. 
Fie  said  that  3  per  cent,  would 
doubtless  cover  the  loss  by  evapora¬ 
tion  on  packages  of  flour  exceeding 
98  pounds  in  weight,  but  on  smaller 


packages  the  evaporation  might  be 
as  much  as  5  per  cent.  He  pointed 
out  that  sometimes  flour  in  small 
packages  is  kept  in  hot  windows  ex¬ 
posed  to  the  sun  or  in  stores  kept 
very  warm  even  in  winter,  and  this 
makes  a  difference  in  the  amount  of 
evaporation. 

O.  C.  Moore,  of  the  Pillsbury 
Co.,  said  that  any  fixed  tolerance 
might  work  some  injustice.  The 
millers  cannot  seal  their  packages 
and  are  helpless  to  prevent  break¬ 
age  and  loss  in  various  ways. 

In  behalf  of  the  Corn  Products 
Refining  Co.,  an  interesting  state¬ 
ment  was  made  by  T.  B.  Wagner, 
who  said  that  his  company  for  a 
number  of  years  has  been  stamping 
the  weight  or  measure  on  all  of  its 
packages.  He  related  in  detail  the 
methods  adopted  by  the  company  to 
overcome  difficulties.  Improved 
automatic  weighing  and  measuring 
machines  were  devised  in  order  to 
assure  accuracy. 

Special  difficulty  was  encountered 
in  measuring  and  weighing  syrups 
as  variations  were  caused  by  a 
number  of  factors  such  as  the  tem¬ 
perature  of  the  room,  the  specific 
gravity  of  the  syrup  and  the  speed 
of  the  filling  machines.  The  engi¬ 
neers  of  the  company  succeeded, 
however,  in  getting  up  new  ma¬ 
chinery  which  provide  the  maxi¬ 
mum  of  accuracy. 

Jellies,  jams  and  preserves  show 
little  loss  when  put  up  in  glass,  but 
much  more  when  packed  in  wooden 
kit.  There  would  be  a  distinct  loss 
in  weight  in  one  of  the  latter  pack¬ 
ages  after  being  exposed  a  week  in 
a  retail  store. 

As  to  cornstarch,  he  called  the  at¬ 
tention  of  the  officials  to  the  vari¬ 
ations  caused  by  different  degrees 
of  moisture  as  influenced  by  atmo¬ 
spheric  and  other  conditions.  The 
moisture  of  American  cornstarch 
varies  from  12  to  15  per  cent,  while 
the  commercial  moisture  of  pota¬ 
to  starch  from  Europe  is  18  per 
cent. 

The  hearings  which  began  Mon¬ 
day  closed  Wednesday.  The  de¬ 
partments  at  Washington  will  re¬ 
ceive  briefs,  however,  for  some  time 
to  come  and  may  also  give  personal 
hearings  to  any  companies  or  indi¬ 
viduals  who  wish  to  present  their 
opinions. 

*  *  * 

The  criticisms  of  the  breakage 
and  damage  to  food  products  sent 
by  parcels  post  is  beginning  to 
make  itself  heard  with  considerable 
emphasis.  Not  only  large  compan¬ 


ies  but  small  dealers  and  indivk 
uals  complain  of  the  service.  Y01 
correspondent  has  heard  of  son 
instances  in  which  retail  groce: 
have  tried  to  use  the  service  ar 
have  given  it  up  because  of  tl 
condition  in  which  supplies  arrive. 

One  grocer  had  a  friend  wl 
conducts  a  hennery  of  sufficient  si; 
to  ship  the  grocer  an  adeqita 
supply  of  fresh  eggs.  So  mar 
of  the  eggs  were  broken  in  tl 
parcels  post,  however,  that  he 
now  getting  tire  eggs  by  express. 

In  another  instance  a  grocer  0 
dered  some  choice  butter  sent  1 
him  in  small  crocks  by  parcels  pos 
The  butter  arrived  in  a  melted  ar 
mushy  condition,  having  evident 
been  placed  near  a  stove  in  transi 

The  Merchants’  Association  h; 
addressed  a  letter  to  the  Pos 
master-General  with  suggestioi 
for  eliminating  some  of  the  troubl 
of  the  service  and  improving  i 
value  to  shippers.  The  associatic 
urges  that  the  zone  system  be  abc ! 
ished  or  that  it  be  modified  so  th 
there  will  not  be  more  than  two  <  I 
at  most  three  zones. 

Another  suggestion  is  that  tl 
insurance  rates  on  the  shipments  1 
lowered. 

A  third  suggestion  is  that  the  d 
partment  dispense  with  the  distin 
tive  stamps,  as  it  would  be  muc 
more  convenient  for  busine 
houses  to  use  the  regular  postal 
stamps. 

Finally,  the  association  asks  th 
the  department  devise  some  syste 
of  containers  for  small  packages  : 
that  the  contents  of  such  packag. 
will  not  be  broken  so  often  as 
present.  It  is  pointed  out  th 
many  business  houses  have  ceast 
to  use  the  parcels  post  service  c 
account  of  the  breakage. 

The  Carter-Macv  teas  are  to  1 
destroyed  after  all  the  litigatic 
that  has  been  going  on  to  sa1 
them.  Judge  Coxe,  of  the  Unite 
States  District  Court,  this  wee 
denied  the  second  application  of  tl 
importers  for  an  injunction  to  r 
strain  the  collector  of  customs  fro 
destroying  the  2,200  packages  < 
Formosa  teas  which  had  bee 
seized. 

The  judge  held  that  the  pri« 
decision  of  the  Circuit  Court  of  A 
peals  was  final.  The  court  sal 
that  the  action  of  the  Tea  Boar, 
forming  part  of  the  Board  < 
United  States  General  Appraiser 
was  really  final  as  to  the  question  c 
tea  standards.  It  mattered  not  t 


E.  J.  B. 


The  New  York  Letter 


Hearings  on  New  Net  Weights  and  Measures.  Large  Variations 
Hoped  For.  Damage  Charged  in  Goods  Shipped  by  Parcels 
Post.  Carter-Macy  Colored  Teas  to  be  Destroyed.  Various 
Trade  Items  and  Market  Summary. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 
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teas  were  of  the  finest  grades 
r  imported,  the  decision  of  the 
i  Board  settled  the  matter, 
die  importers  claimed  that  the 
i  Board  decided  erroneously, 
hout  proper  evidence  and  on 
mical  points.  According  to  the 
>orters,  the  teas  were  above  the 
uired  standard. 

.awyers  say  that  according  to 
decisions  of  the  courts,  refusing 
interfere  in  the  case,  there  is 
lly  no  appeal  from  the  Tea 
ird  to  the  courts,  no  matter  how 
rrant  an  error  may  be  made  by 
Board. 

*  *  * 

A  number  of  manufacturers  of 
prietary  articles  are  completing 
;  week  the  organization  of  the 
tional  Fair  Competition  League, 
reral  conferences  have  been  held 
this  city  in  the  last  week.  The 
lporary  executive  committee  hi¬ 
des  W.  K.  Kellogg,  of  the  Kel- 
g  Toasted  Corn  Flakes  Co.,  and 
T.  Welch,  of  the  Welch  Grape 
ce  Co.,  in  addition  to  a  number 
manufacturers  in  other  lines  of 
tie,  including  the  automobile  and 
tch  industries. 

Hie  object  is  to  study  the  inter- 
5  of  the  manufacturers  of  adver- 
:d  specialties  and  try  to  protect 
se  products  and  their  trade- 
rks.  The  price-cutting  question 
1  the  recent  decisions  of  the 
irts  are  to  be  carefully  studied 
1  the  progress  of  the  Kellogg 

I  other  pending  cases  will  be 
tched  closely.  It  is  expected  that 
:  League  will  endeavor  to  obtain 
ts  for  the  protection  of  trade- 
rked  articles  and  to  change  pub- 
sentiment,  if  possible,  so  that  it 

II  be  more  favorable  to  proprie- 
y  articles  and  their  manufactur- 

Permanent  officers  are  to  be  elec- 

1  during  the  week. 

*  *  * 

A.  new  co-operative  scheme  has 
m  launched  in  the  form  of  the 
itional  Co-operative  Co.,  organ- 
d  with  authority  to  issue  stock  to 
:  amount  of  $50,000,000.  The 
ices  are  in  the  new  Wool  worth 
lilding. 

John  D.  Crimmins,  the  well 
own  banker,  heads  the  super- 
;ory  committee.  Several  officers 
agricultural  associations  are  on 

2  committee,  also  several  social 
)rkers. 

The  stock  is  offered  for  public 
le.  The  company  proposes  to  es- 
blish  cold  storage  plants,  ware- 
»uses  and  retail  stores  and  to  sell 


Grocers  often  lose  trade  because  of  butter  that  is  not 
uniform  in  quality  and  flavor;  customers  are  pleased  one  time 
and  disappointed  the  next,  so  they  shop  around  and  no  one 
can  depend  on  their  trade.  PRIZE  BUTTER  overcomes 
this  trouble;  our  enormous  facilities  enable  us  to  guarantee  its 
uniformity  of  both  quality  and  flavor.  You  can  recommend 
PRIZE  BUTTER  to  your  customers  with  confidence;  it  will 
please  them  this  week,  next  week  and  always.  This  means 
you  can  secure  a  big,  steady  volume  of  sales  from  satisfied 
customers,  in  fact,  you  will  do  the  big  butter  business  of  your 
town  if  you’ll  push  the  sale  of  PRIZE  BUTTER.  We  pack 
PRIZE  butter  in  carton,  tub  or  print,  and  color  and  salt  it  to 
suit  your  trade.  Let  us  know  your  requirements. 

0 

P.  F.  BROWN  Sz  CO. 

39,  41  and  43  South  Front  Street  PHILADELPHIA 
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New  Hot  Weather  Beverage 

Your  Customers  Will  Appreciate 


ICED  WILBUR  S  COCOA  is  the  most  delicious,  most  refreshing 
of  all  Summer  drinks.  It’s  a  welcome  “change’’  from  iced  tea,  iced 
coffee,  lemonade  and  carbonated  soft  drinks.  It  is  wholesome,  nutritious 
and  easily  digested.  It  is  something  more  than  a  cold  drink.  WILBUR’S 
COCOA  contains  real  refreshment  for  nerves  that  are  exhausted  by  hot 
weather,  consequently  it  is  more  “satisfying’’  than  other  beverages.  The 
right  way  to  prepare  ICED  WILBUR’S  COCOA  is  explained  in  our 
Recipe  Book,  “COOK’S  TOURS  THROUGH  WILBURLAND.” 
Send  us  the  names  and  addresses  of  good  customers:  we  will  mail  this 
booklet  to  them  with  the  coupons  that  will  send  them  to  your  store  to 
buy  WILBUR’S  COCOA.  The  result  will  be  increased  sales  for  you 
because  the  booklet  contains  59  recipes  for  cooking,  baking,  candy  and 
dessert  making  with  WILBUR’S  COCOA. 

H.  0.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“You  won’t  know  the  most  delicious  of  all  summer  drinks 
until  you  try  ICED  WILBUR’S  COCOA.’’ 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


meat  products,  farm  products  and 
food  of  various  kinds  direct  to  con¬ 
sumers. 


A  large  block  of  the  stock  and 
other  rights  are  reserved  to  the  pro¬ 
moters  of  the  company. 

*  *  * 

Much  satisfaction  is  expressed  in 
the  West  Side  trade  over  the  or¬ 
ganization  at  Atlantic  City  of  the 
new  National  Food  Conference 
which  is  to  work  for  uniformity  in 
Federal  and  State  food  laws.  The 
American  Specialty  Manufacturers’ 
Association  took  the  initiative  and 
about  all  of  the  important  associa¬ 
tions  are  represented  in  the  new 
body. 

The  manufacturers  say  that  the 
worst  thing  possible  in  food  laws 
is  to  have  a  divergence  which  re¬ 
quires  different  labels  and  makes 
other  different  requirements  in  vari¬ 
ous  States,  causing  trouble  and  ex¬ 
pense. 

*  *  * 

The  Post  Office  Department  has 
been  investigating  the  operation  of 
the  parcel  post  service.  A  commit¬ 
tee  of  officials  of  the  department 
met  during  the  week  in  the  rooms 
of  the  Merchants’  Association  and 
heard  the  statements  of  large  ship¬ 
pers  who  are  shipping  thousands  of 
packages  by  parcel  post  each  month. 

The  witnesses  expressed  in  the 
main  satisfaction  with  the  service, 
but  made  suggestions  for  improve¬ 
ment. 

One  criticism  was  that  the  pack¬ 
ages  or  containers  are  frequently 
broken  and  the  contents  lost.  It 
was  suggested  that  the  present  style 
of  mail  sacks  should  be  changed 
to  something  else  so  as  to  avoid 
breakage.  The  shippers  said  that 
the  kinds  of  containers  that  get 
broken  in  the  mails  are  safely  sent 
by  express. 

Other  suggestions  were  for  ex¬ 
tending  the  service  in  various  Ways. 
The  Merchants’  Association,  which 
comprises  a  large  proportion  of  the 
business  men  of  the  city,  is  actively 
interesting  itself  in  the  plans  for 
extending  and  improving  the  serv¬ 
ice  and  is  co-operating  with  the 
department  by  supplying  informa¬ 
tion. 

*  *  * 

The  New  York  Weights  and 
Measures  Department  has  been 
making  some  investigation,  as 
bearing  on  the  question  of  weights 
and  measure  law,  and  the  natural 
shrinkage  in  food  products  which 
such  laws  would  have  to  take  care 
of.  The  object  of  the  investigation 
has  been  to  learn  how  much  cheese 
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-inks  in  cold  storage.  The  two 
rieties  chosen  for  the  experiment 
re  American  or  Cheddar  style 
d  Limburger,  these  being  typical 
hard  and  soft  cheeses,  respec- 
ely. 

Mr.  J.  P.  Brown,  of  the  Utica 
dd  Storage,  put  aside  two  lots  of 
e  boxes  each  of  Cheddar  cheese 
-  observation;  Mr.  J.  E.  Stacey, 
Stacey  Storage,  at  Little  Falls, 
le  lots  of  five  boxes  each  of 
leddar  cheese,  and  Mr.  J.  Kar- 
i,  of  Karlen  Storage,  at  Rome, 
o  lots  of  five  boxes  each  of  Lim- 
rger  cheese. 

Some  of  the  Cheddar  (Ameri- 
n)  cheese  was  paraffined  and  the 
mburger  was  wrapped  in  two 
Terent  ways,  namely,  with  parch- 
;nt,  waxed  paper  and  tinfoil  and 
th  only  parchment  and  waxed 
per. 

An  analysis  of  the  results  ob- 
ned  show  that: — 

At  the  lower  temperatures  the 
rinkage  is  least  and  the  soft 
eese  shrinks  the  most. 

The  unparaffined  cheese  shrinks 
out  double  the  amount  of  the  par- 
uied  during  the  same  period. 
The  smaller  sizes  show  a  higher 
rcentage  of  shrinkage  than  the 
rger  sizes. 

The  tendency  is  toward  a  greater 
rinkage  in  the  cheese  which  is  in 
ix  having  the  most  exposed 

rface. 


Summarized  Market  Con¬ 
ditions. 

Spot  coffees  are  quiet.  Santos  is 
loted  in  a  wide  range  according 
qualities  and  other  factors.  Buy- 
s  continue  indifferent  and  this  is 
ie  in  part  to  the  lack  of  life  in 
>tions.  There  is  little  activity  in 
ild  grades  and  concessions  could 
:  had  on  any  desirable  business. 
There  is  only  a  light  movement 
refined  sugar.  Withdrawals 
ivc  been  retarded  somewhat  by 
ie  cool  weather  that  prevailed  in 
te  early  part  of  June.  It  is  ex¬ 
ited  that  when  warm  weather 
:ally  arrives  and  stays  more  active 
editions  will  be  noted.  The  tariff 
icertainty  is  a  factor,  however,  in 
;eping  the  wholesale  grocers  con- 
:rvative  in  their  purchases.  All 
iterests  quote  4.20  cents  for  fine 
ranulated. 

Some  brokers  report  a  better 
tovement  in  teas,  but  the  general 
tuation  continues  quiet.  Large 
nes  can  be  sold  only  at  conces- 
ons.  New  Japans  are  meeting 

(Continued  on  page  16.) 
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No  Dust  or  Dirt  In 

Parke's  Gold  Camel  Ceylon-IndiaTea 

Tell  your  customers  to  examine  Gold  Camel  Tea  when  they  open  it  and 
see  how  clean  it  is,  free  from  dust,  dirt  and  other  matter  that  would  spoil  its 
flavor.  All  our  tea  is  scientifically  cleaned  before  being  packed. 

It  Will  Pay  You  to  Push  the  Sale  of  This  Tea 

Parke’s  Gold  Camel  Ceylon=India  Tea  is  a  very  high  grade  of  real 
Ceylon-India  of  unusual  strength  and  fragrance.  It  is  sure  to  please  customers 
who  want  the  best  and  becomes  the  leader  among  package  teas  wherever  intro¬ 
duced.  The  red,  blue  and  silver  package  makes  a  beautiful  and  conspicuous  display 
on  your  shelves  and  sells  on  sight.  Parke’s  Gold  Camel  Mixed  Tea  is  a  popular 
blend  because  of  its  fine  flavor  and  rich  amber  color.  The  carton  makes  it  a  handy 
package  for  you  and  guarantees  its  quality  and  condition. 

PARKE’S  STAMP  LINE 

includes  Coffee,  Tea,  Baking  Powder,  Spices,  Bluing,  Ammonia,  etc.,  all  steady  sell¬ 
ers  because  of  quality  and  Parke  Stamps,  which  are  redeemable  for  thousands  of 
beautiful  premiums. 

L.  H.  Parke  Company 


232-234  Market  Street 
PHILADELPHIA,  PA. 


638-640  Grant  Street 
PITTSBURG,  PA. 


WHAT  TO  TELL  CUSTOMERS 

‘  ‘  I  can  sell  you  either  a  strong  Ceylon-India  Tea  or  a  milder 
mixed  Tea  and  guarantee  the  flavor,  if  it’s  Parke’s.  When  you 
open  this  Tea  notice  how  clean  it  is— no  dirt  and  sticks,  but  all 
pure,  fragrant  Tea.  Save  the  Parke  Stamps.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Store*,  Dover,  N  J. 

Don’t  Copy  Yourself.— Years  ago 
there  was  issued  by  the  “English 
Board”  copy  books  a  series  of 
headlines  in  “copper  plate”  that 
was  considered  perfection  in  pen¬ 
manship  and  which  the  pupil  was 
supposed  to  reproduce  as  nearly  to 
the  original  as  possible. 

The  copy  might  read :  “A  Man 
Is  Known  by  His  Company,”  and 
this  had  to  be  written  say  12  times 
in  12  spaces — one  page.  The 
trouble  was  to  keep  from  copying 
your  own  copy  when  you  got  down 
to  the  sixth  line. 

We’d  forget  to  look  up  to  the 
original.  So  it  is  with  many  of  us 
fellows  in  business.  We  are  in¬ 
clined  to  copy  ourselves  instead  of 

keeping  a  keen  eye  on  the  ideal. 

*  *  * 

Think.— That  word  “think”  is  a 
great  word.  Great  because  it 
means  so  little.  It  doesn’t  mean 
“play  ball” — play  ball  is  work.  It 
means  obeying  your  brain.  Every 
man  back  of  a  counter  gets  im¬ 
pressions  good,  bad  or  indifferent 
about  the  firm,  the  manager,  the 
floor  man,  yes,  and  even  himself. 

The  more  you  think  the  swifter 
impressions.  But  you’ve  got  to 
take  care  of  these  impressions  or 
the  thinking  apparatus  will  become 
congested. 

Write  out  or  speak  out  ideas  as 
they  come  to  you.  It’s  out  of  or¬ 
der  to  “speak”  them  out,  well  and 
good — get  them  down  in  the 
“think”  book  anyway. 

You  just  recall  the  fellows  that 
have  gone  ahead  that  you  person¬ 
ally  know  and  you’ll  recall  chaps 
that  hollared  when  things  weren’t 
right  and  dug  in  when  things  were 
to  be  dug  and  jotted  down  things 
worth  jotting.  Think. 

*  *  * 

If  I  Were  Boss. — If  you  were 
Boss  you’d  do  a  whole  lot  of  things 
that  you  think  would  be  a  good 
thing  for  the  business.  You’d  fire 
certain  men  whose  ability  may  be 
known  only  by  the  Boss  himself. 
You’d  put  on  more  delivery  wagons 
and  you’d  hire  more  help  so  that 
the  firm  would  about  break  even 


at  the  end  of  the  year.  You’d  have 
on  hand  at  all  times  everything  that 
people  call  for  so  that  thousands  of 
dollars  of  dead  stock  might  be  in¬ 
cluded  in  the  inventory  next  Janu¬ 
ary.  You’d  open  an  account  with 
lots  of  “nice”  people  who  buy  big 
and  whose  bill  would  be  placed  on 
the  “N.  G.”  list  at  the  end  of  the 
financial  year.  You’d  cut  prices 
right  and  left  and  swell  the  volume 
of  business  so  beautifully  that  the 
little  rubber  stamp  that  reads  “2 
per  cent,  ten  days”  on  all  bills 
would  be  put  out  of  business. 
These  are  some  of  the  things  that 
some  of  you  boys  think  you’d  do — 
if  you  were  Boss.  Better  go  on 
your  way,  do  your  duty  faithfully 
and  follow  the  leader.  He  knows 
where  he’s  at.  He’s  doing  a  re¬ 
spectable  business,  paying  you  re¬ 
spectable  wages  and  expects  you 
to  follow  out  his  “safe  and  sane” 
policy.  Do  it. 

*  *  * 

He’s  a  Willing  Fellow. — If  I  were 
you  I'd  try  to  get  that  reputation. 
It  may  not  sound  very  “smart,”  but 
it’s  a  good  asset.  Being  willing 
doesn’t  merely  imply  that  you  just 
get  up  and  do  as  you're  told.  The 
willing  fellow  somtimes  sees  the 
necessity  of  doing  the  other  man’s 
work  and  does  it  without  a  mur¬ 
mur.  The  willing  fellow  buckles 
in  when  occasion  demands  it.  The 
sorehead  stands  by  and  says  he 
isn't  paid  for  that  kind  of  work. 

One  day  a  vacancy  is  open  and 
the  firm  casts  around  for  a  man 
that  somehow  or  other  always 
seemed  to  forget  whether  he  was 
or  was  not  paid  for  what  he  did 
and  the  “willing  fellow”  went  up 
a  peg. 

Thus  the  game  is  played.  Thus 
the  law  works. 

Moral:  Forget  what  you’re  paid 
to  do  in  business. 

*  *  * 

“Be  True  To  Thine  Own  Self.”— 

What  a  sermon  in  these  half  dozen 
words.  Being  true  to  yourself, 
acting  with  honor  and  honesty  at 
all  times  you’re  true  to  your  em¬ 
ployer,  true  to  your  friends,  true 


to  the  world.  Can  anything  stop  a 
fellow  getting  along  that  holds  up 
and  acts  to  an  ideal  like  that?  To 
be  dishonest  is  to  play  the  fool. 
It  shows  that  no  rational  thought 
has  been  given  to  the  rule  of  life. 
The  commonest  reasoning  will  tell 
you  that  a  thief  sometime,  some¬ 
how,  somewhere,  has  to  pay  the 
penalty.  There’s  nothing  in  it.  In 
God’s  world  to-day  there  is  abso¬ 
lutely  no  excuse  for  deliberate  dis¬ 
honesty.  The  trusted  employee 
that  discharges  his  duty  with  a 
clea'-,  clean  conscience,  while  liter¬ 
ally  surrounded  with  temptation,  is 
surely  the  noblest  work  of  the 
Creator.  “Be  true  to  thine  own 
self  and  it  must  follow  as  the  night 
the  day  thou  canst  not  then  be  false 
to  any  man.” 


Quaker  Oats  Co.  Sued  by  Gov¬ 
ernment  as  Monopoly. 

Charges  Control  of  Ninety  Per  Cent, 
of  Oatmeal  Supply  and  Violation  of 
Sherman  Law.  Government  Claims 
Company  Had  No  Right  to  Buy  Great 
Western  Cereal  Co. 


Another  anti-trust  action  which 
has  to  some  extent  been  foreshad¬ 
owed  and  expected  was  brought  by 
the  United  States  Government  at 
Chicago  last  Wednesday  against 
the  Quaker  Oats  Co.  The  charge 
is  that  the  defendant  is  conducting 
a  monopoly  in  derogation  of  the 
common  rights  of  the  people  of  the 
United  States. 

The  Government ,  petitions  the 
court  to  decree  the  Quaker  Oats 
Co.,  “in  and  of  itself,”  to  be  il¬ 
legal,  and  to  enjoin  the  company 
from  engaging  in  interstate  com¬ 
merce  in  oatmeal  products  until 
its  alleged  monopoly  has  been 
abandoned.  Pending  final  hearing 
of  the  case,  the  petition  asks  for  a 
temporary  injunction  to  restore 
competition  at  once. 

The  following  are.  named  as  de¬ 
fendants :  The  Quaker  Oats  Co., 
the  Great  Western  Cereal  Co., 
Henry  P.  Crowell,  Robert  Stuart, 
Tames  K.  Douglas,  John  Stuart,  A. 
Stamford  White,  John  P.  Walling 
and  Joy  Morton,  all  of  Illinois;  J. 
R.  Nutt,  Cleveland;  James  PI.  An¬ 
drews,  Akron,  Ohio,  and  Whiting 
G.  Snow,  Montclair,  N.  J. 

The  desired  injunction  would 
remain  perpetually  in  force  and  be 
suspended  temporarily  only  when 
the  defendants  had  shown  they 
were  complying  with  the  decree. 
It  could  be  reinstated  at  any  time 
the  Government  showed  the  de¬ 


fendants  were  violating  the  anti¬ 
trust  act. 

In  1889,  it  is  declared,  ten  cereal 
manufacturers  entered  into  a  pool. 
In  1891  most  of  these  concerns 
were  absorbed,  it  is  added,  by  the 
American  Cereal  Co.  In  1901  this 
corporation  was  acquired  and  later 
succeeded  by  the  present  Quaker 
Oats  Co.,  whose  contract  in  ion 
with  the  Great  Western  Cereal  Co. 
is  described  as  the  final  act  of 
monopoly. 

AMONG  THE  TRADE. 

Creditors  filed  a  petition  to  have 
Frank  W.  Sterner,  of  this  city,  ad¬ 
judged  an  involuntary  bankrupt. 
Creditors  and  claims  are :  Birdsong 
&  Co.,  Inc.,  $1,628.43;  Birdsend 
Brothers,  $106.02,  and  the  Franklin 
Baker  Co.,  $1 1 1.1 1.  Sterner  is  a 
wholesale  dealer  in  confectioner’s 
supplies  who  has  been  on  the 
ragged  edge  for  a  long  time. 

Morton  F.  Craven,  the  brains  of 
the  Eastern  Provision  Co.  and  the 
defunct  Consolidated  Egg  Yolk 
Co.,  who  has  been  under  indict¬ 
ment  in  both  Federal  and  State 
Courts  for  many  months  charged 
with  selling  foully  rotten  eggs  as 
food,  was  tried  in  the  Federal , 
Courts  on  that  charge  last  Monday 
and  pleaded  non  vult,  which  is 
usually  treated  as  the  equivalent  of 
a  plea  of  guilty.  He  was  fined 
$200.  He  is  still  to  be  tried  in  the  j 
State  Courts. 

Mr.  R.  E.  Tongue,  the  well  , 
known  Philadelphia  dealer  in  glass-  Ij 
ware,  etc.,  was  on  Wednesday 
elected  Grand  Sachem  of  the  Penn¬ 
sylvania  State  Order  of  Red  Men. 
John  E.  Poore,  secretary  of  the 
Grocers’  and  Importers’  Exchange,  1 
was  elected  representative  to  Su¬ 
preme  Council. 


THE  NEW  YORK  LETTER 

(Continued  from  page  15.) 

with  a  fair  inquiry  to  replenish  J 
stocks  in  the  retail  trade,  but  the 
country  is  buying  as  a  rule  only  to 
supply  current  needs. 

A  quiet  demand  for  rice  contin¬ 
ues.  The  wholesale  grocers  are 
conservative  and  refuse  to  antici¬ 
pate  future  requirements.  Prices 
are  firm. 

Packers  have  not  withdrawn 
quotations  on  future  canned  vege¬ 
tables  because  of  the  late  cold  snap 
and  so  it  is  supposed  that  the  dam¬ 
age  was  not  extensive,  although  the  | 
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:ing  season  may  be  delayed  a 
String  beans  are  said  to  have 
i  the  chief  sufferers  in  New 
k  and  the  Middle  West, 
ned  tomatoes  of  good  quality 
said  to  be  getting  a  little  scarce 
he  spot  market.  Buyers  are 
ng  823/2  cents  for  unlabeled 
k  that  is  well  up  to  the  stand- 
the  price  being  f.  0.  b.  Balti- 
e.  It  is  possible  to  get  some 
dies,  however,  at  80  cents. 
Lire  tomatoes  are  dull  and  firm, 
re  is  some  business  in  spot  peas 
quotations.  Other  lines  are 
:t,  both  spot  and  future, 
alifornia  canned  fruits  of  all 
Is  on  the  spot  are  meeting  with 
air  demand  at  quoted  prices, 
them  fruits  are  steady  but  not 
luch  demand. 

•ried  prunes  in  the  spot  market 
firm  and  this  is  true  also  of  the 
:r  chief  lines  of  dried  California 
ts.  Spot  apricots  are  especially 
ng.  The  market  is  strong  on 
ire  prunes  on  the  basis  of  4.3/2 
:s  f.  o.  b.,  bulk  basis,  for  60s 
10s,  with  premiums  of  1  to  1 34 
:s  on  the  larger  counts, 
he  flour  trade  is  quiet.  The  re- 
•ements  in  the  old  crop  are  well 
and  on  the  new  crop  flour  the 
ers  cannot  or  do  not  offer  suf- 
nt  discounts  to  attract  trade, 
ing  wheat  patents  are  held 
dily  and  sellers  say  that  there 
tot  much  chance  of  the  patents 
lg  any  lower. 

Gutter  is  steady  with  moderate 
[ing.  There  was  a  slight  ad- 
ce  early  in  the  week  which 
:ked  speculative  buying  to  some 
but.  A  great  deal  of  butter  is 
ig  into  store,  however,  on  re- 
rers’  account.  The  extras  are 
lging  28  cents  and  on  some 
:s  a  fraction  more.  Firsts  range 
n  2734  to  2 734  cents.  Seconds 
to  be  had  at  26  to  27  cents, 
icess  ranges  from  2434  to  2534 
ts. 

iiggs  are  arriving  in  liberal 
.ntities  but  the  quality  of  much 
the  receipts  is  irregular  and  un- 
sfactory.  Buyers  are  conserva- 
!  and  particular  on  grading. 
2re  is  a  fair  amount  of  specu- 
ve  buying.  Some  fresh  graded 
fs  are  to  be  had  at  19  to  1934 
ts,  but  extras  and  extra  firsts 
ge  from  21  to  2*134  cents.  Most 
the  current  receipts  are  sold  at 
to  19  cents.  Fancy  grades  of 
sh  gathered  extras  bring  from 
to  23  cents  and  the  best  of  the 
irby  eggs  bring  from  23  to  25 
its.  Fred.  A.  McGill. 


CD 


FOR  ALL 

EATING 

OCCASIONS 


BOUILLON  “  HERRINGLETS  ”  are  a  substantial  meal  at  a  price  any  one  can  pay,  and  the 
most  delicious  lunch  anyone  can  buy  at  any  price.  They  are  selected  little  NORWEGIAN  HER¬ 
RING  packed  in  delicious  BOUILLON,  and  different  from  any  canned  fish  you  ever  sold.  1  heir 
special  nature  insures  a  big  sale  at  a  good  profit  to  you.  We  guarantee  them  to  satisfy  or  we’ll 
refund  your  customers’  money.  Your  customers  are  always  looking  for  “  something  new  and  good 
in  eats”— sell  them  BOUILLON  “HERRINGLETS.” 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietor*  of  “Skipper”  Sardines 

1011  Chestnut  Street,  Philadelphia,  Pa. 


WHAT  TO  TEbb  CUSTOMERS 

“BOUILLON  ‘HERRINGLETS’  are  a  new  eating  delight— se¬ 
lected  little  Norwegian  herring  in  delicious  buillon.  Try  them.” 


This  Is  one  of  the  firms  the  sale  of  whose  products 
^^help^rganlzettePennsylTanl^etal^ierchants 


Experts  Agree  on  Sauer’s  Flavoring  Extracts 

and  that’s  why  they  SELL  best,  because  they  ARE  best.  We’ve  built  up  the  biggest  flavoring 
business  in  the  United  States  on  PURITY  and  QUALITY.  You  are  not  only  sure  to  have  plenty 
of  sales  at  good  profits  if  you  PUSH  SAUER’S  FLAVORING  EXTRACTS,  but  your  customers 
will  be  pleased,  and  pleased  customers  are  the  ones  who  come  back  to  buy  again  and  again. 

Let  us  toll  you  about  our  Special  Five-Qross  Deal 


THE  C.  F.  SAUER  COMPANY 

Richmond,  Va. 

WHAT  TO  TEbb  CUSTOMERS 

“Here’s  the  finest  flavoring  extract  made — SAUER'S.  The  flavor,  strength  and 
absolute  PURITY  is  guaranteed  to  the  last  drop." 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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National  Wholesale  Grocers’ 
Association. 

At  the  last  day’s  sessions  of  the 
convention  of  the  National  Whole¬ 
sale  Grocers’  Association  at  Atlan¬ 
tic  City,  the  following  officers  were 
elected : — 

President — O.  B.  McGlasson  (Mc¬ 
Neil  &  Higgins  Co.),  Chicago,  Ill. 

First  Vice-President— W.  C.  Mc- 
Conaughey  (The  Star  Grocer  Co.), 
Parkersburg,  W.  Va. 

Second  Vice-President — P.  C. 
Drescher  (Mebius  &  Drescher  Co.), 
Sacramento,  Cal. 

Third  Vice-President — Robert  G. 
Bursk  (Howell  &  Bursk),  Phila¬ 
delphia,  Pa. 

Fourth  Vice-President — A.  M. 
Wilson  (The  E.  S.  Kibbe  Co.), 
Plartford,  Conn. 

Fifth  Vice-President — O.  J.  Moore  • 
(The  C.  Shenkberg  Co.),  Sioux 
City,  Iowa. 

Treasurer — Theo.  F.  Whitmarsh 
(Francis  H.  Leggett  &  Co.),  New 
York,  N.  Y. 


Secretary — Alfred  H.  Beckman. 

Executive  Committee — D.  C.  Shaw 
(D.  C.  Shaw  &  Co.),  Pittsburg, 
Pa.;  O.  C.  Mattern  (W.  M.  Hoyt 
Co.),  Chicago,  Ill.;  Warren  God¬ 
dard  (The  Goddard  Grocer  Co.), 
St.  Louis,  Mo.;  B.  B.  Cushman 
(National  Grocer  Co.),  Detroit, 
Mich.;  Joseph  W.  Bragdon  (Win¬ 
ston,  Harper-Fisher  Co.),  Minne¬ 
apolis,  Minn.;  Chas.  Feilbach  (The 
Feilbach  Co.),  Toledo,  Ohio;  C.  T. 
Wilson  (Granger  &  Co.),  Buffalo, 
N.  Y.;  William  Kothe  (Kothe, 
Wells  &  Bauer),  Indianapolis,  Ind. ; 
Clarence  E.  Hanscom  (Delano, 
Potter  &  Co.),  Boston,  Mass. 

Directors— B.  D.  Crane  (Rey¬ 
nolds,  Davis  &  Co.),  Fort  Smith, 
Ark.;  G.  Wormser  (Sussman, 
Wormser  &  Co.),  San  Francisco, 
Cal.;  Justus  Krafft  (Haas,  Baruch 
&  Co.),  Los  Angeles,  Cal.;  Charles 
Hatfield  (The  Colorado  Supply 
Co.),  Denver,  Col.;  E.  L.  Adams 
E.  L.  Adams  Co.),  Atlanta,  Ga. ;' 
A.  S.  Pendleton  (A.  S.  Pendleton 
Co.),  Valdosta,  Ga. ;  O.  C.  Mat- 
tern  (W.  M.  Hoyt  Co.),  Chicago, 
Ill.;  W.  O.  Moore  (C.  A.  Schrader 


Co.,  Inc.),  Indianapolis,  Ind.;  W.  F. 
Viehe  (Bement  &  Seitz  Co.), 
Evansville,  Ind.;  J.  E.  Moore  (The 
Symns  Grocer  Co.),  Atchison,  Kan. ; 
George  W.  Ferguson  (Downing 
Taylor  Co.),  Springfield,  Mass.; 
Harry  K.  Huntoon  (Minnesota 
Mrecantile  Co.),  Stillwater,  Minn.; 
Tom  Lyle  (The  Tom  Lyle  Co., 
Inc.),  Meridian,  Miss.;  C.  J. 
Schnecer  (Nave,  McCord  Mercan¬ 
tile  Co.),  St.  Joseph,  Mo.;  E.  A. 
Raymond  (Ridenour  Baker  Grocery 
Co.),  Kansas  City,  Mo.;  Warren 
Goddard  (The  Goddard  Grocer 
Co.),  St.  Louis,  Mo.;  C.  T.  Wilson 
(Granger  &  Co.),  Buffalo,  N.  Y. ; 
George  Jennerich  (Jennerich  &  Von 
Bremen),  New  York  City;  Joseph 
Seeman  (Seeman  Bros.),  New 
York  City;  H.  S.  Reynolds  (Wm. 
T.  Reynolds  Co.),  Poughkeepsie, 
N.  Y. ;  Chas.  Fielbach  (The  Fiel- 
bach  Co.),  Toledo,  Ohio;  R.  E. 
Hills  (The  V.  T.  Hills  Co.),  Del¬ 
aware,  Ohio;  O.  D.  H.  Halsell 
(Williamson,  Halsell,  Frasier  Co.), 
Oklahoma  City,  Okla. ;  D.  PI.  Crock¬ 
er  (Crocker  Grocery  Co.),  Wilkes- 
Barre,  Pa.;  D.  C.  Shaw  (D.  C. 
Shaw  &  Co.),  Pittsburg,  Pa.;  J. 
Grant  Schwarz  (Witman,  Schwarz 
Co.),  Harrisburg,  Pa.;  Geo.  A. 
Midwood  (H.  Midwood’s  Sons 
Co.),  Providence,  R.  I.;  Geo.  M. 
Jackson  (Orr,  Jackson  &  Co.), 

Nashville,  Tenn. ;  A.  M.  Nalley 
(Nalley  Grocery  Co.),  Austin, 
Texas;  F.  D.  Beveridge  (Harvey, 
Blair  &  Co.),  Richmond,  Va. ;  J.  C. 
Lang  (National  Grocery  Co.), 
Seattle,  Wash. ;  S.  S.  McClintock 
(McClintock,  Trunkey  Co.),  Spo¬ 
kane,  Wash.;  E.  H.  Moore  (Shat- 
tuck  &  Jackson  Co.),  Parkersburg, 
W.  Va.;  W.  Hoffman  (John  Hoff¬ 
man’s  Sons  Co.),  Milwaukee,  Wis. ; 
T.  F,  Branham  (Eau  Claire  Grocery 
Co.),  Eau  Claire,  Wis.;  Gilbert 
Tullock  (Miner,  Reid  &  Tullock), 


New  Haven,  Conn.;  T.  E.  Bryan 
(Snow  &  Bryan),  Tampa,  Fla.; 
Howard  Humphreys  (J.  F.  Humph¬ 
reys  &  Co.),  Bloomington,  Ill.;  Wm. 
Kothe  (Kothe,  Wells  &  Bauer), 
Indianapolis,  Ind.;  William  H. 
Dart  (Henry  Dart’s  Sons),  Rock 
Island,  Ill.;  George  P.  Smith 
(Western  Grocer  Co.),  Dubuque, 
Iowa;  W.  M.  Burt  (Burt-Saizer 
Co.),  Burlington,  Iowa;  Jacob 
Zinsmeister  (Zinsmeister  Bros.), 
Louisville,  Ky.;  A.  G.  Bryan 
(Bryan,  Goodwind  &  Hunt),  Lex¬ 
ington,  Ky. ;  George  P.  Thompson 
(Smith  Bros.  Co.),  New  Orleans, 
La.;  Alex.  T.  Laughlin  (Milliken, 
Tomlinson  &  Co.),  Portland,  Me.; 
Stewart  Edgerton  (Edgerton  Bros.), 
Baltimore,  Md. ;  Clarence  E.  Hans¬ 
com  (Delano,  Potter  &  Co.),  Bos¬ 
ton,  Mass.;  B.  B.  Cushman  (Na¬ 
tional  Grocer  Co.),  Detroit,  Mich.; 
Guy  W.  Rouse  (Worden  Grocer 
Co.),  Grand  Rapids,  Mich.;  Joseph 
W.  Bragdon  (Winston,  Harper, 
Fisher  Co.,  Minneapolis,  Minn.; 
Chas.  H.  Pickens  (Pickens,  Paxton, 
Gallagher  &  Co.),  Omaha,  Neb.; 
H.  O.  Rice  (Sergeant,  Rice  & 
Co.),  Nebraska  City,  Neb.;  C.  C. 
Abbott  (Kee,  Abbott  Grocery  Co.), 
Keene,  N.  H. ;  J.  H.  Blackwell 
Blackwell  Sons  Co.),  Trenton, 
N.  J.;  O.  B.  Rowe  (J.  O.  &  G.  N. 
Rowe),  Oneonta,  N.  Y. ;  D.  P. 
Dewitt  Grocery  Co.),  Brattleboro, 
Vt. 

The  Executive  Committee  met 
immediately  after  the  meeting  ad¬ 
journed  and  elected  Alfred  H. 
Beckman  as  secretary. 

A  long  list  of  resolutions  wa 
adopted,  the  following  being  th 
substance  of  the  most  important 

Opposing  any  requirement  under 
State  or  National  compulsory  weight 
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>r  measure  branding  laws  that  the 
weight  or  measure  be  branded  upon 
hipping  cases,  temporary  containers 
he  consumer  never  sees,  but  favor- 
ng  the  enforcement  of  these  laws 
is  applied  to  the  individual  package. 

Favoring  that  all  goods  sold  by 
veight  should  be  sold  by  net  weight 
nd  urging  those  manufacturers  and 
iroducers  that  have  not  already 
lone  so  to  adopt  the  net  weight 
lasis  recommended  by  our  Uni- 
orm  Tares  Committee. 

That  the  Publicity  Committee  be 
:ontinued  permanently ;  that  its 
mblicity  work  be  vigorously  ad- 
'anced. 

Whereas,  It  appears  in  the  ex- 
ierience  of  merchants  everywhere 
hat  the  public  utterly  fails  to  com- 
irehend  the  true  work  and  need  of 
ffieient  mercantile  channels  and 
:ommercial  methods; 

Resolved,  That  this  association, 
epresenting  the  tax  payers  and  Na- 
ional  food  distributors  favors  the 
stablishment  of  vocational  schools 
or  the  popular  study  of  such  ques- 
ions  or  the  introduction  in  the 
lublic  schools  of  studies  relating 
o  industrial  and  business  affairs 
n  order  that  these  fundamental 
[uestions  of  commerce  may  be  com- 
nonly  understood. 

Whereas,  If  we  are  to  continue 
o  increase  our  foreign  trades,  es- 
>ecially  in  South  America,  follow- 
ng  the  opening  of  the  Panama 
lanal,  and  join  in  the  unification 
>f  the  practice  among  the  commer- 
:ial  nations,  no  factor  is  more  fun- 
lamental  or  important  in  our  mod- 
:rn  movement  to  place  industry 
ind  commerce  upon  a  scientific 
>asis  than  a  simple  system  of 
veights  and  measures  international 
n  its  character ;  and 
Whereas,  The  experiences  of 
nost  of  the  nations  of  the  world 
ihows  that  the  transition  to  the  in- 
:ernational  metric  system  need  pre¬ 
sent  no  difficulty  greater  than  these 
regularly  encountered  in  industrial 
rhanges  of  process,  equipment  and 
materials;  and 

Whereas,  The  widespread  teach¬ 
ing  of  the  metric  system  in  the 
schools,  the  diffusion  of  the  system 
in  our  text  books,  its  use  in  labor¬ 
atories  and  shops,  its  legalizations 
for  all  transactions  by  the  Federal 
Government,  its  use  in  Porto  Rico 
and  the  Philippines  for  all  pur¬ 
poses,  its  use  by*  the  Government  in 
all  scientific  investigations  and  in 
the  medical  work  of  the  War  and 
Navy  Departments,  the  United 
States  Public  Health  and  Marine 
Hospital  Service  and  its  use  in  all 
electrical  measures.  In  view  of  all 
these  facts;  be  it 

Resolved,  That  we  reaffirm  our 
position  taken  at  St.  Louis  last  year 
and  urge  the  Pure  Food  Legislative 
Committee  of  the  incoming  admin¬ 
istration  to  continue  this  work  with 
all  vigor  along  lines  educational  to 
the  wholesale  grocer,  the  retail 
grocer  and  the  consuming  public, 
looking  to  the  eventual  compulsory 
legal  adoption  of  the  metric  system 
in  simplification  not  only  of  the 
interstate,  but  international  com¬ 
mercial  transactions. 

In  addition  to  the  regular  resolu¬ 
tions,  the  association  voted  unani¬ 
mously  in  favor  of  continuance  an¬ 
nually  of  a  canned  food  week  in 
which  all  branches  of  the  trade  shall 
boom  the  consumption  of  canned 
goods. 

The  matter  of  next  year’s  place 
f  meeting  was  left  with  the  Ex 
:utive  Committee.  Chicago,  New 
ork,  Mobile,  Ala. ;  Charleston, 
C. ;  Niagara  Falls  and  Minne 
olis  are  rivals  for  the  honor. 


How  About  Vacation  Time  and  Camp  Life 

This  is  the  time  of  year  when  mountains,  seashore  and  camp  are  loudly  calling.  Borden's 
Peerless  Brand  Evaporated  Milk  forms  a  part  of  the  equipment  of  every  family  who  spend 
annually  these  few  months  seeking  rest  and  contentment  near  to  nature.  See  to  it  that  you  caU 
your  customer’s  attention  to  the  convenience,  cleanliness  and  safeness  of  Borden’s  Peerless  Brand 
Evaporated  Milk  during  the  hot  weather.  It  can  be  used  for  every  purpose  where  ordinary  raw 
milk  is  used.  It  is  a  big  relief  to  feel  sure  of  your  milk  supply  when  in  camp  or  on  vacation. 
Borden’s  Peerless  Brand  Evaporated  Milk  being  made  from  the  highest  grade  raw  material, 
by  careful  and  sanitary  methods  of  manufacture,  offers  to  your  customer  a  safe  and  wholesome, 
absolutely  pure  milk  supply. 

Do  not  take  any  chances  with  baby’s  milk 
supply  when  in  camp  or  on  vacation 

Impress  upon  your  customers  the  necessity  of  providing  a  safe  and  sterile  food  for  baby 
during  the  hot  months,  or  when  away  from  home,  or  in  temporary,  changed  or  strange  surround¬ 
ings.  Many  times  this  is  the  direct  cause  of  baby’s  digestion  being  upset, 
and  an  anticipated  pleasant  and  restful  vacation  is  thereby  turned  into  an 
anxious  and  unpleasant  one.  Eagle  Brand  Condensed  Milk  affords 
at  all  times  and  under  any  circumstances  a  pleasing  and  safe  food  for  baby. 

More  babies  have  been  reared  successfully  upon  Eagle  Brand  Con¬ 
densed  Milk  than  upon  all  other  infant  foods  combined. 

Borden  s  Condensed  Milk  Co. 


Established  1857 


LEADERS  OF  QUALITY’’ 

NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“When  you  buy  BORDEN’S  BRANDS  you  get  a  finished 
product  that  is  safe  and  uniform,  which  has  been  made  in  sur¬ 
roundings  and  by  methods  that  arc  the  most  perfect  types  of 
cleanliness  and  sanitary  handling.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  substantially 
unchanged  for  the  week.  New 
Japans  are  a  little  firmer,  they  hav¬ 
ing  opened  weak,  as  reported  at 
the  time.  Spot  teas  show  no 
change  for  the  week,  and  the  de¬ 
mand  is  light.  The  market  on  most 
old  teas  is  in  buyers’  favor. 

Coffee. 

The  market  for  Rio  and  Santos, 
barring  a  few  of  the  higher  grades, 
is  still  very  sick  and  weak,  and 
shows  a  further  decline  of  y2  cent 
for  the  week.  Everybody  seems 
to  have  lost  faith  in  the  market, 
and  even  the  large  operators,  if 
they  can  be  judged  by  their  actions, 
seem  to  be  letting  the  situation  take 
its  own  course.  One  thing  appears 
most  likely — that  the  market  will 
not  advance  again  unless  it  has  ar¬ 
tificial  support.  Mild  coffees  are 
also  weak  in  sympathy,  although 
the  primary  markets  both  for  Bra¬ 
zils  and  milds  are  steady  to  firm. 
Java  and  Mocha  steady  and  un¬ 
changed. 

Sugar. 

The  market  for  refined  sugar  re¬ 
mained  unchanged  during  the 
greater  part  of  the  week,  but  on 
Thursday  advanced  io  points.  This 
was  not  because  raws  showed  any 
advance,  for  they  did  not,  but  prob¬ 
ably  because  the  summer  demand 
is  beginning  to  open,  and  the  re¬ 
finers  have  not  made  much  money 
for  several  months. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  dull,  as 
usual  at  this  season,  and  prices  are 
unchanged.  Sugar  syrup  and  mo¬ 
lasses  quiet  at  ruling  prices. 

Fish. 

Mackerel  is  dull  and  unchanged 
in  price.  The  market  has  been  sick 
now  for  a  considerable  time  and 
shows  no  sign  of  recovery  at  this 
season.  Cod,  hake  and  haddock 
are  dull  and  unchanged  in  price. 
Salmon  is  fairly  active  at  un¬ 
changed  prices.  Domestic  sardines 
are  practically  unchanged,  though 
some  packers  are  talking  a  5  or  10- 
cent  advance.  Imported  sardines 
are  still  scarce  and  high.  The  new 
tariff  bill  increases  the  duty  on  the 
large  tins  of  French  goods  so  as  to 
cause  an  advance  of  slightly  over 
$2  per  case.  There  is  a  reduction 


in  the  duty  on  olive  oil,  however, 
and  a  further  reduction  of  duty  on 
the  small  French  tins  which  will 
amount  to  about  50  cents  a  case. 

Canned  Goods. 

The  continued  cool  weather  has 
made  the  new  tomato  season  even 
later — probably  three  weeks  late  at 
the  present  time — but  this  will  not 
necessarily  mean  anything,  for  the 
season  can  make  it  all  up  if  condi¬ 
tions  are  favorable.  Prices  on  both 
spot  and  future  tomatoes  are 
steady  and  unchanged;  demand 
moderate.  Corn  on  spot,  meaning 
cheap  grades,  is  about  2]/2  cents 
higher;  other  grades  of  spot  corn 
are  unchanged  and  dull.  Both  spot 
and  future  peas  are  unchanged. 
The  pack  in  this  section  will  be 
partly  a  failure,  owing  to  unfavor¬ 
able  crop  conditions.  Packers  who 
sice  they  started  in  business  have 
made  full  deliveries  will  this  year 
deliver  only  in  part.  The  Eastern 
pack,  however,  only  amounts  to 
about  10  per  cent,  of  the  whole,  so 
that  the  situation  is  not  vital. 
Apples  are  in  good  demand  at  rul¬ 
ing  prices.  California  canned 
goods  are  unchanged  in  price  and  in 
fair  demand.  Small  Eastern  staple 
goods  are  unchanged  with  the  prob¬ 
able  exception  of  spinach,  which  is 
forging  upward  by  reason  of  short 
spring  pack. 

Dried  Fruits. 

Prunes  are  unchanged  and  quiet 
with  the  exception  of  40s,  which  by 
reason  of  scarcity  have  now  ad¬ 
vanced  until  they  are  commanding 
about  \1/  cents  above  a  proper  par¬ 
ity  with  50s.  Peaches  have  sold 
very  well  this  spring,  because  of 
the  scarcity  of  green  stuff;  at  pres¬ 
ent  they  are  in  fair  demand  at  un¬ 
changed  prices.  Apricots  are  get¬ 
ting  pretty  well  cleaned  up  and  rule 
unchanged.  Spot  raisins  quiet  and 
unchanged.  The  new  combination, 
which  claims  to  control  90  per  cent, 
of  the  output,  is  making  an  effort 
to  sell  futures,  but  is  meeting  with 
small  success.  The  trade  are  afraid 
of  the  independent  10  per  cent, 
which  with  past  combinations  has 
been  able  to  do  considerable  harm. 
Currants  unchanged  and  dull. 

Beans  and  Peas. 

Domestic  pea  beans  are  a  shade 
firmer  and  in  fair  demand.  Mar¬ 
rows  are  unchanged  and  firm.  Red 


kidneys  are  comparatively  much 
lower  than  others,  commanding 
only  $2.25  in  a  large  way.  It  is  not 
so  long  since  they  sold  at  $4.  Cal¬ 
ifornia  limas  show  a  further  ad¬ 
vance  of  20  points,  being  now  6.65 
cents  per  pound  in  a  large  way. 
Scarcity  is  the  reason.  Green  and 
Scotch  peas  are  unchanged,  weak 
and  dull. 

Butter. 

The  make  of  butter  is  showing 
considerable  increase.  The  market, 
however,  is  firm  with  prices  un¬ 
changed,  because  of  the  active  de¬ 
mand  both  for  consumption  and 
speculation.  This  is  absorbing  the 
receipts  on  arrival,  and  as  long  as  it 
continues  there  will  probably  be  no 
relief  from  the  high  prices.  The 
market  is  about  1  cent  above  a  year 
ago  and  probably  5  cents  above  two 
years  ago.  Under  grades  are  sell¬ 
ing  at  a  price  which  is  close  to  the 
:  best.  The  nearby  make,  owing  to 
the  cool  weather,  is  very  large. 
The  amount  of  butter  which  has 
gone  into  storage  this  year  is  very 
much  larger  than  last  year— almost 
double  up  to  this  time,  in  fact — 
nevertheless  prices  are  very  high, 
and  more  is  going  in. 

Eggs. 

The  market  is  firm  and  un¬ 
changed.  The  quality  of  the  re¬ 
ceipts  continues  very  good  and  will 
as  long  as  the  weather  remains 
cool.  The  market  is  steady  on  the 
present  basis,  and  will  probably  not 
change  as  long  as  conditions  remain 
as  they  are.  Eggs  are  still  being 
put  into  storage,  and  will  continue 
as  long  as  weather  and  quality  stay 
fine. 

Cheese. 

The  cheese  market  is  steady 
and  unchanged.  There  is  an  in¬ 
crease  in  the  receipts  and  an 
increase  in  the  consumptive  de¬ 
mand.  The  quality  is  improving 
owing  to  the  ideal  weather.  The 
price  of  cheese  will  be  largely  influ¬ 
enced  by  the  price  of  milk  and  the 
quotations  for  butter. 

Provisions. 

All  cuts  of  smoked  meats,  picnic, 
regular  and  skinback  hams,  bellies 
and  bacon,  are  firm  at  J4  cent  ad¬ 
vance  ;  consumptive  demand  moder¬ 
ate.  Pure  and  compound  lard  are 
both  firm  and  in  good  consumptive 
demand;  prices  unchanged.  Bar-' 


reled  pork  is  firm  and  unchangec 
with  a  fair  demand.  Dried  beef  i 
firm  at  1  cent  advance,  owing  t 
short  supply.  The  demand  is  a< 
tive.  Canned  meats  are  in  bettc 
demand  at  unchanged  prices. 


INDIVIDUAL  MARKET  REPORT; 


Standard  Canned  Goods. 

Returning  confidence  in  tomato* 
is  one  of  the  features  in  the  mai 
ket  here  and  elsewhere.  The  bu\ 
ing  of  them  last  week  for  futur 
delivery  was  fully  equal  to  that  c 
the  week  previous,  perhaps  large 
and  the  orders  came  from  the  sarr 
widely  separated  markets.  Nearl 
every  State  east  of  the  Rockk 
bought  future  tomatoes  here  durin 
last  week  and  the  week  previou 
not  in  big  blocks,  like  they  som< 
times  do,  but  in  lots  ranging  froi 
one  to  four  or  five  carloads.  Soir 
orders  were  for  certain  branc < 
which  the  same  buyers  have  hat 
died  for  years,  but  the  majority  c 
them  were  not  limited  to  an 
brands  in  particular,  just  so  the 
were  well  known,  reliable  branc 
with  responsible  canners  behin 
the  contract  and  100  per  cent.  d<i 
livery  guaranteed.  The  basis  of  tl 
buying  is  the  further  unfavorab 
reports  about  the  crop  conditior 
throughout  this  section  of  tt 
country,  which  produces  the  large 
part  of  the  canned  tomatoes  packe 
in  all  the  States  combined,  and  t! 
short  time  remaining  to  recove 
from  the  losses  sustained  by  tt 
killing  frosts  that  occurred  durin 
the  first  half  of  May.  The  tomal 
market  is  worth  watching  close! 
from  now  on. 

During  last  week  spot  tomatoe 
were  more  than  fairly  active,  an 
they  were  well  scattered  througl 
out  the  country.  Low-priced  lo' 
are  being  picked  up,  seconds  of  oi  j 
dinary  quality,  as  well  as  of 
standards  a  bit  rusty  or  in  lacquere 
tins,  and  that  is  always  consider* 
to  be  a  forerunner  of  a  larger  d< 
mand  for  full  standard  goods.  TI 
jobbers,  as  a  rule,  are  aiming  1  1 
handle  the  higher  quality  and  ai 
more  than  ever,  perhaps,  willing  1 
pay  a  fair  price  for  what  they  wan 
which  encourages  the  canners  t 
produce  a  high  class  of  goods  at 
reasonable  cost.  The  scarcity  c 
No.  10  tomatoes,  and  the  large  ac 
vance  in  that  size  helps  to  stiffe 
up  the  prices  for  the  other  size 
and  the  canners  are  looking  for 
stronger  market  during  June  an 
July.  Spot  tomatoes  look  safe  t 
buy  at  to-day’s  prices. 

There  is  no  improvement  in  thi 
section  in  the  pea  situation,  and  ou 
canners  are  sorely  disappointed  i 
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:  outcome.  It  has  been  many 
irs  since  the  output  of  the  canned 
:icle  has  been  so  small  and  the 
;t  so  high.  The  canning  season 
-  that  article  may  prove  to  be 
e  of  the  shortest  on  record  here 
.jnting  the  hours  instead  of  the 
y’s  work.  The  pea  canners  in 
ler  States  are  not  at  all  jubilant 
er  the  prospects  in  their  own  sec- 
ns.  Spinach  is  strong  and  fairly 
;ive,  with  an  upward  tendency 
:ause  of  the  light  pack.  The  new 
>p  of  string  beans,  both  the 
een  aild  white  wax,  will  be  due 
s  week  or  ten  days,  and  it  is  re- 
rted  that  a  light  crop  is  the  pres- 
t  prospect.  The  jobbers  have 
nmenced  to  buy  them  for  ship- 
:nt  when  wanted.  Sweet  pota¬ 
ss  are  no  higher,  but  they  are 
mer,  and  the  holders  have  con- 
ence  in  the  market  for  them, 
iw-priced  corn  was  again  in  fair 
mand  last  week,  and  the  cheap 
ice  for  kraut  attracted  some  small 
iers  for  it.  There  were  only  a 
v  unimportant  changes  in  the 
ler  lines  of  vegetables  last  week. 
It  looks  like  the  crop  of  white 
erries  in  this  section  is  nearly  a 
al  failure  for  canning  purposes, 
d  red  cherries  are  not  very  much 
tter.  Those  two  fruits  ought  to 
plentiful  at  this  time,  but  with  a 
uple  of  exceptions,  not  a  wheel 
s  been  turned  on  them.  The 
awberry  season  will  last  about  a 
:ek  longer  here  and  they  have 
;t  something  over  last  season  to 
ck.  The  jobbers  are  buying  them 
smaller  lots  than  usual  at  the 
ening  of  the  season,  but  they  are 
irly  active  for  all  grades  and 
;es. 

New  pineapples  were  more  active 
it  week,  though  large  orders  for 
fern  are  not  plentiful  yet.  In  the 
ler  lines  of  spot  fruits  the  buy- 
l  was  light,  nothing  more  than 
e  small  daily  orders  coming  in, 
d  the  quotations  are  unchanged. 
Cove  oysters  continue  strong, 
th  a  fair  demand.  Herring  roe 
getting  scarce,  comparatively, 
cause  the  pack  is  over  and  it  was 
;ht. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 


Evaporated  Apples,  Etc. 

A  much  better  feeling  exists 
longst  the  local  evaported  apple 
ippers,  owing  to  a  better  demand, 
well  as  a  general  firmer  feeling 
1  ai'ound.  The  shippers  are  hav- 
E[  a  very  good  demand  for  im- 
ediate  shipment  on  a  basis  of  5^4 
6  cents  for  prime,  6J/2  for  choice 
id  8  to  8 y2  for  fancy,  all  in  50- 
aind  boxes,  with  cartons  ]/2  cent 
r  pound  higher. 

Futures  are  firmly  held  owing  to 
;s  favorable  crop  conditions  on  a 
sis  of  6%  to  6%  cents  for  prime, 
'4  to  7  cents  for  choice  in  50- 
>und  boxes.  The  fruit  is  drop- 
ng  quite  badly  in  some  sections 
id  traders  still  consider  present 
lues  only  about  the  cost  of  pro- 
tion. 


As  long  as  you  let  the  shoe  store  sell  all  the  shoe  dressing  you  are  losing  a  big  volume  of 
sales  that  would  pay  you  75%  profit,  Think  of  it,  75%  profit  on  an  article  everybody  buys.  Don't 
think  people  “  won’t  buy  shoe  dressing  from  me,”  they’ll  buy  MASON'S  WHITE  DRESSING  and 
MASON’S  TAN  COMBINATION  wherever  they  see  them.  Get  these  sales  and  profits  instead  of 
letting  them  walk  past  your  door.  MASON’S  WHITE  DRESSING  and  MASON’S  TAN  COMBI¬ 
NATION  not  only  pays  you  75%  profit,  but  they  SELL  FAST,  because  everybody  knows  them  and 
almost  everybody  will  wear  white  or  tan  shoes  this  season. 

REHEHBER,  yon  buy  shoe  dressings  to  SELL  them,  not  to  REEF 
them.  MASON’S  SHOE  DRESSINGS  quickly  SELL,  and  pay  yon  75% 


JAS.  S.  MASON  COMPANY 

138=140  North  Front  Street  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

“  The  beauty  of  white  or  tan  shoes  depends  on  having  them  spick  and  span  at  all  times 
Use  MASON’S  SHOE  DRESSINGS  and  keep  yours  looking  like  new.” 


This  is  one  of  the  Arms  the  sale  of  whose  products 
helps  'organize  the  Pennsylvania  Retail  Merchants 


Suits  Every  Pocketbook 

FREIHOFER’S  EGG  ELBOW  MACARONI  (made  of  real  eggs  and  fine 
quality  farina),  is  economical  because  it’s  a  really  nutritious  food,  and  ‘‘a 
little  bit  maks  a  big  lot”  when  it’s  cooked.  At  the  same  time  it’s  as  pure 
and  good  as  money  can  buy.  All  classes  of  customers  will  buy  it  and  it  will 
please  them  all.  Push  it,  because  it  means  steady  sales  at  good  profit  to  you. 


Baking  Company.  Philadelphia. 


WHAT  TO  TELL  CUSTOMERS 

“You  couldn’t  buy  more  food  value,  at  the  price,  than  FREIHOFER’S  EGG 
ELBOW  MACARONI,  and,  it’s  delicious!” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Raspberries  for  immediate  ship¬ 
ment  are  pretty  well  cleaned  up. 
The  market  is  quotable  at  173/2  to 
18  cents  f.  o.  b.,  with  new  goods 
for  August-September  shipment 
offered  at  18  to  183/2  f.  o.  b.  in  bar¬ 
rels. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Rice. 

More  seasonable  weather  condi¬ 
tions  in  clearing  skies  and  sunshine 
have  led  to  enlarging  transactions, 
and  more  extended  inquiry  during 
the  past  week.  Stocks  are  only 
fairly  assorted,  no  large  quantity 


WITHOUT 

FleisclaDD’s  least 

Any  Grocery  Is  Incomplete 

As  soon  think  of  not  carrying 
flour,  sugar,  butter,  salt  or 
eggs,  as  to  omit  Fleischmann’ s 
Yeast  from  your  stock.  Be¬ 
cause  whenever  Fleischmann’ s 
Yeast  is  used  three  or  more  of 
the  other  products  named  are 
used  too.  See  the  added  sales 
Fleischmann’ s  Yeast  makes  ? 

THE  FLEISCHMANN  CO. 


A  POSSIBLE 
CUSTOMER 

is  often  made  by  having 
just  the  particular  thing 
he  or  she  wants. 

MAPLEINE 


is  a  popular  flavoring. 
Be  sure  and  have  it  in 
stock. 

Order  from  your  jobber  or 
Frank  A.  Smith  A  Co. 
105  8.  Froat  8t., 
Philadelphia,  Pa. 

Croaoomt  Mfg.  Co. 
Soattlo,  Walk. 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  in  all  countries. 

Davis  &  Davis,  Washington,  D.C. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sa*»te  free,  or  four  months’  trial  in  10  cents 

Jonn  B.mcFeiridge&Sons 

Printers 

927  Arch  Street 

Philadelphia 


of  any  particular  style  is  obtainable, 
and  as  resupply  from  primary 
points  is  difficult,  prices  are  well 
sustained.  The  demand  for  Japans 
continues,  of  course,  principally  for 
the  top  grades,  though  the  call  is 
becoming  more  general  for  all 
grades,  as  buyers  are  beginning  to 
see  that  Japans  of  every  quality  are 
worth  while  at  present  figures. 
Honduras  is  rapidly  running  out, 
and  it  now  looks  like  a  dearth  of 
this  style  before  the  season  closes. 
Taking  all  things  together,  the  situ¬ 
ation  shows  improvement. 

Advices  from  the  South,  along 
the  Atlantic  Coast,  reveals  nothing 
of  interest.  The  demand  is  ex¬ 
ceedingly  flat  and  is  running  more 
to  fresh  garden  stuff  for  the 
moment.  At  New  Orleans  there  is 
slightly  improved  condition,  for 
while  the  market  is  dull  the  move¬ 
ment  has  quickened,  and  holders  are 
more  encouraged  over  the  situ¬ 
ation. 

In  the  interior — Southwest  Lou¬ 
isiana,  Texas  and  Arkansas — the 
news  is  favorable.  The  export  deal 
is  being  carried  through  most  suc¬ 
cessfully,  and  everything  points  to 
a  much  lighter  carryover  than  was 
anticipated  a  few  weeks  ago.  The 
new  crop  is  progressing  finely,  and 
if  no  untoward  condition  arises  the 
output  will  exceed  all  expectations. 

Cables  and  correspondence  from 
abroad  note  rough  rice  market  life¬ 
less;  “spot  cleaned"  quiet;  “for¬ 
ward  Burma”  lower. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Imported  Fish  Specialties. 

Herring. — There  is  of  course 
very  little  demand  here  now  for 
Holland  herring,  but  stocks  of  old 
fish  are  unimportant.  From  Hol¬ 
land  they  write  us  that  stocks  of 
old  herring  are  pretty  nearly  ex¬ 
hausted,  and  so  far  the  new  fish 
taken  are  of  very  poor  and  indiffer¬ 
ent  quality  and  not  fit  for  export. 
There  being  no  stock  of  old  fish 
available  in  Holland,  prices  for  new 
herring  are  not  likely  to  he  very 
low,  at  least,  in  the  beginning. 

The  first  shipment  of  new  Scotch 
Matjes  herring  has  arrived,  and 
they  are  of  very  fine  quality  for  this 
early  season.  The  first  shipment 
consisted  of  only  a  small  quantity, 
which  went  readily  into  consump¬ 
tion,  at  fairly  satisfactory  prices. 

Norway  herring  continue  to  sell 
in  a  good  hand-to-mouth  way. 

Mackerel. — There  seems  to  be  a 
little  more  animation  in  the  Nor¬ 
way  mackerel  market,  but  prices 
do  not  show  any  improvement  as 
yet.  Irish  mackerel  are  neglected, 
and  of  Norways  the  4s  are  princi¬ 
pally  in  demand. 

Imported  Oil  Sardines. — In 
France  they  expect  a  good  catch, 
but  whether  their  hopes  will  he 
realized  of  course  we  cannot  say 
at  this  moment.  No  settlement  has 
as  yet  been  arrived  at  between  the 
packers  and  the  fishermen,  although 
the  committee  is  hard  at  work  to 
effect  an  early  settlement. 


In  Norway  the  catch  so  far  has 
been  very  disappointing. 

In  Portugal,  likewise,  the  catch 
is  unsatisfactory  and  Portuguese 
sardines  are  still  scarce  in  this  mar¬ 
ket. 

Stockfish. — Owing  to  the  very 
much  smaller  catch  in  general,  and 
owing  to  the  fact  that  a  great  deal 
less  fish  has  been  hung  for  stock¬ 
fish  this  season,  the  opening  prices 
for  Norway  stockfish  are  likely  to 
be  quite  considerably  higher  than 
they  were  last  season. 

Strohmeyer  &  Arpe  Co. 

New  York. 

Spices. 

The  market  only  fairly  active. 
Foreign  markets  were  weaker,  but 
have  recovered,  and  prices  are  gen¬ 
erally  firmer.  The  tariff  situation 
is  still  unsettled,  hut  we  believe  the 
question  of  a  duty  on  spices  will 
be  decided  before  long. 

Pepper. — Trade  demand  is  fair. 
Futures  are  neglected,  due,  we  be¬ 
lieve,  to  prices  being  higher  than 
spot  prices  in  effect.  Stocks  of 
pepper  continue  small. 

Red  peppers  in  better  demand, 
without  any  change  in  price. 

Cloves  fairly  active  at  steady 
prices. 

Pimento  much  firmer  and  in  bet¬ 
ter  demand.  Stocks  continue  small. 

Mace. — The  demand  is  very  fair. 
Prices  generally  unchanged. 

Nutmegs  lower.  Demand  very 
fair.  Present  prices  are  safe. 

Cassias. — All  grades  unchanged. 
Demand  somewhat  better,  and  will 
increase  from  now  on. 

Gingers  in  better  demand  at 
practically  unchanged  prices. 

Green  ginger-  root  is  due  to  ar¬ 
rive  after  next  week. 

Tapiocas  steady  but  quiet. 

Paprika. — Hungarian  grade  very 
firm  and  scarce.  Spanish  un¬ 
changed. 

Seeds,  Herbs,  Etc. — Caraway  in 
better  demand.  Canary  continues 
firm.  Celery  unchanged  during  the 
week. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Sugar. 

Refined  Sugars. — At  the  opening 
of  the  market  on  Thursday  Frank¬ 
lin,  ^IcCahan,  American,  Howell, 
Federal  and  Warner  advanced  all 
grades  to  selling  basis  fine  granu¬ 
lated  4.30  cents  regular  terms,  al¬ 
though  a  large  line  of  orders  were 
accepted  at  old  prices  by  all  refin¬ 
ers.  Some  refiners  were  rather  re¬ 
luctant  sellers,  and  in  some  cases 
restricted  orders.  The  trade  gen¬ 
erally,  however,  have  purchased 
from  three  to  four  weeks’  supply  on 
contract  basis  4.20  cents,  and  at  the 
close  the  principal  refiners  are  firm 
at  the  advance,  and  have  declined 
some  business  at  former  prices. 
Arbuckle  continues  unchanged  at 
4.20  cents,  but  may  advance  at  any 
moment. 

With  warmer  weather  conditions 
prevailing,  we  look  for  an  increased 
consumptive  demand.  Withdrawals 


from  now  on  will  be  heavy  am 
with  curtailed  production  some  re 
finers  will  find  it  difficult  to  mak 
shipments  promptly. 

Raw  Sugars. — There  is  nothin; 
new  to  report  to-day.  The  marke 
rules  quiet  and  steady  with  m 
sales  reported.  Last  quotations  ar 
equal  centrifugals  96  degrees  a 
3.33  cents  duty  paid  for  shipmen 
from  Cuba,  and  3.30  cents  lande< 
for  shipment  from  Porto  Ricr 
Conditions  in  Cuba  continue  un 
changed,  raining  in  most  sections 
causing  more  centrals  to  discon 
tinue  operations.  Only  46  central 
are  now  grinding. 

J.  H.  Huston  &  Co. 

Philadelphia,  Pa. 


MARKET  NOTES. 

Strawberries  are  scarce  and  higl 
— 8  to  18  cents.  This  is  twice  wha 
they  were  a  year  ago,  and  the  qual 
ity  is  only  fair.  The  demand  i 
good ;  the  season  is  past  its  height 

Georgia  peaches  are  not  cominj 
very  largely,  and  the  quality  i 
poor.  The  price  ranges  from  $1.51 
to  $2.50,  and  the  demand  is  quiet 

Watermelons  are  cheaper  an< 
now  average  40  cents.  The  qual 
ity  is  good  and  the  demand  fair. 

Corn  is  coming  from  Florida 
but  is  in  very  light  demand  as  tb 
quality  is  poor.  The  price  range  i 
$1  to  $2.50. 

Tomatoes  are  comparative! 
cheap — $2  to  $2.25,  because  th< 
supply  is  large  and  the  qualit; 
poor.  Mississippi  tomatoes  an 
going  into  New  York,  but  none  t< 
Philadelphia  as  yet.  They  also  an 
poor,  and  the  price  ranges  from  4< 
to  45  cents  per  4-basket  carrier. 

Florida  lima  beans  are  mon 
plenty  and  the  price  is  lower — $, 
to  $3.50  for  the  best  and  aroum 
$1.50  for  yellow.  The  demand  i 
fair. 

New  Jersey  cabbage  is  in  marke 
and  averages  65  cents  per  basket 
Norfolk  cabbage  is  much  cheaper— 
$1.50  per  barrel. 

New  potatoes  are  draggy  at  $. 
per  barrel.  The  demand  is  fair. 

String  beans  are  now  coming 
from  North  Carolina  and  Virgini; 
and  range  from  75  cents  to  $1  pe 
basket. 

Nearby  peas  are  scarce,  thougl 
good.  Canners  are  paying  60  cent: 
per  basket,  but  the  jobbing  prio 
for  the  best  is  $1. 
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re  Amendments  Wanted  to 
Cold  Storage  Law. 


i  Storage  Interests  Ask  for  Changes 
i  to  Period  for  Storing  Poultry  and 
utter.  Wage  Attachment  Bill  Bobs 
and  Out. 


ial  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

larrisburg,  Pa.,  June  13,  1913. 

I  bill  allowing  a  public  market 
Philadelphia,  where  fruit  and 
etable  venders  can  put  stands, 

passed  the  House  on  second 
ling.  It  is  House  Bill  1769,  and 
s  follows : — 

AN  ACT 

aking  Eleventh  street,  in  the  city 
of  Philadelphia,  a  public  market 
for  the  sale  of  fruits,  vegetables 
and  produce. 

Section  1.  Be  it  enacted  by  the 
mate  and  House  of  Representa- 
yes  of  the  Commonwealth  of 
snnsylvania,  in  General  Assembly 
et,  and  it  is  hereby  enacted  by  the 
ithority  of  the  same,  That  the 
oroughfare  known  as  Eleventh 
reet,  in  the  city  of  Philadelphia, 
om  a  point  beginning  at  Bain- 
idge  street,  running  south  along 
id  Eleventh  street  to  Reed  street, 
id  which  said  section  of  street  had 
:en  intended  by  the  original 
■antors  to  be  used  for  market 
lrposes  shall  be,  and  the  same  is 
:reby  made  a  market  street,  and  it 
tall  be  lawful  and  proper  for 
:ndors  of  fruits,  vegetables  and 
•oduce  to  stand  along  said 
leventh  street  between  the  points 
ireinbefore  mentioned  for  the  pur- 
>se  of  selling  and  disposing  of 
leir  goods. 

Sec.  2.  Such  street  shall  be 
aintained  free  and  open  for  the 
se  of  public  traffic  by  the  police, 
id  when  such  traffic  way  shall  be 
>en,  the  police  shall  not  interfere 
Dr  disturb  the  vendors  or  sellers  of 
Dods  along  said  Eleventh  street. 

being  the  intent  and  purpose  of 
lis  act  that  Eleventh  street,  in  the 
ty  of  Philadelphia,  between  Bain- 
•idge  and  Reed  streets,  shall  be  .an 
Den  market  for  the  sale  of  fruits, 
:getables  and  produce. 

Another  amendment  to  the  new 
i  storage  law  was  introduced  in 
Senate  on  Monday.  It  pro- 
es  that  no  cold  storage  food 
d  be  labeled  with  the  day  they 
re  put  in  cold  storage,  but  only 
h  the  month.  The  amendment 
)  extends  the  period  undrawn 
As  can  be  stored  from  ten  to 
dve  months,  and  the  time  of  but- 
from  9  to  12  months. 

^  hearing  was  given  on  the  Mit- 

II  law  allowing  attachment  of 
per  cent,  of  debtor’s  wages 

ouse  Bill  No.  1614,  Senate  No. 
5)  Tuesday  afternoon  at  Har- 
jurg  before  the  Senate  Corpora¬ 
ls  Committee.  The  committee 
iorted  the  bill  out  favorably 
:hout  amendment  at  the  evening 
sion  of  the  Senate,  but  it  was  re- 
nmitted  on  the  following  day. 
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REFINED  FOR 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 
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FranKlin 

Granulated 

Sugar 

In  Cotton  Sacks 


•  Standard  of  Purity* 

REFINED  POD 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


The  same  grade  of  fine  GRANULATED  SUGAR  which 
we  pack  in  FRANKLIN  CARTONS,  we  also  pack  in 
cotton  sacks  of  2-lb.,  3  i-lb.,  5-lb.  and  10-lb.  capacity. 

This  is  a  handy  package  for  boarding  houses  and  customers  who  want 
to  buy  sugar  in  large  quantities  for  preserving  and  canning  at  home. 

FRANKLIN  SUGAR  in  bags  is  packed  in  barrels  and  100-lb.  bags. 

The  FranKlin  Sugar  Refining'  Company 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“We  can  absolutely  guarantee  the  weight  and  purity  of 
this  sugar.  It’s  a  granulated  of  the  very  finest  quality  that  can 
be  produced.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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DVERTISING 


mass 


It  is  said  that  an  amendment  will 
be  proposed  exempting  from  at¬ 
tachment  wages  below  a  certain 
sum. 

R.  C. 


CORRESPONDENCE. 


Waste  Paper  Balers  and  Waste 
Paper.; 

Fairton,  N.  J.,  June  5,  1913. 
To  the  Editor. 

Dear  Sir: — We  are  considering 
the  waste  paper  and  pasteboard 
boxes.  Would  ask  where  and  what 
is  the  prices  paid  for  same  and 
where  would  be  the  best  place  to 
get  a  price? 

Yours  truly, 

J.  H.  Livingston  &  Son. 

For  balers,  Buckeye  Baler  Co., 
Findlay,  Ohio,  or  Davenport  Man¬ 
ufacturing  Co.,  Davenport,  Ohio. 

To  sell  baled  waste  paper,  get  in 
touch  with  the  Call  Paper  Co.,  305 
Florist  street,  Philadelphia. 

*  *  * 

Why  Retailers  Fail. 


Darlington,  S.  C.,  May  29,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — We  are  inclosing  a 
cut  of  our  advertisement  for  your 
criticism  that  we  had  in  our  county 
paper. 

Please  let  us  know  if  you  approve 
of  the  style  of  advertising,  as  we 
often  get  out  ads.  similar  to  this, 
but  oftentimes  not  so  much  matter 
on  the  same  subject. 

Would  appreciate  your  letting  us 
know  what  you  think  of  it.  Thank¬ 
ing  you  in  advance  for  your  atten¬ 
tion  to  the  matter, 

Yours  truly, 

Robt.  A.  Rogers. 

The  advertisement  enclosed  meas- 


(one  strong  and  one  mild),  and  ad¬ 
vertised  them  as  being  especially 
good  for  icing.  Everybody  recog¬ 
nizes  that  some  teas  ice  better  than 
others,  and  I  would  have  made  this 
distinctively  an  advertisement  of 
teas  for  icing,  not  just  an  advertise¬ 
ment  of  several  teas,  all  of  which 
could  be  served  iced  if  desired. 

*  *  * 

If  the  sort  of  text  I  am  advising 
was  used,  the  head  could  be  made 
much  sharper.  “No  Other  Tea 


last  issue  we  have  some  local  adver¬ 
tising. 

Very  truly  yours, 

E.  J.  Gallen, 

2016  Orthodox  St.,  Frankford. 

In  a  supplemental  note  Mr.  Gal¬ 
len  says  the  paper  has  a  circulation 
of  15,000  copies,  which  of  course 
is  very  good.  The  later  copies  of 
the  paper  show  some  improvement 
in  appearance,  although  not  in  the 
quality  of  the  paper  used.  Nor  in 
the  selection  of  the  plate  matter,  I 
think. 


Detroit,  Mich.,  June  9,  1913. 
To  the  Editor. 

Dear  Sir: — Ninety-five  out  of 
every  hundred  retailers  are  just 
barely  existing  because  their  lack 
of  knowledge  about  the  details  of 
their  business  causes  them  to  over¬ 
look  leaks'  and  opportunities  for 
success  that  exist  right  before  their 
eyes.  Their  accounting  systems 
don’t  give  them  facts  on  which  to 
base  their  management,  and  they 
fail  almost  before  they  realize  they 
are  in  difficulties. 

Respectfully  yours, 

F.  M.  Paull. 

*  *  * 

Wants  Batter  Quotations. 

Wytheville,  Va.,  June  11,  1913. 

To  the  Editor. 

Dear  Sir : — Will  you  please  ad¬ 
vise  us  from  whom  we  can  get 
regular  official  butter  quotations. 
If  your  journal  gives  the  desired 
information,  please  let  us  know, 
and  cost  of  it.  We  have  built  a 
creamery  here  and  to  know  how 
to  make  prices  on  butter  to  the 
retail  trade  is  the  problem  we  wish 
to  solve. 

1  hanking  you  in  advance,  we 
are, 

Yours  truly, 

Valley  of  Virginia  Butter 
Company. 

We  advise  keeping  in  regular 
touch  with  the  New  York  and 
Philadelphia  Produce  Exchanges, 
with  a  view  to  getting  them  to 
send  you  daily  quotations.  Some¬ 
times  you  can  get  these  quotations 
daily  from  wholesale  dealers.  We 
suggest  communicating  with  P. 
F.  Brown  &  Co.,  39  South  Front 
street,  and  John  Jamison,  Water 
and  Market  streets,  Philadelphia. 


ured  six  inches  deep  across  three 
columns,  and  occupied  what  ap¬ 
peared  to  be  about  the  choicest  po¬ 
sition  in  the  paper — at  the  top  of 
the  second,  third  and  fourth  col¬ 
umns  on  the  local  page.  Here  is 
the  reduced  reproduction : — 


Certainly  nobody  can  help  seeing 
this  advertisement,  if  he  looks  at 
that  page  of  the  paper  at  all;  it  is 
conspicuous  and  well  displayed.  I 
think  the  pulling  power  could  have 
been  improved  by  making  the  ad¬ 
vertisement  more  an  advertisement 
of  iced  tea  than  simply  of  tea. 
What  I  mean  by  that  is  this:  I 
should  have  picked  out  of  my  stock 
one  blend  of  tea,  or  at  most  two 


Ices  Like  This  Tea,”  is  a  sugges¬ 
tion,  or  “All  Teas  Won’t  Ice  Well, 
But  Taste  This.” 

*  *  * 

Touching  the  co-operative  adver¬ 
tising  plan  of  a  number  of  the 
members  of  the  Frankford  Retail 


Grocers’  Association,  which  I  dis¬ 
cussed  last  week,  I  have  the  follow¬ 
ing  letter  from  E.  J.  Gallen,  2016 
Orthodox  street,  one  of  the  “Unity 
Grocers”  who  are  joining  in  the 
advertising : — 

Frankford,  May  29,  1913. 
Editor  “Science  of  Advertising." 

Dear  Sir: — I  inclose  two  more 
copies  of  “Unity  News”  so  that 
you  may  criticise  them  all  at  once. 
We  are  getting  good  results  from 
this  paper.  You  will  notice  in  the 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Phenomenal  Success  of  Canned 
Hawaiian  Pineapple. 

Not  since  the  early  days  of  Battle 
Creek,  when  breakfast  food  factories 
sprang  up  mushroom-like,  overnight, 
has  the  grocery  trade  of  the  United 
States  seen  the  sales  of  a  food  product 
increase  like  the  sales  of  Hawaiian 
pineapple.  The  history  of  this  new  table 
delicacy  reads  like  romance,  but  its  ab¬ 
solute  truth  is  the  best  part  of  it. 

Hawaiian  pineapple  first  appeared  on 
the  American  market  in  commercial 
quantities  in  1903.  The  output  was  one 
hundred  thousand  cans,  or  about  one 
can  to  every  nine  hundred  people.  It 
won  from  the  start,  simply  on  its  merits. 

The  public  liked  it  so  well  that  in 
1907  over  5,000,000  cans  were  sold,  an 
increase  of  5,000  per  cent,  in  four 
years,  although  not  a  dollar  had  been 
spent  for  advertising. 

In  1908  the  output  was  doubled  and 
advertising  started.  Inside  of  twenty 
months  the  sale  leaped  to  20,000,000 
cans.  The  present  production  is  about 
31,000,000  cans  annually,  or  about 
enough  to  supply  each  person  in  the 
United  States  with  a  third  of  a  can 
per  year,  and  the  demand  is  far  in  ex¬ 
cess  of  this  supply. 

It  is  easy  to  see  that  several  factors 
had  to  be  combined  to  produce  such  a 
business.  Be  it  said  to  the  credit  of 
those  identified  with  the  industry  that 
they  have  followed  the  most  advanced 
methods  from  the  start.  The  Hawaiian 
Pineapple  Packers’  Association  was 
formed  for  the  good  of  the  industry  and 
no  pains  have  been  spared  to  maintain 
the  high  quality  and  absolute  purity  of 
Hawaiian  pineapple. — Adv. 


ON  THESE  HOT  DAYS  USE 

I-C-E-D  T-E-A 


There  is  nothing  more  refreshing  than  a  glass  of  good  cool 
Iced  Tea.  Our  stock  of.  Teas  is  complete.  We  have  all 
grades-strong  and  mild,  also  blended  Teas,  blended  by  us 
from  the  choicest  grades  of  Ceylon,  Oolong  and  Young  Hy¬ 
son  Teas,  which  makes  a  mild,  delightful  drink.  We  think 
our  India  and  Ceylon  Teas  are  unsurpassed  for  making 
Iced  Tea.  The  cup  quality  is  excellent,  and  makes  a  good 
highly  colored  glass  of  Tea.  v 

We  are  agents  for  Lipton  and  Tetley's  High  Grade  Teas; 
also  agents  for  Dr.  Shepherds  Teas,  grown  in  the  Pine- 
hurst  Tea  Gardens  of  Summerville,  S.  C. 

Let  us  have  your  orders  for  Teas.  We  have  the  stock  and 
know  we  can  please  you.  Let  us  know  if  you  like  strong 
or  mild  Tea.  .*.  •  •  . 


ROBT.  A.  ROGERS 

Phone  30  west  side  public  square  Phone  13 
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The  Secret  of  Making 
Money  Out  of  Eggs  is 
to  Prevent  Bre&,ka.ge 
by  Using  the 

Continental  Safety  Egg  Carton 

The  CONTINENTAL  SAFETY  EGG  CARTON  prevents  breakage  because  it 
grips  each  egg  in  a  cushion-like  nest.  Cracked  eggs  displease  your  customers  and  cut 
down  your  profits  :  perfect,  whole  eggs,  delivered  in  Continental  Safety  Egg  Cartons 
please  your  customers,  and,  you  make  your  profit. 

The  CONTINENTAL  SAFETY  EGG  CARTON  is  ready  for  instant  use,  quickly  and 
easily  filled  and  fastened  ;  has  its  own  string  and  fastener,  thus  saving  time  and  cost  of 
string  used  on  other  style  cartons. 

Packed  flat,  250  to  the  case. 

•  Ask  your  jobber,  or  write  us  for  FREE  sample. 

Write  us  for  Samples  of  Continental  Paper  Bags 


We  have  the  largest  paper  mills  in  the  world  and  the  best  manufacturing  facilities.  Either  tor  price  or  quality 

CONTINENTAL  PAPER  BAGS  are  the  best  you  can  buy. 


Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 
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CCXI. — The  Legal  Status  of  Metal  Checks,  Coupons,  Due  Bills  and  Other  Devices  Used  in 

Business  as  Substitutes  for  Money. 


For  several  months  I  have  been 
receiving  inquiries  from  readers  of 
these  articles  concerning  the  legal¬ 
ity  of  schemes  to  use  metal  coins, 
coupons,  or  such  things  as  substi¬ 
tutes  for  money.  Apparently  there 
are  a  great  many  sections  of  the 
United  States  where  this  is  done. 
A  manufacturer  will  pay  his  em¬ 
ployees  with  metal  coins  or  checks 
of  a  definite  value,  and  the  recipi¬ 
ent,  instead  of  getting  them  changed 
into  money,  will  pass  them  among 
retail  merchants  for  their  cash 
equivalent  in  merchandise.  The 
merchants  appear  to  think  the  thing 
a  nuisance  and  have  written  to  me 
asking  if  there  wasn’t  some  way 
to  stop  it.  All  these  inquiries  I 
have  answered  privately,  but  there 
are  so  many  of  them  coming  that  I 
have  concluded  that  the  subject 
must  be  of  general  interest,  and 
shall  give  this  article  to  its  discus¬ 
sion,  basing  it  upon  the  following 
letter,  which  is  the  last  received: — 

Elton  J.  Buckley,  Esq., 

San  Francisco,  Cal. 

Dear  Sir Inclosed  please  find  a 
sample  of  coupon  that  is  and  has 
been  used  here  for  several  years  by 
the  people  whose  names  appear  on 
same.  They  use  these  in  paying 
their  help  off  at  all  times  between 
pay  days,  their  pay  days  being  once 
a  month.  As  you  will  see,  this 
forces  the  most  of  this  trade  back 
to  them,  as  they  will  not  pay  out 
any  cash  except  on  pay  days,  and 
if  their  help  demands  the  cash  the 
only  way  that  they  can  get  it  is  to 
call  for  their  time  and  quit  their 
jobs. 

Now,  the  question  I  wish  to  put 
to  you  is,  is  there  no  way  that  the 
issuance  of  these  coupons  can  be 
stopped?  As  a  reader  of  various 
trade  journals  for  which  I  subscribe 
and  am  greatly  interested  in,  I  have 
read  your  numerous  articles  on 
many  subjects,  but  I  have  never 
seen  anything  along  this  line.  If 
you  can  give  me  any  information 
along  these  lines  I  will  feel  greatly 
indebted  to  you. 

Respectfully  yours, 

W.  W.  McLaren. 

The  coupon  enclosed  bears  the 
following  wording:  “No.  1490. 
Due  the  Bearer,  Ten  Cents  in 
Goods  only  at  the  store  of  Hobbs, 
Wall  &  Co.,  Inc.  Per - - - 


The  scheme  appears  fairly  clear. 
Hobbs,  Wall  &  Co.  are  manufac¬ 
turers  with  a  company  store,  sell¬ 
ing,  I  presume,  pretty  much  of 
everything.  -Their  pay  day  is  once 
a  month,  at  which  time  they  will 
pay  all  employees  their  wages  in 
cash.  If  an  employee  desires  an  ad¬ 
vance  on  his  salary,  before  the 
monthly  pay  day,  he  can  get  it,  not 
in  cash,  however,  but  in  a  due  bill 
payable  in  goods  from  the  company 
store.  The  scheme  is  sharp,  for  it 
is  bound  to  send  trade  to  the  store 
owned  by  the  company. 

There  is  no  way  in  which  this 
particular  scheme  can  be  stopped, 
short  of  having  the  legislature  pass 
an  act  compelling  Hobbs,  Wall  & 
Co.,  with  all  other  manufacturers, 
to  pay  say  every  two  weeks  instead 
of  once  a  month.  That  has  been 
done  in  Pennsylvania  and  several 
other  States,  and  it  makes  what  the 
California  correspondent  complains 
of,  just  half  as  likely  to  happen  as 
it  is  now.  Monthly  pay  days  are 
exceedingly  inconvenient  to  labor¬ 
ing  people,  and  the  law  is  gradually 
abolishing  them  in  favor  of  bi¬ 
weekly  pay  days. 

As  to  the  right  of  a  manufacturer 
to  issue  coupons  like  this,  or  metal 
coins  or  checks,  in  lieu  of  money, 
there  is  no  doubt  about  it  if  his 
work  people  are  willing  to  accept 
them.  He  cannot  force  anybody  to 
take  pay  in  anything  but  the  current 
money  of  the  country,  but  employer 
and  employee  can  agree  together,  if 
they  like,  that  payment  shall  be 
made  in  sugar,  or  coonskins,  or  a 
metal  check  which  represents 
twenty-five  cents. 

In  the  case  of  Hobbs,  Wall  & 
Co.,  they  are  not  bound  to  make 
any  advance  at  all.  Under  their 
rules  of  doing  business,  wages  will 
not  be  due  until  the  monthly  pay 
day.  If  an  employee  wants  the 
favor  of  an  advance,  Hobbs,  Wall 
&  Co.  are  perfectly  within  their 
rights  in  saying  what  form  the  ad¬ 


vance  shall  be  in,  or,  as  I  have  said, 
in  refusing  it  altogether. 

Many  of  the  schemes  that  I  have 
been  written  about  go  much  further 
than  this.  They  go  so  far  that  un¬ 
der  them  the  checks,  or  coupons,  or 
whatever  was  used,  attained  a  con¬ 
siderable  circulation,  and  passed 
from  hand  to  hand  like  money.  I 
heard  of  one  suburb  of  a  good-sized 
manufacturing  city  where  coin 
checks  represented  the  greater  part 
of  the  money  medium  in  general 
use. 

I  have  told  all  private  inquirers, 
and  I  repeat  it  here,  that  there  is 
no  way  in  which  these  schemes  can 
be  stopped,  unless  they  reach  such 
proportions  that  the  Government 
could  stop  them  on  the  ground  that 
the  persons  involved  were  endeav¬ 
oring  to  set  up  an  opposition  cur-, 
rency.  It  would  not  do  that  unless 
the  use  of  the  particular  substitute 
became  much  more  general  than  it 
is  likely  to. 

The  reason  such  schemes  cannot 
be  stopped  is  that  they  represent  a 
matter  which  is  largely  within  the 
private  right  of  contract.  If  I  am 
employed  as  a  clerk  in  a  retail 
store,  or  as  a  bookkeeper  in  a  job¬ 
bing  house,  or  to  run  a  machine  in 
a  factory,  and  my  wages  are  $15 
weekly,  I  can  take  that  amount  in 
ten  penny  nails  if  my  employes 
wishes  to  pay  me  that  way.  Or  I 
can  insist,  on  the  other  hand,  on 
payment  in  real  money,  and  if  I  do 
that  my  employer  will  have  to  pay 
me  in  that  form. 

By  the  same  token,  when  I  have 
my  $15  in  tin  checks  or  paper  cou¬ 
pons,  there  is  also  no  reason  why 
a  grocer  or  dry  goods  dealer  may 
not  take  them  and  give  me  $15 
worth  of  goods  for  them,  if  he 
wants  to,  and  why  that  grocer  or 
dry  goods  dealer  may  not  subse¬ 
quently  pass  them  again  on  the 
farmer  in  exchange  for  butter  and 
eggs.  In  familiar  language,  it  is 
up  to  the  taker  in  all  cases.  If  he  is 


satisfied,  it  is  nobody  else’s  affair, 
unless  the  scheme  goes  so  far  as  to 
set  up  opposition  to  the  national 
currency. 

After  all,  a  very  large  part  of 
our  national  currency  system  is 
based  upon  mutual  willingness  to 
accept  as  money  something  which 
is  not  money  at  all,  but  only  a  sub¬ 
stitute  for  it.  Gold  and  silver  coin 
of  course  have  intrinsic  value,  but 
bank  notes  are  merely  representa¬ 
tive  of  something.  Consider  how 
often  a  checque  is  used  in  payment 
of  debts — it  passes  from  hand  to 
hand  at  is  face  value,  serving  ex¬ 
actly  like  money.  After  all,  the 
case  of  a  metal  check  whom  any¬ 
body  will  redeem  for  25  cents  is 
practically  no  different. 

I  would  suggest  to  whoever  is 
annoyed  by  the  use  of  substitutes 
for  money,  that  he  can  instantly 
put  a  stop  to  it  by  refusing  to  ac¬ 
cept  them.  Nobody  can  compel  hiir 
to  accept  such  things,  as  they  are 
not  legal  tender.  I  presume  the 
difficulty  of  this  course  is  that  his 
competitors  might  not  take  the 
same  attitude. 

(Copyright,  June,  1913,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  oi 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un- ; 
less  there  is  a  request  not  to  dc 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Lega' 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


What  Short  Weight  Means. 

A  manufacturer  of  sash  core 
gives  retailers  the  following  illus¬ 
tration  of  the  invisible  losses  the) 
may  make  through  short  weight 

If  you  take  a  dozen  of  full-weight 
sash  cord  and  sell  it  over  your 
counter  you  absolutely  know  you 
made  the  percentage  of  profit  you 
calculated  upon.  Now  take  the  case 
of  the  sash  cord  sold  at  the  custom¬ 
ary  gross  weight,  the  weight  of  the 
burlap  is  from  three  to  four  pounds  <• 
and  more  to  the  bale.  Furthermore,  ' 
do  you  know  that  the  paper  and 
twine  around  a  dozen  packages  of  | 
sash  cord  weighs  from  twelve 
ounces  to  one  pound  each?  If  you 
do  not,  please  weigh  it  and  convince 
yourselves. 

At  the  end  of  the  year  you  cannot 
understand  why  you  did  not  make  | 
the  profit  which  you  calculated  upon  ; 
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thought  sure  you  would  make, 
pply  the  above  to  every  other 
:le  which  you  sell  and  get  down 
ictual  facts.  If  you  do,  your 
its  will  be  as  anticipated  and  ex- 
ed  by  you,  otherwise  not. 


dent-elect  Schwab  Issues 
pen  Letter  to  Retailers. 


he.  Organization  Will  Answer  All 
spaper  Criticism  of  Grocers, 
itention  is  Promptly  Called  to  It. 


Correspondence  of  “Grocery  World  and 
eral  Merchant.” 

veland,  Ohio, 

June  12,  1913. 

;  new  president  of  the  Na- 
Retail  Grocers’  Association, 

/  W.  Schwab,  has  issued  the 
ring  letter  to  the  retail  gro- 
>f  the  United  States :  — 

the  Members  of  the  National 
Association  of  Retail  Grocers 
of  the  United  States. 

making  this,  my  first  state- 
t,  to  the  retailers  of  the  United 
es,  I  do  so  feeling  the  respon- 
ity  of  the  office  and  the  demands 
he  members 

ask  the  support  of  every  mem- 
of  the  organization,  as  well  as 
trade  press,  to  give  me  all  the 
itance  possible. 

am  well  aware  of  the  ease  with 
:h  destructive  criticism  can  be 
ed  forth,  and  the  disastrous  re- 
;  which  come  from  that  kind  of 
cism.  If  all  members  will  keep 
lirect  touch  with  me  I  can  as- 
each  that  they  will  have  no 
«  for  complaint.  I  will  at  all 
s  welcome  constructive  criticism 
do  my  best  to  measure  up  to 
standard  set  up  for  me. 
lould  any  one  in  any  part  of  the 
itry  want  credit  information  the 
etary’s  office  is  full  of  informa- 
for  the  asking.  Counterpart  of 
)st  any  bill  desired  can  be  ob- 
ed  by  writing  the  secretary. 

■  communication  addressed  to 
will  receive  prompt  attention, 
any  aid  that  I  can  render  from 
business  experience  will  be 
:rfully  given.  Any  newspaper 
cism  unfavorable  to  the  retailer 
receive  prompt  attention  if  the 
e  is  sent  to  the  secretary,  and  an 

fver  written  to  the  publisher  at 

* 

:  is  my  desire  to  give  to  the 
ilers  the  best  administration  that 
even  been  given,  and  I  realize 
effort  which  it  will  take  when 
>ok  over  the  splendid  achieve- 
its  of  my  predecessors. 

John  A.  Green, 
cretary  National  Retail  Gro¬ 
ss’  Association. 


10,000  Paid  for  Waste 


ler  in  Pennsylvania 


Last1  Year 

much  of  it  did  you 
rhere  is  ready  sale 
your  Waste 
Pasteboard 
etc.,  if  baled. 

Buckeye 
aper  Press 

ie  work  perfectly, 
for  o&Ulog.  Dept.  A 

iye  Baler  Co. 

fM.iT,  OHIO 


USED  EVERY  DAY 
USED  EVERY  WAY 

Our  extensive  advertising  has  made 
KARO  the  biggest  selling  syrup.  It 
is  not  only  the  national  favorite  as  a 
table  syrup  because  of  its  purity,  fine 
flavor  and  high  food  value,  but  it  is 
also  extensively  used  in  cooking  and 
home  candy  making.  We  have  shown 
the  KARO  can  in  newspaper,  maga¬ 
zine,  street  car  and  billboard  adver¬ 
tising  everywhere,  and  your  customers 
know  it  as  soon  as  they  see  it.  Make  a 
good  display  of  KARO  and  you  are 
sure  to  have  an  ever  increasing  sale 
to  satisfied  customers. 

Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you  a 
profit  and  sugar  does  not. 

Corn  Products 
Refining  Company 

New  York 


WHAT  TO  TELL  CUSTOMERS 

“You’ll  find  KARO  superior  to  other  syrups  or  molasses, 
not  only  for  hot  cakes  but  also  for  cooking  and  candy  making. 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


GRIDDLE  CAKES  &  WAFFLES 


HOUSEHOLD  COOKING 


CANDY  MAKING 
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I  saw  somewhere  the  other  day — 
I  don’t  just  remember  where — that 
the  erocers — I  think  it  was  some  as- 

o 

sociation — were  trying  to  work  a 
scheme  to  get  money  from  manu¬ 
facturers  when  they  put  displays  of 
their  goods  in  the  windows  of  retail 
stores.  I  suppose  that  means  when 
a  manufacturer  sends  men  around 
to  trim  windows  with  cartons  and 
stuff  that  the  manufacturer  should 
pay  so  much  a  day  for  the  use  of 
the  window. 

Good  scheme,  if  they  can  put  it 
over,  but  when  you  look  at  it  an¬ 
other  way  it’s  plumb  foolish. 

When  I  got  into  a  certain  town 
the  other  day,  I  saw  in  a  customer’s 
window  a  girl  showing  off  some 
sort  of  a  new-fangled  cooking  pan. 
In  the  front  was  a  card  saying 
that  the  pan  was  on  sale  in  a  hard¬ 
ware  store  in  town ! 

This  customer’s  store  is  on  the 
best  corner  in  the  place.  It’s  right 
on  one  of  the  main  four  corners 
and  he  has  two  great  big  bulk  win¬ 
dows  that  you  could  kill  a  steer  in. 
You  could  build  up  any  kind  of  a 
display  in  ’em  and  have  room  left 
to  bring  a  crowd  of  people  in  to 
look  at  it. 

I’ve  often  told  that  fellow  his 
windows  ought  to  be  worth  a  thou¬ 
sand  a  year  to  him. 

“I  see  you’ve  got  something 
doing  in  your  window,  old  man,”  I 
said  when  I  caught  up  with  him. 

“Right,”  he  said,  “I  get  $10  a 
day  for  that.  Not  so  bad,  eh?” 

“How  many  days  in  the  con¬ 
tract?”  I  asked. 

“Three  days.” 

“Thirty  dollars  out  of  it,  eh?” 

“That’s  right.” 

“Thirty  dollars  you  get  for  let¬ 
ting  ’em  work  up  a  lot  of  business 
for  somebody  else.  Why  don’t  you 
sell  the  pan  yourself?” 

“I’m  not  in  the  hardware  busi¬ 
ness.” 

“Then  why  don’t  the  hardware 
man  use  his  own  window?” 


A  Great  Little  Idea. 

“He  hasn’t  got  much  of  a  win¬ 
dow' — you  couldn’t  put  a  thing  like 
that  in  it.  I’ve  got  the  biggest 
show'  window  in  town.” 

“Then  why  in  thunder  don’t  you 
use  it  for  yourself?”  I  said,  like  a 
Dutch  uncle. 

"I  do,”  he  said,  “but  when  I  can 
make  $30  by  letting  somebody  else 
use  it  for  three  days,  I  guess  I  can 
stand  it.” 

“Sure  you  could,”  I  said,  “if  you 
couldn’t  make  more  than  that  using 
it  for  yourself.” 

“I  don’t  believe  I  could,”  he  said, 
“it’s  too  big  to  bother  with  all  the 
time.” 

Ain’t  that  a  peach  of  an  argu¬ 
ment  why  you  shouldn’t  make 
money  out  of  something?  It’s  like 
firing  a  bang-up  salesman  because 
he  eats  a  lot. 

“Old  man,”  I  said,  “take  it  from 
me  you’re  missing  a  bully  good 
chance.  If  I  had  windows  like 
yours  I’d  pay  my  rent  from  ’em. 
Ain’t  any  of  your  clerks  got  ideas 
how  to  trim  a  window?” 

“Maybe,”  he  said,  “but  they’re 
too  busy  with  other  things.” 

Honest,  at  that  I  darned  near 
broke  down  and  cried.  Too  busy 
to  help  the  store  make  money !  Oh 
wurra  wurra! 

“Know  what  I’d  do?”  I  said,  “I’d 
pay  for  a  correspondence  course  in 
how  to  trim  windows.  There  must 
be  such  a  thing  on  the  market.  And 
I’d  make  every  clerk  in  the  store 
read  it  and  hand  in  one  idea  a  week 
for  fixing  up  the  window.  Out  of 
the  bunch  I’d  pick  one  and  let  the 
man  that  handed  it  in  work  it  out. 
I  don’t  mean  these  pretty  stunts 
like  building  up  a  pile  of  canned 
corn.  Anybody  can  do  that — there 
ain’t  any  coin  in  that.  What  I 
mean  is  stunts  to  get  people  in  off 
the  sidewalk  to  lay  down  a  quarter 
and  buy  goods.  You  can  do  it — 
why  with  windows  like  that  you 
can  do  anything!  By  George,  but 


it’s  a  shame,  with  a  chance  like 
you’ve  got !” 

“Listen  here !”  I  said,  “I’ll  give 
you  a  stunt  that  will  get  a  bunch 
of  people  around  inside  of  five  min¬ 
utes.  Cover  the  front  of  your  win¬ 
dow  with  a  sheet,  but  have  a  hole 
in  it.  Have  one  of  your  clerks  sit 
on  a  stool  inside  and  poke  his  hands 
down  in  front  of  the  hole  so  the 
people  outside  won’t  see  anything 
but  those  hands.  Have  his  hands 
as  clean  as  soap’ll  make  ’em  and  his 
nails  the  same.  Let  him  sit  there 
for  an  hour  and  then  another  man 
and  so  on  through  half  a  day.  Put 
a  sign  on  the  outside — “this  is  the 
kind  of  hands  that  handle  the  food 


you  buy  here.  These  hands  beloi 
to  Clerk  No.  1.”  When  the  hou 
up  make  it  Clerk  No.  2  and  so  or 

D’ye  know,  that  stunt  was  bo 
right  there  in  a  minute.  I  didi 
know  till  it  came  that  I  was  goi; 
to  be  a  mother  at  all.  But  he 
est,  did  you  ever  hear  anythi 
more  plumb  nifty  in  your  lif 
Gee ! 

“What  kind  of  business  d! 
think  that  would  get?”  he  sa 
“orders  for  hands?” 

“You  can  josh  all  you  like!” 
said.  “It  would  be  a  good  i 
wouldn’t  it?” 

He  didn’t  answer  back — he  \\ 
scared  to.  He  just  sat  there  a 
bleated  like  a  sick  sheep.  Laugh 
while  his  window  was  working 
business  for  somebody  else! 
hickory  pole  cats,  1  was  so  work 
up  I  thought  for  a  while  I  would 
take  an  order  from  him.  I  fina 
coaxed  myself  to  do  it,  though. 

The  Stroller. 


Blackberries  from  North  Ca 
lina  range  from  8  to  12  cents  j: 
quart;  huckleberries  from  20  to  ; 
cents  and  raspberries  average  ; 
cents  per  pint.  The  demand  1: 
berries  is  light. 


Business  Promotion  Through 
Trade  Press  Efficiency 


is  to  be  the  keynote  of  the  most  notable  gathering  of  technical,  class  and  trade 
journal  editors  and  publishers  ever  held  in  America.  No  live  manufacturer,  sales 
manager,  advertising  man,  trade  paper  editor  or  publisher  can  afford  to  overlook  the 

Eighth  Annual  Convention  of  the  Federation  of 
Trade  Press  Associations  in  the  United  States  at 
the  Hotel  Astor,  New  York,  Sept.  18,  19,  20,  1913 

Two  sessions  will  be  held  daily.  There  will  be  editorial,  circulation,  advertising 
and  publishing  symposiums  under  competent  leaders.  Many  of  the  leading  editors, 
business  managers,  buyers  and  sellers  of  advertising,  and  authorities  on  modern 
merchandising  methods  will  take  part.  On  Friday  afternoon,  September  19,  there 
will  be  a  mass  meeting  with  addresses  by  representative  business  and  professional 
men,  on  subjects  of  timely  interest  to  editors,  publishers  and  advertisers.  Dis¬ 
tinguished  guests  and  worth-while  speakers  will  be  at  the  annual  banquet,  which 
will  be  made  a  memorable  social  occasion.  No  matter  what  may  be  your  connection 
with  the  trade  journal  field,  if  you  are  interested  in  the  idea  of  business  promotion 
through  trade  press  efficiency,  if  you  believe  in  business  papers  for  business  men, 
you  will  be  welcome  at  all  sessions. 


Full  information  may  be  obtained  from 

The  Committee  of  Arrangements 

WM.  H.  UKERS,  Chairman,  79  Wall  Street,  New  York 


The  Federation  of  Trade  Press  Associations  in  the  United  States 

President  Secretary-Treasurer  Vice-President 

H.  M.  SWETLAND  EDWIN  C.  JOHNSTON  E.  C.  HOLE 

New  York  New  York  Chicago 
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No  Time  Wasted 


Did  it  ever  occur  to  you  how  much  time  you  save 
dien  you  buy  Gurnse  Butter,  through  not  having  to 
est  and  appraise  it  to  see  that  it  is  all  right. 

You  can  start  to  sell  from  a  shipment  of  Gurnse 
t  once,  without  giving  the  matter  a  thought.  We 
iave  worked  too  hard  to  make  Gurnse  right  to  have 
nything  wrong  with  it.  Gurnse  butter  is  the  finest 
lossible  dairy  butter,  very  fancy  quality  and  abso- 
utely  uniform. 

Wrapped  in  brine-dipped  parchment,  and  sealed 
n  carton. 

# 

Packed  in  20, 30  and  50-pound  boxes  — pounds  and  half  pounds  — 35  cents. 

Prices  subject  to  market  changes. 

a  C  QDAIJI/M  r  m  39. *1-43  SOUTH  FRONT  STREET 

r.  BROWN  Cx  CU.  PHILADELPHIA,  PA. 
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In  Laundry 

soaps  the  prominence  and 
popularity  of  Fels-Naptha 
are  due  to  its  quick  and  re¬ 
peated  sales;  and  these 
because  F els-N aptha  so  well 
satisfies  your  women-custom- 
ers — all  classes  of  women 
customers,  too. 


Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of  about 
six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Can  also  be  served  cold  for  luncheon,  cut  in  thin 
slices  or  warmed  in  the  oven  in  one  piece  to  take  the 
place  of  a  roast. 


BURK’S 

Lunch  Roll 

(Copyrighted) 

SUBSTITUTE  FOR  BOILED  HAM 

Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled. 

Far  superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet ;  also  less  expensive 
and  not  near  so  wasteful — in  fact  no  waste  at  all.  Much 
finer  in  texture  and  just  as  easily  sliced,  or  more  so, 
as  this  can  be  done  in  a  slicing  machine. 

The  cover  is  readily  removed  by  cutting  the  seam 
and  then  stripping  off  the  sack  as  the  roll  is  consumed. 
This  prevents  it  becoming  dry  and  is  a  sanitary  feature 
that  appeals  to  the  consumer,  as  it  keeps  the  product 
clean  while  displayed  on  the  counter  and  untouched  by 
hand  while  slicing,  a  vast  improvement  as  compared  with 
handling  the  greasy,  unprotected  boneless  boiled  ham. 

MEAT  LOAF  and  LUNCH  ROLL  were  originated 
by  us,  now  imitated  by  others,  but  none  equal  to  Burk  s, 
which  are  prepared  from  only  the  choicest  materials. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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Grape  Juice  Display. 

Grape  Juice  will  begin  to  sell  very  well  now,  make  a  display  of  it 
and  increase  the  sales.  To  arrange  first  cover  the  bottom  of  the 
window  with  pale  green  crepe  paper.  In  the  center  place  a  linen  cloth 
on  which  place  a  tray,  a  silver  one  looks  best,  on  this  place  a  glass  of 
the  grape  juice,  a  plate  of  nabiscos  and  a  spray  of  artificial  flowers, 
pale  pink  roses  show  up  the  best.  Place  two  rows  of  small  bottles  as 
illustrated.  Cover  three  different  size  boxes  with  the  pale  green  crepe 
paper  and  finish  around  the  edges  with  the  twisted  strips  of  purple 


crepe  paper  about  one  inch  wide.  Place  quart  bottles  of  the  grape 
juice  on  this,  in  the  front,  and  at  the  sides  a  glass  of  grape  juice. 
Place  some  of  the  pale  green  crepe  paper  across  the  window  at  the 
rear,  and  arrange  twisted  strips  of  the  purple  crepe  paper  as  in 
illustration.  At  the  top  run  a  strip  of  white  paper  or  muslin  across 
and  letter  in  black,  finish  at  the  top  and  bottom  with  a  twisted  strip  of 
the  purple  crepe  paper. 


Baking  Powder  Display. 

Have  a  baking  powder  display  if  you  have  a  certain  brand  y 
wish  to  introduce  to  your  customers,  or  if  you  have  a  very  large  sto 
of  one  certain  brand  and  wish  to  reduce,  a  window  trim  like  this  v 
help  very  much.  To  arrange  first  cover  the  bottom  of  the  wind' 
with  white  crepe  paper.  In  the  center,  in  front,  place  a  long  card 
which  have  the  name  of  the  lady  who  baked  the  cake  displayed  a 
also  the  name  of  the  baking  powder.  At  each  side  place  sm 


pyramids  of  the  small  size  cans,  back  of  them  larger  ones.  On  . 
napkin,  in  the  center,  display  a  nice  cake  which  one  of  your  customer 
baked.  At  the  rear,  on  each  side,  place  a  pyramid  of  cake  flour  i 
boxes  and  in  the  center  a  sack  of  pastry  flour.  Stretch  a  narrow  stn 
of  white  muslin  across  the  window  at  the  rear,  about  in  the  center,  ai! 
letter  in  black,  place  the  name  of  the  baking  powder  where  the  das 
is. 


Good  Thing  Offered  by  Babbitt. 

The  old-established  firm  of  B.  T. 
Babbitt  is  making  a  special  offer  to  the 
grocers  of  the  Philadelphia  District  on 
their  products.  They  sell  a  combination 
deal  of  Babbitt’s  products,  Best  Soap, 
“1776”  Soap  Powder,  Babbitt’s  Cleanser 
and  Babbitt’s  Pure  Lye  or  Potash  to 
the  grocer  and  dress  the  grocer’s  win¬ 
dow  with  an  attractive  display  of  these 
products  and  a  special  premium.  The 


special  premium  is  set  in  a  beautiful 
cut-out  with  the  Babbitt  colors  and 
shows  off  in  the  window  to  very  good 
advantage.  This  premium  is  particularly 
appropriate  at  the  present  time,  as  it 
is  a  large  seven-piece  berry  set  of  im¬ 
ported  German  china,  which  sells  or¬ 
dinarily  at  the  stores  for  $1.48.  Babbitt 
gives  this  set  to  the  grocer’s  customers 
for  fifty  trade  marks  taken  from  any 
of  the  Babbitt  products.  The  grocer 
retains  the  set  after  leaving  it  in  the 


window  for  about  one  month.  Thus  the 
grocer  obtains  a  valuable  and  useful 
premium  for  nothing.  The  combination 
deal  of  the  Babbitt  goods  is  one  which 
almost  any  grocer  can  afford  to  order, 
as  he  does  not  get  more  than  two  boxes 
of  any  one  article,  which  means  that 
the  grocer  is  not  loading  up.  The  prop¬ 
osition  also  provides  for  a  certain 
amount  of  free  goods  which  bring  the 
price  of  the  Babbitt  products  down  to 
a  very  low  figure. — Adv. 


ECHOES. 

The  writer  has  been  a  clo: 
reader  of  your  publication  for  foi 
years,  and  wishes  to  congratula 
you  on  your  most  valuable  pape 
Wishing  you  many  years  of  coi 
tinued  success. — Timlin,  Kelly 
Co.,  F.  M.  Timlin,  Mgr.,  Du  Boi 
Pa. 


Published  every 
Monday. 

Grocery  World 

Circulate*  In  every 
State  of  the  Union 

and  Canada. 

AJ4D 

General  IVlerehant 

Entered  at  the  Philadelphia  Poit-Office  as  Second-class  Matter. 

DL.  LV. 

Philadelphia  and  New  York,  June  23,  1913. 

No.  25. 

£?£SS 

irocery  World 

AND 

neral  Merchant 

PUBLISHED  WEEKLY  BY  THE 

;ert  world  publication  co., 

AT 

tIT  Arch  Street,  Philadelphia. 

telephones: 


Filbert  3286. 
Filbert  3287. 
t  Exchange. 


Keystone,  Race  746. 


New  York  Office  ; 

No.  56  Pine  Street,  Suite  415-416. 
Telephone,  3792  John. 


I  Checks  and  Drafts  payable  to  the  Gro- 
Vorld  Publishing  Co. 


independent  journal  published  ex- 
ely  In  the  interests  of  retail  grocers 
eneral  merchants. 


ELTON  J.  BUCKLEY, 
Editor. 

DAVID  EZEKIEL, 
Advertising  Manager. 


icrlptlon  Rates,  Including  Postage, 
Payable  In  Advance : 

PEE  YEAR 

nited  States  and  Mexico . $3.00 

tnada  .  3.50 

eat  Britain  and  Continent  of  Europe 

i  Asia  .  4.50 

Copies  . 10 


Contents. 


PAGE 

Many  Traveling  Salesmen  Says 
ational  Secretary  Green .  6 

Reason  Eggs  Get  So  High  is  That 
0  Many  Break  in  Shipment .  6 

Consumers  Think  of  Grocers  and 
/hat  They  Should  Think .  8 

n  Congress  to  Tax  Mail  Order 
louses  One  Per  Cent,  on  Business 
'oae .  8 


rial . 

:  Rotten  Egg  Blight. 

king  Meats  Subject  to  the  Federal 

ood  Law. 

cing  the  Mail  Order  Houses. 


10 


From  Now  On  Federal  Food  Officials 
Will  Seize  Meat  and  Meat  Products 
if  in  Violation  of  Federal  Food  Laws.  12 

Up-to-date  This  is  the  Most  Careless 
G.ocer  on  Record  as  to  Proofreading 
Advertising .  12 

Selling  Talks  With  Clerks . 14 

Among  the  Trade .  14 

Eastern  Pea  Pack  Twenty  to  Fifty  Per 
Cent,  of  Sales .  14 

Retail  Grocer  Cannot  Pay  Debt  to  Jobber 
by  Transferring  His  Stock  to  Him 
Unless  He  Gives  Other  Creditors 
Notice . v .  15 

The  New  York  Letter .  16 

Bill  Making  Giocers  Register  Introduced 
in  Senate .  17 

The  Grocery  Markets .  20 

Individual  Market  Reports .  20 

Market  Notes . . .  21 

How  the  New  Pennsylvania  False  State¬ 
ment  Law  Will  Act .  22 

Correspondence .  25 

The  Science  of  Advertising .  26 

Legal  Department .  28 

CCXII. — What  to  do  When  a  Notice 
Alleging  Infringement  of  Patent 
is  Served  Upon  You. 

The  Stroller’s  Column  (Contributed) .  30 

I  Ain’t  Going  to  be  ’Liminated. 

Window  Dressing  Ideas .  32 

Want  Department .  34 

“  Grocery  World  ”  Prices  Current .  36 


Index  to  Advertisements. 


“Advertising  World  ” .  23 

American  Sardine  Co .  11 


Armour  &  Co. 


PAGE 

...  24 


Babbitt,  B.  T .  11 

Baker,  W.  H .  30 

Baker  8c  Co.,  Limited,  Walter .  18 

Borden’s  Condensed  Milk  Co .  22 

Brown  &  Co.,  P.  F . 13  and  16 

Buckley,  Elton  J .  6 

Continental  Paper  Bag  Co .  27 

Corn  Products  Refining  Co .  29 

Crescent  Manufacturing  Co .  9 

Croft  &  Allen  Co . 34 

Davenport  Manufacturing  Co .  33 

Davis  &  Davis . 21 

Eagle  Roller  Mill  Co . Cover  3 

Farwell  &  Rhines .  21 

Fischer  8c  Co.,  B . Cover  4 

Flelschmann’s  Yeast .  34 

Forbes,  J.  P .  16 

Franklin  Sugar  Refining  Co . 15  and  19 

Freihofer  Baking  Co.,  The .  21 

Hamilton  Corporation,  The .  4 

Heacock,  H.  F .  14 

Hires  Condensed  Milk  Co . Cover  2 

Hooton  Cocoa  and  Chocolate  Co .  33 

Indexed  Coupon  Books .  16 


PAGE 

Kirk,  Foster  8c  Co .  18 

Knight  Cooking  Extract  Co . Cover  s 

Knox  Co.,  Charles  B .  31 

Lautx  Bros.  8c  Co. . Cover  a 

Maplelne .  9 

Mason  Co.,  Jas.  S .  21 

McCahan  Sugar  Ref.  Co. , The  W.  J.. Cover  j 

McCaskey  Register  Co.,  The .  31 

National  Cash  Register  Co .  3 

Parke  Co.,  L.  H .  25 

Philadelphia  Electric  Co.,  The .  14 

Rumford  Chemical  Works .  n 

Sauer  Co.,  C.  F . Cover  4  and  17 

Shinn  8c  Kirk . 7 

Shredded  Wheat  Company,  The. ..Cover  2 

Swift  8c  Co .  34 

Tanglefoot . Cover  4 

“  The  Liquid”  Carbonic  Co .  11 

Troemner,  Henry .  33 

Watson  A  Co.,  Angus .  17 

Welch  Grape  Juice  Co.,  The .  19 

Wessels  Co.,  The  C.  M .  33 

Wheatena  Co.,  The.... .  16 

Wilbur  8c  Sons,  H.  0 .  23 

Young  &  Co.,  Chas.  W . .....— . -  9 


6 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Too  Many  Traveling  Salesmen,  Says 
National  Secretary  Green 

Says  the  Carrying  of  the  Same  Goods  by  Many  Men  Increases 
Cost  and  is  a  Burden  on  the  Consumer.  Forthcoming 
Changes  in  Parcels  Post  Law. 


Special  Correspondence  of  "Grocery  World 
and  General  Merchant.” 


Cleveland,  Ohio, 

June  19,  1913. 

The  keen  competition  which  the 
trade  is  subject  to  at  the  present 
time  demands  that  the  retailer  con¬ 
centrate  his  buying.  Competition 
is  keen  and  must  be  met;  service 
is  demanded,  but  with  that  service 
the  lowest  possible  price  for  the 
quality  of  goods  must  be  an  induce¬ 
ment  held  out  to  the  consumer. 

The  time  has  come  for  a  read¬ 
justment  of  our  selling  policy.  We 
must  meet  competition.  The 
wholesaler  and  retailer  can  no 
longer  put  the  burden  on  the  manu¬ 
facturer.  They  have  got  to  do 
something.  The  retailer  must  con¬ 
centrate  his  orders.  It  costs  more 
for  a  dozen  men  to  take  an  order 
for  one  hundred  dollars  of  mer¬ 
chandise  than  for  one  man  to  take 
the  order.  We  have  no  better 
friend  than  the  traveling  man,  but 
they  have  been  gaining  in  number 
and  incidentally  increasing  the  cost 
of  distribution  till  it  is  time  to  call 
a  halt. 

The  merchant  himself  can  bring 
about  this  change  by  concentrating 
his  orders.  We  want  the  traveling 
man,  and  a  certain  number  of  them 
are  an  absolute  necessity,  but  they 
have  been  increasing  till  they  have 
in  many  instances  become  a  burden 
to  the  trade.  The  retailer  himself 
can  mend  this  situation  by  con¬ 
centrating  his  orders. 

It  is  not  an  uncommon  tiling  to 
have  eight  or  ten  men  carrying  the 
same  line  of  goods  calling  on  the 
same  person.  Under  these  condi¬ 
tions  the  consumer  cannot  get  his 
goods  at  the  price  which  he  should 
receive  them.  It  is  an  unnecessary 
burden  which  the  consumer  is  being 
asked  to  carry. 

1  would  advise  our  members  to 
concentrate  their  orders,  discount 
their  bills  and  buy  what  they  can 
pay  for,  buy  nothing  they  do  not 
actually  need  and  never  any  more 
than  they  need,  and  I  will  guaran¬ 
tee  that  you  can  buy  your  goods  at 
a  price  that  will  enable  you  to  meet 
any  ordinary  competition. 


I  recently  talked  with  a  retailer 
who  told  me  that  he  bought  seven 
hundred  and  fifty  ($750)  dollars 
worth  of  future  goods  last  fall  and 
it  prevented  him  from  discounting 
his  bills  all  winter.  He  felt  every 
time  a  salesman  came  in  and  he 
could  not  pay  his  bill  and  knew 
that  he  was  paying  a  long  price 
for  what  he  bought  that  if  ever  he 
got  straightened  out  that  never 
again  would  he  buy,  only  as  he 
needed  the  goods.  He  said :  “I  am 
discounting  my  bills  now  and  I 
cannot  tell  you  how  happy  I  feel 
and  how  differently  the  salesman 
treats  me.  The  odds  now  are  on 
the  other  side  of  the  counter.  I 
respect  myself,  and  my  discounts 
furnish  me  a  nice  addition  to  my 
profits.” 

This  is  only  one  instance  of 
scores  I  could  quote. 

*  *  * 

Those  of  11s  who  took  part  in 
the  opposition  to  parcels  post  legis¬ 
lation  will  remember  that  a  com¬ 
mission  was  appointed  to  watch 
the  working  of  the  system  and  re¬ 
port  at  the  end  of  the  year. 

I  am  just  in  receipt  of  informa¬ 
tion  to  the  effect  that  one  of  the 
committee  (and  I  take  it  for  grant¬ 
ed  that  he  voices  the  conclusion  of 
some  of  his  colleagues)  will  recom¬ 
mend  an  increase  in  the  weight 
limit  from  elven  (11)  pounds  to 
one  hundred  (100)  pounds  on  all 
packages  to  be  collected  and  de¬ 
livered. 

No  weight  limit  on  packages 
which  are  delivered  and  will  be 
called  for  at  postal  terminals. 

Establish  a  simple  system  of 
zones,  namely  100  miles  to  each 
zone,  the  first  (local)  zone  to  in¬ 
clude  a  distance  of  100  miles. 

Establish  a  rate  of  about  20  per 
cent,  of  the  cost  of  service,  i.  e., 
a  rate  of  3  cents  for  the  first  pound, 
plus  a  half  cent  for  each  additional 
pound  in  the  first  zone,  and  for 
subsequent  zones  an  additional  half 
cent  per  pound  for  each  additional 
zone  of  xoo  miles;  no  charge  to 
exceed  12  cents  per  pound. 

Restore  the  old  fourth-class  rates 
and  establish  a  supplemental  parcel 


or  express  fourth-class,  admitting 
express  matter  generally  with 
proper  exceptions,  to  which  zone 
rates  shall  apply. 

Reform  the  packing  regulations 
so  that  articles  carried-  by  express 
may  be  carried  in  containers  when 
necessary.  Reform  the  insurance 
and  C.  O.  D.  rates  so  that  an  article 
may  be  insured  according  to  its 
value. 

Establish  a  fast  freight  parcel 
post  service,  by  which  space  in 


Washington,  D.  C., 

June  20,  1913. 

To  reduce  the  enormous  break¬ 
age  of  eggs  in  transit,  which  yearly 
causes  a  loss  of  millions  of  dollars 
to  producers,  and  raises  the  price 
of  eggs  for  consumers,  the  United 
States  Department  of  Agriculture, 
through  its  Bureau  of  Chemistry, 
is  conducting  extensive  experiments 
to  determine  the  safest  manner  of 
packing  eggs  for  long  and  short 
shipment  by  rail.  The  waste  from 
the  breakage  of  eggs  in  New  York 
City  alone  in  1909  was  over  137,- 
804,768  eggs,  or  over  million 
dozen,  out  of  a  total  consumption 
in  1909  of  127,689,600  dozens  of 
eggs.  In  other  words,  about  9  per 
cent,  of  all  eggs  received  in  New 
York  were  cracked,  and  of  these  a 
large  number  were  unfit  for  food 
use. 

The  egg  supply  of  large  cities, 
and  particularly  New  York,  has  to 
come  from  a  long  distance,  because 
the  Middle  Atlantic  States  in  1909 
sold  only  about  110,000,000  dozen 
eggs,  or  not  enough  to  supply  New 
York  alone  if  every  egg  had  been 
sent  to  that  point.  For  the  Eastern 
coast  cities,  the  distant  corn  dis¬ 
tricts  are  practically  the  sole  source 
of  supply.  Increasing  consumption 
of  eggs  adds  to  the  distance  from 
which  eggs  must  come,  and  makes 
the  safe  shipment  of  this  valuable 
food  product  more  and  more  essen¬ 
tial. 

The  Bureau  of  Chemistry  re¬ 
gards  the  investigation  of  the  meth- 


freight  cars  on  the  fast  freigb 
lines  can  be  bought  and  used  fo 
the  carrying  of  big  parcels. 

John  A.  Green, 
Secretary  National  Retail  Grc 
cers’  Association. 


But  one  car  of  Georgia  peachf 
has  been  in  since  the  last  repor 
and  the  price  ranged  from  $2.75  t 
$3.  A  few  peaches  came  in  by  e> 
press  from  North  Carolina  and  sol 
at  $3,  but  the  quality  was  poor. 


ods  of  preventing  egg  breakage  ; 
particularly  important  because  t! 
many  millions  of  dozens  of  eg£ 
now  broken  in  shipment  natural 
tend  to  keep  the  price  of  this  va 
liable  food  higher  than  if  thei 
were  no  breakage,  or  breakag 
were  materially  reduced.  The  Bt  ! 
reau,  through  the  Food  Researc 
Laboratory,  is  now  engaged  i 
shipping  eggs  handled  in  differei 
ways  on  long  journeys  to  differei 
points  in  the  United  States,  and 
carefully  noting  their  condition  c 
receipt  at  their  destination.  Shi] 
pers,  railroad  men  and  commissic 
men  are  co-operating  heartily  wit 
the  investigators  of  the  Goveri 
ment,  through  their  joint  confe 
ence  committee  composed  of  repr 
sentatives  from  the  National  Bu 
ter,  Egg  and  Poultry  Associatio 
the  Traffic  Managers’  Associatic 
of  Chicago,  and  the  United  Stab 
Department  of  Agriculture.  T1 
situation  is  growing  very  acute,  b 
cause  the  railroads  are  claimit 
that  their  damage  losses  are  sue 
as  to  make  the  carrying  of  eggs  ; 
unprofitable  commercial  propot 
tion.  The  shippers  and  consignc 
have  large  sums  of  money  tied  1 
in  claims  and  litigation  with  tf 
roads. 

Holt. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant” 

Attorney  and  Counselorat  Lar 

643-648  Land  Title  Building 

Philadelphia,  Pa. 

/  Bell.  Spruce  2608-2609 
Telephones  {  KeTBton,.  Race  746 


One  Reason  Eggs  Get  So  High  is  That  Si 
Many  Break  in  Shipment 


In  One  Year  Nine  Per  Cent,  of  All  Eggs  Received  in  New  Yor 
Were  Cracked.  Federal  Authorities  Are  Trying  to  Devis 
Shipping  Plan  Which  Will  Reduce  Breakage  and  Thu 
Reduce  Prices. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.’’ 
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Match  This  If  You  Can! 


See  if  you  know  any  Rennet  Proposition  that  equals  this 

of  James  T.  Shinn’s  Liquid  Rennet: — 

1 —  We  guarantee  it  to  be  made 
under  the  cleanest  and  most  fastidious 
conditions. 

2 —  We  guarantee  it  against  spoil= 
age,  which  we  could  only  do  safely 
with  an  absolutely  clean  rennet. 

3 —  We  guarantee  it  to  work  with 
unusual  celerity — to  curdle  milk  in 
two  to  five  minutes. 

4—  You  make  100  per  cent,  profit 
out  of  it — costs  you  $1.50  and  sells 
for  $3.00. 

Now,  do  you  know  any  other  Rennet  that  you  can  sell 
with  such  absolute  safety  to  yourself  and  your  customers  ? 
You  probably  have  a  couple  dozen  customers,  at  least,  who 
are’nt  using  Rennet  now  because  some  other  brand — unguar¬ 
anteed — spoiled  on  their  hands.  All  these  will  buy  James 
T.  Shinn’s  Liquid  Rennet  if  you  will  tell  them  how  safe  it  is. 


SHINN  &  KIRK 


1400  Spruce  Street 


Philadelphia 
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Contributed. 


What  Consumers  Think  of  Grocers  and 


What  They  Should  Think 


Plea,  Which  Will  Eventually  be  Read  by  Women,  for  a  Fairer 
Appreciation  of  the  Consideration  Due  by  a  Woman  to 
Her  Grocer.  Hours,  Profit  and  Expense. 


[The  following  article  was  written  by  C.  M.  Wessels  for  eventual 
publication  in  a  woman’s  magazine.  It  will  strike  a  responsive  chord 
in  the  minds  of  retail  grocers,  and  permission  was  therefore  given  to 
first  publish  it  in  these  columns.  It  is  suggested  that  readers  request 
their  local  papers  to  republish  the  article,  as  it  is  of  general  news 


interest. — Ed.] 


I  want  to  have  a  heart-to-heart 
talk  with  you,  the  lady  readers 
hereof,  with  a  view  to  asking  your 
eo-operation  toward  lightening  the 
burdens  of  the  hardest  worked  and 
the  poorest  paid  class  in  this  great 
country  of  ours. 

I  have  spent  twenty  years  study¬ 
ing  the  retail  grocers  of  this  coun¬ 
try  and  I  know  them  perhaps  bet¬ 
ter  than  any  other  man.  I  am 
going  to  tell  you  something  about 
them.  Please  don’t  be  angry  with 
me  if  my  criticisms  and  suggestions 
to  you  seem  harsh  or  impertinent. 
I  have  no  intention  of  being  either. 

Many  of  you  ladies  hold  your 
grocer  responsible,  or  partially  so, 
for  the  high  cost  of  living.  Many 
of  you  get  angry  with  him  because 
he  at  times  seems  insistent  about 
the  payment  of  your  bills.  Many 
of  you  think  that  he  should  extend 
credit  to  you  more  freely  than  he 
does.  Many  of  you  lose  patience 
with  him  for  not  filling  your  orders 
exactly  as  you  would  have  them 
filled,  or  for  not  delivering  them 
as  promptly  as  you  would  wish. 
Oftentimes  you  believe  you  are 
overcharged — again  you  frequently 
accuse  him  of  showing  partiality. 

Do  you  know  that  over  90  per 
cent,  of  those  who  enter  the  gro¬ 
cery  business  fail?  Of  course  you 
don’t.  It’s  true  nevertheless.  No 
other  line  of  business  shows  such 
an  unfortunate  record. 

It  costs  a  grocer  for  rent,  light, 
heat,  help  and  the  maintenance  of 
a  delivery  system,  17  per  cent,  of 
the  gross  amount  of  business  he 
does.  This  is  an  average  estab¬ 
lished  by  taking  ten  grocers  in  ten 
cities  at  ten  different  points  in  the 
United  States.  Let  me  show  you 
what  this  means,  first  to  the  grocer 
and  then  to  you. 

The  grocer  pays  $4.50  for  a  case 
of  Cream  of  Wheat — the  case  con¬ 
tains  36  packages.  This  means 
that  each  package  costs  him  12J4 
cents.  Because  of  local  competition 


many  grocers  are  forced,  by  you 
ladies,  to  sell  Cream  of  Wheat  for 
12  cents  a  package,  or  ^  cent  less 
than  he  pays  for  it.  Eight  packages 
at  12^2  cents  cost  the  grocer  $r. 
If  he  sells  you  8  packages  at  12 
cents  he  not  only  loses  4  cents,  but 
he  loses  the  17  cents  which  ii  costs 
him  to  do  business ;  in  other  words, 
he  pays  out  21  cents  of  his  own 
money  for  the  privilege  of  serving, 
first,  the  Cream  of  Wheat  Com¬ 
pany  and  then  you. 

Where  Cream  of  Wheat  is  sold 
at  14  cents,  which  is  i]/2  cents  more 
than  the  grocer  pays  for  it,  the 
gross  profit  on  8  packages  is  12 
cents.  Subtract  this  from  the  17 
cents  it  costs  him  to  do  business 
and  you  will  notice  that  he  still 
loses  5  cents  on  every  dollar’s 
worth  he  sells. 

Suppose  you  ladies  permit  him 
to  get  what  is  supposed  to  be  the 
correct  price — 15  cents.  The  gro¬ 
cer  makes  20  per  cent,  on  eight 
packages  or  on  a  dollar.  Deduct 
his  17  cents  for  doing  business  and 
you  note  that  he  has  made  3  cents. 

The  conditions  with  sugar  are 
much  worse,  many  grocers  actually 
paying  out  8  cents  to  10  cents  every 
time  they  sell  a  dollar’s  worth  of 
sugar,  for  the  privilege  of  serving 
you.  Conditions  are  almost  as  bad 
with  flour,  and  with  many  other  ar¬ 
ticles  which  you  think  you  are  pay¬ 
ing  too  much  for. 

The  grocer  could  put  his  money 
in  mortgages  or  many  other  safe  in¬ 
vestments  at  6  per  cent. 

If  you  happen  to  want  an  early 
breakfast  and  send  to  your  grocer 
at  6  o’clock  in  the  morning,  and  he 
isn’t  there,  you  are  angry  with  him 
and  frequently  fake  your  trade 
somewhere  else.  If  you  have  for¬ 
gotten  something  for  supper  and 
send  to  the  grocer  at  7  o’clock  and 
he  isn’t  there,  again  you  are  angry 
with  him.  Do  you  realize  that 
without  taking  into  account  the 


number  of  mornings  the 


gets  up  at  2  and  3  o’clock  to  go  to 
the  wharf  to  buy  fruits  and  vege¬ 
tables,  and  the  number  of  nights 
that  his  store  is  open  until  10  and 
11  o’clock?  To  be  open  at  6  and  not 
close  before  7  means  thirteen  solid 
hours  on  his  feet.  If  this  were  all, 
and  the  only  tax  he  had  to  stand 
was  a  physical  one,  it  wouldn’t  be 
so  bad,  but  do  you  ever  think  of  the 
mental  strain  the  grocer  is  often 
under  ?  First,  the  difficulties  that 
confront  him  to  secure  a  h 
enough  patronage  so  that  the 
amount  of  business  he  does  will  give 
him  a  profit,  after  his  expenses  are 
paid,  which  will  support  his  wife  and 
babies.  Second,  suppose  the  grocer 
loses  three  accounts  in  a  month, 
averaging  $10  apiece,  or  $30.  Did 
you  ever  stop  to  think  that  that  $30 
represents  the  profit  he  makes  on 
the  sales  of  $1,000  worth  of  Cream 
of  Wheat  at  the  full  price?  Just 
think  of  it! 

Is  it  any  wonder  the  grocer  with 
a  natural  desire  to  provide  for  his 
wife  and  babies,  just  as  your  hus¬ 
band  wants  to  provide  for  you  and 
your  babies,  is  afraid  to  extend 
credit  unless  he  is  absolutely  certain 
that  he  is  going  to  get  his  money 
when  it  is  due,  just  as  certain,  in 
fact,  as  he  is  that  he  is  going  to 
be  forced  to  pay  his  bills  when  they 
are  due? 

Is  it  any  wonder  when  he  is 
tempted,  through  his  desire  to  get 
'Ugh  trade  so  that  his  little 
profit  will  earn  a  living  for  his  dear 
ones  and  himself,  and  extends 
credit  where  he  should  not,  that  he 
fails  ? 

Suppose  you,  my  dear  reader, 
were  to  go  to  your  grocer  this 
morning  and  while  awaiting  your 
turn  saw  him  sell  your  next  door 
neighbor  a  box  of  tomatoes  for  15 
cents?  Wouldn’t  you  feel  that  you 
were  perfectly  justified  in  saying, 
“1  can’t  afford  to  pay  15  cents  for 
a  box  of  tomatoes.  If  you  can  let 
me  have  one  for  12  cents  I  will 
take  them  ?”  I  believe  you  would, 
but  wouldn’t  your  neighbor  be  jus¬ 
tified  in  leaving  that  grocer  if  she 
found  this  cut  because  he  had 
cheated  her? 

Suppose  you  wanted  a  half  dozen 
oranges.  Wouldn’t  you  feel  that 
you  had  gotten  only  your  due  if 
the  grocer  picked  out  the  six  lar¬ 
gest  and  best  from  his  stock,  and 
would  you  feel  that  your  neighbor 
had  been  treated  unfairly  because 
those  that  were  left  were  -smaller? 

I  don’t  believe  you  would,  but 
what  would  your  neighbor  think  if 


she  had  watched  your  grocer  tak 
out  the  six  best  for  you  ? 

These  are  only  two  of  hundred 
of  similar  conditions  confrontin 
every  grocer  every  day.  To  sue 
ceed  in  pleasing  even  a  fair  pei 
eentage  of  his  trade  he  must  be 
marvel  of  diplomacy,  and  wh 
should  we  expect  a  diplomat  in 
business  where  the  reward  is  s 
small  ? 

Do  you  know  that  oftentime 
when  you  'phone  to  your  grocer  t 
send  you  a  half  pound  of  buttc- 
immediately  that  within  the  ha! 
hour  five  more  of  his  customer 
have  ’phoned  him  to  send  them 
cake  of  yeast,  a  bag  of  flour,  a  ca 
of  tomatoes,  or  a  bag  of  salt.  Fir-, 
he  is  confronted  by  the  impossibl 
task  of  trying  to  please  you  all  wit 
prompt  delivery.  Second,  with  tli 
knowledge  that  even  though  he  sue 
ceeds,  it  is  costing  him  anywher 
from  twice  to  ten  times  as  much  a 
he  has  made  on  the  sale  to  get  th 
article  to  you. 

1  am  having  this  little  talk  wit 
you  with  the  hope  that  it  may  re 
suit  in  your  trying  to  remembei 
when  ordering  your  groceries,  t 
order  them  all  at  once ;  not  to  be 
grudge  the  grocer  his  little  profit 
not  to  feel  that  he  is  responsible  fo 
the  high  cost  of  living;  and  to  hav 
you  realize  that,  like  you,  he  has  hi 
dear  ones  to  support,  and  under  or 
dinary  conditions  has  to  work  ; 
great  deal  harder  to  do  it  than  any 
body  else  in  any  other  line. 

C.  M.  Wessels. 
Philadelphia,  Pa.,  June  19,  1913 


Bill  in  Congress  to  Tax  Mai 
Order  Houses  One  Per  Cent, 
on  Business  Done. 


Amount  to  be  Distributed  Among  State 
in  Proportion  to  Amount  of  Busines- 
Done.  Apparently  Small  Chance  o 
Passage. 


Special  Correspondence  of 
and  General  Merchant.” 


‘Grocery  Wor!< 


Washington,  D.  C., 

June  20,  I9i3-4j| 
One  of  the  Illinois  members  oi 
the  House  of  Representatives — Mr 
Hinebaugh — has  introduced  a  bil 
imposing  a  special  tax  upon  all  con¬ 
cerns  doing  an  interstate  mail-order 
business.  Illinois,  rather  peculiar¬ 
ly,  is  the  home  of  the  two  largest 
mail-order  houses  in  the  United 
States- — Montgomery  Ward  &  Co. 
and  Sears,  Roebuck  &  Co.  The 
text  of  the  bill  is  as  follows: — 


Be  it  enacted  by  the  Senate 
House  of  Representatives  of 


and 

the 
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lited  States  of  America  in  Con- 
;ss  assembled : — 

rhat  all  persons,  firms  or  corpora- 
ns  in  the  United  States  which  are 
w  conducting,  or  which  may  here- 
er  conduct,  a  mail  order  business 
erstate  for  the  purpose  of  sell- 
;  goods,  wares  and  merchandise 
ect  to  the  consumer  shall  pay  a 
:  of  i  percentum  upon  the  total 
;h  value  of  all  goods,  wares  and 
rchandise  sold  within  any  State. 

Sec.  2.  That  every  person,  firm  or 
■poration  conducting  a  mail  order 
siness  as  defined  in  Section  i  of 
s  act  shall  keep  in  proper  books, 
be  provided  by  the  Secretary  of 
!  Treasury  of  the  United  States, 
accurate  and  complete  account 
all  goods,  wares  and  merchandise 
every  character  and  description 
sold,  together  with  the  actual 
ling  price  of  the  same. 

Sec.  3.  That  on  the  31st  day  of 
cember,  after  the  passage  of  this 
:,  and  on  the  31st  day  of  Decem- 
r  of  each  year  thereafter,  every 
rson,  firm  or  corporation  engaged 
such  business  shall  render  a  full 
d  complete  statement  to  the  Sec¬ 
ary  of  the  Treasury,  upon  blanks 
be  furnished  by  him,  of  the  total 
;h  value  of  all  goods,  wares  and 
:rohandise  sold  during  the  year  in 
;  various  States  of  the  United 
ates. 

Sec.  4.  That  the  Secretary  of 
;  Treasury  shall  determine  the 
lount  of  the  tax  to  be  paid 
each  person,  firm  or  corpo- 
tion  (at  the  rate  of  1  per- 
ntum  upon  the  total  cash  value 
all  goods,  wares  and  merchan- 
>e  sold  within  any  State)  en- 
ged  in  such  mail  order  business, 
d  shall  give  notice  of  the  amount 
said  tax  due  and  payable,  pur- 
ant  to  the  terms  of  this  act,  in 
ch  manner  as  in  his  judgment  is 
ast  practicable. 

Sec.  5.  That  every  person,  firm 
corporation  subject  to  said  tax 
ider  the  provisions  of  this  act 
d  reporting  to  the  Secretary  of 
e  Treasury  shall  pay  said  tax  on 
before  March  1st  of  each  and 
ery  year  after  this  act  shall  be- 
me  a  law. 

Sec.  6.  That  the  Federal  courts 
:  the  United  States  shall  have 
>wer  to  enforce  the  collection  of 
id  tax  upon  the  application  of  the 
icretary  of  the  Treasury. 

Sec.  7.  That  the  Secretary  of  the 
reasury  shall  apportion  said  tax 
nong  the  Several  States  in  the 
;tio  of  the  actual  amount  of  goods 
>ld  in  each  State. 

Sec.  8.  That  the  tax  so  appor- 
aned  shall  be  paid  by  the  Secretary 
i  the  Treasury  to  the  various  State 
easurers  entitled  thereto;  said  tax 
>  be  used  in  such  manner  and  for 
ich  purposes  as  the  said  States 
ay  by  law  direct. 

Ihe  bill  has  been  referred  to  the 
lys  and  Means  Committee.  No- 
[y  here  seems  to  know  or  care 
ch  about  it.  Holt. 


A  POSSIBLE 
CUSTOMER 

is  often  made  by  having 
just  the  particular  thing 
he  or  she  wants. 

MAPLEINE 


is  a  popular  flavoring 
Be  sure  and  have  it  in 
stock. 

Order  from  your  jobber  or 
Frank  A.  Smith  &  Co. 
105  S.  Front  St.. 
Philadelphia,  Pa. 

Cr«*o«nt  Mfg.  Co. 
Seattle.  Wash. 


Display 

means 


mm 

SDAFvd 

LSI  nit  fa^uC'* rj 


Always  have 
Young’s  Soaps  on  display 

because  that’s  how  to  start  a  big  trade  on  soap  that  will  be 
both  satisfactory  to  your  customers  and  profitable  to  you. 
Every  one  of  YOUNG’S  SOAPS  is  so  good  it  helps  to 
sell  all  the  others. 

We  not  only  give  your  customers  fine  quality  and  big  moneys- 
worth,  but  we  also  present  them  with  hundreds  of  useful  and  beautiful 
gifts  in  exchange  for  our  wrappers.  The  combination  of  quality  and 
gifts  enables  you  to  secure  the  sales  you  are  losing  now  because  of 
people  who  buy  their  groceries  from  you  and  their  soaps  somewhere  else. 
Push  Young’s  Soaps  and  get  the  profit  on  these  extra  sales  it 
belongs  to  you. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 


ESTABLISHED  1877 


PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

*'Soap  doesn’t  cost  very  much  in  a  year,  so  why  not  have 
the  best?  I  know  you’ll  get  more  satisfaction  out  of  PEARL 
BORAX  SOAP  if  you’ll  try  it.  Full  pound  in  every  bar.  Won’t 
hurt  the  hands.  Don’t  fail  to  save  the  wrappers.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


A  veteran  wholesale  dealer  in 
butter  once  said  to  the  writer 
that  oleomarga- 

Tht  Rotten  Eee  rine  would  within 

Slight.  six  months  make 

a  crook  and  a 
thief  of  every  man  that  handled  it. 
That  was  probably  exaggerated, 
although  it  was  said  in  the  old  days 
when  oleomargarine  was  a  be¬ 
smirched  and  illegal  thing — when 
it  was  almost  never  sold  on  its  mer¬ 
its,  but  only  as  a  fraudulent  substi¬ 
tute  for  butter. 

The  same  blight  upon  honesty 
seems  to  be  exerted  by  the  liquid 
“rots  and  spots”  eggs,  the  traffic  in 
which  has  been  exposed  in  Phila¬ 
delphia  and  other  markets  within 
the  past  year.  Eggs  that  are  not 
musty,  but  only  rotten,  can  be  used 
in  baking  like  good  eggs,  for  the 
smell  and  taste — though  not  the 

°  I 

decomposition— bake  out.  Hence 
the  temptation  to  use  them,  for  of 
course  rotten  eggs  cost  but  a  frac¬ 
tion  of  the  price  of  good. 

The  force  of  this  temptation  has 
already  put  a  few  men  in  jail  and 
it  is  going  to  put  more  in.  The 
latest  candidate  for  prison  is 
George  A.  Furnival,  president  of 
the  Excelsior  Baking  Co.,  2200 
Alter  street,  Philadelphia,  which 
concern  has  several  times  before 
been  in  trouble  with  the  food  laws. 
Furnival,  using  a  fictitious  name, 
shipped  some  liquid  rotten  eggs  to 
a  branch  in  Newark.  On  the  stand 
he  swore  he  knew  nothing  about  the 
fictitious  name,  but  the  jury  decided 
he  was  lying  and  he  was  at  once 
indicted  for  perjury.  Thus  does 
the  rotten  egg  business  lead  men 
to  violate  one  law  after  another. 
Perhaps  in  a  way  it  serves  a  good 


purpose :  to  expose  the  crooked  spot 
in  a  man’s  heart,  so  he  can  be  put 
in  the  class  where  he  belongs. 


The  reversal  by  the  United  States 
Department  of  Agriculture  of  its 
former  attitude, 

Making  Mtats  that  meats  and 

Subject  to  the 

Federal  Food  Law.  meat  products 

were  not  subject 
to  the  Federal  food  law,  but  only 
to  the  meat  inspection  law,  is  re¬ 
ported  fully  in  another  column. 
The  new  attitude  is  that  meats  and 
meat  food  products  must  comply 
with  both  laws.  The  change  is  im¬ 
portant  because  it  gives  Federal 
food  inspectors  a  right  which  they 
have  not  had  before — of  confiscat¬ 
ing  meats  and  meat  food  products 
if  in  violation  of  the  Federal  food 
law.  If  the  Department  of  Agri¬ 
culture  is  right  in  this  view  of  the 
law,  then  meats  and  meat  food 
products  can  be  seized  under  Sec¬ 
tion  10  of  the  Federal  food  law  just 
as  any  other  food  product  can  be 
and  has  been  seized. 

We  say  this  is  so  if  the  Depart¬ 
ment  of  Agriculture  is  right  in  it' 
view  of  the  law.  It  is  by  no  means 
certain  that  it  is  right.  The  formei 
Federal  law  officers  thought — and 
all  parties  agreed — that  the  exist¬ 
ence  of  a  special  act  regarding 
meats  and  meat  products  exempted 
them  from  the  operations  of  a  gen¬ 
eral  act  like  the  Federal  food  law. 
It  is  really  a  fundamental  rule 
of  law,  that  where  Congress,  or  the 
Legislature,  has  passed  a  special 
law  about  a  given  product,  and 
later  passes  a  general  law  about  a 
number  of  products  not  named, 
which  might  ordinarily  include  the 


one  which  was  the  subject  of  the 
special  act,  the  general  act  will  not 
be  applied  to  it,  but  it  will  be  held 
subject  alone  to  the  special  act. 
That  is  the  exact  situation  here, 
and  it  has  always  been  agreed  that 
the  usual  rule  applied.  The  new 
Attorney-General  does  not  so  be¬ 
lieve,  however,  and  will  make  an 
effort  to  hold  meats  and  meat  prod¬ 
ucts  responsible  to  both  acts. 
Doubtless  his  view  will  be  ques¬ 
tioned  and  taken  into  court,  where 
it  should  go,  for  the  only  point  in¬ 
volved  is  the  application  of  a  tech¬ 
nical  rule  of  law. 


The  bill  which  has  been  intro¬ 
duced  in  Congress  taxing  mail¬ 
order  concerns  1 

Taxing  the  per  cent,  of  the 
Mail  Order  Houses,  amount  of  their 

business,  is  a  good 
measure  and  ought  to  pass.  Unlike 
most  of  the  anti-mail-order  bills,  it 
is  not  merely  an  unseeing  and  il¬ 
logical  lunge  at  the  mail-order 
house,  but  is  a  perfectly  logical 
effort  to  equalize  the  cost  of  doing 
business  as  between  the  local  gro¬ 
cer  and  the  distant  mail-order  house 
which  ships  goods  into  that  gro¬ 
cer’s  territory. 

John  Jones  is  a  grocer  doing 
business,  let  us  say,  in  Winchester, 
Va.  He  owns  his  store  building  j 
and  pays  taxes  upon  it.  He  pays 
a  mercantile  tax,  and  all  the  vari- ' 
ous  school,  city  and  county  taxes 
assessed  against  the  taxpayers  of  j 
that  town  and  county.  If  his  busi¬ 
ness  is  incorporated  he  pays  an  ad¬ 
ditional  tax  upon  his  capital  stock. 
John  Jones  is  a  good  citizen,  for 
he  is  contributing  his  money  toward  j 


the  upkeep  of  the  community,  nr 
only  contributing  it  through  th 
taxes  which  he  must  pay,  but  pro! 
ably  by  dozens  of  voluntary  contri 
butions. 

Sears,  Roebuck  &  Co.  are  a  mail 
order  house  located  in  Chicago 
without  doubt  they  ship  goods  int 
Winchester,  Va.  They  are  “ab 
sent”  merchants.  Nobody  in  Win 
Chester  ever  saw  Sears,  Roebuc 
&  Co.,  nobody  in  Winchester  eve 
got  a  charitable  contribution  out  c 
Sears,  Roebuck  &  Co.,  nobody  i: 
Winchester  ever  collected  a  cen 
of  tax  from  Sears,  Roebuck  &  Cr 
They  neither  toil  nor  spin  for  Win 
Chester,  they  maintain  no  stor 
there  nor  spend  one  dollar  in  th 
town.  If  they  pay  a  tax  on  thei 
business,  as  John  Jones  must,  the 
pay  it  in  Illinois,  and  Illinois  get 
the  benefit  of  it.  It  seems  as  clea 
as  anything  can  be,  that  Sears,  Roe 
buck  &  Co.  should  pay  Virginia  ; 
tax  upon  the  business  they  do  ii 
Virginia,  and  that  Virginia,  if  i 
is  possible  to  do  it,  should  distribj 
ute  this  tax  among  the  various  con*! 
munities  where  Sears,  Roebuck  £ 
Co.  ship  goods,  so  that  the  peopl 
of  those  communities,  John  Jone 
among  the  rest,  can  get  the  direc 
benefit  of  it.  This  is  the  purposjl 
of  the  pending  bill.  A  tax  ofB] 
per  cent,  will  be  imposed,  for  tin 
benefit  of  the  various  States,  upoii)] 
the  business  done  by  the  mail-ordei 
houses  within  those  States.  Tin 
Federal  Government  will  collect  tin 
tax  and  will  then  distribute  i 
among  the  States  as  the  books  bjj] 
the  mail-order  houses  show  ii 
should  be  distributed.  It  is  2 
fii'st-class  idea  and  ought  to  be 
adopted. 


Receiver  Appointed  for  McMechen 
&  Co. 

A  petition  was  last  week  filed  at 
Wheeling,  W.  Va.,  and  later  at  all 
other  places  where  McMechen  & 
Co.  have  branches,  by  J.  J.  Hollo¬ 
way,  W.  B.  McMechen,  Edward 
Stifel,  George  W.  Lutz,  E.  L. 
Stone,  T.  Reed  McKnight,  W.  L. 
Jones  and  A.  T.  Sweeney,  acting 
as  administrator  of  the  estate  of  the 
late  George  McMechen,  asking  that 
a  special  receiver  be  appointed  to 
take  charge  of  the  affairs  of  the 


McMechen  Preserving  Co.,  of 
which  corporation  the  above  named 
are  the  directors.  These  petitions 
were  all  granted  and  receivers  were 
appointed  and  are  now  in  charge. 
The  petition  of  the  plaintiffs  sets 
forth  that  the  main  plant  of  the 
company  is  located  too  far  from 
the  source  of  supplies  and  that  it 
is  necessary  to  spend  large  sums 
to  conduct  tire  business  and  that  it 
is  impossible  to  compete  with  other 
firms.  The  plants  of  the  company 
located  in  the  Ohio  Valley,  say  the 


petitioners,  have  suffered  greatly 
from  the  recent  flood  and  the  com¬ 
pany  has  operated  at  a  loss  for  the 
past  four  months.  It  is  also  set 
forth  that  since  the  death  of  the 
late  Louis  F.  Stifel,  no  trustee  has 
been  appointed  for  the  bond  issue 
of  $30,000  made  in  1905  and  that 
it  is  impossible  to  secure  capital  or 
credit  for  the  continuation  of  busi¬ 
ness.  The  assets  and  value  of  the 
property  and  also  appoint  auxiliary 
receivers  for  the  property  of  the 
corporation  located  in  New  Egypt, 


N.  J. ;  Bowling  Green,  Ohio ;  Rav- 
enswood,  W.  Va.,  and  Gallipolis 
Ohio.  The  McMechen  Preserving 
Co.  was  first  established  in  1892 
and  was  then  known  as  the  George 
K.  McMechen  &  Sons  Co.  It  was 
afterwards  incorporated  as  the  Mc¬ 
Mechen  Preserving  Co. 


California  cantaloupes  are  now 
worth  $5;  they  were  $7.  Georgia 
cantaloupes  are  worth  $3 ;  they  are 
not  as  good  as  the  California.  The 
demand  is  fair. 
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You  Can  Sell 
This  for  a 
Nickel  If  You 
Want  to 

Cfl  Are  you  inter¬ 
ested  in  a  fine  do¬ 
mestic  Sardine,  packed  carefully  and  attrac¬ 
tively,  that  you  can  sell  at  a  nickel  if  you  like  ? 

<J  Our  SEMINOLE  Standard  Va  Oil  Key  Carton 
Sardines.  Obtainable  from  jobbers  at  $3.75 
per  case. 

€|  These  are  1913  spring-  pack,  and  a  very  fine 
grade  of  domestic  fish,  packed  in  the  hand¬ 
somest  carton  used  for  sardines  in  this  country 
— four  colors  and  gold.  A  window  display  and 
a  special  sale  will  move  lots  of  them  at  a  good 
profit. 

American  Sardine  Company 

EASTPORT,  MAINE 


viake  SodaWater  Pay  Your  Rent 


ANY  grocers  and  small  general 
merchants  have  done  this 
;eason  after  season,  and  are  mak- 
ng  it  pay  better  every 
fear. 


A 

1913 

Peerle** 


Soda  water  is  rapidly  be¬ 
aming  the  national  beverage 
or  men,  women  and  children, 
fou  cannot  afford  to  delay 
onger. 


'‘Liquid”  StocK 
Iceless 

Soda  Fountains 

ire  built  in  sizes  and  styles  to 
iuit  every  taste,  and  to  fit  every 
)urse.  “Liquid”  Iceless  Foun- 
:ains  lead  in  refrigeration,  sani- 
:ation,  speed  and  economy. 

Soda  water  profits  are  large, 


transactions  are  all  spot  cash, 
and  besides  you  have  nothing  to 
wrap  or  deliver. 

When  you  buy  “Liquid” 
Stock  Fountains  you  buy  foun¬ 
tains  shipped  from  crated  stock  on 
a  day’s  notice. 


AsK  for  photographs 
of  the  1913 

Type  “H”  and 
Peerless 

Built  in  several  sizes 
and  styles,  and  a  wide 
range  of  prices. 


J(3cu*JoL£yrU<9 

Gct<n^<iyrvy 


Atlanta 


CHICAGO  Hew  York  Boston 
f  Pittsburg  Cincinnati  Milwaukee „  Minneapolis ; 
St.  Louis-  Kansas  City  Dallas  ]  Los  Angeles 


Ili'tfimiiiiHiniMwmiwwi'WiW5 
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PREPARED  AMD  SOLD  BTTH* 


RUMFORD  CHEMICAL  WORK* 

PR0VlDttiCSJE 

W,  ,1  ,in  rtniT.iT..r..rns,,< 
— ^"XiiHiiiuii  n,M  ...III. i  .Hit- 


MoreThink 
Alike 
About  Us 

While  a  few  other  brands  of  bak¬ 
ing  powder  have  a  large  sale  in  this 
country,  Rumford  Powder*  are  un¬ 
questionably  completely  satisfying 
more  consumers  than  any  other  one 
brand.  In  the  face  of  the  strenuous 
competition,  this  could  only  come 
from  giving  the  best  service. 

Rumford  Bak¬ 


ing  Powders  contain  three  ingredi¬ 
ents  and  three  only — phosphate, 
starch  and  soda.  These  are  not  chem¬ 
icals  but  foods,  and  they  explain  the 
unusual  goodness  of  foods  baked  with 
Rumford  Powder*.  No  better  hav¬ 
ener  than  the  above  combination  of 
ingredients  has  ever  been  discovered. 

We  call  the  united  trade  to  witness 
that  we  have  always  believed  the 
retailer  worthy  of  a  living  profit. 

Rumford  Chemical  Works 

PROVIDENCE,  R.  I. 


pure 


How  Wc  Arc  Mak¬ 
ing  a  Good  Seller 
Sell  BetterThan  Ever 

Valuable  Premiums 

Given  for  the  Trade- 
Marks 


B.  T.  BABBITT’S  PURE  LYE  OR 
POTASH  has  always  been  a  steady 
seller  at  all  seasons  because  there  are  so 
many  ways  in  which  this  powerful 
cleanser  and  disinfectant  helps  women 
in  their  daily  housework.  We  have  made 
it  more  convenient  to  use  by  packing  it 
in  a  sifter  top  can  and  as  a  result  of  this 
it  is  being  used  more  extensively  than 
ever  and 


SALES  ARE  INCREASING  DAILY 

BABBITT’S  LYE  is  so  well  known  to  the  American  housewife 
that  all  you  need  do  to  get  your  share  of  the  increased  sales  and 
profits  is  to 

keep  the  new  can  displayed  on  your 
counter  and  speak  to  your  custom¬ 
er*  about  its  convenience 

B.  T.  BABBITT,  Inc. 

NEW  YORK  CITY 
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From  Now  on  Federal  Food 
Officials  Will  Seize  Meat  and 
Meat  Products  if  in  Vio¬ 
lation  of  Federal 
Food  Laws. 


Formerly  Meats  Have  Been  Held  Sub¬ 
ject  Only  to  Meat  Inspection  Laws- 
New  Attorney-General  Believes  They 
Should  be  Subject  to  Both  Laws 
and  Department  of  Agriculture  Will 
Henceforth  Act  Accordingly. 

Special  Coi'respondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

June  20,  1913. 

The  most  radical  and  far-reach¬ 
ing  extension  of  the  Food  and 
Drugs  Act  probably  ever  made 
went  into  effect  June  16th  by  the 
unanimous  vote  of  the  three  Sec¬ 
retaries.  On  motion  of  Secretary 
Houston,  acting  under  a  far-reach¬ 
ing  opinion  of  the  Attorney-Gen¬ 
eral,  and  Secretaries  of  the  Treas¬ 
ury  and  of  Commerce  joined  to-day 
with  the  Department  of  Agriculture 
in  putting  domestic  meat  and  meat 
food  products  for  the  first  time 
fully  under  the  provisions  of  the 
Food  and  Drugs  Act.  For  the 
first  time,  therefore,  manufacturers 
of  meat  foods  will  now  be  required 
to  comply  with  the  Food  and  Drugs 
Act  as  well  as  the  Meat  Inspection 
Law. 

This  action  was  taken  by  revok¬ 
ing  Regulation  39  of  the  Rules  and 
Regulations  for  the  Enforcement  of 
the  Act,  which  was  adopted  Oc¬ 
tober  17,  1906,  and  since  that  time 
has  specifically  exempted  meats  and 
meat  food  products  and  their  pro¬ 
ducers  from  the  operation  of  the 
Food  and  Drugs  Act.  Owing  to 
this  regulation,  now  revoked,  the 
Department  of  Agriculture  hitherto 
has  been  effectually  prevented  from 
proceeding  against  manufacturers 
of  meat  foods  under  the  Pure  Food 
Law,  or  ordering  seizures  and 
prosecutions  for  misbranding  or 
adulteration  of  domestic  meats. 

The  revocation  of  Regulation  39 
resulted  from  the  fact  that  Secre¬ 
tary  Houston  could  not  understand 
why  meat  and  meat  food  products 
were  not  a  food  in  the  sense  of 
the  Food  and  Drugs  Act,  or  why 
the  Department  of  Agriculture 
could  not  seize  bad  meat  or  adulter¬ 
ated  or  misbranded  meat  once  it 
had  entered  interstate  commerce. 
He  therefore  requested  an  opinion 
from  the  Attorney-General  in  a 
letter  in  part  as  follows : — 

I  am  informed  that  up  to  the 
present  time  meats  and  meat  food 
products  have  been  practically  ex¬ 


empted  from  the  operation  of  the 
Food  and  Drugs  A@t  on  account  of 
Regulation  39  of  the  Rules  and  Reg¬ 
ulations  made  by  the  three  secretar¬ 
ies  for  the  enforcement  of  this  act. 
*  *  *  *  I  am  advised  by  the 

solicitor  for  this  Department  that 
there  is  nothing  in  either  statute 
indicating  an  intent  on  the  part  of 
the  Congress  that  meats  and  meat 
food  products  should  not  be  re¬ 
quired,  in  common  with  all  other 
articles  of  food,  to  meet  the  tests 
for  adulteration  and  misbranding 
prescribed  by  the  Food  and  Drugs 
Act.  *  *  *  * 


I  deem  it  a  matter  of  great  im¬ 
portance  to  the  public  that  the  Food 
and  Drugs  Act  should  be  given  full 
force  and  effect,  and  it  is  my  pur¬ 
pose,  Sf  you  shall  decide  that  the. 
provisions  of  this  remedial  statute 
are  applicable  to  meats  and  meat 
food  products  prepared  under  the 
Meat  Inspection  Law,  to  propose  to 
the  Secretary  of  the  Treasury  and 
the  Secretary  of  Commerce  that 
Regulation  39  be  revoked. 

Attorney-General  McReynolds, 
on  May  24th,  answered  with  an 
opinion  in  part  as  follows: — 


Up-to-date  This  is  the  Most  Careless 
Grocer  on  Record  as  to  Proof¬ 
reading  Advertising 

An  Example,  Happily  Unusual,  of  the  Neglect  of  Many  Mer¬ 
chants  to  See  That  Their  Advertising  Goes  Out  With  No 
Mistakes  in  It. 


This  journal  has  received  a  copy 
of  an  advertising  card  which  was 
used  a  few  days  ago  by  a  grocer 
of  West  Philadelphia.  Ordinarily 
this  would  be  discussed  in  the  Sci¬ 
ence  of  Advertising  department, 
but  this  particular  card  is  so  amaz¬ 
ing  in  its  way  that  some  extra  pub¬ 
licity  is  being  given  to  it.  It  is 
amazing  because  it  is  the  most 
glaring  example  ever  seen  in  the 
“Grocery  World  and  General  Mer¬ 
chant”  office  of  the  carelessness  with 
which  some  merchants  read  the 
proof  of  their  advertising  matter. 


Very  often  they  leave  it  to  the 
printer,  who  is  sometimes  too  busy 
and  sometimes  too  careless  to  at¬ 
tend  to  it  properly. 

This  circular  was  well  printed  on 
a  fair  quality  of  cardboard,  and 
with  new  and  up  to  date  type.  It 
contained  so  many  glaring  errors 
in  spelling,  however,  that  it  is 
really  a  disgrace  to  the  printer  and 
the  merchant  whose  names  appear 
at  the  bottom  of  it.  In  order  to 
show  the  circular  as  it  is,  it  was 
submitted  to  an  expert  proofreader 
who  reports  as  follows : — 


25 


Stamps  with  each  purchase  of 


Fresh  Meats 


$1 


or 

over 


Stewing  Veal 
PorK  Chops 
Boneless  Pot  Roast 
Hamburger  Steak 
Rolled  Brisket 


1C 


Legs  of  Lamb 
Shoulders  of  Lamb 
Loin  Lamb  Chops 
Rib  or  Rack  Chops 
Breast  or  Neck 


16c  lb 
12 ‘c 

20  -  23c  „ 
16  -18c  „ 
7  -  12c  „ 


BjRump  C  i  .CUtOO 

esfaoteak  >  Z  j 

BEST  CITY  DRESSED  MEAT  ONLY 


c 

lb. 


PorK  Chops  \mc 
PorK  Roast  I  / 
PorKShouldersI  I  lb. 


Pin  Rene  Ro, 
Cross  Cu 
ButchersHtoast 


W’ 


Jib. 


1  lbJ  Coffee  25 


ps  Free 

pkj'SlireJded  $od  Fish 
jns  Sardines 
bars  Tompson  Soap 
3 J&rrtTs  Matches 
cans  BlacJ ssforpw 
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50  Stamps  Free  with 

2  pH  JWiL — -n  _  /\C 

,,  ,,  aJdor-Starh/- 
,,  „  Presto. 
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bbOTlCE!  We^edeme)  the  Coupons  for  the  P.  RT.  Ca 


^5PgDestTEAs‘25dlb. 


Full  Line  of  Fruit  &  Vegetables  at  lowest  price 

KEYSTONE  Meat  MARKET 
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Co 
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I  have  carefully  examined  the 
opinion  of  the  solicitor  *  *  *  * 

and  I  agree  with  him  that  your 
question  should  be  answered  affirm¬ 
atively. 

Both  statutes  had  the  common 
purpose  of  preventing  the  shipment 
in  interstate  and  foreign  commerce  1 
of  impure  or  unwholesome  foods. 

The  act  (Meat  Inspection)  *  * 

*  *  is  enforced  only  by  criminal 
action;  it  does  not  provide  for  the 
seizure  of  the  meats  themselves,  nor 
does  it  reach  meats  which  have  be¬ 
come  spoiled  after  leaving  an  offi¬ 
cial  establishment,  but  which  are 
still  in  interstate  commerce. 

The  Food  and  Drugs  Act,  on  the 
other  hand,  accomplishes  its  pur¬ 
pose,  not  by  an  inspection  prelim¬ 
inary  to  transportation  *  *  *  * 

but  by  making  criminal  the  inter¬ 
state  commerce  in  adulterated  or 
misbranded  foods  and  drugs.  Pro¬ 
vision  is  made  for  collecting  and 
analyzing  samples  of  foods  and 
drugs,  and  in  addition  to  punishing 
violators  of  the  law,  authority  is 
given  to  seize  and  destroy  the  adul¬ 
terated  or  misbranded  foods  them¬ 
selves. 

While  these  two  statutes  overlap 
to  some  extent,  neither  is  inconsis¬ 
tent  with  the  other,  nor  is  anything 
contained  in  them  to  indicate  that 
either  was  intended  by  Congress  as 
a  substitute  for  the  other.  I  am 
of  the  opinion  that  the  acts  are 
supplementary  to  each  other,  and 
that  both  apply  to  the  same  articles 
of  food  wherever  their  language  so 
indicates. 

That  the  Food  and  Drugs  Act 
applies  to  meats  and  meat  food 
products  is  clear  from  its  language. 
For  instance,  in  Section  6,  it  is 
said  : — 

“The  term  ‘food,’  as  used  herein, 
shall  include  all  articles  used  for 
food,  drink,  confectionery  or  con¬ 
diment  by  man  or  other  animals, 
whether  simple,  mixed  or  com¬ 
pound.” 

Section  7  provides  that,  for  the 
purposes  of  the  act,  an  article  shall 
be  deemed  to  be  adulterated,  in  the 
case  of  food:— 

“Sixth.  If  it  consists  in  whole  or 
in  part  of  a  filthy,  decomposed  or 
putrid  animal  or  vegetable  sub¬ 
stance,  or  any  portion  of  an  animal 
unfit  for  food,  whether  manufac¬ 
tured  or  not,  or  if  it  is  the  product 
of  a  diseased  animal,  or  one  that 
has  died  otherwise  than  by 
slaughter.” 

The  official  action  of  the  Board 
of  the  three  Secretaries  is  in  full 
as  follows : — 

APPLICATION  OF  REGULATIONS. 

Regulation  39  of  the  Rules  and 
Regulations  made  in  pursuance  of 
the  authority  conferred  by  Section 
3  of  the  Food  and  Drugs  Act,  June 
30,  1906  (34  Stat.  768),  which  reads 
as  follows : — 

“Regulation  39,  Application  of 
Regulations.  —  These  regulations 
shall  not  apply  to  domestic  meat 
and  meat  food  products  which  are 
prepared,  transported  or  sold  in  in¬ 
terstate  or  foreign  commerce  under 
the  meat  inspection  law  and  the  reg¬ 
ulations  of  the  Secretary  of  Agri¬ 
culture  made  thereunder,” 
is  hereby  revoked. 

W.  G.  McAdoo, 

Secretary  of  the  Treasury. 

D.  F.  Houston, 

Secretary  of  Agriculture. 

William  C.  Redfield, 

Secretary  of  Commerce- 
Washington,  D.  C.,  June  16,  1913- 

The  revocation  of  Regulation  39 
now  gives  the  Department  of  Agri¬ 
culture  the  power  to  treat  meats 
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meat  food  products  exactly  like 
other  food  in  interstate  com- 
•ce.  The  change,  however,  in 
way  interferes  with  the  powers 
the  Department  of  Agriculture 
ducted  under  the  Meat  Inspec- 
i  Law.  It  simply  brings  meat 
ler  the  Food  Act,  as  well  as  un- 
the  Meat  Inspection  Law,  and 
s  gives  the  Government  control 
r  meat  foods,  not  only  in  the 
ierally  inspected  establishments, 
after  the  meat  product  has  left 
h  establishment  on  an  interstate 
rney. 

Jnder  the  Meat  Inspection  Law, 
it  inspectors  have  absolutely  no 
/er  to  seize  meat  or  meat  food 
ducts  that  have  become  bad  or 
e  been  adulterated  after  they 
e  left  a  Federally  inspected  es- 
lishment.  The  only  remedy  pos- 
e  under  the  Meat  Act  is  to  pro- 

I  criminally  against  anyone  sell- 
bad  meat,  but  even  in  this  event 
meat  cannot  be  seized  nor  its 

:  prevented. 

die  Department  of  Agriculture 
now  seize  and  prevent  the  sale 
aad  or  adulterated  meat  once  it 
crossed  the  State  line  and  re- 
ns  in  interstate  commerce.  In 
j  spoiled  meat  again  reaches  a 
Ierally  inspected  establishment, 
f  course  comes  under  the  juris- 
ion  of  the  Meat  Inspection  Law, 
can  be  destroyed,  as  heretofore 
been  done.  Under  the  new  de- 
on  the  Government  can  now 
trol  meat  foods  in  interstate 
imerce  from  the  hoof  to  the  re- 
er,  subject  only  to  the  limita- 
is  of  the  power  of  the  Federal 
, 'eminent  in  interstate  com- 
xe.  Under  the  opinion  of  the 
orney-General,  and  the  action  of 
three  Secretaries,  the  Depart- 
it  of  Agriculture  is  empowered 
require  all  manufactured  meat 
ducts  to  conform  fully  to  its 
ding  regulation,  and  can  enforce 
penalties,  prosecutions  and  seiz- 
s  for  misbranding  and  adulter- 
>n.  The  definition  of  “misbrand- 
under  the  Food  and  Drugs 
:  is  far  more  stringent  than  the 
i  preventing  the  sale  of  meat 
ducts  under  a  false  or  deceptive 
ie  under  the  Meat  Inspection 
v.  Section  8  of  the  Food  and 
igs  Act,  to  which  manufacturers 
meat  must  now  conform,  pro- 
es  that  the  term  “misbranded” 

II  apply  to  “all  articles  of  food, 
articles  which  enter  into  the 
iposition  of  food,  the  package 
label  of  which  shall  bear  any 
ement,  design,  or  device  regard- 


The  Quality  of  Prize  Butter  anZ 
The  Steady  Sale  That  Results 

make  it  the  best  butter  you  can  handle,  both  from  your  cus¬ 
tomer’s  standpoint  and  yours. 

A  reputation  for  selling  good  butter  is  worth  thousands  of 
dollars  to  any  grocer,  while  butter  that  is  not  satisfactory  may 
cause  him  the  loss  of  most  of  his  trade.  You  can  get  the 
butter  trade  and  all  the  other  trade  that  goes  with  it  by  pushing 
PRIZE  PUTTER.  Its  rich  quality,  fine  flavor  and  whole¬ 
some  sweetness  will  please  your  customers.  Its  uniformity 
keeps  the  customers  buying,  once  you  start  them.  All  our 
skill,  all  our  experience,  all  our  enormous  facilities  go  to  make 
PRIZE  BUTTER  the  best  and  the  BEST  SELLING. 

PRIZE  BUTTER  is  packed  in  Carton,  Tub  or  Print,  and  colored  and  salted  to  suit  your 
trade.  The  Carton  is  a  neat,  handy  package  that  saves  you  the  time  and  work  of  wrapping. 

P.  F.  BROWN  &  CO. 

39=41=43  South  Front  Street,  Philadelphia 


WHAT  TO  TELL  CUSTOMERS 

“PRIZE  BUTTER  is  sent  to  me  fresh  everyday.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Fly  Time 
is  Coming 


How  do  you  prevent 
flies  from  injuring  your 
stock  of  fruit  and  vege¬ 
tables  ?  Do  you  know  that 
one  of  the  functions  of  an 
Electric  Fan  in  the  Gro¬ 
cery  Store  is  that  of  acting 
as  an  efficient  fly  chaser? 
Ceiling  and  desk  fans  not 
only  are  good  fly  chasers, 
but  theyare  the  best  means 
of  making  your  Grocery 
Store  cool  and  inviting  to 
customers  during  the  hot 
summer  months. 

We  are  selling  fans  at 
the  very  lowest  prices  that 
can  be  obtained  anywhere 
in  the  city. 


The  Philadelphia 
ElectricCompany 

TENTH  AND  CHESTNUT  STREETS 


H.  F.  HEACOCK 

SI  N.  2d  St.,  Phila.,  Pa. 


BuliMipaioi 


SETS  ON  THE  COUNTER 

CAPACITY,  1 00  LBS.  BUTTER 

Has  double-thick  glass  with  air 
space  between  on  four  sides. 

ICE  ON  TOP 

Size,  24  x  24—42  High 

SPECIAL  PRICE,  $22.50 


ing  such  article,  or  the  ingredients 
or  substances  contained  therein, 
which  shall  be  false  or  misleading 
in  any  particular,  and  to  any  food 
product  which  is  falsely  branded 
as  to  the  State,  Territory  or  coun¬ 
try  in  which  it  is  manufactured  or 
produced.”  The  Department  of 
Agriculture  can  now  also  apply 
fully  to  meat  products  its  rules  re¬ 
garding  statements  as  to  weight  or 
volume  or  number  of  pieces  in  a 
package  required  of  other  foods. 

A  committee  has  been  appointed 
by  the  Secretary  of  Agriculture  to 
provide  an  effective  plan  for  co¬ 
operation  between  the  Bureau  of 
Chemistry  and  the  Bureau  of  Ani¬ 
mal  Industry  to  exercise  control  to 


the  full  extent  authorized  by  law 
over  domestic  meats  and  meat  food 
products.  With  effective  co-oper¬ 
ation  between  these  two  Bureaus 
the  seizure  arm  of  the  Food  and 
Drugs  Act  it  is  believed  will  be  a 
powerful  means  of  regulating  traffic 
in  unsound  meats. 

Holt. 


AMONG  THE  TRADE. 

George  A.  Furnival,  president  of 
the  Excelsior  Baking  Co.,  2200 
Alter  street,  and  formerly  a  down¬ 
town  Councilman,  has  been  arrested 
and  indicted  by  the  Federal  Grand 
Jury  on  a  charge  of  perjury  and 
held  in  $500  bail.  The  arrest  fol- 


Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Dover,  N.  J. 

The  Way  To  Know.— Not  long 
ago  we  cut  two  cans  of  corn,  one 
our  private  brand,  the  other  a  very 
well  known  brand  and  in  big  de¬ 
mand.  Both  Maine  goods.  It  was 
a  blind  test.  That  is  none  of  us 
knew  which  was  which,  the  opener 
having  previously  placed  the  name 
under  the  respective  dishes.  The 
whole  five  decisions  showed  the 
private  brand  the  better  flavor. 

Now  here  was  a  quality  demon¬ 
stration.  Here  was  a  case  where 
five  salesmen  picked  out  their  own 
brand  goods  without  knowing  it. 
This  incident  is  related  first  to 
show  the  importance  of  compara¬ 
tive  tests  and  second  to  dispel  the 
notion  that  whatever  is  widely  ad¬ 
vertised  must  necessarily  be  the 
best.  Five  salesmen  went  back  to 
their  counters  with  a  positive 
knowledge  and  this  knowledge  cre¬ 
ated  a  confidence  in  a  brand  of  corn 
that  was  a  little  doubtful  before 
the  demonstration  took  place. 

*  *  * 

Some  of  the  Letters. — Some  of 
the  letters  I  received  from  time  to 
time  from  you  boys  were  very  grati¬ 
fying  because  they  showed  a  re¬ 
sponsiveness  to  things.  But  hardly 
anything  is  of  greater  importance 
than  a  simple  knowledge  of  the 
goods  you  sell.  When  a  woman  is 
convinced  that  you  know  what  you 


are  talking  about  the  sale  is  half 
made.  When  you  can  say  from  ac¬ 
tual  test  that  a  certain  brand  of  to¬ 
mato  soup  has  an  acid  taste  and  an¬ 
other  a  sweet  taste,  or  another  has 
a  slight  garlic  flavor  and  the  other 
just  a  tomato  flavor,  you  'talk 
like  a  man  that  knows  his  busi¬ 
ness. 

That’s  why  this  acquirement  is 
referred  to  so  often  in  “Straight 
Talks.” 

I  do  hope  you  will  all  see  the 
importance  of  “knowing.” 

*  *  * 

Get  Your  Store  In  Summer  Shape. 

—Make  it  suggest  light  eating. 
Mauy  people  are  impressed  with 
things  that  they  never  speak  of. 
In  a  sense  it’s  a  sub-conscious  im¬ 
pression.  It  associates  something 
with  somebody.  The  creation  of 
this  association  is  the  science  of 
business. 

If  you  impress  ten  women  with 
your  layout  of  “nice  things”  for  a 
salad,  back  goes  their  vision  to  that 
display  when  a  salad  supper  is  being 
thought  out. 

What  a  wonderful  thing  this 
specializing  is.  It’s  very  interest¬ 
ing — almost  fascinating.  You  can 
present  the  commonest  things  in 
such  a  way  as  to  make  them  the 
subject  of  the  smartest  sewing  so¬ 
ciety  in  the  town. 


lowed  the  conviction  of  the  com 
pany  in  the  United  States  Distric 
Court  on  a  charge  of  shipping  38. 
pounds  of  decomposed  frozen  egf 
product  to  Newark,  N.  J.  Furniva 
was  called  as  a  witness  by  the  Gov 
eminent  for  the  purpose  of  idea 
tifying  certain  orders  alleged  t< 
have  been  signed  by  him  calling  fo 
the  shipment  of  the  egg  product 
He  admitted  signing  five  of  tb 
papers,  but  denied  any  knowledge 
of  the  sixth  one  signed  by  a  “Fran! 
Reilly”  and  upon  which  the  decom 
posed  product  was  shipped.  Thi 
was  one  of  the  questions  given  t< 
the  jury  for  consideration,  am 
when  they  decided  the  firm  wa 
guilty,  Judge  Thompson  ordere< 
Furnival’s  arrest  for  perjury. 


Eastern  Pea  Pack  Twenty  t< 
Fifty  Per  Cent,  of  Sales. 


Bad  Weather  Cuts  Down  Deliveries  i 
Some  Cases  to  Twenty  Per  Cen 
Quality  Poor  as  Well.  Delaware  an 
Maryland  Pack  is  But  Small  Per 
centage  of  Whole,  But  as  to  Chea 
Peas  is  Important. 


It  is  now  established  that  the  pe 
pack  of  Delaware  and  Marylan 
will  be  the  smallest  for  sever? 
years,  and  practically,  no  packei 
unless  he  goes  out  and  buys  froi 
other  packers,  will  be  able  to  mak 
100  per  cent,  deliveries.  The  cam 
was  cold,  wet  and  unfavorabl 
growing  weather. 

The  packing  season  in  the  tw 
States  named  is  about  over,  and  d( 
liveries  will  range  from  20  to  5 
per  cent.  Most  packers  sold  aboi 
as  many  for  future  delivery  as  the 
did  a  year  ago.  One  large  and  we 
known  packer,  however,  sold  om 
third  less  of  futures  than  a  yea 
ago,  and  will  only  make  44  pe 
cent,  delivery.  He  has  never  mad 
less  than  100  per  cent,  before. 

The  pack  in  Delaware  and  Man 
land  is  not  especially  important,  c 
it  only  represents  about  10  per  cen 
of  the  whole  country’s  pack,  an 
consists  almost  entirely  of  chea 
peas.  The  situation  in  New  Yor 
and  Wisconsin,  which  are  muc 
more  important  pea-packing  se< 
tions,  is  not  so  bad  up  to  date.  TT 
season  is  from  one  to  three  weel 
late,  but  all  this  can  be  made  u] 
Moreover,  there  is  a  larger  acreag 
than  a  year  ago.  If  the  weather 
favorable,  meaning  especially  if  tl 
temperature  is  moderate,  the  pac 
will  probably  be  good  enough, 
the  weather  stays  as  hot  as  no\ 
however,  the  crop  will  pile  up  ar 
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pack  will  be  seriously  interfered 

h. 

’rices  of  Maryland  and  Dela- 
-e  brands  have  not  advanced  on 
ount  of  the  scarcity.  One  rea- 
is  that  the  quality  is  pretty 

r. 


tail  Grocer  Cannot  Pay  Debt 
)  Jobber  byTransferring  His 
Stock  to  Him  Unless  He 
Gives  Other  Cred¬ 
itors  Notice. 

ie  Decided  in  Pennsylvania  Holds 
hat  Such  a  Transfer  Violates  Bulk 
ales  Law  and  Sets  Transfer  Aside. 

case  under  the  bulk  sales  law 
;  just  been  decided  in  Pennsyl- 
lia  which  will  be  interesting  to 
trade  not  only  in  Pennsylvania, 

;  in  all  other  States,  where  the 
ult  would  doubtless  be  the  same, 
e  case  involved  the  question 
ether  a  retailer  who  pays  a  de¬ 
scent  account  to  his  jobber  by 
nsferring  his  stock  and  fixtures 
him  is  in  violation  of  the  bulk 
es  law,  which  says  that  creditors 
ist  be  given  notice  before  a  dealer 
Is  his  stock  and  fixtures  in  bulk. 
Phe  defendant  was  Charles  Rich- 
ls,  a  retail  grocer  doing  business 
Beaver  County,  Pa.  He  owed 
ne  money  to  the  Schumacher- 
nzley  Co.,  a  firm  of  wholesale 
ocers  in  Beaver  Falls,  Pa.  To 
:tle  his  account  he  transferred 
;  entire  stock  to  them  without 
zing  any  other  creditor  notice. 

1  the  next  day  J.  B.  Lytle  &  Co., 
whom  Richards  also  owed 
mey,  attached  the  sale  to  the 
lier  jobbers,  and  attached  Rich- 
ds’  stock  in  their  hands  on  the 
ound  that  there  had  been  a  vio- 
:ion  of  the  bulk  sales  law  in  that 
ichards  had  not  given  his  credit- 
s  notice  of  the  sale.  The  court 
>held  this  view,  and  allowed  Lytle 
Co’s  attachment  to  stand.  It 
as  ruled  that  “the  fact  that  the 
•nsideration  (for  the  sale  of  Rich- 
ds’  stock)  was  the  discharge  of 
ichards  indebtedness  to  the  Sclui- 
acher-Binzlev  Co.  did  not  take  the 
ansaction  out  of  the  operation  of 
ie  Bulk  Sales  Act  of  March  28, 
J05,  P.  L.  62,  and  as  the  require- 
lents  of  that  act  (in  giving 
:her  creditors  notice)  were  not 
implied  with,  the  sale  was  to  be 
eemed  fraudulent  and  voidable  as 
gainst  the  creditors  of  the  seller.” 


North  Carolina  lima  beans  range 
ddely  from  $1  to  $3.  There  are 
ery  few  good  limas  coming  now. 


A  SPLENDID  SELLER 


F ranklin  Dessert  and  T able  Sugar 


This  sugar  is  especially  made  for  cereals,  fruits,  berries,  desserts  and  other  foods 
that  are  sweetened  at  the  table.  It  grades  between  POWDERED  and  FINE 
GRANULATED  and  can  be  used  either  with  a  spoon  or  a  shaker.  It  dissolves 
quickly  and  sweetens  thoroughly. 

So  many  articles  are  sweetened  at  the  table  that  this  sugar  is  a  steady,  all-year- 
round  seller  and  its  usefulness  will  be  appreciated  by  your  customers  as  soon  as  you 
tell  them  about  it.  Start  them  buying  it  and  increase  your  sales  of  sugar.  Of  course 
it’s  packed  in  FRANKLIN  CARTONS,  so  you  can  make  a  profit  on  it  by  saving  the 
cost  of  labor,  bags,  twine  and  loss  from  overweight  that  would  come  out  of  your 
pocket,  if  you  handled  it  in  bulk.  DESSERT  AND  TABLE  is  one  of  the  best 
sellers  in  the  whole  line  of  FRANKLIN  CARTON  SUGARS. 


Packed  in  2  lb.  CARTONS-48  lbs.  to  the  CONTAINER 

Other  FRANKLIN  CARTON  SUGARS  are  packed  in  original  CONTAINERS  of 

24,  48,  60  and  120  lbs. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

"  Your  customers  know  that  FRJtMKLIN  CJFRTOM  SUGJtR  is  CLEJFM  sugar 


\rQ\  L/'i 

s^PENH*^ 


WHAT  TO  TELL  CUSTOMERS 

“This  Franklin  Dessert  and  Table  Sugar  is  made  especially 
for  use  in  sweetening  things  at  the  table.  It’s  better  than  either 
granulated  or  pulverized  for  table  use  and  I  know  you’ll  like  it.’’ 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WHY  WORRY 


over  bookkeeping  ?  Sell  them  a  Ten 
Dollar  or  any  other  size  of  FORBES 


Meied  Coupon  Boots 


and  have  only  one  entry  where  you 
have  dozens  now. 

We  have  sold  million*  of  them.  Why  worry  about 
forgotten  charges,  disputes,  over-running  accounts, 
losses,  etc.,  when  our  books  will  cure  these  evils  ? 
Simplest  and  best  system  devised.  For  cash  or  credit. 
All  sizes.  F.  O.  B.  your  express  office  or  by  mail 
when  necessary.  Why  worry? 

Ask  us  for  free  samples. 


F>.  FORBES,  £SSm&.  Coshocton,  Ohio 


At  this  season  there  was  never  such  another  butter  as 
GURNSE.  If  you  want  to  see  butter  at  its  fanciest  and  fresh¬ 
est,  peel  off  the  brine-dipped  parchment  from  a  pound  of 
GURNSE  and  test  it.  Not  you  nor  your  customers  can  imag¬ 
ine  anything  finer. 


<1  Pick  up  a  pound  of  GURNSE  next  February  and  you’ll  be 
surprised  how  close  to  the  June  test  it  is.  That  is  one  big 
thing  about  GURNSE  butter — we  move  Heaven  and  earth  to 
keep  it  uniform,  so  that  a  consumer  can  get  something  this 
week  exactly  like  she  liked  last  week. 


§  A  gilt-edged  dairy  butter,  made  by  us  under  ideal  condi¬ 
tions. 


Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 36  cents. 
Prices  subject  to  market  changes. 


P.  f.  BROWN  &  CO. 


39-41-43  South  Front  St. 

Philadelphia,  Pa. 


A  Magic  Quality 


We  earnestly  believe— and  probably 
your  own  experience  will  bear  us  out — 
that  Wheatena  is  the  only  breakfast  food 
that  is  selling  largely  to-day  without  the 
boost  of  heavy  advertising. 

<1  There  is  but  one  reason  why  this  could 
be  so — Wheatena  possesses  that  repeating 
quality  that  brings  people  back  for  it. 
The  quality  that  few  articles  have  of 
themselves  without  artificial  aid. 

<8  Wheatena  is  packed  in  a  way  espec¬ 
ially  designed  to  keep  it  good  under  all 
conditions  and  this  helps  us  to  guarantee 
it  no  matter  whose  hands  it  is  in. 


THE  WHEATENA  CO.,  Rahway,  N.  J. 


Member  of  the  American  Specialty  Manufacturers’  Association 


The  New  York  Letter 


Butchers  Want  Tax  Off  Oleo.  Say  Brooklyn  Grocers  Se 
Liquor  Without  License.  New  Storage  Food  Law  Curtail 
Storage  Egg  Supply.  Market  Notes  and  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York, 

June  19,  1913. 

Resolutions  asking  the  Govern¬ 
ment  to  take  off  the  io-cent  duty 
per  pound  on  oleomargarine  were 
adopted  by  the  New  York  State  As¬ 
sociation  of  Master  Butchers  at 
their  annual  convention  held  last 
week  in  Rochester.  It  was  set 
forth  that  the  removal  of  the  tax 
would  aid  in  reducing  the  cost  of 


Resolutions  were  also  adopted  in 
favor  of  the  free  admission  of  live 
cattle  to  this  country. 


*  *  * 


Getting  Butter  This  Week  Like  the  [ 
Customer  Liked  Last  ^ 


At  the  last  meeting  of  the  United 
Retail  Grocers’  Association  of 
Brooklyn  there  was  a  discussion  of 
the  alleged  practice  of  some  gro¬ 
cers  of  selling  beer,  wines  and 
liquors,  chiefly  in  bottled  form, 
without  paying  the  license  fee.  It 
was  said  that  some  of  these  gro¬ 
cers,  carrying  on  this  kind  of  busi¬ 
ness  on  the  sly,  sell  below  the  reg¬ 
ular  prices  and  they  are  enabled  to 
do  this  since  they  do  not  meet  the 
heavy  license  fee. 

Several  of  the  members  of  the 
society  expressed  their  opinions 
vigorously  as  to  the  grocers  who 
are  thus  guilty  of  defrauding  the 
Government  and  also  of  defrauding 
the  legitimate  dealers  who  pay  the 
license  fee  and  who  are  robbed  of 
their  rightful  trade  by  price-cutters 
of  this  unlawful  stamp. 

It  was  also  pointed  out  that  the 
grocer  who  starts  a  practice  of  this 
kind  is  sure  to  be  caught  sooner  or 
later  and  then  the  penalties  and  dis¬ 
grace  that  he  will  suffer  when  the 
Government  gets  after  him  will 
more  than  take  away  his  ill-gotten 
profits. 

Sometimes  it  is  said  a  retailer  is 
tempted  to  make  a  start  in  selling 
some  favorite  brand  of  wine  or 
beer  “to  just  one  or  two  custom¬ 
ers,”  or  a  few,  but  the  seeming 
ease  with  which  the  law  is  evaded 
at  first  soon  leads  them  into  doing 
more  and  more  of  the  illegal  busi¬ 
ness  until  finally  they  are  brought 
to  a  quick  stop  by  an  arrest. 

*  *  * 

A  petition  in  bankruptcy  has 
been  filed  against  Peter  A.  Pekich, 


a  retail  grocer  at  1308  Boston  roac 
by  these  creditors:  Austin,  Nichol 
&  Co.,  $534;  Gude  Bros.,  $482 
Pinney  &  Codes,  $535.  It  is  ai 
leged  that  the  defendant  is  insol 
vent  and  made  preferential  pay¬ 
ments. 

*  *  * 

A  bankruptcy  petition  has  beei 
filed  this  week  against  Marwel 
Bros.,  dealers  in  rice  and  grocerie 
at  60  Washington  avenue,  Brook 
lyn.  One  of  the  petitioners  was  th< 
Southern  Rice  Sales  Co.,  which  ha: 
a  claim  for  $1,458.  It  is  allegec 
that  the  defendant  firm  is  insolven 
and  made  preferential  payment 
and  transfers  of  property  to  the 
amount  of  $2,000.  The  firm  startec 
in  business  in  1894  in  Manhattar 
and  three  years  ago  moved  tc 
Brooklyn,  in  which  borough  they 
started  a  chain  of  thirteen  retai 
grocery  stores. 

The  firm’s  financial  statement  01 
May  last  year  showed  assets  ol 
$85;499  and  liabilities  of  $29,815. 

*  *  * 

There  has  been  a  falling  off  ir 
the  quantity  of  eggs  put  into  stor¬ 
age  in  New  York  thus  far  this  sea¬ 
son  as  compared  with  a  year  ago 
The  total  receipts  have  been  less 
than  a  year  ago. 

A  peculiar  explanation  is  offered 
by  an  authority  in  the  trade.  He 
says  that  the  new  law  requiring 
that  all  eggs  in  storage  be  stamped 
with  a  date  is  discouraging  to  the 
dealers  as  far  as  storing  eggs  in 
this  State  is  concerned.  The  stamp 
shows  the  date  when  the  eggs  $ro 
into  the  warehouse. 

The  best  storage  eggs,  he  said, 
are  those  packed  in  April,  but  they 
are  likely  to  be  a  burden  under  the 
new  law.  Such  eggs  are  likely  to 
cost  more  at  the  beginning  than 
those  bought  in  the  hot  weather 
months  and  the  carrying  expenses 
are  heavier.  But  the  hot  weather 
eggs  are  likely  to  bring  as  good  a 
price  as  the  April  eggs  when  both 
classes  are  sold  to  the  jobbers  and 
retailers  in  the  fall  and  winter. 
They  will  all  be  classed  simply  as 
storage  eggs.  In  fact,  most  of  the 
public,  if  it  has  any  preference, 
would  probably  choose  the  hot 
weather  eggs  because  they  would 
not  be  so  long  in  storage. 
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50  there  has  not  been  the  usual 
entive  for  the  storing  of  the 
ril  and  May  eggs. 

Another  trouble  is  that  the  law 
•lies  to  eggs  put  into  storage  in 
;  State  and  does  not  touch  eggs 
ught  here  from  other  States. 
:h  outside  eggs  may  have  been 
storage  in  other  States  and  yet 
y  be  brought  here  and  sold  as 
sh  gathered  because  they  will 
be  stamped.  This  puts  the  hold- 
of  eggs  in  New  York  storage 
ises  at  a  big  disadvantage, 
rhere  are  other  explanations  of 
falling  off  in  the  total  quantity 
eggs  in  the  local  warehouses  as 
npared  with  a  year  ago.  One 
danation  is  that  the  speculators 
badly  caught  last  year  and  are 
tious.  Another  is  that  because 
:he  high  prices  of  meat  the  farm- 
are  using  more  of  their  hens’ 
fs  for  their  own  consumption 
n  in  other  years  and-  are  also 
eting  with  larger  local  demands. 

(Continued  on  page  22.) 


I  Making  Grocers  Register 
Introduced  in  Senate. 


j  Short  a  Time  Left  to  Pass  Unless 
ill  is  Railroaded  Through.  Another 
mendment  to  Cold  Storage  Law 
asses  Senate.  Pure  Soft  Drink  Bill 
inally  Defeated. 

cial  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  June  20,  1913. 
The  bill  requiring  grocers  to 
pster  and  obtain  a  license  on 
Dmise  to  obey  all  regulations  of 
:  food  and  health  authorities  was 
•mally  introduced  in  the  Senate 
Monday,  and  was  referred  at 
ce  to  the  Committee  on  Public 
ialth  and  Sanitation.  The  bill 
s  been  discussed  in  the  “Grocery 
orld  and  General  Merchant.”  It 
wides  that  it  shall  be  the  duty 
every  person,  firm  or  corporation 
gaged  in  the  business  of  prepar- 
l,  exposing  or  offering  for  sale 
exchange  articles  used  for 
man  food  to  register  their  names 
th  the  Department  of  Public 
ealth  and  Charities  on  or  before 
nuary  1,  1914,  and  annually 
ereafter  all  persons  desiring  to 
gage  in  such  business  must  reg- 
er  with  the  department.  The 
>ard  of  Health  is  authorized  to 
ake  reasonable  and  proper  rules 
d  regulations  for  the  sanitary 
nduct  of  such  business  and  it  is 
ade  the  duty  of  the  Director  of 
e  department  to  carry  them  out. 
lie  Director  of  Public  Health  and 
aarities  has  authority  to  employ 


Sell  Her  SAUER’S  Flavoring  Extracts 

Women  appreciate  good  flavoring  extracts  and  use  them  freely  the  better  the  extracts, 
the  more  they’ll  use.  Absolute  PURITY  and  Fine  Quality  have  made  SAUER  S  FLAVORING 
EXTRACTS  the  largest  selling  brand  in  the  United  States  ;  you  can  sell  more  of  them  to  your 
customers  than  you  could  sell  of  any  other  brand  because  they  are  BETTER.  Make  SAUER  S 
FLAVORING  EXTRACTS  your  leader  and  you  are  sure  of  steady,  profitable  sales  to  satisfied 


customers. 


THE  C.  F.  SAUER  COMPANY 

RICHMOND,  VA. 


WHAT  TO  TELL  CUSTOMERS 

“SAUER’S  FLAVORING  EXTRACTS  will  add  anew  delight  to  your  cakes, 
puddings  and  desserts — their  fine  flavor  and  strength  come  from  absolute  PL  RIT\  . 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


A  can  of  BOUILLON  “  HERRINGLETS  ”  makes  a  delicious  luncheon  for  five  or  six 
persons,  yet  you  sell  it  for  15  cents  and  make  a  good  profit.  BOUILLON  “  HERRINGLETS  ” 
are  selected  little  NORWEGIAN  HERRING,  packed  in  delicious  bouillon  ;  we  guarantee  them 
to  please  your  customers  or  we’ll  give  their  money  back.  BOUILLON  “  HERRINGLETS  ”  are 
an  ideal  proposition  for  you,  Mr.  Grocer — a  new  luncheon  delicacy,  selling  at  a  popular  price, 
quality  guaranteed,  and  a  good  profit  for  you.  PUSH  THEIR  SALE. 


Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “  Skipper  ”  Sardines 


1011  Chestnut  Street,  Philadelphia,  Pa. 


WHAT  TO  TELL  CUSTOMERS 

“BOUILLON  ‘HERRINGLETS’  are  both  a  substantial  meal  and  a  delicious 
luncheon.  Guaranteed  to  please  or  your  money  back.’’ 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps^organizc  the  Pennsylvania 'Retail  Merchants 


“A  MEAL  FOR  SIX— 15  CENTS  ” 
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a  Chief  Inspector  of  Foods  at 
$2,500  a  year  and  four  assistant  in¬ 
spectors  at  $1,200  and  such  addi¬ 
tional  inspectors  and  assistants  as 
he  may  deem  necessary.  The  addi¬ 
tional  inspectors  and  assistants  shall 
receive  salaries  to  be  fixed  by  the 
Director,  subject  to  the  approval  of 
the  Mayor.  Councils  are  required 
annually  to  appropriate  the  sums 
necessary  for  the  payment  of  salar¬ 
ies  of  the  different  employees.  The 
penalty  provision  declares  that  any 
person,  firm  or  corporation  who 
violates  any  of  the  provisions  of 
this  act  or  any  of  the  rules  and  reg¬ 
ulations  made  in  conformity  thereto 
shall  be  guilty  of  a  misdemeanor, 
and  upon  conviction  before  a  mag¬ 
istrate,  shall  be  fined  not  less  than 
$5  nor  more  than  $100  for  each 
offense. 

The  pure  drink  bill  came  up  in 
the  Senate  on  final  passage  on 
Tuesday,  and  was  defeated.  This 
makes  the  second  time  the  bill  has 
failed  of  passage,  and  it  is  therefore 
dead  for  the  session.  It  is  possible, 
however,  to  introduce  an  entirely 
new  bill  in  the  Senate,  but  the  ses¬ 
sion  is  so  nearly  over  that  this  will 
almost  certainly  not  be  done. 

The  bill  extending  the  time  eggs 
can  be  kept  in  cold  storage  passed 
the  Senate  finally  on  Tuesday  last. 
It  now  goes  to  the  House.  The 
law  as  passed  allows  eggs  to  be 
stored  only  eight  months,  but  the 
amendment  raises  this  to  ten 
months.  This  bill  also  carried  an 
extension  of  time,  as  reported  last 
week,  in  the  time  undrawn  fowl 


and  butter  can  be  stored.  In  the 
case  of  undrawn  fowl  the  extension 
is  from  ten  to  twelve  months,  and 
in  the  case  of  butter  from  nine  to 
twelve  months.  There  is  also  a 
provision  making  it  necessary  only 
to  put  the  month  when  goods  were 
stored  on  the  label,  instead  of  the 
exact  day,  as  now  provided  by  the 
law. 

The  bill  to  relieve  from  the  pay¬ 
ment  of  mercantile  tax  all  corpora¬ 
tions,  stock  parterships,  etc.,  who 
pay  a  tax  on  their  capital  stock 
came  up  on  final  passage  in  the 
House  during  the  week  and  failed 
to  pass. 

The  State  Association’s  bill  to 
attach  a  part  of  a  debtor’s  wages 
for  unpaid  bills  for  the  necessaries 
of  life  has  been  reported  out  of  the 
Senate  Judiciary  Committee  special 
again  with  a  favorable  recommen¬ 
dation.  It  was  reported  out  once 
before,  but  was  recommitted.  It 
is  expected  that  it  will  reach  third 
reading  and  final  passage  in  the 
Senate  on  Monday  next,  June  23d, 
and  the  State  Association  is  urging 
grocers  all  over  the  State  to  wire 
their  Senators  urging  a  vote  for  the 
bill.  The  measure  is  Senate  Bill 
1415,  and  it  has  already  passed  the 
House.  If  it  passes  the  Senate  it 
will  become  a  law  if  the  Governor 
signs  it. 

The  bill  known  as  the  commod¬ 
ity  bill,  House  Bill  No.  2043,  fixing 
the  weight  of  a  long  list  of  food 
and  other  products,  and  requiring 
net  weight  to  appear  on  the  label 


of  package  goods,  is  on  its  way 
through  the  Blouse,  and  has  a  good 
chance  of  passage.  It  passed  the 
House  during  the  week  on  second 
reading  and  will  come  up  for  third 
reading  and  final  passage  at  any 
time.  The  text  of  the  bill  appeared 
in  this  correspondence  several 
weeks  ago. 

Both  Houses  have  adopted  the 
following  resolution  to  investigate 
the  cold  storage  industry  in  this 
State,  and  the  coifimittee  will  be 
appointed  before  the  Legislature 
adjourns : — 

A  concurrent  resolution  for  the 
appointment  of  a  commission  to  in¬ 
vestigate  and  report  to  the  next 
session  of  the  Legislature  all  mat¬ 
ters  pertaining  to  cold  storage  and 
the  preservation  of  food  products, 
and  the  length  of  time  goods  shall 
remain  under  refrigeration  or  cold 
storage,  and  to  the  branding  and 
sale  of  such  articles,  and  making 
an  appropriation  to  meet  the  ex¬ 
penses  of  the  said  commission. 

Whereas,  There  has  Been,  and  is, 
considerable  agitation  regarding 
cold  storage  and  the  preservation 
of  food  products,  as  well  as  the 
length  of  time  that  goods  shall  re¬ 
main  under  refrigeration  or  cold 
storage,  and  the  proper  branding 
and  sale  of  such  articles;  and 

Whereas,  It  is  of  the  utmost  im¬ 
portance  that  a  thorough  and  com¬ 
plete  investigation  and  study  of  the 
whole  matter  of  refrigeration  and 
cold  storage  should  be  made  at  the 
present  time;  therefore  be  it 

Resolved  (if  the  House  concur), 
That  a  committee  of  six  members 
of  the  General  Assembly,  three  to 
be  appointed  by  the  President  pro 
tempore  of  the  Senate,  and  two  by 
the  speaker  of  the  General  Assem¬ 
bly,  to  investigate  at  the  earliest 
possible  moment  and  to  report  at 
the  next  session  of  the  General  As¬ 
sembly  a  comprehensive  bill  cover¬ 
ing  the  following  questions  : — 

1.  The  necessity  of  cold  storage 
and  the  proper  provisions  for  the 
protection  of  perishable  products. 

2.  The  value  of  such  products  to 
the  producer  and  the  community 


at  the  period  of  the  greatest  pro¬ 
duction,  when  the  supply  exceeds 
the  demand,  and  at  all  other  times. 

3.  The  length  of  time  articles 
should  remain  under  refrigeration 
or  cold  storage. 

4.  Whether  refrigeration  or  cold 
storage  products  shall  be  branded, 
and  if  so,  what  shall  be  determined 
to  be  refrigerator  products  or  cold 
storage  products,  or  both. 

5.  The  effect  on  the  price  of 
commodities  by  reason  of  placing 
them  under  mechanical  refrigera¬ 
tion  or  cold  storage. 

6.  The  relation  of  cold  storage  or 
refrigeration  to  the  high  cost  of 
living. 

7.  The  effect  of  cold  storage  leg¬ 
islation  in  other  States. — 

8.  The  advisability  of  a  uniform 
cold  storage  or  refrigeration  law; 
provided  that  the  actual  expenses 
incurred  by  the  committee  shall  not 
exceed  the  sum  of  $10,000,  which 
shall  be  provided  for  in  the  general 
appropriation  bill. 

R.  C. 

= 


Baker’s  Cocoa 
and  Chocolate 
Preparations 
are  Standar 


Registered, 
C.  S.  Pat.  Off. 


being  absolutely  pui 
fulfilling  ALL  TE; 
REQUIREMENTS  I 
the  Pure  Food  Law. 
Grocers  assume  no  ri : 
in  handling  these  goo  1 
as  the  demand  for  the  1 
is  constant. 


MADE  ONLY  BY 

Walter  Baker  &  Co.  Lt<. 


Established  1780 

DORCHESTER,  MASS. 


RejoiceThat  Y ou  Are  Alive 


You  may  have  your  troubles,  but  then  you  are  alive,  and  a  live  one 
beats  a  dead  one  every  time.  This  also  applies  to  business.  A 
live  merchant  is  one  who  is  on  the  alert  and  always  trying  to  im¬ 
prove  his  position,  he  finally  gets  there.  Are  you  in  the  procession. 

Another  good  week  on  Syrups.  Our  trade  sticks  to  us  closer  than  a  brother,  “There’s  a  reason.”  Our  Syrups,  now  summer  boiled,  good  body 
and  quality  up  to  our  high  standard.  Royal  Table  Syrup,  one  of  the  leaders,  with  Challenge  Brand  pushing  it  hard.  Gilt  Edge,  Ex.  Amber,  White  Clover, 
Cruiser  Brand,  King  “  B”  Drips,  Quaker  City,  etc.  Fancy  Sugar  Syrup,  at  24c.;  Revere  Sugar  Syrup,  at  18c.  Also  a  line  of  the  best  makes  of  New  Orleans 

Molasses. 


CANNED  PEACHES  There  is  a  good  demand  for  Canned  Peaches.  Prices  are  low,  and  the  goods  are  going  into  consumption.  We  quote  Helmet 
Brand  Lemon  Cling,  Extras,  packed  in  heavy  syrup,  at  $2.25  per  doz.;  Tioga  Lemon  Cling,  Extra  Standards,  at  $1.80  ;  Tioga  Yellows,  Extra  Standards,  at  $1.75  ; 
Star  W  Lemon  Cling,  Extra  Standards,  at  $1.65  ;  Log  Cabin  Lemon  Cling,  Standards,  at  $1.60;  Full  Moon  Lemon  Cling,  Seconds,  at  $1.45  per  doz.;  Thomas’ 
Sliced  Yellows,  is,  at  92y2c.  per  doz.  Buy  your  Peaches  of  us. 


SANTOS  COFFEE  Don’t  know  where  you  buy  your  Roasted  Coffee,  but  you  can’t  beat  this.  An  Ex.  Choice  Roasted  Santos 
Coffee,  known  as  a  Bourbon,  a  fine  roaster,  and  a  better  drinker;  try  a  bag,  and  if  you  are  not  satisfied  return  it  at  our  expense;  50  and  100-lb.  bags,  per  lb., 
at  18!  )c.  Got  them  all  beaten  to  a  frazzle.  *  ’ 


KIRK,  FOSTER  &  CO.  m2£5£?  209  SLTiT.kV T 1 
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Y ou  sell  the  standard  when  you  sell  W elch’s 

You  also  get  the  benefit  of  advertising  which  has  already 

created  a  demand  for  your  supply. 

Your  store  becomes  a  link  in  the  good-will  chain  that  we  have  stretched 
across  the  country,  because  of  the  high  quality  of  Welch’s  and  by  means 
of  our  continuous  and  widespread  publicity. 

Welch’s  advertising  is  cumulative  in  effect.  Its  value  extends  to  the  dealer  and  the  consumer 
as  well  as  to  the  manufacturer.  People  want 


Welch’s 

JV'ez  tiorzccl  jD  irirzA. 


because  they  know  that  it  is  made  from  the  choicest  Concord  grapes  only.  Our  process  of 
manufacture  is  marked  by  the  most  exacting  care. 

These  facts  have  been  and  are  being  widely  advertised.  There  is  an  ever-increasing  tendency  to  “buy 
You  get  the  benefit  of  this  advertising  when  you  order  Welch’s  by  the  case.”  You  will  note  that  our 
Welch’s.  In  addition  to  your  old  customers  we  will  advertising  this  year  urges  this  business-increaser 
send  new  ones  to  you.  for  you. 

To  dealers  who  push  Welch’s,  we  send  attractive  and  attention-compelling  advertising  matter. 

Sold  by  all  jobbers 

The  Welch  Grape  Juice  Co.,  Westfield,  New  York 


^Welch's 


\m 
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.Nobody  knows  what’s 
in  a  Paper  Ba*| 


BUT  everybody  who 

sees  the 
LIN  CARTONS 


3  EXTRA.  FI 


^3 


IWtIGItT 


2™ 


FRANKLIN 

GRANULATED 

SUGAR 


Standard  of  Purity. 

niriNBD  worn 

THE  FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


_ _ CONTAINS  CLEAN  SUGAR 

THE  SALES  VALUE  OF  THE  FRANKLIN  CARTON 

Paper  bags  filled  with  sugar  have  no  sales  value;  you  might  as  well  have  cans  of  peaches  without 
labels.  You  wouldn’t  think  of  filling  your  shelves  with  peaches  in  plain,  unlabeled  tin  cans.  No. 

Not  as  long  as  you  can  have  those  cans  put  up  with  beautiful  lithographed  labels  showing  the  fruit 
in  its  natural  colors.  Don’t  go  to  the  trouble  of  putting  sugar  in  paper  bags,  losing  time,  cost  of 
bags,  cost  of  twine,  and  overweight,  when  you  can  buy  FRANKLIN  SUGAR  in  CARTONS,  leady 
to  sell,  nothing  to  do  but  hand  it  out  to  customers. 


You  can  buy  FRAMRUM  CARTON  SUGAR  in  the 
original  containers  of  24,  48,  60  and.  120  pounds 


THE  FRANKLIN  SUGAR  REFINING  COMPANY 


•  • 
•  • 


Philadelphia 


‘Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR 
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Tea. 

The  tea  market  is  fairly  active, 
speaking  particularly  of  new  Ja¬ 
pans,  which  at  present  have  the  call. 
There  has  been  such  a  demand  for 
the  early  crop  of  new  Japans  that 
the  price  shows  an  advance  of  pos¬ 
sibly  i  cent  per  pound  from  the 
opening.  From  now  on  for  about 
a  month  the  early  crop  of  Japans 
will  be  coming  to  this  country. 
New  crop  Formosas  and  Congous 
are  also  slightly  firmer  on  account 
of  the  situation  in  Japans.  Ole 
teas,  though  not  in  large  supply, 
are  heavy  and  dull,  and  the  market 
is  in  buyers’  favor.  Nobody  seems 
much  interested  in  the  general  run 
of  old  teas,  however. 

Coffee 

The  coffee  market  is  still  weak 
and  depressed.  In  spite  of  this, 
there  is  a  good  consuming  demand. 
It  is  difficult  to  compare  quotations 
on  Brazils  with  those  of  last  week, 
because  holders  will  usually  take 
less  than  their  first  asking  price, 
and  the  market  is  really  what  the 
seller  can  get.  Rio  and  Santos  cof¬ 
fee  is  unquestionably  lower  than 
a  week  ago.  Milds,  with  the  ex¬ 
ception  of  the  better  grades,  are 
weaker  in  sympathy  with  Brazils. 
Mocha  and  Java  are  steady  to  firm 
and  in  light  demand. 

Sugar. 

The  sugar  market  is  somewhat 
firmer  for  the  week.  All  refiners 
save  Arbuokle  Bros,  have  ad¬ 
vanced  io  points  and  now  hold 
granulated  at  4.30  cents.  Raw 
sugar  is  about  unchanged.  The 
market  is  not  very  strong,  and  there 
is  no  reason  for  any  material  ad¬ 
vance,  except  that  the  refiners  are 
not  making  any  money.  The  con¬ 
sumptive  demand  for  sugar  is  very 
good  as  fruit  is  plenty. 

Syrup  and  Molasses. 

Glucose  is  unchanged,  though 
advancing  prices  of  corn  justified 
expectations  that  prices  would  be 
higher.  Compound  syrup  is  dull 
and  unchanged.  Sugar  syrup  and 
molasses  both  dull  at  ruling  prices. 

Fish. 

Mackerel  is  still  dull,  Irish  fish 
particularly  being  inclined  to  be 
weak.  Mackerel  will  probably 
show  no  improvement  for  several 
months.  Cod,  hake  and  haddock 
are  unchanged  and  quiet.  New 


pack  domestic  sardines,  by  reason 
of  scarcity,  are  about  10  cents  per 
case  higher.  Imported  sardines 
scarce,  high  and  wanted.  Salmon 
shows  no  change,  either  spot  or 
future. 

Canned  Qoods. 

Tomatoes,  both  spot  and  future, 
are  unchanged,  and  will  probably 
show  no  material  change  in  the  im¬ 
mediate  future,  unless  some,  de¬ 
cisive  crop  catastrophe  makes  a 
short  pack  certain.  At  the  present 
writing  lateness  is  the  only  thing 
that  has  positively  happened  so  far. 
There  is  a  fair  demand  for  toma¬ 
toes,  but  no  inclination  to  speculate. 
Cheap  corn  has  sold  well  and  is 
scarcer  and  firmer  in  consequence. 
Other  grades  of  corn,  both  spot  and 
future,  are  unchanged  and  quiet. 
Peas  are  also  unchanged.  Nearly 
all  packers  have  withdrawn  quo¬ 
tations  on  futures.  Apples  are 
about  15  to  20  cents  per  dozen  gal¬ 
lons  higher,  by  reason  of  the  fact 
that  they  are  getting  cleaned  up. 
California  canned  goods  on  spot 
are  quiet  and  unchanged.  Some 
packers  have  now  named  prices 
on  new  pack,  cherries,  peaches  and 
apricots  being  quoted  10  to  15  cents 
above  last  year.  Small  Eastern 
staple  goods  are  unchanged  and 
dull. 

Dried  Fruits. 

Prunes  show  no  change;  large 
sizes  are  still  firm  and  dispropor¬ 
tionately  high.  The  demand  is  fair. 
Peaches  are  in  fair  demand,  with 
the  supply  rather  small.  Apricots 
are  getting  cleaned  up  and  the 
price  is  steady  to  firm.  Raisins  still 
rather  dull  and  unchanged  in  East¬ 
ern  markets,  which  are  still  rela¬ 
tively  much  lower  than  the  coast. 
Currants  unchanged  and  quiet. 

Beans  and  Peas. 

Domestic  pea  beans  are  a  shade 
firmer  than  a  week  ago,  and  the 
situation  seems  to  be  rather  strong. 
Marrows  are  unchanged  and  dull. 
California  limas  show  no  change 
for  the  week,  and  the  demand  is 
air.  Green  and  Scotch  peas  are 
unchanged  and  dull. 

Butter. 

The  receipts  of  butter  continue 
liberal  and  the  quality  is  the  best 
of  the  year.  The  market  is  firm 
and  prices  unchanged,  on  a  basis 
about  5  per  cent,  higher  than  a 


year  ago.  The  bulk  of  the  receipts 
is  going  into  cold  storage,  and  the 
future  of  the  market  depends  on 
the  weather  and  the  extent  of 
speculative  buying. 

Eggs. 

The  egg  market  is  steady  on  a 
basis  1  cent  below  last  week’s.  The 
receipts  continue  liberal  and  the 
quality  is  good  for  the  season.  The 
consumption  of  eggs  is  about  nor¬ 
mal  and  some  of  the  receipts  are 
still  being  taken  by  speculators. 
Stocks  in  storage,  however,  are  al¬ 
ready  larger  than  last  year,  and  the 
market  is  barely  steady. 

Cheese. 

The  cheese  market  is  in  about 
the  same  position  as  it  has  been  in 
for  the  last  two  weeks.  The  con¬ 
sumption  and  the  make  are  increas¬ 
ing  considerably,  and  some  fancy 
cheese  is  being  put  in  storage. 
The  average  quality  of  the  present 
receipts  is  good,  and  the  market  is 
steady  on  the  present  basis. 

Provisions. 

Smoked  meats  are  firm  and  un¬ 
changed.  There  is  an  increased 
consumptive  demand.  Pure  lard  is 
steady,  with  a  fair  demand  at  un¬ 
changed  prices.  Compound  is  firm 
and  active,  with  possible  advances 
in  the  near  future.  Dried  beef, 
barreled  pork  and  canned  meats  are 
all  unchanged  with  a  seasonable 
demand. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

Continued  liberal  buying  of  to¬ 
matoes  last  week  for  future  deliv¬ 
ery  was  again  the  feature  in  this 
market,  and  the  orders  for  them 
came  from  nearly  all  directions. 
The  average  size  of  the  orders  was 
larger  than  in  the  week  previous, 
and  many  canners  having  sold  up 
to  their  present  limit  of  quantity 
withdrew  from  the  market  to  await 
further  developments.  There  was 
another  drop  in  the  temperature 
during  the  first  three  days  of  last 
week,  and  in  some  parts  of  this  and 
adjoining  States  there  was  frost 
and  ice,  causing  more  uneasiness 
amongst  the  growers  and  canners 
of  fruits  and  vegetables.  The 
weather  bureau  reports  that  all  low 
temperature  records  here  for  June 
have  been  broken  this  month.  The 
market  closed  to-day  stronger  and 
a  shade  higher  as  to  prices,  and 
looks  still  stronger  ahead.  The 
weather  and  crop  conditions  from 


now  on  will  have  to  be  ideal  to 
make  anything  more  than  a  fair 
average  size  crop  the  coming  sea¬ 
son. 

The  activity  in  spot  tomatoes 
continued  up  to  the  close  last  week, 
and  the  volume  of  the  sales  largely 
exceeded  those  of  the  week  pre¬ 
vious.  As  a  result  the  prices  ad¬ 
vanced  for  all  three  sizes,  especially 
for  No.  10  standards,  and  the  out¬ 
look  is  for  some  further  improve¬ 
ment  this  week.  The  character  of 
the  buying  indicates  that  the  con¬ 
sumption  everywhere  has  been 
large,  and  the  jobbers  have  allowed 
their  stocks  to  run  down  to  a  min¬ 
imum.  It  will  be  six  weeks  or  more 
before  the  early  crop  in  this  section 
will  be  ready  for  canning  purposes, 
and  possibly  the  shippers  will 
cause  higher  prices  than  the  can¬ 
ners  can  afford  to  pay  at  the  begin¬ 
ning.  Spot  tomatoes  look  safe  to 
buy  at  to-day’s  prices. 

The  canning  of  peas  progresses 
very  slowly  in  this  section,  and 
there  will  be  short  deliveries  on  pro 
rata  contracts.  Those  jobbers  who 
bought  peas  early  on  100  per  cent, 
delivery  contracts  from  reliable 
canners  have  cause  to  congratulate 
themselves.  Unless  the  pea  can¬ 
ners  in  other  States  have  better 
luck,  there  will  be  a  short  pack 
everywhere  this  season.  Sweet 
potatoes  advanced  again  last  week 
and  will  go  higher.  It  is  reported 
that  the  crop  of  string  beans  re¬ 
ceived  a  set  back  by  the  cold 
weather  last  week.  The  first  pick¬ 
ing  of  them  will  be  due  this  week. 
Spinach  is  strong  and  fairly  active. 
Kraut  advanced  last  week  on  liberal 
buying.  The  low  price  lots  of  corn 
are  being  cleaned  up,  and  some 
of  the  other  vegetables  are  coming 
to  life  again. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

Spices. 

The  market  was  fairly  active  dur¬ 
ing  the  week,  with  but  few  changes 
to  report.  We  note,  however,  a 
letter  demand  for  nearly  every¬ 
thing  throughout  the  list.  Foreign 
markets  are  generally  higher  than 
prices  in  effect  here. 

Pepper. — Demand  fair.  Prices 
in  Europe  steady.  The  general 
situation  here  is  unchanged. 

Cloves  in  increased  demand  dur¬ 
ing  the  week;  no  change  in  price. 

Mace  unchanged  and  in  fair  de¬ 
mand. 

Paprika. — FTungarian  scarce  and 
firm.  Spanish,  no  change  to  report. 

Seeds,  Herbs,  Etc. — Caraway, 
poppy  and  canary  all  firmer  with 
upward  tendency.  Demand  is 
irisker. 

McCormick  &  Co. 
Baltimore,  Md. 
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MARKET  NOTES. 

Strawberries  are  reaching  the 
d  of  their  season,  and  are  con- 
[erably  higher  than  they  were, 
le  berries  now  on  the  market  are 
>m  Pennsylvania  and  range  from 
to  20  cents.  New  York  berries 
11  come  next. 

Mississippi  tomatoes  packed  in  4- 
sket  carriers  average  75  cents, 
aridas  in  6-basket  carriers  range 
mi  $1  to  $1.75.  The  Floridas 
;  pretty  poor.  No  tomatoes  are 
ming  as  yet  from  nearby  points. 

Corn  has  a  wide  range — $1  to 
.50.  Receipts  are  from  Florida 
d  North  Carolina,  and  the  qual- 
is  fair.  Good  corn  is  wanted. 

Nearby  pie  cherries  range  from 
to  13  cents  a  quart.  Sweet 
erries  are  worth  about  2  cents 
ire. 

Raspberries  are  all  from  nearby 
ints  and  range  from  7  to  8  cents 
r  pint.  The  demand  is  good. 

Watermelons  are  still  coming 
ly  from  Florida  and  range  from 
to  60  cents  each.  The  quality 
good  and  the  demand  fair. 

The  first  Jersey  squash  came  in 
iring  the  week  and  brought  $1.50 
r  basket.  The  demand  is  good. 


Uz  &  Frugoli  Bankruptcy  Decision 
Sustained. 

The  United  States  District  Court 
1  June  16th  handed  down  a  de- 
>ion  in  favor  of  the  creditors  by 
[staining  the  decision  of  the 
nited  States  Referee  in  Bank- 
iptcy  in  the  case  of  the  creditors 
Katz  •&  Frugoli  against  Harry 
.  Katz,  trading  as  Katz  &  Frugoli, 
:  Atlantic  City,  N.  J.  Katz  se- 
eted  some  of  his  property,  and 
e  decision  orders  him  to  turn  it 
rer  to  his  creditors,  among  whom 
e  several  Philadelphia  concerns. 


PATENTS 

id  Trade-marks  procured  promptly  and 
operly  in  all  countries. 

avis  &  Davis,  Washington,  D.  C. 


1mm  tr: 


very  patlupi 

Out  for 
Dyspeptics 


ES  ill  OBESITY 

very body. 

For  book 

a.  v..  u.  M.. 


It  Makes  the  Women  Talk 


<f  FREIHOFER’S  EGG  ELBOW  MACARONI  is  so  tender  and  delicious  that  women 
recommend  it  to  their  neighbors.  That’s  the  kind  of  goods  you  want  to  sell ,  especially 
when  you  consider  that  every  sale  pays  you  a  good  profit  !  It  is  made  of  real  eggs  and 
fine  quality  farina  in  a  clean  American  factory,  and  is  so  good  its  sale  leads  to  sales  of 

FREIHOFER’S  SPAGHETTI,  NOODLES  and  PASTELS.  Display  i  t,  talk  about 

it — get  your  customers  started. 


Baking  Company,  Philadelphia. 


WHAT  TO  TELL,  CUSTOMERS 

“If  you  want  to  surprise  and  delight  your  guests,  serve  them  FREIHOFER’S 
EGG  ELBOW  MACARONI.’’ 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


WALKING  PAST  YOUR  DOORJ 


MASON’S  WHITE  DRESSING  FOR  WHITE  SHOES  and 
MASON’S  TAN  COMBINATION  FOR  TAN  SHOES 

pay  you  75%  profit  and  SELL  FAST,  because  everybody  has  to  have  shoe  dressing.  White  shoes  and 
tan  shoes  are  going  to  be  more  popular  than  ever  this  season.  That  means  a  big  sale  for  white  and 
tan  dressings,  and  MASON’S  are  the  ones  to  PUSH,  because  they  will  give  your  customers  more 
satisfaction  than  any  others.  They  will  also  PAY  YOU  BEST,  not  only  on  account  of  the  big 
profit,  but  also  because  they  are  FAST  SELLERS. 

CAUTION  —  Don’t  let  your  shelves  toe  loaded  with  slow  sellers. 

Insist  on  having  MASOJN’S  SHOE  DRESSINGS,  the  EIVEEV  sellers. 


JAS.  S.  MASON  COMPANY 


138=140  North  Front  Street  PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“We  sell  MASON’S  SHOE  DRESSINGS  because  they’re  BEST.  They’re  the  choice  of  the 
fine  shoe  trade  in  the  large  cities,  so  they  have  to  be  better  than  others.” 


This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  Right  Milk  for  Her 

<1  Whenever  a  woman  comes  into  your  store  with  her  baby  she  is  a  prospective  cus¬ 
tomer  for  Eagle  Brand  Condensed  Milk,  because  it  is  the  safest,  purest  and  best 
condensed  milk  she  can  buy.  More  babies  are  successfully  raised  upon  Borden’s 
Eagle  Brand  Condensed  Milk  than  upon  all  other  infant  feeds  combined.  It  has 
been  famous  for  infant  feeding  since  1857  and  is  favorably  recommended  by  phy¬ 
sicians.  It  is  an  ideal  milk  for  table  purposes,  and  a  consistent  and  steady  seller 
at  all  seasons. 

Borden’s  Peerless  Brand  Evaporated  Milk 


can  be  used  wherever  milk  is  used  for  cooking  purposes. 
Waffles,  Custards,  Buns,  Corn  Bread,  etc.,  delicious  and 
digestible  ;  enriches  all  Soups,  Gravies,  Dressings,  Sauces, 
etc.  All  Borden’s  Brands,  both  sweetened  and  unsweet¬ 
ened,  are  made  from  the  highest  grade  raw  material,  by  the 
most  modern  method  of  manufacture  and  guaranteed  abso- 
solutely  pure.  Our  advertising  makes  the  sales  come 
steadily  and  with  little  effort  on  your  part,  and  the  purity 
and  quality  of  Borden’s  Peerless  Brand  Evaporated 
Milk  keeps  your  customers  satisfied  and  contented. 

BORDEN’S  CONDENSED  MILK  CO. 

“LEADERS  OF  QUALITY" 

Established  18S7  NEW  YORK 


It  makes  Crullers, 


WHAT  TO  TELL  CUSTOMERS 

“BORDEN’S  EAGLE  BRAND  CONDENSED  MILK  is  the  safest  and 
best  milk  for  babies.  It  is  rapidly  and  completely  digested,  and  guaranteed 
ABSOLUTELY  PURE,  It  has  provided  good  health  and  strength  to  more 
babies  than  all  the  other  infant  foods  combined.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps' organize  the  Pennsylvania  Retail  Merchants 


Howthe  NewPennsylvania  Fals 
Statement  Law  Will  Act. 

First  Case  Brought  Under  New  Yot 
Act,  Which  is  Like  Pennsylvania' 
Shows  Scope  of  Criminal  Proseci 
tion  for  Obtaining  Credit  on  Fab 
Pretences. 


How  the  new  Pennsylvania  fah 
statement  law  will  work  can  1 
seen  by  a  case  brought  and  trie 
during  the  week  in  New  Yor! 
under  a  law  which  was  also  recen 
ly  passed  there  and  which  is  prac 
tically  identical  with  the  new  Pent 
sylvania  act.  In  substance,  the  la' 
makes  it  a  criminal  offense  to  mat 
a  false  statement  for  the  purpo.< 
of  obtaining  credit. 

A  charge  was  brought  again 
Morris  Johnson,  346  Pentisylvani 
avenue,  Brooklyn,  N.  Y.,  a  reta 
merchant,  that  last  September  h 
had  given  a  statement  of  his  assel 
and  liabilities  to  J.  Rubenstein  < 
Sons  Co.,  236  Graham  avenue,  o 
which  he  obtained  credit.  Later  h 
went  into  bankruptcy  and  it  a\ 
peared  that  in  the  statement  h 
gave  Rubenstein  he  had  failed  t 
include  about  half  his  liabilitie 
and  had  also  forgotten  to  mentio 
that  he  had  given  a  chattel  mon 
gage  on  his  stock  to  his  brother-ir 
law.  He  was  arrested  under  th 
new  false  statement  law,  and  foun 
guilty.  As  it  was  the  first  case  th 
court  merely  fined  him  $100. 

This  is  as  nearly  a  typical  case  a 
could  well  be  brought  under  th 
false  statement  act. 


THE  NEW  YORK  LETTER 

(Continued  from  page  17.) 

The  quantity  of  butter  stored  i 
the  forty  associated  warehouses  c 
the  country  is  said  to  be  double  tha 
of  a  year  ago,  showing  large  pre 
duction  and  also  much  speculativ 
activity,  although  last  year  was  nc 
profitable  for  the  speculative  inter 
ests  in  butter. 

*  *  * 

Among  grocery  jobbers  an 
others  some  disappointment  i 
being  expressed  over  the  course  0 
the  new  Washington  administrate 
on  the  food  laws.  It  was  expecte' 
by  many  that  the  present  official 
would  take  energetic  measures  t 
improve  the  law  or  at  least  to  ini 
prove  the  methods  of  administering 
it,  hut  thus  far,  it  is  claimed,  th 
policy  of  the  officials  and  of  th 
present  Congress  has  been  of  a  do 
nothing  kind. 

The  claim  is  being  made  that  th' 
present  law  needs  amendment  ii 
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,-eral  respects  for  the  protection 
the  public  and  of  upright  manu- 
:turers  and  dealers. 

The  stamp  “guaranteed  under 
;  food  and  drugs  act”  is  often 
ed  in  a  misleading  way,  it  is  said, 
lat  the  control  and  responsibility 
;  too  much  divided  is  another  of 
;  criticisms. 

In  general  it  is  claimed  that  the 
v  is  not  accomplishing  its  pur¬ 
se  of  eliminating  adulteration 
d  deception  and  that  the  experi- 
ce  of  several  years  under  this 
,v  should  be  made  useful  in  re- 
sing  it  so  as  to  get  the  best  possi- 
»  results.  Pending  such  revision, 
is  suggested  that  the  departments 
Washington  can  do  much  toward 
inging  about  a  smoother  and 
Dre  effective  enforcement  of  the 
esent  law. 

Summarized  Market  Con¬ 
ditions. 


Spot  coffee  is  higher  in  sympathy 
ith  options,  but  trade  is  dull.  The 
untry  is  said  to  need  coffee,  but 
it  does  it  is  evidently  holding  off 
making  purchases  in  the  expec- 
tion  that  the  market  will  settle 
>wn  to  a  more  stable  basis.  Noth- 
g  more  than  a  jobbing  business 
noted  in  mild  grades,  which  are, 
nvever,  steadier  in  tone. 

Teas  are  moving  quietly  without 
ly  special  activity.  The  demand, 
hich  is  fair  for  this  time  of  the 
:ar,  is  distributed  quite  evenly 
rer  the  list.  Buyers  are  taking 
e  new  crop  arrivals  as  well  as  the 
d  teas. 

Withdrawals  of  refined  sugar  are 
)w  quite  heavy,  owing  to  favor- 
)le  weather  conditions.  Not  much 
:w  business  is  coming  forward  as 
ie  country  seems  well  provided  on 
infracts.  Arbuckles  are  taking 
rders  on  the  basis  of  4.20  cents 
>r  standard  granulated  and  other 
ifiners  are  10  points  higher. 

In  canned  vegetables,  there  is  a 
tasonable  demand,  as  much  as 
sual  probably  at  this  time  of  the 
ear.  Tomatoes,  both  spot  and  Li¬ 
tre,  show  a  slight  upward  ten- 
ency.  Sellers  seem  unwilling  to 
ike  orders  on  futures  for  less  than 
0  cents  for  No.  3  Mary  lands,  60 
ents  for  No.  2s  and  $2.50  for  No. 


MANY  GROCERS 

‘ind  it  pays  them  to  read  the 
good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

unple  tree,  or  four  months’  trial  for  10  conts 


Once  a  Woman  Tries  Iced  Wilbur’s  Cocoa 

she  will  always  want  it,  because  it’s  the  most  delicious 
of  all  the  hot  weather  drinks.  This  means  she  will  buy 
WILBUR’S  COCOA  from  you  all  year  round! 

ICED  WILBUR’S  COCOA  is  more  pleasant,  wholesome  and  satis¬ 
fying  than  iced  tea  or  coffee.  The  recipe  in  our  FREE  Recipe  Booklet 
tells  how  to  prepare  ICED  WILBUR’S  COCOA  so  that  it  will  be 
smoothest  and  most  delicious.  It  will  pay  you  to  send  us  the  names  of 
good  customers  so  we  can  mail  them  this  booklet  together  with  coupons 
that  will  send  them  to  you  to  buy  WILBUR’S  COCOA.  The  booklet 
contains  59  recipes  for  WILBUR’S  COCOA,  tells  how  to  make  delicious 
cakes,  candies,  desserts,  puddings,  etc.,  and,  once  we  get  it  into  the 
hands  of  your  customers,  you  are  sure  to  have  increased  sales. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“Try  ICED  WILBUR’S  COCOA  !  It’s  better  for  you  than 
iced  tea  or  coffee,  and  you’ll  LIKE  it  better!” 


This  is  one  of  the  Arms  the  sale  of  whose  products^ 
helps  organize  the  Pennsylvania  Retail  Merchants* 
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i os,  although  last  week  sales  were 
being'  made  at  figures  234  cents  les; 
than  those  here  quoted.  The  price; 
are  f.  o.  b.  Baltimore.  Spot  toma¬ 
toes  are  firm  at  82 y2  cents  foi 
standard  No.  3s  and  6234  cents  foi 
No.  2s.  Supplies  are  within  j 
moderate  compass  and  there  is  1 
steady  consuming  demand.  The 
demand  for  spot  corn  is  said  to  be 
a  little  more  active  than  it  has  beer 
of  late.  Standard  stock  of  desir¬ 
able  quality  is  not  to  be  obtained,  i; 
is  said,  for  less  than  52 y2  cents  foi 
Maryland  Maine  style  and  State 
and  Western  corn  is  held  at  pro¬ 
portionate  figures.  Peas  are  firm 
but  there  is  not  much  business  as 
buyers  are  holding  off  in  view  ol 
conflicting  crop  reports.  Spot  peas 
are  dull  and  on  the  best  stock  there 
is  a  firm  feeling.  String  beans  are 
quiet  and  firm. 

The  demand  for  canned  fruits  of 
most  kinds  is  quiet,  but  prices  are 
steady,  as  offerings  are  light. 
Opening  prices  on  the  new  pack  of 
California  fruits  are  expected  next 
week. 

Flour  is  inactive.  The  sudden 
changes  in  the  wheat  market  have 
made  buyers  exceedingly  cautious. 
There  seems  to  be  an  entire  lack 
of  confidence  in  values.  Spring 
wheat  patents  have  been  selling  in 
the  last  few  days  between  $4.60 
and  $4.75  and  it  is  even  said  that 
some  of  the  Minnesota  brands  have 
been  selling  as  low  as  $4.50. 

Butter  is  plentiful  and  prices 
barely  sustained.  There  is  not 
much  speculative  activity  and  re¬ 
ceivers  are  not  inclined  to  store 
their  receipts  if  they  can  dispose  of 
them  at  even  a  slight  margin  of 
profit.  The  creamery  extras  are 
selling  at  28  cents  with  an  occa¬ 
sional  sale  at  a  fraction  more  for 
very  high  marks.  The  firsts  sell  at 
2734  to  2 724  cents;  seconds  2634 
to  27  cents.  Process  butter  ranges 
from  2434  to  2534  cents. 

The  egg  market  is  irregular. 
The  quality  of  the  receipts  is  run¬ 
ning  off  and  this  increases  the  de¬ 
mand  for  the  high  grades,  the  sup¬ 
plies  of  which  are  limited.  The 
bulk  of  the  trading  in  Western  eggs 
is  from  1934  cents  down.  Only  a 
small  part  of  the  receipts  grade 
above  firsts.  The  best  stock  sells 
at  2 1 34  to  22  cents,  but  especially 
fancy  receipts  bring  up  to  22^2  to 
24  cents  and  even  up  to  25  cents 
for  nearby  eggs,  white  and  care¬ 
fully  graded  as  to  size  as  well  as 
color. 

Fred.  A.  McGill. 


PACKED  ONLY  IN  PAILS 


WHAT  TO  TELL  CUSTOMERS 

Simon  Pure  Leaf  Lard  is  absolutely  guaranteed  by 
Armour  &  Company.  It  has  no  equal  for  making  light  and 

delicious  pastry.” 


This  is  one  of  the  firms  the  sale  of  whose  ;  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


Armour’s  Simon  Pure  Leaf  Lard  is 

the  choicest  lard  that  can  be  manu¬ 
factured.  It  is  rendered  from  the 
“leaf”  fat,  the  choicest  fat  for  lard  in 
existence — a  genuine  leaf  lard.  Call 
your  customers’  attention  to  its  flaki¬ 
ness,  its  snowy  whiteness.  Guarantee 
its  absolute  purity.  Tell  them  it  makes 
pastry  light  and  fluffy  and  easy  to 
digest. 


The  Store  Sign  shown  above 
is  FREE  to  Armour  dealers 


Special  Offer  to  Grocers 


We  have  a  special  proposition 
for  you.  We  will  pay  you  to 
work  for  us  to  increase  your  sales.  This  is  co-operation  that  means  extra 
dollars  for  you.  Write  us  at  once  for  full  details. 


ARMOUR :aHd  COMPANY 


CHICAGO 


Let  us  send  you  this  sign  so  you 
can  put  it  in  a  prominent  part  of  your 
store.  It  will  increase  your  sales  of 

Simon  Pure  Leaf  Lard. 


Armour’s  “Shield”  Pure  Lard,  “Vegetable”  and  “White  Cloud”  substitutes, 

are  all  famous  for  their  fine  quality  and  sure  to  please  your  customers.  You 
can  secure  the  best  lard  trade  by  Pushing  ihe  sale  of  Armour’s  Brands,  which 
are  sure  to  give  most  satisfaction  and  win  trade  for  you  as  they  have  won  it 
for  us. 


The  Lard  That 
Sells  Best 

SIMON  PURE 
LEAF  LARD 
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CORRESPONDENCE. 


mufacturers  of  Computing  Cheese 
Cutters. 

Milton,  Pa.,  June  12,  1913. 

)  the  Editor. 

Dear  Sir: — Can  you  inform  us 
e  names  of  several  manufactur- 
5  of  computing  cheese  cutting 
ichines  ? 

Thanking  you  in  advance  for  the 
formation,  we  are. 

Yours  truly, 

Schreyer  Store  Co. 

American  Cheese  Cutter  Co., 
iderson,  Ind. ;  Computing  Cheese 
itter  Co.,  Anderson,  Ind.,  and 
iderson  Tool  Co.,  Hamilton, 
lio. 

*  *  * 

As  to  the  Staley  Starch  Scheme. 

Albany,  N.  Y.,  June  17,  1913. 

)  the  Editor. 

Dear  Sir: — I  want  to  ask  you  if 
u  know  anything  about  the  A.  E. 
aley  Co.,  of  Baltimore,  Md.,  as 
investment.  I  have  subscribed 
r  ten  shares  of  stock  on  the  in- 
illment  plan  and  I  have  heard 
ice  that  it  is  not  a  good  paying 
restment.  If  you  can  find  out 
ything  about  this  firm  I  would 
obliged  to  you. 

Respectfully, 

T.  A.  Moorhead. 

The  “Grocery  World  and  Gen¬ 
ii  Merchant”  has  advised  a  large 
imber  of  subscribers  who  have 
quested  advice  that  in  its  judg- 
ent  the  stock  of  the  Staley  starch 
ncern  was  not  a  good  investment 
r  the  retail  grocer. 

*  *  * 

ro  Buy  Poultry  Shipping  Crates. 

Wellsboro,  Pa.,  June  17,  1913. 
d  the  Editor. 

Dear  Sir : — Will  you  kindly  in- 
rm  me  of  the  firm’s  name  who 
anufactures  poultry  shipping 
ates,  and  oblige, 

Yours  truly, 

E.  L.  Em mick. 

Dulaney  &  Wharton,  335  South 
ront  street,  Philadelphia. 


Peas  will  not  get  very  cheap  this 
:ar.  The  best  nearby  peas  are 
bbing  up  to  85  cents,  while  can- 
:rs  are  paying  65  cents. 


isociated  Advertising  Men  Believe 
in  Price  Maintenance. 

At  its  annual  convention  in  Bal- 
Tiore,  Md.,  last  week,  the  Asso- 
ated  Advertising  Clubs  of  Amer- 
a  passed  resolutions  calling  upon 
5  10,000  members  to  work  for 
ws  establishing  the  right  of  a 
anufacturer  to  fix  and  maintain 
ie  retail  selling  price  of  his  prod- 
:t.  This  action  came  as  the  result 
i  a  speech  by  Louis  D.  Brandeis, 


The  PARKE  STAMP  LINE 

will  hold  her  trade 


The  PARKE  STAMP  LINE 
Means  Steady  Sales  for  You 

Women  will  buy  the  goods  with  which  they  get  premiums,  and  that  is  the  reason  for  the 
PARKE  STAMP.  We  simply  take  the  money  some  manufacturers  would  spend  for  newspaper 
advertising  and  use  it  to  buy  presents  for  your  customers.  What  is  the  result  ?  Let  us  tell  you 
The  grocer  who  handles  the  PARKE  STAMP  LINE  of  Teas,  Coffees,  Baking  Powder,  Ammonia, 
Spices,  Bluing,  etc.,  holds  his  trade  against  all  competition.  He  gets  new  trade,  because  one 
woman  tells  another  about  the  stamps  she  is  saving  and  the  beautiful  premiums  they  bring  her. 
This  draws  new  customers  to  the  grocer  who  handles  PARKE’S  STAMP  LINE. 

FINE  QUALITY  GOODS 

All  articles  included  in  the  PARKE  STAMP  LINE  are  fine  quality  goods,  and  will  please 
your  customers — the  quality  helps  hold  trade  as  well  as  the  stamps,  and  the  unusual  combination 
of  high  quality  AND  stamps  makes  this  line  a  strong,  steady  seller  everywhere.  Don’t  let  the 
mail  order  houses  and  the  wagon  peddlers  cut  into  your  business — put  in  the  PARKE  STAMP 
LINE  and  hold  your  customers.  The  whole  line  handled  as  a  proposition  will  positively  increase 
your  sales. 

LET  US  SEND  YOU  A  PREMIUM  LIST  AND 
FULL  PARTICULARS  OF  OUR  PLAN 

L.  H.  Parke  Company 


232-234  Market  Street 
PHILADELPHIA 


638-640  Grant  Street 
PITTSBURGH,  PA. 


WHAT  TO  TELL  CUSTOMERS 

“When  you  buy  Parke’s  goods  you  not  only  get  the  finest 
quality,  but  also  a  liberal  number  of  Parke’s  Stamps,  which  are 
exchangeable  for  thousands  of  beautiful  premiums.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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of  Boston,  on  Wednesday.  Mr. 
Brandeis  told  the  convention  that 
the  courts  in  recent  decisions  had 
denied  the  right  of  the  maker  of  a 
patented  or  trade-marked  commod¬ 
ity  to  establish  a  uniform  retail 
rate.  He  predicted  that  this  would 
open  an  era  of  price-cutting,  which, 
if  allowed  to  go  on,  would  bring 


ruin  to  many  enterprises  which, 
while  they  fix  the  prices  of  their 
products,  are  in  no  sense  monopo¬ 
lies  and  do  so  only  to  protect  them¬ 
selves  from  the  inevitable  outcome 
of  price-slashing.  The  resolution 
which  commits  the  association  and 
its  constituent  bodies  to  a  campaign 
in  behalf  of  the  maintenance  of  the 


one-price  system  was  introduced  by 
Samuel  C.  Dobbs,  of  Atlanta,  Ga., 
former  president  of  the  Associated 
Advertising  Clubs  of  America  and 
the  head  of  the  Coca  Cola  Com¬ 
pany.  His  resolution,  which  was 
adopted  unanimously,  was  as  fol¬ 
lows  : — 

Whereas,  The  progress  of  adver¬ 
tising  is  being  hindered  by  the  offer¬ 


ing  by  middlemen  of  standard  goods 
at  cut-rate  prices,  promoting  a  sub¬ 
stitution  of  inferior  goods  and  de¬ 
priving  the  advertising  men  of 
their  legitimate  functions;  be  it 
Resolved,  That  this  convention 
condemns  the  practice  of  price  cut¬ 
ting  and  advises  its  constituent 
clubs  to  fight  any  such  legislation 
by  preparing  and  addressing  suit¬ 
able  memorials  to  their  respective 
Congressmen  and  by  securing  all 
of  the  publicity  possible  upon  the 
question. 


Wilkinsburg,  Pa.,  June  3,  1913. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Sometime  ago  you 
were  good  enough  to  criticize  our 
little  monthly  store  paper.  We  are 
inclosing  you  a  copy  of  the  June 
issue  and  would  appreciate  your 
criticism  on  same. 

The  Kuhn  Co. 

W.  S.  Kuhn,  President. 

“Store  News,”  issued  by  the 
Kuhn  Co.,  is  the  smallest  store 
paper  that  ever  came  to  this  depart¬ 
ment.  It  is  4  x  5*4  inches  and  has 


in  it  is  well  written  and  is  in  my 
judgment  first  class  advertising. 

*  *  * 

I  reproduce  the  cover  page  and 
page  3,  which  is  representative  of 
the  whole.  These  are  the  exact 
size  of  the  original . 

*  *  * 

There  is  only  one  thing  I  don’t 
like  about  this  paper,  and  that  is 
the  form  “The  Kuhn  Co.”  is  in  on 


neatness  of  the  page.  I  understand 
of  course  why  it  is  used  in  that 
form — because  the  design  is  a  sort 
of  trade-mark  and  the  firm  want  to 


ordinary  boldface  type — not  italic 
boldface,  like  their  present  design 
*  *  * 

Everything  considered,  I  considei 
this  little  store  paper  one  of  the 
neatest,  cleanest  and  best  that  have 
ever  come  to  this  department.  It  i- 
meaty,  interesting  and  persuasive 
and  should  certainly  get  business 

Note. — This  Department  is  de 
voted  to  the  criticism  of  advertis 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  foi 
special  occasions,  upon  request 
and  to  the  suggesting  of  origina 
advertisements  when  data  is  sup 
plied.  All  communications  sen' 
in  for  this  Department  should  b< 


ROOT  BEER  BOTTLES. 

Home  made  Root  Beer  is  inexpensive,  easy  to  make 
and  is  usually  better  than  you  can  buy  in  Bottles. 

We  have  the  bottles  for  this  purpose.  They  are  the 
quart  size  and  have  patent  stoppers.  The  Dozen. _ _ 65c 


Store  News 


ROOT  BEER  EXTRACT 

Hires  Root  Beer  Extract  makes  the  best  Root  Beer. 
The  Bottle  _ , _ 17c 


Published  Monthly  by: 


8 1 8-820  Wood  St.,  Wilkinsburg 
Bell  Phones,  Wilkins  181,  182,  183,  184 


Vol.  1  June  1913  No.  8 


NOTICE. 


•I  About  June  First  we  will  begin  to  make  and  deliver  Ice 
Cream. 


•I  Up  to  date  it  has  never  been  profitable  to  deliver  IceCream 
here  in  Wilkinsburg,  mainly  for  the  reason  that  most  people 
only  order  it  for  special  occasions,  and  there  has  not  been  enough 
regular  demand  to  keep  an  expert  Ice  Cream  maker  busy. 

Notwithstanding  this  fact  we  are  going  into  the  business  and 
we  are  going  to  make  our  Ice  Cream  so  good  that  it  is  sure  to 
be  in  regular  demand. 

•I  We  ask  your  co-operation  to  the  extent  of  a  trial  order  of  one 
quart.  The  price  will  be  fifty  cents  but  if  it  is  delivered  on  Sun¬ 
day  it  will  be  sixty  cents. 


eight  pages.  It  is  a  very  good- 
looking  little  paper,  well  set,  well 
printed,  and  with  an  interesting 
look.  More  than  this,  the  matter 


the  first  page.  The  page  is  so  small 
and  the  name  design  so  bold  that  it 
seems  rather  like  an  excrescence  on 
the  page.  For  me  it  spoils  the 


A  CORRECTION 

Last  month  we  published  a  recipe  for  “Perfection  Sal¬ 
ad”  calling  for  Knox’s  Gelatine.  Through  an  error  of  the 
printer  1  cup  of  Gelatine  was  specified  instead  of  1  envel¬ 
ope. 

If  this  error  has  caused  you  any  loss  we  will  be  glad 
to  make  it  good.  The  salad  is  a  fine  one  and  we  will  fur¬ 
nish  recipe  on  request. 


MASON  JAR  CAPS. 

We  have  a  new  sanitary  cap  that  will  make  your  old 
Mason  Jars  better  than  new.  With  this  lid  the  rubber  fits 
around  the  top  rim  of  the  jar  and  the  contents  cannot  come 
in  contact  with  any  metal.  The  Dozen _ 30c 


use  it  on  everything  they  have.  It 
is  even  on  their  letterhead.  But  in 
my  judgment  it  is  too  big  and  bold 
— at  least  in  this  size — for  this 
small  sheet.  Personally  I  would 
rather  not  use  it  at  all,  and  believe 
that  the  Kuhn  Co.  would  be  sur¬ 
prised  to  see  how  much  cleaner  and 
better  their  first  page  would  look 
if  they  would  set  their  name  in 


addressed  to  the  Editor  of  Scienci 
of  Advertising.  They  will  b* 
filed  in  their  order  and  taken  uj 
in  strict  rotation. 

New  potatoes  continue  ven 
cheap;  $2  per  barrel  is  top.  Mary 
land  is  shipping  now.  Old  potatoe: 
are  also  very  low — 6o  to  65  cent 
per  bushel.  A  year  ago  new  pota 
toes  were  $3.25  per  barrel. 
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Continental  Safety  Egg  Cartons  are  the 
Only  Practical  Egg  Cartons 


First :  They  prevent  breakage,  because  each  egg  is  firmly  gripped  in  a  cushion-like  nest,  and  this 
secures  your  full  profit. 

Second :  They  are  quickly  and  easily  filled  and  fastened. 

Third :  Each  carton  has  its  own  string  and  fastener  attached  to  it,  thus  saving  time  and  string. 

Packed  flat ,  250  to  the  case 
Ask  your  jobber  or  write  us  for  FREE  sample 


CONTINENTAL  PAPER  BAGS 


There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose,”  and  our  name  on  a  bag  carries  witn 
uarantee  of  the  biggest  paper  mills  in  the  world.  Let  us  quote  prices  on  the  grade  of  bags  you  ai 

COFFEE  BAGS  :  Let  us  show  you  how  to  make  a  reputation  for  your  coffee  and 
increase  your  sales  by  using  bags  that  will  retain  the  fresh  roasted  flavor  and  aroma. 

Write  us  for  samples  and  prices 

Write  us  for  sample  of  our  new  specially  designed  Parcel  Post  package  which  meets  every  require¬ 
ment  of  the  postal  authorities  for  shipping  eggs  by  mail  with  absolute  protection  against  breakage. 


Continental  Paper  Ba&  Co. 

NEW  YORK 


WHITEHALL  BUILDING 
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CCXII. — What  to  do  When  a 


A  San  Francisco  (Cal.)  paper 
has  submitted  a  case  involving  pat¬ 
ent  infringement  to  me,  and  has 
asked  me  to  discuss  it,  I  assume, 
from  the  standpoint  of  the  mer 
chants  who  are  at  the  present  time 
innocently  using  what  the  courts 
have  declared  to  be  an  infringement 
on  another’s  patent. 

The  case  in  question  was  brought 
in  the  United  States  Courts  by  the 
Elliott  Machine  Co.  against  Albert 
T.  Wise,  a  manufacturer  of  or 
wholesale  dealer  in  wire  used  by 
retail  shoe  dealers  for  putting  on 
buttons.  The  facts  of  the  case  were 
that  the  Elliott  Co.  sells  a  patented 
machine  for  putting  on  shoe  but 
tons,  and  attaches  to  every  sale  a 
condition  that  the  buyer  shall  only 
use  on  the  machine  wire  also  made 
by  the  Elliott  Co.  Wise,  the  de 
fendant,  started  in  to  sell  wire  for 
use  on  the  Elliott  machines,  and  as 
he  sold  it  cheaper,  he  sold  quite  a 
lot  of  it.  The  Elliott  Co.  asked  for 
an  injunction  against  him  on  the 
ground  that  he  was  infringing  their 
patent,  and  the  court  granted  it. 
Now  the  company  is  sending  to  all 
retailers  who  bought  wire  from 
Wise,  a  notice  of  the  injunction, 
and  is  ordering  them  to  stop  using 
it  or  they  will  themselves  be  pro 
ceeded  against  for  injunction.  The 
questions  involved  are  first,  was 
what  Wise  did  really  the  infringe 
ment  of  a  patent,  and  second,  had 
the  Elliott  Co.  any  legal  right  to 
consider  the  retailers  infringers 
also,  if  they  bought  the  Wise  wire 
innocently  and  in  good  faith,  with 
out  knowing  that  Wise  was  an  in¬ 
fringer? 

The  answer  to  the  first  question 
is  that  Wise  was  undoubtedly  an 
infringer,  under  the  decision  of  the 
United  States  Supreme  Court  in 
the  Dick  mimeograph  case?  Dick 
made  and  sold  a  patented  mimeo 
graph — below  cost,  he  testified — 
upon  the  condition  that  the  buyer 


Notice  Alleging  Infringement  of 

should  use  upon  it  only  papers  and 
ink  sold  by  him,  i.  e.,  Dick.  That 
is  where  his  profit  was  to  come 
from.  Somebody  sold,  and  the 
buyer  of  a  mimeograph  used,  paper 
or  ink  made  by  somebody  else,  and 
Dick  prosecuted  them  for  infring 
ing  his  patent;  that  is  to  say,  for 
illegally  breaking  in  upon  his  pat¬ 
ent  monopoly.  The  United  States 
Supreme  Court  said  he  was  right, 
and  that  decision  appears  to  for¬ 
ever  settle  one  phase  of  the  manu 
facturer’s  right  over  his  goods  after 
they  leave  his  hands. 

The  Elliott  case  appears  to  be 
practically  the  same,  and  under  the 
Dick  decision  it  would  appear  to  be 
settled.  I  should  say  that  under 
that  decision  every  wire  dealer  who 
sold  wire  for  use  on  the  Elliott 
machines,  and  every  owner  of  the 
machine  who  bought  outside  wire 
to  use  upon  it,  was  an  infringer 
upon  the  Elliott  patent  and  could 
and  would — be  enjoined  by  the 
court. 

The  second  question  is,  what  is 
the  status  of  the  retail  merchant 
who  perhaps  innocently  buys  the 
other  wire  and  uses  it  on  the  Elliott 
machine.  Perhaps  he  has  never 
heard  of  the  condition  requiring 
Elliott  wire  to  be  used  on  Elliott 
machines.  Perhaps  he  has  always 
used  outside  wire  and  concluded 
that  the  condition  was  not  enforced. 
Perhaps  he  was  told  by  the  seller 
of  the  outside  wire  that  the  Elliott 
patents  had  run  out,  or  that  they 
didn’t  expect  retailers  to  obey  the 
condition.  All  of  this  makes  no 
difference,  and  nothing  could  make 
a  difference  except  the  unqualified 
permission  of  the  Elliott  Company 
that  outside  wire  could  be  used. 
The  retailer  who  uses  the  other 
wire  is  as  much  an  infringer  as 
Wise,  who  sold  it,  and  the  law  ad¬ 
mits  of  no  excuse.  He  can  have 
done  it  in  absolute  innocence  and 
ignorance,  he  may  not  even  have 
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known  that  there  was  a  patent  on 
the  thing ;  the  law  will  nevertheless 
punish  him  as  an  infringer. 

This  inflexible  provision  of  the 
law  applies  to  every  case  where  a 
merchant  uses  a  cash  register,  or  a 
money  drawer,  or  a  sheer,  or  a 
computing  scale,  which  is  held  to 
be  an  infringement  upon  something 
else.  The  manufacturer  of  the  lat¬ 
ter  can  swoop  down  on  every  little 
storekeeper  who  is  using  the  in¬ 
fringing  device  and  sue  him  for 
damages.  At  the  trial  the  court 
will  not  even  consider  how  inno¬ 
cently  the  merchant  came  to  use  the 
thing,  but  only  this :  “Is  the  appli¬ 
ance  you  are  using  an  infringement 
upon  the  patented  appliance  ?” 

This  is  an  enormous  power 
which  is  given  to  the  manufacturer 
of  a  patent,  and  it  should  make  buy¬ 
ers  of  anything  of  this  sort  ex¬ 
tremely  careful.  I  know  some 
large  business  men  who,  when  they 
buy  such  things,  make  the  seller 
sign  a  guarantee  that  the  article  is 
not  an  infringement  upon  any  pat¬ 
ent  and  that  he,  the  seller,  will  de¬ 
fend  and  pay  costs  in  any  infringe¬ 
ment  suit  which  is  brought  on  ac¬ 
count  of  it.  Such  guarantee  could 
take  the  following  form : — 


The  above  will  not  save  a  mer¬ 
chant  from  a  possible  infringement 
suit,  but  it  will  give  him  a  perfect 
foundation  for  an  action  against  the 
person  from  whom  he  bought  tc 
recover  all  the  expense  he  has  been 
put  to. 

( Copyright ,  June,  1913,  by 
Elton  J.  Buckley.) 


Question :  G.  G.  H.,  Phoenixville. 
Pa. — Is  there  a  law  requiring  per¬ 
sons  selling  coal  oil  to  keep  it  in 
an  iron  tank  buried  two  feet  under 
ground,  and  when  does  it  go  into 
effect  ?  Please  answer  in  your 
columns. 


Answer. — There  is  no  such  law, 
though  there  are  regulations  limit¬ 
ing  the  quantity  of  coal  oil  a  mer¬ 
chant  may  keep  on  his  premises 
and  requiring  over  a  certain  amount 
to  be  kept  outside.  I  suggest  writ¬ 
ing  the  State  Fire  Marshal,  Harris¬ 
burg,  Pa.,  and  also  taking  the  mat¬ 
ter  up  with  your  local  county  fire 
inspector. 


Question:  W.  B.,  Philadelphia. — 
Would  the  enclosed  guarantee  for 
butter  and  eggs  be  sufficient,  or 
should  a  guarantee,  in  order  to  be 
full  enough,  state  that  the  goods 
comply  with  “all  national  and  State 
pure  food  laws’’?  There  seems  to 
be  a  tendency  on  the  part  of  some 
wholesalers  to  avoid  giving  a  clear, 


full,  guarantee  and  the  fact  that 


Date . 

In  consideration  of  the  purchase 
on  the  above  date  of . 


new  laws  are  occasionally  enacted 
leaves  one  in  doubt  as  to  whether 
he  has  the  proper  guarantee.  Please 
make  clear  exactly  what  guarantee 
I  should  require  in  order  that  all 
the  points  of  the  law  should  be 
fully  covered  regarding  purity, 
weight,  etc. 

Answer. — The  guarantee  which 
was  sent  with  this  is  as  follows : — 


I  hereby  guarantee  that  same  is  not 
an  infringement  upon  the  patent, 
trade  mark  or  copyright  of  any 
other  person,  and  in  the  event  that 

the  buyer  hereof,  . 

. .  is  made  defendant  in 

any  action  for  infringement  on  ac¬ 
count  of  selling  or  using  said  ar¬ 
ticle,  I  hereby  agree  to  defend  said 
action  at  my  own  expense,  paying 
all  costs,  judgments  and  expenses 
adjudged  against  the  said  buyer  in 
the  said  suit.  I  also  agree  to  re¬ 
purchase  said  article  from  the  said 
buyer,  at  the  latter’s  option,  paying 
therefor  the  price  paid  by  him. 

In  witness  whereof  I  have  here¬ 
unto  set  my  hand  and  seal  this 

. day  of  . 1913. 

. (Seal.) 

Witnesses : 


We  guarantee  the  articles  on  this 
invoice  to  conform  with  the  Fed¬ 
eral  Act  of  June  30,  1906,  known 
as  “The  Foods  and  Drugs  Act,” 
and  with  the  Act  of  the  General  As¬ 
sembly  of  Pennsylvania,  known  as 
“The  New  Pennsylvania  Food 
Law,”  approved  May  13,  1909,  in 
that  the  said  articles  are  not  adul¬ 
terated  or  misbranded  within  the 
meaning  of  the  aforesaid  Act  of 
Congress  or  the  aforesaid  Act  of 
the  General  Assembly  of  Pennsyl¬ 
vania. 


In  the  case  of  butter  and  eggs, 
about  which  you  specially  inquire, 
there  are  special  laws  both  Federal 
and  State,  and  the  guarantee  should 
therefore  read,  after  naming  the 
two  special  acts,  “and  all  other 
laws,  either  of  Congress  or  the  As¬ 
sembly  of  the  State  of  Pennsyl¬ 
vania,  which  apply  to  said  articles, 
or  which  may  in  the  future  be 
passed  applying  to  said  articles.”  q 
I  do  not  mean  to  say  that  the 
above  guarantee  might  not  furnish 
complete  protection.  It  probably 
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Pf  penn^: 


uld  furnish  it,  because  anything 
ich  constituted  adulteration  or 
branding  under  other  and  spe- 
[  laws,  would  probably  also  be  a 
lation  of  the  general  State  and 
ieral  acts,  and  could  therefore 
prosecuted  under  the  latter, 
t  the  addition  I  suggest  is  wise 
a  matter  of  extra  precaution, 
1  I  should  include  it  in  the  guar- 
ee  even  on  articles  other  than 
ter  and  eggs. 

tfoTE. — Requests  for  informa- 
a  in  this  Department  should 
sely  set  out  in  full  all  the  facts 
tring  on  the  case,  and  all  ques- 
ns  should  be  carefully  framed 
avoid  misconstruction.  Write 
one  side  of  the  sheet  only, 
tters  should  be  received  at  this 
ce  not  later  than  Tuesday  of 
:h  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
e  signature  and  address  of  the 
iter  must  accompany  all  in- 
iries,  and  will  be  published  un- 
s  there  is  a  request  not  to  do 
All  inquiries  received  will  be 
swered  without  charge.  Ad- 
:ss  all  communications  to  Legal 
itor  “Grocery  World  and  Gen¬ 
ii  Merchant.” 


A  New  York  Jobber’s  Views  on 
Mail  Order  Competition. 

A.  New  York  wholesale  house 
5  sent  this  bulletin  to  storekeep- 
;  in  the  smaller  cities  and  towns 
-oughout  the  country.  It  deals 
th  meeting  mail  order  competi- 
n  and  says  : — 

The  retail  mail  order  house  has 
10  monopoly  on  the  use  of  “baits” 

:o  suggest  that  all  offerings  are  as 
:heap  as  the  leaders  brought  to  the 
ittention  of  the  public.  Probably 
:he  inspiration  for  such  efforts  on 
:heir  part  came  from  the  5  and  10 
:ent  stores,  where  the  science  of 
osing  money  in  order  to  make 
money  is  brought  down  to  a  fine 
point.  It  is  not  an  uncommon 
thing  to  find  in  the  windows  of 
these  stores  50-cent  goods  that  are 
offered  for  10.  Note,  though,  that 
the  one  leader  fills  the  whole  win¬ 
dow  or  is  the  only  losing  thing  in 
sight.  Go  inside  and  you  will  find 
that  practically  every  other  article 
offered  for  sale  pays  50  to  xoo  per 
cent;  profit. 


A  Correction. 


In  the  “Grocery  World  and  General 
erchant”  of  recent  date  it  was  stated 
at  the  price  on  Franco-American 
>ups  was  91  cents,  less  the  discount 
the  free  deal,  which  brought  about 
price  of  81  cents.  This  should  have 
:en  90  cents.  The  article  also  referred 
them  as  “Franco-American  Concen- 
ated  Soups.”  These  soups  should  be 
town  as  READYMAID  CONCEN- 
RATED  SOUPS. 

The  article  also  stated  that  the 
ranco-American  Food  Co.  were  run- 
ng  full-page  advertisements  each  issue 
the  “Grocery  World  and  General 
ierchant,”  but  neglected  to  say  that 
ley  are  also  running  full-page  adver- 
sements  in  all  the  other  grocery  trade 
ipers  in  Pennsylvania. — Adv. 


You  could  sell  ARGO 
STARCH  to  ten  cus¬ 
tomers  in  the  time  it  takes 
to  sell  bulk  starch  to  one , 
because  when  you  handle 

ARGO  STARCH 
there’s  no  weighing,  no 
wrapping,  no  tying — just 
a  neat  carton  to  take  from  the  shelf  and  hand  out.  You  can 
sell  ARGO  STARCH  and  nine  other  articles  to  one 
customer  in  the  time  it  would  take  to  scoop,  weigh,  wrap  and 
tie  bulk  starch.  This  means  you  can’t  afford  to  bother  with 
bulk  starch.  ARGO  STARCH  is  clean  starch,  it  starches 
clothes  white  ;  we  say  so  in  our  extensive  advertising  and  sales 
come  quick  to  the  grocer  who  keeps  ARGO  STARCH 
well  displayed. 


Corn  Products  Refining  Company 

NEW  YORK 


WHAT  TO  TELL  CUSTOMERS 

“ARGO  STARCH  is  the  clean  and  pure  starch.  The  first 
time  you  use  it  you’ll  notice  how  much  whiter  your  clothes 
look.  Let  me  send  it  to  you  this  week.” 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


LOSING  YOUR  TIME 

AND 

HERS! 
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STROLLER'S 

COLUMN 


Did  you  see  that  stuff  in  last 
week’s  G.  W.  about  the  New  York 
scheme  to  put  all  us  middlemen  in 
a  bag  and  drown  us?  I  ain’t  for¬ 
getting  I’m  a  middleman  just  as 
much  as  you  are,  and  if  you’ve  got 
to  go  you’ll  probably  find  me  wait¬ 
ing  at  the  dock  too.  I’m  probably 
a  heap  more  ornamental  than  a 
bunch  of  you,  but  my  good  looks 
ain’t  ever  made  me  a  dollar  yet, 
and  they  ain’t  going  to  count 
much. 

This  kick  against  the  middleman 
is  beginning  to  peeve  me.  It  ain’t 
good  to  feel  that  everybody  is  wait¬ 
ing  to  kick  you  to  death.  I’ll  get 
so  I’ll  be  afraid  to  go  out  in  the 
street  after  a  while. 

All  that’s  just  my  sarcastic  way 
of  talking.  They  ain’t  going  to  do 
away  with  any  middlemen,  take  it 
from  me.  They’re  too  blamed  lazy 
to  do  their  own  work,  and  they’ve 
got  used  to  having  us  middlemen 
do  it  for  ’em.  You  can’t  cure  lazi¬ 
ness,  once  a  man  gets  it  deep,  and 
that’s  why  I  ain’t  much  afraid. 

Ain’t  there  a  lot  of  guff  about  it, 
though  ?  Every  day  I’m  expecting 
somebody  to  bring  out  a  scheme  to 
train  calves  to  deliver  their  own 
livers  to  people’s  doors.  That 
would  be  some  scheme,  wouldn’t 
it  ?  And  some  of  these  days  I  sup- 


I  Ain’t  Going  to  be  ’Liminated. 

pose  they’ll  be  able  to  teach  chickens 
to  give  ready-made  soup. 

Howsomever,  you  can  josh  about 
it  all  you  like,  it  don’t  keep  me  from 
thinking  whether  I’m  the  sort  of 
middleman  that  could  be  done  away 
with.  I  don’t  like  to  feel  that  a 
salesman  don’t  really  have  a  place 
that  he’s  earned,  and  that  he’s  sim¬ 
ply  butted  in  and  is  hanging  on  by 
his  nerve.  If  I  thought  things 
would  go  on  just  as  well  without 
me  and  the  other  salesmen,  and  that 
all  I  was  doing  was  making  things 
cost  more,  by  George,  I’d  pull 
out  and  go  live  on  my  wife’s 
father. 

But  believe  me,  I  don’t  feel  that 
way.  It’s  as  sure  as  shooting  that 
if  it  wasn’t  for  the  salesmen,  half 
the  retail  stores  in  business  would 
dry  up  and  blow  away. 

It  don’t  take  salesmen  to  get 
orders  for  sugar  and  Quaker  oats. 
They’re  selling  steady  right  along 
and  when  a  man’s  stock  gets  low 
he  can  just  as  well  mail  his  orders 
as  to  give  ’em  to  a  salesman.  If 
all  a  salesman  did  was  to  take  or¬ 
ders  for  regular  stuff  like  that,  he 
wouldn’t  be  doing  anything  to  earn 
his  money.  That  ain’t  what  I 
mean  at  all. 

It  does  take  a  salesman  to  get  or¬ 
ders  for  a  whole  lot  of  stuff  that’s 


outside  such  things  as  sugar  and 
Quaker  oats.  Things  half  the  re¬ 
tailers  wouldn’t  buv  by  mail  or  any 
other  way,  unless  they  were  talked 
into  it  by  some  salesman.  I  don’t 
mean  overload  stuff — stuff  that 
they  don’t  need  and  can’t  sell,  but 
stuff  that  will  sell,  if  they  put  it  in. 
I  mean  the  stuff  that  makes  a  store 
something  else  beside  a  hole  up  an 
alley  that  sells  a  few  little  things 
that  people  got  to  have. 

I’ll  bet  a  dollar  you  can  go  into 
any  grocery  store  and  for  every¬ 
thing  that  people  plumb  got  to 
have,  like  sugar  and  vinegar  and 
salt,  you  can  find  a  dozen — oh,  a 
dozen  nothing!  a  hundred — that 
they  don’t  have  to  have  and  could 
get  along  without  if  they  had  to. 
These  goods  are  selling  right  along, 
understand. 

You  listen  close  to  your  old 
uncle  when  he  says  that  if  it  wasn’t 
for  salesmen  half  of  these  things 
wouldn’t  be  bought  at  all.  That’s 
what  I  mean  by  drying  up  without 
salesmen.  If  this  stuff  had  to  be 
bought  by  mail  a  lot  of  it  would 
never  be  bought,  and  the  store 
would  dry  up  that  much. 

That’s  as  true  as  anything  I  ever 
said,  and  I’ve  never  told  but  one 
lie  since  I  was  married. 

I  don’t  want  to  poke  bouquets  at  | 


-  "  -a 

myself,  but  I  have  one  or  two  fel¬ 
lows  on  my  route  that  I’m  the  big¬ 
gest  thing  to  that  ever  happened. 
I  know  that  don’t  sound  modest, 
but  I’ve  got  to  get  some  praise.  I 
feel,  honest,  as  if  I  give  those  fel¬ 
lows  more  than  they  give  me. 
There  they  are,  away  off  from 
everything,  and  by  George  if  they 
weren’t  stirred  up  once  every  so 
often  they’d  get  a  scum  on.  I  drift 
in  after  a  round  of  maybe  a  hun¬ 
dred  stores  and  I’m  able  to  tell  ’em 
things.  You  can’t  beat  it. 

Don’t  you  forget  that  I’m  only 
one  of  ’em.  There’s  a  thousand 
more  men  on  the  road  doing  the 
same  thing.  Yes  sir,  you  can  bet 
your  neck  we’re  the  big  cheese  and 
we  can’t  be  got  along  without.  I 
ain’t  afraid ;  I’ll  lick  the  first  fellow 
that  tries  to  ’liminate  me,  with  one 
leg  tried  behind  me.  Wheel  I 
didn’t  know  I  was  so  important  un¬ 
til  I  told  myself  I  was. 

The  Stroller. 


More  General  Store  Failures  in  May 
But  Fewer  Grocery  Failures. 

There  were  more  general  store 
failures  in  May,  1913,  than  in  May, 

1912,  and  less  grocery  failures. 
The  percentage  of  falling  off  was 
larger  than  the  percentage  of  in¬ 
crease.  The  figures  are  as  follows: 

General  Store  Failures. — May, 
I9I3>  140;  liabilities,  $995,528; 
May,  1912,  129;  liabilities,  $778,- 
298. 

Grocery  Store  Failures. — May, 

1913,  190;  liabilities,  $801,693; 

May,  1912,  235;  liabilities,  $960,- 
907. 

North  Carolina  blackberries  are 
coming  regularly  forward  and 
range  from  12  to  14  cents  per 
quart.  The  first  New  Jersey  black¬ 
berries  are  in  and  brought  15 
cents,  though  the  quality  was  poor. 


Chocolate  and  Cocoa  Preparations 


United  States  Serial  Mo.  S3S7 
ttoaraateed  Bnd»r  Um  r«*4  ud  Dnifi  A«t,  Jim  M,  tMt 
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When  She  Sees  One 
She  Wants  Both 


flWe  are  advertising  both  packages  of  KNOX  GELATINE  and  your  customers  want  to  be 
able  to  buy  both  from  you.  KNOX  GELATINE  is  a  splendid  seller  because  a  package  makes 
two  full  quarts  of  jelly,  and  because  it  is  wholesome  and  EASY  TO  PREPARE. 

d  Tell  your  customers  about  KNOX  ACIDULATED  GELATINE  No.  3,  which  sells  for  the 
same  price  as  KNOX  SPARKLING  GELATINE  No.  1  but  contains  an  extra  envelope  of  lemon 
flavor  and  saves  them  the  trouble  of  squeezing  lemons. 

I]  KNOX  GELATINE  pays  you  a  splendid  profit  out  of  the  retail  price  of  fifteen  cents  a  pack¬ 
age  and  the  sales  come  so  often  it  will  pay  you  to 


•‘Make  KNOX  your  gelatine  leader” 


CHARLES  B.  KNOX  COMPANY 


Johnstown,  New  York 


New  Idea  in 

Account  Register  Systems 

A  Register  that  can  grow  as  you  grow; 

One  that  can  expand  as  your  business  expands. 

The  Expansion  Type  Register  is  the  New  Idea  and  is  the  latest 

and  exclusive  feature  of 


With  Only 
One  Writing 


The  End 
of  Drudgery 


Write  for  further  information.  We  will  gladly 
have  our  nearest  salesman  call  on  you  and 
explain  the  Expansion  Type  Register  features 
without  any  obligation  on  yourpartto  purchase. 


Unless  you  need  System  he  will  not  urge  you  to  buy.  Write  today  to 

The  McCa^skey  Register  Co. 

ALLIANCE.  OHIO 

Branches:  New  York,  Chicago,  Boston,  Washington,  Pittsburgh,  Memphis,  Atlanta,  Kansas  City, 
San  Francisco,  Seattle;  Dominion  Register  Company,  Ltd.,  Toronto,  Canada;  Manchester,  England. 


The  largest  manufacturers  of  carbon  coated  salesbooks  in  the  world 


First  and  Still  the  Best ! 
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Two  Independence  Day  Trims 


Don’t  forget  to  decorate  your  windows  for  this  glorious  day — a 
good  picnic  day,  when  fine  groceries  and  fruit  are  very  much  in  demand. 

No.  i. 

The  arrangement  of  fruit  and  vegetables  is  as  follows :  First  cover 
the  bottom  of  the  window  with  white  crepe  paper.  Along  the  front 
place  three  pyramids  of  fruit  and  place  a  large  pineapple  between  them. 
At  each  side  in  the  centre  place  a  pyramid  of  grape  fruit.  The  flag  is 
made  in  the  following  manner :  Nail  a  few  strips  of  wood  across  some 
nice,  wide  boards,  making  a  flat  surface  three  feet  long  and  two  feet 


wide.  Cover  this  with  white  wrapping  paper  and  place  it  in  the  centre 
at  the  rear  in  a  slanting  position,  the  rear  end  being  elevated  about 
sixteen  inches.  This  done,  place  a  row  of  medium  size  ripe  tomatoes 
on  the  bottom,  then  a  row  of  white  onions,  and  so  on  until  you  have 
the  thirteen  stripes.  The  blue  square  is  made  of  blue  grapes  or  plums 


Cut  red,  white  and  blue  crepe  paper  in  long  strips  about  three  inche 
wide  and  arrange  them  at  the  rear  as  illustrated.  Suspend  a  red,  whit, 
and  blue  paper  bell  in  the  centre. 

No.  2. 

The  lunch  display  is  arranged  as  follows :  Cover  the  bottom  of  th< 
window  with  white  crepe  paper.  In  the  centre,  in  front,  place  a  lon^ 
narrow  card  with  wording  as  illustrated.  Back  of  it,  at  each  end,  plac. 
a  pyramid  of  peanut  butter  in  jars  and  club  cheese.  At  each  sid< 
place  a  flat  dish  of  fruit.  In  the  centre  place  a  platter  of  sliced  boilec 


ham  and  back  of  it  a  bottle  of  catsup,  mustard  dressing  and  Worces¬ 
tershire  sauce.  At  each  side  place  a  row  of  bottled  pickles  and  olives. 
Display  fancy  small  cakes  and  pound  cake  on  tall  cake  stands  and 
between  them  place  Nabiscos,  Saltines  and  Butter-thins  in  pyramids. 
At  the  rear  build  a  large  pyramid  of  milk  lunch  or  crackers.  The 
background  is  the  same  as  described  in  the  other  article. 


This  Will  Let  You  Sell  Fresh  Toma¬ 
toes  on  New  Year’s  Day. 

By  practical  experiment  it  has 
been  ascertained  by  some  of  the 
farmers  of  the  country  that  green 
tomatoes  picked  in  October 


wrapped  in  tissue  paper,  placed  in 
a  dark  and  dry  place  can  be  kept 
until  the  middle  of  January,  and 
even  later,  and  then  ripen.  Several 
of  the  farmers  in  certain  sections 
of  Maryland,  it  is  said,  tried  this 


experiment  last  year,  and  had  ripe 
fruit  on  their  tables  on  New  Year’s 
day. 

The  temperature  where  the 
tomatoes  are  placed  must  not  be 
too  severe  and  must  be  dry.  If 


such  were  not  the  case  during  the 
freezes  of  December,  the  tomatoes, 
covered  with  moisture  from  the 
damp  cellar,  would  become  chilled 
and  as  a  consequence  would  in  a 
short  time  decay. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


A  Letter  Which  Probably  Made  One  Retailer 
Appreciate  His  Jobber  More 


Something  Interesting  on  the  Jobber’s  Frequent  Complaint  that 
Retailers  Do  Not  Appreciate  the  Jobber  at  His  Proper 
Worth.  Jobber  Refuses  to  Sell  One  Customer  Unless  Paid 
in  Advance.  Retailer’s  Credit  Was  Good,  Too. 


It  is  a  common  complaint 
among  jobbers  that  the  average  re¬ 
tailer  has  no  clear  realization  of 
the  convenience  which  the  jobber 
represents  to  the  retailer,  and  par¬ 
ticularly  that  he  has  no  apprecia¬ 
tion  of  the  favors  which  the  jobber 
extends  to  the  retailer,  especially  in 
the  way  of  granting  him  extended 
credit  and  carrying  him  over  dull, 
slow  times.  There  are  many  job¬ 
bers  who  make  this  a  favorite  sub¬ 
ject  of  conversation,*  and  get  very 
sore  about  it. 

It  is  certain  that  the  average  re¬ 
tailer  would  have  a  good  deal 
harder  time  to  get  along  without 
the  jobber  than  he  has  to  get  along 
with  him,  and  it  is  probable  that  if 
jobbers  could  bring  themselves  to 
be  more  independent  toward  the 
retailers  whom  they  are  befriend¬ 
ing  the  most,  the  latter’s  sense  of 
appreciation  might  increase. 

All  this  is  inspired  by  reading  a 
copy  of  a  letter  which  has  come 
into  the  possession  of  this  journal. 
It  was  written  by  a  Missouri  job¬ 
ber  to  a  country  storekeeper  of  the 
same  State  and  explains  itself 


Dear  Sir: — After  having  made 
three  unsuccessful  attempts  to  inter¬ 
view  you,  relative  to  our  shipments 
of  November,  1912,  we  are  at  last 
gratified  in  noting  that  you  have 
settled  your  account  with  our  Mr. 
J.  H.  Balderson  in  full. 

You  will  remember  several  years 
ago  when  we  had  an  account  with 
you,  we  placed  the  same  in  the 
hands  of  our  attorney  for  collec¬ 
tion  and  when  we  finally  received 
our  money  it  took  all  the  profit  on 
the  goods  to  pay  his  fee  and  we  had 
nothing  to  show  for  our  trouble. 
This  account  has  been  a  losing 
proposition  since  January  8th,  as 
we  price  our  goods  with  the  under¬ 
standing  that  the  money  is  to  be 
here  in  our  office  not  later  than 
sixty  days  after  shipment. 

You  will  not  pay  drafts,  neither 
do  you  answer  any  kindly  business 
communications  addressed  to  your 
office.  This  is,  indeed,  a  very  un¬ 
satisfactory  way  of  doing  business. 
You,  no  doubt,  have  adopted  this 
policy  with  other  houses  and  they 
may  be  satisfied  to  do  business  with 
you  on  these  terms,  but  we  simply 
cannot  do  it.  The  profit  on  our 
goods  is  too  small  and  our  expenses 
are  too  heavy  to  justify  us  in  even 
trying  to  meet  your  requirements 
along  this  line. 

If  we  can  locate  any  line  of  fac¬ 
tories  who  will  sell  us  the  different 
kinds  of  goods  you  order  and  which 
you  use  in  your  business  from  time 
to  time  who  are  willing  to  ship  these 


goods  to  us  and  allow  us  to  place 
them  in  our  warehouse  until  we  sell 
them  and  then  remit  for  the  same 
when  we  get  good  and  ready,  or  if 
you  will  permit  the  slang  phrase, 
“any  old  time,”  we  might  be  able 
to  do  a  profitable  business  with  you. 

Again,  you  are  an  inland  town 
buyer  and  this  necessitates  an  ex¬ 
penditure  of  $1.50  each  time  our 
salesman  calls  on  you,  and  this  in 
itself,  counting  the  number  of  times 
he  has  called  on  you,  has  used  up 
our  profits  over  and  over  again,  so 
that  the  receipt  of  the  money  gives 
us  no  relief.  We  have  lost  money 
in  every  way  you  look  at  it  and  we 
believe  the  most  satisfactory  way 
for  us  to  do  business  with  you  is 
on  a  cash  basis. 

Your  order  of  the  16th  to  our  Mr. 
J.  H.  Balderson  amounts  to  $4.76 
and  the  net  profit  to  us  in  this 
transaction  would  be  $1.  You  can 
very  readily  see  we  cannot  do  busi¬ 
ness  in  this  way  and  we  shall  have 
to  ask  you  to  remit  the  money  in 
advance  and  we  will  allow  you  the 
usual  2  per  cent,  cash  discount  and 
return  to  you  from  time  to  time 
what  amounts  you  may  overpay  in 
making  rough  estimates.  If  you  un¬ 
derpay  the  amount,  we  shall  have  to 
send  the  goods  C.  O.  D.,  and  you 
can  pay  for  them  upon  receipt  of 
same,  less  cash  discount. 

We  have  advised  our  Mr.  Bal¬ 
derson  that  this  is  our  policy  with 
>rou  from  now  on  and  we  have  no 
doubt  but  that  he  will  pass  up  your 
town,  as  it  is  very  expensive  for 
us  to  call  on  you  and  then  have  you 
treat  us  in  the  way  you  have  been 
doing  in  the  past  few  years. 

We  trust,  however,  you  will  look 
at  this  matter  in  a  frank  and  fair 
way  and  we  feel  sure  that  you  will 
be  impelled  to  change  your  business 
policy,  as  it  is  a  policy  which  will 
not  work  very  successfully  in  the 
twentieth  century,  and  sooner  or 
later  will  prove  very  disastrous  in 
your  business.  Other  houses  have 
adopted  the  same  policy  that  we 
have,  and  you  may  not  be  able  to 
buy  the  goods  which  you  need  in 
the  proper  carrying  on  of  your  busi¬ 
ness.  However,  this  is  simply  a 
suggestion,  as  you  are  the  architect 
of  your  own  fortunes  and  you  must 
settle  these  questions  for  yourself. 
So  far  as  we  are  concerned,  this  is 
final. 

We  trust  you  will  appreciate  the 
kindly  spirit  in  which  our  letter 
is  written  and  accept  the  sugges¬ 
tions  for  what  they  are  worth.  This 
is  not  a  financial  question  in  any 
way,  as  you  are  amply  able  to  meet 
all  of  your  obligations.  It  is  simply 
a  question  of  method. 

We  thank  you  for  your  past  fa¬ 
vors  and  feel  quite  sure  we  can  be« 
friends  if  we  do  not  have  any  other 
business  relations,  and  that  you  will 
appreciate  the  fact  that  we  'have  the 
goods  and  our  prices  are  right  and 
when  we  are  asking  you  to  pay  cash 
in  advance  we  will  give  you  value 
received  for  your  money,  and  we 
are  sure  we  can  make  our  dealings 
on  that  basis  both  mutually  pleas¬ 
ant  and  profitable.  We  have  adopted 
this  policy  with  others  and  we  are 
selling  them  large  quantities  of 


goods  and  they  seem  to  be  quite 
satisfied  with  the  treatment  they  are 
receiving  at  our  hands. 

There  is  no  information  as  to 
the  reelings  of  the  retailer  who  re¬ 
ceived  this  letter.  Possibly  he  was 
angry  and  raged  about  it,  but  if 
the  letter  told  the  truth  about  his 
past  transactions,  he  deserved 
everything  in  it. 


To  Stop  Misusing  Notices  of  Judg¬ 
ment  Under  Federal  Food 
and  Drugs  Act. 

The  United  States  Department 
of  Agriculture  has  changed  its 
method  of  issuing  the  notices  of 
judgment  under  the  Federal  Food 
and  Drugs  Law.  From  now  on 
the  notice  will  announce  at  the  very 
top  whether  the  given  manufacturer 
was  acquitted  or  convicted.  The 
change  is  announced  in  the  follow¬ 
ing  notice  sent  this  journal:— 


The  Department  of  Agriculture 
has  made  an  important  change  in 
the  form  for  issuing  notices  of 
judgments  which  give  the  result  of 
actions  under  the  Food  and  Drugs 
Act.  Hereafter  the  headings  of 
these  notices  will  show  at  a  glance 
whether  the  government  has  won  its 


suit  or  the  defendant  manufactur 
was  acquitted.  This  change  resu 
from  the  fact  that  the  Departme 
has  discovered  that  salesmen  ha 
used  these  notices  in  the  old  fot 
to  prejudice  a  customer  against 
competitor’s  goods,  even  where  t 
competitor  has  been  acquitted.  T1 
was  possible  with  the  old  form,  L 
cause  it  was  frequently  necessa 
to  read  the  entire  notice  of  jud 
ment  in  order  to  learn  whether 
penalty  has  b.en  entered  or  the  d 
fendant  acquitted.  Many  perso 
did  not  take  the  time  or  trouble 
read  the  notice,  and  in  many  cas 
took  it  for  granted  that  a  noti 
of  judgment  meant  in  each  instan 
that  the  Government  had  won,  ai 
that  to  sell  the  defendant’s  produ 
would  be  to  violate  the  Food  ai 
Drugs  Act. 

The  publication  of  the  notice  . 
judgment  is  the  severest  part  of  tl 
penalty  when  the  Government  h 
won  its  case  against  the  manufa 
turer,  because  publication  of  t! 
verdict  against  him  is  a  seriot 
blow  to  his  business.  The  Depar 
ment  has  no  wish  to  have  tho: 
who  have  von  their  cases  again 
the  Government  suffer  from  ai 
misapprehension  that  they  have  bet 
convicted.  The  new  form  will  sta 
clearly  in  its  heading  whether  tl 
judgment  is  in  favor  of  or  again 
the  manufacturer,  and  thus  mal 
the  punitive  effect  of  a  verdict  i 
favor  of  the  Government  sti 
stronger,  but  relieve  manufacture! 
who  have  won  their  case*'  from  tl 
danger  of  false  use  of  the  decisic 
on  the  part  of  their  competitors. 


Housewives’  League  Asks  Grocers  f 
Ten  Per  Cent.  Discount 


Intelligent  Request  by  a  Branch  of  the  National  Wome 
Organization  Which  Says  it  Aims  to  Improve  the  Conditit 
of  the  Retail  Grocery  Business. 


The  Flousewives’  League,  an  or¬ 
ganization  of  women  which  has 
branches  in  various  large  cities,  is 
beginning  to  show  the  cloven  foot. 
Its  ostensible  object  is  to  improve 
the  conditions  of  the  retail  busi¬ 
ness,  particularly  the  retail  grocery 
business,  and  especially  as  to  clean¬ 
liness.  In  Toledo,  Ohio,  where 
there  is  a  branch,  the  sincerity  of 
the  aims  of  the  organization  is 
shown  by  the  fact  that  they  have 
just  asked  the  Retail  Grocers’  and 
Butchers’  Association  of  Toledo, 
Ohio,  to  give  them  10  per  cent, 
discount  on  cash  purchases.  This 
also  reveals  the  intelligence  which 
animates  the  organization. 

The  following  correspondence 
passed  between  the  Housewives’ 
League  and  the  Toledo  Retail 
Grocers’  and  Butchers’  Association  : 

Toledo,  Ohio,  June  17,  1913. 

Mr.  A.  Weinandy,  Secretary  Retail 
Grocers’  and  Butchers’  Associa¬ 
tion,  Toledo,  Ohio. 

Dear  Sir : — At  a  regular  meeting 
of  the  Housewives’  League  yester¬ 
day  it  was  voted  to  ask  the  Retail 

O  1  I  .  (  .  .  . 


to  give  a  10  per  cent,  discount  f< 
cash  payment  of  all  bills  and  01 
delivery  a  day. 

Kindly  let  us  hear  from  you  ; 
to  your  decision  in  this  matter. 
_rVery  respectfully  yours, 
(Mrs.)  Louise  M.  Tewksbury, 
405  Prescott  Street, 
Corresponding  Secretary. 


THE  ANSWER. 


June  24,  1913. 
Mrs.  Louise  Tewksbury,  Secretai 
Housewives’  League,  405  Pre 
cott  Avenue,  Toledo,  Ohio. 

Dear  Madam  : — Your  letter  of  tl 
17th  inst.,  asking  for  a  10  per  cen 
discount  from  the  members  of  tli 
Toledo  Retail  Grocers’  and  Butcl 
ers  Association,  on  the  consider: 
tion  of  cash  purchase  and  one  d< 
livery  a  day,  has  been  given  cor 
sideration  by  our  Board  of  Direr 
tors. 

Taking  up  the  question  of  pavin; 
cash  for  purchases,  based  upon"  th 
statement  that  thereby  we  couli 
eliminate  the  services  of  a  book 
keeper,  we  wish  to  call  your  atten 
tion  to  the  method  in  vogue  to-da 
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nearly  all  grocers  handling 
ge  accounts. — 

ost  of  the  grocers  are  progress- 
with  the  times  and  therefore 
:  eliminated  a  great  deal  of  the 
<  which  formerly  devolved 
i  the  bookkeeper,  such  as  keep- 
up  a  day  book,  journal  and  led- 
They  have  eliminated  these, 
most  of  the  physical  work  of 
ge  accounts  is  done  by  the 
5  person  when  the  business  is 
saeted.  Sales  orders  are  now 
n  on  duplicate  sales  books,  the 
inal  going  to  the  customer  with 
goods  delivered,  and  the  duph- 
is  placed  in  a  receptacle  under 
person’s  name. 

is  necessary  to  employ  a  book¬ 
er  even  if  we  should  do  solely 
,sh  business,  for  the  reason  that 
have  invoices  of  purchases  com- 
in  which  must  be  entered,  dis¬ 
its  figured,  salary  accounts,  ex- 
se  accounts,  etc.,  etc. 
he  filing  of  these  slips  does  not 
ipy  more  than  one-half  of  one 
r's  time.  In  addition  to  boolc- 
per's  work,  she  also  acts  as  cash- 

i  connection  with  our  organiza- 
[  we  have  one  of  the  best  credit 
arting  systems  in  the  United 
tes.  We  have  the  individual  fi- 
cial  standing  of  practically  every 
son  doing  business  with  us.  By 
,  means  most  of  us  have  reduced 
risks  on  bad  accounts  to  less 
n  half  of  i  per  cent.,  which  you 
readily  see  places  our  sales  on 
ctically  a  cash  basis. 
rou  must  also  take  into  conside- 
ion  that  numerous  articles  in  the 
,t  three  years  have  advanced  con- 
erably  in  price,  and  the  retail 
rchants  have  not  asked  the  nec- 
ary  per  cent,  in  selling  to  meet 
s  advance. 

Ne  also  wish  to  call  your  atten- 
n  to  the  fact  that  the  maximum 
■  profit  of  the  retail  grocer  us- 
lly  does  not  exceed  5  per  cent., 
d  the  average  in  most  cases  is 
out  3  per  cent.  So  you  can  see 
would  be  impossible  to  give  a 
per  cent,  discount. 

Jn  regard  to  one  delivery  a  day. 
you  could  guarantee  to  the  dif- 
rent  retailers  that  their  custom- 
5  would  confine  their  orders  to 
ie  delivery  a  day,  it  would  be 
orthy  of  further  consideration. 

Our  experience  satisfies  us  that 
is  would  be  a  physical  impossi- 
lity.  There  has  been  much  prog¬ 
ress  and  conditions  have  consid- 
ably  changed  in  the  past  years, 
'e  have  rapid  transit,  almost  every 
ie  has  telephone  service.  Social 
ubs,  etc.,  have  been  organized 
hich  take  up  a  great  deal  of  the 
ousewives’  time,  and  her  duties 
ierefore  have  materially  increased. 
The  installing  of  the  telephone 
as  been  a  boon  to  nearly  all  of  our 
.istomers.  It  is  so  easy  for  them  to 
ick  up  the  receiver  and  in  a  few 
linutes’  time  furnish  to  their  gro- 
er  a  list  of  goods  desired,  and  we 
eel  that  they  appreciate  the  advan¬ 
ce  of  this  service  to  the  extent 
bat  they  would  not  forego  it  for 
be  purpose  of  any  other  method 
0  buy  their  needs. 

Therefore  we  feel  that  we  can 
easonably  state  that  a  10  per  cent, 
liscount,  as  requested  by  your  or- 
;anization,  is  impossible. 

Respectfully, 

r he  Toledo  Retail  Grocers’  and 
Butchers’  Association. 

Per  Secretary. 


Cucumbers  are  cheap  because 
st  of  the  receipts  are  poor.  T  he 
:e  ranges  from  50  cents  up,  but 
t-class  cues  would  bring  $2  to 

50. 


4-colored  Meta!  Store  Sign 

HARDWOOD  FRAME 

FREE 

TO  DEALERS  IN 

VERIBEST 

Canned  Meats 

Take  advantage  of  our  assistance  to 
increase  your  sales  of  Veribest  Canned  Meats 
because  they  are  sure  to  please  your  cus¬ 
tomers  by  their  delicious  flavor  and  tender¬ 
ness. 

Extensive  advertising  in  street  cars, 
magazines  and  newspapers,  Dy  circulars, 
demonstrations,  sampling  and  billboards, 
has  created  widespread  demand  for  Veribest 
Canned  Meats.  It  will  pay  you  to  hitch  your 
store  up  to  our  advertising— to  secure  the 
sales  we  are  sending  to  you.  The  best  way 
to  let  your  customers  know  that  they  can 
buy  Veribest  Canned  Meats  from  you  is  to 

GET  THIS  FREE  SIGN 

and  keep  it  in  a  prominent  place  in  your  store.  It  will  act  as  a  constant 
reminder  and  stimulus  to  increased  trade. 

n  •  |  g^\cc  ■  We  have  a  special  proposition 

special  Utter  to  urocers  for  you,  we  win  f>ay  you  to 

work  for  us  to  increase  your  sales.  This  is  co-operation  that  means  extra 
dollars  for  you.  Write  us  at  once  for  full  details. 


ARMOUR  ^  COMPANY 

CHICAGO 


WHAT  TO  TELL  CUSTOMERS 

“With  Veribest  Canned  Meats  in  the  house  it’s  always  easy 
to  prepare  a  dainty  meal  at  a  moment’s  notice. 


\ro\  y#rrTTXf)unl 


This  is  one  of  the  Anns  the  sale  of  whose  products, 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Wriiten  lor  tlie  “Grocery  World  and  General  Merchant.” 

Contributor  Who  Has  Been  Employer  and 
Employee  Says  Employees  Are  as  a  Class 
More  Loyal  to  Employers  Than 
Employers  Are  to  Employees 

Some  Sound  Advice  to  Employees  Not  to  be  Content  With 
Advancing  Their  Employer’s  Interests,  But  to  Advance 
Their  Own  Interests  at  the  Same  Time. 


For  years  I  have  listened  to  the 
admonitions  of  the  preacher, 
schoolmaster  and  cultured  enthusi¬ 
ast  who  tell  the  employee  to  be 
faithful  to  the  employer,  the  re¬ 
wards  that  will  follow  him  who  is 
faithful  to  the  employer’s  interests 
and  how  each  youth  when  he  enters 
the  arena  of  his  life  work  should 
see  that  his  employer’s  interests  are 
his  own,  much  in  the  same  fashion 
as  I  have  listened  to  the  emanations 
from  the  pulpit  of  what  I  call  sugar 
plum  Christianity,  like  little  Jackie 
Horner  who  “stuck  in  his  thumb 
and  pulled  out  a  plum  and  said 
what  a  brave  boy  am  I.” 

Now  I  have  no  lack  of  reverence 
for  the  above  advice.  I  would  go 
so  far  as  to  agree  with  the  principle 
inculcated  by  Andrew  Carnegie, 
who  says  to  the  employee :  “break 
orders  to  save  owners  always,”  but 
1  do  insist  on  this — that  many  em¬ 
ployers  are  not  worthy  of  the  earn¬ 
est  devotions  given  in  their  behalf 
and  I  may  go  still  further  to  say 
that  in  my  own  limited  observation 
that  as  a  whole  employees  are  more 
loyal  to  employers  than  employers 
are  to  the  employed. 

J  here  are  a  class  of  employers, 
and  it  is  to  be  lamented  that  they 
are  few,  who  are  large  enough, 
broadmined  enough,  to  so  care  for 
their  employees  that  the  advance¬ 
ment  of  the  employe^!  is  automatic, 
rapid  and  praiseworthy.  To  that 
class  I  extend  the  hand  of  brotherly 
love  and  say  “God  speed”  in  the 
good  work. 

1  want  to  say,  however,  that 
there  is  a  large  class  of  employers, 
too  large  I  know,  who  have  one 
idea  in  life;  it  is  to  get  not  only 
the  largest  measure  of  work  out  of 
the  employed,  but  who  are  entirely 
careless  and  indifferent  as  to  the 
advancement,  state  of  health,  or 
even  the  sanitary  condition  of  the 
employed. 

A  perhaps  partial  remedy  for 
this  condition  is  not  to  have  the 
preacher  from  the  pulpit,  the  school 


teacher  from  the  desk,  or  the  edi¬ 
tor  from  his  easy  chair  insist  so 
loudly  from  his  particular  forum 
for  the  unconditional  devotion  of 
the  employee  to  the  employer. 

It  seems  to  me  that  a  sane  study 
of  the  question  would  urge  the  em¬ 
ployee  to  work  and  watch  and 
watch  and  work,  to  canvass  care¬ 
fully  how  much  of  the  altruistic 
habit  characterizes  his  employer.  I 
would  have  the  employee  consider 
his  detail  work  just  as  important  as 
the  organizing  work  done  by  the 
employer.  I  would  have  him  true 
to  himself  in  thorough  mastery  of 
his  branch  and  part-;  a  better  doer 
and  performer  of  his  detail  work 
than  his  employer  can  possibly  be. 
As  to  unionism,  I  have  nothing  to 
say  now  pro  or  con.  I  do  insist 
that  an  employee  know  his  business. 

I  would  have  him  understand  that 
he  almost  alone  is  the  producer  of 
the  fund  out  of  which  he  is  paid 
and  very  jealous  of  his  particular 
part  just  as  the  employer  is  of  his. 

I  would  have  every  employee  a 
master  of  his  own  detail  and  kindly 
and  pleasantly  shift  his  position  to 
his  own  betterment. 

I  think  this  is  the  solution  of  the 
labor  question. 

R.  B.  Chipman. 

Clifton  Heights,  Pa., 

June  26,  1913. 


Every  Staple  Food  But  Sugar 
Has  Increased  in  Price 
Since  1890. 

Sugar  Declined  4.9  Per  Cent.,  But 
Other  Foods  Advanced  from  23  to 
III  Per  Cent.  Range  in  Market 
Shown  in  Most  Large  Cities. 

Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Washington,  D.  C., 

June  27,  1913. 

The  Government  is  still  wrestling 
with  the  high  cost  of  living,  and 
the  result  of  its  latest  investigation 
is  a  pamphlet  just  issued  by  the 
Department  of  Commerce  and 
Labor.  It  sets  forth  the  result  of 


an  inquiry  into  the  retail  prices  of 
many  staple  food  products  from 
1890  to  February  of  this  year. 
Fifteen  food  products  which  the 
Department  says  represent  about 
two-thirds  of  the  average  work¬ 
man’s  table  expenses,  were  consid¬ 
ered,  and  retail  prices  were  gone 
after  in  thirty-nine  large  cities. 
The  conclusion  reached  from  the 
investigation  was  that  “the  price  of 
food  at  retail  for  most  of  the  fif¬ 
teen  products  was  slightly  higher, 
but  the  decline  for  a  few  of  the 
fifteen  was  so  marked  that  the 
fifteen  considered  as  a  whole  de¬ 
clined  rather  than  advanced.” 

Between  January  15th  and  Feb¬ 
ruary  15th,  eleven  of  the  fifteen  ar¬ 
ticles  advanced  and  four  declined  in 
puce.  Those  which  declined  were 
eggs,  potatoes,  sugar  and  milk, 
with  5.6  per  cent,  decline  for  sugar 
and  15.6  per  cent,  for  eggs.  There 
were  advances  in  the  prices  of  sir¬ 
loin  steak,  round  steak,  rib  roast, 
pork  chops,  bacon,  ham,  lard,  hens, 
Hour,  corn  meal  and  butter.  For 
hens,  the  advance  was  2.6  per  cent, 
and  for  hams,  1  per  cent.  The 
change  was  less  than  1  per  cent,  for 
the  nine  other  articles  which  ad¬ 
vanced. 

For  the  year  ending  February  15, 
I9I3-  potatoes  declined  33.3  per 
cent.;  sugar,  16.9;  eggs,  15.7;  and 
flour,  2.5  per  cent.  The  eleven 
other  articles  included  in  the  com¬ 
putation  advanced  from  1.8  per 
cent.,  for  corn  meal  to  20.2  per 
cent.,  for  pork  chops.  Seven  of  the 
fifteen  articles  advanced  more  than 
10  per  cent. 

Comparing  the  average  prices  of 
the  fifteen  articles  for  the  ten-year 
period  from  1890  to  1899  with  their 
prices  on  February  15,  1913,  it  is 
shown  that  sugar  declined  4.9  per 
cent.,  but  that  all  the  other  articles 
show  an  advance,  the  per  cent,  of 
advance  varying  from  23.6  per 
cent.  for  potatoes  to  111.6  per  cent, 
for  bacon.  Eleven  of  the  fifteen 
articles  advanced  in  price  more 
than  50  per  cent. 

Sirloin  steak  was  60.8  per  cent, 
higher  on  February  15,  1913,  than 
the  average  price  for  the  ten-year 
period.  Round  steak  advanced  84.fi 
per  cent.;  rib  roast,  62.7;  pork 
chops,  89.4;  smoked  ham,  69.1; 
pure  lard,  62.3;  hens,  66.6;  wheat 
flour,  27.4;  corn  meal,  56.1;  strictly 
fresh  eggs,  56;  creamery  butter, 
63.5 ;  Irish  potatoes,  23.6,  and 
fresh  milk,  40.1. 

On  February  15,  1913,  the  per¬ 
centages  of  increase  in  prices  of  the 


articles  mentioned  since  the  cor 
sponding  date  of  1912  were  as  1 
lows.  It  should  be  remembe: 
that  the  figures  do  not  repres 
prices,  but  only  percentages  of 
crease  or  decrease,  as  stated,  o- 
the  year  before : — 

SIRLOIN  STEAK. 

New  York,  17.3;  Philadelphia 
16.6;  Boston,  10.1 ;  Newark,  N.  J 
21;  New  Haven,  19.2;  Buffalo,  21.6 
Pittsburg,  13.8;  Providence?,  22.2 
'J  lie  highest  advance  for  sirloii 
steak  was  in  Omaha,  33.8. 

ROUND  STEAK. 

New  York,  17.6;  Philadelphia 
18.1 ;  Boston,  7.2;  Newark,  25.4 
New  Haven,  20.4;  Buffalo,  24.1 
Pittsburg,  21.9;  Providence,  25.6 
1  he  highest  advance  on  round  steal 
was  in  Omaha,  34.8,  with  Man 
Chester,  N.  H.,  second,  33.4, 

RIB  ROAST. 

New  \  ork,  16.6;  Philadelphia 
15.9;  Boston,  20.3;  Newark,  9.2 
New  Haven,  16;  Buffalo,  18.5 
Pittsburg,  14.1;  Providence,  17.8 
'J  he  highest  advance  on  rib  roasi 
was  in  Seattle,  27.1. 

PORK  CHOPS. 

New  York,  23.9;  Philadelphia 
20;  Boston,  22.2;  Newark,  24;  New 
Haven,  17.5;  Buffalo,  37.3;  Pitts¬ 
burg,  30.5;  Providence,  10.2.  The 
highest  advance  on  pork  chops  was 
in  Jacksonville,  Fla.,  41.8. 

SMOKED  BACON. 

New  York,  13.5;  Philadelphia, 
10.6;  Boston,  25.5;  Newark,  20.5; 
New  Haven,  25.8;  Buffalo,  21. 1; 
Pittsburg,  22;  Providence,  104.  The 
greatest  advance  on  smoked  bacon 
was  in  Louisville,  34.6. 

SMOKED  HAMS. 

New  York,  12.8;  Philadelphia, 
8.4;  Boston,  1 1 .6 ;  Newark,  11.4; 
New  Haven,  14.5;  Buffalo,  14.9; 

Pittsburg,  17.3;  Providence,  14.8. 
1  he  highest  advance  in  smoked 

hams  was  in  St.  Louis,  32.9. 

PURE  LARD. 

New  York,  10.4;  Philadelphia, 
94;  Boston,  20.5;  Newark,  11.5; 

New  Haven,  11.6;  Buffalo,  16.1; 
Pittsburg,  10. 1 ;  Providence,  14.1. 

1  he  highest  advance  on  pure  lard 
was  in  Louisville,  23.7. 

HENS. 

New  York,  7.6;  Philadelphia, 
6.3;  Boston,  14.2;  Newark,  154; 

New  Haven,  5.2;  Buffalo,  14.5; 
Pittsburg,  5.7;  Providence,  4.5.  The 
highest  advance  on  hens  was  in  Mil¬ 
waukee,  22.8.  A  decrease  of  19.3 
was  shown  for  Atlanta,  and  slight 
decreases  for  Dallas  and  Los  An¬ 
geles. 

WHEAT  FLOUR. 

Decreases  in  price  shown  for  New 
York,  9.9;  Philadelphia,  9.1;  Boston, 
6.7;  Newark,  8.8;  New  Haven,  7.7; 
Buffalo,  12;  Pittsburg,  9.8;  Provi¬ 
dence,  7.5.  The  lowest  decrease  on 
wheat  flour  was  in  Buffalo,  while 
there  were  increases  in  fifteen  cities, 
with  Salt  Lake  showing  the  great¬ 
est,  1 1.5. 

CORN  MEAL. 

New  York,  decrease,  0.1;  Phila¬ 
delphia,  increase,  1.1 ;  Boston,  in¬ 
crease,  0.1;  Newark,  increase,  2.8; 
New  Haven,  decrease,  1.0;  Buffalo, 
increase,  4;  Pittsburg,  decrease,  5.1; 
Providence,  increase,  13. 1.  The 
greatest  increase  in  corn  meal  was 
in  Providence ;  the  greatest  de¬ 
crease  in  Louisville,  12. 

STRICTLY  FRESH  EGGS. 

Decreases — New  York,  17.5;  Phil¬ 
adelphia,  28.9;  Boston,  19.9;  Nevv- 
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k  14.6;  New  Haven,  14-8;  Buf- 
[o,  174;  Pittsburg,  29.3;  Provi¬ 
nce,  26.2.  Scranton  showed  the 
eatest  decrease,  32.3,  and  Port- 
id,  Ore.,  the  greatest  increase, 

2. 

CREAMERY  BUTTER. 

New  York,  increase,  9 71  Phda- 
lphia,  increase,  7 ;  Boston,  de¬ 
ease,  9.5;  Newark,  increase,  7.8; 
ew  Haven,  decrease,  2.5 ;  Buffalo, 
crease,  1.9  ;  Pittsburg,  increase, 

)•  Providence,  decrease,  0.2.  the 
eatest  increase  in  butter  was  in 
ansas  City.  12.8,  and  the  greatest 
crease  in  Boston. 

IRISH  POTATOES. 

New  York,  no  data  obtained; 
hiladelphia,  decrease,  30.1;  Bos- 
n  decrease,  41.7 ;  Newark,  no 
ita-  New  Haven,  decrease,  35.9; 
uffalo,  decrease,  38.5 1  Pittsburg, 
icrease,  33-3  ;  Providence,  decrease, 
>..6.  The  greatest  decrease  in  Irish 
itatoes  was  in  Omaha.  There 
as  no  increase  in  prices  anywhere. 

granulated  sugar. 

All  decreases — New  \ork,  14-7  ! 
hiladelphia,  18.9;  Boston,  1 5-5  > 
[ewark,  149;  New  Haven,  21.6, 
uffalo,  15.5  ;  Pittsburg,  16.3  ;  Provi- 
ence,  13.8.  The  greatest  decrease 
1  sugar  was  in  Louisville,  23.0. 

FRESH  MILK. 

New  York,  1.4;  Philadelphia,  no 
ata;  Boston,  1.6;  Newark,  no  data; 
Jew  Haven,  34!  Buffalo,  146  j 
>ittsburg,  1.3;  Providence,  12.5;  all 
ncreases.  The  greatest  increase  111 
resh  milk  was  in  Milwaukee,  16.6. 
["here  were  increases  of  3.3  i'1  San 
'rancisco  and  Seattle  and  of  2.0  in 
’ortland,  Ore. 

Holt. 


Fly  Time 
is  Coining 


How  do  you  prevent 
flies  from  injuring  your 
stock  of  fruit  and  vege¬ 
tables  ?  Do  you  know  that 
one  of  the  functions  of  an 
Electric  Fan  in  the  Gro¬ 
cery  Store  is  that  of  acting 
as  an  efficient  fly  chaser  ? 
Ceiling  and  desk  fans  not 
only  are  good  fly  chasers, 
but  theyare  the  best  means 
of  making  your  Grocery 
Store  cool  and  inviting  to 
customers  during  the  hot 
summer  months. 

We  are  selling  fans  at 
the  very  lowest  prices  that 
can  be  obtained  anywhere 
in  the  city. 


The  Philadelphia 
ElectricCompany 

TENTH  AND  CHESTNUT  STREETS 
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HPEARH 

BORAX  SOAP. 
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Pleases  All  Classes 

It  is  both  the  ‘‘biggest  moneysworth  and  the  best  soap 
you  can  sell— it  combines  quality  and  economy. 

One  cake  of  Pearl  Borax  Soap  will  do  as  much  work  as  two  or 
three  cakes  of  ordinary  soap.  Every  cake  is  a  full  pound  of  hard, 
white,  pure  soap  that  will  cleanse  thoroughly  without  injuring  the  finest 
fabric.  Pearl  Borax  Soap  repeats.  Once  you  start  your  customers 
buying"  it,  its  quality,  combined  with  our  liberal  gifts  given  in  exchange 
for  wrappers,  will  keep  them  buying  and  insure  you  a  steady  stream 

of  sales. 

CHAS.  W.  YOUNG  &  CO. 

Makers  of  Soaps  of  Merit 

PHILADELPHIA 


ESTABLISHED  1877 


WHAT  TO  TELL  CUSTOMERS 

“Ordinary  bars  of  soap  only  weigh  8  or  12  ounces,  but  a 
bar  of  PEARL  BORAX  SOAP  weighs  a  full  pound.  It  s  better 
soap,  too,  and  the  wrappers  are  valuable.  1  ry  it. 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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WITH  THE  EDITOR 


task,  and  how  unselfishly  it  is 
going  about  it.  The  Toledo  branch 
of  the  Housewives’  League  has 
asked  the  members  of  the  local  Re¬ 
tail  Grocers’  and  Butchers’  Asso¬ 
ciation  to  grant  io  per  cent,  dis¬ 
count  for  cash !  The  association 
has  refused  for  reasons  which  will 
of  course  be  understood  by  every 
reader.  Not  only  is  a  io  per  cent, 
cash  discount  in  the  grocery  busi¬ 
ness  unheard  of,  but  it  would  more 
than  absorb  the  average  retailer’s 
entire  net  profit !  The  Housewives’ 
League  of  Toledo  has  shown  itself 
to  be  composed  of  intelligent  and 
well-informed  ladies. 

The  unselfishness  of  the  request 
is  also  to  be  considered.  The 
Housewives’  League  is  continually 
hammering  at  grocers  to  conform 
with  high  standards  of  cleanliness 
and,  sanitation.  In  this  it  deserves 
all  possible  support.  High  stand¬ 
ards  of  cleanliness  and  sanitation, 
however,  cost  money,  and  the 
Housewives’  League  generously 
seeks  to  equip  the  grocers  of  To¬ 
ledo  with  the  money  for  this  ad¬ 
ded  expense  by  demanding  a  io 
per  cent,  discount,  which  is  more 
than  he  earns. 


There  is  strong  food  for  thought 
in  the  letter  appearing  elsewhere  in 
this  issue  which  a 
A  Common  Mistake  jobber  Wrote  to  a 
Among  Buyers.  retailer  refusing 

to  sell  him  any 
more  goods  unless  he  paid  for  them 
in  advance  or  C.  O.  D.  The  inter¬ 
esting  part  of  the  incident  is  that 
the  retailer  was  perfectly  good 
financially  and  was  admitted  to  be 
in  the  jobber’s  letter.  The  rea¬ 


son  for  cutting  him  off  was  that  h< 
was  a  small  buyer  who  lived  in  r 
sparsely  settled  district  which  wa 
expensive  to  get  to,  and  was  sc 
slow  in  paying  his  bills  that  the 
jobber  used  up  more  than  his  profil 
trying  to  collect.  The  letter  is 
published  elsewhere  with  some  re¬ 
marks  about  the  jobber’s  complainl 
that  retailers  as  a  class  have  nc 
proper  appreciation  of  the  goo<! 
friend  and  the  great  convenience 
that  the  jobber  represents  tc 
them. 

That  is  not  only  true  of  retailers 
toward  jobbers,  but  it  is  true  of 
jobbers  toward  manufacturers,  and 
of  consumers  toward  retailers.  It 
is  true  of  almost  every  buyer  to¬ 
ward  his  seller.  He  believes  he  is 
doing  the  seller  a  favor  by  buying 
of  him,  that  all  the  obligation  in 
the  case  is  owed  by  the  seller,  and 
that  he,  the  buyer,  can  be  absolutely 
independent  and  hand  the  seller 
exactly  the  kind  of  treatment  he 
wants  to  hand  him.  The  writer 
once  heard  a  woman  who  had  owed 
a  grocer  $150  for  nearly  a  year, 
wax  scathingly  indignant  when 
asked  for  pay;  she  contemptuously 
rebuked  the  grocer  as  she  would 
have  rebuked  a  common  servant 
who  presumed  upon  his  master’s 
goodness.  The  woman  was  a  fair 
type  of  thousands  of  buyers  who 
forget  the  convenience  and  satis¬ 
faction  that  they  experience  in 
buying  of  an  honest,  convenient 
and  courteous  house.  They  are  all 
hopelessly  wrong,  for  the  obliga¬ 
tion  that  rests  between  a  seller  and 
a  buyer  is  a  mutual  obligation  in 
which  one  gives  as  much  as  the 
other. 


Arbackles  Deny  Preparing  Mail  Order 
Coffee  Scheme  for  Consumers 

Well-defined  Rumor  that  They  Will  Conduct  Such  an  Enterprise 
Under  Name  of  “William  and  Charles  Company,” 
Pronounced  “Silly.” 


The  Eastern  representative  of  a 
California  canned  goods  packer 
complained  bit- 
A  Double-edged  terly  to  a  Gro- 
Compuint.  eery  World  and 

General  Mer¬ 
chant"  representative  during  the 
week  at  a  condition  like  this :  A 
number  of  his  competitors  had 
missionary  salesmen  out  among  the 
retail  trade.  Orders  obtained  were 
turned  in  to  certain  jobbers.  The 
firm  represented  by  the  complain¬ 
ing  agent  did  no  missionary  work, 
therefore  its  prices  were  in  some 
cases  20  per  cent,  below  those  got¬ 
ten  by  the  packers  who  employed 
the  missionary  salesmen,  the  quality 
in  both  cases,  according  to  the 
broker,  being  the  same. 

In  other  words,  the  broker  was 
complaining  because  retailers  were 
foolish  enough,  as  he  put  it,  to  pay 
for  having  themselves  solicited,  and 
that  he,  with  a  better  proposition, 
should  have  to  be  the  sufferer. 

There  is  of  course  much  force  in 
this  protest,  but  it  is  dangerous 
business  for  any  distributor  to  ob¬ 
ject  because  the  price  of  a  given 
article  has  to  bear  the  cost  of  sell¬ 
ing  it.  If  we  started  to  eliminate 
everybody  from  the  distribution  of 
merchandise  whose  salary  had  to 
be  added  to  the  cost  we  would  elim¬ 
inate  everybody  and  every  thing. 
No  observation  is  truer  than  “the 
consumer  pays  it  all.”  Therefore, 
it  is  a  question  whether  one  sales¬ 
man,  the  price  of  whose  goods  has 
been  made  to  include  his  own  sal¬ 
ary,  can  consistently  object  to  a 
competitive  price  which  includes 
perhaps  the  salaries  of  two  sales¬ 
men  instead  of  the  salary  of  one. 

It  is  an  ill  wind  that  blows  no¬ 
body  good.  The  heavy  advance  in 
coffee  has  hurt 
The  Grocer  and  retail  grocers  con- 

Coffee  Peddlers,  siderably,  both  by 

curtailing  sales 
and  curtailing  profits.  The  burden 
of  making  up  the  loss  on  various 
articles  which  “custom”  decrees 
should  be  sold  at  or  below  cost, 
which  has  been  borne  by  coffee  for 
years,  has,  since  coffee  advanced  so 
much,  had  to  be  transferred  to 
other  articles. 

But  this  detriment  has  not  been 
without  compensating  advantage. 


Where  the  high  price  of  coffee  has 
only  wounded  the  grocer,  it  has 
killed  hundreds  of  coffee  and  tea 
peddlers  and  exclusive  coffee  and 
tea  stores.  Formerly  these  con¬ 
cerns  were  able  to  make  their  liv¬ 
ing  out  of  the  profits  on  coffee, 
aided  by  the  even  larger  profits — 
by  percentage — that  they  made  on 
tea.  The  tea  profit  was  merely  an 
aid,  however,  because  much  less 
tea  was  sold.  Coffee  reached  such 
a  price  that  practically  their  only 
source  of  revenue  dried  up,  and  a 
jobber  in  position  to  know  is  au¬ 
thority  for  the  statement  that  large 
numbers,  both  of  route  ihen  and 
tea  and  coffee  stores,  have  gone  out 
of  business  in  the  last  year  or  two. 
This  must  have  brought  a  direct 
gain  to  the  retail  grocer,  and  a  very 
large  gain,  for  the  number  of 
these  concerns  had  become  very 
large. 

It  has  been  repeatedly  said  that 
tea  peddlers  and  tea  stores  would 
never  have  been  able  to  take  busi¬ 
ness  from  the  grocer — moreover, 
his  most  profitable  business — had 
the  grocer  been  alive.  That  obser¬ 
vation  availed  little  after  they  had 
done  it,  but  it  looks  as  if  the  gro¬ 
cer  might  be  going  to  have  another 
chance.  The  peddlers  and  the  ex¬ 
clusive  tea  stores  are  gone,  many 
of  them,  but  coffee  is  declining 
and  they  may  come  back.  If 
they  do  try  to  re-establish  them¬ 
selves,  we  will  see  what  the  gro¬ 
cer  will  do  to  keep  his  trade  from 
being  again  taken  from  him. 

In  even  the  simplest  business 
affairs,  the  average  woman  is  like 

a  child  and  the  ar- 

Gentrous  and  gUllientS  W  h  1  C  h 
Intelligent.  need  to  be  used  tQ 

convince  her  are 
apt  to  sound  like  those  used  to 
teach  a  child  that  two  and  two  are 
four.  There  are  thousands  of  ex¬ 
ceptions  to  this,  but  they  are  women 
who  have  had  business  training  or 
have  inherited  from  somebody  the 
business  instinct. 

The  Housewives’  League,  the 
National  woman’s  organization 
which  recently  started  out  to  re¬ 
form  the  retail  grocery  business, 
particularly  its  cleanliness,  has 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  recently  received  in¬ 
formation  from  a  reliable  source, 
which,  however,  cannot  be  revealed, 


launch  a  mail-order  coffee  enter¬ 
prise,  through  which  they  would 
seek  to  sell  coffee  direct  to  con¬ 
sumers.  The  information  was  that 
the  scheme  would  be  conducted 
under  the  name  of  “The  William 


shown  by  one  of  its  actions  in  To¬ 


ledo,  Ohio,  how  fitted  it  is  for  its  |  and  sugar  refiners,  would  short 


that  Arbuckle  Bros.,  coffee  roastei 
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i  Charles  Company,”  William 
d  Charles  being  the  first  names 
the  two  present  members  of  the 

m. 

Several  days  ago  a  letter  was 
dressed  to  Arbuckle  Bros,  report- 
y  the  receipt  of  this  information 
d  asking  that  it  be  confirmed  or 
nied.  The  following  answer  was 
ceived : — 

New  York,  June  26,  1913- 
‘Grocery  World  and  General  Mer¬ 
chant,” 

Philadelphia,  Pa. 

Gentlemen  : — Answering  your  fa¬ 
vor  of  the  24th  inst.,  we  beg  to  say 
that  the  rumor  to  which  you  refer 
is  almost  too  silly  to  be  dignified  by 
a  denial.  However,  since  it  has  in¬ 
terested  you  sufficiently  for  you  to 
inquire  about  it,  we  will  give  you 
our  assurance  that  there  is  not  the 
slightest  possible  basis  of  truth 
therein,  and  we  hope  you  will  not 
give  it  any  publicity. 

Yours  very  truly. 

Arbuckle  Bros. 


W.  would  be  pleased  ..  h.T.  for  publico,  i.  this  co.u-a  «b«  idea,  ef  .« 
u  kaiae  uadarstood  that  w.  do  »o«  kold  wahe  respcibl.  for  a»y  now.  ^fiIhLnot 

mani cations  -»«  ka  accompanied  by  the  writes  »—  aad  address  “  " 

nocessaril,  f«  pubUcadoa.  All  laqulrio.  withim  •«  pow.r  t.  answer  will  aUo  be  noticed  la  tbU  depart 


The  first  nearby  tomatoes  are  in 
arket;  a  fair  crop  is  expected, 
ae  first  Jerseys  brought  $2.50  to 
1.75  per  basket,  which  is  an  enor- 
ous  price.  The  quality  was  fair. 
Mississippi  tomatoes  are  still  com- 
g  forward,  but  are  scarcer,  and 
e  price  has  advanced  to  $1.10  per 
irrier.  They  were  as  low  as  75 
nts. 


As  to  Piano  Contests. 

New  York,  June  23,  19T3. 

To  the  Editor. 

Dear  Sir : — A  client  of  mine  who 
is  conducting  a  business  which  in¬ 
cludes  piano  contests  is  endeavoring 
to  have  a  surety  company  issue 
bonds  guaranteeing  that  he  will 
live  up  to  the  contracts  which  he 
will  make  with  the  merchants.  _ 

In  the  course  of  their  investiga¬ 
tion  the  surety  company  obtained 
a  copy  of  an  article  which  appeared 
in  your  paper,  issue  of  April  I, 
1912.  You  can  readily  appreciate 
what  effect  such  an  article  would 
have  on  the  mind  of  an  underwriter 
who  was  considering  the  accept¬ 
ance  of  a  similar  line  of  business, 
regardless  of  what  the  other  favor¬ 
able  features  might  be. 

You  will,  no  doubt,  also  agree 
that  this  article  which  was  pub¬ 
lished  about  simultaneously  with 


another  of  the  same  tenor  in  the 
“Presto”  has  created  an  odium 
which  is  still  following  up  this 
business  regardless  of  how  it  is 
conducted. 

1  am  not  writing  to  you  to  criti 
cise  or  to  question  any  of  the  state¬ 
ments  contained  in  the  article  re¬ 
ferred  to,  but  I  would  like  to  have 
j  you  advise  me  if  any  subsequent 
information  received  on  the  sub¬ 
ject  by  you  has  caused  you  to  take 
la  different  attitude  in  regard  to 
this  business. 

I  make  this  inquiry  because  it 
seems  strange  that  your  publication  , 
which  condemns  these  piano  con¬ 
tests  which  were  conducted  by  the 
Brenard  Manufacturing  Co.  in  no 
uncertain  terms,  and  the  “Inlanc 
I  Storekeeper”  and  the  “Merchant 
Trade  Journal”  praise  them  so 
highly  at  the  same  time. 

I  am  not  writing  for  the  Bren¬ 


ard  Manufacturing  Co.  nor  for 
anyone  connected  with  it  or  any  of 
the  individuals  or  firms  mentioned 
m  the  article  referred  to. 

Thanking  you  in  anticipation  of 
this  courtesy,  and  assuring  you 
that  any  information  you  may  care 
to  give  will  be  treated  strictly  con¬ 
fidential,  I  am,  Yours  truly, 

F.  J.  Reynolds, 
Dealer  in  Surety  Bonds  and  In¬ 
surance. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  regrets  that  it  has 
received  no  recent  information  re¬ 
garding  the  methods  of  certain 
liano  contest  concerns,  which 
would  change  its  views  concerning 


them.  The  articles  published  were 
all  written  by  reliable  persons  after 
careful  investigation  and  thorough 
knowledge  and  experience,  and  the 
publishers  of  this  journal  believe 
them  to  be  just  and  true. 

The  Grocery  World  and  Gen¬ 
eral  Merchant”  has  no  opinion  to 
express  as  to  why  the  journals 
named  take  a  contrary  view. 

*  *  * 

A  Directory  of  the  AVholesale  and 
Retail  Trade. 

Groveville,  N.  J.,  June  24,  1913. 
To  the  Editor. 

Dear  Sir: — Kindly  advise  me  if 
there  is  a  directory  published  of  the 
wholesale  and  retail  grocery  trade 


TAKE  ADVANTAGE  OF  THIS  BUYING 

We  know  that  more  of  our  Dandelion  Butter  Color  is  being  used  now  than 
ever  before. 

If  you  are  not  getting  your  share  of  this  buying 


— » 


(  % 


Dandelion  Brand 


THE  BRAND  WITH 


■^finiiiirr 


a* 


Butter  Color 

THE  GOLDEN  SHADE 


We  guarantee  that  Dandelion  Brand  Butter  Color  is  PURELY  VEGETABLE  and  that  it  meets  the  FULL  REQUIRE-] 
MENTS  OF  ALL  FOOD  LAWS, -STATE  AND  NATIONAL. 

WELLS  &  RICHARDSON  CO.,  •  BURLINGTON,  VERMONT] 

Manufacturers  of  Dandelion  Brand  Butter  Color 
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for  New  Jersey,  New  York,  Penn 
sylvania,  Delaware  and  Maryland. 
Kindly  advise  me  where  I  may  pro 
cure  same. 

E.  Borden. 

There  is  a  directory  of  the 
wholesale  trade  for  the  States 
named,  together  with  all  other 
States,  published  by  Orrin  Thacker, 
Columbus,  Ohio.  There  is  no  di¬ 
rectory  of  the  retail  trade. 

*  *  * 

To  Sell  Empty  Tubs. 

Johnsonburg,  Pa., 

June  20,  1913. 

To  the  Editor. 

Dear  Sir : — I  have  a  lot  of  empty 
butter  and  lard  tubs  and  would 
like  to  know  where  I  could  sell 
them  to  good  advantage. 

Yours  truly,  J.  Meehan. 

To  sell  butter  tubs,  correspond 
with  Beiswanger  Bros.,  Fred.  Vogt 
&  Son,  Felin  &  Co.,  Wm.  Burk  & 
Co.,  Hausman  Bros.,  all  of  Phila¬ 
delphia. 

Lard  tubs  are  not  salable  in 
summer.  In  -winter  any  of  the 
above  firms  will  buy  them. 


Corn  is  plenty  and  cheap.  All 
the  supply  is  from  the  South,  and 
the  range  is  $1.25  to  $1.75.  The 
quality  is  fair  and  the  demand  mod¬ 
erate. 


Selling  Talks  With  Clerks 


BY  A  MAN  WHO  HAS  BBBN  ONB 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’a 
Department  Food  Store*,  Dover,  N.  J. 


saved  for  the  man  that  wants  a  bo 


Selling  Macaroons.-Each  season  1  tively  a  new  thing  in  the  grocery 


brings  to  the  grocery  counter  its 
sellers.  Cocoanut  macaroons  is  a 
good  one,  because  this  weather 
keeps  them  soft.  They  come 
packed  in  flat  wooden  boxes — about 


20  pounds — and  the  thing  to  do  is 
to  put  a  box  full  in  a  3-gallon  glass 
jar  with  your  25  cents  a  pound  tag. 
A  macaroon  is  an  inviting  thing 
no  matter  how  displayed,  but  shown 
up  this  way  they’re  simply  irresist¬ 
ible. 

A  postage  stamp  and  a  request 
from  the  writer  will  give  you  the 
address  of  the  party  that  makes  a 
specialty  of  these. 


business 
One  time  it  was 
boxes.  “Containers” 


all  wooden 
should  be 


to  put  his  goods  in. 

But  when  your  automobile  cus 
tomer  has  a  dozen  ginger  ale  fo 
her  order  the  Beechnut  Packinj 
Co’s  container  or  Whitman’s  marsh 
mallow  whip  container  make  th< 
nicest  kind  of  “package”  to  use  be 
cause  the  sections  in  these  are  com 
plete  and  save  you  the  time  an< 
trouble  of  packing. 

*  *  * 

Take  Your  Medicine. — Before  yoi 

move  another  step  on  the  rung  o 
that  ladder  you’re  likely  to  have  t( 
take  some  medicine.  The  ok 


*  *  * 

What  Are  You  Doing  With  Your 

Containers?— ‘-C  ontainers”  you 
know  is  a  new  term  and  compara- 


PIRER,  BETTER,  CHEAPER  THAN  BITTER 
When  You  Buy  from  Us  You  are  Buying 


from  the  Maker 


Ask  us  for  particulars  regarding  licenses,  prices,  etc. 


WM.  J.  MOXLEY,  INC. 


87  W  W'l£esale  Brandi  CHICAGO  Wholesale  Branch 

87  Warren  Street.  New  York  City  j20  &  122  First  Avenue,  Pittsburgh 


FAIRY  SOAP  is  just  as  much  needed  in  the  bath  room  as  any  food 
article  you  sell  is  needed  in  the  dining  room,  and  our  heavy  advertising  has 
made  the  public  expect  to  find  it  in  YOUR  store. 


Make  a  display  of  FAIRY  SOAP  at  all  times  and  show  you  are  ready 
to  supply  the  demand  for  the  big,  white,  floating  oval  cake  with  the  five  cent 
price  and  the  twenty-five  cent  value. 
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:hool  apothecary  used  to  make  it 
itter  for  effect.  If  your  prod 
nd  your  shocks  and  your  disap- 
ointments  are  bitter,  keep  on, 
iey’re  effectual.  A  man  that  quits 
is  job  because  he’s  called  down 
asn’t  arrived  at  that  brainy  period 
f  his  life  that  tells  him  medicine 
iking  is  very  wholesome.  Your 
/eakness  is  going  to  be  told  you 
f  the  Boss  does  his  duty.  Learn 
f  him.  It  isn’t  that  he  likes  the 
ask.  He  likes  you.  If  you  weren’t 
/orth  correcting  he’d  put  another 
ellow  that  was  in  your  place.  The 
[anger  is  in  your  not  opening  your 
yes.  Most  of  us  turn  down  good 
dvice.  We  do  it  out  of  pure  con- 
eit  or  pure  ignorance. 

*  *  * 

“He  Has  Ambition.”— What  is 
imbition  anyway?  It’s  an  ever- 
asting  aspiration  to  be  at  the  top 
>f  the  ladder.  How  often  you  hear 
t  said  of  so  and  so — “he  has  no 
imbition.”  In  other  words,  he  is 
i  worm  of  the  dust.  Ten  dollars 
i  week  lets  him  by.  He’s  thankful 
for  work.  He  shaves  twice  a  week. 
HEas  his  shoes  shined  and  his  hat 
crushed  every  Sunday  “regular.” 
Doesn’t  believe  in  cleaning  his  nails 
nor  calling  on  a  girl  nor  having  his 
trousers  pressed.  No  time  or  de 
sire  to  read  a  line  on  the  tariff  bill, 
but  “lie’s  there”  when  the  sporting- 
news  is  discussed.  Pretty  good 
judge  of  poor  beer  and  can  roll  a 
cigarette  with  the  best  of  them. 

Now  if  this  description  doesn’t 
hit  one  of  you  fellows  well  and 
good — be  thankful.  But  if  it  does 
give  yourself  a  shake — just  the  way 
a  dog  shakes  the  water  off  him¬ 
self.  Take  a  few  deep  breaths  of 
pure  air,  look  yourself  over,  spruce 
up  and  start  in.  Don’t  care  if 
you’re  fifty  years  young  it  isn’t  too 
late.  All  the  better  if  you’re  17. 
But  up  ’till  now  they’ve  dubbed  you 
a  “no  ambition”  chap  and  it’s  time 
to  fool  them.  You’ll  get  more  fun, 
more  peace,  more  real  life  out  of 
life  when  you  begin  to  “fool”  them 
than  you  ever  thought  existed  for 
you.  Work,  think,  plan  for  the  top 
of  the  ladder,  even  though  to-day 
you’re  standing  with  some  insecur¬ 
ity  on  the  first  rung. 


0. 


4/' 
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The  first  new  white  potatoes 
rom  New  Jersey  are  in  market  and 
•ring  50  cents  per  basket.  This  is 
neap,  the  reason  being  the  low 
narket  for  all  varieties  of  potatoes. 
$ome  Southern  new  potatoes  are 
itill  coming  forward,  but  the  price 
s  low — $1.75  to  $2.25  per  barrel 
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COUNTRY 
FLAVOR 

TALK  TO  YOUR  CUSTOMERS  ABOUT 

PRIZE  BUTTER 

Some  butter  is  “fair”  and  that’s  all  you  can  say  about  it; 
PRIZE  BUTTER  is  better  than  that. ,  it’s  so  unusually  good 
that  it  will  bring  you  an  increased  trade  from  satisfied  custom¬ 
ers  and  their  friends . 

Try  this  plan  1  Take  up  the  butter  question  with  every  customer,  tell  her 
you’re  selling  PRIZE  BUTTER,  tell  her  you  can  guarantee  its  quality, 
flavor  purity,  uniformity  and  freshness.  Don’t  wait  until  she  asks  for  butter, 
but  tell  her  about  PRIZE  BUTTER,  ANYHOW  !  First  thing  you  know 
your  butter  sales  will  increase.  You’ll  see  new  customers  coming  to  get 
PRIZE  BUTTER  and  they’ll  buy  other  articles  as  well,  for  every  woman  is 
ready  to  believe  that  where  she  can  get  good  butter  other  things  are 

good  also. 

PRIZE  BUTTER  packed  in  Cartons  is  a  neat  handy 
package  that  saves  you  the  time  and  work  of  ivrapping 

P.  F.  BROWN  <& 

39=41-43  South  Front  Street,  Philadelphia 


WHAT  TO  TELL  CUSTOMERS 

Y  “  PRIZE  BUTTER  is  better  than  any  I’ve  been  able  to  sell 
you  heretofore.  I  want  you  to  try  it  because  I  know  it  will 
please  you. 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT 


14 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Bill  to  Attach  Grocery  Debtors’ Wages  Passes 
Both  Houses  and  Goes  to  Governor 


Its  Fate  is  Uncertain.  State  Association  Bringing  All  Possible 
Influence  to  Have  Bill  Signed.  Commodities  Bill  Passes 
House  Finally  and  Goes  to  Senate. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 

Harrisburg,  Pa.,  June  27,  1913. 
The  commodity  bill  came  up  for 
final  passage  in  the  House  during 
the  week  and  after  slight  amend¬ 
ment  passed  third  reading.  The 
text  of  this  bill  as  passed  is.  as  fol¬ 
lows  : — 

AN  ACT 

Defining  commodities,  regulating 
the  sale  thereof  and  providing 
penalties  for  violation  hereof. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  the 
word  “commodity,”  as  used  in  this 
act  shall  be  taken  to  mean  any 
tangible  personal  property  sold  or 
offered  for  sale. 

Sec.  2.  All  liquid  commodities 
when  sold  in  bulk,  or  from  bulk, 
shall  be  sold  by  weight  or  liquid 
measure.  All  dry  commodities 
when  sold  in  bulk,  or  from  bulk, 
shall  be  sold  by  weight,  dry  meas¬ 
ure,  or  numerical  count.  No  dry 
commodities  shall  be  sold  by  li¬ 
quid  measure.  Dry  commodities  in 
carload  lots  may  be  sold  by  weight. 

Sec.  3.  It  shall  be  unlawful  to 
use  a  measure  without  a  bottom 
in  selling  any  commodity. 

Sec.  4.  It  shall  be  unlawful  in 
selling  any  commodity  to  use  any 
measure  unless  the  same  shall  have 
thereon  marked  in  distinct  tetters 
and  figures  the  capacity  thereof.  If 
such  measure  be  of  the  capacity  of 
one-half  bushel  or  less,  or  of  one- 
half  gallon  or  less,  it  shall  be 
marked  in  terms  of  a  quart  dry  or 
liquid  measure,  respectively.  If 
the  measure  be  of  the  capacity  of 

•  over  one-half  bushel  or  one-half 
gallon,  it  shall  be  marked  in  terms 
of  a  bushel  or  gallon  respectively. 

Sec.  5-  It  shall  be  unlawful  for 
any  person,  firm  or  corporation, 
with  intent  to  defraud : — 

(1)  To  sell  or  offer  for  sale  any 
commodity  on  the  container  of 
which  is  marked  any  false  state¬ 
ment  respecting  the  kind,  number, 
quantity,  weight  or  measure  of  such 
commodity,  or  of  any  part  thereof, 
or  respecting  the  place  or  county 
where  such  commodity  was  manu- 

.  factured  or  produced,  or  respecting 
the  quality  or  grade  of  such  com¬ 
modity. 

(2)  To  orally  or  otherwise  rep¬ 
resent  that  any  commodity  offered 
for  sate  in  bulk,  to  which  no  name 
or  trade  mark  shall  be  attached,  is 
the  manufacture  or  production  of 
some  other  than  the  actual  manu¬ 
facturer  or  producer.  Provided, 
that  nothing  in  this  act  is  to  be 
constructed  as  applying  to  drugs, 
medicines,  chemicals  or  pharmaceu¬ 
tical  or  proprietary  preparations 
used  as  medicine,  nor  to  toilet  prep¬ 
arations. 

Sec.  6.  Whenever  anjr  commodity 
named  in  this  section  shall  be  sold 
by  the  bushel,  the  bushel  of  such 
commodity  shall  consist  of  the  re¬ 


spective  number  of  pounds  herein 
set  forth,  namely: — 

Alfalfa  seed,  60  pounds. 

Apples,  50  pounds. 

Apples,  dried,  25  pounds. 

Barley,  47  pounds. 

Beans,  dried,  60  pounds. 

Beans,  castor,  shelled,  46  pounds. 
Beets,  60  pounds. 

Blue  grass  seed,  14  pounds. 

Bran,  20  pounds. 

Broom  corn  seed,  50  pounds. 
Buckwheat,  48  pounds. 

Cabbage,  50  pounds. 

Carrots,  50  pounds. 

-Cement,  100  pounds. 

Charcoal,  20  pounds. 

Cherries,  with  stems,  56  pounds. 
Cherries,  stemmed,  64  pounds. 
Chestnuts,  hulled,  50  pounds. 
Clover  seed,  60  pounds. 

Coal,  anthracite,  75  pounds. 

Coal,  bituminous,  76  pounds. 

Coal,  stone,  80  pounds. 

Coke,  40  pounds. 

Corn,  shelled,  56  pounds. 

Corn,  ear,  husked,  70  pounds. 
Corn  meal,  50  pounds. 
Cranberries,  40  pounds. 
Cucumbers,  50  pounds. 

Currants,  40  pounds. 

Flaxseed,  56  pounds. 

Gooseberries,  40  pounds. 

Grapes,  48  pounds. 

Hair,  plastering,  8  pounds. 

Hemp  seed,  44  pounds. 

Herd’s  grass,  45  pounds. 

Hickory  nuts,  50  pounds. 

Hominy,  60  pounds. 

Horseradish,  50  pounds. 

Hungarian  grass  seed,  50  pounds. 
Kaffir  corn,  56  pounds. 

Lentils,  60  pounds. 

Lime,  70  pounds. 

Linseed,  56  pounds. 

Malt,  38  pounds. 

Millet,  50  pounds. 

Oats,  32  pounds. 

Onions,  50  pounds. 

Onion  sets,  28  pounds. 

Orchard  grass  seed,  14  pounds. 
Parsnips,  50  pounds. 

Peaches,  48  pounds. 

Peaches,  dried,  peeled,  38  pounds. 
Peaches,  dried,  unpeeled,  33 
pounds. 

Peanuts,  22  pounds. 

Pears,  dried,  50  pounds. 

Peas,  green,  unshelled,  56  pounds. 
Peas,  60  pounds. 

Plums,  64  pounds. 

Popcorn,  unshelled,  56  pounds. 
Potatoes,  60  pounds. 

Potatoes,  sweet,  54  pounds. 
Quinces,  48  pounds. 

Rape  seed,  50  pounds. 

Raspberries,  48  pounds. 

Red  top  grass  seed,  14  pounds. 
Rice,  rough,  45  pounds. 

Rutabagas,  60  pounds. 

Rye,  56  pounds. 

Rye  meal,  50  pounds. 

Salt,  coarse,  85  pounds. 

Salt,  ground,  62  pounds. 

Sand,  100  pounds. 

Shorts,  20  pounds. 

Sorghum  seed,  50  pounds. 

Spelt,  40  pounds. 

Strawberries,  48  pounds. 

Timothy  grass  seed,  45  pounds. 
Tomatoes,  60  pounds. 

Turnips,  60  pounds. 

Walnuts,  common,  50  pounds. 
Wheat,  60  pounds. 

Sec.  7.  If  in  package  form  the 
quantity  of  the  contents  shall  be 


plainly  and  conspicuously  marked 
on  the  outside  of  the  package  in 
terms  of  weight,  measure  or  nu¬ 
merical  count.  Provided,  however, 
that  reasonable  variations  shall  be 
permitted  and  tolerated,  and  also 
exemptions  as  to  small  packages 
shall  be  established  by  rules  and 
regulations  made  by  the  Chief  of 
the  Pennsylvania  of  Standards. 

Sec.  8.  Each  person,  firm  or  cor¬ 
poration  that  shall  violate  any  of 
the  provisions  of  this  act  shall  be 
guilty  of  a  misdemeanor,  and  upon 
conviction  thereof  before  any  al¬ 
derman,  magistrate  or  justice  of  the 
peace  of  the  proper  county  shall  be 
fined  not  less  than  $23  nor  more 
than  $100. 

Sec.  9.  It  shall  be  the  duty  of 
the  proper  city  and  county  inspec¬ 
tors  of  weights  and  measures  to  en¬ 
force  the  provisions  of  this  act. 

Sec.  10.  This  act  shall  go  into 
effect  the  first  day  of  January, 
1914.  Provided,  however,  that 
no  penalty  shall  be  enforced  for 
any  violation  of  its  provisions  as 
to  domestic  products  prepared  or 
foreign  products  imported  prior  to 
eighteen  months  after  its  passage. 

Sec.  11.  All  acts  and  parts  of  an 
act,  general,  local  or  special,  in¬ 
consistent  with  any  of  the  provi¬ 
sions  of  this  act  are  repeated. 


The  bill  presented  by  the  Penn¬ 
sylvania  Retail  Merchants’  Asso¬ 
ciation,  allowing  the  attachment  of 
10  per  cent,  of  a  debtor’s  wages, 
if  he  owes  a  delinquent  grocery 
bill,  passed  the  Senate  finally  last 
Monday,  receiving  27  votes.  This 
gets  it  to  the  Governor,  where  its 
fate  is  uncertain.  The  State  Asso¬ 
ciation  is  bringing  all  the  influence 
it  can  upon  the  Governor.  Practi¬ 
cally  the  same  bill  passed  the 
Pennsylvania  Legislature  twice  be¬ 
fore,  but  was  vetoed  by  the  Gov¬ 
ernor  each  time.  The  text  of  the 
bill  as  it  passed  finally  is  as  fol¬ 
lows  : — 


AN  ACT 

Authorizing  the  attachment  of 
wages,  or  salary  judgments  ob¬ 
tained,  for  necessaries  limiting 
the  amount  of  exemption  to  be 
claimed,  and  providing  for  the 
payment  of  the  costs. 

Section  1.  Be  it  enacted  by  the 
Senate  and  House  of  Representa¬ 
tives  of  the  Commonwealth  of 
Pennsylvania,  in  General  Assembly 
met,  and  it  is  hereby  enacted  by  the 
authority  of  the  same,  That  from 
and  after  the  passage  of  this  act, 
whenever  a  judgment  is  obtained  in 
any  court  of  record  or  before  an 
alderman,  magistrate  or  justice  of 
the  peace,  upon  a  contract  for  fur¬ 
nishing  the  necessaries  of  life,  and 
the  defendant  is  a  laborer  or  per¬ 
son  engaged  in  public  or  private 
employment,  the  wages  of  such  la¬ 
borer,  or  the  salary  of  such  person, 
shall  be  subject  to  attachment  in 
the  hands  of  the  employer. 

Sec.  2.  When  an  attachment  exe¬ 
cution  is  issued  upon  such  judg¬ 
ment,  and  wages  or  salary  are  at¬ 
tached  in  the  hands  of  the  employer, 
if  the  amount  in  the  hands  of  the 
employer  shall  be  less  than  the 
amount  of  exemption  allowed  the 
defendant  by  law,  the  debtor  shall 
be  entitled  to  his  claim  for  an  ex¬ 
emption  to  a  sum  amounting  to  90 
per  centum  and  no  more  of  the 
money  so  attached.  No  deduction 
from  the  fund  attached  shall  be 
permitted  for  costs,  but  said  costs 
shall  be  paid  by  the  attaching  cred¬ 
itor. 

Sec.  3.  No  attachment  shall  is¬ 
sue  or  be  levied  under  this  act  unless 
and  until  the  debtor  has  been  given 
thirty  days  previous  notice  by  reg¬ 
istered  mail  at  his  last  known  ad¬ 
dress  of  the  intention  to  issue  such 
writ,  and  shall  have  failed  within 
said  period  of  thirty  days  to  ad¬ 
just  said  judgment  to  the  satisfac¬ 
tion  of  his  creditor. 

Sec.  4.  The  provisions  of  this 
act  shall  only  apply  to  judgments 
secured  upon  contracts  for  the  nec¬ 
essaries  of  life  furnished  after  the 
passage  of  this  act. 

Sec.  5.  All  acts  or  parts  of  acts 
supplied  hereby  or  inconsistent  here¬ 
with  be  and  the  same  are  hereby 
repealed. 

R.  C. 


Surprisingly  Many  Grocers  Sell  Milk 

Department  of  Agriculture  Looks  Up  Conditions  in  Forty-seven 
Cities  and  Finds  Large  Percentage  of  Grocers  Selling  Milk 
Bottled  or  in  Bulk.  Thinks  Many  Grocery  Stores  Not  Clean 
Enough  to  Sell  Milk. 


Special  Correspondence  of  “Grocery  World  and 

General  Merchant.” 

Wash.,  D.  C.,  June  26,  1913. 

A  remarkably  large  percentage 
of  retail  grocery  stores  sell  milk 
either  in  bottles  or  in  bulk,  the 
United  States  Department  of  Agri¬ 
culture  finds  by  an 
which  has  just  ended. 


investigation 
N  ot  long 


5.  Do  you  have  much  difficulty 
with  such  stores? 

6.  How  often  are  such  stores  in¬ 
spected  ? 

7.  Have  you  any  figures  show¬ 
ing  bacterial  counts  of  dipped 
store  milk  as  compared  with  wagon 
milk  or  bottled  milk? 

8.  Do  you  consider  dipped  store 
milk  to  be  a  serious  problem  in  your 
city? 

The  cities  reporting  had  an  aver- 


„  .urn-  ,•  ,  .  1 11C  cuies  lepurimg  naa  an  aver- 

ago  the  following  list  of  questions  ,  .  c 

,  ,  ,  *  .  ,  ,  age  population  of  451,239  or  about 


was  sent  to  forty-seven  of  the  lar¬ 
gest  cities  in  the  country: — 

1.  About  how  many  stores  (gro¬ 
ceries,  etc.),  sell  milk  in  your  city? 

2.  What  proportion  sell  bottled 
milk  ? 

3.  About  how  many  gallons  of 
dipped  milk  are  sold  daily  from 
such  stores? 

4.  What  regulations  have  you 
governing  stores  that  sell  milk? 


the  same  as  Detroit,  Mich.  These 
cities  averaged  1,256  milk-selling 
stores,  or  one  for  every  359  inhabi¬ 
tants.  Of  these  stores,  52.4  per 
cent,  sold  only  bottled  milk,  while 
the  remainder,  47.6  per  cent.,  dealt 
in  bulk  milk.  The  amount  of  bulk 
milk  sold  over  the  counter  amount- 
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\  to  231,896  gallons  a  day  in  17 
ties  reporting.  This  is  13,641 
allons  a  day  in  each  city  allowing 
ie  practice,  and  0.165  pint  a  day 
3r  every  inhabitant — men,  women 
ad  children. 

The  Department  of  Agriculture 
antends  that  many  of  the  grocery 
tores  that  are  selling  milk  are  un¬ 
lean  and  should  be  excluded  from 
ie  milk  business,  especially  the 
ulk  milk  business.  This  is  the 
Apartment’s  explanation  of  its  at- 
itude : — 

The  very  nature  of  the  surround¬ 
ings  in  the  average  stores  makes  for 
the  easy  contamination  of  bulk  milk. 

We  insist  that  milk  handling  sta¬ 
tions  shall  be  kept  free  from  rub¬ 
bish,  and  even  go  so  far  as  to  ad¬ 
vise  that  in  constructing  such  build¬ 
ings  all  unnecessary  ledges  and  dust 
catching  projections  be  avoided. 

In  the  grocery  store,  however,  far 
different  conditions  are  sometimes 
found ;  shelves  filled  with  goods 
which  form  myriad  nooks  and  cor¬ 
ners  for  the  collection  of  dust ;  tubs 
of  rubbish  and  refuse;  kerosene, 
onions,  cabbage  and  other  odorif¬ 
erous  articles;  mice,  roaches,  and 
sometimes  other  vermin  at  large; 
people  passing  in  and  out,  stirring  up 
the  dust  and  tracking  street  filth  into 
the  store;  flies,  numerous  and  busy, 
passing  and  repassing  between  the 
milk  cans  or  dippers  and  nearby 
spittoons  and  garbage  barrels.  And 
in  the  midst  of  all  this,  a  can  of 
milk — sometimes  covered,  sometimes 
not — ladled  and  poured,  dipped  and 
stirred,  and  finally  carried  away  for 
baby’s  breakfast. 

In  most  of  the  smaller  and 
poorer  stores  part  of  the  building 
is  used  for  the  owner’s  residence. 
Sometimes  the  living  room  opens 
directly  into  the  salesroom,  and  the 
danger  from  infection  is  serious 
when  there  is  illness  in  the  family. 

If  there  are  children  they  run  in 
and  out  between  the  house  and  the 
store.  The  chief  milk  inspector  in 
a  city  of  some  size  is  authority  for 
the  statement  that  he  has  seen  a 
....  child  playing  in  a  store  pick  up  a 
handful  of  dirt  from  the  floor,  tod¬ 
dle  to  an  ooen  can  and  empty  the 
filth  into  the  milk. 

Another  serious  factor  in  the  sale 
of  bulk  milk  in  stores  is  the  lack 
of  care  in  cleaning  the  utensils. 
Dippers  and  measures  sometimes  go 
for  days  at  a  time  unwashed,  and 
the  old  milk  left  in  the  seams  and 
crevices  provides  an  ideal  breeding 
place  for  bacteria.  Even  though 
the  utensils  may  be  apparently 
clean,  they  may  not  be  bacteriolog- 
ically  clean.  Ultimate  cleanliness 
cannot  be  secured  except  by  boiling 
S  or  steaming,  and  this  is  seldom  done 
in  the  average  store. 

The  direct  contact  with  dirty  at¬ 
tendants  is  often  another  cause  of 
contamination.  Dirty  hands  are 
smeared  on  the  dipper  or  the  stor¬ 
age  can,  and  in  measuring  out  a 
customer’s  purchase  the  pitcher  or 
other  receptacle  is  carefully  held 
‘  over  the  open  can,  so  that  if  any 
milk  runs  down  over  the  salesman  s 
hands  it  will  not  be  wasted. 

The  Department  says  that  all 
grocers  seem  to  handle  milk  as  an 
accommodation  to  their  customers, 
and  not  for  the  profit  in  it.  The 
lack  of  profit  explains  their  reluc¬ 
tance,  the  Department  says,  to 
spend  much  time  and  money  in 
looking  after  it.  Holt. 


Franklin  Carton  Sugars  Include 
Every  FasHelling  Grade 

The  Franklin  Carton  enables  you  to  make  a  profit  on  all  your  sugar 

sales  because  we  pack  every  fast-selling  grade  of  sugar  in  h, 

Franklin  Granulated,  Franklin  Dessert  and  Table,  Franklin  Cube, 
Franklin  XXXX  Confectioner’s  and  Franklin  Powdered,  thus  making  it 
easy  for  you  to  satisfy  your  customers  by  selling  them  any  kind  of  sugar 
they  wish  in  a  clean  Franklin  Carton. 

The  Franklin  Container 

The  container  in  which  Franklin  Carton  Sugar  is  packed  is  a 

strong  fibre  board  case  that  is  guaranteed  to  carry  its  contents  in  perfect  con¬ 
dition,  but  is  easy  to  open — just  slit  the  top  with  a  pocketknife. 

Capacity  of  Cartons  and  Containers 

Original  containers  of  Franklin  Carton  Sugar  hold  24,  48,  60  or 

120  lbs.— according  to  the  grade— as  follows;— 

FRANKLIN  GRANULATED  SUGAR  is  packed 

2-lb.  or  5-lb.  CARTONS ,  60-lbs.  to  the  CONTAINER.  Same  size  CAR¬ 
TONS  120  lbs.  to  the  CASE. 

DESSERT  AND  TABLE  in  2-lb.  CARTONS ,  48  lbs.  to  the  CONTAINER. 
POWDERED  and  XXXX  CONFECTIONER'S  in  1-lb.  CARTONS  (1 with 
paraffine  paper  lining )  24  lbs.  to  the  CONTAINER. 

CUBE  in  2-lb.  CARTONS ,  48  lbs.  to  the  CONTAINER. 

THE  FRANKLIN  SUGAR  REFINING  COMPANY 

PHILADELPHIA 

« Your  customers  know  FRANKLIN  CARTON  SUGAR  is  CLEAN  SUGAR.” 


WHAT  TO  TELL  CUSTOMERS 

“When  you  buy  FRANKLIN  CARTON  SUGAR  you  can  be  sure 
that  it  is  clean  and  dry.  not  lumpy  and  dirty  ;  we  would  rather 
seli  it  to  you  than  sugar  we  have  to  buy  in  a  barrel,  because  we 
are  sure  it  will  give  you  better  satisfaction. 

/unj 

This  Is  one  of  the  Arms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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The  New  York  Letter 

Attorney-General  After  Retailers  Who  Fail  to  Comply  With  New 
Net  Weight  Law.  Federal  Government’s  New  Plan  of 
Issuing  Judgment  Notices.  Various  Trade  Items  and 
Market  Summary. 


Special  Correspondence  of  “Grocery  World 
and  General  Merchant.” 


New  York,  N.  Y., 

June  26,  1913. 

Retail  grocers  are  much  con¬ 
cerned  as  to  two  opinions  given  out 
by  Attorney-General  Carmody  at 
Albany  this  week  in  reference  to 
the  new  Brooks  law  regarding  con¬ 
tainers  and  net  weights. 

In  the  first  of  these  opinions  he 
says  that  the  law  is  now  in  effect 
and  that  the  retail  dealers  must  at 
once  comply  with  it  or  subject 
themselves  to  the  danger  of  prose¬ 
cution.  He  says  that  they  must 
mark  the  net  weight  measure  or 
numerical  count  on  a  label  or  tag 
which  must  be  attached  to  all  pack¬ 
ages  of  food  sold  from  bulk  by  the 
retailers,  except  vegetables,  as  to 
which  this  provision  of  the  law  does 
not  apply. 

At  the  present  time  the  retailers 
are  not  generally  equipped  to  at¬ 
tend  to  these  details.  They  are  ac¬ 
cordingly  much  interested  in  get¬ 
ting  suitable  forms  of  tags  or  labels 
with  which  to  comply  with  the  law. 
The  law  will  add  a  vast  amount  of 
work  to  the  burden  of  the  retail¬ 
ers,  especially  until  they  get  used 
to  the  new  provisions  and  adapt 
their  business  to  its  requirements. 

Another  opinion  does  away  with 
the  supposed  discrimination  in 
favor  of  food  supplies  shipped  from 
other  States.  One  of  the  com¬ 
plaints  about  the  new  law  was  that 
the  supplies  packed  in  this  State 
would  be  at  a  disadvantage  since 
they  must  be  marked  with  the  net 
weight,  while  it  was  supposed  that 
supplies  shipped  here  from  other 
States  would  not  be  subject  to  the 
provisions  of  the  new  State  law. 

It  was  said  that  this  State  has  no 
power  to  impose  the  regulations  of 
such  a  law  upon  products  coming 
from  other  States,  as  such  a  course 
would  interfere  with  interstate  com¬ 
merce  and  so  would  violate  the 
Federal  Constitution. 

Mr.  Carmody  says  that  this  view 
of  the  matter  is  erroneous.  He 
says  that  this  State  or  any  State  has 
a  clear  right  to  guard  its  citizens 
from  fraud  and  deception.  This  is 
a  part,  he  says,  of  the  police  power 
of  the  State. 


The  regulation  requiring  that  the 
weight  or  measure  be  marked  on 
all  packages  is  entirely  reasonable, 
he  says,  and  is  in  no  way  an  inter¬ 
ference  with  traffic  between  States. 

He  concludes  that  any  person 
selling  food  in  this  State  must  have 
the  containers  marked  in  accord¬ 
ance  with  the  new  law,  whether  the 
supplies  originate  in  this  State  or 
are  brought  here  from  other  States. 

Retailers  are  naturally  looking 
to  the  wholesalers  to  attend  to  the 
marking  of  supplies  that  are  sold  to 
the  public  in  the  original  cans, 
packages  and  other  containers.  As 
to  supplies  sold  by  the  retailers 
from  bulk,  they  evidently  must 
themselves  see  to  the  labels  or  tags. 

The  subject  will  receive  much 
attention  at  early  meetings  of  the 
retailers’  associations. 

★  *  * 

The  Government  has  taken  a 
lesson  from  the  newspapers  as  to 
its  publicity  work  in  announcing 
judgments  in  food  cases  brought 
against  manufacturers  for  viola¬ 
tions  of  the  food  law.  Up  to  this 
time  the  heading  and  introduction 
of  the  notices  of  judgments,  as 
issued  by  the  Department  of  Agri¬ 
culture,  have  not  indicated  whether 
the  manufacturer  or  the  Govern¬ 
ment  had  won  the  case.  It  has 
often  been  necessary  to  read 
through  the  entire  notice  to  find 
just  what  was  the  outcome  of  the 
case.  Many  people  are  careless 
readers  and  look  only  at  the  head¬ 
ings  or  first  few  lines  of  a  notice 
of  that  kind.  They  are  likely  to 
draw  the  inference  from  such 
notices  that  the  manufacturer  had 
been  breaking  the  law,  even  though 
a  careful  reading  of  the  notice 
would  show  that  he  had  won  the 
case  and  was  entirely  free  from 
blame. 

To  many  people  these  notices  all 
looked  alike,  whether  the  manufac¬ 
turer  won  or  lost.  They  saw  the 
names  at  the  top  of  the  notices 
and  concluded  that  all  the  notices 
were  alike  and  that  all  of  the  manu¬ 
facturers’  names  in  such  notices  had 
been  selling  adulterated  food  or 
that  there  was  something  wrong 
with  the  food.  Naturally  this  has 
been  unjust  to  many  manufactur¬ 


ers  who  have  been  falsely  accused 
and  without  doubt  much  harm  has 
been  done. 

It  has  even  been  found  that  sales¬ 
men  have  taken  advantage  of  such 
notices  to  take  trade  away  from  a 
competing  house.  The  salesman 
could  show  the  notice  of  a  judg¬ 
ment  in  an  action  against  a  com 
petitor.  A  mere  glance  at  the 
clipping  was  sometimes  enough  to 
persuade  a  retailer  or  distributor  to 
beware  of  the  product  and  to  place 
an  order  with  the  salesman  for  his 
line. 

So  after  this  the  Government  will 
follow  the  practice  of  the  news¬ 
papers  in  presenting  news  and  will 
give  the  real  nature  of  the  judg¬ 
ment  in  the  heading  and  introduc¬ 
tion,  so  that  even  the  casual  reader 
may  easily  see  whether  it  is  a  judg¬ 
ment  for  or  against  the  manufac¬ 
turers. 

*  *  * 

Officers  and  committees  have 
been  talking  over  plans  for  adding 
attractive  features  of  various  kinds 
to  the  convention  which  the  New 
\'ork  State  Retail  Grocers’  Associ¬ 
ation  will  hold  in  Rochester,  N.  Y., 
August  4th  to  7th.  This  will  be 
the  1 2th  annual  convention  of  the 
association. 

The  problem  of  getting  as  many 
members  as  possible  to  participate 
in  the  discussions  so  as  to  get  a 
general  exchange  of  ideas  has  been 
considered  with  special  care.  In 
the  past  the  usual  plan  has  been  to 
have  papers  read  by  a  number  of 
the  members.  This  is  the  usual 
plan  with  all  kinds  of  associations. 

It  has  brought  out  many  fine  papers 
and  led  to  many  useful  discussions 
at  prior  conventions  of  the  grocers. 

The  drawback  is,  however,  that 
sometimes  such  papers  are  of  a  rou¬ 
tine  character  and  at  the  best  many 
members  who  are  able  to  advance 
good  ideas  for  the  benefit  of  the 
trade  are  not  heard  at  all.  It  has 
accordingly  seemed  desirable  to  get 
as  many  members  as  possible  to 
take  an  active  part  in  the  coming 
programme  instead  of  confining  it 
practically  to  a  few  who  would 
read  papers. 

One  idea  suggested  in  order  to 
bring  out  the  backward  members 
who  do  not  like  to  get  upon  their 
feet  at  meetings  was  to  have  a 
question  box  in  which  such  mem¬ 
bers  may  place  any  propositions 
that  they  desire  to  have  discussed. 
The  trouble  found  with  this  idea 
was  that  when  such  boxes  are  used 
the  very  members  who  propose  the 
questions  do  not  get  up  to  explain 


them,  to  tell  why  they  are  intereste 
in  the  subject,  to  give  their  experii 
ence  or  incidents  that  seem  to  mak< 
the  proposition  important.  So 
many  questions  that  deserve  carefu 
attention  are  likely  to  be  slighter 
with  some  hurried  answer  by  mem¬ 
bers  who  do  not  know  exactly  whai 
the  proposer  of  the  question  had  ir 
mind  in  writing  it  for  the  question 
box. 

The  plan  has  been  adopter! 
therefore,  of  calling  on  the  mem- 
beis,  one  after  another,  so  that 
each  and  every  man  who  attends 
the  convention  will  have  an  oppor¬ 
tunity  to  be  heard  on  any  subject 
that  he  wishes  to  bring  up  and  the 
backward  ones  will  be  induced  to 
say  something  in  this  way.  After 
all  any  man  who  knows  enough  to 
run  a  grocery  store,  it  is  suggested, 
should  have  no  trouble  in  getting 
up  among  his  brothers  in  the  busi¬ 
ness  and  telling  anything  that  he 
thinks  should  prove  of  benefit. 

The  local  associations  are  also 
being  urged  to  suggest  subjects  to 
their  delegates  so  that  the  deliber¬ 
ations  may  be  truly  representative 
of  the  sentiments  of  all  in  the  trade. 

*  *  * 


The  Board  of  Health  of  this  city 
has  formulated  rules  governing  all 
establishments  in  which  eggs  are 
broken  out  for  food  purposes  in 
this  city. 

It  is  provided  that  the  floors  of 
the  rooms  in  which  the  eggs  are 
broken  shall  be  constructed  of 
asphalt,  concrete  or  some  other  non¬ 
absorbent  material  and  shall  be 
properly  graded  to  a  drain  con¬ 
nected  with  a  sewer. 

There  are  other  requirements  of 
a  sanitary  kind.  The  employees 
must  look  to  their  personal  cleanli¬ 
ness.  They  must  wear  wash 
clothes  and  their  suits  must  be  clean 
each  morning. 

Doors  and  windows  must  be 
screened  to  keep  out  flies  and  other 
insects.  Everything  in  the  room 
must  be  washed  up  daily. 

There  must  be  a  cooling  appar¬ 
atus  to  keep  the  eggs  to  a  tempera¬ 
ture  of  45  degrees  or  less-,  and  if 
the  eggs  get  above  that  temperature  • 
they  must  be  destroyed. 

In  breaking  the  eggs,  any  “spots”  > 
that  are  found  or  any  other  eggs 
unfit  for  food  must  at  once  be  de¬ 
natured  and  thrown  into  a  separate 
receptacle  properly  labeled. 

These  are  in  brief  the  regulations  j 
and  now  the  question  is  as  to  how 
well  the  board  will  succeed  in  en¬ 
forcing  them. 
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newspaper  man  has  been  going 
und  ice  cream  stores  and  bake 
ips  in  nearby  towns  with  the  local 
tlth  officers.  The  party  find  that 
its  and  spots”  are  in  common 
:  in  place  of  good  eggs,  and  that 
:ap  and  harmful  glue  is  used  in 
ce  of  vegetable  gums  in  the  ice 
am  places.  They  are  finding 
;  of  preservatives  and  coloring 
terial  in  these  places  and  even 
coring  extracts  containing  wood 
ohol. 

*  *  * 

\  packing  firm  in  Brooklyn  was 
:used  this  week  in  the  Court  of 
ecial  Sessions  of  using  fluorine 
their  asparagus.  The  company 
aded  not  guilty. 

This  company  has  been  advertis- 
r  an  analysis  of  its  products  by 
e  of  the  local  laboratories.  Ac- 
rding  to  this  analysis  the  com- 
ny’s  preserves,  jellies,  jams  and 
natoes  were  found  free  from 
azoic  acid,  salicylic  acid,  sulphites 
d  other  preservatives ;  the  labor- 
>ry  also  certified  that  there  were 
fluorides  in  the  asparagus. 

It  was  stated  in  the  advertising 
it  the  specimens  had  been  bought 
random  in  various  retail  stores, 
it  certificate  of  the  laboratory 
tting  forth  the  results  of  its 
alysis  was  printed  and  copies 
iced  in  a  number  of  retail  stores. 
It  is  now  claimed  that  analyses 
•  other  chemists,  including  those 
the  city,  showed  different  results 
id  the  prosecution  of  the  company 
suited  from  such  analyses. 

The  newspaper  which  has  been 
inducting  a  crusade  here  against 
[liberated  foods  now  calls  upon 
e  chemists  and  chemical  labora- 
ries  to  reform  their  methods  so 
at  they  may  not  get  down  to  the 
vel  of  medical  experts  who  testify 
1  the  side  on  which  they  are  em- 
oyed. 

Summarized  Market  Con¬ 
ditions. 

Movements  in  coffee  options 
ave  not  added  any  activity  to  the 
adc  in  spot  coffee.  The  country 
as  not  abandoned  its  waiting  at- 
tude.  Here  and  there  a  little 
lore  business  is  reported  by  a 
roker,  but  these  instances  are  ex- 
eptional  and  the  trade  as  a  whole 
i  of  a  routine  character.  Prices 
re  steady  both  as  to  Brazils  and 
fild  grades.  Teas  are  quiet  and 
rm  in  sympathy  with  advices  from 
lie  primary  markets.  It  is  said 
liat  the  new  Japans  are  being  read- 
ly  absorbed  without  any  local  ac- 

(Continued  on  page  25.) 


Bouillon  “Herringlets”— Eaten  in  Many  Ways 


BOUILLON  “HERRINGLETS”  are  eaten  as  Salad,  Sandwiches,  with  Cheese,  Fried  in 
Butter  and  in  so  many  other  ways  that  once  you  start  your  customers  buying  them  you  are  sure 
of  steady  sales.  They  are  selected  little  NORWEGIAN  HERRING  packed  in  delicious  BOUIL¬ 
LON.  and  guaranteed,  the  same  as  our  famous  “SKIPPER  SARDINES,”  to  please  your  cus¬ 
tomers  or  we’ll  return  their  money.  Push  their  sale— they  pay  you  a  good  profit. 

Angus  Watson  &  Company,  Sole  Proprietors 

Also  Proprietors  of  “Skipper”  Sardines 


^ PEN  HA 


THE  C.  F.  SAUER  COMPANY 

Richmond,  Va. 

WHAT  TO  TELL  CUSTOMERS 

"Here’s  the  finest  flavoring  extract  made— SAUER' S.  The  flavor,  strength  and 
absolute  PURITY  is  guaranteed  to  the  last  drop." 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


1011  Chestnut  Street,  Philadelphia,  Pa. 


WHAT  TO  TELL  CUSTOMERS 

II  "Let  me  introduce  you  to  a  new  luncheon  delight  BOUILLON  HERRING- 

LETS,'  the  dainty  little  NORWEGIAN  HERRING  in  bouillon,  only  15  cents  a  can. 


This  is  one  of  the  firms  the  sale  of  whose  products, 
helps  organize  the  Pennsylvania  Retail  Merchants 


Experts  Agree  on  Sauer’s  Flavoring  Extracts 

and  that’s  why  they  SELL  best,  because  they  ARE  best.  We’ve  built  up  the  biggest  flavoring 
business  in  the  United  States  on  PURITY  and  QUALITY.  You  are  not  only  sure  to  have  plenty 
of  sales  at  good  profits  if  you  PUSH  SAUER’S  FLAVORING  EXTRACTS,  but  your  customer* 
will  be  pleased,  and  pleased  customers  are  the  ones  who  come  back  to  buy  again  and  again. 

Let  us  tell  you  about  our  Special  Five-Gross  Deal 
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Goods  That  Are  Being  Advertised  to  Your 

Customers 


"Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  Is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 


[The  compilation  which  appears  below  is  the  result  of  more  think¬ 
ing  along  a  line  which  was  given  some  discussion  several  months  ago, 
viz.,  the  advantage  to  the  retailer  of  keeping  posted  as  to  what  prod¬ 
ucts  are  being  advertised  to  his  customers,  so  that  he  may  get  the 
benefit  of  such  advertising,  if  the  product  is  for  other  reasons  a 
desirable  one  to  sell.  The  list  here  presented  includes  practically  every 
leading  magazine  and  periodical,  an  products  that  are  not  advertised 
in  at  least  some  of  them  are  hardly  advertised  in  this  way  at  all, 
although  they  may  be  in  newspapers  or  in  direct  ways,  such  as  sampling' 
demonstrating,  etc.] 


July. 


Collier’s. 

Welch’s  Grape  Juice,  half  page. 
Liquid  Veneer,  four  inches. 
Sunshine  Specialties,  quarter  page. 
Mapleine,  four  inches. 

Old  Dutch  Cleanser,  one  page. 
Campbell’s  Soups,  half  page. 
Eagle  Condensed  Milk,  eighth 
page. 

Nabisco,  quarter  page. 

Shredded  Wheat,  one  page. 
Whittemore’s  Shoe  Polishes,  four 
inches. 

Crisco,  one  page. 

Van  Camp’s  Pork  and  Beans, 
quarter  page. 

Puffed  Wheat  and  Rice,  half 
page. 

Karo  Syrup,  quarter  page. 
Kingsford’s  Cornstarch,  quarter 
page. 

Hawaiian  Pineapple,  quarter  page. 
Three-in-One  Oil,  two  inches. 
Stag  Tobacco,  one  page. 

Everybody’s  Magazine. 

Cream  of  Wheat,  one  page. 
Three-in-One  Oil,  one  page. 

Post  Toasties,  one  page. 
Campbell’s  Soups,  one  page. 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Welch’s  Grape  Juice,  one  page. 
Jap-a-Lac,  four  inches. 

Fairy  Soap,  one  page. 

Reprus,  for  tanned  shoes,  quarter 
page. 

Ivory  Soap  one  page. 

Old  Dutch  Cleanser,  one  page. 

Pictorial  Kevlew. 

Campbell’s  Soups,  half  page. 
Cream  of  Wheat,  one  page. 
Instant  Postum,  quarter  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Post  Toasties,  quarter  page. 
Kellogg’s  Toasted  Corn  Flakes, 
quarter  page. 

Yacht  Club  Salad  Dressing,  four 
inches. 

National  Biscuit  Co.,  half  page. 
Coca  Cola,  one  page. 

Whittemore’s  Shoe  Polishes,  four 
inches. 

Tanglefoot  Fly  Paper,  quarter 

page. 

Atlas  E-Z  Seal  Jar,  quarter  page. 
Karo  Syrup,  quarter  page. 
Kingsford’s  Cornstarch,  quarter 
page. 

Puffed  Wheat  and  Rice,  half  page. 
Crisco,  quarter  page. 

Armour's  Products,  half  page. 

Van  Camp’s  Pork  and  Beans, 
half  page. 

Jell-O,  quarter  page. 

L&di«s’  Home  Journal. 

Tanglefoot  Fly  Paper,  quarter 
page. 

Snider's  Pork  and  Beans,  eight 
inches. 

Atlas  E-Z  Seal  Jars,  quarter  page. 


Hormel’s  Hams  and  Bacon,  four 
inches. 

Puffed  Wheat  and  Rice,  one  page. 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Welch’s  Grape  Juice,  one  page. 
Ivory  Soap,  one  page. 

Campbell’s  Soups,  quarter  page. 
Meadow  Gold  Butter,  quarter 
page. 

Post  Toasties,  quarter  page. 
Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Red  Wing  Grape  Juice,  quarter 
page. 

Crisco,  one  page. 

Eagle  Condensed  Milk,  quarter 
page. 

Sapolio,  quarter  page. 

Beech-Nut  Peanut  Butter,  half 

page. 

Old  Dutch  Cleanser,  quarter  page. 
Burnett’s  Vanilla,  eighth  page. 
Instant  Postum,  quarter  page. 
Armour’s  Products,  half  page. 
Hawaiian  Pineapple,  quarter  page. 
National  Biscuit  Co.’s  Products, 
half  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Whittemore’s  Shoe  Polishes,  four 
inches. 

Van  Camp’s  Pork  and  Beans, 
half  page. 

Jell-O,  quarter  page. 

Underwood  Deviled  Ham,  quarter 
page. 

The  Amerioan  Magazine. 

Fairy  Soap,  one  page. 

Shredded  Wheat,  two-thirds  page. 
Peter’s  Milk  Chocolate,  two-thirds 
page. 

Welch’s  Grape  Juice,  third  page. 
Ivory  Soap,  one  page. 

Grape  Nuts,  one  page. 

Smart  Set 

Post  Toasties,  one  page. 

Nabisco,  one  page. 

Maillard’s  Chocolate,  quarter 

page. 

Grape  Nuts,  one  page. 

St.  Nicholas. 

Sapolio,  one  page. 

Campbell’s  Soups,  one  page. 

Jell-O,  one  page. 

Three-in-One  Oil,  quarter  page. 
Fairy  Soap,  one  page. 

Maillard’s  Chocolates,  quarter 

page. 

Eagle  Brand  Condensed  Milk, 
half  page. 

Ivory  Soap,  one  page. 

Peter’s  Milk  Chocolate,  one  page. 
Grape  Nuts,  one  page. 

McClure*.. 

Ivory  Soap,  one  page. 

Bon  Ami,  one  page. 

Post  Toasties,  one  page. 

Grape  Nuts,  one  page. 

Nabisco,  one  page. 

Fairy  Soap,  one  page. 

Jap-a-Lac,  four  inches. 


Cream  of  Wheat,  one  page. 
Shredded  Wheat,  one  page. 

Delineator. 

Coca  Cola,  one  page. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Crisco,  quarter  page. 

Kingsford’s  Cornstarch  and  Karo, 
half  page. 

Van  Camp’s  Pork  and  Beans, 
half  page. 

Eagle  Brand  Condensed  Milk, 
quarter  page. 

Post  Toasties,  quarter  page. 
Instant  Postum,  quarter  page. 
Puffed  Wheat  and  Rice,  half  page. 
National  Biscuit  Co.’s  Products, 
half  page. 

Snider’s  Pork  and  Beans,  eight 
inches. 

Yacht  Club  Salad  Dressing,  two 
inches. 

Sapolio,  quarter  page. 

Tanglefoot  Fly  Paper,  quarter 
page. 

Mapleine,  four  inches. 

Jell-O,  quarter  page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Grape  Nuts,  one  page. 

The  Woman’*  Magazine. 

Coca  Cola,  one  page. 

Ivory  Soap,  one  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Crisco,  quarter  page. 

Instant  Postum,  quarter  page. 
Eagle  Brand  Condensed  Milk, 
quarter  page. 

Post  Toasties,  quarter  page. 
National  Biscuit  Co.’s  Products, 
quarter  page. 

Karo  and  Kingsford’s  Cornstarch, 
half  page. 

Van  Camp’s  Pork  and  Beans, 
half  page. 

Puffed  W’heat  and  Rice,  half  page. 
Mapleine,  four  inches. 

Tanglefoot  Fly  Paper,  quarter 
page. 

Snider’s  Pork  and  Beans,  eight 
inches. 

Sapolio,  quarter  page. 

Jell-O,  quarter  page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Grape  Nuts. 

Detigaer. 

Coca  Cola,  one  page. 

Ivory  Soap,  one  page. 

Eagle  Brand  Condensed  Milk, 
quarter  page. 

Crisco,  quarter  page. 

Procter  &  Gamble’s  White  Naph¬ 
tha  Soap,  quarter  page. 

Instant  Postum,  quarter  page. 

Post  Toasties,  one  page. 

National  Biscuit  Co.’s  Products, 
half  page. 

Puffed  Wheat  and  Rice,  half  page. 
Van  Camp’s  Pork  and  Beans, 
half  page. 

Karo  and  Kingsford’s  Cornstarch, 
half  page. 

Snider’s  Pork  and  Beans,  eight 
inches. 

Sapolio,  quarter  page. 

Tanglefoot  Fly  Paper,  quarter 
page. 

Jell-O,  quarter  page. 

Mapleine,  four  inches. 

Kellogg's  Toasted  Corn  Flakes, 
one  page. 

Grape  Nuts,  one  page. 

Ladies’  World. 

Bon  Ami,  quarter  page. 

Welch’s  Grape  Juice,  quarter 
page. 

Ivory  Soap,  one  page. 

Campbell’s  Soups,  quarter  page. 
Post  Toasties,  quarter  page. 

Jell-O,  quarter  page. 

Mapleine,  four  inches. 

Snider’s  Catsup,  eight  inches. 

Coca  Cola,  one  page. 

Atlas  E-Z  Seal  Jars,  eighth  page. 
National  Biscuit  Co.’s  Products, 
half  page. 

Instant  Postum,  quarter  page. 


Armour  &  Co.’s  Products,  half 

page. 

Eagle  Brand  Condensed  Milk,; 
quarter  page. 

Burnett’s  Vanilla,  eighth  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Sapolio,  quarter  page. 

Gold  Dust  Washing  Powder, 
eighth  page. 

Tanglefoot  Fly  Paper,  quarter 
page. 

Puffed  Wheat  and  Rice,  half  page. 
Fairy  Soap,  quarter  page. 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

McCall’s  Magazine. 

Puffed  Wheat  and  Rice,  two- 
thirds  page. 

Van  Camp’s  Pork  and  Beans,  two- 
thirds  page. 

Ivory  Soap,  one  page. 

Campbell’s  Tomato  Soup,  third 
page. 

Instant  Postum,  thir  1  page. 

Jell-O,  half  page. 

Crisco,  half  page. 

Sapolio,  third  page. 

Atlas  E-Z  Seal  Jars,  third  page. 
Towle’s  Log  Cabin  Syrup,  sixth 
page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Mapleine,  four  inches. 

Yacht  Club  Salad  Dressing,  three 
inches. 

Three-in-One  Oil,  one  inch. 

Coca  Cola,  one  page. 

Grape  Nuts,  one  page. 

The  Ontlaak. 

Coca  Cola,  one  page. 

Bon  Ami,  one  page. 

Valspar  Varnish,  one  page. 

Van  Camp’s  Pork  and  Beans,  one 
page._ 

Crystal  Domino  Sugar,  quarter 
page. 

Wheatena,  one  page. 

Maillard’s  Cocoa,  quarter  page. 

Leslie’s  Weekly. 

Puffed  Wheat  and  Rice,  one  page. 
Crystal  Domino  Sugar,  four 
inches. 

Gold  Medal  Flour,  one  page. 
Nabisco,  quarter  page. 

Karo  Syrup,  quarter  page. 
Kingsford’s  Cornstarch,  quarter 
page. 

Eagle  Brand  Condensed  Milk, 
eighth  page. 

Instant  Postum,  quarter  page. 

Post  Toasties,  quarter  page. 

Swift’s  Hams  and  Bacon,  quar¬ 
ter  page. 

The  Century  Magazine. 

Shredded  Wheat,  one  page. 
Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Murphy  Varnish,  two  inches. 

White  House  Coffee,  half  page. 
Nabisco,  one  page. 

Swift’s  Premium  Ham  and  Ba¬ 
con,  one  page. 

Ivory  Soap,  one  page. 

Libby’s  Products,  one  page. 

Grape  Nuts,  one  page. 

Harper’s  Magazine. 

Post  Toasties,  one  page. 

Kellogg's  Toasted  Corn  Flakes, 
one  page. 

White  House  Coffee,  half  page. 

Ivory  Soap,  one  page. 

Baker’s  Cocoa,  quarter  page. 

Instant  Postum,  quarter  page. 

Scribner’*  Magazine. 

Swift’s  Premium  Liams  and  Ba¬ 
con.  one  page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 

Nabisco,  one  page. 

Jel-O,  one  page. 

Ivory  Soap,  one  page. 

Instant  Postum,  quarter  page. 
Baker's  Cocoa,  quarter  page. 

Royal  Baking  Powder,  quarter 
page. 

Saturday  Evening  Post. 

Stag  Tobacco,  half  page. 

Fairy  Soap,  one  page. 

Ivory  Soap,  one  page. 
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Beech-Nut  Peanut  Butter,  half 

Welch's  Grape  Juice,  half  page. 
Puffed  Wheat  and  Rice,  half  page. 
Whittemore’s  Shoe  Polishes,  four 

1  Van  Camp’s  Pork  and  Beans,  half 

>3gC. 

Underwood  Deviled  Ilam,  quar- 
er  page. 

Campbell’s  Soups,  half  page. 
Armour’s  Products,  one  page. 

Lea  &  Perrin’s  Sauce,  four  inches. 
Valspar  Varnish,  quarter  page. 
Vitralite,  quarter  page. 

Le  Page’s  Glue,  Oil,  Ink,  etc.,  one 
>age. 

Grape  Nuts,  one  page. 
Sherwin-Williams  Paints  and 
garnishes,  quarter  page. 

Hawaiian  Pineapple,  quarter  page. 
Armour’s  Grape  Juice,  one  page. 
Two-in-One  White  Cake  Dress- 
ng,  quarter  page. 

Sunshine  Specialties,  quarter 

sage.  . 

Jap-a-Lac,  four  inches. 

Old  Dutch  Cleanser,  one  page. 
Hires’  Root  Beer,  half  page. 
Meadow  Gold  Butter,  quarter 
page. 

Instant  Postum,  quarter  page. 
Barrington  Hall  Coffee,  quarter 
page. 

Knox  Gelatine,  quarter  page. 
Cream  of  Wheat,  one  page. 
Cresco,  one  page. 

Post  Toasties,  quarter  page. 

Bull  Durham,  one  page. 

Kellogg’s  Toasted  Corn  Flakes, 
one  page. 


A* 


“I  WANT  YOU 
TO  SELL 


THIS  SOUP 


II  Investigate  What  Happens  to 
Farm  Produce  After  It  Leaves 
the  Producer. 

t  is  announced  that  the  Depart 
nt  of  Agriculture,  through  its 
ice  of  Markets,  will  shortly  be 
i  a  thorough  study  of  what  hap- 
is  to  produce  from  the  time  it 
ves  the  producer  until  it  reaches 
:  consumer.  A  specialist  on 
.rketing  perishable  produce  will 
restigate  prices  received  by  pro- 
cers,  cost  of  transportation  and 
irage,  change  of  ownership,  ac- 
mulated  charges,  profits  and 
ler  elements.  This  specialist  will 
m  study  conditions  in  various 
:tions  to  determine  the  feasibility 
a  market  news  service  dealing 
ith  perishable  products,  and  also 
e  best  method  of  making  statis- 
:s  of  supply  and  demand  useful 
the  farmer  or  truck  gardener 
ther  specialists  will  give  attention 
studying  co-operative  organiza 
ans  of  producers  and  consumers, 
eluding  co-operative  marketing 
ssociations  of  farmers  and  buyers, 
)-operative  stores,  etc.  They  will 
lake  intensive  studies  of  typical 
immunities  dealing  with  special 
roducts,  and  will  assist  in  the  for- 
lation  of  new  co-operative  enter- 
rises.  An  expert  in  co-operative 
ccounting  will  assist  such  organ- 
nations  to  keep  their  books  and 
ecords  effectively,  establish  cost 
ystems,  and  follow  up  methods  of 
landling  goods  en  route  and  on 


: 


SCOTCH  BROTH 

Y  PREPARED  8<  p 

lHEfi?ANCO-AMERICANf°ot) 
v  JE«Evciiy.»J  J 

TO  AIT  OF 


Tell  Your  Clerks  to  Tell  Your  Customers  That 

READYMAID  SOUPS 

(Concentrated) 

Have  a  fresh,  natural  taste,  no  “extract”  flavor, 

Are  made  of  absolutely  clean,  pure  ingredients, 

Contain  no  artificial  color  or  preservative, 

Are  made  in  the  “Visitors  Always  Welcome”  Factory, 

Are  put  up  in  sanitary  cans,  no  solder,  no  acid, 

Are  guaranteed  by  the  Franco-American  Food  Co. 

Do  This  Because 

READYMAID  SOUPS 

(Concentrated) 

will  please  your  customers  more,  and  pay  you  better  profit,  than  any  other 
concentrated  soups.  By  pushing  their  sale  you  will  increase  your  soup  trade  aud 
make  more  money;  you  can  buy  Readymaid  Soups  at  less  per  dozen.  We  are 
giving  you  an  extra  profit  to  secure  your  co-operation  instead  of  spending 
thousands  of  dollars  in  magazine  and  street  car  advertising  and  making  you  pay 
a  high  price.  We  believe  a  good  word  from  you  is  the  best  advertisement  we 
could  get.  Are  we  right?  Will  you  recommend  Readymaid  Soups  and  get 
that  extra  profit? 

The  Franco=American  Food  Company 

JERSEY  CITY,  N.  J. 


WHAT  TO  TELL  CUSTOMERS 

‘‘We’d  like  you  to  try  this  new  concentrated  soup,  made 
and  guaranteed  by  the  Franco-American  Food  Co.  You’ll  find 
it  the  finest  you  ever  tasted.” 


\rp\  fejPl.JJ  TCf)  )^f,J 


This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO 
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The  tea  market  shows  no  change 
for  the  week.  The  demand  for  new 
Japans  still  continues,  and  the  mar¬ 
ket  is  steady  to  firm.  Old  teas  are 
weak  and  listless.  The  unsold  sur¬ 
plus  is  not  inordinately  large,  but 
it  is  still  large  enough  to  make  the 
market  heavy,  now  that  new  teas 
art  available.  Old  teas  are  being 
pressed  for  sale  at  material  declines 
from  former  prices. 


Coffee. 

The  coffee  market  shows  no  ma¬ 
terial  change  from  a  week  ago. 
Perhaps  the  feeling  is  slightly 
harder,  but  there  is  no  very  ma¬ 
te!  ial  hardening.  The  markets  in 
this  country  are  now  about  the  low¬ 
est  of  the  world.  Brazil,  the  pri 
mary  source  of  supply,  is  about 
cent  higher  than  this  country.  All 
grades  of  Rio  and  Santos,  except¬ 
ing  a  few  of  the  higher  grades 
which  are  relatively  scarcer  and 
firmer  than  the  general  assortment, 
are  weak  and  depressed.  The 
consumptive  demand  is  fair.  Milds 
are  also  soft  and  in  buyers’  favors, 
barring  a  few  grades,  like  Mexicans, 
which  are  scarce  and  firm.  Java 
and  Mocha  are  steady  and  firm  but 
quiet. 

Sugar. 

Raw  sugar  has  advanced  a  trifle 
during  the  week,  but  not  enough 
to  justify  the  advance  of  io  points 
in  refined  which  all  refiners  joined 
in  making.  Arbuckle  Bros,  are 
now  quoting  4.30  cents  and  all 
other  refiners  4.40  cents  for  granu 
lated.  Practically  the  only  reason 
for  the  advance  is  the  fact,  pre¬ 
viously  stated,  that  the  refiners 
were  making  no  money  at  the  old 
price.  The  consumptive  demand 
for  sugar  is  fair. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for  the 
week.  Compound  syrup  and  sugar 
syrup  are  unchanged  and  dull. 
Molasses  is  also  unchanged  and  in 
light  demand. 


I  Cod,  hake  am,  haddock  are  un¬ 
changed  and  in  light  request.  Sar¬ 
dines,  both  domestic  and  imported, 
[are  unchanged  and  in  fair  demand. 
Salmon  is  wanted  to  some  extent, 
and  a  considerable  movement  in 
[spot  goods  is  reported,  but  at  low 
|  prices. 

Canned  Goods. 

There  is  a  slight  hardening  in  the 
tomato  market,  and  some  packers 
are  asking  2j4  cents  more  for  fu¬ 
tures.  Others  will  still  sell  at  the 
old  price,  however,  for  there  have 
been  rains  in  the  growing  sections, 
and  the  crop  looks  better.  Spot 
tomatoes  are  practically  unchanged 
from  a  week  ago.  Corn  is  un¬ 
changed  and  quiet,  but  for  very- 
cheap  grades  there  is  a  fair  demand 
at  firmer  prices.  Future  corn  is 
unchanged.  Spot  and  future  peas 
are  unchanged  and  quiet.  Apples 
are  active  at  steady  to  firm  prices. 
California  canned  goods  on  spot 
show  no  change  and  quiet  demand. 
Practically  all  packers  have  now 
named  prices  on  the  new  pack,  all 
quoting  higher  than  last  year  for 
peaches  and  apricots  and  lower  than 
last  year  for  cherries.  Small  East¬ 
ern  staple  canned  goods  are  un¬ 
changed  and  dull. 

Dried  Fruits. 

Prunes  are  unchanged  and  in 
fair  request,  especially  the  large 
sizes,  which  are  still  relatively  high 
and  firm.  Peaches  and  apricots  are 
in  fair  demand  at  steady  prices. 
Raisins  unchanged  and  dull.  Cur¬ 
rants  in  seasonable  light  demand 
at  unchanged  prices. 


above  a  year  ago,  but  stocks  in 
storage  arc  still  larger  than  last 
year  and  the  future  of  the  market 
depends  on  the  demand  for  specu 
lation. 


Beans  and  Peas. 

Pea  beans  to  come  forward  can 
be  bought  at  $2.35  in  a  large  way, 
but  on  spot  the  market  is  $2.50  in 
a  large  way,  owing  to  local  scarcity. 
Marrows  are  active  at  the  un¬ 
changed  high  prices.  California 
limas  are  quiet  at  ruling  figures. 
Green  and  Scotch  peas  are  un¬ 
changed  and  dull. 


Fish. 

Mackerel  shows  some  slight  im¬ 
provement,  and  an  advance  in  Nor 
way  2s  is  predicted.  The  market 
for  most  grades  is  still  inclined  to 
be  dull,  but  there  is  undoubtedly 
some  improvement  in  the  demand. 


Butter. 

The  receipts  of  butter  are  lib¬ 
eral,  and  their  quality  is  about  the 
best  of  the  year.  Considerable 
butter  is  being  put  into  storage  and 
the  market  is  steady  at  an  advance 
of  1  cent  from  a  week  ago.  The 
I  market  still  rules  about  5  per  cent. 


Eggs. 

The  receipts  of  eggs  are  falling 
off  to  some  extent,  and  the  quality 
is  poor  owing  to  the  warm  weather. 
Some  lots  of  eggs  are  still  going 
into  cold  storage,  and  the  market 
is  steady  and  unchanged. 

Cheese. 

The  cheese  market  is  firm  and 
unchanged,  with  increased  con¬ 
sumptive  and  speculative  demand. 
1  he  quality  of  the  present  receipts 
is  very  fancy,  and  everything  meets 
with  ready  sale  on  the  present 
basis. 

Provisions. 

Everything  in  the  smoked  meat 
line  is  firm  and  unchanged.  Com 
pound  lard  is  scarce  and  y2  cent 
higher.  The  demand  is  active,  and 
if  there  is  any  change  it  will  prob¬ 
ably  be  an  advance.  The  same  ap 
plies  to  pure  lard,  which  is  firm 
and  unchanged.  Dried  beef  is 
scarce  and  firm  at  1  cent  advance. 
Barrel  pork  scarce,  firm  and  un¬ 
changed.  Canned  meats  in  better 
demand  at  unchanged  prices. 


INDIVIDUAL  MARKET  REPORTS 

Standard  Canned  Goods. 

No.  1 

Unfavorable  weather  conditions 
prevailed  again  last  week  through¬ 
out  this  section,  and  the  tomato 
growers  are  becoming  uneasy  over 
the  poor  prospects  for  the  coming 
crop.  Two  weeks  ago  we  had  frost 
and  ice  and  last  week  the  tempera¬ 
ture  was  as  high  as  98  degrees. 
The  young  tomato  plants  set  out 
recently  are  receiving  a  baptism  of 
fire  from  Old  Sol,  and  the*  ground 
is  so  dry  that  it  is  next  to  useless 
to  set  out  more  plants  until  there 
is  some  rain,  the  lack  of  which  is 
badly  felt.  Because  of  these  dis¬ 
appointing  conditions  the  buying 
movement  in  “futures,”  which  be¬ 
gan  two  or  three  weeks  ago,  con 
tinned  last  week  and  increased  in 
volume,  with  strong  indications  of 
an  active,  if  not  a  higher,  market 
ahead. 

Spot  tomatoes  were  active  and 
stronger  and  at  the  close  the  mar¬ 
ket  showed  signs  of  stiffening  up  in 
prices  in  all  sections.  When  the 
official  statistics  of  the  pack  of  1912 


were  published  last  fall,  showing  an 
output  of  over  14,000,000  cases, 
against  an  average  annual  output 
in  the  three  preceding  years  of, 
say,  10,500,000  cases,  nearly  every¬ 
one  anticipated  a  big  break  in  the 
prices  of  spot  tomatoes,  in  the  be¬ 
lief  that  the  annual  consumption 
was  between  10,000,000  and  1 1  ,- 
000,000  cases,  but  the  maximum 
decline  during  the  following  six 
months  was  only  -oyYi  dozen, 
nearly  all  of  which  has  been  recov¬ 
ered  during  the  last  four  weeks, 
with  a  stronger  feeling  in  the  mar¬ 
ket  at  this  writing.  Does  the  ad¬ 
vance  in  the  prices  mean  that  the 
consumption  is  really  closer  to  the 
output  of  1912  and  that  a  minimum 
annual  output  of  14.000,000  cases 
will  be  required  hereafter  to  meet 
the  increasing  demand  ?  Everyone 
knows  that  there  has  been  no  spec¬ 
ulative  buying  of  spot  tomatoes: 
the  character  of  the  buying  since 
last  fall  proves  it.  The  month  of 
June  is  always  considered  to  be 
the  time  for  the  canners  to  unload 
spot  tomatoes  at  some  concessions, 
rather  than  carry  them  into  the 
next  season,  but  this  June  appears 
to  be  the  exception.  There  is  food 
for  thought. 

This  week  will  end  the  pea  can¬ 
ning  season  here  with  the  lightest 
output  in  many  years,  and  the  high¬ 
est  cost  to  pack  them.  Some  of 
lie  largest  packers  of  peas  did  not 
pack  a  can  of  them.  The  new 
crops  of  string  beans  and  wax 
beans  are  now  due,  and  they  are 
reported  to  be  short  also.  Spinach 
is  quite  strong.  Sweet  potatoes 
have  nearly  recovered  their  loss 
during  the  winter  and  are  very 
strong  now.  Low  priced  corn  is 
finding  more  friends.  Kraut  has 
advanced  in  the  last  two  weeks. 
Lima  beans  are  awakening  and 
baked  beans  are  a  little  bit  more 
active. 

Strawberries  are  over  and  the 
output  is  the  lightest  in  years.  The 
crops  of  white  and  red  cherries 
were  very  small.  Gooseberries  are 
now  arriving  and  the  crop  is  ex¬ 
cellent.  Raspberries,  blackberries, 
blueberries,  are  all  due,  but  none 
packed  yet.  Pineapples  are  over, 
with  a  small  pack.  No  canner  will 
make  fair  prices  on  future  peaches, 
afraid  of  a  short  crop.  Spot 
peaches  fairly  active  at  higher 
prices.  Canners  feel  discouraged 
because  of  small  crops  of  fruits. 
Pears  and  apples  are  reported  to  be 
short  crop,  but  they  are  not  due 
for  some  months  yet.  Meantime 
cheap  pears  are  being  picked  up. 

It  is  estimated  that  the  pack  of  all 
fruits  and  vegetables  up  to  this 
date  does  not  exceed  40  per  cent, 
of  the  output  of  the  same  articles 
up  to  the  same  date  in  1912. 
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Cove  oysters  are  strong,  though 
;s  active.  Herring  roe  will  be  a 
arce  article  this  summer  and  next 
inter. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

No.  2 

The  spot  tomato  market  is  daily 
lining  in  strength.  For  desirable 
aods,  80  cents  is  “past  history  ’ ; 

2 14  cents  is  now  the  order  of  the 
iy,  and  for  buyer's  label,  85  cents 
generally  asked ;  in  fact,  it  is 
ifficult  to  locate  any  unlabeled 
ocds  of  desirable  quality.  Mer 
Slants  are  beginning  to  realize 
lat  goods  that  will  meet  the  re- 
uirements  of  careful  buyers  are 
ifficult  to  obtain  and  with  this 
ealization  has  come  the  advance  in 
hie  market,  and  as  first  impressions 
re  strengthened  by  experience, 
he  market  has  advanced  and  is  ad¬ 
ducing. 

In  future  tomatoes  packers  are 
nuch  alarmed  over  the  situation 
ome  have  withdrawn  _  from  the 
narket  altogether,  awaiting  further 
levelopments.  Practically  all  the 
$o-cent  business  of  desirable  char 
icter  has  been  booked  and  now 
nost  reliable  packers  are  unwilling 
o  accept  business  under  82^2  cents 
md  are  not  anxious  for  it  at  that. 
Mo  matter  what  may  be  conditions 
from  this  time  on,  the  season  wi" 
evidently  be  late  and  plants  set 
Dut  at  such  a  late  season  seldom,  if 
ever,  produce  a  normal  yield. 
Should  the  present  dry  weather 
continue  for  another  two  weeks 
the  acreage  will  be  very  materially 
curtailed.  Some  have  not  as  yet 
set  any  plants  and  many  have  not 
set  more  than  from  one-fourth  to 
one-third. 

Old  reliable  tomato  growers  say 
they  never  count  on  a  full  crop  if 
the  plants  are  not  set  and  all  re¬ 
planting  over  by  the  10th  of  June. 
We  do  not  believe  that  10  per  cent, 
of  the  crop  was  planted  on  June 
10,  1913,  and  we  do  not  think  over 
50  per  cent,  of  the  plants  are  set 
to-day.  If  refreshing  showers  and 
seasonable  weather  should  immedi¬ 
ately  return  and  be  followed  by 
normal  crop  conditions  the  balance 
of  the  season  a  shortage  may  be 
averted. 

The  situation  bears  careful 
watching.  If  conditions  change, 
everything  may  be  all  right  and  we 
may  have  a  normal  pack;  if  pres¬ 
ent  conditions  continue,  you  will  be 
very  sorry  that  you  have  not  sup¬ 
plied  your  needs  at  present  prices. 
It’s  a  gamble. 

There  is  little  new  to  report  in 
either  spot  or  future  corn.  The 
market  remains  unchanged  except 
that  there  is  a  continued  stronger 
tone  to  the  spot  market  and  it  is 
more  difficult  to  locate  desirable 
lots  except  at  advanced  prices.  The 
50-cent  delivered  article  is  now 
much  more  difficult  to  locate  and 
few  are  willing  to  accept  less  than 
55  cents  f.  o.  b.  factory  for  stand¬ 
ard  grades,  with  extra  and  fancy 
grades  still  continuing  scarce  and 


THE  RECIPE  FOR  COOKING 

Freihofer’s  Egg  Elbow  Macaroni 

is  on  the  side  of  the  carton.  Show  it  to  your  customers.  It  is  a  good  recipe,  so  good 
that  anyone  that  follows  it  will  be  pleased  with  the  delicious  flavor  and  delicate  tender 
ness  of^FREIHOFER’S  EGG  ELBOW  MACARONI  and  become  a  steady  customer 
This  is  the  right  way  to  get  customers  interested  and  start  the  sales,  and  you  wan 
sales  because  they  pay  you  good  profits. 

ofaei/icjefr  Baking  Company, 

W'HAT  to  tell  customers 

“Try  FREIHOFER’S  EGG  ELBOW  MACARONI,  cooking  it  according  to  the 
recipe  on  the  carton  and  I  know  you’ll  want  more  of  it. 

This  Is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  PennsylYanla  Retail  Merchants 


A  Renovator 

-  ’OR  _ 

Shoes 


t&y 


fOR  ALL 
tAN  SHOES 


WATCH  THE  SHOES  THIS  SEASON 
THEY’RE  ALL  WHITE  AND  TAN 


,ASsa«onco 
a 


This  is  a  big  year  for  white  and  tan  shoes  and  a  big  year,  too,  for  the  dealer  who  is  pushing 
Mason’s  Shoe  Dressings.  Mason’s  White  Dressing  makes  white  shoes  real  white  ; 
Mason's  Tan  Combination  keeps  tan  shoes  looking  like  new.  Both  these  dressings  sell  rap  y 
and  pay  you  75%  profit.  Keep  them  well  displayed  on  yonr  counter.  Everybody  who  comes 

into  your  store  needs  them. 

NOTICE:  Look  out  for  shoe  dressings  said  to  be  “as  good  as  Mason’s  they’ll  stick  on 
your  shelf.  MASON’S  are  the  busy  sellers  that  give  you  steady  sales  at  good  profits. 

JAS.  S.  MASON  COMPANY 

138-140  North  Front  Street  PHILADELPHIA 

WHAT  TO  TELL  CUSTOMERS 

«  MASON’S  WHITE  DRESSING  is  the  only  dressing  that  will  make  white 
shoes  REAL  WHITE.  Try  it.” 


This  Is  one  of  the  firms  the  sale>  of  whose  products 
helps  organize  the  Pennsylvania*  Retail  Merchants 
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d'hof  BopoEN'sGOHOC^&ji 


'<b.|  prol«lio"*4* 

'"Mtrlhtiigp.lur* 


i£>^sconcensed  H|Ll 
s^new  yormuAss 


u p sweetened 
sterilized 

mmrn&m 


commanding  good  prices  when  ch 
manded. 

The  cold  weather  has  greatly  r> 
tarded  the  growth  of  the  early  coij 
and  the  natural  result  will  be  j 
bring  the  different  plantings  aj 
together,  which  will  make  the  be' 
ter  grades  more  difficult  to  obtai 

The  future  of  the  corn  situatic 
lies  before  us  and  depends  alrno 
entirely  on  crop  conditions  ar 
the  amount  of  curtailment  resorte 
to  by  packers.  If  all  will  pull  tc 
gether  and  none  try  to  break 
trace,  the  corn  situation  and  tl 
market  may  round  to.  If  not,  tl 
grunts  will  continue. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Rice. 

Demand  for  the  week  has  bee 
far  in  excess  of  expectations,  base 
on  the  past  few  weeks,  as  the  trac 
have  suddenly  awakened  to  tl 
realization  that  the  supply  of  Hoi 
duras,  both  medium  and  fancies,  « 
practically  exhausted  in  the  Soutl 
with  local  stocks  very  low,  an 
present  prices  show  sharp  advanc 
over  preceding  asking  price 
Some  mills  absolutely  refuse  t 
ship  Honduras  at  any  price,  excep 
in  conjunction  with  screenings  c 
Japans.  This  condition  is  develop 
mg  a  tendency  towards  Japans,  £ 
they  are  without  question  the  be; 
value  to-day,  and  while  they  are  i 
fairly  plentiful  supply,  the  scarcit 
of  Honduras  keeps  prices  firn 
with  a  decidedly  upward  outlook. 

Advices  from  the  South,  alon 
the  Atlantic  Coast,  note  slightly  ir 
creased  demand,  especially  fc 
screenings  and  lower  grades  cl 
Honduras,  with  the  general  marke 
dull.  At  New  Orleans  more  atter 
tion  is  given  Honduras  on  accoui 
of  exhaustion  of  that  grade,  an 
prices  show  marked  advance,  wit 
Japans  firm. 

In  the  interior — Southwest  Lou 
isiana,  Texas  and  Arkansas — re 
ports  show  very  few  offerings  o 
hand,  iwith  mills  absolutely  inde 
pendent.  The  reports  from  th 
growing  crop  continue  of  a  trios! 
encouraging  character,  the  weathe 
conditions  having  been  extreme! 
good,  and  the  indications  poin 
toward  a  large  yield. 

Cables  and  correspondence  fror 
abroad  note  rough  rice  marke 
continues  dull  with  lower  prices 
spot  cleaned  inactive;  “forwan 
Burma”  dull. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Evaporated  Apples,  Etc. 

Prices  rule  firm  locally  on  botl 
spot  and  future  evaporated  apples 
Local  traders  have  a  great  deal  o 
faith  in  the  future  of  the  marke 
and  on  this  account  are  more  in 
dined  to  raise  their  asking  price 
than  they  are  to  shade  them. 

Spot  prime  is  quotable  at  5J4  t( 

6  cents.  Choice  6j4  to  6^4,  ant 
fancy  up  to  8  cents,  all  f.  o.  b.  ii 
50-pound  boxes.  New  crop  prim* 


The  reputation  of  Borden’s  Milks,  and  the  word  of  mouth  recommendation  from  housewife 
to  housewife,  is  backed  up  by  our  advertising  in  newspapers,  magazines,  billboards  and  street  cars. 
Borden’s  Eagle  Brand  Condensed  Milk  is  the  safest  and  best  food  for  infants.  We  keep  adver¬ 
tising  this  fact  so  that  every  baby  born  that  is  compelled  for  any  reason  to  be  fed  artificially,  the 
mother  will  find  in  Eagle  Brand  Condensed  Milk  an  ideal  and  satisfying  substitute  for  her  breast 
milk.  Borden’s  Peerless  Brand  Evaporated  Milk  is  the  leading  brand  for  cooking  purposes, 
and  its  quality  and  purity,  together  with  our  advertising,  is  steadily  winning  for  it  more  and  more 
satisfied  customers. 

It  Will  Pay  You  to 

Keep  Borden’s  Brands  Prominently  Displayed 

The  sale  of  Borden’s  Brands  is  lively  at  all  times,  making  a  steady  stream  of  profit  flowing 
into  your  cash  register.  You  should  take  advantage  of  their  prestige  and  established  popularity  to 
secure  all  the  sales  you  can.  Remember  also  that  every  can  is  guaranteed  to  your  customer,  and 
all  Borden’s  Brands,  whether  sweetened  or  unsweetened,  are  made  from  the  highest  grade  raw 
material,  by  the  most  modern  method  of  manufacture,  and  guaranteed  absolutely  pure. 


Borden’s  Condensed  Milk  Company 

"LEADERS  OF  QUALITY " 

Established  1857  NEW  YORK 


ADVERTISED 


WHAT  TO  TELL  CUSTOMERS 

“  When  you  buy  Borden’s  Brands  you  get  a  finished  product 
that  is  safe  and  uniform,  which  has  been  made  in  surroundings 
and  by  methods  that  are  the  most  perfect  types  of  cleanliness 
and  sanitary  handling.” 


This  is  one  of  the  ifirms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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fall  shipment  is  quotable  at  6/8 
>14,  choice  6%  and  fancy  8  to 
all  f.  o.  b.  in  50-pound  boxes, 
pot  raspberries  are  meeting 
1  a  very  good  demand  at  17 
yi/2  f.  o.  b.  in  barrels,  with  new 
)  goods  for  August- September 
mient  quotable  at  18  cents  same 
ns. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

mported  Sardines. — The  fishing 
i  failure  in  Norway.  We  have 
h  letters  and  cables  from  our 
;nds  in  Norway  stating  that 
re  is  no  fishing  and  they  can 
;  fill  their  contracts.  We  cer 
nly  hope  that  conditions  will  im- 
we,  as  there  is  quite  a  scarcity 
Norwegian  smoked  sardines, 
d  this  scarcity  will  soon  be  felt 
the  trade  in  general. 

Portuguese  Sardines.. — Some  are 
ing  packed  now,  but  mostly  large 

h.  . 

As  to  the  French  fishing,  there 

absolutely  no  news. 

Holland  Herring.— T  here  is 
actically  no  demand  whatsoever, 
lere  have  been  some  arrivals  o  r 
atjes  herring,  but  they  have  not 
imulated  the  market  in  any  way. 
We  expect  within  the  next  week 
•  two  some  new  large  full  Scotch 
;rring. 

Russian  caviar  is  advancing  very 
iich  in  price  owing  to  the  scarc¬ 
er  abroad  and  further  advances 
re  looked  for  very  shortly. 

Tunno  Fish. — Reports  from  Italy 
;ate  that  fishing  continues  very 
oor ;  in  fact,  our  people  there  write 
s  that  for  the  past  several  days 
ley  have  had  no  catch  at  all,  but 
lere  seems  to  be  a  little  improve¬ 
ment  in  the  catch  and  they  are 
etting  some  fish.  In  consequence 
he  market  remains  very  high. 

Strohmeyer  &  Arpe  Co. 
New  York. 

Spices. 

The  market  is  very  firm  with  up¬ 
ward  tendency,  especially  so  since 
:he  Senate  Finance  Committee  has 
announced  changes  in  the  spice 
schedule  of  the  Underwood  Bill 
Bombay  mace  is  to  be  assessed  a 
duty  of  18  cents  per  pound  and  an 
additional  duty  is  placed  on  ground 
spices  above  the  duty  on  whole  I 
spices.  Consequently  the  market  is 
irregular  and  prices  more  or  less 
uncertain. 

Black  Pepper.  There  is  little 
pepper  here  and  little  to  arrive. 
Holland  is  higher  than  our  market. 
Predictions  are  for  higher  prices 
for  spot  goods. 

Red  peppers  very  much  firmer 
for  spot  goods.  Mombassas  re¬ 
ported  exceedingly  scarce.  Cloves 
declined  during  the  latter  part  of 
last  week,  but  have  reacted  and  are 
firmer  again  to-day,  partly  due  to 
prospective  duty. 

Pimento  is  reported  very  firm 
and  has  advanced,  due  somewhat  to 
reports  of  poor  crop. 


IN  WRITING  TO 


ICED  WILBUR’S  COCOA 

IS  THE  MOST  DELICIOUS  SUMMER  DRINK 

Your  customers  will  welcome  ICED  WILBURS 
COCOA  as  a  delicious  addition  to  their  list  of  hot  weather 
beverages.  It  is  not  only  smooth  and  creamy  and  fuU  ot 
flavor,  but  it  is  more  refreshing  than  othe''1<=ed  drinks.  Our 
recipe  book, “COOK’S  TOURS  THROUGH  WILBUR- 
LAND”  shows  how  to  make  it.  Advise  your  customers  to 
write  to  us  for  the  booklet  and  try  ICED  WILBUR  S 
COCOA,  not  only  because  that  recipe  will  please  them,  but  also 

because  the  booklet  contains  58  ^J^^SVfRIIR 

COCOA.  “COOK’S  TOURS  THROUGH  WILBUR- 
LAND”  tells  how  to  make  delicious  cakes,  candies  and  des¬ 
serts  with  WILBUR’S  COCOA,  thus  increasing  its  use  and 
sending  additional  sales  and  profits  to  you. 

H.  O.  WILBUR  &  SONS,  Inc. 

PHILADELPHIA 


WHAT  TO  TELL  CUSTOMERS 

“If  vou’ll  try  ICED  WILBUR’S  COCOA  according  to 
directions  in  Wilbur’s  Recipe  Booklet  you’ll  find  it  the  mos 
delicious  summer  drink  you  ever  tasted. 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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He  mails  me  Gaos  Enoegn  for  lls 


We  have  found  that  in  selling  TEAS  and  COFFEES  we  don’t 
need  any  better  salesmen  than  the  United  States  mails.  We 
can  fill  mail  orders  quicker  than  we  can  fill  them  through  sales¬ 
men,  and  our  prices  and  values  are  so  much  better  than  any  that 
can  be  offered  with  salesmen’s  salaries  tacked  on,  that  a  sample 
sent  by  mail  can  get  an  order  almost  as  readily  as  a  good  salesman. 

<|f  That  in  a  nutshell  is  how  we  do  a  mail  order  business  in 
TEAS.  Will  you  try  it  out  by  sending  us  a  sample  to  match  and 
price  ? 


DUBYEE  &  BARWISE 


ROASTERS  AND  PACKERS  TEAS  AND  COfTEES 

1 30  Front  Street  :  New  York 


-ESTABLISHED  1&97* 


Business  Promotion  Through 
Trade  Press  Efficiency 


iLr°nbi63*  keynote  of  the  most  notable  gathering  of  technical,  class  and  trade 
journal  editors  and  publishers  ever  held  in  America.  No  live  manufacturer,  sales 
manager,  advertising  man,  trade  paper  editor  or  publisher  can  afford  to  overlook  the 


Eighth  Annual  Convention  of  the  Federation  of 
Trade  Press  Associations  in  the  United  States  at 
the  Hotel  Astor,  NewYork,  Sept.  18,  19,  20,  1913 


I'y?  seK^?'?fls  be  held  daily.  There  will  be  editorial,  circulation,  advertising 
ana  publishing  symposiums  under  competent  leaders.  Many  of  the  leading  editors 
ness  managers,  buyers  and  sellers  of  advertising,  and  authorities  on  modern 
merchandising  methods  will  take  part.  On  Friday  afternoon,  September  19,  there 
will  be  a  mass  meeting  with  addresses  by  representative  business  and  professional 
men,  on  subjects  of  timely  interest  to  editors,  publishers  and  advertisers.  Dis- 
tinguished  guests  and  worth-while  speakers  will  be  at  the  annual  banquet,  which 
ja  .memoi‘a^I®  social  occasion.  No  matter  what  may  be  your  connection 
with  the  trade  journal  field,  if  you  are  interested  in  the  idea  of  business  promotion 
tnrougn  trade  press  efficiency,  if  you  believe  in  business  papers  for  business  men, 
you  will  be  welcome  at  all  sessions. 


Full  information  may  be  obtained  from 

The  Committee  of  Arrangements 


WM.  H.  UKERS,  Chairman,  79  Wall  Street,  New  York 


The  Federation  of  Trade  Press  Associations  in  the  United  States 


President 
H.  M.  SWETLAND 
New  York 


Secretary-  Treasurer 
EDWIN  C.  JOHNSTON 
New  York 


V ice-President 
E.  C.  HOLE 
Chicago 


ill! — ! LLU 


Here’s  One  Thing , 
Anyway  l 


fl  You  are  striving  to  build  up  a  stock  of 
dependable  merchandise  that  will  sell 
again,  again  and  again.  Goods  that  will 
stand  alone  without  boosting. 

<1  Wheatena  is  the  cereal  you  are  looking 
for.  How  it  repeats  and  repeats  and  re¬ 
peats  !  Even  unto  the  second  generation, 
the  daughter  after  the  mother. 

The  hearts  of  wheat,  packed  differ¬ 
ently  from  other  cereals  and  guaranteed 
to  the  limit. 


THE  WHEATENA  GO.,  Rahway,  N.  J. 


Member  of  the  American  Specialty  Manufacturers'  Association 


Mace. — It  is  reported  large 
■stocks  are  in  hand,  therefore  the 
advances,  due  to  duty,  will  be 
gradual. 

Nutmegs  remain  unreasonably 
low,  but  we  look  for  this  article  to 
recover  and  prices  are  likely  to  ad¬ 
vance  sharply. 

Cassias  generally  unchanged, 
though  some  little  firmer.  We 
look  for  higher  prices  during  the 
next  60  days. 

Gingers  quiet  at  present,  though 
there  has  been  some  large  buying 
during  the  week.  We  look  for 
higher  prices  to  rule. 

Green  ginger  root  scarce— little 
to  arrive  this  week. 

Tapiocas  steady  and  quite  firm. 

Paprikas. — Hungarian  continues 
firm  and  scarce.  Spanish  un¬ 
changed. 

Seeds,  Herbs,  Etc. — An  advance 
is  anticipated  in  canary,  caraway 
and  anise  due  to  the  possibility  of  a 
duty.  Other  spices  are  in  season¬ 
able  demand  at  generally  un¬ 
changed  prices. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


best  Georgia  peaches  are  wor 
$3.25  per  crate  and  are  in  fair  ci 
maud.  A  few  are  coming  fre 
North  Carolina,  and  the  first  fre 
New  Jersey  also  made  their  a 
pearance  during  the  week.  Th 
were  very  poor  and  were  quoted 
$1.50  per  basket,  though  real 
worth  little  or  nothing. 


California  cantaloupes  have  d 
dined  to  $3.50;  they  were  abo 
$4.50  at  the  last  writing.  T1 
quality  is  good.  A  few  cantaloup 
are  coming  from  North  Carolii 
and  command  $2.50.  The  poore 
are  from  Georgia;  they  are  won 
$1.25  to  $1.50. 


MARKET  NOTES. 


Peaches  are  beginning  to  show 
themselves  more  prominently.  The 


New  Jersey  onions  are  comir 
forward  at  50  cents  per  baske 
Texas  onions  are  also  in  market  ; 
75  cents  to  $1.20  per  crate  Iioldin 
one  bushel. 


Jol(Q  B.  jUBFetrlifge  &  Soqs 


Printers 


927  Arch  Street 


Philadelphia 


MANY  GROCERS 


Find  it  pays  them  to  read  the 
“good  stuff”  in 


The  Advertising  World 


Columbus,  Ohio 

Sample  free,  or  four  month* ’  trial  for  10  cent* 


The  first  New  York  strawberrii 
reached  the  markets  during  tl 
week.  They  were  very  fine  an 
the  best  brought  a  quarte 
Raspberries  are  plenty  and  rang 
from  43^  to  6  cents  per  pint 
huckleberries  are  scarce  and  high  : 
15  to  16  cents  and  blackberric 
from  Jersey  and  Delaware  bring  1 
to  15  cents. 


And  Now  a  Flour  Week. 

In  addition  to  “Canned  Foot 
Week”  and  “Raisin  Week”  tl 
grocers  are  now  likely  to  have 
‘Flour  Week.”  The  National  Fee 
eration  of  Millers  are  talking  aboi 
having  such  a  week. 


New  Patents  and  Trade-mark*  in  tin 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
Patent  Attorneys,  report,  this  week,  th 
grant  of  the  following  patents: — 

Washington,  D.  C.,  June  12,  1913. 
1,063,981.  Apparatus  for  and  methoc 
of  making  pastry  shells.  Edward  H 
Lanier,  Cincinnati,  Ohio.  ‘ 

1 .064,530.  Percolator.  John  J 
O’Mara,  New  York,  N.  Y. 

1,064,531.  Pickle  splitter.  Ben  Ott 
Louisville,  Ky. 


TRADE-MARKS  PUBLISHED  FOE 
OPPOSITION. 


Ser.  No.  62,16 6.  “Oreo”  for  biscuit 
National  Biscuit  Co.,  Jersey  City,  N.  J 
Ser.  No.  68,565.  “Louise”  for  can¬ 
dies.  Herman  C.  Michelson,  Detroit. 
Mich. 

Ser.  No.  69,077.  “Reindeer”  for  con¬ 
densed  milk.  Borden  Milk  Co.,  Ltd., 
Montreal,  Canada. 

Ser.  No.  69,113.  “American”  for 
pickle  spice.  Parrish  Bros.,  Inc.,  Bal¬ 
timore,  Md. 

Ser.  No.  69,527.  “Branola”  for  cereal 
breakfast  food.  The  Colorado  Sanitar¬ 
ium  Food  Co.,  Boulder,  Col. 

Ser.  No.  69,991.  “Cafast”  for  an  in¬ 
gredient  for  coffee.  Adolph  Kempler, 
Philadelphia,  Pa. 
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IE  NEW  YORK  LETTER 

(Continued  from  page  17  ) 

ilation.  Brokers  say  that 
house  stocks  of  all  grades  and 
are  unusually  small  and  the) 
for  a  stronger  market  in  the 

ce  is  firm,  especially  in  Hon- 
s  grades,  which  are  scaice. 
ns  are  getting  increased  a.tten- 
The  actual  buying  of  South- 
rice  is  mostly  confined  to  actual 
irements  as  the  distributors  are 
ned  to  wait  for  the  new'  crop, 
lie  warm  weather  has  added 
to  the  sugar  market.  Refiners 
meed  their  prices  and  all  in- 
;ts  are  now  firm  at  4-4°  ctmts 
iew  contracts,  except  the  Ar¬ 
ties,  who  are  io  points  lower. 

,  said  that  the  distributors  have 
ted  for  their  requirements  for 
onth  or  so  at  the  4.30  cents  quo¬ 
in  before  the  advance,  and  so 
•  business  is  not  likely  to  be 
vy  for  the  next  few  weeks. 
;lidrawals  are  getting  brisk, 
/ever,  in  response  to  the  1  e- 
rements  of  the  summer  season 
preserving  purposes  and  also 
the  needs  of  the  manufacturers 
ice  cream  and  summer  drinks, 
n  canned  vegetables  there  is 
cial  interest  at  present  in  future 
latoes.  Packers  are  generally 
n  in  asking  82 >4  cents  for  No. 
and  62V2  cents  for  No.  2s  and 
50  for  No.  10s  f.  o.  b.  factory, 
tiers  for  large  lots,  as  much  as 
,ooo  cases  or  more,  have  been  put 
to  some  of  the  packers  at  slight 
acessions  below  these  figures, 
t  the  packers  are  not  inclined  to 
re  the  concessions.  Spot  toma- 
es  are  in  fair  supply  and  with  a 
;ady  demand  are  held  up  to  quo- 
tions.  Spot  corn  of  desirable 
lality  is  not  so  plentiful  as  it  has 
:en  of  late  and  prices  are  firm, 
here  is  little  activity  in  peas 
he  packers  are  not  trying  to  force 
isiness. 

There  has  been  quite  a  free  or- 
ering  of  California  canned  fruit1' 
f  the  new  pack  at  the  opening 
notations,  orders  being  subject  to 
pproval  of  prices.  Western  and 
louthern  canned  fruits  are  fairly 
ctive  in  a  jobbing  way  with  small 


;ure  California  dried  prunes 
isettled.  Most  of  the  packers 
sking  4R2  cents  basis  for  40s 
is,  but  some  of  the  packers 
willing  to  shade  the  prices  a 
On  the  spot  the  prunes  arc 
with  limited  offerings  and  a 
r  demand  than  is  usual  at  this 


FOR  THE 

BEST  TRADE 


Parke’s  Gold  Camel  Ceylon-India  Tea 

and 

Parke’s  Gold  Camel  Mixed  Tea 

wUl  Please  the  most  partolar  tel'Xm  to 

for  selling  good  tea.  Call  your  cus  tea  scientifically  before  packing  it.  Your  custom- 

genres"  £  "o  J!ns  no  A,  or  olher  foreign  matter 

to  impair  its  strength  and  flavor.  They  also  get 

Parke’s  Stamps  With  Every  Package 

-  asir.iss a  :sr,Ka  ays,  liras 

stamps  for  any  desired  premium  if  you  suggest  to  them  to  buy 

Parke’s  Stamp  Line  Products 

aitogether.  Path's  Stamp  Line :  includes  Teas i,  Coffey,  Spices,  Bak Bluing. 

^sUion tt  wfldS^y  bCring°  you  a  steady  increase  of  sales,  and  all  are  handy  package  products 

that  you  don’t  have  to  weigh  or  wrap. 

L.  H.  Parke  Company 

_ _  firanf 


232-234  Market  Street 
PHILADELPHIA,  PA. 


638-640  Grant  Street 
PITTSBURG,  PA. 


mwEpy>£l 


WHAT  TO  TELL  CUSTOMERS 

“Try  Parke’s  Gold  Camel  Tea.  It’s  clean,  fresh  tea,  full 
of  strength  and  delicious  flavor.  When  you  open  the  package 
notice  how  clean  it  is,  no  dust  or  dirt  in  it. 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT  ” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


tune  of  the  year.  The  large  sizes 
continue  in  the  strongest  demand 
and  the  lightest  supply.  Spot 
peaches  are  in  limited  supply  at 
firm  prices.  Apricots  are  quiet  and 
steady.  The  raisin  market  is  await¬ 
ing  negotiations  at  the  coast.  Cur¬ 
rants  quiet  and  the  best  grades  are 
firm. 

There  is  little  business  in  flour. 
The  buyers  are  not  willing  to  pay 
the  prices  asked  by  the  millers  for 
old  crop  flour.  Some  of  the  buy¬ 
ers  are  looking  for  supplies  at  $4.50 
in  jute  or  less,  but  the  mills  are 
10  to  20  cents  above  that  figure. 
The  mills  are  not  disposed  to  quote 
new  flour  on  any  basis  that  appeals 
to  the  buyers. 

Butter  is  quiet.  The  consump¬ 
tive  demand  is  affected  by  the  sea¬ 
son  and  speculative  activity  is  on  a 
narrow  scale.  The  creamery  ex¬ 
tras  are  selling  at  2734  to  27*4 
cents.  The  firsts  range  from  263^ 
to  27  cents  and  must  grade  high  to 
command  the  outside  figure.  Sec¬ 
onds  are  dragging  at  25 to  26 
cents.  There  is  a  limited  demand 
for  process  butter  at  243 4  to  25 
cents. 

Eggs  in  the  under  grades  are 
more  than  plentiful.  The  Western 
eggs  show  hot  weather  defects  and 
there  is  much  pressure  to  sell  these 
lots.  The  bulk  of  the  Western 
eggs  sell  at  17  to  19  cents,  with  a 
few  of  the  better  lots  bringing  up 
to  20  cents,  and  fancy  grades, 
classed  as  fresh  gathered  extras, 
bringing  as  much  as  22  to  24  cents. 
Nearby  eggs  of  fancy  grades,  large 
and  white,  command  as  much  as  25 
to  27  cents  for  exclusive  trade. 

Fred.  A.  McGill. 


Ptnntylvanla  News  Items. 


I  have  a  circular  from  W.  H. 
Thomas,  Portsmouth,  Ya.  It  meas¬ 
ures  832  x  12  inches  and  is  printed 
in  black  on  very  poor  green  paper. 
Here  is  the  reduced  reproduction: 


Dried  Apples,  per  pound.  6  cents 
Dried  Peaches,  per  pound,  6  cents 
Globe  Matches,  per  package.  8  cents 
Cbaice  table  peaches.  2  cans  23  cants 
10c  can  tomatoes,  per  can  9  cents 

10c  can  Corn,  par  can.  8  cents 


10c  can  corn  A  tomatoes,  per  cas  8c. 
8lar  Naptha  Washing  Powders,  per 
package,  4  cent* 
GraodOia's  W.  Powd’rs  per  "  4  cents 

Octagon  W.  ”  '•  "  4  cents 

Gold  Du«t  W.  n  ’•  ••  4  cants 

I>c  Ivory  8oap,  per  cake,  4  cents 
Octagon  Soip,  per  cake,  4  cents 

Feis-Nsptha  Soap,  per  cake,  4  ecntj 
Grandpa  Tar  Soap,  per  cake,  4  centa 
Syd mors  .Toilet  Soap,  par  caka,  4  cents 
Sweetheart  ”  aoap,  per  cake.  4  cents 
Sugar,  per  pouod,  5  cents 

(10  lb).  to  a  custom ir  .  4S  eeati| 


0  pounj.  Bag  Flojr, 

20 

cents 

12  pound,  Bag  Flour. 

3* 

centa 

Gail  and  Ax  Soufl, 

4 

cents 

Rooster  Snuff 

4 

centa 

Railroad  Mills  Snuff 

4 

cenLs 

Black  1  in  1  Bboe  Polish 

7 

cants 

type.  The  balance  of  the  type 
seems  fairly  new  and  fairly  modern. 

*  *  * 

f  am  going  to  say  now  a  thing 
I  have  often  said  before,  but  a 


Wbittemora’a  I0e  whits  shoe  polish  7e. 
Anchor  Brand  conJanaeJ  nrlk  pac  can 
cents 

ConcorJ  brand  Condensed  Mdk.  per 


can.  8  cents 

Black  eyed  pyav  per  can  8  eoots 

Lima  beans,  per  can  8  centa 

Dried  black  eyed  peas,  par  qt.  10  cents 
Sardines,  per  can  4  erot. 

Potted  Ham.  per  can  4  cants 

Corned  Hernng,  per  dozen,  6  cent* 


*110100  Lender  tobacco,  per  pekg  4  Cta 
Red  Apple  Tobacco,  per  plug  8  cents 
Old  Paacb  Tobacco,  per  plug  8  cents 
Reynolds  sunCured  tobacco,  plug.  80 
Sweet  Potatoes  per  can  8  Mnta 

.1  Iba  lump  atarcb.  Special,  10  cents 
10c  Can  Evaporated  Milk.  Pet  Brand 
,  „  „  8  evn'a 

•c  Can  Evaporated  Milk.  4  cents 
A  limited  quantity  of  Fresh  Country 
Eggs.  Limit  only  one|l]  doacn  to 
customer.  Every  Egg  Ownnteod. 

. 20C.  a  dozen 

Eagle  Brand  Condensed  Milk,  per  can 
I3e.  Limit:  2  cans  to  a  customer. 


cents”  had  been  added.  The  sanJ 
applies  to  everything  quoted, 
great  many  merchants  credit  thei 
customers  with  better  memoric 
than  they  have  about  these  thing: 
They  believe  that  when  a  price  i 
quoted  customers  will  be  able  t 
compare  it  with  the  regular  pric< 
or  what  they  paid  last,  and  so  fori 
an  opinion  as  to  whether  it  is  a  bar 
gain  or  not.  I  have  reason  to  be 
lieve  this  is  a  mistake,  for  in  my  ow 
experience  I  have  made  various  ex 
periments  and  have  found  that  th 
memory  of  consumers  is  very  poo 
indeed  about  such  matters.  It  i 
always  a  mistake  to  depend  on  then 
to  have  any  recollection  on  the  sub; 
ject  or  any  information.  Give  then 
the  whole  proposition  as  fully  ant 
clearly  as  you  can. 

Note. — This  Department  is  de 
voted  to  the  criticism  of  advertis 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  fo 
special  occasions,  upon  request 
and  to  the  suggesting  of  origina 
advertisements  when  data  is  sup 
plied.  All  communications  sen 
in  for  this  Department  should  b( 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  iq 
in  strict  rotation. 


PLEASE  NOTE:  This  sale  closes  positively 
Saturday  night,  June  14,  1913,  12  m. 

Phone  orders  given  prompt  and  careful  attention. 

W.  H.  THOMAS 

S.W.  Corner  London  &  Godwin  Sts.  Phone  702 

Summerville  Prmtery.  812  Columbia  Sl 
Portsmouth,  Va. 


SELLING  OUT! 

At  and  Below  Cost. 


In  a  Pittsburgh  court  during  the 
week  an  effort  was  made  to  show 
that  the  defendant  is  in  contempt 
of  court  in  disobeying  a  decree  and 
injunction  handed  down  about  five 
years  ago  in  the  trading  stamp  case 
of  the  Sperry  &  Hutchison  Co. 
against  the  McKelvey-Hughes  Co., 
John  Plenrv  McKelvey  and  William 
L.  Hughes.  The  plaintiff  asks  that 
the  court  hold  the  defendants  in 
contempt,  it  being  alleged  that  the 
defendant  company  has  persuaded  a 
number  cf  customers  of  the  plaint¬ 
iff  to  cancel  their  contracts  and 
handle  the  stamps  of  the  defendant 
company,  and  that  the  defendant 
had  succeeded  in  getting  a  number 
of  former  employees  of  the  plaintiff 
company  to  quit  their  positions  and 
enter  the  employ  of  the  defendant. 


I  suppose  that  in  criticising  a 
piece  of  advertising,  particularly 
when  looking  at  it  as  a  piece  of 
printing,  the  conditions  under 
which  it  was  produced  have  to  be 
taken  into  consideration.  Certainly 
a  city  printer  with  a  large  and 
modern  office  must  he  held  to  a 
higher  standard  than  a  country 
office  like  the  one  that  produced 
this  circular.  Nevertheless,  I 
should  think  even  a  country  office 
would  have  some  type  that  could 
be  used  for  the  list  of  goods  so  that 
old  and  battered  newspaper  body 
type  wouldn’t  have  to  be  used. 
This  might  have  been  a  fairly  good 
looking  circular  if  the  list  of  quo¬ 
tations  had 


thing  that  still  needs  to  be  said 
again.  I  shall  probably  be  saying 
it  five  years  from  now,  if  this  de¬ 
partment  is  still  going  on  and  I  am 
in  charge  of  it.  Mr.  Thomas  says 
he  is  “selling  out  at  and  below 
cost,”  and  then  quotes  some  prices. 
Why  doesn’t  he  make  his  prices 
show  that  they  are  “at  and  below 
cost”  by  quoting  the  regular  prices ? 
By  no  means  every  woman  remem¬ 
bers  from  one  time  to  another  what 
she  pays  for  goods,  and  hardly  any 
woman  remembers  as  to  things  she 
isn't  buying  often.  “Dried  apples, 
per  pound,  6  cents”  may  mean  a 
bargain  to  her,  on  its  face,  hut  it 


been  in  appropriate 


would  he  much  more  certain  to  ap¬ 
pear  a  bargain  if  “regular  price  £ 


Just  Out  of  Stock. 

The  following  is  a  verbatim 
copy  of  a  letter  received  recentl} 
by  an  Eastern  jobbing  house: — 
“dear  Sirs 

1  got  your  letter  askin  for  a  Lis  ! 
of  my  Assetts  and  Liabilities  now 
1  tole  you  yen  i  sent  in  that  order 
that  I  was  keepin  a  resterrant  and  j 
not  a  Genrul  Store  and  i  dont  keep  1 
sich  things  as  Assetts  and  Liabili-  j 
ties  on  hand  and  besides  if  i  did  it  I 
aint  non  of  you  dam  bizness  how  > 
manie  have  i  got  no  how.  they  was 
a  feller  nosin  around  here  yesterday  I 
wot  said  as  Low  his  name  was  R  g 
dun  &  company  and  he  asted  me 
how  much  money  di  i  have  and  i 
kicked  him  clear  inter  the  middle 
of  next  Sunday,  i  tell  you  wot  i 
wont  have  no  meddlin  in  my  biz¬ 
ness  i  am  as  good  as  any  man  and 
a  damsite  bettern  some  if  you  dont 
want  to  sel  me  them  goods  wy  go 

to  H -  please  answer  my  next 

male. 

Yourfren 

PlERR  COCO”  I 
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Cartoi? 

Satisfies  Both  the  Grocer  and  His  Customers 

It  holds  the  eggs  firmly  in  cushion-like  nests  and  prevents  breakage.  Is 
quickly  and  easily  filled.  Has  string  and  fastener  attached.  Is  complete 

in  one  piece — no  fillers  to  put  in. 

Packed  flat— 250  cartons  to  the  case 
Ask  your  jobber,  or  write  us  for  FREE  sample 

PAPER  BAGS 

“There’s  a  Continental  Paper  Bag  for  every  paper  bag  purpose. ”  We  have  the  largest 

- a  reputat,on' 


? 


Continental  Paper  Bag  Co. 

WHITEHALL  BUILDING.  NEW  YORK 
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I  have  been  asked  by  an  officer 
of  the  National  Credit  Men's  As 
sociation  to  remind  the  business 
interests  of  the  country  of  the  cam 
paign  which  is  traveling  through 
the  country  to  cause  all  collection 
agencies  to  file  a  $5,000  bond  in 
every  State  where  they  do  business, 
and  to  suggest  that  every  manu¬ 
facturer  and  distributor,  large  or 
small,  should  make  it  his  particu¬ 
lar  business  to  interest  his  local 
and  State  associations,  if  he  has 
them,  in  the  plan.  Because  a  well- 
equipped  collection  agency,  if  en¬ 
ergetic  and  honest,  can  do  a  great 
deal  more  in  the  collection  of  de¬ 
linquent  accounts  than  the  average 
business  man,  and  if  they  would 
stop  charging  “entrance  fees,”  or 
“retaining  fees,”  and  simply  take  a 
commission  on  the  money  actually 
collected,  they  would  probably  be 
able  to  render  valuable  service. 
The  difficulty  with  collection  agen¬ 
cies  now  is  that  they  will  not  work 
after  they  have  their  entrance  fee, 
and  if  they  collect  anything  it  is 
like  moving  mountains  to  get  them 
to  pay  it  over. 

Several  States  have  already 
passed  what  is  known  as  the  model 
collection  agency  law,  and  more 
are  getting  ready  to  do  it.  It  is 
making  even  more  rapid  progress 
over  the  country  than  the  bulk 
sales  law,  which  has  now  been 
adopted  by  all  the  States,  with 
very  few  exceptions.  I  have  been 
furnished  with  a  copy  of  the  bill 
in  question,  and  present  it  here¬ 
with  : — 


CCXIII.— Obtaining  Legal  Protection  from  Collection  Agencies. 


person,  partner- 
or  corporation 
collection  agency, 


Section  1.  No 
ship,  association 
shall  conduct  a 
collection  bureau  or  collection  office 
in  this  State,  or  engage  in  this 
State  solely  in  the  business  of  col¬ 
lecting  or  receiving  payment  for 
others  of  any  account,  bill  or  other 
indebtedness,  or  engage  in  this  State 
in  the  business  of  soliciting  the  right 
to  collect  or  receive  payment  for 
another  of  any  account,  bill  or 
other  indebtedness,  or  advertise  for 
or  solicit  in  print  the  right  to  col¬ 
lect  or  receive  payment  for  another 


of  any  account,  bill  or  other  indebt¬ 
edness,  unless,  at  the  time  of  con¬ 
ducting  such  collection  agency,  col¬ 
lection  bureau,  collection  office  or 
collection  business,  or  of  doing  such 
advertising  or  soliciting,  such  per¬ 
son,  partnership  association  or  cor¬ 
poration,  or  the  person,  partnership, 
association  or  corporation,  from 
whom  he  or  it  may  be  acting  as 
agent,  shall  have  on  file  with  the 
Secretary  of  State  a  good  and  suffi¬ 
cient  bond  as  hereinafter  specified. 

Sec.  2.  Said  bond  shall  be  in  the 
sum  of  $5,000  and  shall  provide 
that  the  person,  partnership,  asso¬ 
ciation  or  corporation  giving  the 
same  shall,  upon  written  demand, 
pay  and  turn  over  to  or  for  the  per¬ 
son,  partnership,  association  or  cor¬ 
poration  for  whom  any  account,  bill 
or  other  indebtedness  is  taken  for 
collection  the  proceeds  of  such  col¬ 
lection  in  accordance  with  the  terms 
of  the  agreement  upon  which  such 
amount,  bill  or  other  indebtedness 
was  received  for  collection.  Said 
bond  shall  be  in  such  form  as  the 
Attorney-General  shall  prescribe. 

Sec.  3.  Said  bond  shall  be  for 
the  term  of  one  year  from  the  date 
thereof,  and  unless  the  Secretary 
of  State  and  the  person,  partnership, 
association  or  corporation  giving  the 
same  shall  agree  on  a  longer  period. 
No  action  on  said  bond  shall  be 
begun  after  two  years  from  the  ex¬ 
piration  of  the  bond. 

Sec.  4.  Said  bond  shall  be  ex¬ 
ecuted  by  said  persons,  partnerships, 
associations  or  corporations  as  prin¬ 
cipal,  with  at  lest  two  good  and 
sufficient  sureties,  who  shall  be  resi¬ 
dents  and  owners  of  real  estate 
within  the  State.  The  bond  shall 
not  be  accepted  unless  approved  by 
the  Secretary  of  State  and,  upon 
such  approval,  it  shall  be  filed  in  his 
office.  The  bond  of  a  surety  com¬ 
pany  may  be  received  if  approved  as 
aforesaid,  or  cash  may  be  accepted 
in  lieu  of  sureties. 

Sec.  5.  The  Secretary  of  State 
shall  keep  a  record  of  the  bonds 
filed  with  him  under  the  provisions 
hereof,  with  the  names,  places  of 
residence  and  places  of  business  of 
the  principals  and  sureties,  and  the 
name  of  the  officer  before  whom 
the  bond  was  executed  or  acknowl¬ 
edged  ;  and  the  record  shall  be  open 
to  public  inspection. 

Sec.  6.  Any  person,  member  of 
a  partnership  or  officer  of  an  asso¬ 
ciation  or  corporation  who  fails  to 
comply  with  any  provision  of  this 
act,  shall  be  guilty  of  a  gross  mis¬ 
demeanor. 

Sec.  7.  This  act  shall  not  apply 
to  any  attorney-at-law  duly  author¬ 
ized  to  practice  in  this  State  and 
resident  herein,  to  a  National  bank, 
or  to  any  bank  or  trust  company 
duly  incorporated  under  the  laws  of 
this  State. 

Sec.  8.  This  act  shall  take  effect 
and  be  in  force  from  and  after  its 
passage. 


The  State  of  Minnesota,  I  am  in¬ 
formed,  is  the  latest  State  to  adopt 
this  law.  The  protection  afforded 
business  people  by  it  is  two-fold, 
hirst,  if  a  collection  agency  at¬ 
tempts  to  do  business  without  hav¬ 
ing  filed  a  bond,  it  commits  a  mis¬ 
demeanor,  and  can  be  criminally 
prosecuted.  Second,  if  it  collects 
a  client’s  money  and  fails  to  pay  it 
over,  the  client  can  sue  on  the 
bond  for  the  amount,  and  can  col¬ 
lect  his  money  every  time,  unless 
suits  were  brought  for  sums  ag¬ 
gregating  more  than  $5,000,  in 
which  case  everybody  would  have 
to  take  a  pro  rata  share.  Such  pro¬ 
tection  would  be  almost  perfect ;  it 
is  worth  ardently  striving  after. 

As  a  matter  of  interest,  I  have 
obtained  a  list  of  the  collection 
agencies  that  have  registered  in 
Minnesota  under  this  law  and  filed 
the  bond.  There  are  only  eight,  of 
which  one  is  R.  G.  Dun  &  Co.  All 
the  other  seven  are  concerns  ap¬ 
parently  local  to  the  State  of  Min¬ 
nesota,  and  not  one  of  the  several 
notorious  itinerant  agencies  which 
solicit  accounts  from  merchants  all 
over  the  country  has  as  yet  come 
forward  and  shown  an  honest  in¬ 
tention  by  filing  a  bond.  I  predict 
that  none  of  them  will,  because  the 
bond  idea  will  completely  destroy 
their  method  of  doing  business. 
Many  of  these  concerns  are  living 
partly  on  their  entrance  fees  and 
partly  on  their  clients’  money,  which 
they  have  the  use  of  for  months, 
even  if  they  eventually  pay  it. 
Through  an  investigation  made  for 
a  client  several  months  ago  into  the 
methods  of  a  certain  collection 
agency  I  found  that  they  had  a 
regular  system,  apparently  care¬ 
fully  worked  out,  by  which  they 
were  constantly  borrowing  from 
their  clients,  unknown  to  the  lat¬ 
ter,  the  money  on  which  to  live. 
For  instance,  the  agency  we  will 
say,  collected  $1,000  in  January. 

It  would  not  turn  it  all  over  to  the 


owners,  but  would  use  a  large  part. 
A  part  of  February’s  receipts  would 
go  to  satisfying  the  balance  of 
January’s  collections,  and  so  they 
would  go  along,  a  month  behind  in 
payments  to  start  with,  and  con¬ 
tinuously  getting  still  further  be¬ 
hind  because  they  never  paid  in 
full  even  up  to  within  one  month. 
I  reached  the  conclusion  as  to  thi 
concern  that  there  had  not  been  a 
time  within  at  least  one  year  when 
it  was  not  insolvent. 

The  idea  of  compelling  those  who 
are  likely  to  become  financially  in¬ 
debted  to  us,  to  furnish  security  in 
advance,  usually  by  a  bond,  is 
growing.  Here  are  these  laws  re¬ 
quiring  this  of  collection  agencies, 
and  other  laws  have  recently  been 
passed  requiring  it  of  commission 
merchants  to  whom  various  prod¬ 
ucts  are  shipped  to  be  sold  on  com¬ 
mission.  The  bond  idea  will  grow 
still  further,  in  my  judgment,  for 
with  but  little  trouble  and  expens 
to  anybody,  it  turns  uncertaint 
into  almost  absolute  certainty. 


( Copyright ,  June,  1913,  by 
Elton  J.  Buckley.) 


Question :  *  *  *,  N.  J. — Please 
advise  if  the  lease  A  gave  B  holds 
good :  A  leased  its  property  to  E 
for  one  year  with  privilege  of  twc 
more  years.  Ninety  days  prior  to 
expiration  of  said  lease  B  was  to 
notify  A  if  he  wished  to  renew  said 
lease.  B  failed  to  do  so,  nor  did 
A  notify  B  that  its  lease  expired, 
but  kept  on  receiving  the  rent  as 
before.  Could  B  hold  A  responsi¬ 
ble  for  its  lease  in  case  A  sells  the 
property  four  months  from  date  of 
expiration  of  original  lease? 

Please  state  what  the  law  is  re¬ 
garding  above  lease  in  New  Jersey. 

Within  what  length  of  time  can 
A  compel  B  to  vacate  its  premises? 

Answer. — It  is  a  very  uncertain 
business,  attempting  to  give  a  legal 
opinion  on  a  lease  which  has  not 
been  read.  Leases  are  compli¬ 
cated  documents,  and  often  contain 
a  clause  or  a  sentence  that  changes 
the  whole  legal  status. 

If  B  did  not  notify  A  ninety  days 
in  advance,  that  he  intended  to  re¬ 
new  the  lease  for  two  more  years, 
then  the  lease  is  not  renewed  for 
two  years  merely  because  B  stayed 
on  and  A  allowed  him  to.  In  my 
judgment  the  tenancy  after  the  ex¬ 
piration  of  the  one  year  became 
what  the  law  calls  a  tenancy  at  will, 
that  is,  a  tenancy  as  long  as  the 
landlord  and  tenant  are  mutually 
willing,  but  not  for  a  shorter  period 
than  one  month.  The  law,  how¬ 
ever,  has  been  looking  on  tenancies 
at  will  with  growing  distaste  for 
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1  years,  and  construes  them 
ancies  for  one  year  whenever 
,cts  permit.  It  is  somewhat 
:ain  what  the  court  would  do 
ir  case,  but  in  my  judgment 
vould  probably  hold  the  ten- 
here  to  be  one  at  will,  and 
hat  A,  or  the  purchaser  from 
uld  eject  B  on  one  month’s 
If  the  court  could  be  per- 
d  that  the  tenancy  was  one  for 
rear,  B  could  not  be  ejectec' 
the  end  of  that  time. 

fc— * 

te. — Requests  for  informa- 
in  this  Department  should 
y  set  out  in  full  all  the  facts 
ng  on  the  case,  and  all  ques- 
should  be  carefully  framed 
oid  misconstruction.  Write 
ne  side  of  the  sheet  only, 
rs  should  be  received  at  this 
not  later  than  Tuesday  of 
week  to  ensure  an  answer 
e  Monday’s  issue  following, 
signature  and  address  of  the 
:r  must  accompany  all  in- 
es,  and  will  be  published  un- 
there  is  a  request  not  to  do 
All  inquiries  received  will  be 
^ered  without  charge.  Ad- 
;  all  communications  to  Legal 
or  “Grocery  World  and  Gen- 
Merchant.” 


EXTENSIVE  ADVERTISING 

makes 


at  Spoils  the  Flavor  of  Some 
Storage  Butter. 

e  Bureau  of  Animal  Industry 
be  Agricultural  Department 
g  the  week  gave  out  a  report 
;  experiments  designed  to  dis- 
the  cause  for  peculiar 
ors”  in  certain  storage  butters, 
as  a  result  it  urges  butter 
:rs  and  dairy  proprietors  to 
re  of  the  rusty  milk  can  and 
;hurn  with  exposed  metallic 
„  The  bureau  experts  dis- 
red  that  contact  with  copper  or 
and  especially  copper,  gave  a 
,r  that  was  not  only  disagree 
in  butter  freshly  made,  but  in- 
sed  the  product’s  rancidity  the 
er  it  was  kept  in  storage. 

ratermelons  keep  up,  the  range 
g  the  same  as  last  week — 40  to 
ents  each.  The  quality  is  good 
so  is  the  demand. 


,000,000  Paid  for  Waste 

Paper  in  Pennsylvania 

Last  Year 


it  did  you 
eady  sale 


ib  Buckeye 
Paper  Press 

ss  the  work  perfectly. 
Fnte  for  catalog.  Dept,  i 

icleye  Baler  Co. 
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EASY 
TO  SELL 


Every  grocer,  everywhere,  sells  KARO  because  our  advertising  reaches 
*11  everywhere  and  creates  demand  for  it.  And  everywhere  that  KARO 
sells  because  of  our  advertising  it  keeps  on  selling  because  of  its  quality, 
wholesomeness  and  purity.  We  have  more  than  tripled  its  sale  by 
teaching  people  to  use  it  in  cooking  and  home  candy  making  as  well  as 
on  the  table.  KARO  is  an  “all-year-round”  seller,  there’s  no  falling  off, 
no  letting  up,  a  steady  stream  of  sales  that  turn  profits  into  the  grocers 
cash  register.  The  way  to  get  your  share  of  these  profits  is  to  keep  KARO 
well  displayed  at  all  times,  because  we  have  made  the  KARO  can  so  well 

known  that  it  sells  on  sight. 


Besides  its  many  other  uses,  Karo  is  widely 
used  for  home  preserving.  It  will  pay  you  to  speak 
of  this  to  your  customers,  because  Karo  pays  you 
more  profit  than  sugar. 


Corn  Products  Refining  Com  puny 

New  York 


vz£\  (his  / 


WHAT  TO  TELL  CUSTOMERS 

“  KARO  is  the  biggest  selling  syrup  we  handle  because  it 
satisfies  the  greatest  number  of  customers.  Let  me  put  a  few 
cans  in  your  order.  I’m  sure  you’ll  like  it. 

This  is  one  of  the  firms  the  sale  of  whose  products 
helps  organize  the  Pennsylvania  Retail  Merchants 
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Bill’s  Scheme  for  Selling  Goods  to  People. 


J  was  sitting  in  the  back  of  a 
customer’s  store  last  Wednesday, 
waiting  for  him  to  come  back  and 
let  me  put  an  order  over  on 
him,  when  his  seven-year-old 
kid  Bill  wandered  in  from  the 
house.  Bill  taught  me  some 
stunts  about  selling  goods  and 


other  things. 


some 


These  kids  sure  nurse 
peachy  ideas  about  life. 

Bill  and  me  are  old  pals.  I  saw 
him  when  he  was  only  one  day  old. 
He  was  the  reddest  kid  I  ever  saw 
— I  didn't  know  they  made  ’em  so 
red. 

“Hello  Bill !”  I  said,  “how  arc 
you,  old  sport?” 

“All  right,”  said  Bill  as  solemn 
as  a  church.  “Got  any 


chewing 


gum  r 


1  didn’t  have,  but  I  coughed  up 
what  would  get  it,  but  Bill  still 
hung  around. 

“I’m  going  to  be  what  you  are 
when  I  get  big,”  he  said. 

That  was  something,  wasn’t  it: 
I've  been  told  I  was  so  many 
things  I  didn't  just  know  which  one 
Bill  meant. 

“What  d’ye  mean,  old  man?”  I 
asked. 

“I  mean  a  salesman.” 

“Good  work!”  I  said.  “Bet 
you'll  make  a  dandy!  What’s 


made  you  think  you'd  like  to  be 
a  salesman?” 

“Don’t  have  to  do  nothin’  but 
ride  around  on  trains,”  he  said. 

I  knew  Bill’s  pa  hadn’t  given  him 
any  such  idea  as  that,  for  he  had 
seen  me  work — trying  to  sell  him 
goods.  He  sure  is  some  close 
buyer. 

“So  that’s  what  you  think  a  sales¬ 
man  does,  is  it?  “Well,  you’re  all 
wrong,  Bill.  That  ain’t  what  a 
salesman  is.  A  fellow  that  only 
rides  around  on  trains  is  a  tramp — 
he  ain’t  a  salesman.  A  salesman 
has  to  sell  goods  to  people.”  . 

“I'd  sell  goods  to  people,”  said 
Bill. 

“Sure  you  would.” 

“I'd  make  people  buy  my  goods,” 
he  went  on. 

“Gee  whiz,  I  wish  you’d  tell  me 
how,”  I  said.  “I  can’t  always  make 
’em  buy  mine.” 

“I’d  kick  ’em  in  the  legs,”  ex¬ 
plained  Bill. 

“Great  idea!”  I  said,  “maybe  I’ll 
try  that.  But  suppose  after  you’d 
kicked  ’em  they  wouldn’t  buy?” 

“Then  I’d  spit  on  their  pants,” 
said  Bill.  (Talk  about  salesmen 
being  born.) 

“I  can  get  a  lot  of  spit  when  I 
want  to,”  said  Bill.  “All  I  have 
to  do  is  to  chew  two  chewing  gums 


at  once,  and  in  a  minute  I’-ve  got  a 
lot  of  spit — I  guess  maybe  ’bout  a 
bucket.  Wouldn’t  they  be  sprised 
when  I  did  all  that  on  ’em?” 

“You  bet  they  would,”  I  said. 

“I  spit  on  our  doctor’s  pants 
once,”  bragged  Bill.  “It  was  a  lot, 
too.  He  give  me  nasty  stuff.  He 
was  awful  sprised.” 

“It’s  a  great  scheme,”  I  said, 
“but  I  know  some  people  that 
wouldn’t  buy  even  after  you 
watered  their  pants.  What  would 
you  do  to  them  ?” 

One  thing  I  like  about  Bill  is 
that  you  can't  find  him  asleep.  He 
has  his  plans  all  made  and  he 


knows  what  lie’s  going  to  do. 


“Why,  I  d  shoot  'em  with  a  gun,” 
he  said.  “Then  I'll  bet  they  buy 
my  goods.” 

“But  dead  people  can’t '  buy 
goods,”  I  said,  “if  you  shot  ’em 
they’d  be  dead.  That  is,  if  you  hit 
em.” 

“Oh 


thing  like  that  on  some  of  ’em. 
don  t  believe  you’d  like  being 
salesman.  Bill.  Better  be  a  groc 
like  your  pa.” 

‘Nope,’  said  Bill,  “ain’t  going 
be  that.” 

“Why  not?’* 

“You  can't  make  money  enoui 
being  that,  he  said.  “I’m  goii 
to  make  a  million  dollars!” 

“Then  you  want  to  be  a  sah 
man,”  I  said,  “for  them’s  the  bo 
that  make  the  million.” 

“Have  you  got  a  million  d< 
lars?”  he  asked. 

“Nope,”  I  said,  “I  ain’t,  but 
thank  you  kindly,  old  man,  for  as 
ing  me.  Nobody  ever  thoug 
they  had  to  ask  me  that  before.” 

Just  then  Bill’s  mother  shouti 
for  him  and  he  ambled  off.  D 
been  chewing  over  his  scheme  fi 
selling  goods,  and  I  may  try  it  o 
You  fellows  look  out  for  m 
Better  hand  me  the  order  win 
I  first  come  in  the  store,  especial 
if  you  see  I’m  chewing  two  che\ 
ing  gums  at  once.  I’m  known  f< 
having  the  biggest  mouth  in  01 
family,  and  if  I  decide  to  spit  c 
your  pants  you’ll  have  to  sink  < 
swim,  believe  me.  The  Strolle 


he 

'em. 


I  wouldn't  kill  ’em, 
explained.  “I’d  just  hurt 
Like  shooting  their  ear  off.” 

“Of  course  it  might  work  if  you 
only  shot  their  ear  off,”  I  said. 

“Is  that  the  way  you  sell  goods 
to  people?”  he  said. 

“Good  night!”  I  said,  “not  on 
your  life!  Not  yet!  Though  I’ve 
often  thought  I’d  like  to  try  some- 


Lima  beans  are  scarce  and  hie 
good  beans  are  worth  $3.  Nor 
Carolina  is  the  nearest  shippii 
point  up  to  the  present  time. 


A  POSSIBLE 
CUSTOMER 


is  often  made  by  havii 
just  the  particular  thii 
he  or  she  wants. 


MAPLEINI 


is  a  popular  flavorin 
Be  sure  and  have  it 
stock. 


Order  from  your  jobbei 
Frank  A.  Smith  A  I 
105  S.  Front  St., 
Philadelphia,  Pa. 


Craioant  Mfg.  Co 
Seattlo,  Wash. 


The  Foremost 


position  in  laundry  soaps,  now  held  by  Fels-Naptha,  is  solidly 
sustained  by  satisfactory  sales  and  consumption  stretching 
over  a  term  of  many  years.  Back  of  this  record,  of 
course,  is  the  unique  Quality  of  Fels-Naptha! 
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:re  Was  the  Same  Difference  Between 
Producing  and  Consuming  Prices 
Twenty  Years  Ago  That 
There  is  Now 

irtment  of  Agriaulture  Says  This  is  True  in  Spite  of  Heavy 
3rice  Advances.  Proof  That  Retailer’s  Profit  Has  Not 
ncreased,  For  if  it  Had  the  Margin  Would  be  Greater 
3etween  Price  Paid  Producer  and  Price  Paid  by  Consumer. 


e  United  States  Department 
yriculture  sends  this  journal 
“suit  of  an  investigation  which 
,  been  making  into  the  market 
tions  of  several  staple  food 
icts,  with  a  view  to  learning 
ner,  throughout  the  advance  in 
s  of  the  last  twenty  years,  the 
er's  percentage  of  profit  has 
ased.  The  Department  reports 
.antially  that  there  has  been 
icrease.  The  Department  fur 
finds  that  the  difference  be- 
n  the  price  gotten  by  the  pro- 
r,  and  the  price  paid  by  the 
timer,  has  practically  not  in- 
;ed  in  the  last  twenty  years,  in 
:  of  the  lie  wy  increase  in 


[910  the  Department  of  Agri- 
e  made  an  investigation  of 
rm,  wholesale  and  retail  prices 
itter,  eggs,  milk  and  poultry. 

.  this  investigation,  which  was 
in  the  last  week  of  January, 
it  appeared  that  consumers  in 
ri  cities  covered  were  paying 
/erage  of  about  38.1  cents  per 
1  for  fresh  eggs,  retail  dealers 
paying  about  32  cerds,  an<^ 
)y  producers  reported  receiv- 
an  average  of  3°-4  cents ;  the 
ige  Price  received  by  all  pro- 
rs  of  the  United  States,  accord- 
to  reports  of  county  corre- 
dents  of  the  Bureau  of  Statis- 
was  28.9  cents  per  dozen, 
rby  producers  frequently  re- 
e  a  premium  over  the  prices  of 
intly  shipped  eggs ;  also,  many 
aers  sell  their  eggs  directly  to 
consumer,  in  which  cases  the 
sumer’s  price  and  the  producer  s 
e  would  be  the  same.  The 
rage  price  paid  by  the  consum- 
38.1  cents,  was  about  19  per 
t.  higher  than  the  price  paid  for 
•s  by  retail  dealers,  25  per  cent, 
her  than  that  received  by  nearby 
ducers,  and  32  per  cent,  higher 
n  the  average  price  received  by 
ducers  of  the  United  States, 
9  cents,  as  stated  above.  In  this 
rulation  no  allowance  is  made 


for  losses  occasioned  by  breaking, 
spoiling  or  otherwise  between  the 
producer  and  consumer. 

Chickens  were  purchased  by  con¬ 
sumers  at  18.7  cents  per  pound  and 
by  retail  dealers  at  15  cents,  while 
they  were  sold  by  nearby  producers 
at  11. 7  cents;  the  average  of  re¬ 
ports  of  all  county  correspondents 
at  about  the  same  time  was  11.1 
cents  per  pound.  The  price  paid  by 
consumers,  18.7  cents,  was  nearly 
25  per  cent,  higher  than  the  price 
paid  by  retailers,  nearly  60  per 
cent,  higher  than  the  price  reportec 
received  by  nearby  producers,  anc 
68  per  cent,  higher  than  the  aver- 
age  price  received  by  all  producers, 
as  reported  by  county  correspond 
ents  of  the  Bureau  of  Statistics. 

The  average  price  paid  by  con¬ 
sumers  for  milk  was  8.5  cents  per 
quart;  the  average  price  paid  by 
retail  dealers  was  4.7  cents,  and  the 
average  price  reported  as  received 
by  producers  was  4.5  cents.  In 
some  cities  there  are  wholesale  re¬ 
ceivers  and  retail  delivery  dealers; 
the  average  price  paid  by  delivery 
dealers  to  wholesale  dealers  was  6.4 
cents.  The  price  paid  by  consum¬ 
ers  for  milk  was  thus  about  89  per 
cent,  higher  than  the  price  received 
by  those  producers  who  did  not 
peddle  their  milk. 

The  average  price  of  creamery 
butter  in  tubs  to  consumers  was 
36.5  cents  per  pound ;  the  price  paid 
for  it  by  retail  dealers  was  31.8 
cents;  the  retail  price  thus  being 
nearly  15  per  cent,  above  the  pi  ice 
paid  by  the  retail  dealer. 

In  order  to  ascertain  whether  the 
relative  differences  between  pro¬ 
ducers’  and  consumers’  prices  have 
widened  during  the  last  twenty 
years,  comparisons  have  been  made 
of  the  relative  retail  prices  of  cer¬ 
tain  articles  reported  by  the  Bu¬ 
reau  of  Labor  Statistics  with  the 
wholesale  prices,  together  with  the 
raw  material  from  which  manufac¬ 
tured,  as  reported  by  Bradstreet’s. 
The  articles  selected  are  wheat  and 


Sell  Advertised  Goods  to 
Increase  Selling  Speed 

Anything  that  will 

L  shorten  the  process  of 

waiting  upon  customers  will  give  your 
sales  clerks  more  time  to  wait  upon  more 
customers.  The  accepted  answer  to  this 
selling  problem  is — advertised  goods. 

Advertised  goods  remove  the  neces¬ 
sity  for  argument.  The  purchaser 
knows  advertised  goods,  knows  N.  B.  C. 
goods,  has  confidence  in  them  and  buys 
them.  Advertised  goods  eliminate 
argument  and  so  save  lost  time. 

By  one  move— the  selling  of  adver¬ 
tised  goods — your  clerks  can  sell  to  three 
or  four  people  in  the  time  it  formerly 
required  to  sell  to  one.  Prove  it  yourself 
—sell  N.  B.  C.  products  — they  are 
nationally  known — their  quality  is  auto¬ 
matically  repeated  in  every  package  or 
pound.  Stock  a  good  assortment  of  the 
well-known  In-er-seal  Trade-Mark  pack¬ 
ages  and  the  familiar  glass-front  cans. 

NATIONAL*  BISCUIT 
COMPANY 


flour ;  steers  and  beef ;  hogs  and 
ham  and  lard ;  sheep  and  mutton. 

Comparing  the  average  of  prices 
for  the  last  ten  years,  1903-1912, 
with  the  preceding  ten  years,  1893- 
1902,  it  appears  that  the  price  of 
wheat  (No.  2  red,  Chicago)  ad¬ 
vanced  32  per  cent.,  the  wholesale 
price  of  flour  advanced  29  per  cent, 
and  the  retail  price  of  flour  ad¬ 
vanced  only  28  per  cent.  The  price 
of  hogs  advanced  about  33  per 
cent.,  the  wholesale  price  of  hams 
advanced  24  per  cent.,  and  retail 
price  of  smoked  hams  advanced 
about  32  per  cent. ;  retail  smoked 
bacon  advanced  55  per  cent.,  and 
pork  and  chops  advanced  41  per 
cent.;  the  wholesale  price  of  lard 
advanced  31  per  cent,  and  the  retail 
price  advanced  about  30  pet  cent. 
The  price  of  steers  (Chicago)  ad¬ 
vanced  24  per  cent. ;  the  wholesale 
price  of  beef  advanced  23  per  cent. ; 


the  retail  price  of  sirloin  steak  ad¬ 
vanced  19  per  cent.;  round  steak 
advanced  30  per  cent. ;  and  rib  roast 
advanced  23  per  cent.  The  price  of 
sheep  advanced  19  per  cent.,  and 
the  wholesale  price  of  mutton  ad¬ 
vanced  36  per  cent. ;  the  retail 
price  is  not  given. 

The  average  farm  price  of  pota¬ 
toes  on  December  1st  of  the  ten 
years,  I903-I912>  as  estimated 
yearly  by  the  Department  of  Agri¬ 
culture,  was  about  26  per  cent, 
higher  than  for  the  preceding  ten 
years,  whereas  the  retail  price  ad¬ 
vanced  in  the  same  period  about  29 
per  cent. 

It  would  appear  from  the  figures 
quoted  that  whatever  be  the  mar¬ 
gin  between  the  producer's  price 
and  the  consumer’s  price  it  has  not 
!  widened  much,  if  any,  during  the 
last  twenty  years  of  advancing 
prices. 
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Two  Independence  Day  Trims 


Two  more  good  suggestions  for  attractive  windows  for  the  glorious 
Fourth.  Most  people  prefer  to  spend  their  holiday  in  the  woods  or 
country,  away  from  noise  and  crowds.  One  trim  suggests  a  quiet 
picnic  spot  in  the  woods  and  is  easy  to  arrange  when  carried  out 
in  the  following  manner :  First  get  a  good  supply  of  branches,  almost 
any  kind  will  do.  Cover  well  the  side  walls  with  them  and  the  ceiling 


also.  On  the  bottom  place  some  artificial  moss.  In  front,  towards  the 
right,  place  a  small  sign  card  on  a  stick  nailed  to  the  floor.  Back  of 
this  place  a  bat  and  ball,  a  small  piece  of  log  with  a  board  across,  thus 
suggesting  the  old-time  seesaw.  Place  some  artificial  daisies  and  but¬ 
tercups  here  and  there.  Now  spread  a  small  tablecloth  or  traycloth 
and  arrange  a  nice  lunch  on  it — take  care  and  don’t  crowd  it.  In  the 
centre  place  a  pyramid  of  fruit,  a  bottle  of  olives,  pickles,  sauce,  ajar 
of  club  cheese,  peanut  butter,  some  tomatoes,  a  can  of  tongue,  a  loaf 
of  bread,  some  picnic  plates  and  sanitary  drinking  cups.  At  the  rear 
corner  of  the  cloth,  and  towards  the  left,  place  a  chip  basket  containing  I 


a  bottle  of  grape  juice  and  a  box  of  some  kind  of  crackers.  Along 
rear  place  little  bunches  of  fern,  place  them  in  water  to  keep  fr< 
cover  the  glasses  with  some  foliage,  make  it  look  as  real  as  possibl 
shady  nook  for  lunch. 

Peach  Special. 

The  special  sale  on  peaches  is  a  neat  and  attractive  window  anc 
arranged  in  this  manner :  First  cover  the  bottom  of  the  window  v 
white  crepe  paper.  In  the  front  centre  place  a  long  card  with  letter 
like  cut,  making  the  price  to  suit  yourself.  Back  of  this,  also  in 


centre,  place  a  cloth,  on  it  place  one  can  of  peaches,  the  contents  bei 
displayed  in  a  glass  dish.  At  each  side  place  small  pyramids  of  t 
cans.  At  the  rear  cover  with  the  white  crepe  paper.  Cut  red,  wh 
and  blue  crepe  paper  in  strips  about  one  inch  wide  and  arrange  one 
each  color  the  same  as  in  illustration.  Place  a  pyramid  of  the  cans 
each  space.  Finish  along  the  top  with  small  flags. 


California  Olive  Industry  Will 
Change  Under  New  Tariff. 

It  is  rather  understood  among 
olive  men  of  California  that  it  will 
be  more  profitable  in  future  to  cen¬ 
ter  attention  upon  ripe  pickled  ol¬ 


ives^  instead  of  upon  olive  oil,  as  this  country,  owing  to  the  fact  that 
the  competition  of  imported  oils,  the  foreign  fruit  does  not  mature 
especially  with  the  tariff  reduced, !  properly  to  make  ripe  pickles, 
interferes  seriously  with  the  sale  of  i  Size  rather  than  quantity  will  be 
the  domestic  oil,  whereas  ripe  pick-  j  the  thing  most  sought  for  by  Cab¬ 
led  olives  can  only  be  produced  in  fornia  olive  growers  hereafter. 


California  has  nearly  a  monopc 
in  olive  production,  producing  i< 
132,412  pounds  in  1909,  as  coi 
pared  with  Arizona’s  264, 8 
pounds,  these  being  the  only  oliv 
producing  States. 
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No  competitor  is  so  dangerous  and  so  unscrupulous  as  the  drinking 
habit.  It  knows  ten  tricks  to  your  one  and  will  always  defeat  you  if  you  give 

it  chance  enough. 


A  Letter  Which  Probably  Made  One 
Retailer  Think  More  of  His  Jobber, 
With  Some  Editorial  Comment. 

The  Housewives’  League  Shows  the 
Cloven  Foot.  Read  What  Just 
Happened  in  Toledo,  Ohio. 

Pennsylvania  State  Association  s  Wage- 
. Attachment  Bill  Passes  Both  Houses 
and  Goes  to  Governor  Where  Its 
Fate  Is  Uncertain. 
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Outsells 
Other 
Brands 


Snow  Boy  Washing 
Powder  is  so  widely 
and  uniquely  adver¬ 
tised  that  thousands 
of  women  are  trying 
it.  They  find  it  so 
superior  to  other 
washing  powders 
they  keep  on  using  it. 

It  is  pure  soap 
powder,  without  the 
harsh  alkalies  that 
make  other  kinds 
ruin  the  skin.  "Snow 
Boy  "  is  harmless. 
You  can  have  profit¬ 
able  sales  if  you’re 
willing  to  push  the 
powder  that  is  get¬ 
ting  the  sales.  That's 
"Snow  Boy." 


GOOD  GOODS  and 
GOOD  PROMTS 


Lautz  Bros.  &  Co. 

BUFFALO,  N.  Y. 


Say  to  Your  Customers 

USE 


GOLD 


MILK 


And  Save  Money  on  your  Milk  Bills 


Mr.  Grmcer:— Why  not  be  a  milkman,  too?  You  can 
be  the  biggest  milkman  in  your  neighborhood  If  you  tell  your 
customers  to  add  two  cans  of  cold  water  to  one  tall  can  of 
HIRES  GOLD  MILK,  and  then  use  on  the  table  for  drinking, 
and  in  the  kitchen  for  cooking. 


EVERT  CAR  GUARANTEED  BY 


Hires  Condensed  Milk  Company 

10  Chestnut  Street,  Philadelphia,  Pa, 


Many  of  the  leading  WOMEN'S 
MAGAZINES ,  as  well  as  street  cars, 
billboards,  etc.,  throughout  the  country 
tell  your  customers  about  HEINZ 
PRODUCTS  and  HEINZ  QUALITY. 
The  result  is  a  steady,  increasing  de¬ 
mand  for  these  superior  foods. 

Profit  by  this  extensive  advertising 
It  pays  you  to  keep  a  well  assorted  stock 
of  HEINZ  PURE  FOOD  PROD¬ 
UCTS  constantly  on  hand.  THEY'RE 
SELF  SELLERS. 


H.  J.  HEINZ  COMPANY 


PITTSBURGH,  PA. 


Why  We  Can 
Guarantee  Against 
Spoilage 


The  filthiest  thing  on  earth 
is  rennet  if  made  carelessly 
and  under  unclean  condi¬ 
tions. 


If  you  could  see  some  com¬ 
mercial  rennets  made  you 
wouldn’t  let  them  enter  your 
store. 


*  We  guarantee  to  the  abso¬ 
lute  limit  the  perfect  cleanli¬ 
ness  .  of  James  T.  Shinn’s 
Liquid  Rennet,  but  we  have 
other  proof  that  it’s  clean — 
we  guarantee  it  not  to  spoil. 
We  wouldn’t  dare  guarantee 
an  unclean  rennet  that  way. 

James  T.  Shinn’s  Liquid 
Rennet  will  also  coagulate 
milk  in  2 — 5  minutes,  and  in 
every  way  will  satisfy  your 
most  exacting  customer. 


Costs  you  $1.50,  sells  for 
$3.00.  Order  some  now,  be¬ 
fore  you  forget  it.  All 
jobbers. 


Shinn  &  Kirk 


1400  Spruce  St.,  Phila. 


We  take  First  Pick 


and  Make 


PREMIUM  HAMS 


That’s  why  you  and  your 
customers  can  rely  on 
SWIFT’S  PREMIUM  HAMS 
being  good  all  the  time. 


Grocers  who  have  trouble 
over  the  1  ‘  ham  question  ’  ’  are 
selling  hams  of  questionable 
quality.  There’s  no  question 
about  SWIFT’S  PREMIUM 
HAMS ;  their  tender  meat, 
fine  grain  and  delicious  flavor 
never  fail  to  please  and  bring 
trade  back  for  more. 


Swift  &  Company,  U.  S.  A. 
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BURK'S 


Hawaiian  Pineapple 
Creates  NEW 
Trade  for  the  Grocer 

ffl  HAWAIIAN  PINEAPPLE  is  a  non-competitive  product 
which  secured  its  own  market  through  the  consumer’s 
instant  appreciation  of  its  delicious  flavor  and  fine  quality. 
It  does  not  “take  the  place”  of  anything  else,  it  is  not 
like  selling  one  brand  of  an  article  instead  of  some  other 
brand— the  profits  you  make  on  it  are  profits  you  could 
not  make  in  any  other  way. 

a  The  sale  of  HAWAIIAN  PINEAPPLE  has  increased 
more  rapidly  than  any  other  product  ever  offered  to  the 
grocery  trade.  Grocers  who  have  stocked  it  from  the 
first  have  been  reaping  the  benefit. 

We  Are  Advertising  Again 

and  there  is  going  to  be  a  further  increase  in  sales  of 
HAWAIIAN  PINEAPPLE.  Make  up  your  mind  to  get 
your  share  of  the  profits  on  these  increased  sales.  It's 
an  easy  seller :  just  keep  it  displayed  and  let  your  cus¬ 
tomers  know  you  have  it  and  our  advertising  will  stir  up 

the  sales. 

Always  stock  with  HAWAIIAN  PINEAPPLE, 
no  matter  what  brand;  so  long  as  it  comes  from 
Hawaii  it  is  sure  to  be  “picked  ripe”  and 
“  canned  right."  At  all  jobbers— sliced,  grated 
and  crushed. 

Hawaiian  Pineapple  Packers 
Association 
HONOLULU,  HAWAII 


. . . . . . . . . . . . . 

IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION 


Meat  Loaf 


SEASONABLE  THROUGHOUT  THE  YEAR 

Composed  entirely  of  fine  selected  meats— contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of  about 
six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Can  also  be  served  cold  for  luncheon,  cut  in  thin 
slices  or  warmed  in  the  oven  in  one  piece  to  take  the 
place  of  a  roast. 


BURK’S 

Lunch  Roll 

(Copyrighted) 

SUBSTITUTE  FOR  BOILED  HAM 

Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled. 

Far  superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet ;  also  less  expensive 
and  not  near  so  wasteful— in  fact  no  waste  at  all.  Much 
finer  in  texture  and  just  as  easily  sliced,  or  more  so, 
as  this  can  be  done  in  a  slicing  machine. 

The  cover  is  readily  removed  by  cutting  the  seam 
and  then  stripping  off  the  sack  as  the  roll  is  consumed. 
This  prevents  it  becoming  dry  and  is  a  sanitary  feature 
that  appeals  to  the  consumer,  as  it  keeps  the  product 
clean  while  displayed  on  the  counter  and  untouched  by 
hand  while  slicing,  a  vast  improvement  as  compared  with 
handling  the  greasy,  unprotected  boneless  boiled  ham. 

MEAT  LOAF  and  LUNCH  ROLL  were  originated 
by  us,  now  imitated  by  others,  but  none  equal  to  Burk’s, 
which  are  prepared  from  only  the  choicest  materials. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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Grocers  Like  to  see  You  get 
Full  Value  for  Your  Money 


THEY  are  glad  to  find  WASHINGTON 
CRISPS  on  your  order. 

They  know  that  the  BIG  package  gives  you 
1-2  more  than  any  other  cereal  food  for  10c. 

Experience  has  shown  them  that  once  you 
try  these  delicious  golden  corn  flakes  you 
are  sure  to  come  back  for  more. 

Of  all  the  wholesome  foods  prepared  from 
corn  WASHINGTON  CRISPS  is  one  of  the 
most  nutritious  and  strength-giving.  Eat  it 


every  day  and  you  will  soon  feel  the  im¬ 
provement. 

WASHINGTON  CRISPS  are  made  from 
the  choicest  grains  of  the  finest  white  corn, 
thoroughly  steam  -  cooked  and  toasted 
golden-brown. 

The  purity  of  WASHINGTON  CRISPS  is 
beyond  question.  They  are  prepared  in 
spotlessly  clean  mills  by  automatic  machin¬ 
ery  untouched  by  human  hands. 


Washington  CRISPS 

10c.  Ihe  BIG  Package  of  Toasted  Corn  Flakes  10c. 
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Extra  Fancy  Norwegian 
Sardines  Please  and 
Pay  Well 


q  Another  word  about  our  Borgen  Special 
Extra  Fancy  Norwegian  Sardines,  the 

highest  possible  grade  of  those  dainty 
smoked  fish  that  have  made  Norway 
famous. 

€fl  They  are  fancy  selected  fish,  packed  in 
pure  olive  oil,  guaranteed  count  of  20-24, 
in  tins  that  are  gold  wrapped  and  gold 
labelled.  There  is  nothing  anything  like 
them  on  the  market. 

<J  Borgen  Special  goods  can  retail  at  15 
cents  or  two  for  a  quarter,  with  a  splendid 
profit  for  you. 

American  Sardine  Company 

EASTPORT,  MAINE 


They  Will  Judge  You  By 
Your  Butter 

<H  For  your  own  sake,  brother,  for  the  sake  of  the  repu¬ 
tation  of  your  store,  for  the  sake  of  the  impression  you 
are  striving  to  give  people  that  your  store  is  a  dependa¬ 
ble  distributor  of  honest  and  reliable  merchandise— for 
the  sake  of  all  these,  stop  handling  the  usual  irregular 
print  butter  and  handle  QURNSE,  which  we  guarantee  to 
be  the  highest  known  grade  of  dairy  butter,  absolutely 
uniform  throughout  the  year. 

Cf  Are  you  willing  to  be  judged  by  your  butter  any  day  of 
the  year  ?  You  will  be  if  QURNSE  is  your  butter. 

Packed  in  20,  30  and  50-pound  boxes— pounds  and  half-pounds— 35  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  SOUTH  FRONT  ST. 
-  PHILADELPHIA, 


Losing  Your  Weights! 


Get  a 
Troemner 
No.  24 
Ball  Scale 


Greatest 

Improvement 

in  Rapid 
W  eighing 


Does  away  with  weights  absolutely.  The  balls  are  placed  in  the  holes,  thus 
weighing  from  one  to  fifteen  pounds,  with  the  sixteen  ounces  in  fractions  v>n  the 
side  beam,  giving  a  total  weighing  capacity  of  sixteen  pounds. 


HENRY  TROEMNER  PHILADELPHIA, 

_  _ _ _ _ _  ■■■  nrurBII  irCNTC  Ml  IIM 

J.  A.  FLEBCH  A 


STREET 

_ _  _ _ _  PAi  >  > 

■„  116  ADAMS  STREET,  CHICAGO,  ILL,  GENERAL  AGENTS  FOR  UNITED  STATES 
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WANT  DEPARTMENT 


WANTED. 


A"wn  “  w“*  Adyirtl^eawnU  inMrted  la  this  dapartaieat  may  be  addressed  to  the  "  Grocery  World 
Uerki.t  whca  Srsired,  prerlded  the  adratlMBiet  la  accompanied  by  to  coats  la  postage  to 
far  r— tiling  the  same.  The  price  a f  each  insertion  Is  two  cents  per  word  In  adrance. 


FOR  SALE. 


FOR  SALE. — Troemner  Electric  Coffee 
Mill  for  direct  current,  both  for  pulverizing 
and  granulating.  American  Slicer  in  A( 
condition.  Also  Dayton  Computing  Scales 
and  a  rebuilt  No.  18  Star  Coffee  Mill.  All  at 
one-half  price.  Guaranteed  to  be  in  good 
condition.  H.  F.  Heacock,  51  N.  Second 
St.,  Philadelphia,  Pa.  tf 

FOR  SALE  — Stock  and  fixtures  of  a  gro¬ 
cery  store  established  1876.  If  sold  at  once 
will  sell  for  a  very  low  figure,  $1,250.  Prop¬ 
erty  can  be  bought  for  $5,500— nine  rooms, 
bath  and  all  conveniences.  846  N.  Fortieth 
St.,  Philadelphia,  Pa.  6 

FOR  SALE. — Retiring  from  business,  will 
sell  corner  store  at  assessed  valuation. 
Present  stock  full  line  of  groceries.  Good 
locality  for  grocery  or  bakery.  Property, 
ia  rooms.  Large  awnings,  side  yard. 
J.  M.  Sheneraan,  1417  S.  49th  St.,  Philadel¬ 
phia,  Pa.  tf 

FOR  SALE — Stock  and  fixtures  of  a  good 
corner  store,  doing  a  good  business  in  gro¬ 
ceries,  delicatessen,  confectionery,  tobacco 
ana  cigars.  Will  sell  to  a  quick  buyer  for 
$525-  Dwelling  contains  eight  rooms,  bath 
and  all  conveniences.  Rent  $35  per  month. 
6031  Race  St.,  corner  Edgewater  St ,  Phila¬ 
delphia,  Pa.  5 

FOR  SALE. — Opportunity  !  Will  sell  cor¬ 
ner  store,  full  line  groceries,  at  sacrifice. 
Going  out  of  business.  Location  the  best 
to  be  had  in  Philadelphia.  Property,  18  ft. 

6  ins.  by  69  ft.  6  ins.,  in  perfect  condition. 
This  is  a  grand  chance  for  one  anxious  to 
secure  a  profitable  business.  L.  Wucher, 
1713  Wolf  St.,  Philadelphia,  Pa.  26 

FOR  SALE. — Stock  and  fixtures  of  corner 
grocery  in  center  of  town  of  3,500  popula¬ 
tion,  thirty  miles  from  Philadelphia  on  main 
line  of  Pennsylvania  Railroad.  Will  sell  at 
inventory,  which  will  amount  to  about  $800. 
Rent  $15  per  month.  Present  owner  doing 
over  $10,000  worth  of  business  now.  S.  L., 

“ Grocery  World  and  General  Merchant,” 
927  Arch  Street,  Philadelphia,  Pa.  26 

FOR  SALE.— A  1,500  lb.  capacity  “White” 
Truck,  used  since  Jan.  10th,  1913,  in  good 
condition.  Reason  for  selling,  too  much 
speed  for  our  bad  streets.  S.  A.  Huber  & 
Sons,  Chambersburg,  Pa.  1 

FOR  SALE. — Horse,  wagon,  two  sets  har¬ 
ness,  McCaskey  register,  Dayton  scale, 
show  cases,  tea  canisters,  etc.,  on  account 
of  going  out  of  business.  Wm.  Parcell, 
Parsons,  Pa.  1 


investigation.  F.  G.  Wi.e,  208  Twenty  first 
|  St.,  Detroit,  Mich.  1 

FOR  SALE. — Up-to-date  cream  cheese  cut¬ 
ter,  which  is  in  perfect  condition  and  will 
sacrifice.  M.  Sheridan,  Lee  and  Cambria 
Sts.,  Philadelphia,  Pa.  1 

FOR  SALE. — Grocery  stock  and  fixtures. 
Butcher  shop  connected.  Doing  cash  busi¬ 
ness  in  a  first-class  locality.  I  intend  to 
devote  all  time  to  other  business.  This  is  a 
good  bargain  for  an  up-to-date  grocer. 
Address  G.  E.,  care  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  j 


FOR  SALE. — Stock  of  well  established  gro¬ 
cery  business.  Have  been  in  my  present 
location  fourteen  years.  Have  an  estab- 
li  hed  trade.  Also  lease  for  six  years  to  run. 
A  good  business  for  the  right  man.  Best 
of  reasons  for  selling  out.  U.  U.  Dare, 
1520  Pacific  Ave.,  Atlantic  City,  N.  J.  26 


FOR  SALE. — Cold  storage  plant — consist¬ 
ing  of  one  8-ton  York  ice  machine,  with 
piping  for  four  rooms,  and  a  20-h.  p.  gas 
engine.  Can  be  used  for  refrigeration  or 
ice-making  ;  also  an  8-h.  p.  gas  engine.  All 
practically  new  and  in  good  repair.  Ad¬ 
dress,  Dawson  Bros.,  Corry,  Pa.  tf 

FOR  SALE. — Wanted  to  sell  stock  and  fix¬ 
tures  of  a  general  store  in  a  good  country 
town,  supported  by  farmer  trade  princi¬ 
pally.  Good  reasons  for  selling.  Robt.  O. 
Bryant,  Spartansburg,  Pa.  tf 

FOR  SALE. — Stock  and  fixtures  of  corner 
grocery  store.  A  good  stand  for  fresh  meats, 
provisions,  etc.  Will  sell  to  a  quick  buyer 
for  $550.  Seven  rooms,  bath  and  all  con¬ 
veniences.  Rent,  $23.  Reason,  sickness. 
N.  W.  cor.  Seventh  and  Pine  Sts.,  Camden, 
N.  J.  tf 


FOFt  SALE. — An  up-to-date  counter  soda 
fountain  in  good  condition.  Iceless.  Robert 
M.  Green,  maker.  Length,  8  ft.  Weir 
syrup  pumps.  Stanley  E.  Baker,  Factory- 
ville,  Pa.  tf 

FOR  SALE. — I  have  some  chinaware  and 
earthenware  that  I  wish  to  dispose  ol  at  less 
than  cost.  A.  E.  Flagler,  Quakertown,  Pa.  tf 


FOR  SALE. — Hotel,  20  rooms,  in  business 
centre  of  Detroit,  Minn.  Good  business. 
Good  reason  for  selling.  Address,  Mary 
McNaniard,  Detroit,  Minn.  3 

FOR  SALE. — Grocery  and  general  store 
doing  good  business.  Also  store  building 
with  living  rooms  above.  Address  M.  S, 
Larson,  Aitkin,  Minn.  3 

FOR  SALE.— Two-story  frame  house  and 
store  corner  B  oad  and  Orange  Sts.  Estab¬ 
lished  fifty  years.  Price  $5,000.  Will  sell 
stock  at  inventory.  J.  C.  Felker,  Lititz,  Pa.  1 

FOR  SALE. — Automobile — five  passenger 
Rambler  touring  car  in  good  condition,  with 
good  tires,  extra  tubes,  treads,  top,  wind¬ 
shield,  clock,  trunk  rack,  tool  box  and  tools. 
Will  sell  cheap.  Would  also  make  a  good 
delivery  car  by  changing  body.  Call  or 
address  620  Chester  Ave.,  Lancaster,  Pa., 
and  see  the  car  demonstrated.  \ 

FOR  SALE. — Stock  and  fixtures  ol  corner 
grocery  store.  A  good  stand  for  fresh 
meats,  provisions,  etc.  Will  sell  to  a  quick 
buyer  for  $825.  Nine  rooms,  all  conven¬ 
iences.  Rent  $25  per  month.  S.  E.  cor. 
Washington  Ave.  and  Cecil  St,  West  Phila¬ 
delphia,  Pa.  o 

FOR  SALE.— Grocery  store  and  fixtures, 
all  c’ear,  In  first-class  neighborhood,  doing 
a  cash  business.  $950  cash  buys  an  excel¬ 
lent  opportunity  for  an  up  to-date  man. 
Reason  for  selling,  am  engaging  in  other 
business.  This  will  stand  for  a  thorough 


FOR  SALE.— Grocery  and  meat  market 
located  on  the  Pittsburgh  and  Wilkinsburg 
line.  Doing  over  $4,500  monthly.  Price, 
"  pooo.  N.  Crow,  Wilkinsburg,  Pa.  tf 

FOR  SALE.  —  Good  opportunity.  Old 
established  meat,  groceries  and  provision 
market  for  sale  cheap.  Best  store  uptown. 
Owners  retiring  on  account  of  partnership. 
Will  sell  cheap  to  quick  buyer.  Doing  from 
$300  to  $400  business  a  week.  Address 
A.  D.,  care  of  “  Grocery  World  and  General 
Merchant,” 927  Arch  St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — One  No.  12  Enterprise  coffee 
mill,  counter  size,  about  31  ins.  in  height. 
Will  sell  cheap.  L.  F.  Carlin,  S.  W.  cor. 
York  Road  and  Wagner  Ave.,  Logan,  Phila¬ 
delphia,  Pa.  tf 


FOR  SALE; — Grocery  store,  fixtures  and 
building,  doing  good  business.  Good  rea¬ 
sons  for  selling.  E.  E.  McConnell,  1911 
Iowa  Ave.,  Superior,  Wis.  3 


FOR  SALE. — Grocery  store,  doing  fine 
business.  Good  reasons  for  selling.  With 
or  without  building.  Thatcher  A  Thatcher, 
312  W.  Fourth  St.,  Duluth,  Minn.  2 


HELP  WANTED. 


WANTED. — Salesmen  calling  on  merchants 
and  tradesmen  can  make  $25  per  week 
extra  on  the  side.  Write  for  particulars. 
"Coupon-Cards,”  care  "Grocery  World 
and  General  Merchant,”  927  Arch  St.,  Phila¬ 
delphia,  Pa.  26 


WANTED. — A  reliable  country  merchant 
would  like  to  get  in  touch  with  some  reliable 
retailer  to  sell  butter,  eggs  and  poultry  direct 
No  freight  or  commission.  Prefer  to  sell  at 
a  stated  price  f.  o.  b  shipping  point.  Only 
men  who  are  reliable  and  prompt  and  are 
fairly  rated  need  write.  W.  H.  Clotfelter, 
Richfield,  Pa.  26 


WANTED.  —  A  good  second-hand  soda 
fountain.  Wm.  T.  Cunningham,  Toepp 
and  New  Sts.,  Bethlehem,  Pa.  tf 

WANTED. — Horse  rake,  two  horse  mowing 
machine,  two  horse  riding  cultivator.  New 
and  cheap  for  cash.  C.  B.  Robbins  Co., 
Port  Norris,  N.  J.  tf 

WANTED. — To  buy  a  horse  and  se'l  a 
carriage.  J.  F.  Hutzel,  S.  E.  cor.  Park 
Ave.  and  Oxford  St.,  Philadelphia,  Pa.  1 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  countries. 


Davis  &  Davis,  Washington,  D.C. 


Every  Cake  of 
Fleischmann’s 
=  Yeast  = 

influences  the  sale  of  flour, 
butter,  sugar,  salt,  eggs  and 
like  products  used  in  baking 
to  a  total  of  10  or  20  times 
the  cost  of  the  yeast  itself. 
That’s  how  the  sale  of  every 
cake  of  Fleischmann’s  Yeast 
builds  up  business  for  you. 

The  Fleischmann  Co. 


WHY  WORRY 

over  bookkeeping  ?  Sell  them  a  Ten 
Dollar  or  any  other  size  of  FORBES 

Iodeied  Coupon  books 

and  have  only  one  entry  where  you 
have  dozens  now. 

We  have  sold  millions  of  them.  Why  worry  about 
forgotten  charges,  disputes,  over-running  accounts, 
losses,  etc.,  when  our  books  will  cure  these  evils? 
Simplest  and  best  system  devised.  For  cash  or  credit. 
All  sizes.  F.  O.  B.  your  express  office  or  by  mail 
when  necessary.  Why  worry? 

Ask  us  for  free  samples. 

J.  P.  FORBES,  b’SBK*.  Coshocton,  Ohio 


Take  the  average  cocoa  on 
the  market  and  carry  it  through 
another  process  or  two,  and  you 
may  have  an  article  about  as 
good  as  Croft’s  Swiss  Milk 
Cocoa.  , 

The  trouble  is  that  other  man¬ 
ufacturers  will  not  use  that 
“  other  process  or  two,”  because 
of  its  cost.  They  prefer  to  send 
out  their  product  half  made,  as 
it  were — containing  indigestible 
and  ill-tasting  ingredients  which 
should  have  been  eliminated — 
so  that  they  can  save  a  little  on 
the  cost  of  making. 

Croft’s  Swiss  Milk  Cocoa 

has  everything  taken  out  that 
should  be  taken  out,  and  for 
that  reason,  among  others,  it 
has  the  smoothest,  finest  flavor  of 
any  cocoa  made. 

Will  you  mention  the  “Grocery 
World”  when  you  write? 

40  cents  a  pound 
Packed  In  J4-lb.  Jar*,  6  and  ta.lb. 


boxes 


CROFT  &  ALLEN  CO.  philadeip^a 

W.  PENNSYLVANIA 


How  to  Make  Other 
Cocoas  as  Good  as  Ours 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “OROCERY  WORLD  AND  GENERAL  MERCHANT" 


‘‘Don’t  go  after  demand  until  you  have  distribution.  Your 
roods  go  first  to  the  .retailer,  so  should  you.  To  go  after  demand 
First  and  then  distribution,  is  to  put  on  your  shoes  and  then  your 

stockings.” 

Manufacturers  me  get  distribution  by  creating  demand  They  can  aiso  reach  the  house  next  door  to  them  on  the  left 

•'  -■  rrr a 

from  manufacturers  who  expect  the "  they  know  a„ything  about.  xhc  wise  manufacturer  will  eventually 

TjtXLZ  VS  -  get  them  before  be  sends  the  people  after  them.  In  other  word,  he  won',  spend  money 
to  stimulate  a  desire  he  hasn’t  made  preparations  to  gratify. 

Advertising  in  the  Grocery  Trade  Journals  under  our  direction  is  a  powerful  aid  to  distribution.  We 
™“rcL,  »d  Allied  Trade  Prea,  oi  America,  .he  aame.  oi  vho.e  member,  appear  beta  a,d 
XS,  submit  pta,  and  e.bmaU,  for  foe  use  bi  these  papem.  Our  plan  »  tnder.ed  b»  and  ha,  the 
co-operation  ot  the  National  Association  of  Retail  Grocers  of  the  United  States. 


MEMBERS 


American  Grocer,  Hew  York,  N.  Y. 

American  Meat  Trade  Journal,  New  York  City 
Commercial  Journal,  St.  Joseph,  Mo. 

General  Store,  Pittsburgh,  Pa. 

Grocers’  Magazine,  Boston,  Maas. 

Grocery  World  and  General  Merchant,  Philadelphia,  Pa. 
Ideal  Grocer,  New  York,  N.  Y. 

Inland  Grocer,  Cleveland,  Ohio 
Inland  Storekeeper,  Chicago,  Ill. 

Interstate  Grocer,  St.  Louis,  Mo. 

Interstate  Merchants'  Advocate,  Spokane,  Wash. 
Interstate  Trade  Bulletin,  Denver,  Col. 

Merchants’  Index,  Denver,  Col. 


Merchants'  Journal,  Topeka,  Kans. 

Merchants’  Journal  and  Commerce,  Lynchburg,  Va. 
Merchants’  Magazine,  Los  Angeles,  Cal. 

Merchants’  News,  Oklahoma  City,  Okla. 

Michigan  Trade  Review,  Saginaw,  Mich. 

Michigan  Tradesman,  Grand  Rapids,  Mich. 

Modern  Grocer,  Chicago,  Ill. 

New  England  Grocer  and  Tradesman,  Boston,  Mass. 
National  Provisloner,  New  York,  N.  Y. 

Northwest  Trade,  Boise,  Idaho 
Omaha  Trade  Exhibit,  Omaha,  Neb. 

Oregon  Merchants’  Magazine,  Portland,  Ore. 

Price  Current,  Wichita,  Kans. 

Retail  Grocers’  Advocate,  New  York,  N.  Y. 


Retail  Grocers’  Advocate,  San  Francisco,  Cal. 

Retail  Merchant,  Salt  Lake  City,  Dtah 
Retail  Merchants’  Journal,  Peoria,  Ill. 

Southwestern  Commercial  Bulletin,  Los  Angeles,  Cal. 
Tea  and  Coffee  Trade  Journal,  New  York,  N.  Y. 

Texas  Tradesman,  Houston,  Tex. 

Trade,  Detroit,  Mich. 

The  Trade  Review,  Lincoln,  Neb. 

Twin  City  Commercial  Bulletin,  Minneapolis  and  St 
Paul,  Minn. 

Up-to-date,  Scranton,  Pa. 

The  Western  Trader,  Omaha,  Neb. 

West  Coast  Trade,  Tacoma,  Wash. 


r  IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT 
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4 

5 

6 
4 

*4 

12 

a! 

16 

17 
26 

9 

Z2 

3 

10 

16 

20 


Ammonia  . 

Axle  Grease . 

Baking  Powder . 

Blacking — Shoe . 

Bluing — Dry . . . 

Bluing — Liquid . 

Brushes . 

Butchers'  Sundries . 

Butter . 

Cakes  and  Cracker* . 

Candles . 

Canned  Goods . 

Canned  Meats . 

Cereal  Specialties . 

Cheese . .. . 

Chewing  Gum . 

Chocolate  and  Cocoa . 

Cider  . 

Clams . 

Cocoanut . 

Com  Starch . 

Condensed  Milk . 

Cottolene  . 

Coffee  Essence  and  Chicory.. 

Delikatessen . 

Dried  Fruits . 

Dressed  Meats . 

Dressed  Poultry . 

Drugs . 

Evaporated  Milk.. . 


SUGAR. 

„  .  T  .  Barrel*. 

Eagle  Tablet* .  ?!§„ 

Crystal  Dominoes,  34  j-lb.  pkgs .  7 

"  foa-lb.pkgs .  7.65 

latent  Cubes .  ,.73 

Confectioners  Lozenge .  * .  £  « 

Powdered . .  4.60 

Fruit  Powdered .  +-50 

Dessert  and  Table,  2-lb.  cartons,  48  lbs .  4.80 

Granulated,  fine  or  standard,  Me  Caban....  *  c  r 

“  “  Franklin .  J.|o 

extra  fine,  bbls .  4.50 

"  extra  fine,  s-lb.  bags .  4  80 

"  “  "  J-lb.  bags .  J.T* 

“  "  “  10-lb.  bag* .  4.65 

. 35-lb.  bags . 4.55 

“  "  "  zoo-lb.  bags .  4.50 

"  coarse .  4.60 

Confectioners  Crystal  A .  4.50 

a  No.  1 . „ .  .  rli 

a  no.  3 . ;;;;  m 

. - . :::::::  id 

c . 365 


Eggs . 

Fancy  Groceries . 

Flour . 

Farinaceous  Goods . 

Fresh  Fish. . 

Green  Coffee . . 

Gelatine  and  Prepared  Desse 

Horseradish . 

Honey  . 

ink . 

Jars  and  Jar  Rubber* . 

Lime . ** 

Lye  and  Potash . .77 

Lard  and  Compound* . 

Live  Poultry . 

Laundry  Soaps . 

Laundry  Starch . 

Macaroni . . . .777 

Mapleine . * 

Matches . 777. 

Mince  Meat . . 

Maple  Syrup . 

Mustard . 

Nut* . .77 

Oysters . . . 

Oils .  . 

oiive*  . ;;;;;;;;; 

Package  Coffee . 

Paper . . . . . 


25 

26 

15 

*3 

18 

18 

28 

26 


Pure  Olive  Oil . ... 

Peanut  Butter . 7..!!!7.*7!7!7 . 

Pickled  Meats  and  Fish  *77’ 

Pickles . 77!!!!!!!!! . 

Popping  Com . '7.77 7777.7777. 

Provisions . 

Plum  Pudding . . . . ! . . . ! ! 77 .* .* .* 77 .' 77 

Preserves,  Jellies,  Jams  and  Marmalades . . 

Polishing  and  Cleaning  Compounds . 

Prunes . . 

Roasted  Coffee  in  Bulk .  . . 

Rice . .7.7.7.*.*, . 

Refined  Molasses  and  Syrups . 

Rope,  Tie  Yam,  etc . .  . 

Raisins  .  77, 

Sugar . ....7.77.7 7.77.7.7.  !! ! ! ! . 

Shoe  Dressing . ...7777* 

Sardines . .7777.*. 

Saratoga  Chips . !!!!!!!!!!7777!!!.7:7!!!!7 . 

Soups . .....77777 . 

Smoked  Fish,  Codfish  and  MackereY.7  7 . 

Sauer  Kraut . 

Sait . .  ...7.7.77.7.7.7.7.7.7 . 

Salad  Dressing . 

sai  sodaTTTT!; . ..77777777777777*' 

Sauces . 

Seed* . .777777777* . 

Soda — Bi-Carb . 

Soft  Drink* . 77777777777* 

Soap  Powder . 777*777777 

Specialties . .7.. ...7777777 . 


COL. 
..  19 
..  19 

•  *9 
..  20 

•  IS 

.  20 
.  24 

>.  2X 

•  25 

•  1 7 

•  3 

•  23 

.  27 

•  27 

•  17 


6 

x6 

7 

*5 

24 

24 

24 

24 

24 

16 

24 

24 

25 

26 


Spices . 

Stove  Polish . 

. 

COL. 

. - .  36 

Sundries . 

Syrup  and  Molass**......!!.! 

Smoking  Tobacco . 

Tea . 

.  . . 

. — •«  37 

.  27 

.  28 

Toilet  Soaps . 

Tobacco — Plug . 7! 

. 

.  *5 

Vinegar . 

Wood  and  Willow  Ware  "! 
Yeast  Cake* . 

. * . 

.  20 

.  28 

.  28 

ADVANCES. 

Eggs . 

Fresh  Fish . 77777777! 

Compound  Lard,. . 


16 


Butter.. 


DECLINES. 


ADDITIONS. 


Parsons,  3  do*,  pints .  .  „ 

«•  Dim.,, do* . :::::::::::  ” 

Banner  Dry  Ammonia . case  of  50s 

. . . case  of  25s 

. . . . .  dor. 


waterproof .  ,  at 

Admiral  Russet  Combination . ” 

“  Shoe  Dressing  „ 


AXLE  GREASE 

,i'lb  paU* . .  do*- 

Mlc“.  54  gross . per  gnu. 


.So 

8.50 


TEA. 

Fonaoaa. — 

Extra  choicest,  %  and  14  chests  ... 

Choice,  56  and  54  chests  . . 

Finest  %  and  54  cheats . 

Fine,  M  and  54  chests . 

Oolong,  Blank- 

Extra  ehoioe,  U  and  34  chests . 

Choice,  54  ana  }4  chests™ . . 

Finest,  %  and  54  chests . 

Superior,  %  and  V  chests . 

English  Breakfast,  Black — 

First  Picking,  %  and  54  chests _ 

Choicest,  }6  and  J4  chests . 

Good  to  superior,  34  chests . 

First  Crop,  about  2 8-lb.  original  boxes.. 
Gunpowder,  Green — 

Extra  Firsts,  34  cheats . . . .... 

Firsts,  M  chests . 

Extra  Seconds,  34  cheats . . . 

Seconds,  new,  chests . . . . 

Imperial,  Green — 

Firsts,  H  chests. . . . . . 

Seconds,  54  chests . . . 

Japan,  Green — 

May  Pickings,  %  dusts . . . 

First  Crop,  %  and  %  chest* . . 

Second  Crop,  £  and  54  chests . . 

Basket  Fire,  un colored,  needle  leah  V 

chests  . . . . 

Yeung  Hyson,  Green — 

Firsts,  chests . . . . . 

Hyson,  Green — 

Extra  Firsts,  %  chests  . . . . . . 

firsts,  chests . . 

Seconds,  U  chests  . . . . 

Assam,  Black — 

Choice,  %  chests . . . 

Fine,  ) £  chests . ™ . . 

Tetlsy’s  India  and  Ceylon,  Black— 

25-lb.  boxes . 

54  or  X-Ib.  tin  foil  pkgs . . 


AMMONIA. 


P.r  dor. 
.82)6 
1  07  % 
1.03 
r.  oa 


90 

1.35 

••5® 


Per  lb. 

:S  -■$ 

•JO  —.32 

.23  -.35 


...  .JO 

..  .25 

...  .33 

..  .16 
-  -3® 

..  .30 

•«S 


-  .*5 
...  .38 

~  .jo 


-•35 

-•»7 

-.*4 

-.18 

-•35 

-»5 


•45 

•35 

•30 


•40 

-.jo 

-.40 

-•35 

-•3“ 


BAKING  POWDER. 

Rumford  Yeast  Powdw — 

4-03.  glass,  1  do* . 

6-o*  glass,  .  do* . . . . ; 

6-o*.  gloss,  6  do* . 

1  i™*  ^  . 7.77.7777! 

Rumford  Baking  Powder— 

5c.  tins,  4  do* . . . „„ . .  ,, 

roc.  tins,  2  doz . . . 

W-lb.  cans,  s  do*  . 

1 -lb.  cans,  .  do* . . . . . 

Sea  Foam— 

\£  lb.  4  do* . . . 

$»■:•*« . 

Darls'O.^K*— * - - - 

. . . . 

'  u  '  . . — - - - 

ciivaJ^ . - . - . — . 

see.  size,  4  doz . „ . 

. . . . 

Jd-jb.  cana,  4  do*.,  4  cans  ree_ . 

K-lb.  cans,  s  do*.,  3  cans  free.. . . 

i-lo.  cans,  1  do*.,  z  can  free.. . . 

5-lb.  cans,  %  doz . . . 

Sea  Gull,  6-ex.  tin,  4  dor..*,,,*.,...^,.. 

Parrot  and  Monkey,  4  doz _ _ 

Royal — 

roe  size  4do* - - - 

X  lb.,  4 doz . . 

M  lb.,  ado* . . 

1  lb.,  1  doz™ . . 


•30  --3S 


•85  -.4* 
.38  -.js 
.2*  -.27 


Mason's,  No.  z,  *  grots . 

No.  s,  - 

"  »«•  3.  3 

"  No.  4,  S 

Blackola,  10c.  size 

T.  M.,  French . 

Shinola,  3  doz _ 


S£: 


•95 

*•» 

342 

■45 

1% 
7 » 

*4 

1. *j 
•45 

T 

z.65 

7.00 

•45 

•45 

.86 

1.30 

:x 


Per  grass 

•esswieMMesee  9.00 

- a. 60 

3.8s 

- -  4- S3 

H..WMM  1 1 1^1  6.yo 

awn  19.00 
me  raw  10.00 


7» 


GREEN  COFFEE. 

,  Per  lb. 

J  ava,  extra  fancy,  genuine .  2a 

Mocha,  genulno,  finest,  %  and  %  bales....”.™"' 

Mocha  Seed  Santos,  fancy,  choice . 

Caracas,  fancy,  washed . 

Maracaibo,  strictly  fancy,  mild,  choice...."!.",..  .  18 % 

Santos,  Peaberry,  extra  fancy . . .  jg 

Santos,  fancy . 

Rio,  Golden,  fancy . 

Rio,  Prime . . . 


•«M 
•  17  % 

20  !d 


.35-. 27 


,i6}d 
■r7  K 


ROASTED  COFFEE  IN  BULK. 

Jara,  extra  fancy,  genuine . . . .  .  37 

.  f* 


Mocha  Seed  Santos  . 

Caracas,  oxtra  fancy,  washed... 

Maracaibo,  extra  fancy . 

Santos,  Poaberry,  oxtra  fancy  J 

Santos,  extra  fancy . . . 

Rio,  Golden,  extra  fancy . 

Rio,  prime™ . . . . . . 


37 

.3054 

■»5 

•»3 

.22 

.21 

•  zi  54 

••7  y* 


Ariosi , 


PACKAGE  COFFEE. 

100  lbs.  60  lbs 


Serau  Day... 


•“54 

•  at 


•Z2J4 


Victoria,  2  doz . . 

Pincas,  J  doz . . 

Oakdale,  3  doz™ . . 

O.  K.,  3  doz . . 

Violet.  1  doz _ _ _ 


.28 

.36 


.36 

■47 


Per  doz. 
.  .90 

-  -9® 

-  >75 

•  -48 

.  im 


SHOE  DRESSINQ. 

Masoa'*— 

Black  Drcasiag,  medium - - - 

regular  _ _ 

White  Dressing,  medium _ 

Combination  Blank 

1  ■■■  ill  oewva  ■  H.  •  .OOOOOW.aooo  .  ...  oooee.ee. 

“  Russet. _ _ _ _ 

Black  Shine,  No.  2 _ 

"  No.  3™ _ _ 

Tan  Stine,  No.  1 .  , 

~  No.  3._ _ _ 

Acme,  r  doz . . .  . 

Bixby's  Royal  PoHsh,  1  doz . ! 

“  Jot  Oil  PoHsb. . .  •••• - 

Brown's  Shoe  Dressing,  z  doz . . 

“  Army  and  Navy,  1  doz.™.” 

Boyar's  Freni  DmJ’  - - - 

“  OB  PoBahZZT— . 


Per  do*. 

-  .85 

•  -75 

.  .15 

-  -75 

-  -75 

•  -45 

•  *75 

•  -45 

•  -75 

.  z. 25 

.  .8j 

.  .*5 

.  .80 

.  .80 

-8* 


COFFEE  ESSENCE  AND 
CHICORY. 

Pfeiffer  A  Diner's  “Eosyr,"  jo  tins  In  box, 

per  box 

Hummel's,  all  tin,  %  gross . ....per  gross 

_  "  Improved,  %  gross . .  •• 

Fleto’*,  improved,  %  gross _ .... _ “ 


3-95 

2.85 
a. IS 

9.X0 


BL3JIN4— Brjr. 

BatW^  small,  4  doz . . 

"  Urge,  3  do* - - - - - 

Sawyer’s,  No.  x,  6  doz . . . . . . . 

_  _  *  ,  No.  3,  3  doz - - 

Colburn  s,  No.  1,  4  doz. . . 

"  No.  a,  3  doz.™ . 

“  A,  No.  6,  is-oz.  boxes,  r  o*.  free.. 

“  Ball  Blue,  No.  1,  3  doz.., . . 

"  “  No.  2.  3  doz . . 

Reckitt's,  SC.  and  10c.  asst.,  8  lbs.. . per  box 


Per  gross 
•  a-75 

-  5-4® 

-  1.50 
..  3.40 

.  1.60 

-  2.50 
4.80 
2.60 
4.80 
a. 30 


BLUING — Liquid. 

Per  gross 

Boyer's  Bengal,  No.  8,  54  gross . .  3.80 

French  Laundry,  large,  %  gross  In  bbl . .  a.  10 

Admiral,  4  oz . . 4.00 

,  8  oz.„. . . 6.50 

10  oz™ _ _ 9.30 


Tub  Butter — 

Creamery,  extra,  6o  lb.  tubs . 

“  first,  **  . 

“  second,  “ 

"  third,  “  . 

"  dairy,  extra,  bakers'  use,  30. 

60  lb* . 

M  5  and  xo-lb,  rolls,  60  and  100- 

lb.  boxes... .  20.  t2 

Print  Butter—  9 

Star  or  S.  D.,  1  lb.,  ao-50  lb.  boxes. . . 

B.  B.,  E.  D.,  90-50  lb.  oozes . 

J.  J  ,  C  V.,  Gilt  Edge,  Gold  Modal,  ao- 
50  lb.  boxes . 

ea{  (  ,400”)<  Elgin,  20-30  lb.  boxes . 

Sheaf. . 

Awltru .  "  '  ' 

Mllhen  Farm,  ibs.  and  ji  ibs.. ..!.!..!!!!..”! 

Gurnte,  lbs.  and  %  lbs  . .  ‘ 

Honebe . . 

White  Rock . 


•35 

•34 

•33 

.32 

■3r 

■32 

•35 

■35 

•31 

•35 


CANDLES. 


P.  &  G.,  8s,  30  lb* . . . 

“  1 6*,  30  ibs . . . 7!!!77!77!7 

Paraffine.  4s  6s,  8s,  cartons,  36-lb.  cases 

Searchlight,  hotel,  16s,  20  lbs . 

Peerless,  hotel,  r6s,  30  lbs . „!!."!!"!""" 

Bright  Light,  16s,  30  lbs . p„  bo* 

Pearl,  16*,  30  lbs . . . ^ 


Per  lb. 

:”3 

■0754 

•  SM 

•  °854 
»®7)4 

■«9 


JA^S  AND  JAR  RUBBERS. 

Mason's —  p._ 

Half  gallons . 

Quarts .  **  7*- 

Pints . . . .!!!!!!!7!*77.7.!.!  777 

Economy,  wide  mouth — 

Half  gallons . . . 

^:=::-:=EEErz 

Jar  Rubbers — 

Double  lip,  wide,  x  do*,  carton*.... per  gross 
Single  lip,  wide,  i  do*,  carton*,.....  *• 

Acme,  wide,  r  doz.  cartons,  5  gross  boxes, 
....  gross 

Aeme,  medium,  1  doz.  cartons,  5  gross  boxes, 

...  .  per  gross 

Lightning,  pure  rubber,  bulk . . . 

Reliable,  white  rubber,  wide. . . . . 

"  medium  . . . . 

Plack  rubber,  medium . . . . . 

w  sjjb.  lots  1  cent  per  lb.  less. 

Jar  Tops—  Per  gross 

eSresslot***8’  °°  rubbefat- . . . . 

Jtiy  Glasses,  filited,  bbls!  21  doz... per  doa.  .  If 


4«5 
4  45 

13.  JO 
10.30 

8.5s 

Perlb. 

•  So 

■75 

■45 


•47 

:-#8 

■at 


CATSUP. 


Campbell's — 

Tomato,  10c.  size . . 

Tobasco,  ioc.  size . 

Snider's— 

Half-pints,  2  doz 

Pints,  2  doz. . . . 

Beechnut — 

Pints . 

Half-pints . 


KETCHUP. 

Curtice’s  “  Blue  Label,”  Tomato- 
Small . . . . 

Medium 

*V'“UU*  M.  ....miH.M.WH  I..M.U 


Per  das. 
. 9® 

•—  -9® 

....  I.SJ 

—  »-97)4 

—  aat 

—  «-4® 


Per  ease 
.  0.90 

-  4-5® 

-  3-5® 
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CANNED  GOODS. 


1-25 

i-*5 

1.65 


1.25 
•95 
1 . 40 
1.40 
i-35 
i.so 


•45 

.85 

.80 

.85 

.80 

.85 

.67% 
1. 00 
1.20 

•75 


Tomatoes —  r  _ 

Standard,  New  Jersey,  No.  3 .  110 

<<  Maryland,  No.  . .  'A 

Lima  Beans — 

Standard,  New  Jersey,  No  2 . 

“  Maryland,  No.  2 . 

Fancy,  small.  No.  2 . 

String  Beans — 

Standard,  New  York,  No.  2 . 

Extra  Fancy,  New  York,  No.  2 .  100 

Fancy,  New  York,  No.  2 .  x-25 

Standard,  Maryland,  No.  2 . °5 

Baked  Beans— 

B.  &M..N0.  2 . 

Campbell’s,  No.  2 . 

Snider’s,  No.  2 . 

Van  Camp’s,  No.  . . 

Cruikshank’s,  No  2 . 

Heinz's,  No.  2 . 

Lutz  &  Schramm’s  . 

Dog’s  Head,  No.  3 . . . 

Victory,  No.  . . 

Red  Kidney  Beans — 

Standard,  New  York,  No.  2 . 

“  Maryland,  No.  2 . 

“  Illinois,  No.  2 . 

Corn — 

Standard,  New  York,  No.  2...: . 

Fancy,  New  York,  No.  2 . 

Standard,  Maryland,  No.  2 . 

“  Maine,  No.  2 . 

Fancy,  Maine,  No.  . . 

Shoe  Peg,  No.  . . . . 7a 

Whole  Grain,  No.  2 .  ’  5 

Standard,  New  York,  No.  2 .  *-2S 

Sifted,  New  York,  No.  2 .  1-S° 

Extra  Sifted,  New  York,  No.  2 .  2  00 

Standard,  Southern,  No.  2 .  i  o^ 

Sifted,  Southern,  No.  2 .  1-28 

Extra  Silted,  Southern,  No.  2 .  ‘o° 

Standard,  Indiana,  No  2 . 

Sifted,  Indiana,  No.  2 . 

Extra  Sifted,  Indiana,  No.  2 . 

Standard,  Wisconsin,  No.  2 . 

Sifted,  Wisconsin,  No  2 . 

Extra  Sifted,  Wisconsin,  No.  2 . - . 

Beets — 

Standard,  New  York,  No.  2 . 

•  ‘  “  No. 3 . 

“  New  Jersey,  No.  2 . 

■■  "  No.  3 .  1  10 

Succotash — 

Standard,  New  York,  No.  2 .  i  °° 

Fancy,  New  York,  No.  2 . 

Standard,  Maryland,  No  2 . 

Fancy,  Michigan,  No.  2 . 

Asparagus — 

Small,  No.  2 54 . 

Medium,  No.  254 . 

Large,  No.  254 . 

Tips,  No.  . . ••  •  • 

Pumpkins — 

Standard,  New  York,  No.  3 . 

“  New  Jersey,  No.  3 . 

Spinach — 

Standard,  Maryland,  No.  3 . 

Sour  Krout — 

Standard,  New  York,  No.  3 .  . 

“  Maryland,  No.  3 . 80 


—6— 

Blueberries — 

Strawberries — 

Preserved,  No.  . . 

.  1.40 

1 .20 

Pineapples—  _  „r  t/ 

.  2.60 

“  Standard,  No.  2*4 . 

.  2.^0 

.  1.90 

“  Standard,  No.  2 . 

Canned  Crabs,  Clams,  Lobsters, 
Shrimps,  Mackerel,  Kippered 
Herring  and  Oysters. 

Per  doz. 
2-3  2K 


Crabs,  with  shells— 

McMenamin’s,  Deviled,  No.  1,2  doz . 

ft  “  No.  2,  2  doz . 


3-75 


.90 

•97K 

6.50 
6.50 
3-30 
1 . 8  j 


Morris  &  Co.'s 
No.  i,  2  doz. 
No.  2,  1  doz. 
Libby's — 

No.  1,  2  doz. 
No.  2,  1  doz. 
Kingan’s — 

No.  1,  2  doz. 
No.  2,  1  doz 


—7— 

Roast  Beef. 

Supreme  Brand — 


Clam  Broth . 

—8— 

x-75 

1.25 

Chicken  Gumbo . 

.  3-  x5 

*•75 

*•25 

Mulligatawny . 

*•75 

*•25 

2.00 

Chicken . 

*•75 

1.25 

3.60 

Chicken  Broth . 

.  3  -x5 

1  •  75 

1 .25 

Green  Turtle . 

.  6.50 

3- 50 

2.25 

“  clear 

.  7-25 

3  75 

2.25 

4  •  25 

Terrapin . 

3-75 

2.25 

Schimmel's  assorted. 

1  lb.,  4  doz.... 

3.80 


Lunch  Tongue. 

Libby’s,  No.  1,  2  doz .  3-2° 

Armour's,  No.  r,  2  doz .  3  10 


00 

1-23 

1.15 

i->5 

1.40 

2.00 


25 


15 
.90 
1. IS 

1.80 

2.00 

2.20 

2.10 


.90 

.80 

i- 02  % 


Cl  ms — 

Star,  No.  r,  4  doz . 

Gold  Label,  No.  1,  4  doz . 

Lobster— 

B.  &  M.,  No.  1,  tall,  2  doz . 

“  No.  1,  flat,  4  doz . 

“  No.  54,  flat,  4  doz . 

Star,  No.  K,  flat,  4  doz . 

“  No.  54,  flat,  4  doz . 

Shrimps —  .  ,  ,  ,  . 

L  &  D.,  Barataria,  No.  1,  pickled .  x-2= 

'  “  ■<  dry,  2  doz .  x-25 

Mackerel— 

Pickert’s,  soused.  No.  1,  4 doz.. . .  .  x-37/2 

Morton’s,  English  Channel,  rib.,  tall  6  doz.  1.65 
Smith's,  Aberdeen  Scotch,  1  lb.,  tall,  6  doz...  1.42/2 
ti  *•  i  lb.,  round,  Hat 

6  doz . 

Oysters — 

Boyer’s,  No.  i,  2  doz . 

“  No.  2,  2  doz . 

Victory,  No.  1,  2  doz . 

Kippered  Herring— 

M  conache’s,  plain . 

Salmon — 

H<*pgood’s,  No.  1,  tall . 

**  No.  1,  flat . 

Alaska . 


Whole  Ox  Tongue. 

Fairbank's,  No.  2,  1  doz . 

Libby’s.  No.  254, 1  doz . 

Morris  &  Co.’s,  No.  2,  1  doz . 

Potted  or  Deviled  Meats. 

Libby’s — 

No.  54  4  doz . 

No.  54,  4  doz . 

Armour’s — 

No.  54,  4  doz . 

No.  54,  2  doz . 


8.00 
11 .00 
9.00 


•  5° 
■92'A 

■5°  „ 
•92  54 


Deviled  Meats. 

Curtice  Brothers’  Blue  Label — 


J-45 

1.05 

2.00 

.90 


Ham . 

Tongue . 

Chicken . . 

Turkey . 

No.  5  oz.  packed  4  doz. 


No. 


No.  s  oz.  No.  10  oz. 

.  1.60  2.80 

.  1.60  2.80 

.  2.00  3.30 

.  2.00  3.30 

10  oz  packed  2  doz. 


SARDINES— Imported. 


I.30 

2.25 
2.4O 
I  .60 


Potted  Meats. 

I  Curtice  Brothers’  Blue  Label 


No.  54  Tin. 

Ham .  X-S° 

Tongue .  I*5° 

Ch’cken .  2  00 

Turkey . ••••  2*°? 

No.  y  packed  4  doz.  No.  J4  packed  2  doz. 


No.  *4  Tin- 
2.60 
2.60 
2.00 
3.OO 


Potted  Chicken  or  Turkey. 


Per  cise 
20.00 
26.50 
,  28.00 


90 


California  Canned  Fruit. 

Apricots — ■ 

Extra,  No.  3 . 

“  No.  2^4 . •'• . 

Extra  Standard,  No.  254 . 

Standard,  No.  2J4 . 

Bartlett  Pears- 

Extra,  No.  3 . 

“  No.  254 . 

Extra  Standard,  No  2% . 

Standard,  No.  2}4 . 

White  Cherries — 

Extra,  No.  3 . 

“  No.  2 54 . 

Extra  Standard,  No.  2% . 

Standard,  No.  2% . •. . 

Peaches,  Lemon  Cling,  Sliced 
Extra,  No.  3 . 

“  No.  2  y2 . 

Extra  Standard,  No.  2% . 

Standard,  No.  2J4 . - . 

Peaches,  Lemon  Cling — 

Extra,  No.  3 . 

“  No.  254 . 

Extra  Standard,  No.  254 . 

Standard,  No.  2% . 

Peaches,  Yellow  Crawford — 

Extra,  No.  3 . 

"  No.  254 . ; .  „ 

Extra  Standard,  No,  2J4 .  l’»° 

Standard,  No  2J4 .  1 ' 


Eastern  Canned  Fruit*. 

Apples —  „ 

New  York  State,  No.  3 . a5 

“  “  No.  . .  2-5° 


Boneless  and  peeled,  J4S . 

“  D.  &  o.,  54s . 

"  Ispa,  J45 . 

“  Gondolier,  54s,  100 .  x7-°° 

“  Landeli,  54s,  . .  a-5° 

“  M.rtell,  yts,  . .  ro. 00 

«  “  54s,  100 .  14.00 

“  Loyal,  %s,  100 .  9-5° 

Argonautes.  r/s,  too .  14  00 

Orion,  smoked,  54 s,  key,  100 .  8  00 

Tomato  sauce,  >4s .  15  °° 

Truffled,  54s,  key,  . .  I2'5° 

Spiced,  54s-  . .  IO V 

Royanette,  oval,  54s,  too .  9  °3 

Angus  Watson  &  Co. — 

Skipper,  54s,  oil . . . 

“  y2s,  oil,  50  tins .  11-25 

•<  tomato  sauce . . .  11 -25 

“  ]4s,  tomato  sauce,  50  tins .  11.25 

Sea  Queen,  Y s,  oil . 

Sea  Pearl,  Ys>  oil . 


Libby’s— 

No. 


doz .  x*4° 


No.  Yz,  1  doz . 

R.  &  R.,  No.  4  doz . 


Boned  Meats. 

;  Curtice  Brothers'  Blue  Label,  in  tins— 
Chicken,  No.  ^ . 


No. 


2.40 
1  -75 


3*25 

5-^5 

3-25 


2-75 

2.25 

1.70 

i-45 

2.60 

2.30 


2-75 

2.50 

2.25 

2-95 
2.25 
1.90 
1  •  75 

2-95 

2.25 

1.85 

1.65 

2.80 

2.20 


Turkey,  No.  % .  3*  5 

“  No.  .  5-65 

Whole  Rolled  Ox  Tongue,  No.  2 .  10.50 

Boneless  Whole  Ham,  No.  i54 .  9-5° 

<<  “  “  No.  254 . . .  13-7° 

All  of  the  above  packed  2  dozen  in  case,  ex|-ePx 
Whole  Rolled  Ox  Tongue  and  Boneless  Ham,  which 
are  i  dozen. 


CHOCOLATE  AND  COCOA. 

Walter  Baker  &  Co.’s—  Per  H>- 

Premium,  54  lb.,  12  lbs . 27 

“  54  lb.,  12  lbs . 27 

Caracas,  sweet,  6  .hs.,  54  and  54  db*  cakes...  .24 

German’s,  sweet,  12  lbs . >9 

Auto,  sweet,  6  ibs .  •  33 

Cocoa,  54-lb.  cans,  12  lbs . 33 

“  54-lb.  cans.  6  lbs . 33 

W.  H.  Baker’s— 

Best  cocoa,  54-lb.  size . . 

“  \  lb.  size . 33 

Premium  Chocolate,  54s,  12  lb . z3 

“  54s,  12  lb . 29 

Best  Sweet  Chocolate,  6  lb . 20 

“  “  14s,  6  tb . 

Vanilla  Chocolate,  54s,  6  lb . 

Hershey’s — 

Milk,  48  . . 

Van  Houteo’s — 

Cocoa,  12-11).  boxes,  i-lb.  tins . 

“  12-lb.  boxes,  54-lb.  tins . 

“  6-lb.  boxes,  5tdb-  tins . . . 

“  square  tins,  48  in  box . 

Bensdorp’s  Royal  Dutch  Cocoa- 

12  lbs.  in  box.  Per  can. 

2  oz.  oval  can,  4  doz.  in  box . 07% 

5  oz.  oval  can,  3  doz.  in  box . :8J4 

54  lb.  round  cans . . 

1  lb.  round  cans . 57 

60  lbs.  in  case.  Per  can. 

5  lb.  round  cans .  .  2-75 

Bensdorp’s  Chocolates — 

6  lb.  boxes,  24  boxes  in  case 

Sweet  Vanilla,  4  cakes  to  lb . 28 

Sweet  Vanilla,  8  cakes  to  lb . 28 

M i ' k  Chocolate,  6  cakes  to  lb . 45 

Milk  Chocolate,  12  cakes  to  lb . 45 

Mi'k  Chocolate  Towers,  5  lb.  boxes,  20  boxes 

in  case . ••■■■—•; . 

Milk  Chocolate  Towets.  >4  lb.  boxes,  90 

boxes  in  case . 

Bensdorp’s  Cooking  Chocolate- 

Blue  Label,  54  lb.  cakes,  12  lb.  boxes,  12 

boxes  in  rase . 

Bensdorp’s  Turinos— 

5  lbs.  in  box,  20  boxes  in  case . 

1  lb.  boxes,  30  boxes  in  case . 

54  lb.  boxes,  60  boxes  in  case . 

54  lb.  boxes,  90  boxes  in  case .  -56 

Blooker’s  Cocoa—  *  er  d°z- 

Grand  Brand,  54 -lb.  tins,  2  doz .  1.88 

“  54-lb.  tins,  2  doz .  3-5° 

i-)b.  tins,  t  doz .  6-5° 


9-55 

7.50 


3-75 

2.65 

2.85 

3-75 


Domestic. 

American  Oil — 

Seminole,  standard,  key,  carton,  54s . 

No.  2.  54s,  100 .  . 

r/s,  key,  100 . 

Irma,  54s)  100 . . . 

Pickert’s,  Rival  Brand,  carton,  54s,  too .  3- 75 

<<  “  “  54s,  100 .  6.00 

Mustard — 

Irma,  54s,  . .  3-75 

54  s,  . .  2  00 

%s;48 .  2’«° 

Continental,  54s.  key.  48 .  3-°° 

Irma,  fancy,  J4S>  . .  3-  0 

Gold  Label,  J4s,  . .  4 ’5° 

«*  Ys,  100 .  7-°° 

Underwood,  ^s,  50 . •• .  4-25 

Pickert’s  Crown  Brand,  fts,  48 .  4-°° 

“  Columbias,  Ys,  48 .  3-°° 


CANNED  MEATS. 
Corned  Beef. 

Morris  &  Co.’s  Supreme  Brand— 

No.  1,  2  doz . 

No.  2,  1  doz . 

No.  6,  1  doz . 

No.  14,  Yt  doz . 

Libby’s — . 

No.  1,  key,  2  doz . 

No.  2,  key,  1  doz . 


soups. 


Per  doz 
..  .90 

.90 
..  .90 

..  .90 

..  .90 

..  -95 

..  .90 

..  .90 

..  .90 

-  .90 

..  .90 

.90 


.90 

.90 

.90 

.90 

.90 

.90 

•95 

.90 

6.50 


.26 

Per  box 
1 .60 
Per  tin 
.72 
.40 

.  -20 

.12 

Per  doz. 
.90 
2.20 
3-48 
6.84 
Per  lb. 
•55 

Per  lb. 


•SO 

•56 

Per  lb. 


•3° 

Per  lb. 
•50 
■55 
•  55 


Per  doz. 
..  2.10 

..  4.10 

..  16.50 
..  35-0° 


Chipped  Beef. 


B'ackberries — 

In  syrup.  No.  . .  1 

In  water,  No.  . .  1 

Cherries — 

White  Wax,  light  syrup.  No.  . .  ■ 

“  heavy  syrup.  No.  2 .  1 

Peaches— 

Table,  No.  3 .  1 

Seconds,  No.  3 . - 

Pie,  No.  3 . 

Bartlett,  Extra  Standard,  No.  254 

Keifer,  Syrup,  No.  3 . 

“  Water,  No.  3 . 

Plums — 

Heavy  syrup.  No. 

Light  syrup,  No.  2 


35 

•5 

t-35 

r-45 

1-35 
1.20 
1. 00 

i-75 
j .  10 
.80 

1. 15 
•90 


Libby’s — 

No.  54.  2  doz.. 
No.  1 ,  2  doz.. 
No.  54.  glass, 


doz.. 


2.25 

4-25 


i-35  , 
2.2754 

*■35 


Sliced  Beef. 

P»eech-Nut  Brand . 

Holly  Brand . . . 

Erie  Brand . 


3-40 

2.60 


Sliced  Bacon. 


Beech-N  ut — 

I  Medium,  glass . 

Large,  glass . 

Swift’s — 

Premium,  No.  i,  glass. 


1.90 

1.60 


1.90 

3.20 


2-75 


Campbell’s — 

Asparagus . 

Beef . 

Bouillon . 

Celery . 

Consomme . 

Chicken . 

Chicken  Gumbo  (Okra) . 

Clam  Bouillon . . . 

Clam  Chowder . 

Julienne . 

Mock  Turtle . 

Mulligatawny . 9° 

Mutton  Broth...* .  *9° 

Ox  Tail .  . 

Pea . 

Pepper  Pot . 

Printanier . 

Tomato  . 

T  mato  Okra . 

Vegetable . 

Vermicelli-Tomato . 

No.  io  cans,  Tomato  only . 

SPECIAL  ASSORTMENTS. 

(Order  by  number.) 

No.  i  contains  3  Beef,  2  Bouillon,  2  Celery,  6 
Chicken.  2  Chicken  Gumbo  (Okra),  2  Consomme,  2 
Clam  Chowder,  3  Mock  Turtle,  1  Mulligatawny,  2 
Munon  Broth,  4  Ox  Tail,  2  Pea  6  Tomato,  2  Tomato 
Okra  2  Vermicelli  Tomato,  6  Vegetable,  1  Aspar- 

aSNo.  2  contains  12  Chicken,  24  Tomato,  12  \  ege- 
,  ,  . per  case  3.70 

No  4  contains  6  Chicken,  2  Clam  Chowder,  5  Mock 
Turtle,  5  Ox  Tail,  24  Tomato,  6  Vegetable.. case  3.65 

Pickert  s  Clam  Chowder,  No.  . 85 

a  **  «•  No.  3 .  2.00 

Curfce  Brothers’  Blue  Label- ^  ^  ^.p|ms 

Consomme .  3- *5  I-75 

Bouillon .  3-  x5  *-75  >-25 

Beef. .  3->5  1  -  75  *-2a 

Ju’ienne .  3-x5  x-75 

Printanier .  3-x5  x-75 

Vegetable .  3-x5  x-75 

Tomato .  3-x5  x-75  -  5 

Ox  Tail .  3-  x5  1  •  75 

Mock  Turtle .  3-xS  x-75 

Pea .  3'5  x-75  -25 

Mutton  Broth .  3-x5  x-75  x-25 

Clam  Chowder .  3-xS  x-75  x-25 


“  5-lb.  tins,  1  doz . per  lb 

“  10-lb.  bags .  “ 

Daalder’s  Brand,  4-'b- tins . 12_lb- box  “ 

“  54-lb.  tins,  12-lb.  box  “ 

“  1 -lb.  tins,  12-lb.  box  “ 

“  2  lb.  tins,  T2-lb.  box  “ 

Rurkel’s — 

Decorated  Cocoa,  54s,  6  and  121b.  boxes  .... 

Lab.  Cocoa,  Is,  6  and  12-lb.  boxes . 

Improved  Soluble  Cocoa,  5{ s ,  6-lb.  boxes  ... 

Chocolatina,  24  cans  to  box . ..per  box 

Premium  Chocolate,  54s,  6  and  12-lb.  boxes. 
Chocolate  Des  Marquise,  54s,  6  and  12-lb. 

boxes . . ; . •—••• 

Unique  Ten  Chocolate,  54-lb.  cakes,  6  lb. 
boxes . . . 

Red  Ribbon  Sweet,  54 -lb.  cakes,  6and  12-lb. 

boxes . . 22 

Dairy  Milk  Chocolate,  24  and  48  cakes  to 

box . per  box 

Vanilla  Sweet,  54s,  24,  48  and  96  cakes  to 

box . Per  box 

Vanilla  Sweet,  54s-  6  and  I2_lb-  boxes . ;••• 

Vienna  Sweet,  54-lb.  cakes,  6  and  r2-lb. 

boxes . . . . . . 

Vienna  Sweet,  packed  48 to  box,  per  box 
Almond  Milk  Chocolate  24  to  box. ..per  box 
Premium  Chocolate,  Ys,  6  and  12-lb.  boxes 

per  lb. 

Almond  Ban,  12’s,  10  cent  size . per  box 

Wilbur’s  Cocoa— 

10c.  tins,  12-lb.  boxes . 

54-lb.  tins,  6-lb.  boxes . 

54-lb.  tins,  6-lb.  boxes . 

i-lb.  tins,  6-lb.  boxes . 

5-lb.  canisters . 

Wilbur’s  Premium  Chocolate— 


■  52 

•  5° 
■4° 
•39 
•38 
■37 

•35 
■33 
-  4° 
x  85 
.27 

•33 

1.60 


1.60 

1.60 

•27 

.21 

x-45 

.80 

.28 

.80 

Per  lb. 
.32 
.30 
.29 
.28 

•27 


.28 

Per  box 

t.50 

1  •  4° 
Per  lb. 


54  lb.,  1 2-lb.  boxes . 

Wilbur's  Sweet  Clover  Chocolate — 

48  cakes,  5c.  size . 

24  cakes,  10c.  size . 

Lowney’s—  .  ,  ,, 

Cooking  Chocolate,  unsweetened,  6-lb. 

boxes,  12  boxes  in  case,  %-\b.  pkgs . .  -27 

Cooking  Chocolate,  unsweetened,  12-lb. 

boxes,  6  boxes  in  case,  54-lb-  PkS5 . *7 

Vanilla  Sweet  Chocolate,  6-lb.  boxes,  12 

boxes  in  case,  }4-'b-  pkgs........... . 27 

Vanilla  Sweet  Chocolate,  6-lb.  boxes,  12 

boxes  in  case,  54-lb  pkgs . . . 27 

Boston  Chocolate,  50  5-cent  pkgs.  in  l>ox, 

per  box  1 . 50 

Cocoa,  6-lb.  boxes,  12  boxes  in  case,  J-Ib- 

tins: . . . ,•;•:••  ’32 

Cocoa,  1 2-lb  boxes  6  boxes  in  case,  55-lb. 

tins . . . . 

Cocoa,  6  lb.  boxes,  12  boxes  in  case,  J-lb.  tins 
Cocoa,  r2*lb.  boxes,  6  boxes  in  case,  J-lb.  tins 
Croft’s  Cocoa  and  Chocolate — 

Swiss  Miik  Cocoa,  54-lb.  jars,  6  and  12  lb. 

boxes . 40 

Cocoa.  Is,  2  doz .  x  '8° 

"  54s,  6  lbs . . 

"  54s,  6  lbs . . 

"  6  5-lb.  cans . '3“ 

Premium  Chocolate,  54s.  12  ^b* . . 

“  54s,  12  lbs . 3° 

Swiss  Milk  Chocolate,  48  5c.  cakes .  i-S12 


•32 

•32 

•3a 
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PAPER. 


Continental  Paper  Bags — 

Net  pi  ice  per  1,000- 


■500  in  a  bundle. 


Golden  Rod  S.  O.  S.  Republic(White)S.  O.  S. 


x4 
16  * 


*  .38 

X  lb . 

. $  -27 

.46 

lA“ . 

. 32 

.61 

X  .  ..... 

. 43 

■77 

2  44  . . 

.96 

3  " . 

. 67 

I  .  II 

x*3x 

1  *54 

6  "  . 

.  X.O8 

x.84 

8  "  . 

2.00 

IO  14  . 

2.42 

12  “  . 

3- >9 

x4  . 

3.46 

16  41  . 

3-85 

20  '*  . 

.  a.  70 

4-23 

*5  “  . 

. 2  97 

Manilla — 

All  No.  x  Manilla  paper,  full  count,  480 
sheets  to  the  ream.  Per  ream 

15x20,  5  reams  in  bundle . 48 

20x30,  5  reams  in  bundle . 90 

24x36,  5  reams  in  bundlo .  x  •  20 

Butter,  Parchment — 

8xii,  1000  sheets . per  Dkg.  .60 

0x12,  1000  sheets .  4  -68 

18x24,  50-lb.  bundles  of  about  1200  sheets, 

per  lb.  .xo 

Straw — 

15x20,  5  reams  In  bundle . 26 

20x30,  5  reams  in  bundle . 5° 

Toilet — 

Extra  quality,  xoo  rolls . per  case 

Good  quality,  200  rolls .  44 

Butter,  Wax — 

9x12,  about  400  sheets  . . per  pkg. 

White  Tea— 

22x16,  10  reams . 

15x20,  5  reams . . . 


5-75 

4-95 


•  x3 


. . 

. x7 

Bags,  price  per  M — 

*  Original  Panther  Wolf 

Bundles  Ex.  Heavy  Heavy 
Contain  Yellow  Drab 

15M  .37  .26 

10M  .46  .30 

8M  .60  .40 

6M  .76  .51 

5M  .94  -63 

4M  x.io  .73 

3M  1.26  .86 

3M  x.50  1. 00 

aM  x.8o  i.ao 

aM  1.94  x.20 

aM  2.36  x.57 

x  M  3.10  2.08 

xM  3.37  224 

xM  3.73  2.50 

iM  4.12  2.74 


Sizes 

1  lb. 
.  lb. 
,1b. 

4  lb. 

5  lb. 
61b. 
8  1b. 

10  lb. 
I.  lb. 
14  lb. 
x6  lb. 

90  lb. 

35  lb 


Flour  Sack*,  Satchel  Bottom — 

Majestic  Plain 

Ex.  Heavy  per  roo 

3356  lbs.,  ,*»  bbl . — . 43 

3454  lbs.,  54  bbl . 7° 

49  lbs.,  M  bbl .  1-4° 

No.  a,  Manilla,  light  weight —  Per  lb. 

la  in.  rolls . °2K 

15  in.  “  . °2K 

18  in.  "  . 02% 

. . 

. °25i 


so  in.  . 

24  in.  44  . 

Silk  Fibre,  No.  x— 

9  in.  rolls . . . 02% 

xa  in. 


15  in. 
18  in. 
so  in. 

24  in. 

*»ta. 


.03^4 

•°2& 

■  02  Ji 

■  02% 
■02ft 

■°*n 


CONDENSED  MILK. 


Eagle,  4  doz . 

44  a  doz . 

Challenge,  4  doz . 

Magnolia,  4  doz .  ..... 

Rose,  4  doz . 

Dime,  4  doz . 

Baby,  x  doz.,  glass . 

Red  Cross . 

Peninsular . 

Star,  4  doz. . 


Per  case 

.  6.25 
.  3*  XS 
.  4-40 

.  480 

4-80 
•  3*95 
.  x.90 

:  it 

-  4- 85 


EVAPORATED  MILK. 

Peerless,  family  size,  4  doz .  3.30 

"  tall  site,  4  doz .  3.80 

"  small  size,  6  doz .  3.75 

Columbian,  family  size .  3.25 

St.  Charles,  family  size,  4  doz .  3. 30 

tall,  4  doz . 3.50 

"  5c.  size,  4  doz .  1.95 

Silver  Cow,  5c.  size,  6  doz .  3.80 

"  family  size,  4  doz . . .  3.35 

"  tall  size .  3.75 

Pet,  tall,  4  doz .  3.30 

“  sc.  size,  6  doz .  3.50 

“  hotel  size,  2  doz . 3.65 

Van  Camp’s,  small,  6  doz. . .  3.70 

“  family,  4  doz .  3  30 

"  large,  4  doz.. .  3.70 

Sharp's,  tall,  a  doz .  3 . 40 

"  small, (doz . . . .  ...  a. 40 

■smrrday,  JaU,  4  dot .  3  55 

“  baby,  *  dot . . .  3. aj 


— IO — 


HIRES  CONDENSED 
MILK 


Silver .  4.95 

Hire*  ».  W  .  1  HHS,  4#  75 

Q««en .  4.75 

Premium  .  4.45 

Blue  Ribbon...  4.45 
Gold  (Baby)...  a. 85 

•eld,  tall. .  3.85 

Oeld,  family..  3.00 

St.  Bhoe. .  3.95 


CRACKERS  AND  CAKES 

J.  S.  Ivins’  Son —  Bbls. 

Assorted  Jumbles . 08# 

Brown  Edge  Water . 

Choco’ate  Fudge,  6-lb.  pail . 

Cocoanut  Macaroon,  6-lb.  pail . 

Cocoanut  Ripple . 

Fruit  Cookies . 08 # 

Fruit  Gem . 

Graham  Wafer . 

Grandma  Cookies . 08 J4 

Honey  Jumbles,  XX . 09% 

Iced  Honey  Jumbles . 

Lemon  Bar . . . 08 lA 

Lunch  Biscuit . 0754 

Lunch-on-Thin,  10-lb.  pail . 

Man-in-the-Moon . 

Marshmallow  Pyramids . 

Molasses  Cookies . 07)4 

Newtons,  12-lb.  box . 

*4  24-lb.  box . 

Orange  Cookies . 08 J4 

Penny  Honey . 

Saltines  . . . 

Soda  Biscuit,  XXX . o6}4 

Spiced  Wafers . 08 J4 

Sugar  Cookies . ©9J4 

Sugar  Crimp . 07^ 

Sweethearts . 

Sweet  Marie,  6-lb.  pail . 

Water  Crackers  . 07 

Household  Caddies . ; . per  doz. 

Ivinspound . per  lb. 

Ivinssponge . . .  44 

Package  goods —  Per 

Animals . . . . . 

Cracker  Meal,  large . 

44  small . 

Fairy  Oysters . 

Gingerettes . 

Gold  Medal  Soda,  small . 

44  44  large . 

Graham  Crackers .  x 

Ivinettes . . . 

Lunch-on-Thins . 

Milk  Lunch . . 

Our  Ginger  Snaps . 

Pink  Tea  . 

Sugar  Snaps . 

Saltona  Biscuit .  . . 

Freight  paid  on  3  boxes  to  Pennsylvania,  New  York, 
New  Jersey,  Delaware,  Maryland,  District  of  Colum¬ 
bia,  Connecticut,  Rhode  Island,  Massachusetts,  out¬ 
side  points  will  be  shipped  f.  o  b.  Philadelphia,  less  a 
freight  allowance  of  25  cents  per  xoo  lbs. 

A.  Exton  &  Co. —  Bbls.  Boxes. 

Butter  Crackers . 08  J4  .09 

Oyster  Crackers . 08  %  .09 

Wine  Scroll . 10%  .11 

Cracker  Dust . 08 %  .0854 

Packages  free.  To  wholesale  dealers  and  jobbers  a 

discount  will  be  made  on  lets  of  5  bbls.  and  upwards. 


DELIKATESSEN. 

Wein  Senf,  Prepared  Mustard. 

Stone  poti,  small,  s  doz . . . per  dez. 

“  "  with  horseradish.....  " 

"  large,  z  doz .  " 

"  "  with  horseradish .  “ 

Weln  Senf,  bbls . per  gal. 

“  1 -gal.  stone  jars . per  jar 

“  5-gal.  kegs . per  keg 

Prepared  Mustard,  bbls . per  gal. 

**  15-gal.  kegs .  44 

44  xo-gal.  kegs .  44 

5-gal.  kegs .  "  .35-. 40 

"  *-gal.  pails . per  pall  .8254 

"  1  gal.  pails .  “  .40 

Prepared  Special,  with  spoon,  3  doz..  per  doz.  .95 

“  sifting  top,  3  dez .  "  .46 

“  with  horseradish,  2  doi .  "  .97 


Boxes 

°9 

X2 

16 

16 

IO 

09 

09 

IO 

09 

10 


07 

09 

10 

08 

10 

15 

°7% 

80 

16 
16 
doz. 
45 
75 
45 
45 
90 
45 
90 
00 
45 
90 
90 
45 
90 
45 
90 


1. 15 
1.15 
>■75 
1  75 

•75 

2.50 


Imported  and  American  Fancy 
Cheese. 

Emmenthaler  Swiss,  selected,  tub . 26 

44  44  loaf . 27*4 

Sap  Sago,  3  to  lb . cask,  per  lb.,  .x8;  less  .aa 

Roquefort . xa  In  case,  per  lb.,  .31;  less  .35 

Parmesan,  about  30  lbs . loaf,  .32;  cut  .34 

Edam,  xa  in  case . case,  9.50;  single  .85 

44  in  tin . .. . per  lb.  .26 

41  x-lb.  tins . per  case  3.75 

Camembert,  wood  boxes . per  dot.  3.00 

44  Autocrat  brand,  large .  44  3.75 

14  44  medium.  44  a.  00 

Sap  Sago,  grated,  ready  for  use,  xo-oz.  bottles, 

per  doz.  x.45 

Parmesan,  grated,  ready  for  use,  small  bottles, 

per  doz.  x.75 

Olmutzer  Hand,  xoo  in  box .  a.  25 

Edelweis,  Romatour  and  Bier- Kase.... per  doz.  4.00 

American  Swisa,  No.  x . .....loaf,  .ao;  cut  .94 

“  square  loaves.  No.  x,  about 

35  lbs.  each . . . per  lb.  .sx 

Limburger,  No.  x....box,  .18;  %  box,  .xl;  less  .ao 
Pinx ter,  from  Holland,  in  tins . per  doz.  a. do 


—II — 

Muenster . . . . . . . per  lb.  .aa 

Brick,  No.  x . . . . .  44  .20 

English  Dairy .  44  .ax 

Pineapple,  picnic  size,  6  in  box . per  box  3.00 

44  gem  size,  6  in  box .  "  2.25 

Royal  Luncheon —  Per  doz 

Dinner  size,  1  doz . . .  4.50 

Lunch  size,  a  doz .  a. 40 

Picnic  size,  a  doz .  x.35 

Trial  size  ...7. .  1.00 

MacLaren  Imperial,  club  size .  x.oo 

44  No.  x  size .  2.40 

44  Roquefort,  large  size .  2.95 

"  44  small  size .  x.45 

Per  box 

Fromage  de  Brie,  M.  C.  C.,  1  in  box . .  1.55 

Fromage  d’lsigny,  M.  C.  C.,  6  in  box .  x.55 

Wm.  Tell  brand,  12  in  box .  x.40 

Neufchatel,  Cow  brand,  25  in  box .  .95 

Star  Cream  or  Phila.,  12  in  box .  1.90 

Miniature  Cream  or  Phila.,  xa  in  box . 95 

Hand,  8  doz . x.35 

44  4  do* . 71 

44  Thuringer,  4  doz . 85 

Farmer  Hand,  4  doz .  x.45 

Schutzen,  xa  in  box .  x.23 

American  Mountain  (Alpen  Kase)  50  x-lb. 
pkgs . per  lb.  .x8 

Imported  and  American  Meats  and 
Sausages. 

Westphalia  Ham  (marked  weight) . per  lb.  .49 

Weiner  Wurstel,  16  in  tin . per  doz.  4 . 75 

“  8  in  tin .  44  2.75 

Carlsbad  Speck  (Imported  Bacon) . per  lb.  .31 

Imported  Cervelat  Sausage  (Rolff’s)....  44  .48 

Imported  Frankfurters . par  doz.  4.00 

Goose  Breast,  imported  (marked  wcignt)....lb.  .65 

Pate  de  fois  Gras,  small . per  doz.  3.00 

American  Landjager,  short . per  lb.  .  35 

44  44  long .  “ 

44  Mortadella,  dry .  44 

4i  Knackwurst,  25  in  box,  per  box, 

4.75 . per  doz.  a. 40 

44  Cervelat  (C.  W.),  50  and  xoo-lb. 

boxes,  .25;  less . a6 

44  Cervelat  (H.),  50  and  xoo-lb.  boxes, 

.24;  less . «5 

44  Cervelat,  Crescent,  50  and  xoo-lb. 

boxes,  .aa^;  less . 34 

44  Cervelat,  Tip-Top,  50  and  xoo-lb. 

boxes,  .19;  less . 20 

“  Cervelat,  Gothaer,  50  and  100-lb. 

boxes,  .28:  less  . 30 

“  Salami  (C. W.),  50  and  xoo-lb.  boxes, 

.26;  less . 28 

14  Salami,  (H.),  50  and  100-lb.  boxes, 

.25;  less . 37 

44  Salami,  G.  A.  P.,  50  and  xoo-lb. 

boxes,  .20;  less  . . .23 

44  Tongue  Sausage . per  lb.  .  xo 

44  Smoked  Braunschwsiger  Liver  Sau¬ 
sage . per  lb.  .18 

44  Lachs  Ham .  44  .37 

44  Petit  Delicatess  Frankfurters,  plain, 

per  doz.  x.oo 

14  Petit  Delicatess  Frankfurters,  with 

Sauer  Kraut . per  doz.  x.oo 

44  Lebanon  Beef  Balogna . per  lb.  .15 

44  Paprika  Speck .  44  .  x8 

Mettwurst,  half-round .  44  .35 

Liver  Sausage  (special),  truffle,  goose,  or  sar- 

dellen . per  lb.  .18 

Smoked  Thuringer  Blutwurst .  “ 

44  Pfefferwurst .  44 

Pickled  Meats. 

Per  doe. 

L»mb  Tongues,  Derby  brand,  pint  glass  jar* ..  4.80 
"  quart  ^lass  jars  5.75 

"  "  10-oz.jars .  a. 50 

"  In  . .  s .  40 

Calves’  Head,  round  tins .  1.65 

Pickled  Meat*,  Tripe,  Ox  Heart,  Besf  Salad, 

Pig’s  Feet,  in  glase .  x .  00 

Beef  Salad,  in  glaaa .  1.00 

“  “  pint* . . . 

14  44  quarts  . 

Holland  and  Scotland  Herrings. 

Holland —  Kegs  or  pails 

Mixed,  Y.  M.,  H  bbl* .  '  * 

Milker.,  Y.  M.,  54  bbl* . 

Mixed,  standard,  bbls . 

•'  %  bbl* . 

Milkers,  standard,  bbls . 

"  54  bbls _ 

Scotland — 

Mixed,  large,  fulls,  bbls . 

X  bbls . 

bbls . 

54  bbl. . 

Marinlrte  Herring,  imported,  about  40  In  palL.  x .  sj 

Roll  Herring,  imported,  about  35  In  pall .  1.00 

Spiced  Herring,  Imported,  about  40  ux  pall .  1.00 

Norway  Stockfish,  dry . . . per  lb.  .  15 

Matjes  Herring . piece 

Bismarck  Herring. 

Per  tin 

Round  tins,  with  key,  pint . sx 

“  "  quart . 35 

“  "  .quarts . 55 

“  "  4  quarts... . . .  1.10 

Smoked  Delicatessen  Fish,  in  Season. 

Roll  Mops,  4-quart  tin .  x.io 

a-quart  tin . 60 

quart  tin . 50 

Bism&rk  Haring,  4-quart  tin .  x .  xo 

44  2  quart  tin . . . 60 

44  quart  tin . . i . 50 

English  Spratts,  36  bunches . per  box 

Kruger’s  Roll  and  Brat  Haring,  oval  tins,  doz.  a .  50 

Russian  Sardines. 

Imported,  Wallkoff  brand . per  ker  .65 

“  5-lb.  palls . per  paU  .55 

“  xo-lb.  pails .  “  1.05 

Cut  Spiced,  xo-lb.  palls  . 44  .75 

44  5-gal.  keg . per  keg  *.75 

Russian,  In  glass  jars . . . per  doz.  z.sf 


Milker*, 


.65-. 85 
.75-85 


*■50 
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Norway  Anchovies. 

Original  package . per  54  bbl.  5 . 5* 

Repacked,  5-lb.  pails . per  pail  .62 

xo-lb.  pails .  .  “  1-20% 

5-gal.  kegs . per  keg  3.75 

*’  ii-ib.  flat  tins . per  doz.  .95 

54-lb.  tall  tins .  "  x.50 

"  x-lb.  tall  tins .  ••  s.oo 

Fancy,  keg . 80 

“  54  beg  . 4s 

“  Ps  beg  . so 

Salt  Sardellen. 

Original  packages,  1902 . per  anker  16.0* 

Repacked,  kegs,  about  8  lbs . per  keg  3.75 

pint  jars . per  doz.  6.00 

"  large  tins .  "  3.6s 

"  small  tins .  “  *.43 

Russian  Caviar. 

x-lb.  tins . per  doz.  35.0* 

54- lb.  tins .  «  15.00 

J^-lb.  tins .  "  7.00 

Pi  lb.  tins . "  3.75 

German  Dill  Pickles — Regular  Size. 

60  gal.  casks,  about  aooo . per  cask 

50  gal.  bbls.,  about  xaoo . per  bbl.  n  .00 

15  gal.  kegs,  about  500 . per  xoo 

xo-gal.  kegs,  about  300 .  44  s.oo 

5-gal.  kegs,  about  150. .. .  44 

xo-lb.  pails,  about  50 . . . psr  pall 


Domestic  Sourkrout — Long  Cut. 

60-gaI.  casks . per  cask 

48-gal.  bbls . per  bbl. 

10-gal.  kegs . per  keg 

5-gal.  kegs .  “ 

10-lb.  palls . per  pall 

Imported  Lebkuchen. 

DampfnussB  (Pfoffernuizz) . . . per  lb. 

Spitfkugeln . . .  44 


Lebkuchen  and  Bread. 

Small  Basler  Lebkuchen,  ( In  pkg.,  per  bundle 
Basler  Lebkuchen,  No.  x,  6  In  pkg.,  “ 

"  No.  s,  6  In  pkg.,  " 

"  No.  g,  (  In  pkg.,  •• 

Amandine*,  9-lb.  tins . per  tin 

“  small  tlna . .  “ 


Pickles  and  Onions  in  Vinegar. 

Mixed  Plcklea  and  Chow-chow,  5-gal.  keg .  j.50 

"  "  xo-gal.  keg .  4.5* 

Sundries. 

German  Egg  Potatoes,  bags  no  lbs . per  bag 

Green  Kern . . . per  lb. 

Potato  Flour .  " 

German  Dried  Pears .  " 

Dried  Mushrooms .  ".60-1.00 

Juniper  Berrios .  "  .08 

St.  John’s  Bread .  "  .05 

Bay  Leave* .  "  .ot-.ol 


*1 

09  A 

>4 


COTTOLENE. 

Cases,  small,  medium  or  largo  aaas . 

Tierce*,  about  350  lba . 

54  bbl*  about  xlo  lbt . 

Tuba,  about  (5  lbs . . 


7. so 

•9K 
•  xo 


CHEESE. 

Nsw  York,  full  croara,  old,  fancy,  40  lbs . x( 

"  “  choics,  new .  — - 

“  part  cream,  new,  firsts,  40  lbs. ,.xo  -.t2 

Picnics,  full  cream,  old  fancy,  aj  lbs .  -.  i6J< 

Swiss,  domestic,  new,  100  lb» . *5 

McLaren’*,  medium,  s  dos . per  doz.  x.35 

"  club,  t  doz . . .  "  1.00 

Red  Edam . each  .95 

Philo  Cream,  x  doz.  xoc.  size . per  doz.  .95 

Elkhorn  Plmeato,  1  dot .  “  1.4a 


EGOS. 

Nearby,  candled  and  selected,  ft  doz . 

Western,  selected . 

MUhen  Farm . 

Awltru,  packed  In  cartons . 


Psr  dos. 

..  .34 

.23 

.  .*8 

.26 


FANCY  GROCERIES. 

Almond  Staple  Paate,  5-lb.  cans . per  lb. 

Anchovies,  in  oil,  6  ring  bottle . per  doz 

"  11  3  ring  bottle .  " 

Bouillon,  Burnham,  pints,  s  dos . 

"  44  )4-plnts,  s  dos . 

Capers,  Nonparlel,  54-gal-  kegs . 

“  quart,  glass . per  dos. 

"  bottled,  H  sise....  44 

44  "  " 

"  **  54  else....  " 

Canton  Ginger,  large  pots,  6  to  case. ..per  case 
“  medium,  is  to  case...  " 

44  small,  a*  to  case .  " 

Cherries  in  Maraschino,  glass,  x  doz.,  " 
Clam  Chowder,  Bumhxun,  4  doz.  x-lb..per  doz. 
"  “  a  doz.  3-lb..  44 

Currie  Powder,  pints .  44 

44  4  os .  “ 


.*8 

4-75 

J.00 

3- 75 

s.oo 

1  •  5° 
7-5» 

»•«* 

s.oo 

x.so 

4- 2S 
4-5» 
4-  25 


I  mm 

JP 

•■H 

t.h 
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..per  case 


French  Peas,  extra  fin* . 

"  fins .  tt 

“  moyens„ . .  |f 

Hilt's  Irish  Oatmeal,  io  14-lb.  tins...... 

Huntley  &  Palmer’s  Petit  Beurre  Biscuit... lb 

•«  Dinner  Biscuit . 

<•  Breakfast  Biscuit . “ 

Packed  7  and  5  lbs.  in  a  can 

Red  Pepper,  ring,  pints . per  dor. 

<<  "  %  pints . 

Salt,  stone  jars,  4  do*.... . .  . 

Extract  of  Beef,  Morris',  4  or . per  doz. 

•*  “  a  . . 

11  Anker's,  4  “ 

«  “  8  oz .  " 

«  "  16  oz .  " 

«  “  120  vials . 

Theodore  Marquett  Mushrooms— 

First  choice .  . 

Choice,  too  tins . per  case  so. 00 

Extra,  100  tins .  ,,  *5  00 

Hotel,  too  tins . 

Truffles,  ^ . Per„t,n 


14.00 

.29 

•37 

•36 

1*5 

.60 

*•75 

6.50 

3-55 

4.00 

7.25 

i3-5o 

4.00 

23.00 


,  piCnivu,  —  .....  — . 

Dunbar's,  2  doz . per  doz. 

'ordial,  Bis 
Crystallized  Ginger, 


Figs  in  Cordial,  Bishop's,  r  doz . 

Prvstailized  Ginger,  t-lb.  tins.. 


J4-lb.  tins . 

Lime  Juice,  Rose’s . 

Victor  Rose  Water . 

“  Peach  Water . 

Pitted  Olives . •  ••••  ••••■• 

Armour’s  Solid  Extract  of  Beef- 
Jars,  size  s,  1  doz .  I'43 

«  lidos .  >5  9° 

«  r6,  tfdot .  *9-75 

Armour's  Fluid  Beef  Extract — 

Bottles,  size  4,  1  doz .  4-45 

«<  8,1  doz  .  8  30 


16.00 
.so 
•4° 
•75 
«. 30 
1. 15 
3.40 

6.  SO 

4.00 

3.35 

3.85 

3.33 

3.35 

5»5 
Per  doz. 
4-45 
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Hominy — 

Lea’s  Breakfast,  10  pkgs . 

Pearl,  100-lb.  bags . 

Grits,  ioo-lb.  bags..... . . . 

Ralston  Hominy  Grits,  36  2s 

. .per  case  1.75 

.  “  1-75 

(2  pkgs.  free 

Barley — 

No.  2,  100-lb.  bags . 

No.  3,  100-lb.  bags . 

Noodles — 

Smith’s,  Vs,  15-lb.  box . 

!!!!!.!!!!! .  2-35 

Per  case 

.  x.90 

Oatmeal — 

g  bbl«  . 

Rolled  Oats — 

Avena,  180  lbs . 

. per  bbl.  5.15 

Tapioca— 

per  lb 

Colburn's  Hasty,  36  pkgs . 

Pearl,  150  lbs . 

“  less  quantity . 

Minute,  3  do* . — 

. ....per  do*.  .90 

. <>4% 

. ®5)4 

. per  case  2.75 

— If  - 


Mother’s,  small,  1  doz . . . 

“  large,  1  dox . — 

Cooper’s . 

Tryphoea . 

McKinley’s  Gelatine . • . 

Wetmore’s,  double  refined,  36  10c.  pkgs . 

Puddine  assorted,  3  doz., . per  case 

Minute  Gelatine,  plain . per  gross  ia.75 

•>  «  . „ . per  dox.  1.05 

«  flavored . per  gross  10. 80 

•«  «'  . . . per  doz.  .90 

Seven  flavors,  packed  solid  or  assorted. 


•  45 

.88 

.88 

•8?K 

*5 

.80 

1.60 
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Herring. 

300  lb.  100  lb.  50  lb.  xelb.  81b. 


4-35  2-3®  -S8 


*  >3 

2.50 

2.25 

5-50 


CEREAL  SPECIALTIES. 


x«  54  doz . 


. .  16.00 

Armour’s  Beef^xtract  and  Vegetable  Tablets— 

Small  boxes,  iz  tablets,  1  doz . 

Medium  boxes.  36  tablets,  1  doz .  000 

Large  boxes,  73  tablets,  1  dot .  10  00 

Armour’s  Frencn  Bouillon — 

Bottlex,  xixe  4,  1  doz .  4  °° 

"  t6, 1  doz .  14.00 

Armour’s  Asparon — 

Bottles,  size  4,  1  doz . 

“  12,  1  dox . ........ 

<<  j . per  bottle 

Fancy  jugs,  size  a . . . per  jug 

Armour’e  Tomato  Bouillon — 

Bottles,  size  4, 1  doz . 

“  iz,  1  doz . ........ 

««  j . per  bottle 

Fancy  Jugs,  xize  . per  jug 


3.50 
7. 30 
3-5° 
150 

a  ■  43 
7.10 
3-45  , 
2.52% 


FLOUR. 

Per  bbl. 

King  Midas . 


Gold  Medal . 

Millbourne . 

On  Top . . 

Ceresota . 

Pillsbury’s  Best 
Taylor’s  Fancy 
Semper  Idem 


5.90 

5-95 
6. 10 

5-«5 

5.85 

5.3° 

5-35 


Pride  of  the  West .  5 

Sunbeam . 

Bridal  Veil . 

Suakor . - . 

lue  Seal . 

Sunny  White . . . . . 

Crocker's  Best . 


.00 


4.90 

5-75 

5-7° 

4.70 

5.80 

5-50 


Self-Railing  Flour. 

Hecker’s  Superlative,  large,  13  pkga .  1  5® 

Presto,  r8  pkgs .  1-57 

Ptncake  Flour. 

Aunt  Jemima,  Pancake  Flour,  36s. .  a  80 

"  Buckwheat  Flour,  36s .  3.80 

“  11  18s . 

««  Special  Cake  and  Pastry 

Flour,  36s 

"  Special  Cake  and  Pastry 

Flour,  18s 

Old  Homestead  Flapjack,  18  pkgs .  1  •  45 

Uncle  Jerry,  36  pkre . per  case  3 . 85 

Ralston’s  Purina  Wh 


Per  case 

“  Wheat  Food,  x&  pkgs.,  small . 

“  Hominy  Grits,  36  pkgs . * . 

Egg-O-See,  36  pkgs  . . . 

“  Corn  Flakes,  36  pkgs . ..... 

Mapl- Wheat  Flakes,  24  pkgs,  15c.  sixe.f.... 

v  •<  “  36  ‘ 7  IOC.  "  . 

Mapl-Corn  "  36  “  . 

....  2.35 

....  *.70 
....  2.80 

.  2.80 

Postum  Cereal — 

Instant  Postum— 

%  doz.  8-oz.  tins  and  1  doz.  4-oz.  tins.... 

Grape  Nuts — 

Post  Toasties— 

Post  Tavern  Special — 

2  doz.  15c.  size  pkgs.._ . 

Lrcaui  r  e  .  o 

The  Dainty  Dessert 


Assorted  Cage,  Contains  3  doz..|2. 10 

Lemon  (Straight)  Contains  3  doz..$2.tu 
Orange  (Straight)  Contains  3  doz..I2.T0 
Raspberry  (Straight)  Contains  3  doz..J2- 
Strawberry  (Straight)  Contains  3  doz..J2.7U 
Cherry  (Straight)  Contains  3  doz..J2  ‘0 
Chocolate  (Straight)  Contains  3  doz..J2.iO 
Peach  (Straight)  Contains  3  doz..J2.7U 
Weight  10  lbs-  to  case.  Fr’t  rate,  3d  class. 


Herring,  Large  No.  r. 

Lab.  Splits .  7-5° 

Herring,  Large  No.  *, 

Lab.  Splits .  *  5*  3  8$ 

Shore,  Round,  Large...  8.00  4.60 

Shore,  Round,  Med...-  7.00  4»° 

Ocean  Fish . ..  5-5°  3-4° 

Salmon,  Fancy,  No.  1  20.00  10.60 

Shad,  No.  X,  Mesa .  ia.00  6  60 

Shad,  No.  a,  Mesa .  10.00  5.60 

Dressed  Boneless  Fish. 

Favorite  Cod,  40  lbs . . . — . 

Our  Choice,  40  lbs..„ . 

Gilt  Edge.  40  lbs . 

Favorite,  Middles,  60  lbs . 

Dressed  Fish  Bricks. 

Gilt  Edge,  s-lb.  bricks,  40  lbs . 

Snow  White,  r-lb.  bricks,  eo  lbs . 

Favorite,  Cod,  s-lb.  bricks,  40  lbs....; . 


•51 

.60 

•55 

•47 

x.35 


Assorted  Case,  Contains  3  doz.$2.70 

Chocolate  (Straight)  Contains  3  doz.  2.70 
Vanilla  (Straight)  Contains  3  doz.  2.70 
Strawberry  (Straight)  Contains  3  doz.  2.70 
Lemon  •»  (Straight)  Contains  S  doz.  2.70 
Unflavored  (Straight)  Contains  3  doz.  2.70 
Weight  15  lbs.  to  case.  Fr’t  Rate.  3d  Class 


POPPING  CORN. 

I  Cases,  50  10-ox.  pkgs.. .  3  -85 

100  10-oz.  pkgs .  3-5° 

34  30-01.  pkgs .  I’°5 

48  20-OZ.  pkgs .  3-5° 

40  r6-oz.  pkgs.  ("I-X-L”) . .  a-5° 

I  White  Rice,  shelled,  sacks  about  ijo  lbs . 04—03 


®»K 

.05X 

>5 


.ei 

.  IO 

•9)4 


:3k 


StAr  Brand  Boneleafl  Herring. 

Beardsley —  » 

Tins,  large  si  *«,  x  and  s  do*.  In  case .  i  35 

”  small  siie,  a  dox.  In  case . 9° 

Small  tumblers.  2  do*,  in  case . 9* 

Large  jars,  sealed,  a  do*,  in  case . .  *  -35 

Loose  Codfish. 

Georges  Cod,  extra  large  sire . 

Bank  Cod,  large . 

“  medium . ®8 

Pollock  . 

Hake  . .  . . 

In  original  cases,  450  lbs.,  %c.  less. 

Smoked  Fish. 

New  Extra  Scaled  Herring . per  box 

Boneless  Herring,  fancy  10-lb.  boxes...  per  lb. 

Smoked  Salmon,  whole  fish . . .  11 

Smoked  Bloaters,  50s . per  box 

“  1003 . . .  “ 


■>3 

•«3 

■»7 

.OO 


4.00 
*•45 
4.00 
*•45 
2 -75 
1.20 
2.60 


,  per  case 
7hole  Wheat  Flour,  ao  5 »«. 


Buckwheat  Flour. 

Hecker’s,  j«  pkgs . - 

“  ja  pkgs . 

Fancy  Pennsylvania,  iss-lb.  sacks . per  too 

Uncle  Jerry,  36  pkgs . P*r  c“® 


■5® 

85 


PEAS,  BEANS  AND  LENTILS. 


Beans— 

California  Lima,  fancy.... . ......per 

Marrows,  fancy,  N.  Y.  State  gram  bags 

Michigan  Paa,  bags  about  s)4  bush . 

Red  Kidneys . 

Peas — 

Per  bush, 
lb.  .07 
....  3-42 
....  2.85 

Lentil* — 

Per  lb. 

FARINACEOUS  GOODS. 

Corn  Meal-  P"  100  lbs 

Lea’*,  white,  fine,  xoo  lbs . . .  « •  4° 

••  yellow,  granulated,  ioo  lbs .  a. 40 

«  **  fine,  xoo  lbs .  2 -35 

Western,  yellow,  granulated,  zoo  lbs .  s.  io 

"  “  table,  100  lbs .  x.90 

Farina — 

Hecker’s  Cream,  18  pkgs .  *  25 

Shaker  Cons — 

Fancy,  bbls..„. . — - . — —~ 

Less  quantity- . — . — ••• 


«  “  18  2-lb.  pkgs .  2  25 

Kellogg’s  Toasted  Corn  Flakes,  36  pkgs .  2.80 

Quaker  Oats  Co. ,  The — 

Oaten  Goods — - 

Quaker  Oats,  regular,  18s .  1  -45 

«  family,  reg.  asst.,  20s .  4- 00 

«  "  no  china,  208 .  3.60 

“  tins,  36s . 

Quaker  Scotch,  regular,  18s . ~ . 

“  tins,  36s . 

Rolled  Avena,  18s . 

Quaker  Oatmeal,  steel  cut,  24s . 

Victor  Toy  Oats,  18s . .. . . . 

Old  Fashion  Scotch  Brand  Oatmeal,  24s 

Mother’s  Oats,  regular,  18s .  «  -45 

••  family,  reg.  asst.,  209 .  4°° 

•*  “  no  china,  20s . .  3.60 

Royal  Seal,  36s .  4  00 

Mother’s  Steel  Cut  Oatmeal,  34s .  2 . 75 

Com  Goods —  0 

Quaker  Commeal,  yellow  or  white,  24  2s-  1.80 

^11  "  family,  xos .  1.80 

Ouaker  F.  S.  Hominy,  pearl  or  gran,,  24s..  1.65 
^  «  «*  xos..  1.65 

Mother’s  Commeal,  yellow  or  white,  No. 

2,  24S . - .  l’*° 

Mother’s  Hominy,  pearl  or  gran.,  24s .  1.05 

*«  “  xos .  1.65 

Wheat  Goods — 

Quaker  Cracked  Wheat,  *43 . .  8.45 

Pettijohn's  Breakfast  Food,  18s .  X.97J4 

Quaker  F.  S.  Farina,  24s .  »-45 

Silver  Farina,  spoon  in pkg.,  24s .  2.80 

Parched  Farinose,  . .  2. 70 

Saxon  Wheat  Food,  no  china,  24s .  2.55 

Mother’s  Wheat  Hearts,  18s .  X.9S 

Flaked  and  Puffed  Goods — 

Quaker  Com  Flakes,  369 . . 

Puffed  Rice,  369 . 

Wheat,  369 . 

Sundries — 

Quaker  Breakfast  Biscuit,  24s . 

Apetixo.  24s . — . .  - 

Quaker  Whole  Wheat  Flour,  10s .  ■  •  00 

Schumacker  XXX  Graham,  10  xo»-»o  59.  2.85 

Scotch  Brand  Pearl  Barley,  249 .  1  •  65 

Mother's  Graham  Flour,  cartons,  20s .  2.95 

Holland  Rusk — 

36  pkgs.  to  case . . .  2  •  B5 

60  "  . . .  4-75 

m  “  *  rusk  each .  3  ®° 

Frcihofer’s  Bread  Crumbs,  1  lb  . °<> 

"  Unsweetened  Zweibach . o8>3 


GELATINE  AND  PREPARED 
DESSERTS. 

Per  dox 

Beechnut  Granulated,  1  dox .  1  ■ 

“  K  gross- . 

••  K  . 

«*  i  gross . 

Knox's  Plain  Gelatine,  2-qt . 

•*  Acidulated  Gelatine,  2-qt — . 

Cox’s,  large . 

"  small . 

Plymouth  Rock,  pink  or  white . 

Nelson's . 

Bromangelon,  assorted,  3  doz . 

Jelly  con,  assorted  flavors,  s  doz . 

Chalmer’s  Gelatine — 

Per  dozen . 

Per  gross  . . . . 

Per  gross  in  5  gross  lots,  V  gross  free.... 


MACARONI. 

Imported  Best  Bordeaux. 


Per  lb. 
.08H 


Long,  25  IS . - . - .  _ 

Sknrt  . . . 08 


Short,  25  IS 
Cubes  or  Elbows,  24  is, 

Spaghetti,  25  is . — ... 

Vermicelli,  25  is . 

Alphabet,  95  is . 


Domestic. 


Freihofer’s — 

Elbow  Macaroni,  36  is.... 
Straight  Macaroni,  36  is. 

Pastels,  36  is . 

Spaghetti,  36  is . 

Elbow  Spaghetti,  36  is..., 

All  styles,  10c . 

Noodles,  54  lb.,  24s . 

Fancy,  long.  25  . . 

Cubes  or  Elbows,  24  is . 

Spaghetti,  as  is . 

Vermicelli,  25  is . 


.08K 

.08 

■°9% 

.05)4 


09 

09 

09 

10 

09 

07)4 

06 

07H 

07% 


Choice  Grades. 


FRESH  FISH. 


Per  lb. 


Halibut .  "  ■I4 

Bass .  -  -°7 

Salmon,  fresh .  "  -3° 

Eastern  Cod . "  -10 

Croakers .  “  *°5 

Large  Hake .  -  • °5 

Haddock .  -  -°S 

White  Cat  Fish .  “  ■ 

Red  Cat  Fish . . .  *  •«» 

Spanish  Mackerel .  —  -15 

Snappers . ~  •*? 

Eels . ”  '  18 

Rock  Fish . 10  ”  -39 

Lobsters . - .  ”  -3° 

Flounders .  “  -o® 

Perch .  -  .*5 

Sea  Bass .  -  • °7 

Porgies . -  -e5 

Fresh  Mackerel . each  -  .35 

King  Fish . 

Weak  FishJ .  -  -°3 

Butter  Fish .  -  ■°7 

Steak  Fish  )4  cent  per  lb.  additional. 


Macaroni,  short,  25  is . 

50  )4-lb.  pkgs.. 
Cubes  or  Elbows,  24  is.... 


Spaghetti,  25  is.. 
Vermle  ”  -  - 


Jeelli,  25  is.. 


•  •7 
04 

.07 

•07 

•°7 


2.30 

4*a5 

2.8s 

2.30 
3.00 


SMOKED  FISH,  CODFISH  AND 
MACKEREL. 

Shredded  Cod. 


Beardsley — 

Dime  carton*,  «  do* . . . 

Tins,  keyed  (Jewel),  a  dot... 
Large  cartons  or  tins,  a  doz.. 

Large  tins,  a  do*’ . 

Dime  Tumblers,  a  do* . 


Thredded  F1«H. 


Thistle.  24  pkgs., 


New  Mackerel. 


Absecons, 


OYSTERS. 

Primes . . .  8.50 


Culls.. 

Tuckerton,  Primes . 

Culls . 

Cove,  Prime . 

Culls . 

Blue  Points . . 

Rockaway . ..bbls. 

boxes 


4.00 


900 

4-50 


4-5® 
9  °® 

4  5* 
10. oa 

4- 75 

5.00 

5- 5® 
5-75 


CLAMS. 

Plckert’s  Clams,  in  cans,  No.  1 . per  dos. 

<•  •*  No.  * .  " 

Clams . P«  M 


Necks . . 


5®  - 


I- 45 

vz 


SARATOGA  CHIPS. 


Per  lb 


Banels,  30  lbs. 


Per  doz. 

««  -so  U.lh  cartons . 

.  20 

•9® 

i .  oe 

.90 

2.00 

2  25 
.90 
.18 

Caraway . 

SEEDS. 

. per  lb. 

•  « 

«9 

•7 

** 

*5 

3  5® 

So 

3- 50 

*5* 

Millet. . 

. 30  lbs.,  “ 

*  jo 

1 15 

6.25 

12.50 
1. 18 
1. it 
1.58 

’’I 

1. 18 
i-5® 

•87K 

•85 

■95 

11.25 
,  11. 00 


New.  Count. 

Ex. Norway,  No. 1...  1 70-190 

Ex.  Norway,  No.»... 230-260 

Ex. Norway,  No. 3. ..320-360 
Ex. Norway,  N0.4... 400-450 
Fey  .Bloaters,  XXXioo-ixo 

Ex.  Shore,  No.  x . iso-150 

Large,  No.  x . 110-140 

Cape  Shore . 110-140 

Extra  Irish,  No.  «... 300-340 
Medium  Irish,  No. s. 350-400 

Irish,  No.  4 . 4,0'450 

I  Spring  Irish . 300-400 

Sum.Norway,  No.s. 

Sum. Norway,  N0.3. 


rib. 

100 

lb. 

50  lb. 

XO 

lb. 

.00 

*7 

60 

9 .00 

X 

95 

.00 

IX. 

62 

6.00 

1 

•  35 

.00 

9- 

10 

4  75 

X 

.  10 

.00 

7 

.10 

3-75 

.90 

.00 

x8 

.  10 

9*5 

9 

.00 

.00 

*5 

60 

8  00 

z 

•75 

.00 

*3- 

xo 

6  65 

I 

•5® 

.00 

9 

.60 

5.00 

X 

•  »5 

.00 

7 

10 

3-75 

•9® 

.00 

7 

.  10 

3-  75 

.90 

50 

6 

.85 

3.63 

00 

CO 

.00 

9 

.  10 

4  75 

X 

.10 

DRIED  FRUITS. 
Domestic. 

ated— 

f'ancy  N.  Y.,  50  pkgs . 

"  50-lb.  boxes . 

Pennsylvania  Sun  Dried,  jo-lb.  bags... 
Vpricots — 

Fancy  Moorpark,  ss  lbs 


Apples,  Evapora' 
Fancy  N.  Y„  5 


Per  lb. 


.14K 


oorpa;»,  -j 
Fancy  Royal,  «s  lbs. 

Extra  Choice,  25  lbs . •« 

Choice,  25  lbs . . . ‘®H 

Extra  fancy  slabs,  «5  lbs . >®)4 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Charrles— 

California,  Royal  Ana,  pitted,  25  lbs.1 . — 

“  "  onpitted,  as  Ibs . 

"  Black  Tartarian,  unpltted . _ 

Pennsylvania,  red  and  black,  pitted,  a |  lbs.. 
Peacbes — 

Jumbo  Muirs,  as  lbs . . . . . 

“  Yellow  Crawford,  a}  lbs— . . . 

Extra  Fancy  Muirs,  aj  lbs . . . 

Fancy  Yellow  Crawford,  05  lbs  . . ....... 

Extra  Choice  Muirs,  as  lbs . - . . . - 

Pears — 

Del  Monte,  extra  fancy,  a 5  lbs . . 

“  fancy,  a$  lbs. ............ ......... 

Fancy  California  Bartlett . . 


•°7fc 


foncy  Red,  as  lbs™.. 


Fancy  Yefiow,  05  lbs . . — 

Panov  Red,  a%  Ibs . . . . . 

Need rmes — 

Extra  choice,  as  tbs. . . 

Fore!**. 

Citron,  to  lbs.,  boxes. ....... ............. 

Orange  Peel,  so  lbs . . . 

lemon  Pod,  to  lbs™ . . . 

Cwnsn 

Valca,  Yosti  zza,  40  pkgs . ... 

Crystal,  foncy,  40  pkgs . .. . 

'•  30  lbs.,  loose . 


—  -«Stf 


Valca,  pitted,  30  pkgs- . 

Unpltted,  30  IOC.  pkgs . 

“  60  5c.  pkgs . 

Fard,  14  tbs . . . •••••> 

Hallowee,  60  lbs.  — . . . . . 

rif£ied,  t  lbs . . . 

Smyrna,  7  crown,  te  Ibs. . . . - . 

**  5  crown,  ta  B». . — ~ 

CaUfomia,  ta  pkgs . per  box 


PRUNES. 

California,  Knighthood  Brand,  ro-tb.  box 
Mammoth... . 


Large . 
Mediui 


•  o8* 


■  *♦54 

•  ta 

.ta 

•  to* 

•  ta 
•07* 

■79 


Medium . . . . . 

California,  *«-lb.  boxos — 

bo- jo,  Red  Star,  Imperial.* . .  #94 

10-40,  44  *  — . — *I#J 

30-40,  Knlgnthood. . *0 

jo- 40,  Oregon . - . . 

40-50,  ,r  . . 

40- JO,  Red  Star,  Imperial.*....—. . °9fl 

50-60,  St.  Clair.* . . . . . 

30-60,  Ruby  . . 4l3 

50-60,  St.  Clair..., . 08 

10-60,  Oregon* . * . > . °77! 

00-70,  St.  Clair . . **77 

80-90,  Red  Star . . 

00*100,  KnlghthOOd . . . 

California,  50-lb.  boxes — 

. . °i  j 

no-up. . °3fc 

Silver  Prunes — 


Sunny  tide,  aj-lb.  boxes,-. 
■'  10-lb.  boxes... 


RAISINS. 

California  Ousters— 

Basket  austere,  ao  pkgs . . . 

Clusters,  Imported —  ret  box 

Royai  Buckingham,  ao  pkgs . 

Extra  Desserts,  ao  pkgs- . . . . 

Imperial  Cabinet,  aa  lea.. . - . 

California  Seedless- 

Thompson,  so  lba. . — . 08 

Sultana,  fancy,  so  lbs- . . . o Spi 

California,  Loose— 

Muscatels,  4  crown,  go  Ibs . - . — 

“  3  crown,  50  lbs . 05}* 

•*  a  crown,  50  lbs . . . .  .05* 

Valencias — 

Rogers,  Imported  Ondara  Layers,  a8  Ibs.— 

Fancy  Ondara  Layers,  .8  lbs 
Seeded—  P«  pfeg- 

Golden  Ribbon,  38  pkgs...... .......  .08* 

Knighthood,  36  pkgs . oft* 

Owl.  fancy,  36  pkgs- . — . 07 

Golden  State,  fancy,  36  pkgs . . 06* 

Seedless— 

Not-a-Seed,  36  pkgs . —  .tt 

Valca,  Thompson,  40  pkgs . 07H 

Crystal,  40  pkgs . -  .o6» 


COCOANUT. 


Dunham’i 


J4-lb.  pkgs.,  «-Ib.  cose . 

V  -lb. 

"  5-lb. 

1* 

54-lb. 

"  15-lb. 

44 

W-lb. 

“  15-lb. 

44 

8-lb. 

“  is-lb. 

44 

U  and 

54-lb.  pkgs. 

,  15-lb. 

8  and  ■ 

54-lb.  * 

15-lb. 

Baker's  F 

’remium — 

120  5C. 
60  5C. 

4.60 


60  ioc.  pkgs .  4.40 

30  IOC.  and  15  roc.  pkgs . . .  4  30 

30  roc.  pkgs .  4.20 


HORSERADISH. 

Diamond,  cut  glut,  a  dos . *..* . per  dos.  .87^ 

Storher's,  large  tumblers,  a  dor .  **  .72^ 

44  small  tumblers,  a  do*  . .  44  .42^, 

Cru  Ik  shank,  grated,  z  do* .  "  .00 

Lord’s  Prayer .  44  .85 

INK. 

Arnold'*,  black.  3* . . . per  bottle  .48 

Continental,  red,  1  doz . .30 

“  black,  3  doz . zj 

Royal,  black,  3  doz . 25 

Stafford,  Commercial,  3a . $5 


— It— 

Thaddeus  Davids  Co.— 

Electro  Chemical  Writing  Fluid  . . per  qt.  .60 

Square,  Oriental  Red,  a  or.,  1  dot. ..per  doz.  .30 

"  Green,  Blue  or  Violet,  a  oz.,  “  .30 

“  Magic  Black,  a  oz.,  z  doz...  “  .30 

"  Electro  Chemical,  *  oz.,  1 

doz . . . "  .  30 

Lotterlne,  show  sard  ink.....— . . . —  1.50 


6  doz. 

.  No.  a. 

4.80 
4.26 

.  4.63 
.  2.20 

2. 80 

.  No.  a. 
•75 
1.00 

.  No.  e, 
.70 

Per  doz. 
2.25 
1.63 
,  S.oc 
•  5-5° 
.00 


::::  I 


xo.oo 

12.00 

4.00 

6.3© 

8.00 


LAMP  GOODS. 

Per  case  of 

Lamp  Chimneys —  No.  o.  No.  i, 

Macbeth,  Pearl  Top .  3.84  4.08 

Sun,  Crimp,  Dustin  brand .  3.18  3.42 

Electric,  Flint,  No.  2 . . . . 

No.  o.  Tubular  Lantern  Globes... . s  doz, 

Cold  Blast . . . „ . —.5  doz, 

No.  1 

Jumbo  Chimneys,  plain. . per  doz.  .65 

“  dec.,  207...  "  .00 

No.  o.  No.  1, 

Banner  Burners- . . . 40  .30 

No  charge  for  packages. 

Oil  Cans — 

1  gal.,  glass . . . . . ..... 

1  gal.,  galvanized,  Pearl . - . 

;  gal.,  Lennox,  spout . . . -., 

S  gal.,  “  spigot . . - 

5  gal.,  Columbia. . — .. 

5  gal..  Banner . . . 

S  gal.,  Climax,  pump— . . . 

5  gal.,  Home  Rule,  pump . . . 

Lanterns — 

No.  o,  Standard. . . . 

No.  o.  Dash . . . . 

Cold  Blast... . . . 

LIMB. 

Chloride,  Acme,  sifting,  25-lb.  boxes,  z  lb ......  1.35 

Chloride  of  Lime,  Apollo,  50  z-lb.  tins. 2.7s 
"  Banner,  sifting,  25  is . .  z.22 

LYE  AND  POTASH. 

Banner  Lye —  Per  case 

Case  of  4  doz . . . .  3.45 

Case  of  s  doz . 1.80 

Babbitt’s  Lye,  4  doz . 3.25 

Lewis' Lye .  3.2$ 

Red  Seal,  s  doz . 1.93 

"  4  do* .  3-53 


MATCHES. 

Diamond,  Double  Tip  Brands —  Per  case 

Bird's  Eye,  s  site,  100  boxes,  4  case  lots.....  j.35 
Black  Diamond,  5  size,  100  boxes,  4  case  lots  3.00 
Search  Light,  5  size,  144  boxes,  4  case  lots...  4.23 
Swift  &  Courtney,  s  size,  144  boxes,  4  case  lots  3 . 75 

Crescent,  5  size,  144  boxes,  4  case  lots . .  3.75 

Black  Swan,  5  size,  144  boxes,  4  case  lots  ... 

Bull's  Eye,  1  size,  14a  boxes,  20  case  lots . 

“  1  size,  a*  gross  to  case,  8  case 

lots . . 

"  1  size,  £  gross  to  case,  4  case  lots 

New  Fast  Mail,  1  size,  144  boxes,  10  case  lots 
"  1  size,  3  gross  to  case,  7  case 

lots . 

“  1  size,  3  gross  to  case,  4  case 

lots . 

Domino,  6  size,  5  gross  to  case,  4  case  lots... 

Diamond,  Parlor  Brands — 

Search  Light,  5  size.  4  case  lots .  4.25 

“  1  size,  a*  gross  to  case,  8  case 

lots . . . 

'*  z  size,  3  gross  to  case,  7  case 

lots . . . 

"  t  size,  s  gross  to  case,  4  case 
lots . . . . 

Swift  &  Courtney,  8  size,  5  gross  to  case,  4 

case  lots . 

“  5  size,  144  boxes,  4  case 

lots . 

Chips,  a  size,  30/3  box  pkgs.,  10  case  lota . 

"  a  size,  100/3  box  pkgs.,  3  case  iots„... 

Globe,  1  size,  144  boxes,  20  case  lots  . . 

“  1  size,  3  gross  to  case,  7  case  lots .  a. 70 

"  1  size,  s  gross  to  case,  4  case  lots .  4. 50 

Doric,  1  size,  1  gross  cases . . .go 

“  1  size,  5  gross  cases . . 

Big  Buffalo,  B  size,  144  boxes . . 

Little  Stare,  L  S  size,  10  gross  to  case,  a  case 

lots . . . 

Vulcan,  s  size,  144  boxes... . . 

Diamond  Safety  Matches — 

Three  Noes,  1  size,  5  gross  to  case,  4  case  lots 
Home,  8  size,  3  gross  to  case,  4  case  lots.— 

"  6  size,  s  gross  to  case,  4  case  lots.— 

Orient,  6  size,  5  gross  to  case,  4  case  lots . 

Red  Top,  6  size,  5  gross  to  case,  4  case  lots.. 
Aluminum,  A  L  size,  5  gross  to  case,  4  case 

lots . . . 

Aluminum,  A  L  size,  zo  gross  to  case,  2  case 

lots . . . 

Blazers,  B  size,  3  gross  to  case,  4  case  lots... 

Vulcan  Safety  Matches — 

No.  2,  50  gross  to  case . . .  23.00 

No.  2,  less  than  30  gross . . . per  gross  .35 


3*  Sc 
•93 

*•35 

4:E 

*•33 

4.23 

3.30 


2.40 

*■85 

...  4.25 

3*5° 

3-75 
»«S 
3-3o 
•93 


4- S° 

...  38s 

3.80 

4.20 

4.50 

3-75 
2.00 
2.23 

2.50 

1.90 

3.80 
2.23 


MINCE  MEAT. 

Atmore  &  Son —  Per  lb. 

Celebrated  Seedless — 

Barrels,  halves  and  quarters . 09* 

Wooden  palls,  20,  35  and  70  lbs . 09* 

Keystone — 

Barrels,  halves  and  quarters . 08 

Wooden  palls,  20,  35  and  70  lbs . 0854 

Condensed,  cartons,  3  doz  to  case . gross  11.00 

"  "  6*  doz.  to  case  “  11.00 

Schlmmel’s— 

Barrels,  halves  and  30-Ib.  kits . 07* 

18-lb.  kanaldns . .08* 

National — 

18-lb.  kanakine . .07* 

30-lb.  pails . 07 

Brick’s  Nonpareil  Brand- 
Barrels  440  lbs.,  halves  230  Ibs.,  quarters  123 

lbs.,  eighths  65  lbs  . . 09* 

Tubs,  70,  35  and  18  lbs . 09* 

Charge  for  packages  as  follows:  70  lbs.,  60c.; 

35  lbs.,  40c.;  18  lbs.,  25c.  Returnable  if  in 
good  order. 


—I*— 

Brick’s  Old  Homestead- 
Barrels,  28-lb.  palls,  eta.  ... 

33,  28  and  1 8-lb.  tubs . . . 

Packages  not  returnable. 

None  SuGh— 

12-oz.  pkgs.,  *  gross... . . . 


OILS, 


Stove  Gasoline . 

Headlight,  130  test.. 


Perlb 

-  .08 

-  .08* 

Per  case 
,.  s.85 


Per  gal. 


OLIVE*. 

Extra  Queen —  Per  doz. 

Imported,  No.  10,  2  doz . . .  2.40 

“  No.  19, 1  doz . 4.40 

No.  32, 1  doz . . .  0.70 

“  No.  8,  4  doz . 95 

“  No.  10,  cylinder,  2  doz . .  1.30 

Fancy,  No.  16, 1  doz . .  a. 40 

^  Special,  No.  14,  2  doz .  x.75 

Ring,  4  doz . . . . . . . 90 

Fancy,  No.  rs,  panel  bottle,  a  doz . .  2.23 

"  No.  10,  “  2  doz .  1.45 

Olives  In  bulk —  r-gal  palls,  a-gal.  pails.  3-gal.  kegs. 

xx— 

XXX . . 


Palls,  large,  1  gal. . 


X.25 

3.90 

4.80 

z.40 

3.50 

530 

1.50 

2.60 

5- 70 

X.60 

3.90 

3-95 

*•75 

3-20 

7*5 

*•93 

3.30 

...  J:E 

PURE  OLIVE  OIL. 

Finest  Sublime  Lucca  Olive  Oil —  Per  case 

Litre  (full  quarts) . . .  13-33 

as-oz.  bottles .  9.73 

Large  bottles . 6.73 

Medium  bottles .  7. 73 

Small  bottles.. .  4.73 

30  12-oz.  flasks . . . .  10. 25 

30  8-oz.  flasks . 7.73 

Jf-gal.  tins,  10  gal- . 30.00 

R-gal.  tins,  10  gal .  28.50 

i-gal.  tins,  10  gal . . .  27.50 

5. gal.  tins,  10  gal . . .  26.00 

Sublime  Lucca  Olive  Oil — 

30  12-oz.  flasks . 9.50 

30  8-oz.  flasks . 7.25 

V-gal.  tins,  10  gal . . . . . . .  28.50 

*-gal.  tins,  so  gal .  27.00 

i-gal.  tins,  10  gal .  26.00 

S-gal.  tins,  zo  gal . . .  24.30 

(Bulk  oil  is  packed  in  cases  of  10  gal.  each.  For  less 
quantity  than  an  original  case  add  10  cts.  per  gal.) 

Special  Importation,  large,  1  doz. . .  6.60 

“  medium,  2  doz .  7.50 

“  small,  2  doz .  3 . 00 

Trols  Croix,  French,  8  54-gal.  cans .  12.00 

DoremU6 — 

Private  Estate,  1  gal.  cans . per  gal.  2.80 

“  1  qt.  cans .  "  9.95 

Special  trial  cases  of  5  i-gal.  cans .  14.00 

“  20  i-qt.  cans .  14. 73 

Beech-Nut —  Per  doz. 

Bottles,  32  oz . . . 14.00 

"  24  oz... . - .  10.50 

10-02.  •eeeoeea •ese*e«eea»e*eeeeee  eeeeeee* 7-73 

‘  8-oz . — . .  4.35 

"  4-oz . . .  3.80 

Table  and  Cooking  Oil — 

Cottonseed,  large,  a  doz . 2.25 

“  medium,  a  doz . . . $0 

Weston’ 2  Cooking,  30  No.  9— . per  case  8.30 


Americas  Oil. 

Per  doz. 

Stohrer’s,  No.  8,  a  doz...  •  ••••  ••«*«#  eoseeeeeao  t  omo4  •55 

“  No.  16,  a  doz . -  .90 

“  No.  32,  1  doz . . . 1.85 

Keystone,  bottles,  a  doz. . . 90 


PICKLED  MEATS  AND  FISH. 

Lambs’  Tongue,  glass,  pints  ...........per  doz.  4.80 

“  “  quarts- . —  "  5.80 

"  10  oz.  jars .  **  2. 5J 

"  10-lb.  pails . . . per  pail  2.50 

Tripe,  io-lb.  palls . . .  “  .90 

“  5-ftal .  ltegs . per  keg  2 . 00 

Pigs’  Feet,  io-lb.  pails . . .....per  pail  1.05 

“  5-gal.  kegs . .....per  keg  3.25 

Pickled  Beef  Salad,  m  glass . per  doz.  s .  so 

“  Tripe,  In  glass . —  “  a. 10 

“  Ox  Heart,  in  glass . .  “  a. 10 

“  Pigs' Feet,  in  glass .  "  a.  10 

Russian  Sardines . per  keg  .  73 

“  5-lb.  pails . per  pail  .  50 

“  io-ib.  pails . . .  “  1. 03 

200  lbs.  too  lbs.  50  lbs. 

Family  Mess  Pork . .  24.00  12.65  6.65 

Brisket  Pickled  Pork .  23.73  12.60  6.6s 


PEANUT  BUTTER. 

Beech-Nut—  Per  dor. 

Large . . 2.35 

Medium . * . .  1.40 

Small . .90 

McLaren’* — 

Small,  2  doz . . . * . 85 

Medium,  2  doz.*...,...** . 1.50 

Large,  1  doz . . . * . .  2.75 

Beardsley's — 

Jars,  small,  2  doz . . . .90 

**  medium,  2  doz . x.30 

14  large,  c  doz . . . . . *  2.25 

Peaautene,  No.  2  jars,  2  doz . .  x.85 

“  No.  4  jars,  3  doz...* . .  .92% 


NUT*. 

Pei  lt> 

Almonds,  California,  Nonpareil,  paper  rfraU...  .  t8M 

“  Ne  Plus  Ultra . . . 17 

Walnuts,  marbott  . . . . . . .  .13)* 

Filberts . - . — . . . .  .12 

Brazils,  large.......*..... . * .  .08* 

Pecans,  large . . . . . . . - . 14 

“  medium . - . . . .  .13 

Mixed  Table  Nuts,  50  Ibs . . . .  .14 

“  25  lbs... . . . . . .  .14)4 

Peanuts,  Green — 

Fancy,  hand  picked..... . .  [06 

Virginia,  extra  choice.. . . . 04% 

Peanuts,  Roasted— 

Fancy ,  hand  picked . . . per  bn.  z .  50 

Virginia,  extra  choice....... . . .  “  a. so 

Big  Nickel . too  cartons  3.35 

Salted,  23-lb.  palls . . . 1054 


PICKLES. 

Sweets — 

16  gals.,  1730 .  13.00 

32  gals.,  3500 .  23.0a 

48  gals.,  5230 . 34.00 

16  gals.,  2230 .  12.30 

32  gals.,  4500 . 26.00 

48  gals.,  6750. . J8.50 

16  gals.,  5000 . 17.00 

32  gals.,  10000.. - .  39.* 

16  gals.,  7500 . 19.* 

Sweet  Mixed — 

16  gals. . . . .  10.30 


6.73 

r?iifs5 

3.  *5 
9.00 
14.23 
330 
9- SO 
14.93 

6.00 
si. 00 

133a 

8.00 


wiili! 


10  gals.. . 

5  gals. . 

Sour  and  Dills —  Sour. 

16  gals.,  600 . . . 

32  gals.,  1200 . . . . . 

ngali.,  1800  MtllMMIHItHIINIMNIM 

gals.,  800 . 

32  gals.,  1600 . . 

48  gals.,  2400 . 

16  gals.,  1300 .  5.75 

32  gals.,  2400 . . . . . ...... 

45  gals.,  3600 . . . 

Chow-Chow — 

16  gals . . . . . 

10  gals . 5.30 

5  gals .  3.00 

Cuban  Relish — 

16  gals. .  11. 00 

10  gals. .  7.93 

gals . 3-73 

tarns  Bros. —  Per  doz. 

No.  8,  Sour  Gherkins,  2  doz . 85 

No.  8,  Sweet  Gherkin*,  a  doz .  a. 00 

No.  8,  Sour  Mixed,  2  doz— . 80 

No.  8,  Chow-Chow,  a  doz . 85 

Sweet  Mixed,  2  doz . . . . . .  a. 00 


VINEGAR. 

Per  gal. 

Pure  older,  45  grain . . . . 13 

"  40  grain . 12 

Distilled,  43  grain . 08 

“  40  grain . 07X 

Fermented,  43  grain . oB 

“  40  grain . 07X 

Beach-Nut,  quarts . ....per  doz.  2.45 

“  plots .  '* 

«  )6 -pints .  " 

C.  &  B.,  quarts — . . .  "  *.15 

Crulkshank,  distilled  white. . . . par  gal.  .13 

PROVISION*. 

Premium  Brand  Hams,  8-xo  lbs . . . .  .20 

"  “  “  ao-is  lbs . ig)£ 

"  “  "  14-16  lbs . tgji 

"  "  Skinned  Hams— . . . 21 

"  "  Cooked  Hams . . . 32 

“  11  Bacon- . . . .  .25)4 

"  "  Dried  Beef,  Insides . 29 

“  **  Beef,  knuckles . 28 

Empire  Brand  Hams,  to-ia  lbs . 18)4 

“  “  Skinned  Hams,  18-20  lbs . 19)4 

“  "  Picnic  Shoulders . .  .14 

Hams,  sklnback,  18-20  lbs—. . .  .  18)4 

*•  Z4-r6  lb . . 17H 

■■  8-12  lbs,. .......•*  .18 

Picnics,  6-8  lbs . . . .  .  13/4 

Dried  Beef,  sets,  city  smoked. . . . 28 

11  tenders  and  knuclu. . . . 27 

"  air  dried,  sets . . . .  .26 

“  “  tenders  and  knucks . 97 

Jersey  Pork,  butt . . . per  bbl.  94.5* 

"  family . .  *'  26.00 

Breakfast  Bacon,  rib  in . - . . . .  .ao 

“  boneless . .  .21 

S.  P.  Bellies.  14  lbs.  average . . . 16 

Bologna,  25-lb.  boxes . 

Boiled  Boneless  Ham . 98 

Beef  Tongues,  smoked,  3-6  lbs . per  lb.  .23 

Cooked  Compressed  Ham,  25-lb.  boxes . 

Covered  Hams,  )4  cent  extra.  Covered  Shoulders, 
Picnics  and  Bacon,  )4  cent  extra. 

LARD  AND  COMPOUNDS. 

Pure,  Compound, 
per  lb.  per  lb. 
Tierces  and  tubs,  about  340  lb*  ..  .12  .o*% 

50-lb.  cans . 11% 

io-lb.  tin  pails,  60  lbs . 1254 

5-lb.  •'  60  lbs . I2|| 

3-lb.  “  60  lbs . 13 

Premium  Pure  Leaf  Lard,  kettle  rendered . 1354 

Silver  Leaf  L&rd,  kettle  rendered . 12)4 

Jewel,  Compound . . . 09)4 

Cotosuet . . . 10 


.09 
.  10 
■  toy's 
.1054 


DRESSED  MEATS. 

City  Dressed  Beef—  Per  lb. 

Choice,  native . it  -.14 

Common . 10  -.12 

Western  Dressed  Beef- 

Choice,  native . it  -.14 

Common  to  fair . . . 10  -.ze 

City  Dressed  Veal— 

Prime . 16  -.17H 

Good  to  choice . 14  -.13 
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II— 


heavy..,.—.—.. . 

S So  IlS.aMMiMtnMMMM 

rt  160  lbs. . . »• . 

■'  140  lbs.. . . . 

Brassed  Sheep  and  Lambs— 
Lamb,  Western,  good....... 

**  **  calls . . 

Sheep,  choice. . . . . 

“  medium — . 


-.ts54 

.10 

-■t3)4 

.ZO 

-.t35< 

.XO 

-1354 

.XO 

-tj54 

.IS 

-.15 

.  10 

~.ia 

.XO 

-.12 

-.10 

BRUS& 

Poofiy  Mctfcton. 

Qosssa&ieed  Full  U.  S.  Strength. 


BALT. 


SUNDRIES. 

. each 


BUTCHERS4 

Steer  Tongues . 

iw  Tongues . . . . . 

_alf  Heads,  scalded.. . - 

Sweetbreads,  real . per  pah 

'*  beef.. . per 

Cnlf  Livers- .  “ 

Beef  Kidneys . per  do*. 

Beef  Llvere . •••••• 

Ox  Tells . P«  *?*• 

Hearts,  beef . P«  ">■ 

Hells,  beef. . . . — . 

Tenderloin,  beef,  western . . . - 

Fresh  Perk,  loins,  city . 

99  “  western  . . . . 


DRESSED  POULTRY. 

Tl$e2era,  young  bens,  8  to  10  lbs . ••• 

“  young  toms,  is  »  »7  lbs . 

Old  bens  and  toms . 

Common  to  good  . . . 

^Philadelphia,  fresh  killed,  3  lbs.  and 

354  to  4  &*• 

Philadelphia,  fresh  killed,  3  to  354  ibV 

to  pair,  fancy . . . . . 

Fowls — 

Western,  fancy . . . . 

Heavy  Roasters,  4  to  g  lbs . 

Fair  to  good . . . 

Old  Cocks . . . . . . . 

Squabs — 

Prime,  large,  fancy . . . 

Mixed. . . . * . 

Dark . . . 


•  S® 
■IS 

•  »5 
■  »J 


-.80 

-.60 

:.U 

-•30 

-•30 

.10 

1.20 

•OS 

14  so 

.18 

-.18 

-.16 


Per  lb. 


Caster  Oil — .... 

Sweet  Oil....... 

Spirits  Nitre., 


jc.  sz.  roasn.  »je,  **. 


SAUER S 

l»UHE 


Spirits  Painters'  ( 

Paregoric . 

Glycerin . . 

Syrup  SonOb... . - . 

Syrup  Rhubarb . . . 

Syrup  Ipecac. . 

Turlington  Balsam . . 

Golden  Tincture . . . — 

Tincture  Arnica . . . 

Balsam  de  Malta . . 

Bateman  Drops. . . . 

Godfrey’s  Cordial..... . . 

Turpentine . 

Laud 


■  .28 
-.28 
-.24 


.45 

•40 

■  40 

•  45 
•45 
■45 
•45 

•  45 
.45 
•45 
•45 
.43 
•45 

•  45 

•  45 

•  45 


.85 

•  85 

•  8S 
■8S 
.85 

•  85 
■85 
.85 
.8! 

.85 

•  85 

•8g 

.85 

•8g 

90 


Sailor's  Flavoring 

No.  Lemon  ind  Vanilla . 

No.  e.  Vanilla  and  Roee ..... 

No.  s.  Lemon  and  asserted... 

No.  «,  “  "  - 

No.  4,  Vanilla  . — . 

Assorted  cases,  Nos.  1  and  a... . . 

Noe.  i,  2  and  4... 


leeeeeeeeene* 


mum . -  *“  - 

s  per  cent,  discount  In  gross  lots  assorted. 


..per  do*. 
....per  lb. 


.40  -.42 
.40  -.42 

.40  -.4® 


Alum  :... . . . . . VOt  lh. 

Borax,  powdered,  bulk,. . . 

“  lump,  bulk . . 

Butter  Color,  W.  &  R. ........... 

Blues  tone,  bulk . . . 

Copperas . “  7. 

«  ••  less  quantity ..........  " 

'•  Tar  Balls,  2So-lb.  obis....  —  “ 

99  11  less  quantity . .  " 

Castorta,  Fletcher’s . . . per  do*. 

19  Pitcher’s . . . 

Carbonate  of  Ammonia  »•.,.... »..»,»*pnr^lb. 
Epsom  Salts... . . . ™. ..— . 

Glauber  Salts  ee*M»eeee»*e*e*eeeeoe»eeaeee  e»*«n**  ^ 

Glue,  ordinary  (un«HfnHtemi»Mmsiie«*4sw  ^ 

white . iMMs*4ii»m«M*#rtHS*e«Mte*  ^ 

Gum  Arabia .  eels  1  rennet  leewee  ee*«*u  *****  * 

Haarlem  O0 . . •—•■• . ™.per  aoa. 


-.20 
-•*3 

-.20 
.  -.13 
Per  do*. 
5.00-3.50 
3.50-4.00 
2-7S-3-25 


.19 

.22 

.19 

.14 


Bulk.  pts. 

XXX  Vanilla — -  i.jo 

XX  Vanilla. _ — - «.*» 

X  Vanilla . i.n* 

Lemon,  Ginger,  Wln- 
tergreen,  Cinnamon, 
Peppermint,  Qeves, 

Celery . . — 

Peach,  Roee,  Apricot, 

Violet . . . 

Orange,  Banana,  Pine¬ 
apple,  Almond,  Resp- 
berry,  Ptitaehc,  Nut¬ 
meg,  Maoe,  Cherry, 
Strawberry,  Fruit... 

Tea. . .. . 

Mapleine  Flavoring — 

Crescent  Brand, In  bettlee, 


•9* 

e.oo 
•  »S 

10.80 

11. 80 
qts.  54  gall.  gals. 
3.00  6.00  12.00 
•.50  3-00  10.00 
e.ee  4.00  8.00 


Barrels, 


e.go 
4.00 
3  7S 
3  •  75 
4.00 

•35 


......  3°° 


280  lbs. 

60  5-lb.  bags.. . . 

"  os  le-lb.  bags............ 

M  30  io-lb.  bags.... . 

*  tig  sX-lb.  bags . 

Irish  Linen,  ajo-lb.  bags . «... 

“  56-lb.  bags... . . 

99  28-lb.  bags . 

Quick  Fleering  Ice  Cream  Salt,  50  6s  to  the 

bbl„  ioc.  sl*e  bags  list . .... 

Mermaid,  quick -dissolving  bathing  salt,  30 

10-lb.  begs,  in  bbls. . P«»  bW. 

Prut  sal,  280-lb.  bbls . . . . 

“  1 80-lb.  sacks . 

Cheese,  s8o4b.  bbis . 

Packing,  n>lb.  cotton  bags . . 

‘‘140-lb.  “  . — 

Ivory,  dime  alse,  36  wooden  boxes  to  case . 

New  Ivory,  04  large  cartons  to  oase . . . 

Less  than  5  WtsIs,  the  list  net ;  s  to  9  barrels,  ■ 
cent,  discount;  10  barrels  or  more,  75*  per  oant. 
count  may  be  allowed. 


3.00 

1.40 
i.5< 

2.40 
•4® 
•7* 

a.ee 

13® 


£ 


i.ea  1. fie 
«  S»  *-71 


3.00 

ss» 


fi.ao 


.  s.sg  •■•$  4- 


t  0*. . . 

0  60*e*e*eeeee#e< 

OB^e... 


1  50 
?.oo 
Per  do*. 
-  i-7J 
..  1.00 
**J 


SALAD  DRESSING. 

Per  doc. 

Durkeo'*,  large.  1  doe . - .  4  ®“ 

small,  a  do*....... . . .  *-4° 

1  picnic,  a  do*  . . 95 

Scklmmel’i,  small,  •  do* . 9° 

My  Wife’s,  large,  1  do* .  •  45 

"  small,  *  do*. .  *  -45 

Snider’s,  No.  j,  2  do*. .  *  4® 


J 

16 

91  OEw . .  J5 

gallons ,  each .  ix.oe 


eeoeeeeeeeess  0  •  J® 

. .  iB.oo 


|  Barrel*,  373  Ihc. 
Keg*,  170  Ibe 
Granulated,  jO  a) 

'•  fc-lb 


SAL  SODA. 

. — . . .....per  100 

. .....per  too 

6  aW-lb.  carton* . per  earn 

•’  boxes,  bulk . per  box 


I  .  XiV 
■S7r 


LIVE  POULTRY. 

Spring  Chicken*,  nearby,  i54  to  a  lbs . 27 

Lar^e  Springers . . 

Roosters . . . . 

Ducks,  young  . . . . .  -t® 

••  old . . . . .  »4 


-.30 

-•25 

-.19 

-•IS 

-.17 


PRESERVES,  JELLIES,  JAMS 
AND  MARMALADES. 

Jellies-  Per  de?’ 

No.  4 54,  toy  palls. . ••  •  ■55 

American,  pure  apple,  tumbler*,  assorted 

siloes  . . ■•• . . . . . 88 

Scbimmel’s,  No.  10,  tumblers . 

National,  No.  10,  tumblers . 

*«  No.  6,  tumblers . . . 


4b.  palls . 

.  paiis.. 


Schimmel’s,  pure,  *>41 
National,  30-lb.  palls.. 

Bouthwark,  30-I6.  pall 

99  454-lb.  toy  palls,  54  doa— 

Fruit  Butters— 

Apple,  No.  »a,  Jars 
ith 


•  8j  , 

•r>  54 
.40 

Per  lb. 

•  *4 


Soutl 


.  4.00 
Per  do*. 
•  -9» 

wark,  Ne.  3,  tins . .  t  oo 


M.  &  R.,>lb-  boxes....... . per  lb.  . 

h  99  lozenges,  j-Ib.  boxes 

"  4s,  6s,  8s,  128,  16s,  5‘lh.  boxes  “ 

99  root . — .  ,, 

Putty,  aj-lb.  cans . - . P“  »«>  » • 

“  50-lb.  cans..- . .  *• 

Petroleum  ^Jeily,  screw  top,  5®-  size.  ...per  do*. 

Paris  Green,  100-125-lb.  kegs . p«  lb.  . 

«  54 -lb.  packages . — 

::  h:  ::  =  =  : 

Rosin . 

Roach  Powder,  Omega,  4-0*.  cans . - . 

■1  99  . . . per  gross  9.00 

Roachsault,  10c.  size . . .......per  dos.  .80 

Saltpetre,  crystal,  about  350-lb.  bbls  .....per  lb.  .07 

99  granulated,  about  ioo4b. kegs  .0634 

Sulphur,  flour,  1754b.  bbls . ......per  100  lbs.  2.50  _ 

“  100-lb.  bags . — . — •••  -02% 

•*  less  quantity . p«*  lb.  .03 

Venetian  Red .  “ 

Goff’s —  Ptr  do  ' 

Cough  Syrup,  25s.  site . .  *•<» 

Herb  Bitters,  250.  slso .  3  00 

Oil  LlnlmeBt,  25c.  slae .  3  00 

Sarsaparilla,  50c.  sl*e .  4  00 

Worm  Syrup,  25c.  sl*e .  *-?° 

Dyspepsia  Tablets,  100.  size . »® 

Iron  Glue,  McCormick  &  Co.— 

No.  5 . - . - . 1® 

Ne.  —••—••— . . 

TubeV . . . . . - . -  W 

McCormick  &  Co.,  Bee  Brand— 

Insect  Powder . . . — 

Root  Beer . . . . . - . — 

Talcum  Powder . *  |® 

Triangular  Quinine . —  *  J® 

Quinine  Capsules . 80 


Liquid  Rennet  and  Tablet*. 

Per  der. 


Blair’s  Liquid  Ream*  eeeeeee •••■•••••••• •••••*•******** 

“  Rfcttaet  Tablets,  1  do* . . . 

Shinn  ft  Kirk’s  Liquid  Rennet. . - . 

it  Teblete,  3  dos . 


Shinn  ft  Kirk’ 
Hanson’s  Junket 


s.io 

■75 

'X 


SAUCES. 

Lea  ft  Perrins’— 

Worcestershire . . . 


a. 70 
1 .08 


“  ao-lb5  pails . - . ....per  pall 

<*  20-lb.  crocks . . . per  b 

99  Schimmel’s,  30-lb.  palls .  " 

Prune,  20-lb.  pails . . 

Peach.  30-lb.  palls . . . 

Jams—  ,  , 

Schimmel’s,  pure,  Jars,  a  do*. . 

Southwark,  assorted,  Jars,  a  do* . - 

J  rungs  Marmalade— 

Hartley’s  Imported . -  *  • 80 

Schlmmel's,  pur* .  x-05 

Warrock’s  Guava  Jelly— 

i-lb.  tumblers . . . 

54-lb.  “  . . 

Beech-Nut  Brand  Conserves— 


•  ®754 
07 

1.70 

•  93 


4  o® 
2.25 


CIDERc 

Corsoe’t — 

Bbls . . . . . - . 

U  bbls.,  *8  . . 

Kegs.UBal* . 

Bottled  Cider— 

Duffy’s  1841  Apple  Juloe,  1  do*,  qt* . 

«  99  a  dos.  pts . 

Anchor  Brand  Golden  Russet,  1  do*.  qt*..._ 

«  «  a  do*,  pts . 

Mott’s  Brand  Golden  Russet,  1  do*,  qt* . 

>1  99  a  do*,  pts . 


CHEWING  GUM. 

Adams’,  oounter  Jars,  too  58.  pkgs. . 

99  boxes,  ao  pkg* . 

Gee  Whi«,  7*  packs....... ...j. . 

Fleer’s  Chlddets,  3  lbs.  bulk . 

Spearmint,  20  pacts,  too  pieces . . . 

Beech-Nut,  carton  of  6  box**  (no  pkgs.  or  100 

stinks) . — 

Per  case  of  100  boxes . 


Snider’s— 

Chill,  No.  16,  t  do* . . . 

“  No.  8,  2  do* . . . 

Oyster  Cocktail,  No.  16,  *  dos_ . 

“  No.  8,  a  do*_ . 

Worcester,  Campbell’s,  No.  8,  ■  do* . 

North  of  England,  No.  8,  •  do* . 

_  .  1  Chef,  t  do* . . . ••• . 

Per  gal.  |  jjolbrook*’  Imported  Worcestershire- 

Small  size . 

Medium  . . 

Large  dze . 


Per  do* 

.  7-5» 

..  4-5® 

.  *5® 

..  a  *5 
..  »  37 
..  a  *5 

..  »  35 
..  .90 

..  .8254 

..  -75 


Per  ease 


SODA— BI-CARB. 


1  9® 

3  3® 

5  90 


Babbitt’s,  54*,  *slbs. 
’  H« 


Arm  and 


ammer,  i-lb.  pkgs.,  36  lb* . 

)4-lb.  pkgs.,  36  lbs.. 


U-lb.  pk 
gandi 


.,  36  lbs .  .06 


••75 

■55 

•47 

t«S 

•55 

3.60 

io.oo 


pkgs.,  36  lbs . 

1  tf-lb.  pkgs.,  3*  I 
1,  54  and  54-lb.pkgs.,  36J 

I  Dwight’s,  i-lb.  pkgs.,  36  lbs . 

U.lb.  pkgs.,  36  lbs, . 

Q  and  54-lb.  pkg*.,  36  lbs.. . 

1.  54  and  54-lb.  pkgs.,  36  lbe._ 

Swan,  no-lb.  keg* . 

Bl-Carb,  bulk. . - . — • 


lbs.. 

3fi|lbs. 


■  o»H 


RICE. 


J 

Strawberry . 

Blackberry . . 

Red  Raspberry- . 

Peach . . . 

Cranberry  Sauce—... 

Concord  Grape . 

Plum . 

Speed  Plum . 

Jellies — 

Red  Currant . 

Black  Currant . 

Quince . 

Grape . 

Crab  Apple . ......... 

Apple  (Spiteenberg). 

Preserves- 

Cherry . 

Pineapple  (shredded) 
Marmalades — 

Lime  Fruit . 

Orange,  bitter.., 

Orange,  sweet.. 

Grape  Fruit . 

Rhubarb  - . 

Fruits  in  Syrup— 

Beech-Nut  Flge . 

Large  Jars  packed 
and  Individual  three  doten  per  case 


Large 

Medium 

Individual 

S*  5° 

2 .  XO 

1.13 

3.00 

3-oo 

X.80 

I.80 

I. OO 

•■35 

1.30 

a. as 

X.40 

.60 

.80 

2.25 

I.40 

9.25 

X.40 

.80 

2-35 
a. 25 

ISO 

1.40 

.80 

3.00 

I.80 

x  .00 

3.00 

I.80 

x.xo 

1.00 

•  3$ 

1  50 

.90 

*■35 

X.50 

•  •*5 

1.40 

.80 

so® 

l.ge 

X  .00 

*-3J 

I  46 

x.50 

•  So 

•■*5 

1.40 

.80 

3  *5  ••«} 

on*  dozen,  medium 

two  doaen 

Draffls!*'  S«*4rte». 

Add  Phosphate,  Horsford’s,  8  o* . per  do*. 

Bath  Brick,  *5  in  box . - . per  box 

Sealing  Wax . 

Silver  Sand— . . . - . per  bbl. 

Tar,  pints . per  do*. 

“  gallons . . . “Jfb 

“  aT:r::— ••  i 

McCormick  ft  Co.— 

Jockey  Animal  Food,  3  dot-  »*•  package* 

and  premiums . - . —.per  case 

U  S  Nerve  and  Bone  Liniment,  *5*.  si  re- 

McCord’s  Magio  Medicine,  25c.  »i*e— . 

<«  ••  50c.  size . 

McCormick’s  Tasteless  Chill  Tonic,  25*.  si*e 
ti  «*  50C.  9lz« 

Reliable  Brand  Headache  Powders,  100.  size 
Borax,  20-Muls  Team — 

i-lb.  cartons,  24  lbs . . . 

54-ib.  cartons,  24  lbs . 

54 -lb.  cartons,  *4  lbs . 


4:£ 

.03 

I  .30 

*75 
z  .00 

,:E 


4  50 


2 .00 
4.00 


4.00 

.80 


\.£ 

a. So 


Extracts  and  Essences. 

McCormick  ft  Co.,  Bee  Brand —  Per  do*. 

Vanilla,  Rote,  Pistachio,  No.  s  size- . 90 

<«  “  No.  4  site .  2.25 

Almond,  Apple,  Apricot,  Banana,  Black¬ 
berry,  Peach,  Pear,  Pineapple,  Rasp¬ 
berry,  Strawberry,  Violet,  No.  2  «*e . 90 

No.  4  size.—  *  00 

Lemon,  No.  e  size . . . . . -  -9® 

Orange,  No.  s  siee  . — . . . .  -9° 


SOFT  DRINKS. 

Clicquot  Club  Co.-  ,  “•« 

Ginger  Ale,  extra  dry,  pints,  ado*... .  *.10 

Sarsaparilla,  extra  quality,  pints,  *  do* . . 

Blood  Orange,  extra  quality ,  pints,  s  do*—..  * .  10 

Birch  Beer,  extra  quality,  pints,  a  do*- .  *.  10 

Lemon  Soda,  extra  quality,  a  do* . — .  *.  10 

Root  Beer,  extra  quality,  pints,  s  do* . .  * .  10 

Hire*’ Root  Beer  Extract,  1  do*- .  i-55 

«  99  Carbonated,  a  do* . 87)4 

99  Ginger  Ale.  Carbonated,  a  do* . 8754 

Welch’s  Grape  Juloe,  quart*,  1  do*.„ . o 

<<  99  pints,  a  dos _ ...... 

99  99  54  pints,  3  do*. . 

Schuhle’s  Grape  Juloe,  quarts,  1  dot, . 

'•  99  pints,  ■  do* . 

99  99  54  pints,  3  do*  ...» 

«*  **  4  0*.,  6  do* . . 

5  per  cent,  discount  on  5-case  lots. 

Walker’s  Grape  Juice- 

Quarts,  1  do*. . - . 

Pint*,  *  do* . - .  „ 

54  plate  3  do* .  „  J-J* 

4  os.,  4  do* .  4-J® 


4  23 
4  75 
4  50 
4*5 
4  75 

4  *5 

5  o® 


4  *5 
4  4® 


•®7 

,o6)4 

•05K 

.05 


B.  Fischer  ft  Co’»  Package  Rloe- 

Hotel  Astor,  finest,  uncoated,  white,  whole 
head  rice,  1  and  *54-lb.  dustproof  cartons, 

125  lb.  boxes . 

Queen  Quality  Head,  1,  2,  3,  5-lb.  cotton 

bags . . . 

Imperial,  Japan  Style,  1,  2,  3,  4,  5->b.  cotton 

bags . 

Cracked  Head,  selected  broken,  1,  2-lb.  cot- 

ton  bags..... . . . 

B.  Fischer  &  Co's  Bulk  Rico-  ioo  lb.  lots,  Per  lb 

Extra  Fancy  Head,  uncoated . °7 

Fancy  Head,  uncoated . 

Extra  Choice  Head,  uncoated..  . . 06 

Choice  Head,  uncoated...  . °5/^ 

Choice  Broken  Head,  uncoated . 

Screenings,  uncoated . . 

Extra  Fancy,  Japan  Style,  uncoated . 05H 

Choice.  Japan  Style,  uncoated . °4j% 

Extra  Fancy,  Patna,  coated . ‘°7m 


;  gal.,  8  bottlot.... 

j  per  oent.  discount  on  j-cem  lots. 


SAUER  KRAUT. 

Extra  quality,  long  cut,  55  gal— . per  tierco 

•*  “  14  gal . per  keg 

99  99  10  gal .  ** 

99  "  s  r»i .  “ 


4.80 


5-5® 
2  .30 
1-75 

X  .00 


PLUM  PUDDING. 

Richardson  ft  Robins’—  Per  d® 

Individual  tire,  54  lb . ®8 

Round  conical,  with  key,  N®.  1,  1  do* .  *.35 

“  No.  *,  1  doz .  4  05 

<«  11  No.  3,  54  doz .  6.  jo 

••  99  No.  4,  54  doz .  815 

P.  P.  Sauce,  No.  1,  *  do* .  *  5® 

Atmore’s  Phil*.  Plum  Pudding,  seedless—  Per  case 

Individual,  *  do*— . -  1  9° 

Cana,  No.  1,  1  do* . . .  e-3® 

“  Ne.  t,  1  do* . . .  4-  »• 

“  No.  3,  54do*_ . -  |  8® 

“  N®.  4,  Sdo*. . .  4-5® 
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POLISHING  AND  CLEANING 
COMPOUNDS. 


Kleexatub . . . 

. 54  gi°*s 

a. 50 

Bon  Ami,  xoc.  size . 

. 54  gross 

3.50 

Electro  Silicon,  x  doz . 

. per  doz. 

•78 

Puti  Liquid,  large,  3  doz . 

16.35 

“  “  3  doz . . . 

z-45 

11  small . 

7-  OO 

M  I* 

.60 

Putz  Paste,  large . 

•55 

Old  Dutch  Cleanser,  4  doz . 

. per  caze 

3-4° 

44  44  5-case  lots... 

3.30 

Babbitt's  Cleanser,  5c.  sire,  100  cans. 

*•  xoc.  size,  50  cans.. 


LAUNDRY  SOAPS. 


Description,  Lass  than 
Bar*.  Lbs.  5  boxes. 

3.00 
1. *5 
3*5 

,3:£ 


Brand  and  Manufacture,. 

4cme,  Lautz  Bros . . .  100 

Ark,  Fairbank .  ioo 

America,  C.  F.  Miller.. . . .  7> 

Babbitt’s  White  Floating .  ioo 

“  Naptha .  zoo 

Best,  B.  T.  Babbitt . 

Borax,  Dreydoppel .  40 

'•  Naptha,  Eavenson .  100 

"  Pearl.  Young  &  Co  . .  40 

"  Novelty,  Day  &  Frick. .  40  40 

"  Red  Seal,  Tomson .  100 

Big  Master,  Lautz  Bros .  zoo 

Circus .  zoo 

Cream  Borax .  100 

Crystal,  Brooke . 

Coal  Oil  Johnny .  100 

Fels-Naptha,  rels  &  Co .  zoo 

j-case  lots . 

Flint  Polish,  Day  &  Frick .  j6 

Grand  Pa  Wonder,  Beaver  Sp.  Co. 

II  *• 

Glycerine  Tar  . . 

Ivory,  P.  &  G . xoo 

Lautz  Naptha  Soap . 

Lenox,  P.  &  G . . 

Lifebuoy,  Lever  Bro» .  5° 

Marseilles  White,  Lautz .  xoo 

**  “  l'ndry  size  ioo 

Miller’s,  C.  Miller  &  Co .  ioo 

Mayer's,  Elklnton .  xoo 

Mineral  Scouring,  Wrigley .  ioo 


Octagon.  Colgate  &  Co .  ioo 

Oliene,  P.  &  G .  84 

44  Penna.,  Miller .  7a 

11  Phila.,  Lautz  Bros . 

“  Conway . 

“  Kirk’s .  84 

44  Monarch,  Miller .  60 

41  C.  &  C.,  Globe  Soap  Co....  60 

Ozone,  Fairchild  &  Son . . .  zoo 

Polo,  P  &  G . xao 

Pound  Bleacher,  Day  &  Frick .  60 

P.  &  G.  Naptha .  xoo 

Sapolio,  E.  Morgan .  j6s  gro 

11  11  —  — * 

Saratoga,  .  for  5 . 

Star,  P.  &G.,  In  less  than  5  lb.  bxs. 

Sunlight,  Twin,  Lever  Bros .  zoo 

Scouring,  Young  &  Co .  48 

Sunny  Monday .  zoo 

Velvet,  P.  &  G .  zoo 

White  Chief. .  zoo 


xoo 

75 

3-75 

40 

40 

*  75 

xoo 

br.l. 

4.90 

40 

40 

a.  80 

40 

40 

•.85 

xoo 

... 

4.00 

xoo 

... 

4.00 

IOO 

3.00 

IOO 

383 

xoo 

... 

3.80 

xoo 

... 

3-75 

IOO 

75 

4.00 

3-95 

3« 

36 

z-45 

50 

large 

3  *5 

5° 

•mall 

z-95 

50 

... 

*  -  95 

IOO 

10  oz. 

7.00 

IOO 

6  oz. 

4-00 

3.85 

xoo 

XO  OZ. 

3  « 

SO 

a. 00 

XOO 

5  ct. 

4*°° 

IOO 

... 

6.00 

IOO 

... 

4.00 

ZOO 

... 

3-9° 

IOO 

... 

3.00 

*7 

1.00 

IOO 

75 

4.00 

84 

60 

3  *5 

7* 

60 

a.i5 

315 

84 

60 

3-45 

84 

50 

3-00 

60 

9.95 

60 

s  ct. 

9.4« 

xoo 

75 

3-95 

120 

... 

2.  SO 

60 

... 

a. 65 

100 

... 

3.90 

j6» 

gro. 

9.00 

739 

gro. 

9.00 

... 

*•50 

xoo 

70 

385 

IOO 

4.00 

48 

... 

1.85 

IOO 

... 

4.00 

IOO 

383 

IOO 

... 

4.00 

50 

... 

a.  xo 

xoo 

xoo 

4.00 

Windsor  .  zoo  100 

Swift  &  Co.— 

Pride,  100  . . 

Borax,  100  za-oz . . . 

Naphtha,  100  za-oz . 

Old  Mill,  100  ra-oz . . 

Wool,  100  6-oz . 

"  zoo  zo-oz.  . .  6-73 

Five-box  lots  and  over  delivered  freight  prepaid  to 
customer's  nearest  railroad  station. 

Borax  Soap  Chips,  12  36-oz.  cartons...por  case 
“  “  48 14-oz.  cartons...  " 

Wool  Soap  Chips  (Boraxated),  50  zoc.  size . 

**  “  “  ao  25c.  “  . 


3*5 

4.00 

385 

*•85 

4.00 


*  43 
3-7° 
1  i 

3  *3 


Toilet  Soap*. 

American  Queen  Violets,  a  cakss  In  box, 

doz.  boxes 

Broad  Box  assortment,  83  cakes . 

Buttermilk  Cosmo . per  gross 

Castile  Conti,  white . per  lb. 

Add  one  cent  per  lb.  for  Castile  cut  in  cakes. 
Cutaneous  Medicated,  3  cakes  in  box,  per  doz. 
Elder  Flower,  s5i-oz.  cake,  1  doz.  box,  per  gro. 

Fairy,  100  cakes . 

Glycerine,  50  5c.  cakes . per  pall 

Hand  Sapolio,  gross . per  box 

Lava . zoo  cakes 

«  .  50  cakes 

Marseilles,  white,  too  pkgs . 200  cakes 

•‘  *■  50  pkgs . 100  cakes 

Miller's . per  doz. 

Pumlss,  Jergens',  100  cakes . per  box 

“  Haskin’s,  36s . 

Sewing  Basket,  24  5c.  cakes . 

Sweetheart,  50  cakes . per  box 

“  zoo  cakes .  " 

Witch  Hazel,  3  cakes . per  gross 

Morrison  Soap  and  Talcum,  a  doz.  boxes, 

per  case 

Queen  Regent,  50s . >1.73  zoo* . . 

Raven  Tar,  50s .  1.75  zoos . 

Swi'ts’s  Pumice,  50s .  1.75  zoos. . 


•73 

3.00 

7.00 

•IS 

•70 
4-50 
4.00 
a.  00 
3.25 
385 
a.  00 
4.00 

2  10 

3  :VS 

z-45 

.88 

z.90 

3.80 

3.60 

4-75 
3  50 
330 
3-5° 


Soap  Powder. 

Per  case 

Soapine,  No.  1,  36  is .  2.30 

‘‘  No.  a,  zoo  7-0Z .  t.50 

“  No.  3,  zoo  za-oz .  4.10 

Pearline,  3*  10c.  I-lb.  pkgs .  2.85 

“  7s  sc.  8-oz.  pkgs  .  2.85 

“  100  4c.  6-oz.  pkgs .  a. 20 

Gold  Dust,  24  4s .  4  5° 

100  13-oz .  4.00 
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Young's  Pearl  Borax,  60s .  3.60 

Snow  Boy,  60  3c.  size .  3.40 

“  30  zoc.  size . -  2.40 

“  100  5c.  size .  3.73 

“  .4  family  size .  3.73 

“  Z5  laundry  size .  3.00 

Klrkollne,  S4  4a . 3.63 

“  (003 .  3.30 

Grannie,  2  for  3,  zoos . . . 2.00 

Bee,  100  z-lb.  pkgs . . .  3.90 

S.  P.  Washing  Powder,  24  4s...... .  3.75 

“  “  zoo  IS . .  3.83 

"  "  1005c.  pkgs .  3.40 

Imperial  Cleanser,  6  doz . per  doz.  .45 

Star  Naptha,  100  58 .  3.75 

Miller's  Powerine,  zoos .  4.00 

Old  Dutch  Cleanser,  48  cans .  3.40 

Swift  &  Co. — 

Pride  Washing  Powder.  34  4s .  3.75 

**  “  roots. .  3.85 

“  "  1005s.. .  3.40 

Pride  Cleanser,  50  cans .  3.00 

Boraxo  Bath  Powder,  10c.  size,  3  doz .  1.65 

"  “  15c.  size,  1  doz .  2.00 

B.  T.  Babbitt's  1776,  100  6-oz.  pkgs .  2.50 

“  *■  100  za-oz.  pkgs .  3.75 


SPECIALTIES. 

Anker’s  Bouillon  Capsules . . .  3.00 


MUSTARD — Prepared. 

Per  doz. 

Campbell's,  jars,  2  doz . 

“  with  spoon,  new . 

Gulden's,  No.  6,  with  spoon,  2  doz . . .  1.05 

Beer  Mug,  fancy,  large  size,  s  doz . 75 

Milk  ja^  glass  top,  a  doz . 85 

Water  Tumblers,  glass,  No.  zo,  4  doz . 45 


SPICES. 

B.  Fischer’s  Finest  Spices — 

Black,  White  and  Red  Pepper,  Mustard, 
Allspice,  Cinnamon,  Cloves,  Nutmeg, 
Ginger,  Sage,  Thyme,  Poultry  Dressing. 

zoc.  tins;  4  doz. 
50  lb. 

Ground —  Per  lb. 

Allspice . 10^ 

Cinnamon,  Bandor  Crystal.. 


.80 
6,  10,  25  lb. 
Per  lb. 


Col.  Cinnabar  .... 
Saigon . 


Cream  Tartar . 

Ginger,  African,  C 
Cochin . 


Mace  . 
Nutmegs., 


Red. 


•13K 

•*4 

.  i8}£ 

•z854 

. . 

.21 

•  7« 

•*4H 

•»5 

.28 

■1 

•13 

.20$ 

.205* 

.80 

. . 

■a4 

•145* 

•15 

•145* 

■15 

•I9H 

.30 

•*3H 

•*4 

■*95? 

.  XO 

Per  lb. 

Turmeric . 

Whole- 

Allspice  (Pimento)  original  bags . 07W 

*'  less  quantity . 07J* 

Cinnamon,  Canton  fancy . 11 

“  Java,  thin  quill,  about  s-lb.  rolls  .30 

“  Saigon . 55 

•*  Mandalay  (  stick,  48  50.  cartons..  .38 

Cloves,  choicest  Zanzibar,  bags . 18 

“  “  less  quantity . z854 

Green  Ginger  Root . 

Mace,  choicest  Penang . 

Nutmegs,  medium . _ . . 

“  large  . 

Pepper,  black,  original  bags— 

“  less  quantity  .. 

Pickling — 

Mixed,  6  or  zo-lb.  boxes . .  .10 

Mayflower,  Isinglass  front,  zoc.,  2  doz . .  .70 

•'  “  5c.,  4  doz . 38 

Colburn's  Ketchup  Spice,  zoc.  tins,  2  doz . 85 


•75 

.18 

.20 

.13)4 
•  13 


CORN  STARCH. 

Kingsford’s,  40  i-lb.  pkgs . per  lb. 

“  ao  i-lb.  pkgs .  “ 

Rex,  40  is .  “ 

Best.  40  is . . . .  " 

Davis,  48  3c.  pkgs . per  case 

“  36  10c.  pkgs . .  “ 

Duryea’e,  40  i-lb.  pkgs . per  lb. 

"  ao  i-lb.  pkgs .  " 

Niagara,  40  z  lb.  pkgs .  " 

Cream,  48  z-lb.  pkgs . per  case 


.06M 

.07 

■03H 

■»3  H 
z.  80 
a.  70 

•0754 
.0754 
■  °sH 

3.60 


LAUNDRY  STARCH. 

Argo,  gloss,  94  5c.  pkgs..  . .  .92 

Gilbert’s  Laundry,  40-lb.  boxes . per  lb.  .03*4 

“  Patent  Gloss,  13  6  lb.  boxes . 06 

“  Linen  Gloss,  3-lb.  cartons . 05 

Kingsford’s,  Pure,  z-lb.  cartons . 0644 

“  Pure  Gloss,  40  i-lb.  pkgs . 0644 

"  Silver  Gloss,  12  6-lb.  boxes . 08 

Duryea's,  Superior,  3-lb.  cartons . o6J4 

*'  Satin  Gloss,  z-lb.  pkgs . 07)4 

“  Superior  B,  bulk . 0434 

“  Satin  Gloss,  12  6-lb.  boxes . 0814 

"  Best  Gloss,  50  lbs  . 0354 

Niagara,  Laundry,  50  lb.  bulk . 0344 

“  48  1 -lb.  pkgs . 0554 

"  16  3-lb.  cartons . 0514 

“  6-lb.  boxes . 06 

Celluloid,  64  10c.  pkgs .  5  00 

“  64  5c.  pkgs .  2.50 

Elastic,  64  zoc.  pkgs .  s-  z5 

"  64  5c.  pkgs .  2.60 

Dreydoppel’ s  Mourning  Starch  for  black 
goods,  36  pkgs . . . per  pkg.  .08 
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STOVE  POLISH. 

Per  gross 

Enameliae  Paste,  small,  14  gross .  4.50 

“  “  large,  }4  gross .  7.20 

Liquid,  large,  44  gross .  7.50 

“  “  small,  54  gross .  5.25 

Mason’s  Challenge  Paste,  boxes,  44  gross .  5.00 

Electric  Paste,  44-gross  boxes. .  4.50 

Magic  Paste,  44 -gross  boxes .  3.00 

Climax  Enamel,  kf  gross .  10.20 

Black  Jack,  44  gross . ; .  7.20 

Rising  Sun,  V  gross .  5.75 

“  Paste,  5c.  size .  4.50 

“  10c.  size .  7.20 

X-Ray  Stove  Polish — 

SC.  size,  No.  s . 44  gross  3.00 

"  "  . 44  gross  9.00 

“  “  14  doz.  to  gross. .  5.00 

zoc.  size,  No.  10 . 44  gross  2.25 

“  . 54  gz08*  4-50 

“  “  . gross  9.00 

Vulcanol —  Gross 

SC.  size .  5.00 

ioc.  size .  9.00 


SUNDRIES. 

Bird  Food — 

Rosenstein,  40  pkgs . ....per  pkg.  .0646 

Weikel’s  24  pkgs . per  box  1.50 

Bird  Gravel — 

Red  or  White,  small  pkgs . per  doz.  .50 

Red,  36  pkgs .  “  .95 

Silver,  36  pkgs .  “  .95 

Bath  Brick,  25  bricks . per  box  .75 

Toothpicks,  Eureka,  100  boxes . per  case  1.85 

“  Perfection,  2  doz . per  doz.  4244 

David’s  Liquid  Glue . . .  “  .90 

“  Mucilage .  “  .75 

"  Cone  General  Mucilage,  3  oz., 

1  doz .  “  .30 

Le  Page's  Glue,  bottle .  “  80 

“  tube .  “  .80 

Royal  Glue,  1  doz .  “  .85 

Carpet  Tacks —  Per  doz. 

Tinned,  6  oz . . . _ . . . 08 

“  8  oz . 09 

•*  10  OZ . 0944 

Wooden  keg,  44-gross  case,  assorted,  6,  8, 

10s . per  case  1.80 

Matting  Tacks — 

Steel,  No.  10- . — .  .is 

"  No.  11 . 17 

“  No.  12 . 18 

Flinomor,  Fly  Ribbon . per  gross  3.60 

Fli-Stickon,  Fly  Ribbon .  "  4.80 

“  44 -gross  display  carton .  1.20 

Fly  Paper,  Tanglefoot . per  case  2. 70 

“  Sticky,  10  cartons .  a.  15 

Sticktlte  Fly  Paper,  100 . per  case  3.00 

“  “  10  cartons .  “  9.35 

Flico,  By  tape . per  gross  s.  40 

Tanglefoot,  10  cartons . per  case  2 . 70 

“  . per  carton,  95  double  sheets  .  30 

Wax,  white  and  yellow . per  lb.  .29 


ROPE,  TIE  YARN,  ETC. 

Clothes  Lines —  Per  doz. 

Cotton,  jo  feet . 90 

“  60  feet .  1.05 

“  73  feet .  1.35 

“  90  feet .  1.50 

“  100  feet . 1.75 

Colls  or  spools . per  lb.  .11 

Jute—  Per  lb. 

Coils  or  spools . .oS 

Tie  Yarn-  Per  lb. 

5-lb.  bales . 2a 

Colored  assortment . 28 

Cones . - . 24 


SYRUP  AND  MOLASSES. 

All  Molasses  In  44  bbls.  3c.  per  gal.  additional 
Porto  Rico — 

Fancy,  A.  &  Co . 

Choice . 23 

Special . 22 

New  Crop  New  Orleans — 

Primrose . 45 

Cloverdale . 40 

Cora . 38 

River  Front . 36 

Mixed  New  Orleans — 

Fancy,  No.  29 . 33 

Extra  choice,  No.  3... . 3° 


Qlucoae. 

Best,  for  confectionery . 


a.  do 


HONEY. 


Per  doz. 

Selser's,  small  bottles  2  doz . 95 

”  medium  bottles,  2  doz .  1.35 

Choice  Victoria,  large  bottles,  s  doz .  2.15 

“  medium  bottles,  2  doz .  x.40 

“  small  bottles,  a  doz . 93 


REFINED  MOLASSES  AND 
SYRUPS. 

Jockey  Gub,  Mason  quart  jars —  Per  doz, 

4  doz.  in  bbl . . . 95 

1  doz.  in  case .  .  . . 95  • 

Lyle’s,  imported,  No.  2  cans,  a  doz . . .  1.90 

Banner,  in  jars,  compound . 95 

White  Clover,  in  jars,  compound . 95 

Karo,  cane  flavor,  24  2  lb .  1.82 

“  44  24  2*4  lb .  2.21 

*•  44  i2  5  lb .  2. 15 

4i  44  6  10  lb . 2.06 

“  crystal  white,  48  i\4  lb .  3.48 

44  44  24  2  lb . 2.02 

4i  *  41  24  2 J4  lbs .  2.46 

44  '*  12  5  lb .  2.40 

44  44  6  10  lb .  2.31 

Palmetto- 

No.  3  cans,  3  doz .  x.45 

No.  a  cans,  3  doz . 97M 


Red  River — 

No.  2%  cans,  aj^-lb.  size,  plain  top,  a  do*... 
Stromeyer’s — 

Penn  Mar  Table  Syrup,  xs  . . . . 


x.15 
a.  00 


MAPLE  SYRUP. 

Old  Colony,  large,  i  doz .  i.  jj 


medium,  s  dot . . 


z-45 


Golden  Tree,  large,  i  doz . _  a.^ 

“  medium,  s  doz... . .  1.3744 


WOOD  AND  WILLOW  WARE. 
Brooms. 

No.  Per  doz. 

6,  R.  P.,  fancy . . .  3. os 

7.  “  .  *75 

3.  Hurl .  a-.  75 

4.  "  . 3.00 

5.  “  . .  3  *5 

6.  .  3.60 

Clipper . 3.3, 

Washboards. 

Single  Zinc—  Per  doz. 

No.  100,  Northern  Queen,  Protector .  3.25 

“  101,  Tidal  Wave .  a.  7* 

“  123,  Seal  Globe .  2.45 

“  786,  Leader .  a. 35 

Double  Zinc —  Per  aoz. 

No.  56,  Red  Cross  Swine,  Protector .  j.75 

“  80,  Double  Seal  Globe,  Protector .  3.30 

"  85,  Double  Stag,  Wide  Head .  3  00 

“  687,  Double  Leader  Swing,  Protector...  3.  re 

Bucket*. 

Per  doz. 

Electric,  3  hoops,  cedar .  9.83 

Painted,  2  hoops,  flat . .  1 . 70 

“  3  hoops,  flat .  1 . 78 

Galvanized,  10  quart .  z .  60 

”  12  quart . i.So 

Indurated  Fibre .  s.40 

Butter  Dishe*. 

Wire  ends,  1  lb . z.it 

“  3  lb . .. .  z  .Jj 

Acme,  3  lb .  t.t| 

Clothe*  Pin*. 

Per  box 

5  gross . 43 


BRUSHES. 

Scrub  Brushes. 

No.  Per  dox. 

z,  Extra  fancy  large  grass .  1 .  to 

2,  Marble  . 05 

3,  Medium . 83 

4,  Grass  . . II 

3,  “  45 

6,  “  .  1. IS 

Stove  Brushes. 

Wood  Handles —  Per  dox. 

No.  33,  Fibre,  strap  handles .  1.1a 

-  34,  “  “  1.35 

Shoe  Brushes. 

With  Handles  and  Daubers —  Per  doz. 

No.  o.  All  Mexican  fibre . 93 

“  i,  Prepared  fibre .  z.se 

“  7,  All  pure  bristles  and  full .  1 ,8j 

"  16,  “  “  socket  daub,  sol.  blc.  a. 40 

Wall  Brushes. 

Per  do*. 

7-ln.  Tampico . . . 45 

No.  8,  Family . 95 

“  8,  Hustler .  x  .  zo 

“  8,  A .  1.75 

“  zo,  A .  s.ze 

Dusting  Brushes. 

No.  Per  doz, 

7X,  xoc.  size . 95 

8,  Gray,  patent  fibre. . . .  x  .55 

18,  All  norse  hair .  z.90 

21,  44  4i  white  tipped . 

TOBACCOS— PLUG. 

Per  lb. 

Deer  Skin,  9  and  16  lb* . . . 39 

Jolly  Tar,  5,  xo,  15  and  25  lb* . 49 

Newsboy . 4a 

Old  Honesty . 46 

Piper  Heidsick . . . 71^ 

Spear  Head . 46 

Standard  Navy . 3# 

Toddy . so . . 39 

Vinco . .41 

Town  Talk . 31 

SMOKING  TOBACCO. 

Per  groa* 

Duke's  Mixture .  6.25 

Greenback . 6.00 

Honest .  6.15 

Polar  Bear,  5c.  size,  ^  gross . . .  6.00 

Sensation  .  6.15 

Wild  Rose . 6.15 

Omega .  6. 15 

Union  Leader .  5.78 

Fashion  . 

Miner’s  Extra,  xoc.  size .  10.60 

Pipe  Smoking,  ioc.  size . 10.60 

Red  Man . 5-95 

YEAST  CAKES. 

Compressed . . . per  doz.  .xl 

Magic,  xj^  doz.  pkgs . per  box  .5! 

Yeast  Foam,  1%  doz . . .  44  .5! 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD 


jiTf  r? 


President,  W.  J.  McCAHAN  Treasurer,  R.  S.  POMEROY 

Secretary,  W.  J.  McCAHAN,  Jr.  Manater,  JAMES  M.  McCAHAN 


OFFICES 


Front  and  Chestnut  Streets 


PHILADELPHIA 


Cubes,  Powdered,  Granulated,  Fine 
Granulated,  Coarse  Granulated, 
Extra  A,  Confectioners’ A,  Extra  BB, 
Extra  C  C,  Yellows,  n,  12,  13,  14,  *5 


refinery 

Tasker  Street  Wharf 
Piers  68  and  69  South  Wharves 
DELAWARE  RIVER 


SUGAR  HOUSE 
Northwest  Corner 

Water  arid  Morris  Street 


The  W.  J.  McCAHAN  SUGAU  REFliMJNO  to. 


'THftftr  j 


EXTENSIVE. 
ADVERTISING 
Leads  New 
Customers  to 

YOUR  STORE 


w 


['“'I,, 


'YOUR  STORE 


t-A 


I 


Daniel  Webster  Flour 

h  h  „  extensively  advertised  in  leading  magazines  and  newspapers  that  women  everywhere  know 
ahout-it  Push  its  sale  and  you’ll  have  a  bigger  and  more  profitable  flour  trade,  it  not  only  repeats  because 
ft  make;  such  splendid  bfead^  but  women  who  use  it  do  more  baking  because  it  is  also  an  .deal  cake  and 
oasTv  flom  We  know  that  “your  success  is  our  success ’’-that  we  cannot  have  sales  unless  you  have 
them,  so  we  make  a  very  interesting  and  helpful  arrangement  with  dealers.  It  will  pay  you  to  v 
for  full  particulars. 

EAGLE  ROLLER  MILL  CO.,  New  Ulm.,  Minn. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT 


NET 

.WEIGHT 


WHOLE 


'  Standard  of  Purity- 

THE  "FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


FRANKLIN  CARTON  SUGAR 


The  most  popular  grades  of  Franklin  Carton  Sugar  are  packed 
in  containers  an  average  family  can  buy— 24,  48  and  60  pounds 


THE  FRANKLIN  SUGAR  REFINING  COMPANY 


Philadelphia 


We  Hold  These  Truths  to  Be  Self-evident;  Namely, 

THAT  the  Retail  Grocer  has  permitted  much  profitable  tea  trade  to  get  away  from  his  store  into  the  hands 
of  special  competitors. 

THAT^the  real^bas^  of  most  of  this  competition  is  PRICE,  even  if  aided  by  premiums,  for  that  is  only  one 

THA^?ne.^iCet  per  rund  'a  ?0t  *°  imPortant  t°  consumers  as  the  quality,  when  it  is  shown  how  comparatively 
economical  really  good  tea  is,  even  at  $1.00  per  pound.  y 

THAT  the  best  way  for  the  family  grocer  to  get  back  his  rightful  share  of  the  tea  business  is  to  specialize 
lAfenorTrades^l  low^ricrs  WlU  him  the  advantage  of  <*«»P  chain  tea  stores  selling 

THAT  HOTEL  A.STOR  TEA,  being  our  “MASTER  BLEND”  after  more  than  ?o  years’  experience  affords  the 
progressive  dealer  “The  Tea  He  Needs”  to  get  the  best  class  of  tea  business— and  HIS  PROFIT’lS  RIGHT 
ihe  new  io-cent  Tin  makes  more  than  40  cups  of  REALLY  GOOD  TEA. 

THATTpir  ^n°HP0RTrp  wnDTurureuST  1^°  c°-°PeratJe  as  special  distributors  on  HOTEL  ASTOR  COFFEE, 

1LA,  and  RILL  is  WORTH  WHILE — a  postcard  request  brings  you  full  particulars. 


B.  FISCHER  &  CO 

IMPORTERS 


Corner  Franklin  and  Greenwich  Streets 


NEW  YORK 


FRANKLIN 


GRANULATED 

SUGAR 


O  UNIFORM  UNO  HIGH  GRADE 


P.  F.  BROWN  t  CO.  PHILADELPHIA 

1 1  uxluj 


TANGLEFOOT 


BETS  50,000,000,000  FLIES  A  YEAR 

Taetly  More  Thom  A.U  Other  Memne  CmMnnl 

Tk«  Sanitary  Fly  Saitroyar  "  ::  M«b-P»1ms.u 


JU,  i  inLi47l  UVC1K  1T1AUU 


- 


- 


2  072891028 
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